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American Marketing Association 
 

ANNUAL REPORT 2007-2008 
 

SRU AMA: YOUR RECIPE FOR SUCCESS 
    

The Direction of SRU AMA 
òSRU AMA ð Your Recipe For Success!ó  As our University celebrates its 60

th
 anniversary as an 

institution, the Salve Regina Chapter of the American Marketing Association celebrates its 6
th
 year as an 

influential organization in our school community. The history of the success of our school and club is due to 

our willingness to listen and accept and encourage new ideas, while keeping with the traditions of our 

University. Inspired by this idea, we chose the theme òYour Recipe For Success!ó understanding that 

many ñingredientsò go into the success of our membership and chapter. We encourage our members to 

aspire, contribute, network, and challenge themselves throughout the year. We will encourage members to, 

like a recipe; always remember the fundamental ingredients to success while understanding the importance 

of trying new ideas to create just the right dish. Success tastes so sweet!  

 

Mission Integration Statement 
Salve Regina Universityôs American Marketing Association is a professional organization for students 

interested in furthering their study and practice of marketing. The Salve Regina University Chapter of the 

American Marketing Association provides marketing resources and education by offering professional 

development activities and networking opportunities. National competitions and local community service 

projects not only enhance membersô skills and knowledge, but also promote ethical decision-making and 

responsible citizenship. 

  About Our School 
The Salve Regina University chapter of the American Marketing Association, also known as SRU AMA, 

was officially recognized as an academic club in 2001 by the Salve Regina University administration. The 

Business Studies Department has recently merged with the Economics department becoming the Business 

Studies and Economics Department. The SRU AMA Executive Board is composed of twelve members, and 

is advised by the coordinator of the Marketing Program in the Business Studies and Economics Department.  

Salve Regina University is a private, Catholic University founded by the Sisters of Mercy in Newport, Rhode 

Island. Salve Regina University has an enrollment of approximately 2,090 undergraduate students and 499 

graduate students. There are approximately 420 students enrolled in the Business Studies and Economics 

Department; 79 of which are marketing majors. Although, a coeducational institution, enrollment favors 

women approximately 69%.  

 

Salve Regina University Snapshot 
School Type 4-year private, Catholic, Liberal Arts 

Undergraduate Enrollment 2,090 

Undergraduate Business Majors 420 (approximately) 

Undergraduate Marketing Majors  79 

Gender Distribution  69% Female/ 31% Male 

Description of Administrative Policies Conservative Based in Catholic Faith 
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This has been a year of challenges, changes, and definite successes for the Salve Regina University American 

Marketing Association (SRU AMA).  With the help of the 14 member Executive Board, the organization 

implemented an impressive number of important events and activities.  

 

A survey of AMA members in late September/early October was conducted on www.surveymonkey.com to 

determine areas of member interest for guest speakers and other programming events.  The survey also 

determined the best way to contact members regarding events, and the types of events members would like to 

attend, among other questions.  In terms of Programming, we offered 3 field trips (Doris Duke Couture 

Collection at Rough Point, the Northeastern University Career Fair, and Newport Storm), and have 3 

additional planned (New York City trip to visit Pfizer and NBC Studios, and a tour of Mardi Gras World in 

New Orleans).  Thirteen (13) guest speakers from many different marketing disciplines visited the college, 

and one more speaker (VP Baseball Operations for the Newport Gulls) is planned.  We had 2 SRU AMA 

Chapter meetings, and plan on one more in April for Elections and Senior Appreciation.  There were 3 

professional development programs offered on Professional Image, Networking Skills, and Body Language at 

Interviews.  Chapter members have either participated in, or plan to participate in 9 AMA Competitions this 

year!  Programs and events were evaluated by attendees, and attendance at events was recorded.  In addition, 

we participated in Marketing Week activities, and 2 social events were held. 

 

During Marketing Week this year, we coordinated 3 guest speakers for marketing and business classes under 

the SRU AMA banner.  We also had an AMA membership meeting which followed our participation in Club 

Rush activities the week before to draw in attendees.  We also coordinated a networking event with the 

Southeastern New England (SNE) professional chapter and our Salve Regina University (SRU AMA) 

chapter.  During the coordinated event, participants had a chance to network with one another, and VP 

Marketing David Murray from BankNewport presented ñCustomer Intellect VS Customer Emotion: You Can 

Lead a Horse to Water, but Heôll Only Drink When Thirsty.ò  SRU AMA also hosted a ñBring a Can to Class 

Daysò program to help restock the pantry at the Womenôs Resource Center in Newport, RI. 

