
(Editor�s Note:  The focus of our �International
Marketing Forum� may not always be entirely
international in scope.  If you have ideas about
subject matter, give us a call, anytime, at 414-
332-8002 or 202-974-5280.)    

By: Craig Messerknecht, 
VP Marketing & Global Product
Development, D-M-E Company

�d like to take this
opportunity today to talk with
you about trade associations.
These groups offer many oppor-
tunities, some that better posi-
tion and promote your compa-
ny, and some that position and
promote your industry and pro-
fession. 

Benefits
The benefits to you and

your business range greatly. At the
highest level, trade associations
serve as an advocate for your
industry to the public and govern-
ment. This advantage has been
evident over the last year, as the

SPI has spoken out to correct pub-
lic misconceptions about the
health hazards of plastic, an
increasingly popular media topic. 

Having this voice for an
industry is even more critical right
now as many changes are being

made in government legislation as
it relates to everything from safety
and environmental regulations to
global trade agreements, business
stimulus programs, and tax cred-
its.  

Associations also are
repositories of information includ-
ing white papers, news on the lat-
est trends, professional develop-
ment materials, and other educa-
tional benefits. This information
gives members actionable ways to
improve their business and indi-
vidual knowledge. 

Types of Trade Associations
Other benefits gained from

a trade association depend on its
size and focus. Some are very
niche focused, such as the
A m e r i c a n  M o l d  B u i l d e r s
Association (AMBA), some may

encompass an industry such as
the Society of Plastics
Engineers (SPE) and some can
represent an entire sector of busi-
ness such as the National
Association of Manufacturers
(NAM).

Associations of any kind
should not be seen as mutually
exclusive. Your membership in
more than one organization broad-
ens the benefits received. AMBA
can offer updates specific to your
job, whereas groups like SPE and
NAM allow you to network beyond
your peers with prospective cus-
tomers, partners and suppliers. 

Business Growth
Often cited as the biggest

benefit to association member-

ship, networking can serve as a
springboard to business growth. In

addition, you can
serve on committees that allow
you to take an active role in influ-
encing legislation, industry stan-
dards, etc. Participation at this
level also enhances the reputa-
tions of you and your business as
thought leaders in your industry,
giving you added credibility with
customers and prospects. 

And this credibility in the
marketplace brings us back to
theme of my column: marketing.
When faced with a limited market-
ing budget, associations can do
some of the talking and promoting
for you. They already have a nar-
rative for your industry and disci-
pline that will help in explaining to
the world what you do. Even sim-
ple actions like linking your web
site to the association�s web pres-
ence, or using their logo in cus-
tomer communications can go a
long way in solidifying your leader-
ship position in the minds of the
people with whom you�d like to
improve business relations.

The Power for Our People
Some associations take

marketing support a step further,
such as AMBA. They offer mem-
bers access to marketing and pub-
lic relations consultants who will
work on everything from marketing
plans to drafting press releases.
They also exhibit on behalf of their
entire membership at trade shows
and distribute leads post-show, so
you can still benefit from an indus-
try event even if your budget does-
n�t allow you to be there in person.  

Opportunities, Advocacy...  Advantages for YOU...

Reaping the Benefits of Trade Associations!
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AMBA is the only trade association
focused solely on moldmaking, which
makes it particularly important to all of us.
They present up to three webinars a
month, free to members, that are tailored
to running your business better. Their nar-
row focus allows more agility in program-
ming, which is how they very quickly
offered a webinar on the issues GM was
having, helping members know how to
best protect themselves as suppliers.The

AMBA fall conference this year is in Washington DC, where
association leaders and members will meet with their Senate
and House representatives to have their concerns heard.
Issues small businesses face are not as widely understood by
Congress, and opportunities like this, as well as letter writing
campaigns and platform pieces available for your use, build
influence in the future of your industry and the regulations
affecting it.

