Notes from “Organizing for Social Change” by Kim Bobo, Steve Max and Jackie Kendall
Pg. 7: 

- “People will fight to end their own oppression when they recognize it, and when there is a clear solution.”

- “Organizing begins with finding out what people want as individuals, and then helping them find collective ways of getting it.”

3 Principles of Direct Action

1.  Win real, immediate, concrete improvements in people’s lives


- Different from helping people with their problems or educating them about an issue


- Must be broken down into short-term, attainable goals

2.  Give people a sense of their own power

3.  Alter the relations of power


- Organization must actively be built up (money raised and members recruited)


- Organization does not grow “naturally” by winning issues

issue: a specific solution to a general problem (pg. 9)

Types of Power

1. Political/Legislative- getting something passed

2. Consumer- ability to boycott

3. Legal/Regulatory- ability to win in court

4. Strike/Disruptive

- Quick victories build confidence and gain recognition; longer campaigns build a committee structure and provide the organization with leadership experience

Stages of Organizing

1.  Choose the Issue


- Problem (broad area of concern; e.g. healthcare, war, unemployment, etc.) vs. an issue 
(solution or partial solution to a problem; e.g. passing pollution control or national health 
insurance)


- Consider the impact of an issue on the organization, not just problems and solutions


- Criteria for choosing



~ Results in real improvement in people’s lives



~ Give people a sense of their own power



~ Alter the relations of power so that the “other side” makes decisions differently



~ Be worthwhile



~ Be winnable



~ Be widely felt



~ Be deeply felt



~ Be easy to understand



~ Have a clear target



~ Have a clear time frame



~ Be non-divisive



~ Build leadership



~ Set your organization up for the next campaign



~ Have an angle that makes/saves $



~ Raise money



~ Be consistent with your values and visions

2.  Develop an Issue Strategy


- target: person who holds the power to give you what you want; never an organization 
break down organizations into people to determine the target


- 5 Major Elements



1.  Long/short-term and intermediate goals




long-term: goals you hope to attain toward which the current campaign is 



a step




intermediate: goals of the current campaign




short-term: steps toward the intermediate goals



2.  Organizational Considerations




~ Resources to put in, what you want to get out, and problems to solve



3.  Constituents, Allies, & Opponents




~ Who cares about the issue?




~ What do they stand to win or loose?




~ What power do they have?




~ How are they organized?




~ Who stands to lose if you win the issue?  What will your victory cost 



them?



4.  Primary and Secondary Targets



5.  Tactics




~ Steps in carrying out the overall plan




~ Media events, actions (confronting a target to make a demand; target 



must also benefit), public hearings, accountability sessions (several 



hundred people meet with an elected official to make an on-the-spot 



demand), elections, and negotiations




~ Criteria





- focused on the primary/secondary target





- puts power behind a specific demand





- meets organizational and issue goals





- it is outside the experience of the target (catches them off guard)





- it is within the experience of organization members



- To finish the planning process, develop a thorough timeline (including holidays, 


school breaks, etc.)
3.  Announce the Campaign

4.  Begin Outreach Activities


- Enlist other organizations, circulate petitions, send out speakers to public meetings

5.  Stage Direct Encounters with Targets


- Need to consider the power that the organization holds over the target


- Consider secondary targets who might have more power over the target than the 
organization

6.  Plan for Building the Organization


- Series of meetings with secondary targets to build support and recruit new supporters


- Need to develop organizational strength

7.  Win or Regroup

Organizing Models
- Underlying structure of organizations is important; answers: “Exactly what are we building?”

- 4 Elements


1.  Function of the Organization


2.  Geographic Basis of the Organization


3.  Basis of Membership


4.  Funding Base of the Organization

Building and Joining Coalitions

Coalition: organization of organizations; permanent or temporary, single or multi-issue, 
geographically defined, limited to certain constituencies

- Advantages


~ Win what couldn’t be won alone


~ Build an ongoing power base


~ Increase the impact of individual organization’s efforts


~ Develop new leaders with new roles opening up


~ Increase resources


~ Broaden scope to state/national issues

- Disadvantages


~ Distracts from other work if the coalition issue is not your central issue


~ Weak members can’t deliver → impatience in stronger, more experienced 
organizations


~ Too many compromises to keep the coalition together


~ Inequality of power, experience, and resources


~ Individual organizations do not get credit


~ Tension due to differences in tactics (dull vs. confrontational)

- Principles to Maximize Advantages


~ Hire experienced coalition staff; ideally full-time and impartial


~ Choose unifying issues; common issues rather than working together on one another’s 
separate agendas


~ Develop a realistic coalition budget


~ Understand and respect institutional self-interest; individual histories, structures, 
agendas, values, culture, leadership, and relationships


~ Agree to disagree


~ Play to the center with tactics; tactics focus on groups in the middle of the spectrum 
while encouraging some groups at either end of the spectrum to work independently

~ Recognize that contributions vary; different strengths and weaknesses