 

The SRU AMA has a long tradition of Community Service efforts, based on the mercy mission of our 

university.   We adopted the Womenôs Resource Center (WRC) this year ï an organization that helps victims 

of domestic abuse in Newport and Bristol counties in RI.  Two marketing plans ï and extensive research ï 

were prepared for the WRC in the Fall Semester.  These marketing plans focused on (1) rebranding efforts for 

the center, and (2) fundraising efforts to support the center.  In addition, 2 Non-perishable drives were held to 

restock the pantry at the WRC, and a cell phone drive to provide domestic violence victims a 911 lifeline.  

This semester, we are working on grant research and writing for the Center who is seeking to purchase a Safe 

House on Aquidneck Island.  The house will need upgrading and funds for upkeep.  We have met with a grant 

writer, identified 4 foundations which match the WRCôs needs, and are in the process of research the 

requirements to gather information to write the grants.  Other Community Service events included decorating 

15 Christmas Trees for an assisted living center, making 62 fleece scarves for the Martin Luther King 

Community Center breakfast program, personalizing 100 holiday cards and sending to the US troops 

overseas, and making 75 Hug Me Tight pillows for RI Hospital cancer treatment patients.  We are currently 

conducting an eye glass drive for the Give the Gift of Sight program, and presenting a Dress for Success 

event for adult participants in the Microsoft Certification program in late March that helps retrain adults for 

better employment opportunities.      

 

Our goal in fundraising was to identify ways in which we could help the Womenôs Resource Center (WRC).  

University rules do not allow us to raise money for our chapter ï only for a 3rd party organization.  In 

addition, we are only allowed one fundraiser per semester.  During the fall semester, we distributed an ñaskò 

letter to faculty and staff at the University asking for gift cards for the WRC.  The gift cards ï from stores 

such as Wal-Mart, CVS, and gas stations ï are given to domestic violence victims who run from a situation 

and need immediate help to relocate temporarily.  Some need pajamas, some medicines for their kids, and  

http://www.surveymonkey.com/
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some food.  We collected $480 worth of gift cards for the Center.  During spring semester, we had a 

Valentineôs Day fundraiser where we sold roses and baked goods.  This event made a profit of $355, which 

was used to help support our Dress for Success event which is presented to 5 adults in the Microsoft 

Certification retraining program.  There are currently 5 women in program who are seeking to upgrade their 

skills in order to find better employment opportunities.  As part of our Dress for Success event ï held in late 

March ï we will be giving the participants $70 gift certificates to TJ Maxx so they can purchase interview-

appropriate attire. 

 

Membership was definitely a challenge this year.  For the first time ever, our membership showed a 

significant decline.  We currently have 34 members.  We attribute this decline to the development of the SIFE 

chapter on campus which is now in its second year.  The greatest losses in membership for us, are in non-

marketing majors.  We previously have had many Business Administration majors who were looking for 

leadership opportunities, and an active organization to join.  With no other choices, the AMA was a good 

choice.  Students in Free Enterprise (SIFE) has a much broader focus, however, in business and economics.  

This may be a better ñfitò for non-marketing majors.  Recommendations for the next yearôs AMA Executive 

Board are made in this section, and include actively recruiting outside the Business Department in English 

Communications, Communications Media, and Graphic Design. 

 

We had a great year for Communications this year.  We used the theme ñRecipe for Successò throughout the 

year ï and will carry that theme to the AMA International Collegiate Conference.  This year we added a 

Facebook presence, had 2 articles published in Salveôs quarterly alumni magazine ñReport from Newport,ò 

had a article in the state newspaper ñProvidence Sunday Journal,ò an article in the Touro Infirmary Newsletter 

about your Exhibit Hall booth at the AMA Conference last year, two articles in the Salve newspaper 

ñMosaic,ò and many mentions on SalveToday (Salveôs internal website).  A table of internal and external 

press and estimated research is reported in the Communications Section.  An on-going challenge relates to our 

webpage on the University website.  All changes must go through the webmaster, but once again, the 

webmaster position is unfilled.  This has been a situation over the last two years, which makes it very difficult 

to update our pages more than once a semester (if they get to it). 

