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I. IJMA3’s Story

� The Demand: active MENA region national ICT associations, no 
coordinated voice.

� The Solution: The Union of Arab ICT Associations, now re-
branded The Arab ICT Organization, founded in close cooperation 
with US Department of State, in 2004.

� Our membership includes the national ICT associations of: Algeria, 
Bahrain, Egypt, Iraq, Jordan, Kuwait, Lebanon, Morocco, Palestine, 
Syria, Tunisia and Yemen 

� Ongoing top-down and bottom-up dialogue between IJMA3 and 
member associations

� Strong relationships with international associations, e.g. WITSA, 
ITAA



II. Services to Members 1: Advocacy

� Representing the collective voice of our membership

� Issue advocacy to national and regional 
governments, relevant international organizations, 
and other decision-making bodies

� Together, our voice speaks louder than that of our 
individual members



II. Services to Members 2: Network

� Strong networks with national, regional and international industry 
stakeholders

� Active linkages with relevant global organizations, i.e.

� US Chamber of Commerce (www.uschamber.org)

� IT Association of America (www.itaa.org)

� World IT and Services Alliance (www.witsa.org)

� Ability to easily access potential clients and suppliers

� Regular trade shows, issue seminars, and other networking events

� Easy and efficient access to the individual and business contacts you 
need to succeed



II. Services to Members 3: Issue Expertise

� Latest scholarship and research on issues affecting 
our membership.

� Trade associations provide the “shared space”
through which all relevant stakeholders can 
disseminate and share information, ideas and best 
practices.

� Issue experts on staff: saves time and money in 
accessing valued opinions.

� Membership positions your company as the “go-to”
default partner for the industry.



II. Services to Members 4: 
Positioning and Public Relations

� Ability to position your business as an industry 
leader

� Highlight company leadership in industry events

� Sponsorship and marketing opportunities

� Strong business development opportunities



III. My own view of the future for ICT associations

� New opportunity area for associations and their 
member companies

� ICT associations are “broadening the tent,” including 
in their membership other stakeholder groups

� This is happening in parallel to ICT’s transformation 
into a “milieu,” not a niche market product

� This is where IJMA3 is heading, very enthusiastic 
response

� ICT key in regional developments, i.e. MAFTA
� Huge business opportunity to lead this trend, for 

companies and associations to lead the way, to drive 
this transformation, not follow others’ lead.



IV. Next Steps : How to get involved

� Coordinated, multi-level, engagement with relevant national, regional, and 
international organizations.

� Don’t forget about general business organizations, i.e. US Chamber of 
Commerce, AmCham in Bahrain

� National: Bahrain Internet Society: www.bis.org.bh

� Regional: IJMA3: www.ijma3.org

� US/Bahrain Bilateral:

� ITAA: www.itaa.org

� American Chamber of Commerce/Bahrain: www.amcham-
bahrain.org

� US Chamber of Commerce: www.uschamber.org

� International: World IT and Services Alliance: www.witsa.org
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