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1. 2009 Component Manufacturer Strategic Business Planning Outline

a. Before BCMC

i. Define the purpose, vision and mission for your company

ii. Identify business areas to evaluate

1. Staffing

2. Benefits (WTCA’s Wage and Benefits Survey)

3. Administration

4. Inventory

5. Accounting/Business Management/Enterprise Resource Planning (ERP)
6. Benchmarking (WTCA’s Financial Performance Survey)

7. Equipment

8. Material handling

9. Production Training and Certification

10. Safety program

11. Quality Control Program

12. Technical Training and Certification

13. Marketing/Branding
iii. Quantify your business needs

1. Define your budget

2. Identify expense(s) you want to reduce

3. Identify revenue(s) you want to increase

4. Identify challenges/business concerns you want to address
5. Identify opportunities/benefits you want to address
iv. Define the challenges you are facing to help you select the equipment and services you need.

v. Define the equipment or services that would help your company
vi. What information about the equipment, products and services do you need to make accurate purchasing decisions?

1. Availability of products and services through what vendors?
2. Costs

3. ROI

4. Time and cost study information

a. By vendor

b. By independent evaluation

c. By a CM using the equipment
5. Compare notes with peers

a. Find out what works and what hasn’t

vii. Review websites:

1. The BCMC website (www.bcmcshow.com) has exhibitor descriptions that will provide solid information about who is selling the equipment and services you need.
2. The SBC Magazine exhibitor directory (August and November supplement) and website (www.sbcmag.info) has a listing that will provide solid information about who is selling the equipment and services you need.
3. Vendor websites will also provide perspective.
viii. Review educational offerings (sessions/roundtables/plant tours) at the show and select the options that will provide the most value to achieving your business goals and objectives.
ix. Determine who should attend BCMC based on who can best help you meet your business goals and objectives.

1. Remember to take into account which employee(s) can help with the following:

a. Best evaluate the equipment and services you want to research;

i. Map out the exhibitors each individual(s) needs to talk to and create a schedule for each person attending the show.

1. Determine specific deliverables from the show for each individual attending so there is accountability.

a. Determine the best method for the individual to record the information they gathered for future use.

ii. Schedule meetings with the exhibitors and/or plan time with each exhibitor who offers the items you need.

b. Determine who will attend specific sessions/roundtables, in preparation for passing on the information that was learned at the session to other coworkers.

c. Evaluate the opportunities for networking.
x. Download the BCMC Calendar of Events to your Outlook calendar so you don’t miss anything.
1. Schedule you and your staff’s key booth stops

2. Schedule staff planning meetings:

a. Prior to BCMC, 

i. Define your key objectives

b. At BCMC
i. Evaluate all the progress made and information gathered 

c. Post BCMC

i. Create a timeline for implementation and decision-making

xi. Contact BCMC staff to schedule a meeting room for staff meetings onsite

1. Define your catering needs.

a. Create an agenda

i. Follow up on staff (attendee) responsibilities for the show

xii. Register for BCMC before the early-bird deadline (August 25)

1. Save money on registration and airfare

2. Better chance for your #1 choice of plant tour and time slot

3. Better chance to get #1 choice of hotel

xiii. Plan time for recreation

1. Golf outing

2. Dinner

3. Networking opportunities

4. Site seeing before/after show days

5. Remember to register early for plant tours (great opportunity to learn from other manufacturers)

b. At BCMC

i. Schedule daily debriefing meetings with the staff attending the show 

1. Briefly discuss information gathered the day before

2. Implement a plan of attack for the day 

a. Adjust plan based on accomplishments made

i. Are there any other products and services you saw that you didn’t plan ahead for?

ii. Did you see all the exhibitors you were assigned to research?

iii. Are you ready to make a purchasing decision?

iv. What other information do you need to find?

v. Did you learn something in the sessions that you want to discuss with your peers?

ii. Maintain your daily schedule/agenda
1. Morning staff meeting

2. Educational programs

3. Product/services research with exhibitors

4. Other BCMC events:

a. Tours

b. Roundtables

c. Golf

iii. Create strategic relationships

1. Talk to industry veterans to gather intelligence.

2. Network with peers who are facing the same challenges you are

c. After BCMC

i. Distribute information gathered at BCMC to other employees.

1. Schedule applicable meetings to put the information learned into practice.

ii. Evaluate products and services you learned about if you didn’t purchase them at the show

1. Create a timeline for decision-making and implementation if applicable

2. Make decisions

iii. Mark your calendars for the next BCMC.
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