 

Chapter Operations ran smoothly with many more E-Board meetings than expected.  Two E-Board members 

resigned in the fall, but we had two bright motivated members who jumped in and got right to work.  We had 

hoped to work more with Salve alumni this year ï and we did bring in a number of alum as speakers ï but a 

full -blown alumni event wasnôt possible.  We are hoping to coordinate an alumni event during Fall Festival 

Weekend in Fall 2008.  The Co-VP positions are working well, with so many students committed to many 

clubs, organization, and work outside of academics.  This year we tried forming Community Service and 

Fundraising Committees. The committees were formed, but not used as effectively as possible. This is an area 

for improvement next year.  Recommendations for next yearôs E-Board are detailed at the end of the Chapter 

Operations Sections. 

 

Our budget, overall, concluded with $2,537.09 surplus.  Total income/revenues were $9,109.54; while total 

expenses for all programs were $6,572.45.  The largest expenditure is on conference travel for the 7 students 

attending the AMA International Collegiate Conference this April.  Fortunately, the $3,500 budget line from 

the Business Studies Department covers most of the travel costs.  Overall, financially, the SRU AMA had a 

great year leaving the club in good financial standing for the 2008-2009 year. 
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PROFESSIONAL DEVELOPMENT 
Professional Development Objectives:                                                                Total Cost to Chapter $4182.72 

Revenue Generated $330 

1. To determine member interest and satisfaction with programming 

2. To provide professional development opportunities for the SRU AMA membership 

3. To provide opportunities to members to enhance marketing knowledge by competing  

Internationally with AMA  

SUMMARY OF PROFESSIONAL DEVELOPMENT 
Event Goal Actual as of 3/5/08 

Field Trips 6 3 completed; 3 scheduled 
Guest Speakers 14 13 completed; 1 scheduled 

Professional Development Programs 3 3 completed 

AMA Competitions 7 9 in progress 
AMA Chapter Meetings  3 2 completed; 1 scheduled 

AMA  Social Events 2 2 completed 

Research AMA Members Perform Research Research Completed 
 

Research                                                                                                                                   Cost to Chapter $0.00 

 Membership Survey: Surveyed members to determine areas of interest for programming in October 

2007, and will survey members in April 2008 to determine satisfaction of yearly programming.  
Before planning our yearly activities, the AMA E-Board distributed a survey to determine areas of 

interest for our members. Fifteen members (15) completed the Membership Survey which was posted on 

www.surveymonkey.com. Some of the results are indicated below. 
 Program Satisfaction Survey: Administered surveys after all guest speakers to determine satisfaction 

with event for future planning. 

o Used events to attract and market to potential members. 

o Used Satisfaction Survey to collect names of non-members who attended AMA events. 

o Program satisfaction was rated on a 5 point scale from excellent (5) to poor (1). 

 Attendance: Recorded attendance at all events 
 

Interest Level in Various AMA Programs 

Members were most interested in an all-day Field 

Trip to Boston (13), Guest Speakers (10), and Field 

Trips to Local Businesses (9).  Interest in other 

marketing-related events included networking (9), 

community service (9), field trip to job fairs (7), 

participating in writing Annual Plan & Report (6), 

participating in AMA Case Competition (9), and 

Developing Career Skills (5).   

Areas of Interest in Marketing 

The areas of interest in Marketing were as follows: Event 

Planning (73.3%), Fashion Marketing and Retail (66.7%), 

Sports and Entertainment Marketing (66.7%), Advertising 

and Promotions (33.3%), Pharmaceutical Sales (20%), 

Media Planning (13.3%), Hospitality Marketing (13.3%), and Sales (13.3%).   

http://www.surveymonkey.com/


  

What is the best way to reach 

students?

Email 

Posters in O'Hare

AMA Bulletin

Board

Phone Call

Most Effective Ways to Reach AMA Members                                                                                                                                                     5 

 

The most effective ways to reach AMA members regarding programs 

were E-mail (100%), Posters in OôHare Academic Building (20%), 

AMA Bulletin Board (20%), and Phone (13.3%). 

 

Based on the membership survey results, plans were created to attract 

guest speakers, and plan field trips and networking activities which were 

of interest to members. 

 
 

 

 

Field Trips                                                                                                                        Cost to Chapter $3753.72 

 Arranged trips to 6 organizations for members to tour. 

 Created a variety of external programs that have appeal to the diverse members of SRU AMA based 

on membership survey illustrated above. 

 Coordinated events with the AMA Providence Professional Chapter to encourage networking. 

 Sending 7 SRU AMA members to the International Collegiate Conference. 

