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The Gap
Where Most Organizations Fall Short

What most orgs do:

• Submit monthly/quarterly reports

• Make annual budget/contract request

• Present to council once a year (maybe)

What’s often missing:

• Proactive, strategic communication

• Relationship-building with staff & 
electeds

• Visibility between required touchpoints

• Communicating impact, not just 
compliance

Required reporting is the floor, not the ceiling.



Make Your Required Reports Count
Before adding more touchpoints, make sure your existing ones are working hard for you.

Mirror the contract

Report on deliverables in the same order they appear in the contract. Make it easy for your reader.

Go beyond attendance

Data, narrative, and photos tell your story — not how many meetings you attended.

Include the extras

Going above and beyond your contract deliverables? Include that too.

Remember: it’s a service contract

You’re implementing deliverables, not spending down a grant. Report accordingly.

Never skip or miss a report. Late reports signal you don’t need the money or don’t have your act together.



What to Communicate
Content that resonates with municipal partners

Return on Investment

Total $$ brought into community via grants, NMMS TA, 
reinvestment stats, business revenue generated

Impact Stories

Before/after examples, business owner testimonials, 
resident quotes, project milestones

Contract Deliverables

Clear demonstration that you are meeting — or exceeding 
— what the municipality is paying for

Alignment with City Priorities

Connect your work to economic development goals, comp 
plans, city council priorities

Data & Metrics

Vacancy rates, foot traffic, event attendance, volunteer 
hours, new businesses opened

What’s Ahead

Upcoming events, projects in the pipeline, goals for the 
next quarter or year
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The Annual Presentation
Making your funding request compelling

• Start with your elevator pitch — a few sentences that clearly explain your organization, district, and 
purpose. Even if you’ve done it before, someone in the audience still doesn’t fully understand what you do.

• Reiterate your mission and demonstrate how accomplishments move it forward — use data, statistics, real 
examples.

• Demonstrate the municipality’s return on investment. Add up the dollars you’ve brought into the 
community.

• Show you’ve met your contract deliverables. Reference your Annual Performance Report or Impact Report.

• Include a copy of your operating budget. Show that you have — or are pursuing — other funding sources.

• If the municipality has funded you at the same level for years, consider asking for an increase. Lay out the 
reasons and expected results.

• Ideally, the municipal contract is only about a third of your organization’s revenue.

Tip: Use your Local Program Annual Performance Report and NMMS Impact Report as the foundation.



The Mid-Year Report
A high-impact, voluntary touchpoint

• Use data from the annual accreditation process and the Local Program Annual Performance 
Report as your starting point.

• If you have been designated a Main Street America Accredited program, highlight that 
achievement!

• Provide an overview of what you’ve achieved in the first half of the contract and what you plan 
to accomplish in the second half.

• A mid-year report is not required — which is exactly why it makes an impression. It signals 
professionalism and accountability.



Beyond the Report
Ways to engage municipal partners outside of required reporting

Council Presentations

Request quarterly time on the agenda. If that’s not 
possible, use public comment to share highlights.

One-on-One Meetings

Regular check-ins with key staff and elected 
officials. Build rapport before you need something.

Brief Email Updates

Short, timely updates on wins, milestones, or events 
— not a full report, just a pulse check.

Invitations & Visibility

Invite officials to your events, ribbon cuttings, 
cleanups. Let them see the work firsthand.

Handouts & Leave-Behinds

One-pagers, impact snapshots, or project 
summaries they can share with constituents.

Joint Problem-Solving

Position yourself as a partner on downtown issues. 
Bring solutions, not just asks.



Building the Relationship
Not just the case

Understand Their Mindset
Government partners may have different priorities and frameworks. Learn 
to communicate in ways that connect with their values.

Stakeholder Engagement
Build rapport with key leaders, staff, and council members. Don’t wait for 
formal decision-making moments to start the conversation.

Collaborative Problem-Solving
Emphasize shared goals. Use your ETS, Work Plan, or Strategic Plan to 
connect your work to municipal priorities.

No Surprises
Plant seeds early about future projects and activities. If something is coming 
up for a vote, discuss it with officials individually ahead of time.

Framing Public Value
Frame your services as essential and cost-saving. Use testimonials from 
business owners and residents.

Data-Driven Communication
Present clear evidence of impact and cost-effectiveness. Use your Annual 
Performance Report and Impact Report.
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Common Mistakes
Instead of this . . . Try this

Only showing up when you need something Maintain visibility year-round

Reports that read like checklists Lead with impact and stories, back with data

Assuming officials know what you do Educate consistently — turnover happens

Treating the contract as a grant Report on service delivery, not grant spending

Skipping or delaying reports Reliable, on-time reporting builds trust

Waiting for budget season to build the case The case should be built all year long



Best Practices from the Network
What does strong government communication look like?

Regular Council Visibility
Organizations that present quarterly or use public comment to share brief updates report stronger relationships 
and smoother contract renewals.

The “Friendly FYI” Email
Short, informal emails to key staff and electeds when something noteworthy happens — a grant awarded, a 
business opening, an event success. Not a report, just a heads-up.

Inviting Officials Into the Work
Walk-throughs, ribbon cuttings, cleanup days, strategic planning sessions. When officials see the work firsthand, 
they become advocates.

Year-End Impact Snapshot
A polished one-pager that summarizes the year’s accomplishments in plain language with visuals. Easy for 
officials to share and reference.



Public Meeting 
Attendance, Public 
Comment Update & 
Monthly At-A-Glance 
Spreadsheet



Newsletters & Invites 
to Elected Officials
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Demonstrate Your Worth & 
Justify Your Funding Request
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Discussion

What’s working in your community?

What challenges are you facing with government communication?

What would help you communicate more effectively?



Thank You!

Amy M. Barnhart

NMMS Revitalization Specialist in Organization & Capacity-Building

ambconsultingnm@gmail.com |  773.368.7557

Lucas Pedraza

NMMS Project Coordinator

Lucas.Pedraza@edd.nm.gov |  505.412.3963

mailto:Lucas.Pedraza@edd.nm.gov
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