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October 27, 1971 

MEMORANDUM 

TO: MEMBERS OF THE CAMPAIGN DEPARTMENT 

FROM: DAVID MARK 

SUBJECT : OPERATION ISRAEL 1972 SLIDE FILM NARRATION 

Enclosed are all basic elements of the Operation Israel 1972 slide 
presentation, for use in parlor meetings - or, when considered 
appropriate - individual recruitment. Time is about five minutes . 

1. A set of 36 slides, marked serially. 

2. A cassette tape of the accompanying narration with beeper 
signals for changing slides. 

3. A photocopy of the narration, in script form . 

Any slide projector with feeder will accommodate a minimum of 
36 slides. If one is not readily available , rent a projector and 
have the bill or your request for reimbursement sent to this office. 

Operating instructions . Start cassette first . At first beeper 
signal, put on first slide . Change slides at every beeper signal 
thereafter. Most changes allow ample time between slides; in some 
cases there are star.cato sections requiring quick responses. The 
signal between slides 7 and 8 comes ui thout a pause in the narration. 
You are strong! urged to have one or two "d runsa befor e each 
screening . to raIDJ. arize your se r wi t e mate a particularly 
with the timing . 

DM:MS 
enc • 

cc: LSG GSC RAF IB DHK MHB RG K/BA LG BR 



OPERATION ISRAEL 1972 SLIDE FI LM - NARRATION 

Slide 1. 

Operation Israel 1972. Your first night in Tel Aviv. A wasted marsh land within 

l iving memory . Today: the brightest, most pulsating city in the Middle East. 

Out of this newest of Jewish cities ,· you will move throughout Israel - and 

throughout Jewish history - the UJA way . 

Slide 2. 

Among many other places, you will visit settl ements , old and new, in vall eys 

whose names you first met i n the Bible: Jezr eel, perhaps, or Sharon ••• 

Slide 3 . 

And kibbut zim - Israel's landmark experiments in selfl essness, which have con

founded the cynics ••• 

Slide 4 . 

. . . because they work • 

Slide 5 . 

Among many Israe l is from a ll walks of life, you will meet her citizen-soldiers, 

whose vigi lance is a prayer for peace to come ••• 

Slide 6 . 

.... who have three t imes l eft their l oved ones shel tering in the soil while 

they defended •• • •• 

Slide 7. 

• • • and sometimes died for the Jewish homeland ... 



Op-Is '72 Slide Film - 2 

Slide 8 . 

•••• and its her itage o Tracking that heritage on Operation Israel, you will 

move back and forth through the centuries. Among many ancient and moder n historic 

sights, you will experience the Wester n Wall •• • 

Slide 9 • 

• • • and which somet i mes - unexpectedly for some - touches deeply hidden wellsprings· 

of Jewish fa ith and identity. 

Slide 10. 

You will feel the power of the past ••• 

Slide 11 . 

•• • in such hallowed pl aces as Rachel' s Tomb ••• 

Slide 12. 

••• and on the Mount of Olives • 

Slide 13. 

You will see such impressive institutions of the present as the Hebrew University 

. 
on r ejuvenated Mount Scopus ••• 

Slide 14. 

••• and the Israel Museum. 

Slide 15. 

Your heart and - i f they can - your l egs will rise to the glory of Massada • • • 



Op- Is '72 Slide Film - 3 

Slide 16 . 

The ru in whi.ch was prelude to rebuilding • • •• 

Slide 17. 

The defeat which was the gr eatest of triumphs ••• 

Slide 18. 

The tragic and her oic yesterday which fashioned all our tomorrows. 

Slide 19. 

Beyond yest erday, before tomorrow - Operation Israel will show you Israel's 

eternal today: the hand, stretched across space and time , to the ha<fld of a brother 

Slide 20. 

••• the immigrant - who comes in his hundreds and thousands and tens of thousands 

each year •••• 

Slide 21. 

••• 

and is never denied. They come, l ike this man, out of a l ifetime of oppression; 

or, like others, rebelling against the suppression of their identity in Russia •• • 

or f l eeing the hangman's noose in Iraq. 

Slide 22 . 

They come through the open gates and begin the long, hard, uphill struggle to buil d 

new lives . 

Slide 21. 

Some - o l d and young - denied l earning in their Mos l em lands of origin ••• 



• 

Op-Is 1 72 Sl ide Fil m - 4 

Slide 24. 

• • • never catch up. They fa ll back into pockets Qf poverty • • •• 

Sl ide 25 . 

•••• f r om which c r owded c l assrooms cannot prepare them to escape . 

Slide 26 . 

You will discover f ace t o f ace on your Operat i on Israe l mi ssi on tha t the people 

of I srael spend a l most all their substance on defense. To meet immigrant needs 

and the probl ems of poverty while maintaining their security, they give of 

their spirit and of themsel ves. 

Slide 27 . 

The funds - one hundred percent of the funds - mus t come from us : to buil d the 

high school s • •• • 

Slide 28 . 

To maintain the uni versities • ••• 

Slide 29. 

To provide vocational training needed by the youngst e r s who don' t go on to the 

uni vers it ies •••• 

Slide 30 . 

••• but who must create the manpower base for I s rael' s growing industry • • •• 

Slide 31 . 

To give the aged and the aging the fre edom •••• 



Op-Is '72 Sl ide Film - 5 

Slide 32 • 

• :. and the dignity of useful later lives •••• 

Slide 33. 

To hea l and help the handicapped, the disabled, the retarded ••• 

Slide 34. 

And to buil d our own monument, thr ough humanitarian programs , to Jewish victims 

of terror: young and ol d, yesterday and today . Whil e we assume that 

responsibility .... 

Slide 35. 

••• the valleys of the l and - under constant attack and threat of attack a few 

years ago - lie growingl y green and safe •••• 

Slide 36. 

•• • unde r the watchful eyes of the real heroes and the true gl ory of your 

Operation Israel visit : the peopl e of Israel themsel ves. 

# # # 



UJA 1972 CAMPAIGN SHEET 

FACT : This year, free world Jewry is facing its greatest challenge ... 
it must now meet in full its traditional responsibility for the 
complete range of UJA-supported programs in Israel. To achieve 
this goal, and help answer the overwhelming humanitarian need 
that exists, the American Jewish community must raise 
$450,000,000 through the 1972 United Jewish Appeal Campaign. 

FACT: Israelis are the most heavily-taxed people in the world. They 
still devote almost all of their resources to defense. The 
need to maintain security continues to devour 803 of the 
country's tax revenue. 

FACT: At least 70,000 new immigrants are expected in Israel this year, 
among them many Jews from the Soviet Union. Like all newcomers 
to I srael , they will require housing, language t raining and 
vocational training, education for their children, health 
services for the s i ck, welfa re for those in need , and comfort 
for the aged. 

FACT: The cost of i mmigration and ini tial absorption for an average 
family of new arrivals -- many of whom are destitute -- is 
$35,000. Our share of this cost is $24,000. 

FACT: Housing is the most critical human problem in I srael. More 
than 200 , 000 families -- 303 of tqe population -- live two or 
more to a room . 56,000 live three or more per room: eight , 
ten, twelve, and more people living in two or three rooms. 

FACT: This year, with the anticipated arrival of 70,000 immigrants, 
an estimated bare minimum of 15,000 new immigrant hous ing units 
must be built. Providing funds for thi s is the total 
responsibility of free world Jewry. 

FACT: In 1972 UJA must provide t he funds for 38,000 underpriviledged 
children of immigrant families to enable them to attend pre
kindergarten classes. We must also support 100,000 secondary 
school children with partial or full scholarships. 
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THE CAMPUS CAMPAIGN 

A GUIDE FOR 

JEWISH STUDENT LEADERS 

Foreward 

- Purpose of the Manual 

- How it can help 

- How i t is organized 

I. The Student Coordinating Committee 
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THE eAMPUS MANUAL 

A GUIDE FOR JEWISH STUDENT LEAPER§ 

FOREWARD 

Many Jewish college students today have a deep sense of 

commitment to the Jewish people and the s tate of Israel. Some may 

even approach "understanding" what Israel is all about. But to actu

ally realize what it takes to assure the survival of the Jewish people 

requires something more. It requires facts, i nformation and authorita

t ive, documented evidence of the conditions under which Jews live in 

Israel, the Sovie t Union, in Arab countries, and here in the United 

States. 

Once these conditions are realized, the need for effective organ

ized activity on behalf of our people becomes apparent. This manual is 

intended to introduce Jewish student leaders to some of the basic steps 

involved in setting up a fund raising drive among college students. 

It has been prepared by a group of students who have themselves partici

p ated in campus fund raising . It is intended as a guide for student 

leaders for the or ganization of campus campaigns and is based on past 

experience. The manual contains the basic formulas for setting up a 

campaign st ructure and carrying the campaign through the various steps 

to a successful conclusion. 

It is not intended as a rigid set of rules which permits no deviation. 

Conditions may vary from campus to campus and there may be local prob

lems and special situations which require special solutions . These 

will , of course, be handled by the local campaign leadership but the 



basic structure for a campaign does not vary greatly . Every campus 

must be organized. Leadership must be chosen, dates must be set, the 

nature of educational and promotional programs must be decided, solici

tation procedures must be well organized, and finally, methods of 

recordkeeping, collections and remittance of funds must be set up . 

While this may seem complicated, it really isn't. Once the initial 

organizing procedures have been completed and the campaign charted , one 

activity will flow into another. With responsibility for the various 

steps of the campaign divided among the top campaign leadership, there 

should be no problem of keeping the campaign moving from one step to 

another until successful termination. 

This manual points tbe wav through the various steps to be taken. 

Other ingredients may come into play , depending on local conditions . 

New ideas should be welcomed and put into practice--innovation and 

experimentation are the life-blood of successful campaigning . The basics, 

however, are invariable . Good campaign leadership, a well planned calendar, 

face- to-face solicitation wherever possible, and tight controls to make 

sure that all moves smoothly, are essential components. Beyond these 

there is room for imagination and ideas. Any new and effective procedure 

deve loped on one campus should be shared with others, using the SCCIEF 

as a "clearing house." With this manual as a starting point, there should 

be a minimum of problems in getting your campaign organized and under way. 

As briefly as possible, it outlines 1) facts about the Student 

Coordinating Committee for the Israel Emergency Fund, 2) the importance of 

a student fund raising campaign, 3) the steps needed to organize a new 

student group, 4) education, activity, and proup unity, 5) the campaign 

itself, and 6) assuring the continuity of the organization. 

(2) 



I THE STUDENT COORDINATING COMMITTEE 

In the summer of 1970 a group of six students, who had partici

pated in several UJA University Student Missions , arrived at a decision 

which was to have a strong impact on many of their fellow students in 

the year ahead. Coming from different parts of the country, they 

represented a cross-section of the American Jewish student body which 

numbers close to 400,000 . 

Deeply moved by thei r experiences in Europe and Israel with the 

Universitv Student Missions, they were concerned by the apparent inactivity 

and lack of interest tnev encountered on their own and other campuses . 

While thev knew that a comparativelv small group of students were concerned 

with the future of Israel and the plight of Jews in many lands abroad, they 

also knew that a large orooortion of Jewish students, while no t hostile, 

simply did not feel anv sense of involvement . Many of them were struggling 

with the question of Jewish identity - am I an American or a Jew first? -

am I pare of a people? - how can I support the Israelis without seeming 

chauvinistic? - why can't I be just a human being concerned for all who 

suffer? They saw these as valid questions to which there were answers. 

How to resolve the doubts which existed in the minds of many students and 

how to get them involved in the saving of Jewish lives and in helping to 

contribute to the future of the people of Israel was the problem which 

seemed of paramount impo rt ance . 

With this goal in mind, these six students organized the Student 

Coordinating Committee for the Israel Emergency Fund . Three of them took 

one year off from school to work full time on t he program. The others 

gave to the work a large proportion of their time . The task they had 

taken was not an easy one. They knew that there were a number of organized 

Jewish groups on campus (of which Hillel was t he lar gest and most important) 

(~ 



which were also concerned with . the problems that moved them so deeply. 

It was not their purpose to set up a new organization on campus. 

Rather, as a connnittee of concerned students, they hoped to bring to

gether all groups to work for a corranon goal and to involve the over

whelming majority of students who were unconcerned and uncommitted . This 

latter objective was to be achieved by drawing upon the several thousand 

students who had participated in Operation Joshua in Israel and in the 

UJA University Students Missions . With these as cadre they felt it would 

be possible to mount a national student campaign on behalf of the humani

tarian needs of the people of Israel and Jews abroad . At the same time 

they felt that this would also achieve the long range objective of training 

future leaders for the Ameri can Jewish community. 

The whole process of stimul ating meaningful campus activity called 

for many steps. The countering of anti-Semetic propaganda, the en

couragement of Hebrew and Judaic study courses, the setting up of study 

groups and seminars were all part of the process. The Student Coordinating 

Committee undertook to make available appropriate materials such as films, 

posters, position papers, speakers, buttons , posters and pamphlets. Committee 

members visited campuses to meet with interested students, to involve 

others into the operation, and to feed these human resources into the 

overall campus campaign. 

If the development of Jewish leadership was the ultimate objective -

why was the campus campaign so important an element of the whole program? 

The process of conducting campaigns not only raises funds but enables 

large groups of students to work together. Educational work must be 

carried on--in the process of solicitation the story must be told- -and 

a student campaign means that all elements of the Jewish community are 

involved . This is extremely vital in the development of strong support 
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for the people of Israel . Above all , the Committee felt a personal 

financial commitment to be of extreme importance since t his means 

personal involvement above mere lip service . 

Fund raising on campus was not new but i t now has been carried out 

only on a more limited basis. The first year was experimental and 

difficult in many ways . With the infusion of new forces , the employment 

of new techniques and vigorous and dedicated leadership, the 1971 campaign 

took on a new aspect . The feeling that money was a dirty word was , to 

a large extent, dispelled . An understanding was generated that in 

addition to educational programs, it was important for students to be-

come an integral part of the process through which Jewish lives could be 

saved and Jewish suffering alleviated. I n the world of today this requires 

money - enormous sums of money . The rescue of Jews - whether from Russia 

or Syria or any other part of the world requires money. Their settlement 

in Israel or other parts of the world requires mortey . The people of 

Israel will look after their own security needs . But they cannot, at 

the same time, help us meet social welfare needs as well . This then, is 

the concern of Jews throughout the world . It is our concern that the 

newcomers' needs in housing, education, health care , settlement, care for 

t he aged and deep- lying social welfare problems, be met from r esources 

s~pplied by the Jewish community of our country and the free countries 

of the world. 

The 19 71 campus campaign, which began in February , proved that the 

lewish student community is responsive to the need. Campaigns conducted 

on some 85 campuses r a i sed $215,000 as compared to about $55,000 raised 

the prior year. Existing campaigns achieved better results and many 

campuses instituted campaigns for the first time. Aside from the money 

raised - which was substantial , the 1971 campaign inteQ.sely involved 
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Jewish students in Jewish activity for the first time. 

For 1972 it is the aim of the Student Coordinating Connnittee, 

which is being enlarged substantially, to extend its program in size 

and depth. The 19 71 campaign proved that varying elements of the 

Jewish student body of this country--affiliated and uoaffiliated--can 

work together in harmony for a common cause. In 1972 our goal is to 

raise $500,000 . 

The goal of "Every Student an Activist" may seem a long way off 

but the beginnings have been made and the horizons have been extended. 

In the long run, Jewish activism on campus will make for a stronger and 

healthier and more secure Jewish community in the U.S. 

Finally, the Student Coordinating Committee believes that informed 

and motivated leadership is the essential ingredient in a successful 

campus campaign. The constant expansion of the leadership cadre on 

campus is a primary objective. The transmission of a feeling of urgency, 

that time is important and action must be taken now, is an immediate 

target. The long-range objectives of developing leadership for the Jewish 

community can be achieved only by a constant process of education, 

organization and action. This is the role of campus leadership - to lead 

and inspire others to take a leadership role. The Student Coordinating 

Committee feels that this can be achieved by students working together 

for a cotmnon objective. We are happy that you have lllldertaken the res

ponsibility to give leadership to your fellow students in this important 

undertaking - which is so meaningful to the welfare and survival of 

Israelis and to Jews in need in critical areas of the world. As concerned 

Jewish students we can do no less. We welcome your participation. 
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II. THE IMPORTANCE OF YOUR TASK: WRY GIVE? 

The lessons of history have taught us the supreme value of 

existence. That existence requires sacrifice. The fight for Jewish 

existence has been carried out for centuries on many levels. And it 

continues today, embodied by the people of Israel. 