 

Field Trip Record 
 Date Location Description Attendees Evaluation 

Excellent (5) 

Poor (1) 

1 9/24/2007 Doris Dukeôs Couture 

Collection ï Newport, 

RI 

Students interested in the 

fashion industry attended the 

Doris Duke Couture 

Collection which showed 

fashion couture from the 

1930s ï the early 1990ôs. 

21 4.8 

2 2/6/2008 Northeastern Career 

Fair 

The SRU AMA paid for a 

van to bring interested 

students to the Northeastern 

Career Fair in Boston, MA. 

7 4.3 

3 2/25/2008 Coastal Extreme 

Brewing, Co.; Newport 

Storm 

Students had a private tour 

with the President of the 

company. Students had the 

opportunity to ask questions 

about marketing efforts and 

other relevant topics. 

8 4.0 

4-5 4/11/2008 NYC Trip: Pfizer and 

NBC Studio Tour 

Students will be meeting with 

Nick Gwatkin, director of 

WW Pharm-Ops USA. He 

will present the exercise of 

researching and marketing a 

new drug and its challenges. 

Students will also be 

participating in an activity 

created my Gwatkin. We will 

also tour NBC Studios while 

in New York City. 

TBD TBD 

6 4/2/2008 Mardi Gras World Tour and history of Mardi 

Gras in New Orleans. 

8 TBD 
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Professional Development Programs                                                                              Cost to Chapter $50.00 

 Offered 3 Professional Programs to help build the professional skills of membership. 

 Professional programs included networking, body language, professional image, and more.  

 Coordinated these programs with Salveôs Career Development Office. 
 

Professional Development Record 
Program Date Number of Attendees Evaluation 

Networking with SNE AMA 

Professional Chapter 

10/11/2007 

Marketing Week 
12 4.3 

Developing a Professional Image 11/29/2007 9 5.0 
Career Prep Strategies ï 

Networking, Body Language, and 

Interviewing 

~Coordinated with SRU Career 

Development Office 

2/11/2008 16 4.4 

 

Guest Speakers                                                                                                                      Cost to Chapter $0.00 

 Brought in 13 guest speakers to campus this year, giving members the opportunity to see their 

academic studies in action, ask questions of professionals and networking.  One additional guest 

speaker program is planned for 4/3/2008, as noted below. 

 Based on the results of the Membership Survey, speakers in a variety of areas were scheduled. 

 All evaluations were collected after the event by creating a satisfaction survey on 

www.surveymonkey.com.  For that reason, the events on 3/3/2008 have not yet been finalized. 
 

     Guest Speaker Record 
# Speaker and Company Date Attendees Evaluation 
1 Normand Deragon, Information Officer for SBA 

Topic: Creating an Effective Business Plan 

Two presentations, 1:00 and 2:30 

10/9/2007 

Marketing Week 

46 4.3 

2 Kristine Hendrickson, VP Communications SRU 

Topic: Non Profits and Public Relations 

10/10/2007 

Marketing Week 

17 4.5 

3 David Murray, VP Marketing BankNewport 

Topic: Creativity in Marketing 

10/11/2007 

Marketing Week 

12 4.3 

4-

7 

Tarra DelChiarro, Nicole Stone, Joe Landino, 

Krystal Carcieri   PARADE OF ALUM! 

Topic: Life After College (Two presentations)  

11/19/2007 18 4.8 

8 Ashley St. Andre, Assistant Project Director 

PARADE OF ALUM! 

Topic: NPD Fashion Group 

12/3/2007 21 3.3 

9 Paula Avena, Executive Consultant for Career Change 

Topic: Job Search Preparation, Body Language, 

Interviews and Networking 

2/11/2008 16 4.4 

10 Carla Haddad, NXT Event Boston 

PARADE OF ALUM!    (Three presentations) 

Topic: Focus on Career (2), Focus on Sales 

2/25/2008 133 4.0 

11 Kathryn Lillie, Grant Writer SRU 

Topic: Grant Writing and Research 

2/27/2008 15 4.4 

12 Greg Clarkin, Meditech 

Topic: Careers with Meditech 

3/3/2008 15 TBD 

13 Bill Mullin , HR Specialist at Shaws Supermarkets 

Topic: Careers and Internships with Shaws 

Two presentations, 11:30 and 1:00 

3/3/2008 83 TBD 

14 Chris Patsos, VP Baseball Operations, Newport Gulls 

Topic: Community Relations and Team Management  

4/3/2008 TBD TBD 

http://www.surveymonkey.com/


  
7 

AMA Competitions                                                                                                                 Cost to Chapter $49  

