DO’s AND DON’Ts:  A GUIDE TO SETTING UP A LOCAL BUSINESS ASSOCIATION

General Information

When getting started, a local business association is really no different than any other volunteer group, organization or not-for-profit corporation/association. A seed needs to be planted. Someone has to believe that a local business association is a good idea and that the benefits would extend beyond one person or business into a larger group. As soon as the idea is embraced by a larger group of people and/or businesses, some coordination and planning is needed to begin the process. 

And, like most things in life, there needs to be a “champion” who can take on the leadership role required to begin the process of setting up an association. The champion needs to see the vision for the association and sell the vision to other potential members.

Key Ingredients

For a local business association to develop, there needs to be:

· Leadership – a champion

· Vision – a common vision for the association

· Want/Demand – other people who are excited about becoming members

· Planning – a champion who leads the strategic planning for the group of potential members

· Goals – agreement on common goals that will help to achieve the vision

· Legal structure – agreement on the legal structure the association will use to achieve the goals of the group (usually a not-for-profit corporation)

· Executive – an executive for the entity

· Getting to Work – first steps taken to achieve the association’s vision and goals

· Benefits – evidence of membership benefits
Do

· Have a champion who believes in the idea lead the charge.

· Create a demand. Think strategically about how to make local businesses want to become members of the association. (Remember, people usually want what they think they can’t have.)

· Have a plan. (The champion needs to be a planner.)

· Secure initial resources to get started. Find some funds to get things rolling. (Banks and business support organizations are good places to start.)

· Start small. Invite a few people/businesses initially and let “word of mouth” begin to create the demand for the association.

· Demonstrate how the association provides “value-add.” Show potential members how they will benefit personally/individually from being a member of the local business association.

Don’t

· Be too formal and/or make it look like only one person is in charge and only that person will benefit.

· Be too informal so that it looks like things are disorganized.

· Try to force people to become members.

· Tell people it’s good for them to become members. (Let them decide.)

· Begin without a plan.

· Try to start out in a grandiose manner. (Build momentum instead.)
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