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Background

The International Trade Club of Greater Kansas City (ITC) is a not-for-profit organization founded in 1944 that provides promotes international trade through education and networking programs. It is a membership organization.  This means that the ITC focuses its programs on membership needs and member volunteers plan, coordinate, and conduct all programs.  The greater Kansas City area has more international trade and more multinational and global corporations then most people expect of an inland city.  This creates opportunity and requirements for the ITC.  The ITC’s greatest challenge is harnessing the talents and efforts of its volunteers in a coordinated manner so that its programs are timely, relevant and highly informative.  

The intent of this business plan is to assess the condition of the ITC at the end of Business Year 2004 and chart a course for the new business year. Like all good planning, it is a snap shot. It records the thinking of the ITC’s leadership at a specific time in its history.  It must be a living document that the ITC leadership reviews and updates on a periodic basis.  This plan is an instrument and point of reference.  Success is in the execution not the planning. 

Assessment of Current Situation:
During the 2004 Business Year, our organization stemmed the loss of membership that plagued us in earlier years.  Overall income from membership dues during the period from September ’03 – June ’04 marked a 33% increase over the same period of the previous year.  Of this amount, corporate memberships showed the largest increase, up 44%, and individual memberships showed the smallest increase up 16%.

Active involvement from our members has increased.  The Breakfast Series participation rose this spring an additional 5 members per event to an average of 45 individuals.  The Club’s popular Seminar Series has also enjoyed many well-attended sessions.  Two in particular, “Doing Business in Iraq” and “Contract Manufacturing in China” were filled to capacity.  Our World Trade Week event this year, the 2nd Annual NAFTA Transportation Conference, also drew praise from attendees for the exceptional quality of the presentations and the usefulness of the exhibits.

In December, the Board of Directors regretfully accepted the resignation of our Executive Director, Les Boll, who decided it was time to pursue other interests.  Club members know that Les served the organization faithfully and diligently for many years, including tenures as President and Treasurer.  During the Holiday Gala, we honored Les’s achievements and contributions and wished him every success in the future.

After conducting a thorough review, the Board successfully hired a new Executive Director, Rachel Benton.  She is spearheading our continuing efforts to strengthen the automation of our administrative support systems by upgrading our computer software packages and improving our website support.  In so doing, we have put in place many of the changes that were needed to prepare us for the next round of membership growth and service delivery.  We are about to launch a new website that will enable us to provide better access to information, to include the Club roster, calendar of events, and forums.  Members will be able to pay their dues and register for events online.  Our quarterly newsletter will also be available in this format.

Indeed, this year’s successes have set the stage for the growth in membership and the improvements in the service delivery that surely lie ahead.  By continuing to emphasize our core programs and improve the way that we deliver those programs through the use of new technologies and innovative adaptations to modern time constraints, we finish Business Year 2004 confident that we have weathered the worst and are poised to show dynamic increases in member participation.  While we can be proud of the accomplishments and positive changes that have taken place, we need to seize the opportunities before us and ensure that we take the bold actions needed to advance the Club.

Objectives for Business Year 2005

Our objectives for Business Year 2005 are to:

· Grow the membership: Attract new members so that membership revenue increases to $30,000 this year.  This is the most important objective of the year.

· Improve the Programs: Continue to improve the quality of the seminars and workshops and increase event income by 10%.

· Improve Club administration: 

· Develop and enhance the ITC website so that members may access the Club’s directory, find event information, register for events, and communicate with other members – all online.

· Continue to improve ITC administration procedures to include revising and updating the bylaws and writing an office procedures manual.

· Stimulate more volunteer activity.

· Create synergy:  Continue to improve coordination and cooperation with the other international organizations and reduce duplication.

Mission Statement

The mission of the International Trade Club of Greater Kansas City, Inc. is to promote international business through focused commercial education and networking to support individuals and businesses in the Greater Kansas City Area.
Vision Statement

The ITC will continue to be a not-for-profit, membership organization promoting international trade by sponsoring training and education, networking, and special events. Our programs will be timely, helpful, and informative. Our success is measured by annual growth in membership, event participation, quality programs, and increased international trade by our membership.  We support other international related community organizations and, when appropriate, trade initiatives.
Core Values

· Member satisfaction:  The ITC is strictly a membership organization.  It is lead, operated, and managed by volunteer members.  In order to fulfill its mission, those members that lead and coordinate activities must and do focus on the needs and satisfaction of the general membership.