 By April 2008 we will have participated in 9 AMA competitions, allowing members to compete with 

other schools, as well as enhance and develop skills.  The SRU AMA will have competed in the 

following competitions:  

o Marketing Week in Oct. 2007 

o Submitted proposal for AMA Community Service Grant in October 2007 (not funded) 

o Prepared a Chapter Annual Plan and submitted it in November 2007 

o Organized a Case Competition Committee and submitted a case solution in December 2007 

SRU AMA Case Competition Team placed as semifinalist in the competition  

o Prepared a Chapter Annual Report and submitted in March 2008 

o Will participate in the Sales Competition at the AMA Collegiate Conference in April 2008 

o Will participate in Trade Show Exhibit at the AMA Collegiate Conference in April 2008 

o Will participate in SABRE Competition at the AMA Collegiate Conference in April 2008 

o Submitted SRU AMA website to the AMA Website Competition 
 

AMA Meetings and Social Events                                                                                         Cost to Chapter $330 

Revenue Generated $330 

 Conducted 2 meetings with SRU AMA Chapter members to date, with one scheduled for April. 

 The first AMA meeting was held in September 2007 as an introduction to AMA. 

 The second AMA meeting was held in October 2007. 

 The last AMA meeting to be held in April 2008 and will serve as a yearly wrap-up,elections 

for the 2008-2009 Executive Board, and Alpha Mu Alpha Induction (11 @ $30 = $330). 

 Held 2 SRU AMA social events. 

o 10/11/2007 ~ Networking with SNEAMA Professional Chapter 

This event, during Marketing Week, was a coordinated event with the Southeastern New 

England professional AMA chapter.  The event invited members of SRU AMA and SNE 

AMA for networking and a presentation by David Murray, VP Marketing for BankNewport. 

o 2/13/2008 ~ AMA Social Breakfast 

The AMA Social Breakfast invited all current members of AMA for a free continental 

breakfast which was held between classes on 2/13/2008.  This breakfast also provided a time 

to work out the final details of our fundraiser which took place on 2/14/2008. 
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MARKETING WEEK ACTIVITIES 
 

Salve Regina University 

AAA MMM EEERRRIII CCCAAA NNN    MMM AAA RRRKKK EEETTTIII NNN GGG   AAA SSSSSSOOOCCCIII AAA TTTIII OOONNN    

   

Tuesday, October 9                                                                                                      0   
                                                                                                                   

2:30 ɬ 3:45pm             Speaker: Normand Deragon, Small Business Adminis tration  

                                    Writing a Winning Business Plan ɬ .ɀ'ÈÙÌɯƖƕƙ  
 

5:30 ɬ 6:30pm           Membership Meeting  - .ɀ'ÈÙÌɯƖƚƔ 

                         Members and interested students welcome! 
 

Wednesday, October 10                                                                                               0 
 

8:00ɬ9:15am             Speaker: Kristine Hendrickson, VP Communications ɬ SRU 

                                  Non-profits and Public Relations ɬ .ɀ'ÈÙÌɯ106  
 

All Day                       Bring a Can to Class Day  

 3ÏÌɯ6ÖÔÌÕɀÚɯ1ÌÚÖÜÙÊÌɯ"ÌÕÛÌÙɯ×ÙÖÝÐËÌÚɯÕÌÊÌÚÚÐÛÐÌÚɯÍÖÙɯÞÖÔÌÕɯ    and children seeking 

temporary shelter from violent situations.     Non-perishable food, diapers, and  health 

& beauty aids are    needed.  Please bring a Can to Class today to support the     

 6ÖÔÌÕɀÚɯ1ÌÚÖÜÙÊÌɯ"ÌÕÛÌÙȭɯ"ÖÓÓÌÊÛÐÖÕɯÉÐÕÚɯÈÙÌɯÈÝÈÐÓÈÉÓÌɯÖÕɯÛÏÌɯ    2nd %ÓÖÖÙɯÖÍɯ.ɀ'ÈÙÌȭ 

  

Thursday, October 11                                                                                                  0 
 

5:30 ɬ 6:15pm           Networking with SNE AMA  (professional chapter)  
 

