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FWD Membership Workshop

Chapter Retention Ideas

Renewal Marketing

1. Develop a retention plan, perhaps as part of an overall “business plan,” approved and implemented by the chapter board.

2. Conduct a brainstorming session about retention with interested chapter members.

3. Designate a specific portion of the chapter budget for retention purposes.

4. Develop a membership campaign that is a take off on the Survival Show that is so popular at present.  Teams would compete to retain members - perhaps dropping the chapter dues for the winning team for a year.

5. Compile a list of successful retention techniques used by other organizations and use the one's that best fit your chapters needs.

6. Acknowledge renewals (in newsletter, web site, meetings, etc.).

7. Send a special “Thanks” to first-time renewals.  Consider expanding it to all renewals.

8. Develop an enhanced “benefits sheet” to use as a key marketing tool for both promotion and retention.

9. Try an incentive reduction pilot program.  (For example, during the first year trial, renewing members would receive a $20 rebate from the chapter if they achieve either: attend all meetings, register and attend their region’s conference and/or leadership retreat, or register and attend the annual Association meeting.)

10. Enclose a lottery ticket with your renewal acknowledgement.  Tell members that they don’t have to take any “chances” with membership.  Alternatively, use the free lottery ticket idea, but don't include it in the renewal acknowledgement; instead invite them to a meeting and give it to them there.

11. Give an incentive – like a free gift or reduction in chapter dues – to members who renew by a certain date.

12. Set aside a small percentage of the renewal dues in an escrow account for a drawing at the end of the year.  You have to renew by a certain date to qualify.

13. If you want to give a reduced-dues incentive to attract new members, credit the incentive to their second year of membership.  Apply any reduction in dues based on contests to the following year’s dues.

14. Make extra contacts to new members during their first year of membership.

15. Divide the membership among the Board and have a retention system that gives “points” to Board members for each member of their “team” during the year.  (For example, give 1 point if a team member attends a meeting, 10 points if a team member participates in a committee, 25 points when a team member renews.)  Alternatively, create teams of chapter members.

16. Encourage new members, by providing incentives, to sponsor someone else for membership.  During the recruitment process they will be reminded of why they joined!

17. Review records of late-paying members to see if there was a sponsor involved.  If so, get the sponsor to make at least one contact for renewal.

18. Prior to sending the first renewal notice, send a personal note from the President recounting the organization’s successes and telling members that he/she looks forward to working with them again next year.

19. During the expiration month, have a member of the Retention Committee call the member.

20. Develop a phone script to use for the phone calls; include the question "what can we do to encourage you to renew?" 

21. Encourage members, by providing incentives, who leave their company, or move out of the area, to promote AITP to their replacement.

22. Use former officers as a Renewal Team to call members whose renewal payments are over due.  Their credibility may help to persuade some to renew.

23. Conduct a phone/letter campaign to recapture membership lapses for the past year or two.  (Consider offering a free meeting to get lapsed members to revisit as “guests.” For planning ease and best chance of success, pick a single meeting with an especially good program to bring these people out at the same time.)

24. When using “testimonials,” try using a few from members who have returned and now feel that membership is valuable.

Ongoing Participation

25. Create a welcoming committee.  Have the committee call new members and simply say “You made a great decision.  Hope to see you at a future meeting”.  Use the committee for ongoing interaction with members.

26. Form a membership calling committee to promote monthly interaction and to encourage attendance at meetings.  Have two or more people in a chapter contact the membership on a monthly basis.  (Consider using a competition of teams to stir interest.  Personal contact is the best tool to retain members.)

27. Establish an “Involvement Committee” whose sole job is to get members to participate in some way.

28. Think of “involvement” as participation, not just leadership.  Try to find small jobs for people to fill to get them started in the leadership process.  

29. To keep “senior” members active, ask them to speak at meetings (perhaps on panels).

30. Keep former officers involved by asking them to write articles for your publications.

31. Find ways to get members involved in projects, committees, and advisory groups.

32. Have at least one family/spouse-related activity each year.

33. When you have meetings/conferences try to ask some attendees who are not in your leadership to participate in focus groups.  They feel involved in your organization.

34. Ask non-leaders to participate in meetings by serving as greeters.  They meet everyone and it gives them good exposure to a leadership role.

35. Use a “mystery greeter” at meetings.  No one knows who it is, but a prize is given at the end of the meeting to someone who came up and introduced himself/herself to the greeter.  The only way to be sure to qualify for the prize is to introduce yourself to everyone. (Golden Handshake)

36. Develop and support joint National/Regional/Chapter programs.  It reinforces the benefits of the partnership and helps retention.

37. Set meeting schedules well in advance so members can plan ahead.  If they attend functions they’re more likely to stay.