As the threats to their survival continue, the people of Israel 

must remain prepared to defend themselves ... their homes ... their very 

lives. They do this, but not without great sacrifice. Already the most 

heavily taxed people in the world , they have gone deeply into debt, 

mortgaging future generations. 

Because of their staggering defense expenditures they can no 

longer afford to help us pay for the vital humanitarian programs so 

important to the hundreds of thousands who came to Israel to start a 

new life in freedom . There are increasing numbers of new immigrants 

t o ret r ain and resettle ... aged and infirm to care for ... children to 

educate ... homes to build. 

To meet these demands, free-world Jewry must now fulfill its tra

ditional obligation to support such programs in Israel. And it is our 

r esponsibility too -- as Jews and as concerned human beings . 

After the most bitter days of the Holocaust someone asked Golda Meir 

what revenge can there be .. . Her answer is our answer : "We will build in 

this country something of such human decency and dignity that all the 

people who throughout the ages hated us and persecuted us will come to 

our doors to learn from us what human decency and human dignity really 

means . " 

It is this building, this moral ideal , to which we are committed . And 

now, more than ever before, our help is needed to achieve these goals . 
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And our generation cannot afford to cease the struggle. We understand . . . 

and we will continue. 

(~ 



III. SUGGESTED STEPS FOR ORGANIZING A NEW STUDENT GROUP 

A. Legit i mizing the Group 

1 . Name - What ' s in a name? Plenty, when it comes to a new student 

group on campus . The competition between various student 

organizations for the attention of students is enormous . 

This is especially true when academic and social pressures 

combine with traditional student apathy, skepticism, and 

cynicism toward organizations in general. 

Whether you decide to use the name of your already exist

ing group--Hillel, the United Jewish Appeal- -or whatever 

original name you invent , it should be based on the 

particul ar character of your organization and student 

group history of your own campus . Some of the names 

that have been used by student fund raising groups in the 

past include: Uni t ed Jewish Student Appeal , Combined 

Jewish Student Philanthropies, Indiana University Student 

Coordinating Committee for the Israel Emergency Fund , 

Michigan State University JeWish Liberation Project , 

Hatikva (The Hope) . Remember that students, faculty , 

and administrators will immediat ely associate the direction , 

emphasis, political inclination , philosophy, and even t he 

degree of radicalism or militancy of your group jus t from 

the name you choose . Therefore, you should obviously give 

this matter careful considerat ion . 

2 . Regis t e r ing the Group -

Most univer sities require a newly established s t udent 

or~anization to regis t e r with either Qffice of the Dean , 
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the Student Union , or the Student Body Government. This 

is usually a fairly simple procedure and there are some 

very definite advantages to be gained from having a 

registered organization . Among these are: 

a. the right to obtain the school's (computerized) re

ligious preference mailing list, compiled from the 

optional religious preference cards students fill 

out at registration. This list is a must for any 

fund raising activity, especially in cases where 

a Hillel list is unobtainable . 

b. the ability to reserve meeting rooms, lecture halls, 

auditoriums, and other school fa~ilities to suit the 

size and nature of any gathering you may wish to 

have . 

c . the ability to request the use of the school ' s audio 

visual equipment (projectors, projectionists, slide 

equipment, etc.) 

d. the ability to use the school's or student govern

ment ' s printing services. 

e. the option of opening an account for your funds with 

the university . 

f. the right to attend and vote in certain school 

administration or student government meetings . In 

some cases you may even submit a request for an 

operating budget. 

3. Office Space -

Very often the scope and intensity of a student camp aign 

becomes such that the room of the chairman can no longer 
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serve as the headquarters of the campus campaign. It 

may also be very physically and psychologically demanding 

to use the same room for studying , working on the campaign, 

and sleeping . Therefore, you should request office space, 

telephones, office supplies, etc . --as early as possible 

in the academic year- -from whomever is in charge of these 

allocations. 

4 . Publicity -

Effective publicity is the most important aspect of 

initiating and running a campaign. While this may seem 

obvious, it is all too often neglected because students 

may not know how to utilize the available media to their 

fullest advantage . Besides the posters, buttons, pamphlets, 

films, and speakers available through the National U.J.A. 

office, you should be familiar with the nature of the 

local student or community newspaper, radio and television. 

Usually, the most effective and economical of these is the 

student newspaper . The campaign leadership should meet 

and get to know as many of those involved with the news 

paper as possible. Editors, reporters, and advertising 

salesmen are all tremendously important in getting the word 

out about what your group is doing . Do not hesitate to 

approach them to ask for cover age of an important meeting 

or film screening you are about to have . Remember that what 

you are doing is a newsworthy item, and that student news 

paper s are always looki ng fo r an inter esting and unique 
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story related to the campus community. You should cer

tainly arrange for an interview with a student newspaper 

reporter--tell him about your group's formation ; why you 

are having a fund raising drive; what you hope to ac

complish; and how you plan to accomplish it. 

Other free publicity may be gained through an editorial 

about the campaign, letters to the editor, point- of- view 

columns, and the list of campus events. 

B. Membershio Recruitment 

One of the most crucial , and probabJ.y the hardest part of any campaign 

is recruiting good workers. The importance of this cannot be over

stated -- a campaign is literally only as good as the people who 

work on it . The difficulty is something you'll probably find out 

about for yourself. While there are no guaranteed ways to find workers , 

there are certain channels you can explore which will probably be of 

some help. This part of a campaign can be the most discouraging --

the only good part is that there is a ?nowball effect in recruiting. 

If you can find five good people, and each of them can find five good 

people , and so on, an effective organization can be put together . 

1. Initially, the most obvious source of a corps of 

dedicated members in a fund raising drive are people 

with whom the campaign leadership is familiar. You 

will know which people have the most commitment, the 

best background, and the greatest dependability . Your 

friends ' friends may be best for establishing an organi

zation. Try especially hard to recruit freshmen and 

sophomores for all jobs, since it is important to build 

a viable organization for futur e years . 
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2 . The Stude~t Coordinating Connnittee can also help 

in your membership recruitment . We have lists of 

people on your campus who have recently participated 

in the U.J.A. Universitv Student Missions to Europe 

and Israel, our Operation Joshua in Israel, and in 

last year's campaign . Experience has shown that we 

can count on a significant portion of these people to 

help in the campaign . 

3 . You may wish to set up a film followed by a speech 

or discussion by an SCCIEF representative before the 

campaign actually gets underway in order to bring new 

peoole into your activities and introduce them to the 

importance of what you are doing . 

4. Hebrew and Judaic ·Studies courses are, of course, 

always a good place to look for potential members. 

Professors teaching these courses will usuall y permit 

you to speak to their students before or after class . 

Another likely source of membership is Hillel, A Z Y F, 

Soviet Jewry groups and Jewish fraternities and sorori

ties. Resourceful campaign leaders may set up an in

formation desk or booth during registration or in the 

student union and sign people up there. 

5 . Posters placed in dorms and on campus bulletin boards 

spread the word that a campaign is going on, and ask 

for volunteers . This can help with climate creation, 

and is a good idea. Posters are available from the 

Student Coordinating Committee; in some instances , 
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they are ~lso available f r om local Federations . 

6. Place newspaper announcements or buy advertisements 

in campus press. Again, these are good ideas in 

general to let students know there is a campaign 

going on . Newspaper ad formats are also available 

from the Student Coordinating Committee. 

7. Contact your local Federation. They may keep a name 

file on students who have contacted them, and are often 

in close contact with existing student groups . 



IV 

EDUCATION, ACTIVITY , AND GROUP UNITY 

A. The December Student Leadership Study Mission in Israel 

No one can be expected to be an effective educator-solicitor with

out certain basic knowledge of the conditions in Israel and world 

Jewry. While we would like everyone to have direct, personal exper

ience with Israel, this is not always feasible. We can , however , 

give as many of the potential campus campaign leaders as possible 

the fundamental knowledge necessary to undertake the education of 

their peers. 

Thus, the December Studv Mission in Israel was established to expose 

the top Jewish student leaders from across the country to: 1) the 

land and people of Israel ; 2) the humanitarian and social welfare 

needs of the people; 3) the work being done by various Jewish agencies 

to meet these needs; and 4) how the American Jewish community supports 

these agencies . It is a very intense, eight-day, fact-finding study 

of what life in Israel is all about. 

Those who participate in this Mission are expected to come back to 

their schools and help lead the campus campaign. Since they have 

direct, personal knowledge of what is currently being done in Israel 

to help alleviate Jewish suffering, they can effectively lead in the 

training of solicitors, answering questions on Israel, and serve as 

a reference on the work of Jewish welfare orgnizations . 

B. S.C.C.I.E . F. Supportive Services 

The speakers, films, pamphlets, fact sheets., posters, and buttons 

that you can obtain from the Student Coordinating Committee fo r the 
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Israel Emergency Fund are all available to you from our national 

office. Some samples of the materials we have are in the appendix 

to this manual . Others will be explained to you by your SCCIEF 

field representative. 

C. Pr e- Campaign Pro jects 

Since most campus campaigns do not actually get underway until the 

winter or spring, it is important to program relevant activities for 

the organization in the fall. Otherwiset without any activity of 

any kind, even your most committed members may become bored or in

volved in something else. It is, therefore , essential to begin the 

education of each individual member at the outset and, at the same 

time, to assess their ability to handle whatever situations the cam

paign will later require. 

Exactly what you should begin to work on will depend on the needs 

of your school, and on the size and character of your membership. 

Some of the projects that groups initially set up for fund raising 

have worked on incl ude the addition of Judaic Studies and Hebrew 

courses, academic credit for study in Israel, discussion sessions on 

the .Middle East conflict, etc . 

( 16) 



V. GOALS OF TifE CAMPAIGNS 

The first thing to do is to evaluate exactly what you want to 

accomplish , and the most effective way in which to reach your goals . 

Normally the long- range goal is to raise funds, however, this 

cannot be done without first bringing the facts to the campus. 

It is a mistak~ to assume that most people have a real grasp of 

the current situation in Israel and Europe; on most campuses, the level 

of information about these things is phenomenally low. Most students 

don't even know anything about Israel, and don't think very much about 

it, let alone the humanitarian programs which are vital to the lives of 

her people. 

It is therefore important to inform as many students as possible 

as intensively as possible and get people to at least think about the 

Middle East, and why it is important to everyone. 

A substantial part of this informational process, and probably the 

difficult part to get across, is explaining exactly what philanthropy 

is all about . Years of ten cent gifts to Keren Ami, Trees for Israel, 

and similar things build up a sort of "small change mentality" among 

most students when it comes to any sort of charity; most students simply 

and honestly don't realize that a .soc or ~l . 00 gift to anything is trivial. 

One of the toughest parts of a campaign is conquering this widespread 

dime-quarter syndrome. A pocket change donation actually has no relation 

to charity; it is simply conscience money . The goal of a campaign is to 

make people think, not make them feel better. It is especially important 

to get this across because students who learn how to give now will be 

much easier to reach for all charitable purposes in the future . 

(17) 



Fi.mds raised are a rough yardstick of how effective the information 

is; the amount a student gives provides a rough estimate of what he 

understands . Nearly all college students can, if they want to, come 

up with $15 or $20 for something they believe in: most can give more . 

(If this sounds like a lot of money, think what most students spend for 

records, clothes, or drugs in the course of a semester). If someone offers 

a dollar, he has no idea what you're talking about. 

Your goal then, should be to inform as many students as possible of 

the situation of world Jewry, and to get substantial intellectual and 

monetary commitments from as many students as you can reach . 
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UNIVERSITY STRUCTURE AND THE CAMPAIGN 

To run an effective campaign even on a limited basis, takes a 

minimum of a week of preplanning (more if there are past records to 

analyze), two weeks or more of intensive worker recruiting and training, 

and three to four weeks to rtm the actual campaign . 

It is important to start a drive early enough in a semester so 

that you can execute it properly and finish it without time being a key 

variable. Another problem with running a campaign at the end of a 

semester is that many potential workers are preoccupied with exams and 

are unable to help. Still another problem is that a lot of students are 

paid on a semester basis; running the campaign at the end of the year 

catches many students at a time when they are short of money . 

The best time to run a campaign is earlv in the second semester when 

students are settled , not yet buried with exams and papers, and many have 

just gotten checks for the semester . 
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CAMPAIGN STRUCTURE 

To see that the campaign is as efficiently managed as possible , 

break down the management structure into a system of several s mall 

responsibility centers, each with specific tasks to accomplish. That 

way if something is not being done, it can be easily traced . 

Divide the campaign into three separate sub-campaigns to cover 

dormatories, off catnpus students, and organizations (such as Hillel , 

fraternities , and so on). Then put a group chairman in charge of each 

division. The group chairmen have a good deal of individual responsibility 

and autonomy in deciding how to run their subcampaigns; it presents an 

excellent opport unitv to study comparative techniques. 

It is helpful to appoint large numbers of chairmen with different 

areas of responsibility for another reason : giving someone a title will 

make him feel more directly involved with the campaign , and may well 

result in his doing a better job. 

The dorm campaign is by far the easiest to organize and run. For 

each dorm, appoint one or two overall chairmen, whose job it is to find 

one or t~o people on each floor who are willing to work . Each dorm should 

be placed through the information and training program as a unit . The 

dorm chairman has individual responsibility for seeing that workers are 

recruited, and floors are canvassed on time. They also are responsible 

for making sure workers are doing a good job, that funds raised are being 

turned in promptly, and that there are no significant complaints from any 

of the dorm residents. Chairmen should also help out on difficult soli

citations and arrange meetings with top leadership . 

Training and information is the major task of campaign leadership. 
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The success or failure of worker training sessions will literally make 

or break the entire campaign . 

Remember that most volunteers will know far less about needs in 

Israel and in other countries than will leadership; the group chairman 

cannot assume that volunteers, even those who have been to Israel , know 

enough to do an effective job . If someone asks a worker a question he 

is unable to answer, it ·will kill the entire solicitation and make the 

campaign itself seem poorly or ganized. In addition, the worker will 

get discouraged, and his effectiveness will be impaired. 

For the Organizations Division, try a series of bigger meetings 

as it is difficult to get workers to handle the division on a direct 

solicitation basis. These meetings can be run by top campaign leadership. 

The Off Campus Division is by far the biggest problem. Although 

the great majority of students live off campus , they are difficult to 

reach . Most of the solicitation for this division is done by mail or 

phone (See "How To Conduct a Telephone Campaign") . 

Insist that all workers attend training sessions. It has been proven 

that workers who have attended training sessions raise more money and get 

higher average gifts by about 18% than those who do not attend t r aining 

sessions. These sessions provide everyone with at least a basic level 

of information, and some knowledge of what is expected of all volunteers. 

This can, however, be overdone. If you start making excessive 

demands on workers' time, they will lose interest in the entire process . 

All workers can spare at least a couple of hours to come to one meeting ; 

if they cannot , they probably don't have enough time to do an effective 

job as a worker . 
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The best way to train workers is to have the top campaign leadership 

meet with small groups of volunteers. These meetings evolve into fairly 

structured high intensity sessions. Make as much use as possible of modern 

educational theory, including structured discussion, group dynamics, and 

role playing. 

At these meetings, the Chairman speaks for twenty to thirty minutes , 

briefly explaining the function and goals, and intensively describing the 

situation in Israel and elsewhere overseas . Pack as many facts as 

possible into these sessions, and hand out mimeographed fact sheets which 

sum up the talk . Background material and ~ublic Relations Staff assis-

tance are available from the SCCIEF or UJA National office do not 

hesitate to use these resources for planning and information. They are 

important to your overall campaign success . 

Stress anti-Semitism in Eastern Eur ope and the Moslem countries , 

the refugee flow system into Israel , and the crucial fact that without 

active participation and support from the world com:nunity, there would 

be almost total curtailment of all humanitarian services in Israel. Also 

stress that no funds raised are used for the defense effort, and speak 

at some length about the Arab refugee problem; misunderstandings of these 

situations are a major source of anti- Israel feeling on campus and are 

used as excuses by those who do not want to give. 

The function of these talks is to inform and hopefully to make 

volunteers feel as proud of what has been accomplished in Israel as you 

do. Do not playdown the many social problems to be faced in Israel, but 

make sure that workers understand that solutions are being sought . Try t o 

make the workers feel commit t ed and responsible , t o feel that without their 

active help there would simply be that many fewer humanitarian services in 
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Israel . Stress that this responsibility is as much one's responsibility 

as a human being as it is a function of one's duty as a Jew. 

