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Marketing Plan

2004–2005 Season

Vision:

The mission of the Fox Valley Chapter of APICS is to be the area’s leading provider of quality learning opportunities and networking, focusing on management of consumable and capital resources and operations staff in manufacturing and service industries.
Objective:

We are attempting to raise the value of an APICS Fox Valley membership.  Through the next three years, the chapter will promote the APICS brand through educational events.  These events will include Professional Development meetings, Top Management Night, certification classes, and other training programs and seminars.  The chapter will increase its membership and will improve member retention.  The chapter will expand the Company Coordinator program to strengthen its corporate partnerships.  We will also develop programs to recruit and train chapter officers to maintain an effective succession process.  

Goals:

· Achieve a net annual increase in membership of 3%.

· Establish a method to track member retention rate and then improve member retention.

· Increase enrollment in the certification and education programs by 10% annually.

· Increase average annual participation in the Professional Development Meetings by 

2-5%.

· Expand the Company Coordinator program by 100% by 12/31/05 and an additional 50% by 12/31/06. 

Executive Summary of the plan:

Our most important product is an APICS Certified professionally active member.  To this end, we provide APICS certification courses, as well as specifically targeted training programs and seminars. We sell the value of these courses through our monthly professional development meetings, our monthly newsletter, and our Fox Valley chapter Web site at www.apicsfv.org. We have a successful partnership with FVTC to deliver certification courses both online and in the classroom.  The Fox Valley chapter serves as the parent chapter to the UWO student chapter.  Additionally, we will pursue advertising through local publications and the business sections of local newspapers.  Another important aspect of our plan is to expand the Company Coordinator program in order for us to establish, enhance, and strengthen our corporate partnerships and individual memberships.  

Situation Analysis:

APICS Fox Valley has earned the Platinum Award every year since 1989.  Partnering with FVTC on certification courses is the chapter’s most significant revenue source, with additional revenue coming from Professional Development Meetings and revenue sharing with APICS International.  The chapter is financially sound, and membership has remained fairly steady over the past three years (+2%, -5%, +3% EOY 2002, 2003, 2004).  2005 membership is trending upward, showing a growth upswing at 8.5%.  46% of current membership is APICS certified.
Current member demographics (2004-2005) closely mirror general demographics of the Fox Cities, as reported by the Fox Cities Chamber of Commerce:

Age

Fox Cities
APICS FV

20-24

9%

8%


25-34

23%

25%


35-44

27%

35%

45-54

20%

27%

55-59

7%

3%

60-64

14%

2%

Current members are employed in industry classification:

Manufacturing

84%

Service


8%

Consulting

5%

Academic

2%

Government

1%

Current members are employed in industry type:

Textile/Apparel

10%

Distribution


9%

Lumber/Paper


9%

Metal Fabrication

8%

Food/Beverages

7%

Transportation


5%

Plastics/Rubber

5%

Health Care/Med Devices
4%

Software/Hardware

4%

Defense


3%

Automotive


3%

Electronics


3%

Maintenance/Repair & Oper.
3%

Communication

2%


Electrical


2%

Furniture


2%

Machinery


2%

Aviation


1%

Graphic Arts


1%

Retail



1%

Education


1%


Utilities


1%

Pharmaceutical/Chemical
0%

Biotechnology


0%

Other



16%

Current members’ key areas of responsibility are:

Inventory Control

12%

Materials Management
11%

Production Control

10%

Purchasing


10%

Planning/Scheduling

9%

Supply Chain


8%

Operations


8%

Distribution


5%

MIS



5%

Shipping/Receiving

5%


Logistics


4%

Quality/Service

2%

Engineering


2%

Finance/Accounting

2%

Training/Education

2%

Human Resources

1%

Research & Development
1%

Sales/Marketing

1%

Forecasting


1%

Professional Services

1%

Other



1%

Trends:

· Manufacturing in the Fox Cities area has been in a decline in recent years, having lost over 5,900 jobs in the local economy over the past four years and over 90,000 jobs statewide.  Current business perceptions are more optimistic, with 56% of manufacturing businesses surveyed expecting an increase in employment in 2005.  (Figures cited are as reported in the 2005 Fox Cities Chamber of Commerce Economic Outlook Report.)

· In a 2004-2005 member survey, 45% of respondents (5.2% of total membership) indicate that they are interested in pursuing certification.  

· Members responding to a 2004 survey indicated that the most important APICS services are Professional Development Meetings, networking opportunities, The Beacon monthly newsletter, the Fox Valley chapter Web site, and job performance enhancement. 