· Financial stewardship:  The board of directors works to ensure that ITC funds are used wisely and timely to provide programs and that all we use account for all funds diligently.

· Supportive programs:  The ITC’s programs must support the educational and training needs of the members and support member networking.  

· Continuous learning:  As stated in the mission, the ITC focuses on commercial trade education.  We are adult trainers and learners helping other adult learners succeed through education and training.

· Professional excellence.  The ITC has a long history of professional businessmen and women contributing their time and efforts to manage the ITC and to conduct the programs.

· International networking.  The second part of the ITC’s mission focuses our efforts to create forums where people come together and share experiences and ideas.  The ITC fosters business people helping other business people. 

Community and Membership Value

The ITC’s primary value to its membership and to the business community is developing and conducting trade education programs.  While there are other organizations that provide education and training opportunities most of those are a full curriculum.  The ITC provides modular, self-contained seminars and workshops that address narrowly focused topics.  The ITC must be the community leader of this type of seminar and continue to refine its annual offering of seminars so that they are current, relevant, and informative.  The ITC must continually look to replace its own programs with improved and updated offerings that take full advantage of an ever-changing pool of membership expertise all the while responding to market demand.

Core Competencies
·   Membership base with practical international business skills

·   Education program design and delivery

Products and Services

The two pillars of the ITC’s services are commercial trade education and networking.  The former dominates our effort and schedule.  Our association and the World Trade Center are two of the major players in the community providing trade education, but local universities and colleges are expanding their efforts and offerings.  While the ITC does typically offer a few specific networking events every year, most networking arises as a natural outgrowth of the many other events conducted during the year.

Our efforts will continue to focus on assessing the training and education requirements, developing a year long program of seminars, workshops, and breakfast meetings, recruiting knowledgeable presenters and conducting professional and informative events.  Increasingly, as it grows and evolves, the ITC website will play an ever larger role in providing information and resources in support of community and membership education.  

Organizational Design
The ITC is a not-for-profit and a member-driven organization.  The ITC does have one full-time Executive Director who manages the day-to-day operations and coordinates activities with committee chairmen and women.  The key committees and the chairman or woman are:

Executive Committee: Susan Ballew, President of the Club

World Trade Seminar Series Committee:  Eva Burson, First Vice President

Program Committee: The Executive Committee

Membership Committee: Rick Ciullo, Director

Special Events Committee:  Gabe DiGiorgio, Director

Website and Marketing Committee:  To Be Determined

Publications Committee: Kelly Moore, Historian

Grants and Sponsorship Committee:  To Be Determined

Education Committee: Keith Hustings, Director

Election Committee: To Be Determined

Legal Status and Ownership
The International Trade Club is a not-for-profit corporation chartered in the State of Missouri.

Market Description
The ITC’s geographic market is predominately the Greater Kansas City area consisting of the seven counties in Missouri and Kansas that make up the metropolitan area.  The ITC does publicize its events regionally.

Market Size and Trends
Our membership represents approximately 90 companies. There are over 2000 businesses in the greater Kansas City metropolitan area that are employing 25 or more employees.  While not all are candidates for international trade operations, this does indicate that the ITC is reaching less than 4% of the business community just in Greater Kansas City.  Add to this the potential outreach to Lawrence and Topeka in the west, Columbia in the east, and St Joseph in the north and the ITC has the opportunity to support a significant business community.
Target Customers
Our membership includes mid-level managers and trade specialists from larger corporations as well as many owners, managers, and trade specialists from small and medium size businesses.  Their levels of technical expertise and international exposure vary from the seasoned veteran with many years of multi-country and multi-functional experience to the recent graduate eager to put a foreign language or international business degree to use.  Generally, most have traveled overseas and all share an interest and passion for international trade.

Our seminar programs and workshops are largely designed for export and import managers and their staffs and cover both the mechanisms of international trade as well as the strategy of their use.  While our executive roundtable events assume a certain subject matter expertise, our breakfasts are geared for all audiences and usually feature a single subject matter expert.

Market Readiness
As we begin Business Year 2005, export statistics are showing some signs of improvement.  According to the Heartland International Business Alliance, the export index has been showing growth since December, 2003.  As the pace of globalization quickens, both the interest and need for timely and useful information about international business has increased.  This bodes well for the ITC both in terms of possible membership increases as well as demand for our unique package of educational programs.

