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EFFECTIVE ADVOCACY




Activities seeking to
-~ influence decisions
£ within political,
economic, and social
P contexts




WE ARE IN SALES!

Influencing people to “buy” complex and foreign
ideas that will be mainstreamed for a greater
good




SALES!

ORGANISATIONS WITH SALES SYSTEMS PERFORM 15% -
28 % better

Companies with a Formal Sales Process Generate
More Revenue (HBR, 21 Jan 2015)




Supporters Drivers

REFERRAL
SYSTEM

Abstainers

Bystanders

Power and Influence




Tale of Two Shoe Salesmen

uation
hupelessl
Nobody wears
shoes!

Great
opportunity!
They don’t have
shoes!
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SearchllDACE14350:

CAME FOR
ONE | TEM,
BOWGHT TEN.

DIDN'T THINK
SHE'D NEED

Q: Have you
experienced
walking into a
supermarket or

department store
and walking out
with more than you
planned to?




95% of Purchasmg Deus;ons Are Subconsuous







Which image is going to sell your idea?
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BaCk tO the How did he sell a
roduct that had
ShOe Eo meatntingtto a

Saleman.....

population?




Begin with the END in MIND. And then
work back...to decide on actions.

WORKSHOP: STRATEGIES TO STOP THE NEXT PANDEMIC

. (a list of strategies, targets and identified focal points)
Selling at an ' -
o 77
event” or to
roups of & 4 ~ .
2 P We need the right Wieneadan easy We need a conducive environment
| - way to collate input e
peopile people, with aficidntly aiil et that facilitates
right knowledge to speak agreement thinking and speaking
T — immediately _ \
Is tiwe environment
Who are the right How do we get How do mitigate against light and Do'people feel Can we mitigate
people? them . airtime bandits? well ventilated? safe to speak against
to speak? _ their mind? people seated too
Do they understand the far back?

aim of the event?



Will we see action
AFTER the event?

After all that planning and detailed
implementation?




Beckhard-Harris formula for change
DxVXF>R

¢ Dissatisfaction: there is dissatisfaction when there is a situation that people want to change;

¢ Vision: people share a reasonably clear vision of a future situation that is both better and
achievable;

¢ First steps: the action plan to achieve the vision is acceptable and sets out the first steps to be

taken;

¢ Resistance: the combined strength of the three factors above is greater than the
existing resistance to change.



ALWAYS HAVE AN
ELEVATOR PITCH!

e Opportunity KNOCKS once!

* What would the shoe
salesmen do if he was in an
elevator THE Most
important fashion
influencer in the country?




Take home message

Y

Advocacy is SELLING
complex and foreign ideas

23

We need SELLING systems
that cultivates and
empowers our
ambassadors

We SELL on emotions and
justify the purchase with
logic.

l%‘\

When planning a SELLING
event,

BEGIN with the END in MIND

END with clear FIRST STEPS for the
participants

0

Reduce lost opportunities!
Get an ELEVATOR PITCH

now!



Thank You



