Regional Summit – Day 2
Saturday, November 17, 2007

Challenges we all deal with and how resolve them
· Logistics 

· Wide area membership covered

· Location

·  Keeping It Fresh!

· Keeping it unique

· Appropriate mix of round table and speakers

· Funding for speakers, travel expenses ($1000 - $2500)

· Survey for the balance of what folks were looking for in the meetings

· Site visits to other Help Desks

· Figuring out metrics for consistency and attendance
· Extracting interests from members
· Time

· Resources

· Where do you find speakers?

· LinkedIn vs. surveys

· New chapters’ challenges and/or fears

· Attracting good speakers

· Using and retaining quality vendors

· Getting practitioners to speak
· Topics which will be a draw for members

· Schedule less meetings (3 mtgs in one month in 3 locations- Hudson Valley)
· Speaker Gifts
· Do giveaways attract people?

· Maintain a pool of gifts (example: Jeremy’s bag of goodies)

Solutions to these challenges:

· Location 

· Survey members to determine best locations for meetings

· Multicast/Webcast/Teleconferencing

· Look at membership list geographically and come up with central location

· Public location (example: Franklin Institute, golf course)

· Keeping it fresh

· “Fish” philosophy
· Marcus Buckingham – Discover Your Strengths (Go Put Your Strengths to Work)

· Books: Knock Your Socks Off, Who Moved My Cheese, Good to Great, Going Green

· “Green “ computing

· Office cultures

· Recycling the topics
· Keeping attendance list and follow up a year later- what was implemented and learned from the meeting

· Put a spin on your topics (example: how not to run your helpdesk)

· Vista war stories (Laura Hunter)
· Format

· Instead of a “round table” call it a “make and take” and it also provides value for your company
· Speaker demos/panels

· Site tours

· Speaker funding

· Jay Riffinberry (“No Excuses”)

· Rotate the speaker within the region

When do people generally meet:


NEC  2nd Wednesday of each month


NYC – last Wednesday 8:30AM to 


DelVal – every other month on Wednesday from 1 – 4PM


Susq – 2nd Thursday even months 3PM to 5PM


Western Central NY – 3rd Thursday of the month, noon to 4 and lunch is served


Hudson Valley – White Plains 6 to 8PM, Pa 5to 9PM on Tuesdays and Albany is Thursday

Northern New England – TBA

DC – 12 to 2PM, 3rd Wednesdays and lunch is served 

Top Speakers


Kirk Weisler,Leslie O’Flahavan (e-writing), Lisa Welsher, Virginia Sucdari (SLA, ITIL), Julie Mohr(movies, 60 things in 60 minutes, Joanne Spiegel (EQ)Debbie Monroe (EQ), John Copenhager (DRI), Raeann Bruno (Organizational change), Johan Stossel(reading, motivational, most loved Help Desk), Paid speaker - Char LaBounty (SLA)Fred Van Benaukcam (surveys) Phil Verghis (high level global), Phil Gerbyshak (Customer Service, Leadership, Going from helpless desk to helpful desk) Paid speaker - Jay Riffenberry (No Excuses), Donald Monez (SLA),Allison Babb (personality styles), Kathleen Spence Lee (Robert Half Technologies), Ron Muns (high level), David Radcliff from the Pink Elephant (high level)Judy Benda (Knowledge Manangement), Rich Hand 
If you are a local chapter officer and want to speak on a topic provide your contact information for Lou Eggert at louegg@gmail.com
Tip: Send meeting minutes from board to chapter members
2007 National Board of Directors Meeting (Local Chapter Office Summit 2007)

Tommy Barnett Member Advisory Board Chairman

Tommy did a presentation on running your chapter like a business

Roll Call – Sophie 

Officer Roles

Conduct Board Meetings
Document Meeting Minutes

Chapter Budget

Prepare 3-Month Forecast

Policies & Procedures

Building an Effective Leadership Team (Officer recruitment & retention)
Running chapter like a business

Checklist for new chapters



Strategy formulation/business plan



Global Regional call and contact information



Don’t discount the value of brainstorming when formalizing vision/mission/branding

Reviewed chapters vision and mission statements

Written at


Board meeting

2 ½ planning session


Phone based separate planning session

Challenge


Philosophical – why are you here?
Board/Committees


Consistency has been a challenge. Ask for volunteers on a survey


Skills assessment document

Run like a business
· Strategy (mission/vision/brand)

· Planning (meetings/communications)

· People (exec board/committees)

· Succession planning 

Virginia wants us to decide what we want out of a regional director

What do you as board members expect from her? What are you not getting? What do you think is great? What can we do to improve?