Strategic Opportunities 

There is a small group of organizations committed to international trade and policy education.  Our strategic partners in the Greater Kansas City area for promoting and offering international trade education include the Kansas City World Trade Center, Heartland International Business Alliance, The Mid-America District Export Council, the International Relations Council, the US Export Assistance Center, the Missouri and Kansas state trade offices, the local universities, and the local chambers of commerce.
The ITC conducts its administrative and service activities through committees and a small professional staff.  The following is a list of the committees, a brief description of their duties and the Board of Directors guidance for planning their activities for Business Year 2005.

Executive Committee:  Comprised of the ITC officers and chaired by the President, the Executive Committee is responsible for the following policy and planning tasks:

1. Establish strategic and annual direction and guidance for board approval.  

2. Prepare issues and decisions for board of directors’ review.

3. Analyze forces and trends affecting international trade and provides recommendations to the Board of Directors and committee chairmen/women on the strategic direction of the Club.

4. Develop the calendar of events and recruit and assist event coordinators. 

World Trade Seminar Series Committee:  The First Vice President chairs this committee. The specific objectives are to: 

1. Plan, coordinate, and conduct a series of seminars dealing with major topics of international trade.  This will be a transition for the Club’s historic World Trade Week event.  Rather than one event, plan and coordinate four to six seminars. Consider having a common theme for the series and soliciting sponsorship for each seminar. 

2. Earn net revenue contribution of $15,000.

3. Earn high satisfaction ratings from attendees. 

Program Committee:  The Executive Committee serves as the Program Committee and plans events other than the World Trade Seminar Series.  Plan the programs calendar of events and recruit event coordinators to plan and conduct the ITC’s seminars, breakfasts, and workshops.  The specific objectives are to: 

1. Manage the successful execution of the Business Year 2005 monthly seminars, breakfasts and workshops and develop the program plan for Business Year 2005.

2. Generate at least 30% gross margin and average 35 attendees for the breakfast series.

3. Generate at least 40% gross margin and average at least 40 attendees for seminars and workshops

Membership Committee:  Recruits new members and manages membership renewal.  A Director chairs this committee.  The specific objectives are to: 

1. Generate $30,000 in revenues from membership dues during Business Year 2005

2. Develop a membership prospect list and a process for pursuing prospects.

3. Increase the total membership count by 10% per year (Business Year 2005 and beyond).

Special Events Committee: A Director chairs this committee. Plan, coordinate, and conduct the ITC’s major social event, the Holiday Gala and optional silent auction, and other networking events as needed.    The specific objectives are to: 

1. Attract at least 70 members and guests to the Holiday Gala in December 2004 and make at least a 10% gross margin on the event.

2. Attract at least 70 members and guests to the Annual Membership Dinner in September 2004 and make at least a 10% gross margin.

Website and Marketing Committee: A Director chairs this committee.  Provide support to the other committees, as needed, to communicate the ITC’s activities to the membership and general public.  The specific objectives are to: 

1. Coordinate and oversee the implementation of the Affiniscape Network software for the Club’s website.

2. Develop a branding strategy to improve the recognition and reputation of the ITC.

3. Improve the quality and reach of the ITC’s advertising and publicity for events and activities.

4. Establish a good public relations process for maintaining a working relationship with local media outlets that the ITC should contact for advertising and publicity.

Publications Committee: The Historian chairs this committee.  Prepare and publish the newsletter, and, as required, other informative or educational literature.  The specific objectives are to: 

1. Publish a quarterly newsletter that is informative and helps build relations with the membership.  Emphasize articles that feature member companies.

2. Develop a plan to publish a monthly, electronic newsletter and implement by January, 2005.

Education Committee:  A Director or officer chairs this committee.  Plan, coordinate, and conduct the ITC’s outreach activates targeted for college and high school students in the local community.  Coordinate the awarding of annual scholarships awarded to local college students. The specific objectives are to: 

1. Develop a program to attract college student membership and attendance to ITC events.

2. Coordinate for the ITC to reinstate its scholarship program by the end of Business Year 2005, subject to availability of funds.

Election Committee:  Plans, coordinates and conducts the annual ITC elections.  Works with the Executive Committee to attract and recruit members to serve on the Board of Directors.  The specific objectives are to:

1. Prepare the slate of candidates for the Business Year 2005 elections.

2. Conduct the Business Year 2005 elections.
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