6:15 ɬ 8:00 pm          Speaker: David Murray: VP Marketing BankNewport  

                                    ɁCustomer Intellect vs Customer Emotion: You  

                                     "ÈÕɯ+ÌÈËɯÈɯ'ÖÙÚÌɯÛÖɯ6ÈÛÌÙȮɯÉÜÛɯ'ÌɀÓÓɯ.ÕÓà  

                                  Drink     6ÏÌÕɯ3ÏÐÙÚÛàȭɂ   

                                    Pell Center 
 

All Day                       Bring a Can to Class Days 

                                    To benefit ÛÏÌɯ6ÖÔÌÕɀÚɯ1ÌÚÖÜÙÊÌɯ"ÌÕÛÌÙ 
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COMMUNITY SERVICE 
Community Service Objectives:                                                                              Total Cost to Chapter $131.30 

1. Identify a local non-profit organization which would benefit from community service activities 

2. To provide community service opportunities for the SRU AMA membership. 

3. To continue to be a model for the University in community service and related activities. 
 

This year the SRU chapter of AMA has decided to focus our attention on the Womenôs Resource Center, a 

center for domestic violence, located in Newport and Bristol Counties, for the majority of our community 

service projects. We also assisted other non-profit organizations within the community including the 

Blenheim Assisted Living Center and the Martin Luther King Center.  
 

SUMMARY OF COMMUNITY SERVICE EVENTS 

Event Benefactor Semester Goal Actual Number of 

Participants 

Bring A Can To Class Day 

Womenôs Resource Center 

Fall 2007 100 non-perishable 

items 

Over 100 non-

perishable items 

SRU Business 

Department   

Food Drive 

Womenôs Resource Center 

Fall 2007 2 boxes  Over 275 non-

perishable items 

SRU Community 

 

 

Marketing Plans 

Womenôs Resource Center 

Fall 2007 Marketing Plan for 

Rebranding Effort 

and Marketing Plan 

for Fundraising 

Effort 

2 Marketing Plans 

developed (over 200 

pages of research and 

information) 

15 

Christmas Trees For Charity 

Blenheim Assisted Living 

Center  

Fall 2007 15 Trees 15 Trees 16 

Fleece Scarves 

Martin Luther King Jr. 

Center 

Fall 2007 50 Scarves 62 Scarves 8 

Holiday Cards 

Troops in Iraq 

Fall 2007  100 Cards 100 Cards 8 

 

Cell Phone Drive 

Womenôs Resource Center 

Spring 2008 15 Phones On-Going SRU Community 

Grant Writing 

Womenôs Resource Center 

Spring 2008 Aid the WRC in 

research and grant 

writing for the 

purchase, upgrade 

and upkeep of a Safe 

House 

On-Going 

Met with grant writer 

and working on 4 grant 

foundation projects 

14 

Hug Me Tight Pillows 

Rhode Island Hospital 

Spring 2008 100 pillows 75 pillows 12 

Eye Glass Drive 

Give the Gift of Sight 

Spring 2008 25 pairs On-Going SRU Community 

Dress for Success 

Martin Luther King Jr. 

Center 

Spring 2008 To teach the adults 

about Professional 

Image 

Scheduled for 3/11/08 5 
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Bring A Can to Class Day: October 2007                                                                          Cost to Chapter $0.00 

 AMA collaborated with the Business Department during Marketing Week 

 Business Faculty members were encouraged to ask their students to bring a non-perishable can to 

their classes during Marketing Week 

 Over 100 non-perishable items were collected and donated to the Womenôs Resource Center pantry 

on October 11, 2007. 

 

Food Drive: November-December 2007                                                                              Cost to Chapter $0.00 

 2 Food collection boxes were available throughout the academic building for the Womenôs Resource 
Center 

 Communications about the Food Drive were distributed to faculty, staff, students, and members and 

were displayed during Marketing Week on Salve Today (SRUôs internal website). 

 

Marketing Plans for WRC: Fall  2007                                                                                 Cost to Chapter $0.00 

 2 Marketing Plans were created for the Womenôs Resource Center in Newport.  The Director of the 
Center requested two different focuses for marketing ï Rebranding the Center and Fundraising. 

 Substantial time and effort was spent conducting primary research related to the two topics. 

 Two marketing plans (over 200 pages of research and recommendations) were submitted at the end of 

the Fall Semester. 

 

Christmas Trees for Charity: November 2007                                                                    Cost to Chapter $0.00 

 

 The SRU AMA was the recipient of 15 artificial Christmas 

trees and many ornaments and decorations from a business 

that closed. 

