NH Commercial Investment Board of REALTORS®

Strategic Planning Retreat

October 30, 2009

Background:  Visionary Meeting

The morning of May 1, 2009, NHCIBOR sponsored a meeting of industry leaders who were assigned the mission of defining where our industry is headed and what tools we will need to be prepared. The participants were:  Russ Thibeault, Sam Tamposi, Karl Norwood, Jean Kane, George Bald, Gary O'Neil, David Cassidy, Bruce Wilson, President, Cellular Specialties, Bill Norton, Jim Pereira and Arthur Slattery.

The conclusions of this panel became part of the basis for the topics addressed in the Strategic Planning Retreat. The discussion of the panel can be found on the CIBOR website.

Background: Focus Group:

The afternoon of May 1, 2009 NHCIBOR brought together a group of commercial licensees to have an open ended discussion as to what our association needs to do to provide quality services for its members. The three hour meeting was facilitated by Roger Turcotte and the results became part of the basis for the topics discussed in the Strategic Planning Retreat. The attendees at the Focus Group meeting were:

Bob Goodman, Dudley Clark, Marie Bodi, Matt Toolin, Thom Nofsinger, Chris Norwood, Charlie Zoulias, Rick Mulvee, Michael Lawler, Joe Russo, David Choate, Bill Norton and Bill Barry. Staff and Leadership were purposely excluded from participating in this meeting.

Strategic Planning Retreat, October 30, 2009

Participants:

Debra Mullen; Chris Norwood; Larry Hirsch; Bill Norton; Wendy Keeler;  Bob Anderson; Joe Russo; Kim Reagan;  Cynthia Harrington; Newton Kershaw; Mark Dickey; Michael Lawler and Art Slattery; 

Facilitator Roger Turcotte proposed, and the team accepted, the following as the planning team’s goal statement for the retreat:

Determine what the NHCIBOR needs to do over the next 18 to 24 months to move the association closer to optimum performance.  

Roger explained that the term ‘optimum performance’ represents a level of performance achieved by an organization when its mission (purpose) is being fulfilled to the best of the organization’s ability. Change is a constant challenge, therefore an organization can achieve optimum performance in some areas while continuously improving the results they achieve in other critical areas.

The planning process and procedures were discussed, noting that the objective of the retreat was to prepare a plan that would guide the board for a period of 18 – 24 months.  Roger explained that a strategic plan should identify specific actions that the association needs to focus on in order to move closer to optimum performance.  He pointed out that in order for a plan to have value the strategic activities must be implemented as directed and the results must be evaluated on a continuous basis.

Step #1
Mission Statement

The current mission statement was reviewed by the attendees. After significant discussion, the team agreed that some modification needed to be made to the current mission statement. The planning team adopted the following revised mission statement: 

The purpose of NHCIBOR is to be the primary source of information, education, networking, and advocacy necessary for all NHCIBOR members to successfully meet present and future challenges.

Step #2 – Determining ‘Optimum Performance Criteria’

The team was asked to develop a list of the characteristics that would exist if NHCIBOR was operating at 100% optimum performance. This exercise answers the question ‘How will NHCIBOR’s staff, leaders and members know that they are fulfilling their mission?’

· Keep members aware of legislative activities  

· More NH listings on NHCPE than NNEREN and LOOPNET    

· Retain a minimum of 95% of members per year   

· Increase total membership by a minimum of 5% per year  

· Full involvement in legislation and rulemaking affecting CIBOR members  

· Would receive a grade of 80% or greater when asking members ‘How well did CIBOR inform you of changes?’ 

· 75% of broker members attend at least one CIBOR educational event per year   

· Educational events receive a grade of 80% or greater in overall evaluations

· 75% of members attend at least one networking event per year  

· 20% of members respond to surveys   

· Networking activities for success in creating transactions for members. Success stories published in newsletter. 

· 10% or more of revenues are generated from non-dues sources      

· CIBOR website gets a minimum of one hit per member per month  

· 5% of members participate in calls to action   

· Insure that NHCIBOR is transparent in its activities.

