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ACTION has found that there are two distinct advantages to operating in both donor and endemic 
countries: the discovery of new and creative advocacy synergies in approaching multilateral agencies 
and the ability to address donor assistance issues from both sides of the supply and demand chain.  These 
synergies have not emerged by accident, but have been the result of weekly conference calls and 
interaction among the project's seven country teams and technical partners.  Some of the synergies have 
included:

· ACTION country partners conduct simultaneous advocacy – delivering consistent messages – through 
their national networks, targeted at multiple World Bank senior staff and Executive Directors, Global Fund 
board members, as well as G8 sherpas.  

· Following the release of a RESULTS International report criticizing the lack of adequate World Bank 
funding for TB in Africa, the Kenya team developed a sign-on letter for African NGOs which was sent to 
Ministers of Finance and top World Bank officials calling for increased World Bank support for TB in 
Africa.  

· RESULTS Japan used the same report as an 
opportunity to mobilize 85 Diet members to send letters 
to former World Bank President Paul Wolfowitz calling on 
the World Bank to invest more in TB control globally and, 
particularly, in Africa.  

· At the request of RESULTS Japan, RESULTS UK 
arranged for members of its Parliament to send letters to 
Diet members in Japan on the need for greater 
Japanese investment in TB control.

· RESULTS Canada worked with ACTION India and 
Global Health Advocates to organize an event to 
highlight the issues of TB and TB-HIV in India for the 
Indo-Canadian community in Toronto around the 
International AIDS Society Conference in August 2006.

· When Lucy Chesire of the Kenya project visited the UK, she hand-delivered a personal letter to Tony 
Blair at 10 Downing Street and met with members of the UK Parliament and the Minister for International 
Development.  

· RESULTS UK grassroots members wrote letters to DFID country offices in African high burden countries 
requesting an update on steps they had taken to respond to the declaration of a TB emergency in Africa a 
year earlier.

· Finding it difficult to interest Japanese media based in Tokyo in reporting on the Global Fund, the 
media relations teams of other ACTION project countries placed a special emphasis on reaching out to 
Japanese foreign correspondents based in their own countries.

These experiences can inform future TB advocacy efforts in donor and endemic countries, including less 
politically open countries.  With more traditional advocacy tools such as media relations or public protest 
less viable, advocates in these countries can bring similar external forces to bear by being part of a global 
network which places a premium on close and strategic collaboration.

Tips & Suggestions

1. To take optimum advantage of country-to-
country advocacy opportunities, country 
teams need a history of close 
collaboration and information sharing.

2. Frequent sharing of information and 
strategies through weekly telephone 
conferences and bi-monthly email 
newsletters has helped stimulate synergies 
among country teams.

3. Throughout the year, representatives of 
ACTION country teams and technical 
partners find the opportunity – usually in 
conjunction with an important 
international conference – to meet 
together for collaborative strategic 
planning.

In The Art of War, Sun Tzu instructs that “if you know others and know yourself, you will not be imperiled in 
a hundred battles.” He also observes that “the ability to gain victory by changing and adapting according 
to the opponent is called genius.”

Yet, knowledge of one's team and network, and one's primary audience, is often taken for granted in 
advocacy planning.  There is great temptation to focus advanced advocacy planning on tactics rather 
than on gaining a comprehensive, strategic understanding of the terrain and investing in political 
mapping of one's own advocacy capacity and advocacy targets.  Donors, who rightly want to document 
a causal relationship between their 
investment in an advocacy project and 
its intended impact, often expect to see 
a long-term battle plan at a project's 
onset.  Much of the advanced project 
planning for ACTION, for example, 
initially focused on establishing 
measurable indicators for proven 
tactics, such as the number of media 
placements generated and meetings 
with policymakers.

As the ACTION project moved 
forward, however, it was evident that it 
needed to become more flexible to 
take advantage of unforeseen 
opportunities that could not have been 
anticipated in the project planning 
stages.  To ensure team members 
remained focused on the end goal 
and would be opportunistic in finding 
the best means to achieve it, the 
project developed a long-term 
strategic planning template for each 
country to complete.  ACTION project 
team members then participated in a 
lengthy process of hard-headed 
trouble shooting to further refine each 
other's country strategies.

In preparing to achieve specific 
advocacy object ives, effect ive 
advocates must “know” themselves, 
their allies and opposition, and the 
terrain upon which they will engage.  
Establishing process indicators and 
benchmarks is useful in focusing 
attention on proven tactics and 
strategies, yet insufficient for 
developing the political insight, 
instincts and flexibility required to 
achieve stated objectives.

Strategic Planning Template for Advocacy
(Donor Countries)

  In donor countries, identify all potential 
sources for significant funding. Assess which are the most 
accessible “pots of money” and, given baseline spending, 
establish a resource mobilization target.

  Identify the key government players 
directly involved in authorizing increases in funding.  Which 
policymakers (and indeed, who among their staff) have the 
greatest influence over how that money is spent?  What do you 
know about their agenda?

 Note all important dates relevant to these funding 
sources.

  Identify major political/social 
potential opportunities and obstacles relevant to influencing 
funding sources, e.g. emerging issues, social/cultural trends, 
political initiatives, events, etc.

 Identify all non-government individuals and 
organizations that can influence these policy making processes.  
Which will have the most influence on the behavior of the main 
decision makers?

 What potential tactical options does this 
assessment so far suggest?  Describe in narrative potential 
advocacy strategies and/or various strategic options.  

  Do you possess the right advocacy 
capacity and skills to rapidly adapt to identify and address new 
opportunities or constraints, based on this current assessment?  
Note any implications these strategies might have on your 
capacity (e.g. new skills, info required, training/budgetary 
implications, etc.).  

1. Funding sources.

a.  Initial funding baseline:  b.  Funding target:

2. Main decision makers.

3. Key dates. 

4. Obstacles & opportunities.

5. Influencers. 

6. Strategic options. 

7. Capacity implications.

Bilateral           Multilateral
Main decision makers
Current allies/champions
Current detractors
Important influencers

Key individuals to engage

Existing contacts  New outreach
Advocacy partners
Other businesses/agencies
Experts/activists
Media


