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Approaching the Business Community for Campaign Dollars
Yvette Williams

Manager, Political Programs- Johnson & Johnson

One of the best revenue streams for funding a political campaign is through a business Political Action Committee (PAC) or its corporate dollars.  While individual contributions are more commonplace at the state and local level, the federal level puts you into an entirely different league.  Below are brief definitions of PAC versus corporate dollars as well as an overview of the best ways to approach the business community for their support.  Whether you are thinking about running for office today or in the far distant future, do not underestimate the need for cash.  Good Luck!

PACS

What is a PAC?  Simply put, a PAC is a separate, segregated fund comprised of individual employee contributions whose resources are pooled in order to fund candidates running for public office that support their company interests.  A PAC must file regular reports with the Federal Election Commission (FEC)—the government agency responsible for regulation and oversight of campaign finance laws.  A PAC operates under strict contribution and expenditure limits.  

Corporate Dollars

Currently, the state of Virginia allows unlimited, direct corporate contributions to a political campaign.  

Tips for Approaching the Business Community:

1. Signature Issue—Do you have an issue that is closest to your heart and that you are extremely passionate about or have extensive experience in--i.e. Healthcare, telecommunications; defense; energy; environment; etc.  Take that passion and/or experience and start to research key issues within that particular industry.  Take a position.  Post position papers on your website and have them readily available for discussion with potential donors.  Also, be sure to research your opponent(s)’ position as someone said:  “the best defense is offense.”   

2. Reaching Out—Now that you have done your homework, call the trade association or an individual company that represents your industry of choice.  When calling, ask for the PAC manager.  Remember, you are an unknown, obscure candidate who is cold calling a busy individual with a million other candidates vying for their PAC’s or corporation’s dollars so get directly to the point.  State who you are, the seat/district for which you are running and in what state.  You will grab the listener’s attention if you are able to state without compromise that you favor that business’ position on a particular issue unlike your opponent.  In other words, do the homework for them.  Direct them to your website if they need more information.  Ask to speak with the person in their office that handles a key business issue and try to set up a “meet and greet” with the company or even better—with industry representatives.  Meet and greets are an excellent way to open the door and pave the way for future monetary support.  

3. Be realistic—If you are campaigning as a challenger against an incumbent that has a long and favorable history with the industry/company you are trying to reach out to, chances are that you will not receive any money from that source. That said, your best chance of getting money from this resource is via an open seat race AFTER you win the primary AND if your position with that industry/company is favorable to their business interests.

Website References

https://www.opensecrets.org
https://www.tray.com
https://www.fec.gov
https://www.vpap.org






Disclaimer:   This document should not be regarded as a comprehensive guide nor is it a reference for legal advice.  You should consult an attorney if you have specific questions with regards to any campaign finance laws.  