Following this talk, answer questions for t en or fifteen minutes. 

Then organize the meeting into a crude T- group situation . At the 

start, campaign leadership should ask questions that he thinks workers 

will be asked in solicitation (how to answer things like "my parents give 

enough" and "what about the way Israel treats it's Arab citizens," and 

other things frequently asked). Then encourage workers to criticize each 

others' answers, and to ask questions of their own. The point of this is 

to get all questions or uncertainties he might have worked out, without 

embarassing himself. People tend to be much freer in a group situation 

than in a lecture structure. 

From there , maintaining the T-group structure , move into solicitation. 

Place a lot of emphasis on this phase; set a high level of giving among 

the workers, as it will raise the giving level of the whole campaign . 

More tangibly, if you can't get out ideas about philanthropy across to 

volunteers , they certainly won ' t get them across to anyone else. 

Ask for a minimum gift of $20 .00 per worker . Though this causes 

consider-able screaming from some volunteers, it is chiefly from those 

who planned to give less . Almost everyone can afford a minimum gift of 

that amount. 

It is very important that this phase of the campaign be handled 

proper ly. Remember that for many workers this will be the first time 

they have asked anyone fo r a substantial amount of money. Nearly every

one is needlessly embarassed to ask for money - - to many t here is something 

vaguely unclean about mixing idealism and money. By making people go 

through a couple of solicitations in a gr oup format and cri t icizing what 
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they see , they begin to understand that others share their hesitancy. 

It seems to help many get over it; in addition, the idea interchange 

seems to provide many ideas for workers to think about . 

After this phase, hand out worker kits to everyone. The worker 

kits should include a summary of the Chairman's opening remarks, a worker 

instruction sheet with some basic hints about soliciting, reiteration of 

the goals of the campaign, along with facts, and informative booklets . 

In addition, the kits should each have 25 or so pledge cards. Ask 

workers to keep pledge cards for all gifts; this is the only way a 

worker ' s effectiveness can be measured, it provides information about who 

is interested, and is an efficient method of internal control . Although 

these kits are time consuming to put together, they are very useful . 

Close these sessions by having workers sign their own pledge cards; 

try not to let workers solicit unless they have turned in their own gifts, 

as it is difficult to ask someone else to contribute to something when one 

hasn't done so himself. St ress the importance of workers making a good 

contribution as it will be an essential point when students ask "what have 

you given?" If the answer is "$5 .00" a potential giver will use that as 

his standard for giving . 

Do not ask workers to announce their gifts, as is often done at 

aault meetings. Having students announce their gifts might scare a $50 

giver from announcing rather than pull up a $5 giver who could give more ; 

it is not a good idea to try to embarass someone publicly into giving more. 

The training phase of the campaign requires an incredible amount of 

time and energy from the campaign leadership. Everything that mus t be 

covered in a meeting like this cannot be done in much less than two hours 
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per session; some take longer.. But there is no effective substitute for 

this; if the training is done well, the campaign will succeed. 
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HOW TO CONDUCT A MEETING 

Meetings should be used primarily to (1) recruit workers and 

(2) to reach people who would otherwise be difficult if not impossible 

to contact . By "reach," we mean reaching emotionally as well as physically . 

If an inspiring or movina film or speech is made at the meeting, some 

people may make a committment that under other circumstances they would 

hesitate to make. One should realize, however, that a large meeting --

or for that matter, any meeting with a group of individuals - - will not 

usually be as effective either educationally or financially as one-to-one 

encounters. Typically, in a large meeting situation, there are several 

people who are really turned on, but there are also several who remain 

untouched . By comoarison, in a face-to-face, one- to- one situation, the 

level of education is higher intellectually but lower emotionally and as 

a consequence, more people may give money, but not in the large amounts 

that one tends to receive at large meetings . Most important , one must 

keep in mind that there can be no campaign without workers, that campaigns 

depend on time limits, and if one cannot individually recruit workers, 

rather than sending out letters or using telephones, a meeting is the best 

bet. This maxim also holds true for reaching off-campus people . 
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SETTING UP THE MEETING 

Initially, there are a couple of things to keep in mind . The first 

is that it ' s ext remely difficult to get students to attend anything at 

all because of general auathy and the vast majority of ext r a - curricular 

activities you're competing with -- other meetings , film.s , lect ures, etc . 

Secondly, because of the first point , the last thing you want to do is 

advertise (and you must advertise--in campus newspapers and radio stations 

which should give you free time for the asking , by pos t ers , by hand 

fliers) the meeting as something that has to do with raising or more 

importantly with giving monev . If people think that there's a chance they 

might have to make a committment of time or money , no matter how good the 

cause, they will simplv stay awav from the meeting . Remember that prior 

to this meeting , theoretically (and usually in reality) , they are quite 

likely to be either apat hetic or hostile to such notions. The reason you 're 

running a campaign is to turn them around , and t he reason you ' re holding 

this meeting is that you were unable to contact them individually in the 

fi rst place . 

Then too, you must use something catchy as a come-on in your adver

tisements. Don ' t use something as banal and as bland as "Come learn 

about Israel and the Middle East . " Most students may not be intensely 

i nteres t ed in t hat topic . It may have a lower pr iority of interest for 

them than t he War in Vietnam, or oppression of minorities in this country. 

Don 't forget that as of yet , many may not identify strongly with Israel 

and things Jewish . In fact, some may be trying to forget who they are, 

or are embarrassed about it, if only subconscious!~ Seize t hat point and 

utilize it . Speak directly to them by advertising something like "Ghetto 

Jew, you'd better do some fast thinking . People are getting hurt 
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around the world--people who would prefer to be known as just plain 

folks, simt)ly as human-beings . (Sound familiar?) But the rest of the 

world doesn ' t buy their act. The rest of the world sees them as Jews . 