STEP #3 – Prioritizing ‘Optimum Performance Criteria’

The team was asked to take the items identified in step #2 and determine whether 
the item ‘must be performed’; ‘should be performed’ or ‘is nice to have’. After 
each member assigned a value to each item the following prioritized list was 
compiled:

1. 90% of members use CPE as primary source of information    

2. More NH listings on NHCPE than on NNEREN and LOOPNET    

3.  Retain a minimum of 95% of members per year   

4.  Increase total membership by a minimum of 5% per year  

5. Would receive a grade of 80% or greater when asking members

‘How well did CIBOR inform you of changes?’ 

6. 75% of broker members attend at least 1 educational event per year   

7. Keep members aware of legislative activities  

8. 75% of members attend at least one networking event per year  

9. 20% or more of members respond to surveys   

10. Networking activities for success in creating transactions for members. Success stories published in newsletter.
11. Full involvement in legislation and rulemaking affecting CIBOR members  

12.  10% or more of revenues are generated from non-dues sources 

13.  Educational events receive a grade of 80% or greater in overall evaluations

14. Website gets one hit or more per member per month  

15. 5% or more of members participate in calls to action   


This list represents the tasks that NHCIBOR should focus on during the next 18 to 24 months. Once an item has been completed NHCIBOR must insure that systems are in place so that the defined performance level is maintained.

STEP #4 - Developing strategic activities for Key Result Areas 


The team reviewed the list of items from step #3 and started the work of identifying the action steps that are required to achieve the outcomes specified in the items 1 – 4. These outcomes are referred to as Key Result Areas (KRA).


#1 KRA - 90% members use CPE as primary source of information    



Survey CPE users each year




Is it their primary source (the one that they go to first)?




Identify the types of property queried at CPE


#2 KRA - More NH listings on NHCPE than NNEREN and LOOPNET    



Task force quarterly pull down data from LOOPNET / NNEREN and 


  
correlate to CPE data



Data to be used as NHCIBOR marketing info 


#3 KRA - Retain 95% of all members

Each Membership should be viewed as: Primary Board, Secondary Board, Affiliate, Agent and Broker. This will help us define customer segments.

1. Each year staff will measure last year’s membership numbers vs the year before to see who we RETAINED, staff will report those who fell through with contact as well as the overall retention %. – Staff – April of each year – It will help us measure our goal.

2. Call People Leaving – Leadership should contact all of the non-renewing members to find out why – Leadership – April of each year – it will help us focus. 

3. Welcome new people – Leadership should have a member benefits statement  to set expectations for new people – Leadership – Year round – will help new people understand who we are and who we are not.

4. Each year staff should survey how much it would cost to get similar services elsewhere in the market – Staff – October – Will help us set our price, help us market.

5. Each year staff should perform a survey to find out what our members want – Staff and Leadership – August – It will help us see where our strategic plan should be each year. 


#4 KRA - Increase membership by 5% per year



Networking events (after hour social)



Different locations in Seacoast, Manchester & Concord.



Bi-monthly



Unique locations that, by themselves, are a draw.



Increase affiliate members



Enhance website to increase member hits = increased affiliate 




memberships



Strategic partnerships to attend CIBOR networking events (non-




member practitioners)



Pursue practitioners accessing data bank without paying dues



Recruit non-member practitioners

Step #5 – Follow up activities for NHCIBOR leadership

1. NHCIBOR reviews and approves the strategic plan prepared by the planning team

2. Assign work teams / task force groups to each of the four Key Result Areas identified in the plan.

3. NHCIBOR board of directors should assign one of its members to serve as a liaison to each task force group. 

4. Each task force group should review the strategic activities identified in the plan and determine whether additional activities should be identified.

5. Each task force group should determine realistic completion dates for each specified activity as well as identifying resources that will be required.

6. Board of directors should decide whether all of the four Key Result Areas will be worked on simultaneously and if not which activities will be set aside until resources are available.

7. At each meeting of the board of directors liaison members should report the progress of their task force group.

8. As one Key Result Area is completed, the board should move to the next item on the list identified in Step #3 and create a task force group to complete that activity. 

9. President should appoint a individual to be charged with monitoring CIBOR's

progress in implementing the Strategic Plan.

10. Strat Plan attendees were primarily focused on what should be measured with less emphasis on prioritizing their desirability or attainability. It is important that the CIBOR Board of Directors review the numerical criteria and adjust the prioritization as data becomes available.



