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Vision

Build a rich global meeting industry community

Mission 

Make our members successful by building connections to:

· Knowledge/Ideas

· Relationships

· Marketplaces

MPI’s 2010-2011 - Strategic Imperatives
· Build a Great Organization - Create a remarkable culture and structure

· Evolve from Association to Global Community - Deploy programs, knowledge platforms and brand architecture to align with vision

· Reinvent Business Relationship with Chapters - Invest in chapters to create channel partnerships around community results

· Elevate the Member Conversation and Experience - Elevate programs and services to a higher level of experience and business return

MPI WestField Chapter Leadership

Volunteers – 

· Santiago Carmona, President 

· Heather Perrone, CMP, Immediate Past President

· Open, President Elect
· Susan Marano, CMP, VP Membership

· Phyl Monroe, CMP, VP Communications

· Jerry Longo, CEM, VP Programs

· Sharon Schenk, CMP, VP Finance

· Open, Director, Marketing & Communications

· Mozelle Goodwin, CMP, Director, Recruitment

· Sandy Lee, Director Member Care

· Danielle Maksymenko, Director, Professional Development

· Deb Haines, CMM, Director, Program Logistics

· Michelle Mazzacca, CMP, Director, Special Events

· Bonnie Cunningham, Director, Business Development

· Tony Polito, Director, Community Outreach
· Pam Martin, Director, Leadership Development

Paid Staff Administrator

· Jody Mastro, CMP
MPI WestField Chapter 5-Year Strategic Plan (2007-2012)

· To grow chapter size – 275.  Maintenance of membership is key.

· Regular attendance at monthly programs is at 60% of chapter membership.

· International conference attendance is 15% of chapter membership.

· Recognition by Chapter members for our accomplishments:

· “Serve Up” education – we deliver education differently

· Recognition 3x’s as a chapter

· Community service and financial contributions to local and international organizations

· Committee involvement is at 35%

· 50% planner involvement in 5 years at meetings and as volunteers

· We are at 50% of our budget for “prudent reserve”

· Why members continue their participation: 
· WestField’s “real” understanding of members.  

· MPI is the authority in the industry.

· What members most appreciate about the Chapter:

· Professional nourishment and opportunity. 

· Support personal and professional quality of life.  

· Elevate professions in the industry.

· Chapter continues to develop and strengthen relationships with potential and current members:  

· Play a vital role in high school and higher learning education.  Become visible in the student community.  

· Strategic Alliance Partners continue to get their value for supporting the chapter and they want to continue their partnership.

Strategies to Accomplish Long Term Vision Listed Above

1. Increase planner member participation in chapter education programs

2. Provide premier educational opportunities for our members that meet a variety of member needs 

3. Maintain financial viability for the chapter 

4. Maintain a strong, healthy, vital membership

5. Increase student involvement in educational programs

6. Raise awareness of MPIWC
7. Expand volunteer involvement

8. Enhance leadership development opportunities

Chapter Business Metrics
1. Net Member Growth



· Percentage growth year-over-year
2. Membership Satisfaction 

· Percentage increase on annual Chapter Satisfaction Survey (conducted by MPI HQ) results 
· Percentage completion

· Percentage increase on chapter member needs assessment

3. Engagement/Participation

· Increase planner attendance at educational program participation 

· Increase number of new members participating
· Increase in attendance at networking events
4. Chapter Financial Management

· Annual Revenue Growth 
· Annual Education Ratio

Revenue Growth = Chapter Revenue - MPI Rebates - Grants

  Year-End Membership

2010-2011 MPI WestField Chapter Dashboard Metric
	
	Benchmark/History
	FINAL Results
	Goal
	Exceeds

	
	‘09-’10 / 08'-09' / 07'-08' / 06'-07'
	2009-2010
	2010-2011
	2010-2011

	1. Net Member Growth

	Percentage Growth Year-Over-Year (Weighted 100%)
	-12% /-16% / 11.88% / 8.30% 
	-12% (188)
	3% (194 / +6)  
	6% (199 / +11)

	
	
	
	
	

	2. Membership Satisfaction 

	Annual MPI Survey 
(Weighted 100%) (a)(b)
	8.78 / 9.1 / 9.1 / N/A 
	8.78
	9.10
	9.20

	
	
	
	
	

	3. Engagement/ Participation (3 Measurements – all weighted equally)

	#2 - Increase planner attendance at educational programs 
	25 / 25 / NA / NA
	25
	5% / 26 (+1)
	10% - 27 (+2)

	#4 – Increase attendance at networking events 
	60 / 83 / NA / NA
	60
	3% (62)
	10% (66)

