Joint Meetings—Do’s and Don’ts
Ask the Experts:
What are some of the pitfalls to look out for when considering holding a joint meeting with another organization?
Regardless of how painless you might think a joint meeting might be, let me assure you that it will not be without frustrations. The key is to keep the frustrations to a minimum. Here are a few of lessons learned from several organizations in planning and conducting joint meetings that will be pain reducers:

· Be sure both organizations have the synergy for the partnership in the first place, or is there another or other organizations that might be better suited for a partnership.

· Ensure the meeting is branded equally among both or all organizations--you don't want to be an after thought to attendees.

· Keep the volunteer roles to content and speaker assistance---don't let them get involved in the mechanics of the meetings. If you do you will have multiplied your coordination and approval factor by two and create more bureaucracy and thus more work.

· Ensure all sponsorship / exhibit / registration fees are evenly split. 

· Ensure there is a new joint checking account set up in the names of both organizations.

· Agree that one night will be used for special functions (awards dinners/annual meetings, etc.) for each organization with each paying for it separately.

· Ensure that registrations are shared as soon as possible for use in marketing other products and services.

· Ensure the first year of the joint meeting that there is an "out" clause in case you need a quick divorce.

· Don't waste your time doing a site inspection for the next year's meeting until you are sure the marriage is working.

· Review carefully the overhead allocations to ensure they are fair and equitable to both groups. Overhead is one way you get "paid" for your staff time and services--don't let one group do all the work and take all your overhead away. 

· Ensure before you start that you have a reasonable return on investment from your net-net. 

· Don't spend all your dollars on lawyers going back and forth on contract points. Work out all of the sticking points first before the attorneys become involved.

I am sure there are more lessons to learn out there, but these will get you started and keep the Aleve on the shelf!
Stephen C. Carey Ph.D., CAE, Lead Strategist 

Association Management + Marketing Resources

5807 Grosvenor Lane, Suite 100 Bethesda, MD 20814-1835 

phone: 301.530.9066   fax: 301.530.9076   web: http://www.ammr.com 

Twitter: http://www.twitter.com/MgtConsultant 

Linkedin: http://www.linkedin.com/in/MgtConsultant 

Facebook: http://www.facebook.com/scarey46  

AMMR is full service association and foundation management consulting and research firm, which provides programs, assessments, interventions, transitions and trusted advice in the areas of association and nonprofit strategic planning, governance, management, marketing, and communications. See information on AMMR's new 2010 Strategic Planning, Marketing Research and Nonprofit Trends and Issues Workbooks on the website!

