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    AMInstitute Business Development Plan 2010 to 2012
A Plan to Develop a Sustainable Engagement Strategy
with mutual ADIs and our Members
Context of the Plan

The market in which AMInstitute and its predecessor organisations have been serving for many years has been undergoing rapid change due to the ongoing consolidation of mutual ADIs and this experience has accelerated over the past year due to the impacts of the global financial crisis on the mutual ADI sector. This Business Plan 2010-2012 will focus on development of a sustainable engagement strategy designed to:-
· Optomise AMInstitute engagement with all relevant stakeholders through tailored two way communication strategies aimed at delivering relevant and well supported professional development activities; and
· Optimise member penetration and participation from eligible members involved in the mutual ADI sector.

AMInstitute has committed to a comprehensive review of its operations and structure in order to pursue the strategic initiatives contained within this three year plan.

Our Vision is to be the leading facilitator and provider of education, professional development and networking activities for directors, managers and staff, leaders and aspiring leaders within the mutual ADI sector. 

Our Focus is described through the following three perspectives: - 

Our Membership
· Open to directors, senior executives, managers and all employees of mutual institutions, including building societies and credit unions, as Fellows, Associate Fellows, Members and Associate Members.
· Membership is also open to representatives of organisations providing services and/or conducting business with the industry as Affiliates.
The Products & Services we offer to our Members
· A range of relevant, competitively–priced conferences, courses, seminars and member forums to deliver education, professional development and networking opportunities – at both national and regional level;
· Resources materials for directors and senior managers (eg. Director Compliance Manual & Director Companion booklet); and
· Joint-venture and co-branding initiatives with external service providers (eg. board evaluation; remuneration and HR practice surveys).
Our Organisation & Structure 
· A professional membership body concerned with the provision of education & professional development of its members.
· A corporate structure based upon a small national office of salaried staff and a volunteer network to support the operations of the organisation that includes conferences, seminars and professional development & educational courses.
· An operational focus, across both regional & national activities on an annual basis, and; an increasing focus on engagement with younger members and those within the Emerging Leader networking group.  

  Strategic Initiatives 
1. To reorganise AMInstitute operationally firstly to restore it to profitability for the year ended December 2010 and secondly to ensure its ongoing educational relevance to members and financial viability over the term of this Business Plan and beyond.
2. To build and sustain a strong and mutually rewarding partnership with Abacus – Australian Mutuals, Cuscal Ltd, New Zealand Association Credit Unions, Indue and Australian Settlements Ltd with the highest priority being Abacus.
3. To develop a reliable and valuable line of communication and engagement between AMInstitute and mutual ADIs (via the Chairs, Directors, CEOs, Senior Executives – particularly HR specialists and where appropriate the executive Assistants of these organisations) designed to establish ongoing channels of communication for improved targeting of relevant and sustainable professional development programs.
4. To develop smart marketing strategies to keep our members and mutual ADIs well informed about upcoming programs and the value of membership though the promotion of the continuing professional development (CPD) system for underpinning professionalism and recognition within the industry for directors and employees of CUBS.
5. To continue using strategic alliances to form business partnerships as a key means for bringing relevant high quality programs and products to market in a timely manner.
6. To develop a framework to engage with young members and the future leaders/ emerging leaders within the industry (our current and prospective next generation or NextGen members, including those within Emerging Leader networking group).
7. To support the operations of the four Regional Councils in the area of event planning, promotion, conduct and administration; assist with the process of renewal & longer-term succession planning of council members; and, encourage Regional Councils to promote Institute membership, conferences, and professional development programs.
8. To seek genuine engagement with Regional Councils to actively market and promote nationally run professional development programs and activities along with the value of Institute membership.
Business Strategies
Whilst the early priority will be negotiating through the reorganisation of the business operations to return to financial viability within the 2010 year the business strategies will mostly focus on seeking genuine engagement with various stakeholders to position the business as a smarter, more capable and more efficient provider  of relevant education and professional development services.  

1. Engagement with the mutual ADI sector – particularly CUBS, and by strengthening business relationships with Abacus through a genuine partnership and with other key organisations eg Cuscal, NZACU, Indue, ASL.  In consultation with CUBS, determine their training and education needs, and how the Institute is able to play a part in development, facilitation and delivery of different programs. AMInstitute will use this engagement to build participation in Institute conferences, seminars and training programs, and; sustain, widen & grow membership of the Institute within the sector. Also, seek to consolidate the number of different groups operating within the industry (ie. MAGPI, Future Leaders Networking Group, etc), through consultation and partnership - thus limiting the impact on member focus and revenue; 

2. Engagement with sponsors & exhibitors – to ensure the on-going/ future viability of the Institute,  through the establishment and maintenance of various supplementary income streams, to support its various networking events, training courses, products and services to members; 

3. Member education and professional development programs offered by the Institute – in collaboration with our various strategic partners in the area of education and professional development provide greater flexibility in delivery options where possible, and; focus on those programs that are “unique” in the market and meet a specific, identifiable need (ie. Directors’ Diploma Course, Risk Management courses, industry/ specialist Forums); and 

4. Engagement with new and  young members/ non-members – develop a framework to allow tomorrow’s industry leaders to become active members and contributors of the Institute, through active involvement with the Emerging Leader networking group.  This includes actively changing our focus from one solely aimed at directors and managers to also include all employees of mutual ADIs, through more effective promotion of the Institute’s offering to members and prospective members.
5. Engagement with Regional Councils – to provide them with both the motivation and the means to become a genuine marketing arm of the Institute in association with their focus on regional educational and networking events including the process of intelligence gathering to support increased relevance and improved efficiency in delivery of both regional and national events. 
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