You see, that's their crime against it. You can save their lives (and 

perhaps even your own) . There'll be a meeting at 
~~~~~~~~~ 

You can come to it . Or like other Toms (Jewish ones are called Jakes), 

you can just keep eating watermelon." Okay, so the ad is antagonistic. 

So it dares people . It's meant to. It's meant to confront them about 

who they are and what the problem is and to make them either angry enough 

or curious enough to show up at the meeting either. The important thing 

is that they show up . Once they're there, at least vou can talk to them . 

To run the meeting well, try to have at least five other people 

besides vourself to make sure that things run smoothly. In order to 

facilitate the recruiting of workers, make sure that you have worker sign

up sheets to distribute at the meeting. Make sure that you have enough 

pledge cards to hand out during the meeting so that you can counter the 

excuse that someone would like to give but they don ' t have cash or a 

checkbook with them . 

Be at the room at least 45 minutes before the time of the meeting 

in order to (1) make sure it's not locked; (2) to make sure the projector 

and speaker system are in working order; and (3) to be able to get on 

the phone if it appears that oeople who said that they'd show up aren't 

there so that you can make one more attempt to get them there . 
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CONDUCTING THE MEETING ITSELF 

In making an introduction of a speaker or a film , make it short. 

Announce the title of the presentation, and ask people to stay around 

afterwards for a discussion . Say nothing about money. Run the flick. 

When the credits start to come on at the end hit the house lights, turn 

off the projector, get up and rap and make the pitch for workers and bread . 

Make it hard and to the point . Tell them that you just don 't want them 

there to see another movie or t o hear another speech or just be i nterested 

and then go away. Tell them, you want them to act and connnit themselves-

now . That means that vou have your pre-picked five people go out and 

distribute pledge cards and worker sign up sheets. Tell those five people 

prior to the meeting exactly what you want them to cover--which aisle, which 

rows, which exits. You also want them to collect completed cards at that 

same meeting . So stress it during the speech, that you want cards filled 

out and returned right then. Don't let people go home with those cards on 

the pretext that they'll return them later. Most of them won't. Remember , 

the thing that a meeting has going for it is the emotional aspect , the 

fact that: you can catch people in "the heat of inspiration and dedicat ion . " 

USE IT TO YOUR ADVANTAGE . 

Now, there's probably someone out there saying that such tactics 

aren't fair and according to Roberts ' Rules of Order. So what? While 

you' re being "fair" Jews are dving because there isn ' t money to save their 

lives. You're trying to save human lives . Under these circumstances, being 

" fair" in this instance seems ludicrous and even rather immoral. Have the 

car ds (and the sign up sheets) collected right there. You usually need 

one person for each 20 to be covered plus 1 or 2 people to cover each 

exit (collecting cards on the way out , and saying to people , "Did you turn 

(29) 



• 

in your card?) . Finally, ann.ounce when and where the first workers ' 

meeting will take place. Tell people who have signed up that you'll be 

contacting them later. 
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WRAP-UP 

Since you're trying to get people to do more by holding a meeting 

rather than by contacting them on an individual basis, you should ask 

for a greater commitment in both time and money. In the pitch ask for 

more money than you would normally ask for with a student that you ' d 

contact in his room. If you usually ask for $10 apiece, ask everyone 

in the audience for at least $25 or more . Again, a number of people 

won ' t give anything, or give less than they should , so you have to try to 

counterbalance this bv big gifts . Also, remember that some of these 

people will be your workers--as such, they have to make worker and leader

ship gifts . 

Try to keep the flow of the meeting rwming your way. More importantly 

t ry not to break up the emotional fervor that's working in your favor. 

Therefore, show the film, make the speech and solicit and recr uit right 

aMay . After you've done that, after the cards and sign-up sheets have 

been collected, you can then go into long-winded discussions . If someone 

asks a particularly sophistic or nonsensical question (particularly an Arab 

or Arab-sympathizer) "attack" the person personally by saying something like 

you're trying to save lives and he's engaged in intellectual masturbation . 

Either that , or just answer very briefly and let the question (if it ' s not 

too damaging) ride. Use vour judgement . But in any case , remember that 

this is your meeting and you must accomplish certain things with it . One 

bad meeting may ruin the whole campaign . 
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SOLICITATION: THE DORM CAMPAIGN 

The best form of dorm solicitation is to use co-ed teams made up of some

one from the floor being covered plus a member of the opposite sex. The psy

chology behind this is that the familiar face will get the team into the room, 

and the stranger , due to boy- girl chemistry , will prevent the team from being 

summarily thrown out. 

There are unfortunately many logistical problems involved in doing this. 

Making up teams that work well together , and can go around at the same time, 

and getting people together for follow- up visits is a complicated procedure . 

The approach we suggest volunteel!:luse is to open with something like : 

"we'd like to spend a few minutes talking with you about Israel," and grad

ually work around to fund raising . In this way you can first appeal to a 

student's intellectual curiosity. If you ask for money right away, you risk 

turning him right off . Workers should distribute fact sheets from the worker 

kits to everyone they talk to , no matter how hostile or well-informed they 

may be. 

Since it is difficult to find out who in a dorm (o r anywhere else) is 

Jewish , approach everyone in the dorms; as you are emphasizing the humani

tarian aspects . It is easy to do this without offending anyone - - remember 

that most of the people who gave money to Biafra were not Black . 

The dorms are by far the easiest structure to work in . They must be 

covered well , as they are the most obvious source of funds. This again un

derlines the need for careful screening of workers and potential dorm chair

men (without which you will not get good workers), and careful supervision 

and encouragement f r om top leadership . 
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Require workers to turn in their results every few days so you can see 

which ones were doing the best jobs, and which ones have to be retrained. 

Since dorm solicitation takes at least 15 minutes per room, it is im

portant to minimize the number of rooms assigned to each team. When workers 

have too much to do, they will start knocking on doors and perfunctorily asking 

for "a small gift for the people of Israel". When that happens, it defeats the 

point of the entire campaign . 
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ANSWERS TO TYPICAL RESPONSES TO SOLICITATIONS 

Listed below are some of the typical questions which usually come up 

during a solicitation. We have tried to provide some very brief and cogent 

answers which have a good chance of helping the solicitation succeed . 

1. "Why do I have to give? My parents already give . " 

Stress that we're not interested in what his parents give; we're con

cerned about his own personal commitment . We want to know if he is person

ally concerned and personally understands the situation, and if so , what he 

intends as an individual to do about it . 

2 . "I understand the problem, but raising money to help solve it is a cop- out. .. " 

Ask him if he thinks that raising money in general to help deal with any 

problem is a cop- out . If he says "yes", then ask him if he thinks that the 

Panthers are copping out when they raise money for their legal defense fund . 

Go on to ask him if he knows that in many countr ies, Jews actually have to 

be bought out, that a bribe has to be paid of $1000 or more, and that after 

the Jew is taken out of the oppressor country , the cost of absorbing him in 

Israel , that is> the cost of transportation , housing , vocational training , 

health and social welfare services , etc . , comes close to $5400 and that 100 

immigrants a day are arriving in Israel . In light of these facts, ask him 

if he knows of any better way for a Jew living in America to help the rest of 

World Jewry . 

3. "I ' m not Jewish--my parents are , but I'm not . '' 

There are basically two approaches to take . The first is more abstruse 

and takes longer to argue . Ask him , if he's not Jewish , what is he? If he 

says , "An American," or "A human being , " tell him there were Jews in Germany , 

Russia , Spain , and other countries who considered themselves Germans, Russians, 
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Spaniards , or just human beings , who still ended up being persecuted , victimized , 

and butchered because the rest of the world saw them only as Jews, no matter 

what they themselves might have chosen to be . And when they were tormented, 

in most cases, the whole world looked on and did nothing -- the whole world 

that is with the exception of other Jews who came to their aid. Tell the stu

dent that the situation is much the same today, that Jews are still being per

secuted simply because they are Jews and that the people who can and should 

help these innocent victims are other Jews. Finally , tell him that if he 

doesn't help, the historical reality of the situation is that nobody else will, 

and consequently , innocent people will suffer. 

The second approach stresses the humanitarian needs instead of the Jewish 

needs . Tell the student that certain human beings who happen to be Jews are 

being oppressed in Iron Curtain and Arab countries, and that in those countries , 

the activities of JDC,HIAS , and ORT are helping to make life more bearable as 

well as trying to get the oppressed out of the countries altogether. IEF 

money supports social welfare programs which benefit hundreds of thousands of 

people in urgent need. Stress in both cases that if this person doesn't make 

a personal commitment to help another person in trouble , he is guilty of an 

immoral , callous act . 

4 . "Why are the people in Israel so important?" 

Put Israel in the perspective of a 4000 year old struggle for Jewish sur

vival, with particular emphasis on the past thirty years and the holocaust. 

Tell the student that in World War II , many Jews had no place to run to in 

order to escape Hitler, that if the state of Israel had existed then, at least 

2,000 , 000 out of the 6 , 000 , 000 who died might have lived (and of the six mil

lion, two million were children) . Stress that the situation has no t changed 

much, that for many Jews living in anguish in Ira~ or the Soviet Union or 

other countries, the only place of refuge for them is the State of Isr ael. Ask 
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the student if he really thinks that the United States or any other countries 

with stiff quota restrictions would let in 50 , 000 Jewish refugees every year . 

5 . ''I won't give money to support the war in the Middle East" or "I won't 

give money to buy arms." 

These funds are not spent on arms or any military equipment. IEF is a 

campaign of UJA which is granted tax- exempt status under the Internal Rev

enue Code as a charitable organization devoted t o humanitarian needs, i.e . , 

"rescue, relief, and rehabilitation . " Therefore , in Israel UJA or IEF funds 

go to the Jewish Agency and the JDC which handle only social welfare needs , 

e . g . immigration and absorption centers , immigrant housing, ~ocational 

training , etc. Israel would have to spend the amount of money she spends 

on defense whether UJA funds were raised or not ; she has no choice. If that 

money is not raise~ innocent people - - deprived of vital social welfare pro-

grams will suffer. 

If the person still won't give, emphasize that UJA funds go to places 

other than Israel , places like Iron Curtain and Arab countries (under the 

auspices of JDC) to provide food and clothing to Jews in those countries ..• 

RIAS relocates Jews from those countries to other countries outside of Israel ... 

and ORT runs vocational training schools . 

6 . "Here's a dollar. Now leave me alone . " 

This gift is unacceptable from most st udents. You should not accept it . 

It is merely "conscience" money, and an attempt to buy you off . It shows no 

real understanding of the problem at hand. We don't want or need money like 

that. A one dollar gift is not going to make or break the campaign, and mor e 

important, we're not begging from anybody . Call it militant fund- raising . Do 

not take the dollar. Tell him to keep it. You ' ll probably get some response 

because you've caught him off guard. Be's been used t-0 being cajoled , flat t ered , 
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and begged into being Jewish ~d/or giving money . He ' s neve r had this 

approach befor e. You mav , therefore, get something favorable from him; 

a t any rate, you can ' t do much worse. 

7. ''Row much should I give?" 

Many students will ask this question in all honest ignorance . 

They've grown up within the framework of a nickle-dime Keren Ami 

syndrome and really don't know what's expected of them. It's up to 

you to let them know , and you have to~ numbers into people's heads . 

Tell them that you want a mimimum gift of $20 that's hardly anything 

compared to the amount of money thev probably spend on dates , clothes , 

etc . At the same time , keep in mind that there are a few students 

who may not be able to give that much . Be sensitive to them . The main 

thing that we ' re aiming for is a meaningful gift from each individual -

"from each according to his ability; to each according to his need" you 

might say. 

Other questions will also come up , but it is impossible to go into 

them all . However, you should now have the basic approach . Be straight

forward, creative , and above all, confident . Neve r go on the defensive. 

Turn the questions back on people . Make them think 

after all, an informational process . 

and see . This is , 
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HOW TO CONDUCT A TELEPHONE CAMPAIGN 

One of the most effective techniques during the campaign is to reach 

students by phone . This is especially useful on commuter campuses or at 

large campuses . 

I. ORGANIZATION 

A few months before the campaign is to begin, workers should make phone 

cards . These cards should include the Name, Address and Phone Number of 

the students you hope to reach . Names of students can be obtained from 

Religious Preference cards or from the student directory . 

II. PHONING 

1 . Try to use the telephone facilities of the local Jewish Federation or 

Jewish Community Center or Hillel . 

2. After all the cards are filled out , give the boys the girl cards and 

the girls the boy cards . The responses are usually better when one se.x 

calls the other . 

3. Have information sheets -- with all vital information - - in front of 

the caller. Since your worker should be knowledgeable , it may be neces

sary to hold several training sessions before you begin. Dur ing these 

sessions you can educate workers and have simulated telephone sessions 

to see how your workers would react under differenct conditions . 

III . WHAT TO SAY ON THE PHONE 

1 . Be positive . Assume that your prospect will be a contributor . 

2 . Remember to be courteous and friendly. Don't antagonize a person if 

he is not interested. But don't be afraid to tell the per son he doesn't 

understand the problems. 

3 . If a person says he is not int erested before you begin your pitch. 

tell him you don ' t care if he gives or not , but that you just want to 

tell him what is happening. 
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4 . Information is just as important , if not more important , than money. 

We are trying to familiarize students with the problems Jews face . Even 

if the student doesn ' t give now, he may give someday in the future . 

5 . The following is a form that can be used for calling students : 

Hello Bob? My name is and I'm from name of college . I 

would like to talk to you about Israel and wor ld Jewry . These are 

the problems Jews are being faced with today. (Then give him the 

information you have on these problems). 

Emphasize individual responsibility . Avoid letting "my parents 

give" be an excuse . Then ask the person , Would you like to help? 

If YES . .. . • . explain that he can pledge money for either or both 

the Israel Emergency Fund , which totally goes for use in Israel , 

and the Regular Fund which also is used in Israel as well as helping 

Je~s around the world. 

If NO . . . . . . ask why . 

IV . COLLECTION 

Different schools have different ways of collecting money. Sometimes a 

local Federation will bill student contributors. If not , you can bill 

the student through the mail , or personally. Remember that the only r eal 

success of a campaign is the help it brings the people of Israel . And 

this help comes only from hard cash ~ not unpaid pledges. Always con

vert all pledges to cash as soon as possible. 

V. HOW TO ORGANIZE YOUR CARDS 

Upon calling you will run into different types of situations . 

1. If you call someone and he is not home or no one answers , writ e 

C.B . (call back) and the date on a corner of the car d so t ha t a cal ler 

at a later date will know that you tried to reach that person . 

If you find out (from a parent or roommate) what is a good day or 
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time to reach the person - write that down . 

If the student is not home and you are asked, "who are you?", just 

give your name and school. 

2 . If a person does not give money , write REFUSAL and reason why on the 

card, i . e . financial, not interested, etc. It may help in next year ' s 

campaign. 

3. If you call a person and he does not live at that residence or has 

a new phone - call Information on the phone . If it is impossible to 

find any information on the person write a question mark on the card. 

4. If a person gives money , write the amount on the card and couple it 

with the pledge card (if you use one). All these cards should be kept 

in separate piles. 

It is important that you keep good card files, for they will come in 

handy next year and will be a foundation upon which to add more cards . 
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MAILINGS: THE OFF CAMPUS CAMPAIGN 

Mail is by far the worst way to reach people, although it is the easiest. 

It is very easy to ignore mail , you can't say very much in it , but it is r el

atively expensive . 

For a sample letter used in a mass mailing (see Addenda) try to state 

wha t you a r e doing , why , and what is needed . Name an ar t ificially high aver

age gift size , as you want to give people a high idea of what is expected 

per gift . 

The mailing should be sent out with a pledge car d and an unstamped, re

t ur n envelope . 
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RECORDS , BOOKKEEPING & CASH 

Try to avoid being overwhelmed with data. Keep pledge cards for all gifts 

with names, addresses, class, and solicitor recorded . It wouldn ' t be a bad 

idea to have each dorm captain rate the effectiveness of his workers and t o 

keep this information on file. 

When the next campaign comes around you will need these records to re

cruit new workers and leaders . 

Status meetings should be held frequently and regularly during the course 

of the campaign . At these meetings all money collected should be tur ned in 

and recorded . It is of the utmost importance that a careful record be kept 

of money collected , and that it be deposited promptly in your bank account. 

(An account should be opened with at least two signatures). 

Money should be remitted either through your local Welfare Fund or dir

ectly to the United Jewish Appeal. 

Every effort should be made to get all or as much cash as possible when 

a pledge is made. Arrange for collec tions on outstanding pledges as frequently 

as possible . All pledges should be paid by t he end of the academic year. Col

lections should be assigned to the students who obtained the gifts . 
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All you need for keeping accurate records are 4x6 cards with the 

following information; 

NAME 

ADDRESS (Local) ADDRESS (Home) 

PHONE (Local) PHONE (Home) 

MAJOR FIELD 

Class 1971 1972 

Pledge 

Amt . paid 

e Balance 

Another method used that will also help you to keep accurate records 

is the daily ledger: 

For each gift, you can keep a running daily account : 

NAME PLEDGE CASH 

TOTAL $ $ 
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PLEDGE CARDS 

Pledge Cards are self- explanatory . 

Be sure to get the person being solicited to put his home address on 

the reverse side . 

Pledge cards are available, in bulk, from the SCCIEF nation.al offi ce. 
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VI 

ASSURING THE CONTINUITY OF THE ORGANIZATION 

The task we have assumed , that of assuring the survival and well- being 

of our people, has, is , and will continue to be an unending responsibility. 

We must, therefore, make certain that competent , committed leadership will 

be available to take over where we will leave off . Campus campaigns must 

continue to reach and teach college students the meaning of survival; the 

meaning of sacrifice; the meaning of giving to the Jewish people. Campus 

campaign leadership has the responsibility of guaranteeing this vital func

tion . The chairman or co-chairmen must get together to decide how to select 

the future leadership and corps of members for following campaigns. Exactly 

how this is done will depend upon the working relationships that have been 

formed during the course of your campaign; who will still be in school the 

following year; the academic load individuals must carry; etc. The point 

is that there must be a group of people who can be counted on to get the or

ganization rolling again for the coming year. These people should be the 

ones most familiar with the campaign , its structure and the university's 