There are many other great associations out there.
(You can check some of them out, via direct links, anytime, at:
www.dme.net/dme/resources/links.html). These organizations
are eager to help all of us advance ourselves, our companies
and our industry.  Consider creating a combination of involve-
ment that best suits your needs. It�s just one more way to get
a leg up on the competition, while supporting your industry at
the same time.

---- CCMM

GBC Mission Statement: ...to increase global awareness
and competitiveness by providing resources to SPI mem-
bers,  whi le  foster ing growth of the plastics industry
worldwide.

GBC Meetings:  (Future meetings of the Global Business
Council will be announced in this column as appropriate.)
References and International Events:  GBC is comprised
of more than 100 SPI members from all segments of the
industry.  GBC Committee: Dave Lawrence, D-M-E (Chair);
Richard LeNoir, Basell USA Inc. (Vice-Chair); John Blundy,
Incoe Corp; Al Cotton, NYPRO Inc.; Steve DeHoff, Stress
Engineering Services; Larry Doyle, The Conair Group; Van
Durham, Injection Technologies; Al Hodge, Standex
Engraving Corporation; Rob Kittredge, Fabri-Kal Corp.; Peter
Langerak, Dupont Polymers; Bruce Lecky, Drader
Manufacturing Industries Ltd.; Michael Lynch, Illinois Tool
Works, Inc.; Jess A. Mellenthin, Plastic Ingenuity Inc.; Wylie
Royce, Royce Associates; Charles Sholtis, Plastic Molding
Technology; Ursula Tober, Ticona.

International Events: Plast-Imagin, March 23-26, 2010,
Mexico City, Mexico, Banamex; (E.J. Krause & Associates,
Inc.) Telephone 52-55 1087 1650, Fax: 52-55 5523 8276;
www.plastimagin.com.mx

(Editors Footnote: We invite YOU to become a resource for and
contributor to THE MOLDMAKER JOURNAL.  How about a Q&A, for
example? We freely invite readers to offer your own suggestions as
to subject matter for the �International Marketing Forum,� and to make
recommendations as to other topics we might try to cover in these
pages.  Our focus in future may not be completely about global mar-
keting, but we need your input to determine the best kind of news and
information to bring to the Moldmaking Profession.)  
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THE MOLDMAKER JOURNAL invites
you to �Talk Back�!

mmjournal@wi.rr.com

...Continued from page 6

THE MOLDMAKER JOURNAL
Welcomes your classified advertising!!

(For details, phone 202-974-5280 or 414-332-8002)
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Yellow Transportation Offers Special Discounts for 
The Society of the Plastics Industry!

Members will receive the following Yellow savings:

Standard Ground Shipments      62%*
Yellow has designed a high-speed network with the quality, reliability and exibility to meet
your regional transportation needs.

These additional services are also available to SPI Members:
Exact Express® Shipments: Exact Express provides time-definite, expedited delivery

Dedicated Equipment: A variety of specialized, exclusive use equipment to meet your needs

Definite Delivery®: Guaranteed transit times, constant monitoring, proactive notification and end-to-end visibility

Exhibit Services: Guaranteed exhibit transportation services for fast, reliable, damage-free delivery

Shipments to Canada and Mexico: Specialized cross-border services to Canada and Mexico

Global Services: Seamless integrated air, ocean and overland service around the world with full logistics support

The Yellow Promise?  To Help You Keep Yours.
Every shipment is a commitment to your customers. Every delivery is a promise kept. When your reputation is on the

line, there’s no room for second chances.

Enrollment in the SPI Shipping Program is free. 
To enroll, please fill out the registration form on the back and fax it to  913.982.5943. 
Call your dedicated Yellow representative, Lisa Williams, at  800.458.3323 ext. 5722.

Or enroll online at Enrollhere.net.
*Larger discounts may apply for volume shippers.

Enrollment in the SPI Moldmakers Division Yellow

Freight Shipping Program is fre
e of charge.

To enroll, call your dedicated Yellow 

representative, Lisa Williams, at 800.458.3323 ext.

5722.  Or, join online at Enrollhere.net.