· Attendance at events/feedback:  For the 2004-2005 year, our average PDM attendance is 36.5 individuals (14.6% of total 2004 average membership).  This represents a 27.7% increase over 2003-2004 average attendance (28.6)!  Feedback from members in attendance is very positive.  Our challenge lies in bringing more members to each PDM.
· Membership has remained fairly steady (+2%, -5%, +3% 2002-2003-2004) over the past three years (average 242 members), with an upswing in membership in early 2005. 

Competition:

· Other organizations or educational opportunities, i.e. ASQ, ISM, MBAs, MSOE. 

· Price/performance capabilities:  APICS membership fees, monthly PDM fees, and classroom fees all compare favorably as more reasonably-priced than ASQ or ISM fees, as seen in comparison below. 
APICS annual at-large membership:  $110  (Local chapter dues of $35)
Dinner meetings: $20 members

Classroom: $325 members/non-members alike 

ASQ annual at-large membership: $119
Dinner meetings: $25 members

Classroom: Average $1650 members (Ranges from $695 to $3,250)
ISM annual at-large membership: $180 
Dinner meetings: $32 ($327 Sept-May seasonal fee, includes local chapter dues & meals)   


Classroom: Not comparable to APICS
Challenges and Opportunities:

We recognize the need to recruit and grow new membership. There is a need to strengthen participation by our existing membership, as many of our members are not active in chapter activities.  We must get access to and communicate with those members about the benefits of active involvement.  We must contact and communicate with local companies about the benefits of membership.  Our challenge will be connecting with top level management to promote an executive level (top down) understanding of what an APICS-certified employee base can do for their companies.

Major Market Segments:

We have found our primary market in operations functions of large and small manufacturing and service companies. Most of our members come from business functions directly involved in production and inventory control. We have just begun to devote chapter resources to developing other market areas such as service industries like retail or health care. In order to grow chapter membership and involvement in APICS activities, we need to target industries outside the manufacturing sector by aggressive mailing, advertising, event campaigns, etc.

Products and Services:

Our major products are our APICS certification courses, the annual Top Management Night, and our monthly Professional Development meetings.  We have a monthly newsletter and offer a web site.  Ideally, we would like to create the demand to hold at least one seminar a year.  We are also planning to expand our Company Coordinator program.  
Evaluation and Feedback Plan:

We will review the status of our chapter’s marketing plan at our Board of Directors meetings as needed.  Minimally, we will update/revise our marketing plan annually.

Product Marketing Plan

Product Description: APICS Certification Classes – CPIM/CIRM

Intended Market Segment: Companies and individuals needing supply chain and resource management education.  Currently, we are heavily marketing to our membership database.  To companies, we are promoting the benefit of a guaranteed skill set that comes with an APICS certification.  For the individual, we are promoting the benefits of personal and professional development.   

(CPIM (Certified in Production and Inventory Management) is intended for the 

practitioner; takes a more technical look at the detail level. 

Who should earn the CPIM designation?
A CPIM education is essential for professionals involved in

· Production and inventory management 

· Operations 

· Supply chain management 

· Procurement 

· Materials management 

· Purchasing

(CIRM (Certified in Integrated Resource Management) is intended for strategic level thinking; takes the “30,000-foot” view.

Who should earn the CIRM designation?
Any professional who would benefit from a complete understanding of the interrelationships between major business function in an enterprise. 

Note: APICS will discontinue offering the APICS Certified in Integrated Resource Management (CIRM) program on June 1, 2008. The APICS CIRM examinations will continue to be offered until June 1, 2008, and candidates in process will have until that date to pass the examinations they need to receive their certification.

The Need Satisfied: We satisfy the need for supply chain and operations management education.  

(CPIM :
Since 1973, the CPIM program has educated more than 75,000 manufacturing professionals on essential terminology, concepts, and strategies related to demand management, procurement and supplier planning, material requirements planning, capacity requirements planning, sales and operations planning, master scheduling, performance measurements, supplier relationships, quality control, and continuous improvement.

Benefits of CPIM
A CPIM education can help you to

· Increase your functional knowledge of production and inventory management 

· Improve efficiency across the processes of your organization's supply chain

· Streamline operations through accurate forecasting

· Predict outcomes more accurately

· Maximize customer satisfaction by delivering products and services Just-in-Time

· Increase profitability by optimizing your organization's inventory investment

· Enhance your credibility among peers, employers, and customers.

(CIRM :
CIRM is a comprehensive educational program designed to help you understand the power of collaboration among organizational resources such as product development, marketing/sales, human resources, finance, and operations. The CIRM program enables the individual to effectively interact with cross-functional departments for more strategic decision making, enhanced collaboration, and improved productivity. 