structure, and the SCCIEF (to whom they should be referred). 

It might also prove beneficial to compile a list of names , addresses, 

and phone numbers of workers , helpful professors and administrators , and the 

people who have made donations . These people will be the key to the orga

nization for the coming year . 

One more thing to leave with the incoming campaign leadership is a brief 

critique of your campaign. This should include all the things that went 

right and wrong. It should suggest ideas for impr ovement, and things to 

remember about the particular characteristics of each living unit, types of 

meetings , best sources of good publicity, etc . 
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Jus t one more thing . We hope that you will go to visit Israel and see 

the product of our people ' s work and dreams -- something of which now you 

are truly an integral part . 
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UJA at a Glance 

United Israel Appeal (UIA) 
The United Israel Appeal is the major bene-
1iciary of funds raised by the United Jewish 
Appeal and the Israel Emergency Fund. As 
such, i t evaluates projects and programs car
ried out by the Jewish Agency, its agent in 
Israel, and determines the appropriate use or 
UJA funds for the support of the agency's 
work with immigrants, their integration into 
Israel's life,• their health, housing, education 
and job training. In addition, funds are pro
vided for scholarships, higher education, agri
cultural settlements and youth services. 

United Jewish Appeal 
Receives its funds through 

222 
Federations and 
Welfare Funds 

Independent and 
Combined Campaigns 

St;1pports 

American Joint 
Distribution 

Committee (JDC) 
Including ORT and MALBEN 

Provides a wide range or health, wel
fare, rehabilitation, education and 
cultural services for needy Jews in 
30 countries around the world, in
cluding Israel. 

United Hias 
Service 

Aids Jewish immigrants settling in 
countries other than Israel. 

New York 
Association for 
New Americans 

(NVANA) 
Aids Jewish immigrants settling in 
the Greater New York area. 



VII . JEWISH AGENCY BACKGROUND PAPERS ON HUMAN NEEDS 

SOCIAL WELFARE 

When the State of Israel was established in 1948, her Jewish 

population totaled 650,000. Today , it has quadrupled to 2,600 ,000 . 

The immigration that brought about this change was not only 

proportionately vast in numbers ; its scope was diverse and represented 

every shade of ethnic, social, cultural, educational and economic 

background. 

The first waves of irmnigration from Europe brought the survivors 

of the Hitler Holocaust. Later waves brought half a million Jewish 

refugees from the Arab countries, many of them culturally deprived and 

in poor health after generations of poverty. 

As each group of newcomers arrived, great efforts were made on 

their behalf . To house the new arrivals as quickly as possible , dwellings 

were hastily constructed. To provide the wherewithal to become productive 

citizens, vocational training and educational programs were rapidly 

instituted. 

The size and diversity of the irmnigration contained the seeds of 

serious social problems . The origins of these problems often go back 

centuries, but the net effect is being felt today, in Israel . 

Within each group of it1DDigrants were some who could never become 

productive and self-sufficient. These include the aged and disabled, all 

of whom could freely enter Israel under the Law of Return . Included also 

were the unemployable, and those of limited employability, because they 

lacked the education and skills to enter the modern economy of Israel . 

All these -- the aged, the handicapped, the uneducated and unskilled --
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make uu the poor, those who n~ed welfare aid. 

Poverty : A survey made in 1968 uses a poverty line of IL 4 , 000 

oer year (IL 333 per month) gross income for a family of four . 

But in 1968, the income of 13.8% of Israel's 

urban Jewish families fell below the poverty 

line . And since there were generally more 

than four members in these families, the 

figure represents some 20% of the urban 

population. 

Since these figures reflect the situation 

before the increased taxes and new loans 

of 1970, it may be assumed that current data 

would put many more than 20% below the 

poverty line . 

Overcrowding and Slum Conditions: From the beginning, intensive 

efforts were made to provide housing for all newcomers. (See paper on 

Immigrant Rousing.) Because of pressure of time and inadeouate funds, 

construction was too often of low standard and limited durability -

dwellings now slums, for the most part. 

Into these slums are crowded the generally larger, Middle Eastern 

families , compounding the problems of unemployment and poverty with all 

the social ills that thrive in the slum environment. 

The result of these interrelated problems is most sharply apparent 

in many development towns and big city slums. 

In their earliest days, these areas were plagued by an inordinately 

high percentage of population mobility. Although much of this problem 
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has been resolved, the development towns and the city slums are left 

with a significant residue of unskilled and under- educated inhabitants. 

The Aged and the Handicapped: The Law of Return admits all Jews who 

elect to immigrate to Israel, without restriction as to age or physical 

condition. 

Accordingly , manv immigrants were elderly and/or, as victims of 

war, poverty , or oppression in their native countries , often seriously 

handicapped, physically or emotionally. This situation applies also to 

present immigration, although to a lesser degree . 

A variety of social aids- -ranging from employment opportunities 

to health services to institutional care-- are required on behalf of these 

immigrants. 

Jewish Agency ·concerns 

The Social Welfare budget of the Jewish Agency is intended to help 

provide assistance in various forms to Israel's needy. 

Direct Aid : The Jewish Agency provides direct aid, through relief 

grants, to some 20,000 needy families. 

Assistance to the Aged: Approximately 30,000 elderly persons who 

arrived in Israel too late in life to be able to become eligible for 

National Insurance (social security) benefits receive Jewish Agency sub

sistence grants . 

Sheltered Workshops: Between 7,000 and 8 ,000 elderly and handicapped 

persons are employed in sheltered workshops operated by "Hameshakem" . 

Because the output of these workers is generall y low, the Jewish Agency-

th r ough "Hameshakem"-- supplements their income . This is in keeping with 
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toe Agency philosophy of providing employment rather than outright 

"welfare" aid, wherever possible. 

Note : JDC- MALBEN, the Israel arm of The American Joint Distribution 

Connnittee, plays a major role in aid to the aged and handicapped, oper ating 

and/or supporting a wide variety of programs and institutions in this 

field . 

Other Social Services: The J ewish Agency also provides funds to 

assist persons in homes for the aged , to make available vocational reha

bilitation grants and special social programs for blind and other handi

capped persons. 

Long- term Aspects : Cultural and social dep rivation and poverty and 

other social ills constitute a vicious circle which must be broken if 

these ills are not to perpetuate themselves. Understood in this sense, 

the problems of the poor must be seen in their longterm context. This 

generation's slums breed tomorrow's social problems, and the privation that 

is rooted in centuries of poverty and persecution cannot be eliminated 

in a few years . 

These problems are compounded by the problems of immigrants arriving 

now and yet to come. Nor has there been time yet to develop the cadres 

of trained workers and the facilities and services required to deal 

adequatel y with these problems . 

The Jewish Agency and other agencies are working constantly to 

break this vicious circle of poverty . Massive resources are required-

and time . Meeting immediate social welfare needs in the meanwhile is a 

major financial responsibility of the Jewish Agency. 
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HEALTH SERVICES 

Israel's dynamic growth , unprecendented immigration, and all 

the resultant problems are relected in the present state of health 

services in Israel. Great progress has been made, but tremendous 

problems remain to be solved. 

Worldwide Escalation of Medical Care Costs : To some extent , these 

problems reflect the result of great strides in the las t quarter century 

of world medical historv . In a relatively short time, Israel has achieved 

a prominent place in health care and medical science . As medical science 

prolongs life, it develops new drugs and techniques, more and more sophis

ticated technology. These , in turn, raise the cost of medical care . 

The introduction of the kidney machine, for example , or of organ 

transplants has helped increased the average man's life expectancy; but 

these breakthroughs are expensive in terms of equipment and personnel 

costs . 

Medical Economics: To a great extent, medical economis in Israel 

reflect other pressures special to Israel's existence . The most serious 

and difficult pr oblems were brought to the count ry by survivors of the 

Hitler period and the huge numbers who emigrat ed from the Arab states . 

In the former group were tens of thousands physically and emotionally 

crippled by t he Holocaust. From the Middle Eastern lands came large 

numbers of Jews with serious handicaps, rooted in generations of deprivation 

and want . 

The continuing heavy demands placed on the Israeli economy have 

prevented construction of sufficient medical f acilities to meet current 

needs. Staff shortages of medical and para-medical personnel plague 

the existing ins t i tutions. 
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Obviously, there are no .speedy solutions to the health care dilemma . 

Rather, there is need for long term, concentrated planning and effort. 

Jewish Agencv Concerns 

The Jewish Agency has provided for the medical care of new immigrants, 

many of them suffering from physical and emotional problems . 

In addition to services for new immigrants, the Jewish Agency has, 

since 1967, met a large share of financial responsibility for health 

services to the needy of previous immigrations. 

Agency aid helps pay for care in private , government and Kupat Bolim 

facilities, treating mental and physical disorders . To meet the need 

for additional medical facilities, the budget includes allocations for 

construction of hospitals and research facilities. 

Shortages of Medical Personnel: Israel has no doctor shortage, 

in terms of statistics--the ratio of doctors to population . However, 

one quarter of Israel ' s physicians are aged 60 or older . Further, 

physicians in Israel represent as many standards of training as the 

countries from which many of them emigrated. And in many specialties , 

there are serious shortages: in radiology, psychiatry , anesthesiology and 

opthalmology, to name a few . 

Geographically, physicians are not distrbuted according to need 

for their services . In development areas , for example , whe re acute 

needs usually exist, there are frequently critical doctor shortage~ 

Nurses, too, ar e in short supply. Similar shortages exist in 

dentistry, pharmacy and the ancillary health professions . 

Shortages of Medical Facilities : The most urgent need is hospital 

beds. The voluntary organizations , notably Hadassah, play significant 
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roles in making available hospital facili t ies . However, the major 

responsibility is carried by the government and Kupat Hol im. 

The former is financially limited by the demands for defense 

spending; t he latter by the pressures of over-utilization of sick fund 

facilities. Accordingly, building of new hospi tal facilities has been 

virtually froz en. 

Obsolete facilities cannot be replaced. Furthermore , there is no 

provision for the increased demands of a growing population . In mental 

hospitals, occupancy often runs as high as 117% of capacity . In general 

hospi tals, i t reached 135%. In Israel, c rowded wards and filled corridors 

are the rule, rather than the exception . 

At fi rst glance, the number of beds avai lable to Israel's population 

does not seem grossly inadequate, in comparison to similar facilities in 

other countries . The gross proportion , one bed for each 130 of population, 

is misleading. 

The 22,856 beds include many in private long-term care institutions 

of low standard. St ill others are in obsolete hospitals that pre- date the 

State of Israel. 

The additional minimum health service r equirement s call for building 

1,200 hospital beds each ye ar . The annual price tag totals IL 85 million; 

maintaining these beds adds IL 20 million annually. 

Problems of t he Sick Funds: Almos t al l Israeli citizens are insured 

unde r one of t he nation's Kupat Holim sick funds . Largest of these, 

serving the highest percentage of the population, is the Histadrut ' s fund. 

Cos t of oper ating the funds is mainl y paid by member contributions, 

with each member contributi ng an amount based on his income. An additional · 

operating budget is provided to the funds via small g~vernment contributions, 
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but the total of member and government financing is inadequate to pay 

the cost of medical care. 

The principal reason for this deficit can be found in the greater 

proportional use of medical facilities by low income groups , generally 

larger families who require more medical services . Understandably, these 

same medical service consumers contribute the lowest share to the cost 

of operating the funds . 

The Jewish Agency helps fill this gap. 

Medical Services for New Immigrants: Many new immigrants, parti

cularly from lands of distress, enter Israel in need of medical attention. 

Problems of adjusting to life in a new culture often contribute additional 

stresses ultimately expressed in physical or emotional illness . 

The Jewish Agency helps ease these problems by providing full 

coverage in Kupat Halim during the immigrant's first six months in the 

country. 

Cost of Hospital Care: The Jewish Agency subsidizes care in a 

general or mental hospital to the extent of IL 35/patient per day in a 

general hospital, IL 15- 20 in a mental hospital. 

A similar subsidy is provided, where needed, in Kupat Holim clinics. 

In addition, in development towns--where higher costs and higher utiliza

tion require additional assistance--the Jewish Agency subsidizes needy 

families by paying up to 90% of their Kupat Halim contributions. This 

co-payment principle is consistent with the Agency policy of making the 

recipient a partner, if only a minor partner at first, in the cost of 

providing needed services for his family . As the family's income increases, 

he pays an increased share of such costs--in a gradual development towards · 

economic self-sufficiency. 

(54) 



Research: Adequate planning for the future must include additional 

research to find better solutions to the nation's health problems. Pro

vision for research facilities is included in the current Agency budget 

for health services . 

Future Needs : The future demand for health services will increase 

along with the population increase due t o natural growth. The present 

population is expected to expand by another million within the next 

decade, with births estimated to rise to nearly 100,000 per year . 

The consequent increase in the infant and early childhood age 

groups will require substantial additions to existing maternal and child 

health services . 

The aged--those 65 and over--will increase to nearly 300 ,000 

emphasizing the need to expand geriatric services and facilities for 

the long-term and chronically ill. 

Continued immigration will provide additional demands on health 

services in Israel . 
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YOUTH CARE AND TRAINING 

In any society, the problems confronting youth mirror the concerns 

which face that society as a whole . That this is true in Israel indicates 

the depth and variety of assistance needed by Israeli youth, if they are 

to develop into productive citizens. 

Youth Aliyah continues to be a major area of concern, with all of 

the facets involved in total absorption of young people into their new 

land . 

But youth immigration is just one of the problems to be resolved. 

The pressures arising out of the tremendous immigrat ions-- and the situ

ations of distress which led to much of the immigration-- have, in turn , 

visited a great variety of problems on a large segment of the youth 

ponulation. 

This segment included children of immigrant families and second 

generations of needy families still not completely abso rbed into Israel 

life. 

Many of these children are forced, by economic pressures or social 

problems, to drop out of school at an early age . Efforts must be made-

particularly in the development towns and in the major cities, where this 

problem is particularly acute-- to attract such youngsters into academic

vocational training settings , where they can continue education and learn 

job skills . 

Physically and emotionally handicapped children of needy families 

require specialized training. 

In many cases , pre- schooling is needed to compensat e for cultur ally 

disadvantaged home environments. 
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Still other problems mus·t be solved , on behalf of young people 

who should be removed from the family setting and placed in agricultural 

settlements or in a foster family situation; on behalf of orphaned 

children , or children from broken homes; on behalf of children of working 

mothers unable to afford suitable daytime care. 

And to cultivate a pri celss natural resource, development of 

special talents requires training in the arts, music, sciences, etc., 

for children whose families are unable to provide it . 

Jewish Agency Concerns 

In 1933, the Jewish Agency began its Youth Aliyah program. The 

object was to save as many children as possible from the growing threat 

of Nazi Germany and bring them to Israel. 

With establishment and growth of the State of Israel , the scope 

of youth problems handled by the Agency has broadened considerably . 

Today, the immigration of youth is just one portion of the Agency's 

concerns ; the overall program falls into four general classifications : 

1. Youth brought to Israel without their families; 

2. Children of new immigrants; 

3. Children of families still in the process of absorption ; and 

4. Children in Youth Day Center programs. 

By and large , the youth program deals with children between aged 

12 and 17~ . 

Coming from a wide variety of national and social backgrounds, 

these youn.g people represent a range of aptitudes and needs. The Depart

ment deals with a total of more than 10 ,000 yotmg people in its various 

programs. 
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The historic record of the Youth Aliyah Department is outstanding. 

In all , more than 130 , 000 children--5% of the current Jewish population 

of Israel--have received its benefits , 100 ,000 of them since 1948. 

During the large immigration that followed establishment of the 

State , fewer children arrived in Israel alone . At this point, the 

Deoartment ' s activities expanded to deal with children of new immigrants--

from Moslem countries and Rumania , from Turkey and South America . 

Great attention has been paid to developing talents of children 

under Youth Aliyah care . Some of Is rael ' s outstanding artists and 

scientists srarted their career training under these auspices . 

Of the 10,395 children under Youth Aliyah care during 1969/1970, 

the category breakdown was: 

Immigrant children without their families 

Children of new immigrant families 

Children of immigrant families still 
absorption process 

Tr ainees in Youth Centers 

1,801 

4 , 177 

2 ,166 

2, 251 

TOTAL--~---------------------10 , 395 

Each of these four major facets deals with an important problem 

facing a segment of the population . Utilizing insights gained with each 

wave of immigration, the overall program provides aid toward social 

integration and education . 

Children Without Their Families : For these youngsters, the Youth 

Aliyah Department provides education, training, food and maintenance , plus 

other necessities such as Bar- Mitzvah celebrations, supplementary lessons, 

pocket-money , etc. 
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For children whose talents merit additional training, special care 

is given to providing education in the arts, music, etc. 

The Jewish Agency pays costs of educating youth in some 80 institu

tions belonging to a number of organization. Jewish Agency contributions 

range from IL 100 to IL 155/ month per child . In addition, the Agency 

provides footwear and clothing . 

Where foster family arrangements are made, the Agency pays subsidies 

up to IL 250 monthly. 

Children of New Itmnigrant Families : Intensive training programs 

are available to children of new inunigrant families, to help develop 

their talents to the utmost. 

Special training is available to physically and emotionally 

handicapped children of inunigrant families. 

Children of Families Still in Absorp t ion Process: For these 

youngsters, a number of problems must be solved by Youth Aliyah. In

cluded in this group are children frolll broken homes, children who should 

be removed from the family situation to agricultural settlements or foster 

families. 

In cases where financial need exists, the Agency pays for educating 

a retarded child in a specialized facility . The amount of such Agency 

subsidies, IL 100/month, is available only when need can be demonstrated. 

Since the cost of training often runs as high as IL 400, the deficit is 

made up by local authorities. 

The Youth Day Center Program: These programs were established in 

14 development towns to provide special education and training for young 

school drop-outs, which would enable them to continue their education. 
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A concentrated educational program enables these youngsters to complete 

at least eight grade studies within two years, while simultaneously 

providing vocational training. 

Additional youth centers must be built in various areas th r oughout 

the country , at a unit cost of IL 1 million . 
