How to Sell Conference Attendance to Your Board

The Arc’s National Convention is coming soon offering valuable opportunities for networking, learning and growth for individuals as well as organizations. But in lean times with budget crunches looming, it can be difficult to sell your board on the idea of spending hundreds of dollars to send you to events such as these. We have some ideas to help you convince your board of the benefit of attendance. 

The best way to sell them on the proposal is to spell out exactly what you’ll bring back to your organization from the event. The first thing you should do is develop a cost estimate for attendance including all factors from registration fees to transportation and lodging to a per diem reimbursement for food. Once you have a comprehensive total, you can begin to quantify the benefits. Registration for the 2013 Convention opens soon and you’ll be able to go through the registration form and determine the exact costs of your attendance including your hotel reservations, but not including travel expenses such as airfare.  
It can be tricky to break down all of the costs because some of the major benefits of conferences such as networking opportunities are hard to put a dollar value on. However, you can break down specifics such as the sessions you’ll attend that are relevant to your organization and the tools you’ll gain at those sessions such as learning about new technology and processes. Break down the specific skills you’re likely to acquire as a result of such sessions. Quantify the number of vendor contacts you’re likely to make – you’ll be able to track which vendors will be attending the 2013 Convention on our Website - especially if you know some of these vendors will be offering products helpful to your organization. Detail training opportunities not only for yourself, but skills you may be able to bring back to teach others in your organization who did not attend the conference. Will you be able to hold on-site training sessions for the entire staff based on what you learned? Spell that out for your board. 

Finally, be sure to clearly articulate how the benefits of the conference directly relate to your organization’s needs – do not assume your board automatically understands the connection. Spell out what benefits are to be gained from networking, team building, exploration of new ways to use current tools and future tools and technologies you should be aware of. And, don’t forget to include the cost of opportunities potentially lost – if you don’t attend this seminar or conference, will you miss out on a chance to learn how to save your organization money with a new process, bring in more support more efficiently, or connect with a peer or potential partner who can help you with your mission? After presenting everything, it’s up to the board to determine the value of the conference versus the cost, but at least you have done your job in providing them with all of the details they need to make an informed decision. 