 The Christmas trees were decorated and donated on 

November 29, 2007 to 

Blenheim Assisted Living 

Center.   

 

 

Fleece Scarves: December 2007                          Cost to Chapter $0.00 

 SRU AMA made 62 fleece scarves and donated them to the Martin 

Luther King Jr. Community Center for the homeless. 

 The fleece was donated to the Chapter for the program. 

 The Centerôs Director reported that the scarves were gone in less 

than 30 minutes. 

 

Holiday Cards: December                                        Cost to Chapter $21.00 

 SRU AMA members personalized the cards and sent them to U.S. 

troops overseas. 

 100 holiday cards were donated. 

 

Cell Phone Drive: January-April 2008                                                                                Cost to Chapter $0.00 

 AMA is currently holding a University-wide cell phone collection.  

 The cell phones will be donated to the Womenôs Resource Center as a 911 lifeline 

for victims of domestic violence. 
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Hug Me Tight Pillows: February 2008                                                                           Cost to Chapter $110.30 

 AMA members came together to make pillows for cancer patients at Rhode Island Hospital in 

Providence, RI.  

 Our goal was 100 pillows and we completed 75 pillows on February 20, 2008.   

 Materials for the pillows were donated by a local group and purchased by SRU AMA.   

 

 

The Hug Me Tight pillow shown to the left 

demonstrates the kind of pillows made for the cancer 

patients at RI Hospital.  The fleece pillows have a 

pocket with hold a bandana and a small beanie baby.  

Each comes with a personalized card signed by the 

AMA member who made the pillow, and says, ñMade 

by the caring hands of (studentôs name) for comfort 

during your treatment.ò 

 

 

 

 

 

 

 

Eye Glass Drive: February & March 2008                                                                       Cost to Chapter $0.00 

 AMA is currently collecting eye glasses and sun glasses which will be donated to the Give the Gift of 

Sight program. 

 Our goal is to collect at least 25 pairs of glasses. 

 

Dress for Success/Professional Image: March 2008                                                         Cost to Chapter $0.00 

 Currently we are collaborating with the Service Learning portion of the ISM program at SRU to teach 

adults from the Martin Luther King Jr. Community Center how to dress for success.  These adults are 

currently enrolled in the Microsoft Certification Program to improve their job opportunities. 

 We will show theses adults the Doôs and Donôts of professional attire on March 11, 2008. 

 

Grant Research & Writing for WRC: Spring 2008                                                          Cost to Chapter $0.00 

  Currently we are working to research and write several grants to aid the Womenôs Resource Center 
in purchasing and upgrading a Safe House in Newport county.  We have met with a grant writer to 

better understand the grant writing process, identified 4 foundations that are a good ñmatchò to the 

Centerôs needs, and are in the process of researching and writing the grants.  The Center has 

significant need for this activity, and does not have staff in house to handle this task. 

 Due to the size of this project, the WRC understands that we will do as much work as possible to get 

them closer to their goal, but that time constraints of the semester may not have us fully completing 

the project. 
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FUNDRAISING 

Fundraising Objectives                                                                                 Total Revenue to Chapter $8727.54 

                                                                                                                                         Total Cost to Chapter $225 

1. To acquire funds to support expenses for projected programs in the Annual Plan 

2. To maintain good financial standing for this academic year and for next academic year to ensure 

the continuation for the SRU chapter of AMA 

3. To raise funds for the Womenôs Resource Center-a non-profit organization that provides domestic 

violence support through counseling, safe house, legal advocacy, and empowerment programs 

Salve Regina Universityôs fundraising policy restricts student clubs to one fund raiser per semester to benefit 

a 3
rd

 party non-profit organization. We are not able to raise funds to support our own organization. With this 

in mind, we have established the following fundraising objectives and strategies: 
 

Acquire Funds to Support Expenses and the Future SRU AMA                     Revenue to Chapter $7667.54 

 Our SRU AMA account balance from the previous year is $1709.54, and is currently $1965.81. 

 Collect SRU AMA membership dues ($52 each) from each of the 34 members for a total of $1508. 

This is short of our objective of 60 members as explained in the Membership Section. 

 Applied for and received $700 from Student Activities for the 2008-2009 academic year. 

 Requested and received $3,500 from the budget of the Business Studies and Economics Department 

for the 2008-2009 school year. 

 $250 from the AMA International Collegiate Conference Outstanding Chapter Award in April 2007. 

NOTE:  These are not fundraising efforts, but do significantly impact our revenue stream for the chapter. 