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IMMIGRANT HOUSING 

The overall problems of housing are among the most pressing in 

Israel today. Some of the technological advances that permit more 

economic home construction, such as steel structures and prefabricated 

units, are still not widely available . High construction costs , the 

relatively high cost of land, and continuing shortages have pushed the 

price of a home or apartment beyond the reach of many in middle-income 

groups. 

The High Cost of Rousing: On the average, it is estimated that a home 

or apartment costs six to eight times the annual income of the average 

Israeli family . This may be contrasted with conditions in the United 

States, where homes generally cost two to three times annual earnings . 

The rental situation is even more acute, with rentals often as much 

as 50% of the average monthly salary . 

A large number of housing units are of substandard quality. Many 

units built hastily in the early days of statehood have deteriorated 

rapidly and should now be razed and replaced. It is estimated that some 

70 ,000 families, approximately 10% of the total population, inhabit such 

housing. 

In terms of density, over 200,000 families--30% of the national 

total--live in conditions of two or more persons per room . Of these, 

some 56,000 families live three or more per room. 

There is currently a list of 6,500 young couples waiting for public 

housing and this figure is increasing at the rate of 200 to 300 per 

month. 
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Jewish Agency Concerns 

Innnigrant housing has always been a critical problem . To house 

hundreds of thousands of newcomers during the past 23 years, a var iety 

of expedient solutions has to be found . 

These included the tents which sheltered the first new arrivals 

to the State of Israel. Later, temporary shacks of canvas, tin and wood 

were constructed. 

Concurrently, more permanent housing construction was begun , but 

limitations upon size and quality were great, and only few of the early 

units were sufficiently durable to remain in good condition to the present 

day . 

In the beginning, immigrant housing units were small--approximately 

32 square meters in area. By the mid-50 ' s, the size was increased to a 

minimUlll ·of 55 square meters. Current construction ranges from a minimum 

size of 60 square meters for small families to 100 or 120 square meters 

for large families . 

In addition to increased size, new apartments incorporate more 

durable construction and more amenities. These improvements will gradually 

reduce the slum problems of the future. 

This year, with the anticipated arrival of 60-70,000 new immigrants, 

an es t imated 15,000 housing solutions must be found . In addition, the 

backlog from previous years will create a fur t her drain on home building 

facilities--not including those waiting. 

The general mortgage market is a tight one, even for Israelis 

financially established in the country. Convent ional mortgages rarely 

exceed 35 to 40% of the full purchase price , and provide only a short 

(12- year) amortization period, at very high interest rates. In view of 
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continuing price increases, almost all mortgages are cost- of-living 

of dollar-linked . 

Prohibitive as these conditions are to many Israelis , they are 

out of t he question for most immigrant home buyers. Accordingly the 

Jewish Agency assists innnigrants in finding mort gages at more favorable 

interest rates than are available on the general market . 

While such assistance eases the situation for many new immigrants, 

it tends to intensify some of the social stresses in the veteran Israeli 

population . 

For new immi.grants who choose rental housing, subsidies are 

available during the first vear in the countrv, to help defray rental 

costs. 

To provide low- cost rental housing, a number of imaginative solutions 

have been attempted. One is the encouragement of overseas investment in 

innnigrant housing. The Agency subsidizes the difference between the low 

rent wich the investors should realize on their properties. 

In a number of development areas and in Eilat, Beersheba, Ashkelon , 

Dimona and Jerusalem, homes belonging to "Amidar" are rented to immi.grants 

for the yearly sum of IL 360. The Jewish Agency absorbs the difference 

between this amount and the actual rental cost of IL 1 , 360 on behalf of 

some 50,000 immigrant families. 

The Agency provides solutions for housing shortages on agricultural 

settlements by financing the building of new units . Such units are built 

in new settlements as well as in older settlements which house new immi

grants . In addition, the Agency finances the addition of extra rooms in 

settlement homes for growing families who require more space . 
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IMMIGRATION AND ABSORPTION 

The process of immigration and absorption is a continuous one, 

(starting considerably before the newcomer leaves his native country 

and con t inuing well after his arrival in Israel , until he is fully 

integrated into the economic and social life of the country) . Efforts 

on behalf of ve t eran immigrants, however, are dis cussed in the ot her 

papers ; the scope of this paper includes the immediate needs of the new-

comer . 

More than 1 .4 million newcomers have immigra ted to Israel since the 

establishment of the Scace in 1948 . Each wave of immigrants has differed 

widelv from the others--in terms of country of origin, size of the group , 

and backgrounds and ideologies of the newcomers themselves. 

Dependent on a variety of factors, the nuni>er of newcomers can never 

be predicted accurately; but no matter how large the influx in a given year, 

there must always be sufficient facilities to accomodate it . 

For a large p r oportion of immigrants there is a greater need for 

individualized care. This, combined wi th general pr ice rises and the very 

unpredictabili ty of the entire immigration operat ion, from yea r to year, 

tends to keep cos t s high . 

Nearly every wave of immigration has changed the demographic balance 

in Israel and created its own variety of social and economic p r oblems. 

For example , i n t he early years of mass i mmigrat ion , the largest propor

tion of immigrants came from the Moslem countries of North Africa and Asia. 

Since t he Six- Day War, the proportion of Europeans and Americans bas 

been running higher than that of those emigrating from Asia and Africa. 

However, there are more than 150,000 Jews remaining in Asia and North 

Africa; the largest concent rations are in: 
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Iran 70,000 

Morocco 40,000 

Turkey 30,000 

India 7,000 

Tunisia 10,000 

To this number must be added about half of France's 550 ,000 Jews 

who emigrated from Algeria and other North African countries . 

Much larger numbers remain in the western communities: 

Soviet Union 

Western Europe 

Latin America 

South Africa, 
Australia and 
New Zealand 

U.S . & Canada 

2,500,000+ 

1,500,000 

800,000 

190,000 

6,000,000 

Obviously, not nearly all of these are candidates for immigration . 

But a number of factors prevent accurate estimates of probable immigra-

tion, even for next year , as the recent change in the number of im-

migrants from the Soviet Union will indicate. 

The first of these is that changing government policies will make 

it easier for Jews to come to Israel from countries which formerly prevented 

their departure. 

The second is especially pertinent to Jews living in countries in 

which they are less than totally welcome. For these, the wave of enthu-

siasm and identification that followed the Six-Day War is particularly com-

pelling. Combined with the increase in full employment and security in 

Israel , it may provide a compelling , if unpredictable, motivation for im-

migration . 
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Jewish. Agency Concerns 

Immigration has always been an exclusive responsibility of the 

Jewish Agency and the World Zionist Organization. The WZO deals with 

newcomers from the free world; the Jewish Agency, with immigrants from 

situations of distress . This concern has always taken financial and 

operational precedence over all other Agency operations. 

Accordingly, a large percentage of Jewish Agency fWlds goes toward 

paying the tremendous costs of immigration and absorption for hundreds of 

thousands of Jews , from situations of distress all over the world. The 

cost i s tremendous, the problems are complex, and the Jewish Agency is 

involved in nearlv every step of the entire process . 

Increasing numbers leaving many countries require additional hostels 

and transient camp facilities . The cost of transporting the immigrant 

and his possessions must be defrayed. Jewish Agency offices are maintained 

in many countries to provide the administrative and counseling services 

required bv prospective immigrants. 

Ulpanim, Absorption Centers , Hostels : For new arrivals in Israel, an 

obvious problem is the need to develop proficiency in Hebrew . The ulpanim, 

treated in greater detail under the Education section, provide a variety 

of programs for single immigrants, for mar r ied couples, and for families . 

A variety of settings--residential and non- residential--are available in 

cities and on kibbutzim . 

A variety of temporary housing arrangements is available to the new 

immigrant during the initial period. Absorption centers provide for about 

5,000 persons at a time . Another 3,000 are accomodated in Agency hostels-

and special hostels care for another 1,000 students . Additional housing 
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facilities of both kinds- -absorption centers and hostels- -are needed . 

Integrated with these arrangements is a complete program of Jewish 

Agency services, designed to help the immigrant through his crucial first 

months in Israel . Trained Agency staff members help him find solutions 

to job problems and aid him in securing permanent housing accomodations . 

The Agency also arranges for vocational training programs, where necessary . 

Other Aids: Frequently, arriving immigrants lack sufficient money 

to pay for immediate material needs. In such cases , on-the-spot assis

tance grants of IL 30/person are made by the Jewish Agency. Where more 

needs are revealed, further grants of up to IL 400 are available . 

Other help to new immigrants is available in the form of aid for 

constructive purposes. Such aid may he given an immigrant who wishes to 

establish a small independent business. These loans may be repaid on 

easy terms over a long period of time. 

As the living standard in Israel has improved, additional benefits 

for new arrivals have been introduced. The extent of such extra help has 

been determined by the overall standard of living, which serves as a 

guide; b.y the number of immigrants in a given period; and by the availa

bility of financial means to aid these immigrants. Increased benefits 

were required to help new immigrants secure adequate housing in Israel, with 

its relatively high cost of housing, and to find employment in an increas

inglv technological and skilled job market. 
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AGRICULTURAL SETTLEMENTS 

Land settlement is one of the miraculous achievements in Israel, 

an achievement without precedent in the history of man's efforts to 

conquer a hostile environment and make it produce to meet man's needs . 

In the 70 years preceding Statehood, 291 settlements were established in 

what was then Palestine- -in itself no mean achievement. 

Since the State was established in May , 1948, 500 more settlements 

have been founded by the Jewish Agency's Land Settlement Department . Their 

population is 150 ,000 , most of them new inunigrants, and the area they 

cultivate represents 40% of all the land under cultivation in Israel. 

To provide a food suoolv, to provide employment and a new way of life, 

and to fill the empty spaces of the land--these were the goals of the 

settlement program . 

To the Settlement Department belongs the responsibility for establishing 

formal and informal supportive techniques to strengthen the new , still 

relatively weak, settlements . The Department does not view the settle-

ments merely as economic units, but recognizes that their ultimate maturity 

depends as well on solution of social, cultural and personal problems . 

To achieve such overall solutions , the Depar tment provides a wide range 

of counsel, services and facilities, including: 

economic and social assistance and job training for new immigrants-

most newcomers have no prior agricultural experience ; 

technological and economic assistance and guidance to developing 

settlements; and 

equipment , utilities and facilities to help settlement s towar d 

optimum agricult ural productivity--and/or · in the di rection of in-
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dustrialization, when it -is indicated. 

In the 1960 's, it was decided that settlements which reached 

economic and social maturity would deal directly with the government. 

In 1967 began the process of 'consolidating' some of the stronger 

settlements towards that end. This table provides a statistical over-

view of the -scope and progress of Israel's settlements. 

AGRICULTURAL SETTLEMENTS: 

Kibbutzim and moshavim under care 
of Jewish Agency Settlement Department from 1948. 

A. Independent of Department 

B. In various consolidation stages 

c. Under full Department care 

TOTAL 

NOTE: All settlements located within pre-
1967 boundaries of Israel 

182 

235 

232 

649 

The Settlers: Within the 467 settlements under Department care 

live 140,000 people, mostly new immigrants . A large part of the settlers 

in the 131 kibbutzim and virtually all in the 336 moshavim are new inmrlgrants. 

Border Settlements: A number of 467 settlements under Department 

care are located on the borders of Israel: in the Negev , the north, Galilee, 

and the Jerusalem hills. These settlements require special priorities . 

Jewish Agency Concerns 

Obviously, all young settlements are faced with a variety of 

economic and social problems. These include the absorption of a high 

percentage of immigrant population, shortages af natural resources, con-
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tinuous adjustment to the rapid pace of economic and technological 

development in Israel, and industrialization where needed to supplement 

agricultural production . 

Livi ng Standards: In addition, there is the problem--prevalent 

in rural areas throughout the world--of raising income levels to the 

higher levels of urban area income . 

In 1960 , a farmer earned 88% of what a city worker earned . By 

1967, he was earning only 83% and by 1968, just 79%. This partially 

accounts for the diminishing agricultural work force in Israel . The 

proportion of manpower gainfully employed in agriculture dropped from 

17 . 8% in 1956 to 12 . 4% in 1967 . Bv 1973 , it is expected to decline to 

8.6%. 

The Settlement Department's basic responsibility is to raise 

the settlers ' production so that they may achieve living standards 

comparable to those of the rest of the country--while resolving, at the 

same time, the personal, educational, and social problems of the settle

ment population . 

Specific problems in other areas of concern vary with location and 

reflect changing economic and social currents . 

Geographic Problems: The mountain settlements illustrate a specific 

geographic problem . These are primarily within the Galilee and the Jeru

aalem hills, in areas short of adequate water and arable land . These areas, 

settled after the more fertile valley and plain regions , lack the double 

advantage of the longer- established and more productive lowlands settle

ments. Yet they are vital to the nation fo r a variety of reasons. 

Concentrated effort must be made to increase the production of these 

mountain settlements. Within t his group, special priority must be given 
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to the 23 settlements near the Lebanese border, V~lative newcomers 
I 

which have been targets of enemy attacks since the Six-Day War. 

Different problems beset the 12 settlements in the Beit Shean 

Valley and in the Arava. The Beit Shean group was, for the most part, 

well on its way to independence before 1967. Since then, these settle-

ments have continuously suffered at the hands of terrorists across the 

border. Serious setbacks have resulted from bombing, mining the fields 

and direct attacks on the settlements themselves. 

The Arava settlements are relatively young and also troubled by 

their proximity to Jordan. 

Export of Off-Season Produce : In the early days of statehood, the 

most important demand on agricultural settlements was to increase pro-

duction, to provide an adequate food supply for the growing nation. 

Today, farm yields exceed demand for internal comsumption in almost all 

foodstuffs. This has redirected agricultural development towards products 

that can be exported, stressing off-season products like tomatoes, green 

peppers, eggplants, cucumbers, gladioli, roses, melons, peaches, tropic 

and sub-.tropic fruits. 

Industrialization of Border Settlements: Shortages of natural re-

sources constitute a very real limitation to agricultural productivity 

in Israel. This is particul&rly true in the mo\Lltainous border areas, ~here 

the land itself, with its insufficient water and frequently infertile soil, 

has required inhabitants to turn to supplementary industrialization. Where 

conventional agricultural answers are not sufficient to support the hill 

settlements, the Department offers aid toward industrialization and other 

commercial ventures, to help these settlements solve their economic problems: 
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• In summary : The Settlement Department is faced with several 

basic problems: 

The economic problems of settlements which have not yet reached 

maturity; the pressures created by shortages of resources, and the 

technological problems created by devel oping industry in the border 

settlements; and 

The social problems of tens of thousands of settlers; many of 

whom must be trained for productive contributions to the settlements . 
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EDUCATION 

The population of Israel represents the widest range and contrast 

of cultural backgrounds and educational needs . In today's Israel live 

Oxford-educated philosophers, M. I .T.-trained physicist--and North African 

newcomers never exposed to modern technology or western culture, and with 

little or no formal education. 

As in any society where great contrasts exist, education must do 

more than impart knowledge and skills. It must be an instrument for 

social and cultural integration. 

Closing the Culture Gap: A primary aim of education in Israel is to 

help break the povertv cvcle--to equip the newcomers and the needy to lead 

the most rewarding possible lives. 

And this can only be achieved when education is utilized equally 

by all segments of the population . That this is not now the case is 

readily evident. In 1968, for example, children of Asian and African 

origin comprised 63 . 2% of all children in the first grade: 

47 . 6% of all children in the 9th grade; and only 

26.9% of all children in the 12th grade; at the university level, 

the differences were of Asian and African origin comprising only 

13.8% of those registered in B.A. programs, and a mere 

8.5% of those undertaking graduate work . 

Scope of the Educational System: To bridge the culture gap , t he 

educational system in Israel endeavors to serve all segments of the 

population . It includes pre-school training, elementary and secondary 

education, vocational instruction, and a higher education system growing 

at a rapid pace, as well as ulpanim--Hebrew language-- for new immigrants. 
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For the trained professional emigrating to Israel , the concentrated 

Heb rew language training of the ulpan provides the needed educational 

"bridge" to social and cultural absorption . 

For the newcomer from an Asian or African country with little of 

no pr ior education , the problem is considerably more complicated. 

The children of such newcomers require special assistance . For them, 

preschool education is needed to provide for the lack of cultural oppor

tunities within the home . High school scholarships must be provided to 

children whose families cannot afford tuition costs. 

Agricultural and technical training must be made available to 

provide technological know- how. 

And higher education is vital to those whose skills can ultimately 

be brought to productive use. If family resour ces are inadequate to pay 

the cost of university training, appropriate financial assistance must be 

made available. 

Jewish Agency Concerns 

Since a large part of the educational effort in Israel is required 

for the children of immigrant families, education is a major item in 

the budget of the Jewish Agency . Assistance is provided at various 

levels of education. 

Pre-kindergartens : Pre- kindergartens have long been part of the 

educational system. Today, 56 , 000 children participate in such pre- school 

programs; of these, 38,000 are underprivileged and totally exempt from 

payment of fees, and Jewish Agency aid enables these programs to continue. 

It is estimated that an additional 12,000 children could benefit from such 

training if funds were available to expand this · program. 
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Elementary , Secondary and Vocational Education : Compulsory free 

education extends through the eighth grade in Israel today. Ninth grade 

education, now also free, will become compulsory within two years . Beyond 

this point, there is need for scholarship assistance to permit children 

from families of limited means to continue academic or vocat ional high 

school training. Such assistance is provided by the Jewish Agency . 

Tuition fees paid to vocational and agricultural schools cover 

classroom costs at most; cost of operating laboratory and other facilities 

often puts these schools in the red. 

For many children from underprivileged families, proper nutrition 

is unknown. A hot lunch program is vital, from the standpoints of both 

health and education, to provide at least one hot meal during the day . 

Additional construction of comprehensive high schools is needed , 

part i cularly in development areas . There are still other needs at the 