	# 7- Increase number of new members participating in chapter activities 
	25 / 24 / NA / NA
	25
	5% / 26 (+1)
	10% - 27 (+2)

	5 AREAS BELOW ARE TRACKED AT CHAPTER LEVEL ONLY

	#1 – Increase attendees at educational programs
	508 / 436 / NA / NA
	508
	5% (533 / +25)
	10% (559 / +51)

	#3 – Increase regional/annual program attendance
	N/A
	N/A
	N/A
	N/A

	#5 – Increase website visits
	62,061 /46,174 / 60,189 / 37,277
	62,061
	5% (65,164)
	10% (68,267)

	#6 – Increase volunteers
	74 / 71 / NA / NA
	74
	5% (78)
	10% (81)

	#8 – Increase satisfaction of education programs
	4.43 / NA / NA / NA
	4.43
	5% (4.45)
	10% (4.89)

	
	
	
	
	

	4. Chapter Financial Management – Measured on Gross Margin / Educational Ratio

	Chapter Budget

(Weighted 100%) (c)
	2010-2011 Actual
	10-11 Meets
	10-11 Exceeds
	

	Budgeted Revenue
	105,625
	10%
	15%
	

	Budgeted Expenses
	105,516
	
	
	

	Gross Margin
	1%
	1%
	3%
	

	Gross Margin $ Value
	$109.00
	
	
	

	
	
	
	
	

	Education Expenses
	$4,000
	
	
	

	Educational Ratio
	21%
	23%
	25%
	Educational Ratio must remain at % or higher to be eligible for Gross margin Metric  - Educational Ratio Consists of Content Only (Speaker Fees)


* Educational ratio defined as Education Expenses (speaker fees) divided by total revenue

	Notes:

(a) Minimum response rate for chapter (<250 members - 15%)

(b) MPI survey will account for a minimum of 51% of the metric if there are additional measures

(c) Chapter Revenue - MPI rebates & Foundation grants / year end member #
#1 - Chapter must select only one program each month to track. Recommendation is the lead/primary/most advance education focused program; Tracked by average percentage increase overall for all programs tracked.
#2 - Chapter must select only one program each month to track. Recommendation is the lead/primary/most advance education focused program; Tracked by average percentage increase overall for all programs tracked.
#3 – Defined as programs that are larger than a 1 hour monthly program, may have tradeshow element, etc; Tracked by average percentage increase overall for all program tracked.

#4 - Defined as purely social functions, creating marketplace for buyers and suppliers to connect; Tracked by average percentage increase overall for all programs tracked.
#5 - Unique user sessions defined as an instance of an Internet user accessing your web site for a length of time, then leaving; Tracked by average percentage increase overall for all programs tracked. 
#6 - Volunteer defined as anyone who gives more than 1 hour to a project or program.  Volunteer could be face to face or virtual volunteer; Tracked by average percentage increase overall for all volunteers tracked.

#7 - Increase total participation of 1-3 year member’s in the chapter.  Defined as attending 2 programs each year; Tracked monthly by average percentage increase overall 1-3 members involved.

#8 - Track satisfaction scores on each monthly education program.  Increase that annual overall score by 5%.



Executive Summary
Current Situation 
Basic data
Name of Chapter: 
Meeting Professionals International (MPI) WestField Chapter 
Status: 

Legally registered as a not-for-profit professional society
Office: 

P.O. Box 577, Yorktown Heights, NY. 10598 
Head Office:
MPI Headquarters, Dallas, Texas, USA
Brief history of the Chapter and Current Status
The MPI WestField Chapter was chartered on March 3, 1989.   In our inaugural year, we started the Chapter with 90 members and grew to 140 members by the end of 1989-1990. Last year, our chapter was impacted by the economy and many of our members were displaced by their organizations.  That trend resulted with a decreased in our chapter membership.  The impact was also felt within our Board of Directors with five BOD members displaced.  We closed the year at 188 members with a 70.64% retention rate.   As a Board, we are very proud of our accomplishments and this was duly noted by our members in the form of the MPI 2010 Chapter Survey Results.  Among the 68 global chapters, we ranked # 1 in Chapter Leadership, # 2 in Overall Satisfaction and were in the top 10 in all other categories.  While we are starting the year without the President-Elect role filled, we are heading into the 2010-2011 year with a sense of excitement and optimism.  
Resources
Our Chapter resources consist of funding, time & talent of our volunteers and MPI resources.  Note the following: 
Funding: Our chapter has a total of (fill out local currency) $105,375 to fund chapter activities this year (See appendix, Budget v10, for the budget). 

Time & talent: Our chapter has 73 volunteers, who, in total, have devoted 12k+ hours per month to our Chapter.   

