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What’s My Motivation?

• Access

• Peer Pressure

• Teamwork/winning team

• Self satisfaction

• Recognition

• Duty/Automatic



Life in an Association PAC

• Different considerations than corporate 

restricted class.

• Members’ experience is perhaps more 

diffuse, especially for advocacy/PAC.



How do You Incentivize?

• Make PAC an automatic/regular part of their 

association experience.

• Members should see it as an integral part of 

their membership.



Overall Strategic Approach

• Ingrain it in the culture. Set an example.

– National Leadership/BOD at premium level(s)

– PAC Board at premium levels

– Legislative committee at 100% participation (at 

least)

• PAC participation should be an expectation 

of participation in leadership.



Overall Strategic Approach

• Remind and reinforce

• Connect them to the use of their 

contributions

• Remind them of why they are doing it



Tactics

• Recognition & Identification

– Donor levels and clubs 

– Honor Boards and Screens

– Directories, Pins, Swag (ties, scarves, etc.) 

– Don’t be afraid of competition; be prepared to 

support it.



Tactics

• Exclusivity

– Guest Speakers/VIP opportunities

– Internet/lounge

– Meals/events

– Raffles/Silent auctions

– Gifts

– Special Treatment (upgrades, airport xfers, etc.) 



Incentivize via De-silo-ize

• Another step: connect them to the use of the 

$.

• Make sure your premium donors have 

opportunity to become key contacts, and/or 

at least do check presentations.

• More exclusivity and recognition.

• Creates a culture of deep participation in 

advocacy as part of membership.



Sometimes it all comes together



Questions?