secondary school level, including extra classes, supervised homework 

in community centers, special preparatory courses for high school gr adu

ates not yet ready fo r university . 

Higher Education: Israel's traditional reverence for learning 

is reflected in the number and quality of institutions of higher learning . 

The seven major institutions and their enrollments for 1970/71 are : 

The Hebrew University 

The Haifa Technion 

Tel Aviv University 

Bar- Ilan University 

Haifa College 

The Negev University 

Weizmann Institute of Science 

TOTAL 

16,000 

6 ,500 

9 . 700 

5 , 200 

3,700 

2 , 500 

500 

44 ,100 
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Recently several new post-secondary school programs have been 

initiated, including some connnunity and junior colleges. 

The proportion of Israel's population in institutions of higher 

learning compares favorably with that of other developed nations, as 

the following table shows: 

Higher Education, Number of Students per 
100,00 population (UN Yearbook) 

United States 2, 840 

Soviet Union 1,6 74 

ISRAEL 1,400 

France 1,042 

Sweden 923 

Italy 583 

Switzerland 554 

Great Britain 480 

The growth of enrollment has been astonishing. Between 1956 and 

1970, enrollments increased seven and a half times--from S,800 to 

44,100! 

Yet despite this tremendous growth, and to an important degree 

because of it, many serious problems are faced in the field of higher 

education. 

Among the most critical of these problems is the disproportionately 

small number of university students from families of Asian and North 

African origin, as indicated by the figures given at the beginning of this 

paper. 

The economic factor is an all- important one. Although some scholar-

ship aid is available, there is not enough . Furthermore, even though a 
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member of an Oriental Jewish family receives a scholarship, he cannot 

accept it because the family cannot do without his earnings as a bread

winner . 

An equally important factor in the relatively small number of 

students from Afro- Asian families is the cultural lag . As the figures 

indicate, too few are able to make it through high school . Even among 

those who are admitted to university, many cannot keep up with the 

stringent demands of university-level education because they have not 

enjoyed in their voung years the "edge" of the cultural advantages en

joyed by their fellow students of Western origin. 

Economic pressures contribute to a high drop-out rate, estimated 

to be as high as 50% , among all students, whether of Oriental or Western 

origin . Since Israelis normally begin their college studies after three 

years of military service, they are frequently faced with the financial 

demands of marriage and family before they can complete their college 

training . 

Next year, as the total number of students is expected to increase 

by another 18%, the pressures for financial help will be even greater than 

in the past. 

Another financial pressure upon the universities is thei r inability 

to proVide physical facilities and facility adequate for present enr oll

ments , let alone anticipated increases. This factor is unquestionably 

a major reason for turning down several thousand applicants each year. 

Immigrant and Other Students from Abroad Studying in Israel ' s 

universities today are more than 6,000 new immigrants, pot ential immigr ants 

and students here for one or two years. Special ulpanim are requi red for 

these students . Furthermor e , programs of courses have been deve loped- -
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presently in Spanish and English--to facilitate absorption of students 

whose Hebrew is not adequate to the demands of the regular courses. As 

for the one and two year students, even if they return to their countries 

of origin, they retain life-long ties and conmitment to Israel. Indeed, 

many of them return a few years later as new immigrants. 

Ulpanim: The Ulpan, by its very nature, is a primary step in the 

absorption process . Ulpanim are attached to every absorption center. 

Furthermore , there are many non-resident ulpanim throughout the country , 

a total of 88, and more are planned . The present ulpanim have an en

rollment of nearly 11,000 at any given time, and serve an average of 

approximately twice this number each year. 

Connnunity Centers: A major lack in community resources, especially 

in terms of absorption, is community centers. Not only are these sorely 

needed to facilitate social integration of immigrants, but they play a 

special role for the children in elementary and high schools. These 

center s provide extra-curricular activities which extend the cultural 

horizons of the children, as well as opportunities fo r supervised homework . 

Through the assistance of the Israel Education Fund it is planned to 

build new center s or to expand existing facilities in 47 development areas. 
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VIII . SAMPLE LETTER SENT TO B.U. OFF CAMPUS JEWISH STUDENTS 

Dear Fellow Student : 

You may not spend much time thinking about the current sit uation in Israel . 

It is much easier not to. For the next few minutes , please do t hink about i t. 

Israel is today a country in critical trouble. Approaching i ts 24th 

birthday , Is rael faces its 24th year of unending war; a war fo r survi val against 

nations that have sworn -- not merely to defeat Israel -- genocide f or all I s 

r ae l i s . Is r ael 's survival demands a massive commitment to defense . Israelis 

accept this t ask as t hei r own, as king fo r no help . 

And a t the same t ime soci al services in Israel are in a state of crisis. 

30% of the population l i ves in overcrowded housing . Withou t massive assistance 

f r om world Jewry , there will be no money for even the mos t basic of human needs. 

For the first time, students at B.U. have organized an intensive informa

tional and fund raising campaign to serve the pressing human needs in I srael 

and Easter n Europe . The Boston University Jewish Appeal is an aut onomous or

ganization independent of any other campus organization . BUJA thr ough t he I EF 

helps finance many vital programs of the following organizations : 

*The Jewish Agency , which directs humanitarian pr ogr ams in aid of new 

immigrants, their resettlement, and absorp t ion into Israeli life . 

~,000 immigrants will arrive this year a lone - - among them , Jews f r om 

the Soviet Union . 

*The Joint Distribution Committee, which pr ovides r elief and rehabili 

ta t ion to needy Jews throughout Europe. In Ruman ia , other Eastern bloc 

countries, and the Moslem states, JDC is the only thing between several 

t housand people and starvation. 

*No funds whatsoever are spent on Israel ' s defense effor t; all funds 

are used f or strictly humanitar i an purposes. 
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We need your help for this year's campaign . BUJA is trying to raise at 

least $7,000 , and we are already well on our way. Our average gift has been 

close to $18 . 00. The needs are greater than they have ever been before . 

It is not enough to say "my parents give". Everyone's parents give. 

Caring for our fellow Jews in need, feeding hungry children, and seeing that 

new immigrants to Israel get the chance to achieve the quality of life they 

deserve is our responsibility too . 

If you believe that the people of Israel must live, you must believe they 

cannot survive without your help. Please send us your check today. Thank you . 

Sincerely , 

Chairman 
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SAMPLE MAIL ·SOLICITATION 

Shalom: 

Again this year , students of Adelphi University are conducting a United 

Jewish Appeal Campaign. 

The purpose of this campaign is to collect money for the UJA programs of 

aid and humanitarian service in Israel, the United States and overseas to many 

European countires for the relocation of Jewish families . 

In addition , allocations will be made to conununity relations organizations . 

The Anti- Defamation League attempts to affect society through education and the 

American Jewish Congress works through the courts . Their workings are of ben

efit to all minority groups in the combatting of prejudice . 

We live in a land of plenty- -all we ask you to do is care! Survival means 

sacrifice! 

Please use the enclosed plege card , so many depend on it . 

Sincerely, 
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IX. AUDIO- VISUAL MATERIALS 

I. FILMIC ESSAYS 

All are 16MM color films. 

1. A Time To Build - 12 minutes 

This film is an in- depth study of the critical housing and absorption 

needs in Israel - what is being done to help ease the strain and what still 

remains to be done to "keep the promise". 

2. A Time To Rejoice - 14 minutes 

This is a look at the day-to-day problems in Israel in absorbing new 

immigrants from the Soviet Union. It deals in a personal way with what 

life is like for these Jews who are now free to live their lives fully 

as Jews, now that they have come home to Israel . 

3 . A Dream Demands Struggle - 12 minutes 

This is a study in contrast two development towns in Israel --

Netivot, a town which is struggling hard to succeed , and Migdal Ha ' Emek , 

a town which has "made it" . The film deals with how the programs sup

ported by free world Jewry can make the difference . 

4 . Heritage Of Love - l~ minutes 

This is a capsulized look at the crucial life- giving work carr ied out 

by the Joint Distribution Committee thr ough its varied programs around 

the world . Countries highlighted are Israel, Iran, Fr ance, and Yugoslavia . 

II . SLIDE PRESENTATI ONS 

1. Rachel's Daughters 

There is LIMITED AVAILABILI TY on this show, so SPECIFIC DATES AND AL

TERNATES MUST BE GIVEN . This is a 16 minute color presentation with syn

chronized cassette sound track . It combines the faces and voices of six 
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Israeli women who tell the story of their lives with charm and candor . It 

is especially meaningful for Women ' s Division meetings when followed by a 

speaker who deals forcefully with the story of campaign needs. It can be 

shown simply with a carousel slide projector . The cassette player is in

cluded with the shipment. (NOTE : Entir e package can also be purchased . ) 

2 . Claire Dacidson , M.D. 

A four minute color show with synchronized cassette sound track fea

turing JDC/Malben 's pioneering Health , Counseling, and Guidance Center for 

the Aged in the Katamon District of Jerusalem. 

3. David - (also in 1972 Multi-Media Module) . 

This is a four minute color presentation wi th synchronized cassette 

sound track emphasizing Israel 's needs as personified by t he life of one 

typical Israeli soldier . 

4. This is MICHA - (also in 1972 Multi- Media Module). 

A four minute color slide show with synchronized sound track, nar

rated by Arlene Francis, s howing, in a most moving fashion , the work of 

MICHA, t he JDC-supported Israel Society for Pre-school Deaf Children . 
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United Jewish Appeal 

ON 8EHALF OF UNITED ISRAEL APPEAL, JOINT DISTRIBUTION COMMITTEE, NEW YORK ASSOCIATION FOR NEW AMf.RICANS. 

1290 AVENUE OF TliE AMERICAS, NEW YORK. N.Y. 10019 
PlAZA 7-1500,CABLE ADDRESS: UIAPPEAL. NEW YORK 

December 29~ 1971 
Dear Friend : 

Enclosed herewith are sample copies of new material prepared for use 
during the 1972 national campaign. 

1. The first item is a coordinated series of five pieces, designed for 
direct mail use. These handy items measure approximately 9" X 19" flat, 
and are folded 4 times down to 9" X 4" , to permit enclosure in a stand
ard #10 envelope. Each flyer deals with a major .facet of Israel's needs, 
such as health services, education, immigration and housing, and each is 
printed on a different color paper stock . As you will note, all are 
built around a central theme, for maximum impact on the recipient in the 
period leading up to his solicitation. This series should be widely 
used for local mailings , at regular intervals, to bring home force.fully 
the current situation in Israel to your contributors . In a secondary 
capacity, these pieces may be used for display on walls of community 
centers, Sunday schools, campaign headquarters, etc. 
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2. The second item is a reprint of an address by Mr. Paul Zuckerman, newly 
elected General Chairman of UJA, entitled "COMMUNITY CAMPAIGNS". Measuring 
approximately 4" X Sf", this twelve-page booklet discusses, in a statesman
like manner, the various aspects of campaigning on the highest levels and the 
different directions which such activity might take. It points up new patterns 
of fund raising and stresses the most productive approaches for solicitors to 
pursue. The booklet should prove a valuable guide for your campaign leadership 
and as general information . You are urged to distribute it widely to workers 
and leaders as a valuable aid towards a successful local campaign. 

3. Additional Posters - two new pieces supplementing our previously issued 
display items . Measuring 18" X 24" (see small facsimile) on card stock and 
24" X 57" (see large facsimile ) on paper coated stock, these 4-color posters 
may be utilized for exhibition in strategic areas in your community to enhance 
your local drive . Space is provided across the bottom of each poster for the 
addition of a locally added imprint, if so desired . These posters are being 
printed in limited quantities and you are urged to consider seriously the best 
possible use of these impressive items before placing your order . Black and 
white reduced facsimiles are enclosed. 

A return order form is enclosed for your convenience in ordering the above items. 

With best wishes for a good New Year personally and campaignwise, I am, 
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Public Relations Dept. 



UJA at a Glance 

United Israel Appeal (UIA) 
The United Israel Appeal is the major bene-
1iciary of funds raised by the United Jewish 
Appeal and the Israel Emergency Fund. As 
such, ii evaluates projects and programs car
ried out by the Jewish Agency, its agent in 
Israel, and determines the appropriate use of 
UJA funds for the support of the agency's 
work with immigrants, their integration into 
Israel's life~ their health, housing, education 
and job training. In addition, funds are pro
vided for scholarships, higher education, agri
cultural settlements and youth services. 

United Jewish Appeal 
Receives its funds through 

222 
Federations and 
Welfare Funds 

6i 8 
Independent and 

Combined Campaigns 

Supports 

American Joint 
Distribution 

Committee (JDC) 
Including ORT and MALBEN 

Provides a wide range of health, wel
fare, rehabilitation, education and 
cultural services for needy Jews in 
30 countries around the world, in
cluding Israel. 

United Hias 
Service 

Aids Jewish immigrants settling in 
countries other than Israel. 

New York 
Association for 
New Americans 

(NYANA) 
Aids Jewish immigrants settling in 
the Greater New York area. 



They - from the So.net Union where it takea 
cowawe to aslc for a visa. And It takes COU1"1199 to 
"91n a new life. 

They - among the S0,000 Immigrants expected 
In •-•this ir-· And most of them will be dlstresa
ed lmmlgranta. The tpedal NtpOllSiblllty of the UJA. 

The people of 1-.1-doing all they can. They 
pay the highest taxes In the world to carry a de· 
fenae burden which consumes 10% of thew tax 
N..-s1 they stand guard on the borders and 
still give their lives to defend the land. 

The people of 1-.1 do all this, and more, to protect 
the Promise of a new life for every Immigrant. But 
ther9 ls slmply not enough m-y to help us care 
for them once they wrlve. 

The sacrifice of the 1-lls must be matched by our 
cletwmlnatlon to kHp the Promise. In 1972: 
-We must build 1 5,000 new housing units for new 

lmmigrantL 
-We must~ the absorption of the newcomers 

by providing language Instruction, vocational 
training and Ntralnlng, by maintaining absorption 
centen and hoste ls. 

-We must provide place s In universities for 6,000 
Immigrant studenta. 

-We must aaswe secondary education for their 
young, h-lth ~for the side, welfare for those 
In need, comfort for the aged. 

TheN Is so much to do for the Immigrants already 
there. And th_ ON so many m-waiting to come 
to Israel, waiting to c-h-. 

GIVITOTHE 
ISRAIL EMIRGIMCY Fiii) 

OF THE lll1ID .DftSH APPEAL 
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November 12, 1971 



I n recent years the partnership between the 
CJFWF, our communities and UJA has been 
strengthened and vitalized by mutual understand
ing and assistance, by frank and open dialogue. 

This session is an example of that cooperation and 
I am very grateful that you have invited me to 
participate. 

I am here to speak about campaigning, and I am 
aware that many of you are at least as well quali
fied lo discuss this subject as I am. In fact, I feel 
like I'm giving a talk on flood control to Noah. 

It's not my intention today to recommend or sug
gest a specific plan or program for your campaign . 
There are no magic formulas or set patterns that 
can be universally applied. 

We all know that what works in one cily does not 
necessarily have to work in another: What works 
one year may not be effective the next. 

What I would like to do is look at some of the 
basic principles of any successful campaign and 
point out the opportunities for their creative ap
plication that exist today. 

Let me begin by reporting to you brie(ly on where 
we stand nationally, al this point in the campaign. 

In 1971 we had a total of 13 gifts of $1 million or 
more. To date we have recorded 11 gifts in that 
category and of these 6 are new. The National 
Study Conference, the Prime Minister's Mission 
and our new program of Resident Israeli Solicitors 
have been most gratifying. 

As a result we arc able to report, as of November 
1st, 219 gifts totaling 26 million dollars, compared 
with 20 million last year, card for card. That's an 
increase of 26%. 

So on the whole, I feel that we're off to a good 
start. 

But perhaps even more important than the num
bers themselves, is what the numbers represent: 

~-------~ 



They represent a profound change in the Ameri
can Jewish community. I{ the money raised each 
year is some kind of a yardstick-and I think it is 
-then it will be useful lo remember tha t only ten 
years ago we raised a total of $125 million .. . 
That's a third of what we did last year .. . We have 
tripled our volume in ten years. 

I was Cha irman of the Detroit campaign ten years 
ago, so I remember it very clearly. We had set a 
goal of $4 million and we raised $4.6 million. We 
were very proud of ou rselves. 

But last year, Detroit raised more than $13 million. 

The same thing is true in other communities. Los 
Angeles in '61 did less than $6 million. Last year 
they raised more than $26 million . .. or Miami: 
$'11/2 million in '61 and almost $7 million last year. 

Many communities can be proud of similar 
achievements ... and that kind of increase cannot 
be allributed solely to greater affluence in the 
community. Something truly significant has hap
pened and it's important that we have a good 
understanding of what it is-of why our commu
nities are responding at this level. There are two 
sets of reasons- psychological and technical. 

Let's look at the psychological reasons first. To 
begin with, although the problems confronting 
ou r people today are not new, the dimensions of 
the problems are unprecedented. I think that we 
are beginning to realize this in a much more pro
found way than ever before. We are talking about 
the hard facts of Jewish life in our own commu
nities and around the world, and people are 
listening. They understand what's at stake. 

And they have even gone beyond understanding 
-American Jews have empathized with Jewish 
need to a remarkable degree. They have, so to 
speak, personalized the problems our campa igns 
rnust help to solve. There is a growing recognition 
that " the unity of the Jewish people" is not a 
clichc, but a fact. No longer is it us and them, it is 
Anachnu, We-We are one people. 

Our task, as fund raisers, is to translate this deep 
concern, this growing sense of solidarity, into new 
dimensions of giving .. . giving that is equal to the 
new dimensions of the needs. 



This is what I meant when I referred to the "tech
nical" reasons behind the solid increases reported 
so far. You know, there's nothing mysterious or 
esoteric about conducting a campaign. Some
where inside or us we know intuitively what is 
right and what is effective. 

The challenge is not lo invent new tools, new 
techniques: It is to fully utilize the resources that 
are available to us now. 

The reason we' re off to such a good start this year 
is that we did the things we have always known 
how to do-but we did them with a new level of 
creativity, courage, and cooperation-and more 
hard work and energy. 

And that is what we will have to bring to all ou r 
campaigns this year if we are going to keep our 
promise to the millions of people who depend on 
us. 

And in that respect I really envy those of you who 
are heading your community's campaign for the 
first time this year. The whole pattern of fund 
raising has changed so dramatically that you can 
pull out all the slops. You can throw away tradi
tion. You can use all of your abilities and talents. 
You can-and you must-dare to be experimental, 
to broaden your vision and reach for higher goals. 
Creativity, courage, cooperation ... these are the 
keys to a successful campaign today. 

And I really think that our communities expect 
this of us. They will not respond to "business-as
usual" techniques-or leaders. 

Let me give a few examples. I'll focus on big gifts, 
because at this stage in the campaign that's where 
we should be concentrating our effort. 

I can remember the time - as I'm sure many of 
you can-when the Big Gifts Meeting was where 
the big p ledges were raised. That is no longer true 
today. Today the meeting is really a target date, a 
deadline, as well as an opportunity for reporting 
and publicity. It is no longer the fund raising 
vehicle. Rather, the number of gifts solicited 
before the meeting determines how successfu l the 
meeting wi ll be. Logic alone tells us that if all gifts 
have been pre-solicited, they can on ly go higher 
at the meeting. 

~----------'~ 



They represent a profound change in the Ameri
can Jewish community. If the money raised each 
year is some kind of a yardstick-and I think it is 
-then it will be useful to remember that only ten 
years ago we raised a total of $125 million ... 