Strategies to Raise Funds for 3
rd

 Party Non-Profit Organization                 Total Revenue Generated $1060                         

Total Cost to Chapter $225 

 Gift Card Drive-November-December 2007-Collected gift cards from faculty and staff from 

merchants such as Wal-Mart, CVS, Brooks, Stop & Shop, etc to benefit the Womenôs Resource 

Center (WRC). The WRC is a non-profit organization for victims of domestic violence in Newport 

and Bristol Counties. The victims come to the Center with nothing but the clothes on their back and 

the Center will give the gift cards to the families to provide them with the essentials to start over 

again. We collected a total of $480 to benefit the WRC.  The President and VP Finance of SRU AMA 

distributed an ñaskò letter to all faculty and staff at the University. 

TOTAL REVEN UE $480 / TOTAL EXPENSES $0 / TOTAL PROFIT $480 
 

 Valentineôs Day Flowers- On Valentines day, February 14
th
 2008, we sold roses and baked goods to 

students and faculty along with held bake sale to raise 

funds to support our work in the SRU-MLK 

Microsoft Certification Program. This program exists 

at Salve Regina University to help clients for the 

Martin Luther King Jr. Community Center become 

certified in Microsoft Office programs and better 

suited for the workplace. In addition to their 

certification they are being instructed in interviewing 

skills, how to create a résumé and cover letter, and 

how to dress for a professional environment. We 

raised $355 which will be given to the clients in the 

form of gift cards to T.J. Maxx for them to buy more 

professional attire for interviewing and work.  Our 

participation in the Dress for Success/Professional Image program is noted in the Community Service 

Section of this Report. 
TOTAL REVENUE $580 / TOTAL EXPENSES $225 / TOTAL PROFIT $355 
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 MEMBERSHIP 

Membership Objectives                                                                                         Total Cost to Chapter $1353.43 

                                                                                                                                Total Revenue to Chapter $1560 

1. To have a total of at least 60 members in the SRU AMA Chapter 

2. To renew at least 20 members from last year. 

3. To recruit at least 40 new members into the SRU AMA Chapter 

4. To encourage more members from the Freshman and Sophomore classes       

Members                                                                                                                            Cost to Chapter     $1260 

The chart below shows the 

difference between the 

overall membership goal and 

actual membership for the 

2007-2008 year. 

*30 members paid through the Club @ $52 each = $1560 (4 paid via renewal) 

Amount Paid to AMA Headquarters = $1260; AMA Club Dues = $300   

Challenges in Membership 

1. This year we saw a decrease in membership for the first time in our short 

history.  We attribute this change to the increasing number of student 

organizations on campus, and particularly the addition of the Students in Free Enterprise (SIFE).  Due 

to the significant time commitment for both AMA and SIFE, students have been encouraged to 

choose only one of the organizations to join. 

2. The reduction in non-marketing majors is also a result of the SIFE program on campus, which is run 

out of the business college by the other only other full-time marketing professor.  Students who 

before wanted to be involved in a business-oriented club, only had AMA to choose.  Now, the broad 

nature of SIFE better appeals to non-marketing majors. 

3. Underclassmen do not generally choose their major until second semester in sophomore year.  This 

delay makes it difficult to recruit younger marketing students.  Additionally, younger marketing 

majors report being ñintimidatedò by the work involved in AMA. 

Opportunities for the Membership in the Future 

1. Although overall membership numbers are down, participation in events (as a percentage of 

membership) seems relatively high.  Next yearôs AMA Executive Board may want to make an effort 

to actually measure this. 

2. Although we have little involvement among underclassmen, we are actually seeing more involvement 

(especially on E-Board) of juniors. For the first time ever, we are bringing 3 juniors to the 

International Collegiate Conference which will be a big benefit for SRU AMA E-board next year 

might consider targeting Communications/Media and Graphic Design majors who are now better 

integrated and visible to the business department. 

Successes 
 Maintained accurate membership database.  

 Followed renewal deadlines with emails to members. 

 Provided Change of Address forms for renewing members. 

 Offered events of interest to renewing members, who are generally upperclassmen. 

 2007-2008 Goals 2007-2008 Actual 

Total Membership 60 members 34 members 

Renewals (of returning 

students) 

20 members 6 members 

New Members 40 members 28 members 

Underclassmen 20 members 9 members 

Upperclassmen 40 members 25 members 

Marketing Majors 70% 98% 

Non Marketing Majors 30% 2% 


