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1. How many Gateway NAMA meetings/events did you attend this year?

a. 1-2: 35.7%

b. 3-4: 28.6%

c. 5 or more: 10.7%

d. None: 25%

2. How important are the following factors in your decision to attend a meeting?
a. Topic of program

· Very Important: 64%

· Important: 32%

· Somewhat Important: 4%

· Not Important: 0%

b. Reputation of Speaker

· Very Important: 18%

· Important: 50%

· Somewhat Important: 29%

· Not Important: 4%

c. Time/Date

· Very Important: 48%

· Important: 48%

· Somewhat Important: 4%

· Not Important: 0%
d. Networking Opportunities

· Very Important: 11%

· Important: 50%

· Somewhat Important: 29%

· Not Important: 11%

e. Other attendees from your organization

· Very Important: 0%

· Important: 29%

· Somewhat Important: 25%

· Not Important: 46%

f. Location

· Very Important: 0%

· Important: 71%

· Somewhat Important: 21%

· Not Important: 7%

g. Cost

· Very Important: 0%

· Important: 29%

· Somewhat Important: 46%

· Not Important: 25%

3. Which meeting topics this year most interested you – whether or not you were able to attend? 

a. September Happy Hour-Schlafly’s Bottleworks: 21.4%

b. September – Kerry Preete, Monsanto: 39.3%
c. October – St. Louis at the Heart of the Biobelt (Dr. Roger Beachy): 53.6%
d. November – Renewable Fuels Panel Discussion: 67.9%

e. January – Bringing Internet Access to Rural America (Tim Ganschow): 50%

f. January – Blogging Workshop (Chuck Zimmerman): 28.6%

g. February – Global Agribusiness (Debbie Perkins): 50%

h. March – Luncheon with National Postsecondary Agriculture Students Organization: 10.7%

i. April – New Business Partnerships (Richard Vogen): 32.1%

j. May – The New Small Farmer (Jane Eckert): 60.7%

4. For the past two years, Gateway NAMA has been hosting joint meeting with the St. Louis Agri Business Club. Do you feel this partnership is something that should continue in the future?

a. Yes: 60.7%

b. No: 0%

c. Would like to have some joint meetings & some separate: 25%

d. No preference: 7.1%

e. Comments – 

- Joint is best


- The March Meeting was initially promoted as featuring a speaker that would discuss the supply (or lack of) qualified job candidates with ag knowledge and experience. No speaker addressed that issue, and the meeting was a disappointment.
5. What types of meeting topics most appeal to you?

a. Case studies of successful marketing programs: 82.1%

b. Producer panels/roundtable discussions: 42.9%

c. Farm/production tours: 32.1%

d. Happy hours/social events: 28.6%

e. Hot topics in agriculture: 82.1%

f. Marketing trends: 71.4%

g. Technology-related trends & training: 42.9%

h. Mentoring opportunities: 14.3%

i. Other: 7.1%

· I would like to see Gateway NAMA serve as a catalyst for elevating the quality of marketing within the ag sector. Ag advertisers and agencies still see themselves as competing within category, when, in reality, they are competing for share of voice in the market against companies such as Anheuser-Busch, NIKE, Apple, Sirrius, etc. Gateway should take the lead in a creative revolution within the industry.
· Other events, such as social events, are positive if they allow structured and productive networking.

6. What benefits are important to you as a member of Gateway NAMA?

a. Networking Opportunities

· Very Important: 26%

· Important: 41%

· Somewhat Important: 26%

· Not Important: 7%

b. Leadership Opportunities

· Very Important: 4%

· Important: 26%

· Somewhat Important: 44%

· Not Important: 26%

c. Mentoring/working with the student chapter

· Very Important: 4%

· Important: 7%

· Somewhat Important: 52%

· Not Important: 37%

d. Local Meetings & Events

· Very Important: 22%

· Important: 52%

· Somewhat Important: 22%

· Not Important: 4%

e. National Events (Conference, Agri Business Forum)

· Very Important: 26%

· Important: 30%

· Somewhat Important: 33%

· Not Important: 11%

f. Marketing Competition (regional & national)

· Very Important: 11%

· Important: 26%

· Somewhat Important: 26%

· Not Important: 37%
g. News/Communication (Web site, newsletters, etc.)

· Very Important: 11%

· Important: 59%

· Somewhat Important: 22%

· Not Important: 7%

7. What do you feel are the strengths of the Gateway NAMA Chapter?
· Good speakers/programs at meetings I’ve attended
· I haven’t belonged long enough to weigh it all out. I feel the networking is valuable and the speakers have all been good.
· Good membership base and opportunity for growth.
· Professional development and networking.
· Relatively good turnout.
· Networking with other local ag businesses.
· Have not been at enough meetings or a member long enough to answer question.
· Putting forth strong learning opportunities for those in the St. Louis area. Drawing upon the strength of the organization and contacts we have here in St. Louis.
· Gain exposure to people and business ideas
· Opportunity to network with local ag professionals
8. What do you feel are the weaknesses of the Gateway NAMA Chapter?
· Membership is too internally focused. Not the fault of NAMA, but more the mentality of the industry.
· Member involvement/attendance.
· Location – some hotel accommodations for seminars seem much nicer than others.
· Member communications and feedback, and perhaps member involvement -- I volunteered for committee involvement a couple of years ago on a survey like this one and never heard a peep. Also, it would be good to see more members at the meetings. I have finally started to attend, but the NAMA members are quite scarce. It has a very St Louis Agri-Business Club "face" to it.
· Communication of events and meetings. I never recevied notification of meetings or events that occurred in Gateway NAMA. I am also a member of Mo-Kan NAMA and receive emails on a consistent basis from that NAMA group.
· Lack of interest for NAMA events from those on the industry side of the table. We need more senior people from the Ag industry vs. the agencies that serve those companies. That is what it was like 10 years ago. Now the companies are part of CropLife and other groups they deem more beneficial to their needs.
· Not attracting top marketing people... primarily young people... not all bad, just wish more of the top people participated!
· Today's work demands at some employers practically prohibit the opportunity to partcipate in professional development opportunities.
· Meetings are well attended by agencies and support companies but I have seen very few agribusinesses attend
9. Comments/Ideas/Suggestions for the 2006-2007 program year:
· Host a roundtable or creative forum to inspire marketing agencies and reinvigorate corporate marketers.
· Reduce costs of attendance.
· I would like to see our programs get out in front of the curve in ag marketing. Jane's program last month was a good example -- much more inventive a topic than normal. Bravo! Apologies -- this isn't an idea, but more of a challenge. I would offer to work on the program committee.
· I like everything we've done the past 2 years. I really don't know how to reinvigorate NAMA to get more senior level industry participants. We had the same problem North for CAMA. As long as CropLife continues to provide a forum for the top dogs to meet, we really can't compete without being able to put a significant budget behind it.
· Keep bringing interesting people with interest topics... nothing to suggest specifically
· Stay linked with the St. Louis Agribusiness Club. It makes sense.