MPI Resources: Our chapter will make full use of the tools and assistance provided by headquarters, especially:

· July 2010 Planner Promotion

· Chapter Leaders Resources 

· Chapter Business Manager

Monitoring and Evaluation Tools: To ensure that we accomplish our plans and remain committed to our objectives, we will:

· Monitor our progress against the new chapter business metrics on a quarterly basis

· Review our business plan at each board meeting to ensure progress against our objectives and action items

· Review our budget at each board meeting

· Do an evaluation of our education programs and ensure that we have a 4 score on a 5 point scale

· Perform a chapter needs assessment on an annual basis
Products and services
We are offering our members weekly news updates on our programs and chapter activities, a quarterly newsletter, enhanced website options, Bailout program and access to the most seasoned industry professionals in the industry.  
Operating Environment/Market Analyses
The Industry (Economy, Trends)
While organizations are scheduling meetings, the hiring and booking window remain small.  Our members continue to be impacted by the slow moving economic aspect of the industry.  They continue to be very selective on where they spend their resources and those that are employed, seek the required approval to attend our monthly programs.   
Our chapter is particularly affected by:
The Local Industry
With many meeting professionals displaced in their organizations, they are becoming very selective on where they spend their time and resources to attend MPI programs and events.  
Market Analyses
Our market comprises Westchester County, NY., and Fairfield County, CT.  Our members are meeting professionals that either work or live within our market.  Our potential new members are those that are “non-traditional” meeting planners that are primarily part of an administration team that are tasked to plan meetings for their organizations.  We will be targeting the administration market that has been traditionally non MPI members.  
Competitor Analyses

Connecticut Westchester Business Travel Association (CWBTA) is a member chapter of the National Business Travel Association (NBTA), MPI Connecticut River Valley Chapter (MPICRV) and the MPI Greater New York Chapter (MPIGNY) are major associations operating within our market sector.  CWBTA and MPICRV are more aligned to our chapter demographics.  We will explore possibilities of partnering with them in the coming year.  
Competitive Advantages
The advantages we have over our competitors reside in two main areas, and  these are: Chapter Culture and Capacity of our Board of Directors.  Our chapter is known as an inclusive group of professionals that strive to welcome new members and cherish existing members with open arms projecting a sense of accommodation.  Our Chapter Leaders are always looking at incorporating processes that are in the best interest of our Chapter and members.  That was duly noted from the MPI 2010 Chapter Survey Results.  
Business Plan
Numbering system:  Metric #.Strategy #.Objective #.Engagement area # (last applies only in Metric 3)
Ex:  Metric 1, Strategy 4, Objective 1 -> 1.4.1;  Metric 3, related to Engagement 2 -> 3.x.x.2
	Metric 1:  Net Member Growth

3% Meets/ 6% Exceeds - Realize a minimum net member growth of 3% over previous year



	
	Strategy/Objective/Action
	Lead
	Budget - Revenue
	Budget Expense
	Completion Date
	% Completion

	Strategy 4
	Maintain a Strong, healthy, and vital membership
	VP Membership
	
	
	
	

	Objective 1.4.1
	Maintain web-based  database  of member profiles on a minimum of 20% of our Chapter on a monthly basis in “Blue”

	Director Member Care
	$0
	$0
	06/30/11
	

	Objective 1.4.2
	Maintain a minimum 68% retention
	Director Member Care
	$14,685

	$0
	06/30/11
	

	Objective 1.4.3
	Continue Bailout Program based on membership need and Chapter involvement


	VP Membership
	$0
	$4,200
	06/30/11
	

	Objective 1.4.4
	Set eligibility criteria for awards program


	Director Member Care
	$0
	$0
	02/28/11
	

	Strategy 5
	Increase Student Involvement in Education programs
	VP Membership
	
	
	
	

	Objective 1.5.1
	Sponsor a minimum of 2 hospitality industry students to attend a minimum of 2 Chapter programs  (4 admissions total)

	Director Recruitment
	$0
	$144
	06/30/11
	

	Objective 1.5.2
	Educate a minimum of 2 faculty members at a local  university and generate a minimum of (1) MPI membership 


	Director Recruitment
	$0
	$0
	06/30/11
	

	Metric 2:   Membership Satisfaction 

9.10 Meets/ 9.20 Exceeds - 
Results on annual Chapter Satisfaction Survey (conducted by MPI HQ) 



	
	Strategy/Objective/Action
	Lead
	Budget - Revenue
	Budget Expense
	Completion Date
	% Completion

	Strategy 6
	Raise Awareness of MPIWC
	VP,

Communications
	
	
	
	

	Objective 2.6.1
	Use a variety of Social Media outlets to promote activities for and about our Chapter, its members and the industry monthly