Benefits of CIRM
A CIRM education can help you to

· Gain a greater understanding of the strategy and role of the value-driven enterprise

· Collaborate with internal and external suppliers for enhanced profitability

· Initiate and manage change within the organization

· Understand the integrated planning of supply chain resources and business processes required to deliver products and services to customers

· Translate customer demand into requirements for value-added products and services

· Convert a need into a product or service that meets the expectations of customers

· Apply strategic decision-making skills to solve enterprise wide issues. 

Pricing: Classroom:  Both Members and non-members $325 for $18 hours of classroom and test preparation.  One class is worth one Associate Degree credit.  On-line classes:  $475.  

Location: Classes held either at FVTC or contracted at customer sites. 

Budget Assumptions: What people get for their investment: Books, materials, and expert instruction by Wisconsin state-certified instructors with industry experience in a classroom environment.  One class consists of 18 hours of classroom and test preparation and is worth one Associate Degree credit. 

Target # of students per class:  10-15.

Mode of Product Delivery:  APICS certification courses are taught by Wisconsin state-certified instructors with industry experience in a classroom environment. A wide variety of options exist: Classes are offered weekday evenings and some weekends in the spring and fall, and may also be contracted on site as needed.  Class fee includes APICS textbooks.  Supplemental readings, available through APICS international, are also recommended. 
Promotion Methods
· CPIM and CIRM Classes are continuously promoted on the chapter Web site: www.apicsfv.org.  Links to FVTC APICS offerings are also provided when a chapter member signs on to the APICS International Web site.

· Twice a year, upcoming classes are promoted via postcard mailings sent to our membership.

· Additionally, upcoming classes are promoted at the monthly Professional Development Meetings and the annual Top Management Night, as well as in The Beacon monthly newsletter, by email invitation, and by word of mouth.

· We are considering small group breakfast promotional events directed toward targeted industry leaders.

· Additionally, we are considering buying advertising space in local newspapers, issuing press releases about upcoming events and new members, buying radio spots, and taking advantage of free airtime as guests on local stations.

· Listing upcoming events on local cable community events calendars is also under consideration.  

Product Description: Monthly Professional Development Meetings

Intended Market Segment:  Our local chapter membership, members from other chapters, potential members, and people seeking networking and business opportunities.

The Need Satisfied:  PDMs satisfy the need for continuing education and professional development, offer an opportunity to earn certification maintenance points, and offer opportunities for networking and social outlet.

Pricing: $20 per person per event for members; $25 per person per event for non-members; $10 per person per event for students

Location:  Events take place in various centrally-located banquet facilities in the Fox River Valley.  For best attendance, facilities must be easily accessible from Highway 41. 

Budget Assumptions:  PDMs are not expected to generate revenue, but are offered to promote chapter participation, to offer professional development and continuing educational opportunities for our membership, and to maintain a high profile with our membership.  Ideally, our intention is to make money, but in order to accomplish that, we must generate higher attendance numbers. 

Mode of Product Delivery:  A Fox Valley APICS PDM is delivered with an inexpensive,  good meal in comfortable banquet facilities, in a fairly intimate small group, and is both preceded and followed by multimedia, interactive presentations on various APICS-related topics.  PDMs are an inexpensive alternative to an educational seminar.

Promotion Methods
· Fox Valley APICS PDMs are continuously promoted on the chapter Web site: www.apicsfv.org.  
· Additionally, upcoming PDMs are promoted at the monthly Professional Development Meetings and the annual Top Management Night, as well as in The Beacon monthly newsletter, in APICS classes, by Company Coordinators, and by word of mouth.

· A monthly email invitation is sent out to the members, reminding them to sign up for the festivities.

· We are considering small group breakfast promotional events directed toward targeted industry leaders.

· Additionally, we are considering buying advertising space in local newspapers, issuing press releases about upcoming events and new members, buying radio spots, and taking advantage of free airtime as guests on local stations.

· Listing upcoming events on local cable community events calendars is also under consideration.  

· We are looking for new ways to set an “APICS PDMs are FUN!” tone for our monthly meetings.

· Offer a limited number of free dinners to first-time attendees or potential members in order to promote better attendance and opportunities to attract new members.

Product Description: Top Management Night

Intended Market Segment:  Our local chapter membership, decision-making managers (who can authorize education expenditures), members from other chapters, potential members, and people seeking networking and business opportunities.

The Need Satisfied:  Top Management Night satisfies the need for continuing education and professional development, offers an opportunity to earn certification maintenance points, and offers opportunities for networking and social outlet.  It also offers a venue for the chapter to showcase recent certification recipients, and an opportunity to sell the benefits of the APICS body of knowledge to decision-making managers of companies. 

