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“If you don’t know 

where you are going, 

any road will take you 

there….”
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Strategic Planning – Why?

• Increasing service demands and expectations

• Limited resources

• Increasing competition

THEREFORE:

• Strategic approach helps to determine 
priorities and effectively deliver them

• Also ensure member understanding and “buy-
in” to organization's objectives
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Strategic Planning – What?

• What we are discussing is a long-term 
direction for FUE

• Strategic objectives - statements of what we 
intend to do

• Strategic actions - steps we take to make 
our long-term intent a reality  

• You know what is important to an 
organization by how they spend their time 
and resources
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Strategic Planning – Content

1. ANALYSIS

2. INSIGHT

3. PLAN

4. ACTION

5. RESULTS
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Strategic Planning – Content

1. ANALYSIS: Data gathering, clustering 
& identification of gaps

2. INSIGHT: What is our REAL problem? 
What is our PRIORITY issue?

3. PLAN: Strategic statements / Strategic 
objectives / Strategic actions

4. ACTION: Alignment of the board and 
staff efforts

5. RESULTS: Mechanism to monitor and 
report performance & adapt
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What’s in it for the EBMO?

• Gain a sense of direction

• Get a solid base for short term planning

• Ensure accountability of the organization

• Ensure resources and energies are 

synchronized

• Become a “control device” for actual 

progress
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Discussion

What are the tools you use for strategic
planning in your organization?

What is working well? What is not?

 Work in groups

 20 minutes

 Note down on a flipchart
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“You know what is important 
to an organization by how they 

spend their time and 
resources”
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I. Your EBMO business model

1. Define the scope of your 
association = define your member 

• Sectors (potentially) covered by your EBMO ?

• Type of companies ?

◦ SME’s only ?

◦ Large companies only ?

◦ Mix of SME’s and large companies ?

◦ Location?

◦ Type of ownership?
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2. Define your Value Proposition: the 
services and products you want to 
deliver to your members

3. Assess the means needed to offer the 
products/services to your members: 
channels and relationships

4. Define what you need to do / who do 
you need to partner with to deliver the 
products and services? (assets, 
activities, partners)
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https://www.youtube.com/watch?v=QoAOzMTLP5s
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Discussion

What is your cost structure?

What are your revenue streams?

List both and indicate any challenge you
face

 Work in groups

 20 minutes

 Note down on a flipchart
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TOTAL ANNUAL COSTS OF THE ASSOCIATION

Human resources costs
(salaries, social security, employee benefits, legal
insurance)

Office costs
(rent, service charges, electricity, maintenance)

Publications
(annual reports, reports, printing)

Administrative costs
(office supplies, equipment maintenance, travel and 
meeting expenses, copying, phone charges) 

II. Your EBMO cost structure
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TOTAL ANNUAL COSTS OF THE ASSOCIATION 
(2)

Capital expenditures/depreciation

Costs of membership in the national 
umbrella employers’ organization
(membership fee, other shared costs with the 
national umbrella employers’ organization)

Other costs and contingencies

TOTAL ANNUAL COSTS
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II. Raising the funds : your EBMO 

revenue streams

1. Membership fees

The EBMO rules should clearly establish the 
mechanism by which membership fees are 
determined, including the mechanism for periodic
changes
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 Memberships fees = backbone

Membership fees form the backbone of the 
association income (minimum 70 %)

 Ensure the income stability

 Ensure your independance towards

governements, donors, etc

 Reflect representativeness of the association
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The various types of fees

• Standard fee covering

– Information and  services

– Advocacy

– Networking

• Additional sector-group fee (extra fees
charged to a subgroup for the extra-costs their
activities incur)

• Sub association fee (covering only lobby and 
informations, no individual services)
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The rate evolution

oEvery year or every 2 or 3 years ?

oThrough a mechanism reflecting the increase of 
the cost of living
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2.  Other sources of funding

A. Paid-for services

Risks :

• Divert association ressources

• Administrative work (invoicing, etc…)
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B.   Paid-for sector initiatives

E.g. : 

• Sectoral packaging prevention plan

• Sectoral salary survey

C. Secretariat for sector committees/sectoral
(training) funds, etc.

Risks :

• Divert associations ressources
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D.   Sponsorship (payment in return for 
exposure, advertising, …)

Challenges : 

• Need to offer to all members the same
opportunity

• Could require lots of energy for relatively minor 
benefits

 Solution : work with a few structural sponsors



25

E.   State support

Means

a. Taxbreak for association

b. Direct grant

c. Funding of projects/research, etc.

Risk of b and c : 

the association might lose its independance
towards the 

authorities
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Discussion

Are all key elements of your Business 
model (9 building blocks) part of your

current Strategic Plan?

What is missing? Why? 

How do you ensure efficient monitoring
of the Strategic plan? How do you

measure sucess?

 Work in groups

 15 minutes

 Note down on a flipchart
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Programme for Employers’ Activities

E-mail: actempturin@itcilo.org

Phone: +39 011 693 6590

https://www.itcilo.org/en/the-centre/programmes/employers-activities 


