The William E. Smith Institute Releases Report Providing

                      Keys to Association Merger Success

    CHICAGO - March 21, 2007 - The William E. Smith Institute for Association Research today released the Institute's latest research project report, which suggests that in order for two associations to successfully merge they must be attentive to a number of key elements while avoiding certain others.  Titled Investigation of Association Mergers, the report fills a void in the not-for-profit arena, where little research has been done that helps guide associations through successful mergers.

    In addition to examining indicators of merger success and failure in the context of four distinct stages that merging organizations pass through, the report also explores the reasons that associations pursue mergers and alliances, and how merging associations differ from those that do not seek such arrangements.

    Led by Dr. Julie A. Pietroburgo, assistant professor in the department of public administration and policy analysis at Southern Illinois University Edwardsville, and Dr. Stephen P. Wernet, professor in the school of social service and public policy studies at St. Louis University, the study was based upon qualitative data derived through interviews with board and staff executives of 11 associations that have engaged in merger activity in the last five years.  The associations studied vary in size, focus, geographic reach, structure and degree of success of their merger attempts.

    The report includes valuable information and takeaways from the study of the 11 associations.  For example, it offers a 15-month timeline that was used during the successful merger of three associations and their 2.8 million members.

    Pietroburgo and Wernet said that despite all the powerful potential 

upsides that mergers offer -- including opportunities for growth, positive options for dealing with industry consolidation and/or the ability to secure an organization's future in the face of dwindling financial resources and/or membership base -- mergers between associations have remained largely unstudied.

    "Anecdotal evidence suggests that many merger attempts fail or never get off the ground, but we usually don't hear why so we don't gain key learnings that could be useful to other organizations considering a merger," Pietroburgo said.  "This report offers the most comprehensive analysis yet of consummated and unconsummated mergers.  Even organizations seeking partnership relationships other than mergers can benefit from much of the information and guidance in this report."

    Wernet added, "Particularly in an era when more associations are forced to consider merger possibilities simply as a strategy of survival, having a clear road map and sense for what should and should not be done can mean the difference between a thriving, relevant organization and extinction.

    Copies of the final research report are currently available to all members of the association community free of charge.  The report, as well as additional information on The William E. Smith Institute for Association Research, can be found online at http://www.smithinstitute.org.

    The William E. Smith Institute was established by SmithBucklin, the 

world's largest association management company, to fund new practice-based research providing the latest, most useful information and insights to volunteer and staff leaders on topics, issues and trends important to the association community.  Under the guidance of The William E. Smith Institute Research Director Dr. Arthur C. Brooks, professor of public administration and director of the Nonprofit Studies Program at the Maxwell School of Citizenship and Public Affairs at Syracuse University, Investigation of Association Mergers follows Generations and the Future of Association Participation.  

Released in January 2006, the Generations study dispelled long-held myths regarding association participation.

    What the Investigation of Association Mergers Study Revealed

    The case studies that were examined revealed that the merger process typically involves four distinct stages: precursor partnering, often involving a series of less formal and transitory partnering arrangements between associations around common issues and activities; early merger discussions among a small group of key board members, volunteers or staff leaders; formal negotiations regarding issues involving governance, organizational structure, finances, physical facilities and asset distribution; and merger 

implementation and management.

    Through analysis of these four distinct stages of the 11 cases, the report revealed that the following factors are key indicators of merger success:

    --  Communications - Open, honest dialogue and a willingness to share information during the merger discussion stage; effective handling of external leaks and the internal "rumor mill" during the negotiation stage; and provision of detailed instructions, and sharing with key internal audiences news of progress made, during the implementation phase.

    --  Leadership - The need for a "catalyst leader" - an individual who recognizes and communicates the need for a merger -- and the emergence of a nucleus of like-minded individuals committed to seeing the merger become a reality.

    --  The Appropriateness of Time - Appropriate time periods must be allowed for precursor partnering, merger discussions, negotiations and

implementation in order to allow for the building of relationships, the establishment of processes that facilitate collaboration and the addressing of the legal, financial and operational details of merging.

