12/10/03
Professional Development Workshop Notes

Facilitator:  Jerry Bertrand
Presenters:  Dick Rubin, Paul Galligos
A. Jerry Bertrand-RIRDC
a. Basics:
i. $-They have it, we want it.
ii. They hate us
iii. They love collaborative efforts
iv. Collaboration is key
v. Internal organizational review

1. Where is your Council at?

b. Message:

i. Develop a good mission statement (WRP Handout)
ii. Distribute your message  (mugs, handouts, etc.)

iii. Amgen example in R.I.

B. Paul Galligos-Rural Partners
a. All Rural Partners initiatives (13 in work plan) are both public & private

b. Benefits of involvement
i. What’s in it for them?
1. Telecommunications Assessment
a. Example-many private & public partners

c. Play up public good as well as bottom line economic benefits 

d. Solicit involvement as well as $
e. Offer exposure-brand visibility
f. Guard your reputation by “walking the walk”

g. Utilize private sector language

i. Business plans, economic result, etc.

h. Projects as economic engines

i. Engagement is a 2-way street

i. Engage everyone fully

j. Work on developing trust
C. Dick Rubin-ORDC
a. Logistics of marketing to the private sector
b. Historical perspective of ORDC

i. Early 1990’s ripe opportunity for economic development

ii. Much tougher in late 90’s as economy had rebounded

c. Current opportunity

i. Restructure & Regroup

d. Need to ensure partners know exactly what the council is.

e. Build a marketing plan that will allow you to find what your customers want

f. Identify opportunities where both the customer & Council benefit

g. If mission is not meeting the needs of customers, be prepared to adapt to current needs.

i. ORDC Summit Example

1. Utilized existing mailing list

2. Distributed announcement to 4,000 folks-4 times

3. 800 participants

4. 20% response rate

D. Q&A

a. What’s one of the most important things to have when approaching private sector?

i. Have faith in product and exude confidence to inspire confidence in investors.  

ii. Especially important for Councils that are re-establishing themselves.

iii. Convey and communicate that confidence clearly and concisely.

b. When you approach a company where do you go first?

i. IL-Go to economic development teams and foundations (if exist)

ii. RI-Manager of communications for Amgen project.

iii. OK-For larger companies, call to CEO or President and inquire where to ask.

c. How many active private members serve on your Council (Board)?

i. IL-7 or 8 active private partners

ii. OK-3 private members that are very active, (approx. 3% of Council members)

d. How many reached out to private sector associations?

i. IL-Extensively.  ED is also a member and has built a network and gained access.  Also, know your personal network: What do your friends/acquaintances do?

ii. RI-Industry clusters/silos.  Associations came to ED as a result of partnerships with private firms.
