Setting the Stage for Welcoming Our New Small Business Constituency

Many of the state chairs who attended the Houston meeting have already ask me what’s next?  What should we be doing right now?  This outline is designed to address those questions. 

Setting the Stage:

The first step is getting your house in order.  Making sure your leadership team buys in to the new focus we have.  Without having your internal support ready to go nothing will work. 
I will be sending you a separate document that will outline many answers to the questions you will be ask.  In the meantime, refer to the marketing report you were sent prior to the Houston meeting.  Use the “criteria for choosing a constituency” when addressing the concerns of your local folks.  I can send you another copy if you need it.  Also, remember that this is our first core constituency.  Others will likely be added as we go.  I suspect they (other constituencies) will find us and want us to champion them.
 Also, keep in mind that issues are best left to candidates rather than being driven at the national level.  Many people will oppose this strategy shift since it’s’ all they know.  Don’t let them derail your efforts. I will be sending you a demonstration of how each issue can be addressed with the small business focus shortly.  
Remember, issues are vertical in nature and are divisive.  Constituencies are horizontal and inclusive in nature.  
Once you have the buy in from your leadership, the next step is to prepare your members and the media for the new LP. 

Refocus your external communications: press releases and op-ed articles to reflect your concerns about the impact of; local ordinances or legislative actions on small business.  We will have some examples of press releases prepared for you shortly.


Refocus your internal communications: newsletters, and meetings, to reflect the issues and concerns of small business.  This can be done by asking the local NFIB official or Chamber official to address your local organizations.  Invite local business leaders to address your members.  
I caution you NOT to make a big pronouncement about being the party of small business.  Just quietly become the party of small business in what you do and say.  National will take care of the big push probably next January.

Outreach

The outreach efforts will generally follow the outline below. In the mean time gather information concerning the local legislation that affects the small business community in your city and state.  Find examples of that impact on local businesses. Send these stories to me as you get them.  Don’t worry about the writing, we just need the stories.
 This information can and will be used in outreach materials like direct mail, brochures and hopefully tabloid inserts in your local papers.  Also, be sure to prepare stories about your best activist that are also small business owners.  As, you get ready to roll out your outreach campaigns these early preparations will save you enormous amounts of time.  
Also, be sure to start collecting photos.  Lot’s of photos.  You will want photos of your people doing things like making speeches, working in groups around a table, attending meetings and such.  No protest photos please.  Protests are for people without influence, not a political party.  Avoid photos with people in tee shirts etc unless they are painting signs etc.  You want to put on a good face for people who do not know us.

Be sure to get good head shot photos of your leadership (in coat and tie) and have them digitized.  Keep the negatives though.  You will want the negatives for quality reproductions.  Be sure to note the name and contact information of the individual and that you have their permission to use the photo.  Keep that information on file.

Direct Mail and Solicitation

Once we have worked out the right formulas for getting response to direct mail we will provide you with materials you can duplicate and use to recruit local business leaders.  We also may do a number of joint projects.

For example:  I hope to have a story placed in the restaurant industry trades publications next summer or fall featuring Ed Thompson and the Wisconsin Tavern League.  It takes at least six months to get a story placed.  Once we know the publication date, I will rent the list of subscribers and prepare a direct mail program for them citing the article.
  I will also have a presentation package prepared for each state that wishes to participate in extending an invitation to local restaurateurs to come to a get acquainted meeting.  For those states that are not quite ready we will just invite the restaurateurs to join or support the party with a contribution.  The states that do not wish to engage in the effort will not be mailed.  

We will repeat this approach for other industries, like construction, for as long as it pans out in new members and contributions.  

The overall theme of the out-reach efforts will be, “Who are you going to call?”  The idea being that when faced with unreasonable bureaucrats who would you rather call a Republican or Democrat that created the law or a Libertarian who understands the injustice of it in the first place.   

I hope this answers some of your questions and helps organize your efforts.  Feel free to call me if you have questions and be sure to let me know how people in your state are reacting to our new way of presenting our philosophy of governance.  
Warmest Regards

Mark Schreiber

Marketing Director

Libertarian Party

317-877-2296