	Director, Marketing & Communications
	$0
	$0
	06/30/11
	

	Objective 2.6.2
	Create and implement a Chapter communications plan 


	Director, Marketing & Communications
	$0
	$0
	12/31/10
	

	Objective 

2.6.3
	Establish and facilitate a minimum of (1) community networking day with participation of at least 5% of our membership

	Director Community Outreach
	$0
	$0
	06/30/11
	

	Strategy 8
	Enhance Leadership Development Opportunities
	Director Leadership Development
	
	
	
	

	Objective 2.8.1
	Utilize the leadership development succession plan for VPs to identify at least 2 Chapter volunteers in each department to become proficient in their role and commit to leadership progression


	Director Leadership Development
	$0
	$0
	12/31/10
	

	Metric 3 Engagement/Participation 

5% Meet, 10% Exceed 
#2 - Increase planner attendance at educational program participation 

3% Meet, 10% Exceed
#4 - Increase in attendance at networking events

5% Meet, 10% Exceed
#7 - Increase number of new members participating



	
	Strategy/Objective/Action
	Lead
	Budget - Revenue
	Budget Expense
	Completion Date
	% Completion

	Strategy 2
	Provide premier educational opportunities for our members that meet a variety of member needs
	VP,

Programs
	
	
	
	

	Objective 3.2.1.2
	Increase planner attendance at 5 education programs by a minimum of 5%(cumulatively) over 09/10


	Director Professional Development
	$38,805
 
	$25,093
	06/30/11
	

	Objective 3.2.2.2
	Create and post a chapter calendar with dates, times, and type of programs to the Chapter web site 

	VP,

Programs
	$0
	$0
	07/30/10
	

	Objective 3.2.3.2
	Schedule a minimum of 2 non-traditional Educational programs (beyond the standard 5) to supplement traditional educational offerings with less of a financial impact to the Chapter and Attendee


	Director Professional Development
	$500
	$0
	06/30/11
	

	Objective 3.2.4.2
	Develop a minimum of  2 Educational programs that has a general session, multiple tracks, tradeshow & reception


	Director Professional Development
	$14,450 
	$6,465 
	02/28/11
	

	Strategy 3
	Maintain financial viability for the chapter 


	VP, Finance
	
	
	
	

	Objective 3.3.1.4
	Produce a minimum of 4 networking events with increased participation at 3% over ’09-10  

	Director of Special Events
	$18, 135
	$ 13,965
	06/30/11
	

	Strategy 7
	Expand volunteer involvement


	Director, Leadership Development
	
	
	
	

	Objective 3.7.1.7
	Increase committee involvement to 38% of total chapter membership


	Director, Leadership Development
	$0
	$0
	06/30/11
	

	Objective

3.7.2.7
	Demonstrate effective utilization of active committees by having a minimum of 3 team volunteers under each  director position


	Director, Leadership Development
	$0
	$0
	06/30/11
	

	Objective

3.7.3.7
	Create an ambassador program to contact each new member within 90 days of joining resulting in 50% of the members attending one (1) program or signing up to volunteer on one (1) committee within their first year

	Director, Member Care
	$0
	$0
	06/30/11
	

	Objective

3.7.4.7
	Reimagine  “Member Spotlight”  program to recognize a minimum of four (4) non-Board members per month

	Director, Member Care
	$0
	$0
	06/30/11
	

	Metric 4:   Chapter Financial Management

Gross Margin Ratio (ended 09-10 at -9%)
Education Ratio (ended 09-10 at 24%)


	
	Strategy/Objective/Action
	Lead
	Budget - Revenue
	Budget Expense
	Completion Date
	% Completion

	Strategy 2
	Provide premier educational opportunities for our members that meet a variety of member needs 
	VP Education

	
	
	
	

	Objective 4.2.1
	Achieve education  ratio average at 25% during FY 2010/2011


	VP Education
	Education Ratio based on $105,625 overall chapter revenue
	Education Ratio based on $6,125 cash and Other SAP Savings

	06/30/11
	

	Strategy 3
	Maintain financial viability for the chapter 


	VP,

Finance
	
	
	
	

	Objective 4.3.1
	Secure SAP Relationships to $12,150 cash and $35,000 In-kind

	Director, Business Development
	$12,150
	$288
	06/30/11
	

	Objective 4.3.2
	Secure a minimum of $14,100 in fundraising revenue


	Director, Community Outreach
	$14,100
	$595 
	06/30/11
	

	Objective 4.3.3
	Contribute 1%  to operating budget to reserve account


	VP Finance
	$0
	$362
	06/30/11
	

	Objective 4.3.4
	Secure advertising partnerships valued at a minimum of $3,000

	Director, Business Development
	$3,000
	$0
	06/30/11
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