    --  Social Capital - The emergence of trust and familiarity, as well as the congruence of values, missions and goals -- through face-to-face interactions between people in informal settings outside the

boardroom.

    --  Retention of Culture - The retention, honoring and integration of the distinctive and meaningful cultural elements of the former associations as the new entity is created.

    The report also includes findings that will help associations avoid 

factors that can doom a planned merger.  Such factors that are not merely opposites of the aforementioned indicators of success include:

    --  Opposing Cultures and Opposing Players - Overlooking irreconcilable cultural elements, or the presence of respected players who are vocally opposed to a merger, may be all that is necessary to condemn a merger.

    --  Absence of Congruent Missions - Potential improvement to the financial bottom line cannot overcome situations in which the missions of merging associations are incompatible.

    --  Absence of Support and Culture - Merger discussions will not succeed if internal or external stakeholders strongly favor the ongoing

independence of one or both of the associations.

    --  Lack of Awareness of Need for Change - People may be unwilling to invest the necessary resources to work toward new partnering arrangements if there is a lack of awareness of risks facing the

associations that make a merger advisable.

    In identifying impediments to merger success, the study concludes that none is more damaging than the failure to understand that association mergers occur between people, not organizations.  The study reveals that mergers work only when associations take the necessary steps to build social capital that will help resolve cultural conflicts, provide sound leadership and build teamwork during periods of discussion, negotiation and implementation.

    "This report offers practical insights and specific recommendations to leaders of associations who are considering a merger," said SmithBucklin Chairman and CEO Henry S. Givray, who also is a member of The William E. Smith Institute Leadership Council.  "Further, the key elements that contribute to merger success provide valuable lessons for any association that is considering or already developing an alliance or partnership with another organization."

    About The William E. Smith Institute for Association Research

    The William E. Smith Institute for Association Research was established by SmithBucklin to fund new practice-based research that is delivered to the association community free of charge.  The mission of the Institute is to provide the latest, most useful information and insights to volunteer and staff leaders on topics, issues and trends that help advance the growth of associations and enhance the value delivered to the constituencies they serve.  As evidence of its commitment to the association management field, SmithBucklin provides both human and financial resources to manage the work of the Institute.  The institute reflects SmithBucklin's philosophy of giving 

back to the association community, and provides a meaningful way to honor its founder, Bill Smith.  The Institute is governed by a Leadership Council, comprising: Thomas C. Dolan, Ph. D., FACHE, president and CEO of the American College of Healthcare Executives; Robert J. Dolibois, CAE, executive vice president of the American Nursery & Landscape Association; Henry S. Givray, 

president and CEO of SmithBucklin; Gary A. LaBranche, CAE, president and CEO of the Association Forum of Chicagoland; John J. Prast, CAE, executive vice president of Million Dollar Round Table; Mark O. Thorsby, CAE, executive director of the International Carwash Association; Sherry Keramidas, Ph. D., CAE, and executive director of the Regulatory Affairs Professionals Society; and member and Institute research director, Dr. Arthur C. Brooks, Professor of Public Administration and Director of the Nonprofit Studies Program at 

Syracuse University's Maxwell School of Citizenship and Public Affairs.  For more information, please visit http://www.smithinstitute.org .

    About SmithBucklin

    SmithBucklin is the world's largest association management and 

professional services company providing flexible, tailored full-service 

management and function/project-specific services to more than 235 trade associations, professional societies, technology user groups, government institutes/agencies and corporations. SmithBucklin's mission is to drive growth and build sustained competitiveness for client organizations. Founded in 1949, the company employs 750 professionals specializing in all phases of association activity including executive management, member and chapter administration, convention and trade show management, marketing and branding, Web services, education and programs, government relations and financial management. SmithBucklin manages more than $250 million in annual client budgets from offices in Chicago, Washington, DC, St. Louis and Durham, NC. SmithBucklin is 100% employee owned. For more information, please visit 

http://www.smithbucklin.com or call 1.800.539.9740.
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