That's a third of what we did last year ... We have 
tripled our volume in ten years. 

I was Chairman of the Detroit campaign ten years 
ago, so I remember it very clearly. We had set a 
goal of $4 million and we raised $4.6 million. We 
were very proud of ourselves. 

But last year, Detroit raised more than $13 million. 

The same thing is true in other communities. Los 
Angeles in '61 did less than $6 million. Last year 
they raised more than $26 million ... or Miami: 
$11/2 million in '61 and almost $7 mil lion last year. 

Many communities can be proud of similar 
achievements ... and that kind of increase cannot 
be attributed solely to greater affluence in the 
community. Something truly significant has hap
pened and it's important that we have a good 
understanding of what ii is-of why our commu
nities are responding at this level. There are two 
sets of reasons-psychological and technical. 

Let's look at the psychological reasons first. To 
begin with, although the problems confronting 
our people today are not new, the dimensions of 
the problems are unprecedented. I think that we 
are beginning to realize this in a much more pro
found way than ever before. We are talking about 
the hard facts of Jewish life in our own commu
nities and around the world, and people are 
listening. They understand what's at stake. 

And they have even gone beyond understanding 
-American Jews have empathized with Jewish 
need lo a remarkable degree. They have, so to 
speak, personalized the problems our campaigns 
rnust help to solve. There is a growing recognilion 
that "the unity of the Jewish people" is not a 
cliche, but a fact. No longer is it us and them, it is 
Anachnu, We-We are one people. 

Our task, as fund raisers, is to translate this deep 
concern, this growing sense of solidarity, into new 
dimensions of giving ... giving that is equal to the 
new dimensions of the needs. 
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munities who have consistently been our major 
contributors, our most involved leaders . . . the 
'power structure' . In every city there are men who 
have always been the pacesellers in terms or giv
ing and working but-and it's a big but- they are 
not giving as much as they can. We must take a 
look at what they are really worth and have the 
courage to ask for that amount. If we honor a 
man, give him a position of leadership, then I 
sincerely believe he has a responsibility to live up 
to it. 

And while we're on this subject of ratings, ,1llow 
me to draw your allention to UJA's "Operation 
Breakthrough" project which is now under the 
direction of Dr. Arych Nesher. 

TherP are men m every major city who have made 
a considerable .1mount of money through stock 
vehicles but have never been a part of the Jewish 
community. One of the reasons for this is that 
their wealth is not truly visible. 

Dr. Nesher's team finds them by thorough re
search in public records. They find them and they 
IW after them but they need your help. 

They need your help 111 getting basic information 
about the man ... in setting up meetings with him 
or trips to Israel ... in finding out his interests ,ind 
friends. 

This project does not only raise money - it literally 
makes Jews out of men whom we weren't reach
mg before. There are already instances of men 
going from $200 to $75,000 ... from $5,000 to 
$150,000 and upwards. Quite clearly we are talk
ing about more than money when we talk of in
creases like that-we're talking about changing 
the essence of the man .. . making him a valuable 
community asset. 

I also want to stress the effort that Leonard Bell 
and Jimmy Nobll are making with Operation Up
grade. 

In this program dedicated men-mostly in their 
40's-who have demonstrated their commitment 
as givers and as workers, concentrate on upgrad
ing people who are now giving between $1 ,000 
and $10,000. There are now 40 men involved in 
this project. All of them have agreed to give a 
considerable amount of their time over the next 
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ll is in this all important pre-solici tation that co
operation and courage are so essential. 

For example, it's an accepted principle that one 
man should never go alone to solicit a major gift. 
It's just too easy to say no to one man, especially 
if he's a friend or neighbor. When two or more 
men go, it is no longer one Jew asking another for 
a gift-it is the entire community. 

And this 1s especially true when one or more of 
the solicitors is from another city. Why do we 
isolate our communities, close them 1n, confine 
them? Why don' t we share experiences, help each 
other, to a much greater degree? Don't overlook 
the use of leadership from other cities. It works. 

And so does the use of overseas solicitors ... 
Israelis, Russian and Iraqi Jews. When a national 
leader, an Israeli and a respected local leader call 
on a man, then quite literally world Jewry is call
ing on him and the giving will be responsive. This 
is not theory: IL is a proven fact. 

Lel me tell you how it worked in Denver, just a 
few weeks ago. This community raised $2.5 mill ion 
in 1971. In a cooperative effort, Ed Sanders, a 
former Los Angeles Chairman, Michael Amon, 
from Israel, and a local leader went to call on key 
prospects. They raised more than $3 mil lion and 
as a result Denver is now projecting a $6 million 
goal ... included in that result is one gift that was 
increased from $1,500 to $1 million. 

Gifts like that, by the way, prove that the integrity 
of the rating is crucia l if a community is to get 
maximum value from the tool of outside solicitors. 

It 1s simply ridiculous to ask a man lo give a 
million dollars when his maximum poten tial is 
really half that. It is equally as ridiculous to ask a 
man for less than he is capable of giving. 

Included in the figures that I reported to you 
earlier are numerous gifts that have come in far 
above the ratings. To me this indicates that we 
have not been as accurate in our research as we 
must be. 

And perhaps we have also not been as courageous 
as we should be. I'm thinking specifica lly now 
about the rating~ we give to the men in our com-



~ i x months lo go in to any community that invites 
them, and talk to men who have not given all they 
are capable of giving, usually because no one has 
real ly concentrated on that level. 

It's not a hard sell al al l. They say, "Look fellows, 
you're my age, you're as successful as I am, as 
Jewish as I am, bu t I'm giving $50,000 a year and 
.in awful lot of my time while you're giving $5,000. 
Let me tell you why I'm doing this." 

And it works. And it's going to work even better 
as it grows. It can make an enormous difference 
in our campaigns-not only in terms of money 
raised, but in terms of people involved. The amaz
ing thing is that of the 20 largest cities, on ly five 
have sent a prospect lrst and agreed to utilize this 
program. I urge you to consider integrating it into 
your plans. 

Al this point in the c,1mpa1gn I must assume that 
a substant1:il number of your pcicesettrng gifts 
have already been solicited. It 1s not too IJte 10 

stop and tJkC' a good hard look at those gifts. Ask 
yourselves these questions: Arc you really con
vinced thilt top gifts have been solicited to the 
maximum? Have you t,1ken advantage of the re
sou rces available to you? Is an intensive effort 
being made to identify the men that were not 
reached in the past? 

Leaving the subject of advance gifts, let us look at 
some of the other key elements in a campaign. I 
must assume that in all major communities key 
leadership has been selected and recruited and 
campaign p lans have been formulated. It might be 
helpfu l to look J t these two factors, not in the 
abstract, but in terms of the next ninety days. 

I emphasize the time factor because one of the 
things that has changed so dramatical ly in the last 
few years is the nature of the campaign calendar. 
Campaigns now last twelve months a year. There 
is not a smgle period of time when some activity 
should not be going on-education, orientation, 
sol icitation and the crucial elements of c.1sh col
lection. 

And let me emphasize the importance of a con
tinuous cash collection effort. We can no longer 
confine our cash drive to just a few months. It 
must go on lwelve months a year. 

~-------------'~ 



We all know how much more difficult IL is to 
solicit a man who owes large sums in back pledges 
. . . and we must also remember the urgent need 
for improving the flo\y of cash to the agencies we 
support. It's really vital. 

Coming back lo the changing calendar ... I men
tioned that on the one hand our efforts go on for 
12 months. But on the other hand, it is a dearly 
established fact that your overall success wil l be 
determined by what you do in these critical 
monlhs of November, December and January. It 
is absolutely essential that you be certain that you 
are on the right track al this stage. 

In the whole area of leadership, for example, here 
are some of the questions you might be asking 
yourselves: Are all of your key leaders committed 
to the task ahead? Are they prepared and able to 
become involved in every phase and detail of the 
campaign? When I say, are they able, I mean is 
there a campaign structure that demands the in
volvement of leaders? Do they meet periodically 
to review, evaluate and plan? To exchange ideas 
and advice? And perhaps equally important, have 
all of your key leaders been to Israel recently or 
are they scheduled to go within the next few 
weeks? 

Campaign leadership has never been more impor
tant. Ten years ago the success of our campaigns 
depended on a few people doing a great deal. 
Two or three key gifts would make or break a 
campaign, and only a handful of people were 
really involved. 

Today this is no longer lrue. Today we have many, 
many people assuming the dua l role of contrib
utor and solicitor ... of giver and worker. This 
trend must be nurtured .ind encouraged because 
it is the promise of the future as well as 1oclay's 
strenglh. There are many programs Lo help you 
in these areas. 

What's the whole purpose of Operation Israel, for 
example, if H's not to make people more aware 
of, and more responsive to, the great needs? 
Beyond any doubt every key leader in our cam
paigns should be urged to participate on one of 
these flights ... just as they should be encouraged 
to attend the National Conference in December, 
this General Assembly and 01her UJA and Council 
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programs. These resources, these fund raising 
tools, should be built into the plans for your cam
paign. 

Now let's talk about planning for a moment- and 
again all I want to do is raise some of the ques
.tions we should all be asking ourselves. Have you 
set a goal that raises the sights of your community? 
This principle of establishing a dimension for 
giving is valid not only for your major gifts but 
should be applied at all giving levels. Have you 
set cleM objectives, and specific target dates by 
which you hope to have achieved those objec
tives? Have you thoroughly analyzed past cam
paigns to understand what happened and why? 
Have you built-in check points so that you can 
constructively evaluate where you're heading and 
change direction if you have to? And, in you r 
planning, have you considered all of the possi
bi lities for utilizing the impressive array of re
sources that are available from Council and from 
UJA? 

Let me repeal what I said earl ier: I am not sug
gesting or recommending any specific set of plans 
or programs to be used everywhere. Bui I am 
saying that the opportunities for creative and 
effective planning have never been greater ... and 
by looking outside of ourselves we can accom
plish much more than if we fall back into paro
chial pat terns of behavior. 

In these next few months we must get across to 
every single person in our communities that what 
we are doing is far bigger than any individual or 
any agency. We are literally rededicating our
selves to the survival of world Jewry-survival as 
a community in America, survival as a nation in the 
M iddle East, and to the physical survival of Jews 
behind the Iron Curtain and all over the world. 

t am very confident that we will do our job this 
year. I am greatly impressed by the quality of the 

. lay and professional leadership in this room and 
in other communities throughout the country. I 
ask only that we be creative in formulating our 
campaign plans, courageous in executing them, 
and cooperative with other communities, with 
UJA and the CJFWF m every phase of our activity. 
tn that way I am sure we will succeed. 

Thank you. 



For additional copies, write to: 

UNITED JEWISH APPEAL 
1290 Avenue of the Americas 
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Unexpectedly, a large number of 
Jews began streaming into Israel. 
The expected 50,000 became an 
estimated 70,000. And many of the 
"unexpected" immigrants are 

arriving virtually penniless. 1972 was ~upposed to be a 
"normal" year. 50,000 Jews from 
dozens of countries including the 
Soviet Union were expected to 
immigrate to Israel. A budget of 
needs was drafted by the Jewish 
Agency. Housing and social 
services were planned. Expansion 
of educational and health facilities 
was proposed. All based on 50,000 
arrivals. 

But Jews do not have the luxury 
of advance planning. 

New budgets are being drafted; 
new plans for housing and other 
needs are being revised-upward. 
The enormous costs involved in 
this new exodus must be borne by 
us, as they have always been. 

keep 
the P.romise 

CilVE TO THE ISRAEL EMERCiEMCY FUND 
OF THE UNITED JEWISH APPEAL 







introduction 

The people of Israel are locked in a 
continuous strugg le for survival. They live under 
the constant threat of destruction. It is a way of 
life which leaves them with few resources to 
attain the quality of life to which every Israeli 
aspires - and to which he or she is entitled. It is 
a life of high taxes, needed to maintain a secure 
defense posture ... a life of t ime spent away 
from loved ones serving in the reserves ... and 
for many a life filled with the threat of daily 
terrorism. This is a burden which the Israelis 
themselves shoulder proud ly and tenaciously. 
A 4,000 year old promise is worth fighting for. 

But it is our promise too. And we too have 
our burdens. We have made a promise to 
thousands of Jews who come to Israel seeking 
a new life and full opportunity. Fulfil ling our 
promise means that we will help these new 
immigrants to become integrated into their new 
home by giving them decent housing, by 
teaching them Hebrew, and by providing them 
with jobs. It also means schooling for their 
child ren, health services for the sick and a 
dignified level of assistance for the aged 
and infirm . 

KEEP 
THE 

PROMISE 



Keeping the Promise means we will do all 
this for the 70,000 immigrants who will come to 
Israel in 1972. And that we will not forget the 
tens of thousands of immigrants of former years 
who still need our help so desperately. 

But Keeping the Promise does not end there. 
We have an ongoing responsibility to Keep the 
Promise to our fellow Jews wherever they live. 
As they have for centuries, our brethren al l over 
the world are striving to preserve their 
communities and their Jewish way of life. Their 
needs include food, shelter and education. It is 
we who must provide them with the life-giving 
help they deserve. 

To the people of Israel and to all the Jews of 
the world we have an obligation, a responsibility 
which requires us to help them attain their 
share of the future. 





Russian Jews are coming home. 

We have a promise to the 70,000 Jews who 
will come to Israel this year. Many are coming 
from conditions of oppression in Eastern Europe 
and Moslem lands. And, for the first t ime, 
thousands are coming from the Soviet Union; 
thousands who have risked their jobs, their 
personal freedom, and often thei r physical 
safety to come to their land. To live as Jews 
among Jews. 

This struggle to be free is enacted every day. 
It is one of the great dramas of our time: a story 
of heroism, tenacity and inspiration. 

These Jews symbolize our responsibility to 
keep the promise. And our responsibi lities are 
great. They include providing immigrants with 
the means to begin a new life in dignity, and with 
fu ll opportunity. Immigrants who must learn a 
new language, new customs, and frequently a 
new occupation. Provision must be made for 
their health and educational needs. 

The process of absorption into a new society 
is costly and sometimes painful. It is our task to 
insure that each immigrant can reach the fulfill
ment of his promise to himself and his children. 

immigration and 
absorption 

$500 - provides 
transportation for a Russian 

immigrant to Israel. 
$500- provides furnishings 

for a Russian Immigrant's 
first home in Israel. 

$1000 - provides for a 
Russian immigrant's initial 

needs and absorption 
into Israeli society. 





overcrowding: a continu ing crisis 

Housing is the most critical human problem 
facing the people of Israel. 

Because of the large influx of immigration 
during the past 23 years, a variety of expedient 
solutions had to be found for the country's 
housing needs. Th is poor quality housing has 
deteriorated rapidly, leaving 70,000 Israeli 
fam ilies living in substandard housing. In terms 
of density, over 200,000 fam ilies- 30% of the 
national total - live in overcrowded conditions. 
Of these, 56,000 families live three or more 
to a room. 

For many thousands of young couples who 
cannot afford to purchase an apartment, 
crowding in with parents is often the 
only answer. 

All these people need decent housing to start 
them on the road to a productive life. 

housing 
$2,000 - adds one desperately 

needed room to an over
crowded immigrant home. 
$500-covers the barest 
essential furnishings and 

fixtures for the new apartment 
of an immigrant family. 

$285 - pays one year's rent 
subsidy for a development 

town family. 







the key to a decent life 

Developing the minds and skills of the 
people of Israel is one of the priorities in thei r 
struggle for survival. Education is the tool which 
can break the bonds of poverty for many 
Israelis, both young and old. 

Education is the means by which they can 
take full advantage of the opportunities of a 
vibrant new society. UJA must provide the 
funds for 38,000 underprivileged children of 
immigrant families to enable them to attend 
pre-kindergarten classes. We must support 
100,000 secondary school children with partial 
or full scholarships. And we must bear a major 
responsibility for maintaining Israel's seven 
institutions of higher learning. Vocational and 
Hebrew language training is needed for most of 
the newcomers to the country. 

education 
$1500 - wil l save a school 

dropout, bring him up to his 
grade level and teach him 

a trade in a Youth 
Aliyah Institute. 

$250- provides one year's 
tuition for a high schooi 

student. 
$100- maintains a needy 

student for a year in a 
comprehensive high school 

in a development town. 





towns without hospitals . .. 

Hospitals without beds .. . there are border 
towns in Israel like Kiryat Shmoneh where there 
are no hospitals. Sometimes Ki ryat Shmoneh is 
shel led by terrorists on the other side of the 
Lebanese border. The nearest hospital is in 
Tiberias or Safed; each town is many kilometers 
away. It is too long a journey for a severely 
injured parent or child. And when the journey is 
done, there is no guarantee of an available bed. 

There is also a critical shortage of qualified 
medical personnel in Israel's outlying areas. 
All over the country there is a severe shortage 
of hospital beds: occupancy in general 
hospitals is running as high as 135% - and 
117% in mental hospitals. 

All too many immigrants need immediate 
medical care. And for the large number of 
Israel's poverty-afflicted, a sound mind and 
body must come before dreams of a 
better future . 

health services 
$2000 - provides one year of 

ful l-service care for an 
institutionalized retarded 

chi ld. 
$250 - provides one month 

of hospitalization for a 
needy immigrant. 

$125 - provides 6 months of 
health insurance coverage 

for an elderly Israeli. 





the poor, the elderly, the handicapped 

The people of Israel are a long way from 
self-sufficiency: 20% of the population earns 
only 5% of the total national income. These are 
the hard core of needy individuals and families 
who are destined to dependency unless we 
help. They are our responsibi lity. 

There are many who cannot wait for long
range programs to catch up with them. Their 
problems are too immediate and too desperate. 
There are programs for the aged and special 
vocational projects for the handicapped which 
must be initiated: subsidies for 20,000 families 
living beneath the poverty line - $80 dollars a 
month for a family of four; pensions for 30,000 
elderly persons; supplementary income for 
7,000 elderly and handicapped. And there are 
innovations in child development and special 
education which need expansion. 

social welfare 
$1500- will support a 

destitute development town 
family of three for one year. 
$500- provides an elderly 
person with a subsistence 

grant lor one year. 
$50-will serve hot lunches 

for one year to a child in 
a daycare center. 





our many other promises to keep 

UJA has promises to keep ... around the world. 
These responsibilities are met through the 
inspi red and effective services performed by the 
American Jewish Joint Distribution Committee 
(JDC), and the United HIAS Service. In 1971 
alone, these organizations rescued, trained and 
offered relief and aid to more than 300,000 Jews. 

Relief Kitchens in Morocco, Mother and Chi ld 
Centers in Tunisia, Pre-Kindergarten programs 
for the ch ildren of fragmented Jewish 
communities in Iran, a new start in France, and 
way station of hope in Vienna for Jews fleeing 
oppression in Eastern Europe ... these 
promises are being kept. 

But 17,000 elderly Jews in Rumania are in 
need of our aid , and there is an urgent need for 
the expansion of educational facilities for North 
African Jews in France. 

In Eastern Europe and in the Moslem 
countries, the flow of food, fuel, clothing, smal l 
cash grants and medical supplies must not be 
allowed to cease. Al l of these programs, and 
more, hold our international community 

other countries 
$500- will send four 

impoverished children in 
Iran to a JDC Kindergarten 

with hot meals, medical and 
dental care for one year. 

$125 - supports a newly
arrived North African 

immigrant in France for 
his first month. 

$50 - maintains an elderly 
person for a month in an old 

age home in Morocco. 

together, and insure that we will continue to Keep the Promise. 
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