Consistent forum for all chapters to be on a monthly conference call


Commitment to annual summits for the region


Standing rule for the role – focus on regional director role (not old another LCO Board position)


Attend national/regional events (conference, national summit)

Funding should be a consideration


Be a point of contact for region & share info for region to national 


Help new chapters with $ or have global presence by attending kick off meeting or 1st meeting 

(funding  is an issue)


Financial/logistics Advocate

· Non-profit paperwork

· Transferring paperwork for accounts

· General financial questions, EIN info, bank accounts & transferring accounts

· All 3 new chapters struggling with paperwork
· Need one contact person at global for financial issues

· Some chapters are dealing w/different people, some dealing with multiple folks

· Branding will also affect financing

Membership Advocate

· Membership pricing structure

· Membership list sharing

· Financial incentives for chapters to up-sell

Speaker info, tour, coordination

 Communicate who is speaking and what chapter when

Regional call


Good that they are short and held


Tuesday okay


1pm would be better


Meeting minutes kept & distributed (need volunteer)


Regional committee?



Post minutes to regional site

DelVal Chapter presented “How to Run a Successful Event” Delaware Valley Vendor Fair
(Carolyn Ensminger, Marie Clark and David Sharp)


Why do it?



Showcase the chapter



Brings in members who do not normally attend



New prospects



Attendees have bigger/different titles



Brings in nearby chapters




Raise Money




Chance to meet officers


To consider… what, why , when



What event best fits your chapter (vendor fair, mini-conference, AOY, etc)

Survey beforehand to determine event type, membership needs and possible attendance



What topic and speaker best meet your needs



What time of year works best for your event?

To Consider… Time

Scale – how big will your event be? How much work is involved?


Size of event is only a small factor in amount of work


Start early at least 3 to 6 months in advance


What sort of time commitment will be required from officers to make it successful?


Develop project plan and track progress monthly and then weekly


Set expectations ahead of time, coordinate schedules

To Consider … $$$$

Establish budget, include profit if possible


Determine payment method and receipt process


Need to have cash flow to support




Cash flow can come from existing chapter funds if available



Can come from “pre-sales” to vendors and attendees



Use chapter credit card if possible



If using personal credit card, be very careful that chapter can reimburse

To Consider … Day of Logistics


Expect last minute issues



Assign specific roles for the day of event




Speaker liason




Location liason




Registration table




Vendor liason




If possible, let president or event coordinator “float”

You will have missed items – smile and relax

Key Points

Plan and plan early


Share the work


Tap your region for help early in the process and as issues arise


Advertise using different media:
1. email

2. postcards

3. phone calls

4. newspaper

Jeremy Kurtz presented “Event Planning: The Bumpy Road”
Background 
First event was held with CT at Casino

Have held 3 annual full day events


Mohegan Sun, CT


Portsmouth, NH


Marlborough, MA

Over 100 attendees at each even

5 speakers

Vendor sponsors at multiple levels

Incorporated HDI training

Starting Point


GET EXCITED! (before you start!)

So What?


Find a location (if you are having food, go before hand and try it out)


Create a speaker wish list (make sure one is a big i.e. Phil Gerbyshak, Kirk Weisler)


Create a theme (must have a theme, have speaker speak with the theme in mind)


Make a program (what, where, how and when – stick very close to timeframes)

Vendor Sponsorships


Platinum sponsor (2) $3000 each


Gold sponsor (1) $1500 


Bronze sponsor $1000

Events are not cheap, there are a lot of giveaways, handouts, don’t count on the vendors, $99 member fee and $149 for non-member
3 Group Discussions:
(1) Presidents: Succession Planning
President having the appointment power to fill a position mid-year

Actively recruiting for your board members (look out at your members and see if they are interested/those who are regular attendee )

Be a board member before becoming a president

Need back up for webmaster, finance for emergencies

Each board member responsible for a committee member that they elect to groom them to then step in to those spots

President and programs should be on a staggered election time, 2 year election terms but unlimited

VP at large assists without having a specific role
Documentation of each position is normally in the bylaws 

Document monthly duties and explanation of the positions
(2) Memberships/Communications/Webmasters/ (Carolyn summarized for the group)

· Webmasters face challenges such as storage and  email blasts, perhaps create a central repository for the local chapters, a location to have all your materials, templates for local chapter looks, give vendors statistics on who went to their sites from our sites
· Leveraging vendors for getting message out that HDI exists

· National/global offers service to send press release for meetings for local chapter is this still in existence?

· Provide incentives in order to increase membership

· Assignment of a local chapter more deliberate and easier process from the global site

· Big events should be maximized in order to reach out to the most prospective members

· Local chapter fair at the global annual conference

· Always welcome your new members as the VP of Membership and reach out to your current membership who have not come recently to a meeting

· Find other events in your own areas you can attend

· Should HDI provide standard email addresses for the officers?

· Keep an eye on your registration lists and check on “regulars” if they haven’t come in a while in attempt to generate more interest

(3) Finance/Vendor Relations (presented by Doug McNamara)

Online banking, branches with Sunday hours, tax id for nonprofit status, keep all records organized, quickbooks in combination with bank statements to reconciliate

Are there stipulations to use money in the bank to invest in cds? This was brought up because of the nonprofit status.
Dave explained how he categorized expenses and income.