38. Sponsor a public information program on public access television stations.  Current members establish a sense of pride and will remember that at renewal time.

39. Increase meeting attendance by interviewing the featured speaker in the prior month’s newsletter/magazine.

40. Have an information booth at major conferences and trade shows.  Staff it with local members.  (They meet lots of people, it requires minimal time, and they feel “involved.”  Moreover, some of your current members will be among the attendees and stopping by your booth may be the only physical contact they have with the organization all year.)

41. Interview key industry/profession/community leaders by telephone and then use those interviews as articles in your newsletter.  (It is easier than trying to get actual interviews.  Be sure to send the leaders copies of the article.)

42. Involve top management of companies that employ large numbers of members.  They get a good impression of the organization and are more likely to approve memberships.

43. Invite CEO’s of major employer companies to speak annually at one of your meetings.  Call it “A View from the Top” and have several speakers on the state of the industry/profession/community.

Ongoing Communication

44. Develop a plan for ongoing communication to members, with one goal being to market to members (“infomercial”) by reminding them of specific benefits they receive as members.

45. Along with the traditional “welcome” letter, send new members a “Thank You” note.

46. Send a “member profile” form to new members to gain information.

47. Include a short note on “How to Network Effectively at Our Meetings” in your newsletter or new member packet.

48. Create a new member orientation.  Consider doing the orientation by telephone.  Call/write ahead so they can set aside 10-15 minutes to ask questions and listen to information.  Take notes and follow-up.

49. During social functions or gathering times at meetings, tell officers to look for new members and spend time with them.  Make sure new members have something on their name tags to indicate their status.

50. Make sponsors responsible for new member orientations.  Don’t give “credit” for sponsorship until an orientation is done.

51. Give members an annual Planning Guide (schedule of events) to help them schedule and to remind them of the benefits of affiliation.  (It also helps encourage greater participation in your activities.)

52. Call and/or write more often for those that are on their first, second of third year of membership.

53. Send a “How Are We Doing?” form to first-year members and respond to any negative comments.  Be sure to call those who don’t respond at all.

54. Get on the mailing lists of “in-house” publications of key employer organizations.  When members are noted for any accomplishments within their firm, send them a “congratulations” note.

55. Acknowledge changes of address; don’t just change them in your database.  Have a card that says:  “Thanks for notifying us of the change.  Here’s your new listing as it now appears on our records.  We look forward to seeing you at our next meeting.”

56. Try using “jeopardy marketing” (by asking questions instead of making statements) to remind members of their benefits.

57. Send members a “Thanks for your support” letter at an appropriate time of year.

58. Have a special edition of your newsletter/magazine that focuses on how your organization is helping members prepare for the 21st Century.

59. Do “Executive Briefings” at staff meetings of major corporate members/employers.  Remind firms of the benefits they get and thank them for their support.

60. Communicate successes to members on a regular basis – don’t wait until the Annual Report.

61. Identify and recognize people in your chapter who have been members the longest.

62. Institute a “Thank you” column in your publication to recognize members for involvement and leadership.

63. Investigate the possibility of making the results of all meetings/conferences, etc. available immediately afterwards on the Internet.

Surveys

64. Develop surveys and put them on the chapter web site for people to easily respond.

65. Instead of a long, involved Member Interest Survey, try several “mini-surveys” that can be done quickly (via fax or e-mail).  Members appreciate the shorter time needed to respond and are glad you asked for their opinion.

66. When you do member surveys “over sample” your non-leader members.  (Your leaders tend to be most likely to return surveys so be sure you’re getting an unbiased response.)

67. Do an e-mail survey of important questions/issues as they arise – it gets members involved quickly and easily.

68. Develop a survey to gauge member satisfaction.

69. Do a survey of inactive members.  Have the Board review the results for corrective actions, say thanks to the participants, and tell them what your plan is to remedy identified problems.

70. Survey non-renewals.  When doing so, always ask “May we contact you about reinstating your membership?”  Be sure to code the forms so you know who sends them back.

Other (mentoring, virtual meetings, and tracking)

71. Establish a member-mentoring plan that assigns a current member to stay in contact with a new member throughout the first year.

72. Provide mentoring services to younger members, including transitioning students.

73. Try having virtual meetings.

74. Conduct several focus groups by e-mail or phone, instead of asking people to travel to a central site.  Focus on inactive members as participants.

75. Develop and maintain a chapter data base that supplements the one that is kept at headquarters.

76. Collect home addresses of members so we don't lose track of them as easily when they change jobs.

77. Use a tracking system to identify your least active members.  Review the information at least 2-3 times a year and make special contacts with inactive members.

78. Most of all, be a reason to renew.  To many members, the leaders – volunteer and staff – personify the organization and should be of the caliber that make members want to renew their investment.

