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Greetings Innovators: 

As promised, we are periodically releasing the results of our 2008 Success Survey. This message contains PAC and grassroots results. 

PAC – Senior Leader Support 
88% of our respondents have "high" C-level support for their PAC and/or grassroots programs (a 5 to 7 rating on a scale of 1-7). The Public Affairs Council’s PAC Benchmarking survey showed that 38% of their respondents have "high" CEO support (either a 4 or 5 rating on a more generous 1-5 scale).
The I2M respondents define support by two key behaviors: PAC contributions at an incentive club level (66.6%), and consistent PAC support through financial contributions and active evangelism (33.3%). 

The Bottom Line #1:  I intuitively knew it, but now the data proves it. I2M attendees are influential and have a high degree of organizational clout, as evidenced by the almost off the charts level of PAC support (88%). 

The Bottom Line #2: To create a positive PAC culture, we should encourage our leaders to not only contribute at high levels, but to visibly support the PAC through attendance at PAC events.  Think about it – financial support is great, but who in your organization knows about individual PAC contributions?  Associations are traditionally more open with this information (which is terrific), but corporations usually defer from publicizing individual PAC contributions.  So, in the absence of PAC contribution information, we should encourage visible leadership behavior that promotes the PAC.
PAC Planning

Eighty-two percent of the respondents have a PAC strategic plan. 
Sixty percent of the survey respondents conduct an annual plan review and recalibration. A third reviews their plan at the conclusion of each election cycle, and 10% conduct quarterly reviews.
Grassroots – Senior Leader Support

Seventy percent of the respondents rated their senior leader support of grassroots in the 5-7 range on a 1-7 scale. This is commendable, but slightly lower than the PAC support levels in this range (88%). 
The Bottom Line: One of the eternal grassroots challenges is quantifying value beyond the number of communications sent to policy makers. I believe that PAC support is higher (88%) because the primary measurement is easily identifiable to those outside of government relations. For grassroots managers to get the same (or more) attention, they will have to change their leader’s  reference point and go beyond the number of communications generated, to conversion rates, influence acceleration,  volunteer issue understanding and voting behavior, to name a few of the over 50 grassroots metrics I have  created  (out of over 100 government relations metrics).     

We then asked the participants how they define support. Is it budget, visibility, the evangelism quotient, etc.?
Support goes way beyond budget allocations. The I2M crowd defines it as behavioral:  the leaders attend events, openly talk about grassroots issues with employees, and bless the budget.  
Grassroots Measurement 
Respondents listed several ways that they measure their grassroots effectiveness.  (Responses total more than 100% due to multiple measurements)  
1. Legislative result: 
46%

    Number of communications to lawmakers:
 46%  

(Of those who track lawmaker communications, 13% pay primary attention to targeted legislators, rather than the aggregate number of contacts.) 

2. Growth in grassroots volunteer corps:
33% 
3. Increase in advocate-legislator relationships: 6%

    Number of face-to-face contacts between advocates and lawmakers: 6%
    Development of grassroots teams
6%
Other verbatims worthy of mention include:

“Feedback from our volunteers: was the experience positive?” 

“Increase in facility visits”

“Was there an immediate response, or did it require coaxing and reminders?”

“Level of support among our middle managers” 
“Was there a minimal amount of confusion about tasks?”

Bottom Line: All of the listed measurements are necessary. However, there’s less measurement of internal trends than I’d like to see. The least-measured outcomes (relationships and face to face contact) represent the highest level of individual advocate sophistication, they are the most influential persuasion methods, and should receive more attention.   
Thanks again to all of the respondents! Stay tuned for more results in September.
Onward, 

Amy Showalter 
Co-Founder, Innovate to Motivate
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