SoC/SoS Event talking points 


LWV IN State Convention, May 18, 2003
In 1984 initiated LWV Chicago State of the City dinner.  Harold Washington had just been elected Chicago's first African-American mayor - we knew he'd be willing.  Our goal: make it such a major event that future mayors would have to do it.  Achieved! 

Mayor Washington used the event to announce major policy changes or new initiatives--succeeding mayors also did so. 

1st year: Consultant - $7000 to design the event (they cut their price in half to get us) which included getting a corporate chair to sell corporate tables at $1000 each, drafting corporate letters, drafting letters to patrons who paid $300(2 tickets), getting a PR volunteer who loves us and is still volunteering! etc.   


President supported, but board was terrified at the $7000 fee.  Even with it, we made a net profit of $14,000 that first year.  Now 20 years later, Chicago routinely NETS $80,000 to $100,000 for SoC (now) luncheon.

Due to the success of the event, the LWV Chicago Education Fund was able to hire a part-time executive director.  The Chicago board thought it was imperative to have more professional staff and not have to rely on the vanishing volunteer. Tracy being there has made it easier to get younger women with professional careers to serve on the Chicago board.  
 
Event has been replicated around the country  ---State of the Community/ County/ Village luncheons/ dinners.  At least one League had an all-day meeting/think tank on community issues. 


Some have different speakers every year; others a community discussion/ roundtable. Most have good attendance but many still don't charge enough per person, don't try to get businesses to underwrite expenses and don't see it as a major fundraiser. 


Should be high profile event, bring community good will. Chicago includes in their program a Guide to the City Council: names / contact information for mayor, city clerk, city treasurer, etc , aldermen & committees, + city agencies and contacts. 

Illinois initiated a State of the State luncheon in 1998 while I was state president.  That year made about $9,000 profit. 

From Stacey Patricoski, LWVIL Executive Director:  “Most important lesson: it is OK to approach someone to serve as a corporate chair even if you don’t have a direct contact or link.  The League name carries weight and the first time you ask, you may not have a good inside connection, so you just have to present yourself as best you can and do some cold calling until someone says yes.

“First year, no corporate chair -- started late and didn't have any connections (at least didn't know we had any at that point). Each year, we talk to more LWV members and get more ideas about where members, their spouses or children are working, so we can expand our network of corporate connections.

“Also try to figure out connections between possible awardees and corporate leaders who would be interested in or linked to that awardee. We gave an award to a civic leader and tapped into the corporate boards on which he served.  
“Have asked our corporate chairs to suggest names for those who could chairs the next year.  We keep our key staff contact at the company involved in the next year's event by asking her/him to serve on some committee we make up: "Honorary Host Committee" or some such name. We are very fluid about what we ask from each person or company, essentially giving them the recognition of being on the committee in return for whatever we think they can give us. Getting someone to open the door for you--tap into their contacts--is really important and something a good corporate chair will do.

“LWVIL has always hired someone to staff event--that was a leap of faith, an essential investment in success. First year we paid $4,000; for 2003 will pay  $10K. We pay one person who has event expertise and does whatever I need her to do, including organizing all the details and doing lots of the corporate contact. She is the one who pushed me to ask for $25,000 this year as the sponsorship from our corporate chair--gulp--and it worked.”

“We work with Chicago to make sure we don't compete.  Since the governor has an official state of the state message, have tried a few different formats (questions from the audience, presentations from each party on the two presidential candidates, etc).  We will never make what Chicago does (I think it's always harder to get statewide support within a major city) but last year’s profit was about $40,000.  Now corporations put us in their budget.  Also work with women’s organizations: women lawyers, business owners, etc., stressing that this event puts them in the same room with movers and shakers, their members need to be involved in the political process   and, if they join the League, their members will learn how to advocate for their positions.  We include a membership package and have gotten some new members.”
 

“This model works well for state League, may be difficult for local / county Leagues to emulate.  But basic idea-- event featuring a government leader who speaks for no fee and is someone the press and public are interested in-- is a sound model for a fundraiser and very appropriate for League. Use an awardee as an added draw for table and ticket purchasers and as a way for getting a foot in the door with companies--sounds crass, but it works.  Another result (besides $) of high profile event is the good will, good PR and likely membership increase that they bring.”
  



Stacey Patricoski, LWVIL Executive Director will answer SoC questions by email at SPatricoski@lwvil.org