Pricing: $20 per person for members; $25 per person for non-members; $10 per person for students

Location:  Event takes place in a centrally-located banquet facility in the Fox River Valley.  For best attendance, facilities must be easily accessible from Highway 41. 

Budget Assumptions:  TMN is expected to generate revenue, but the main purpose is to promote chapter participation, to offer professional development and continuing educational opportunities for our membership, and to maintain a high profile with our membership.  TMN offers an appropriate venue for the chapter to sell the benefits of the APICS body of knowledge to decision-making managers of companies. 

Mode of Product Delivery:  A Fox Valley APICS TMN is delivered with an inexpensive, good meal in comfortable banquet facility, in a fairly large group.  It is preceded by a pre-dinner presentation by chapter officers of awards, recognitions, and some marketing promotions intended to generate even more excitement in APICS.  It is followed by a multimedia, interactive presentation on an APICS-related topic.  TMN is an inexpensive alternative to an educational seminar.

Promotion Methods
· High quality formal invitations are mailed to members, and are posted in businesses and personally distributed by BOD members.

· A special “Bring your boss and both you and your boss receive a free drink ticket” promotion is advertised to encourage top managements’ attendance and recognition of their employees’ APICS involvement. 

· The Fox Valley APICS TMN is continuously promoted on the chapter Web site: www.apicsfv.org.  

· Additionally, an upcoming TMN is promoted at the monthly Professional Development Meetings as well as in The Beacon monthly newsletter, in APICS classes, by Company Coordinators, and by word of mouth.

· We are considering buying advertising space in local newspapers, issuing press releases about upcoming events and new members, buying radio spots, and taking advantage of free airtime as guests on local stations.

· Listing an upcoming TMN on local cable community events calendars is also under consideration.  

Product Description: Training Programs and Seminars

Intended Market Segment:  Our local chapter membership, members from other chapters, potential members, and other professionals seeking educational opportunities.

The Need Satisfied:  Training programs and seminars satisfy the need for continuing education and professional development, and they offer an opportunity to earn certification maintenance points.

Pricing:  Determined per event, based on attendance, etc.  

Location:  Events take place at the Bordini center or at local banquet facilities as needed.    

Budget Assumptions:  Training programs and seminars are not expected to generate revenue, but are offered to promote professional development and continuing educational opportunities for our membership, and to maintain a high profile with our membership and others in the business community.  Ideally, our intention is to recover our costs. 

Mode of Product Delivery:  A training program or seminar is a multimedia, interactive presentation on various APICS-related topics, delivered by Wisconsin state-certified instructors with industry experience in a classroom environment.   

Promotion Methods
· Fox Valley APICS training programs and seminars when available are continuously promoted on the chapter Web site: www.apicsfv.org.  
· Additionally, upcoming programs are promoted at the monthly Professional Development Meetings and the annual Top Management Night, as well as in The Beacon monthly newsletter, in APICS classes, by Company Coordinators, by email invitation, and by word of mouth.

· Additionally, we are considering buying advertising space in local newspapers, issuing press releases about upcoming events and new members, buying radio spots, and taking advantage of free airtime as guests on local stations.

· Listing upcoming events on local cable community events calendars is also under consideration.  

Product Description:  Tour

Intended Market Segment:  Our local chapter membership, members from other chapters, potential members, and people seeking networking and educational opportunities.

The Need Satisfied:  Tours satisfy the need for continuing education (in the actual environment) and professional development, and they offer an opportunity to earn certification maintenance points.

Pricing:  No charge

Location:  Tours take place in various businesses in the Fox River Valley area.  There is an emphasis placed on seeing different types of businesses such as service industries, rather than “the same old manufacturing thing”.   

Budget Assumptions:  Tours are not expected to generate revenue, but are offered to promote chapter participation, to offer professional development and continuing educational opportunities for our membership, and to maintain a high profile with our membership. 

Mode of Product Delivery:  A business tour is delivered by knowledgeable employees of the host facility in a fairly intimate small group.

Promotion Methods
· Fox Valley APICS tours are continuously promoted on the chapter Web site: www.apicsfv.org.  
· Additionally, upcoming tours are promoted at the monthly Professional Development Meetings and the annual Top Management Night, as well as in The Beacon monthly newsletter, in APICS classes, by Company Coordinators, and by word of mouth.

· A “special event” email invitation is sent out to the members, reminding them to sign up for the tour.

· Additionally, we are considering buying advertising space in local newspapers, issuing press releases about upcoming events and new members, buying radio spots, and taking advantage of free airtime as guests on local stations.

· Listing upcoming events on local cable community events calendars is also under consideration.  
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