THE MIDDLETOWN STORY

Every Board meeting ended the same way.  The President would say that membership is down and we need to do something about it.  Someone would suggest a guest night and another would respond that we hadn’t had much luck for quite some time as the men had run out of acquaintances to invite.  Another would suggest a mailing to those on our mail list, as small as it was, but it was pointed out that we had worked that angle many times with little success.  Newspaper ads had also been tried and they, too, produced little results and were quite costly.  So what to do?  The President would recommend that we adjourn and continue to think about the problem.  And we all left, thinking that we have a problem with no apparent solution.

How many chapters in our Society have had this same or very similar scenarios occur month after month for years?

When UCANSING2 was in its infancy earlier this year, the Middletown Chapter decided that we would hang our hats on this program.  We didn’t believe that we would see many leads but it gave us something to use as a catalyst to put a campaign together.  In reality we received no leads produced by the national advertising but we did receive some hits from the website.  Nonetheless, we consider the program a success because we used materials and other collateral from the Society.  Equally, if not more important, it gave us a targeted time schedule with which to work.  Even though our annual show was Oct. 8 and our guest night was Sept.12 we plunged ahead with our membership campaign much to the chagrin of our Music Committee.

We did nothing fancy.  We used time-proven means and methods of reaching out to a mass market.  Here’s what we did:

1) We put up 8½” x11” color posters on bulletin boards, store windows, at checkout registers, in rear windows of our cars and anywhere else we could get the OK to do so.  We put telephone number tear offs with each poster.  This material was generated and printed on a computer.  The cost was paper and ink.

2) We ordered 50 each 18”x24” corofoam yard signs printed in 2-color on both sides.  These were ordered from a company with a website on the Internet whom I called and spoke with before ordering.  The cost was $303 including mounting hardware ($6.06 each).  They were delivered in less than a week.  These we put in our front yards, in front of consenting businesses, churches and other prominent well-traveled locations.

3) Some of us wore badges to attract attention when in public.  There was no cost involved as we had these on hand, however they can be ordered custom-made from companies on the Internet and cost very little.

4) We used handouts to anyone we thought might have an interest.  These too, were generated and printed on a computer.  Note:  We used the Society theme of Ucansing2 modified slightly to meet our local needs – 4 to a page in 3 colors.

5) We took the Society supplied radio and TV promotional info to the local stations.

6) We hand delivered PR material from the Society to our local newspaper, at which time we gave them an ad and asked if they would help us out by running it twice for the price of one.  They ran it 3 times, charged us for one and gave us a great story article in a Sunday edition and several Community Activity announcements prior to our guest night.

7) We encouraged our members to reach out to all men they knew who might have interest, including those whom they may have invited in the past, and invite them to our guest night.  The handouts were very useful for this purpose, as some of our men do not relish the thought of giving a ‘sales-pitch’.

8) We prepared a list of former members that we thought would possibly be interested in coming back.  Those who knew them well when they were members called these ex-members.  This produced good results.

Had we not been in the middle of preparation for our show we could have done some other things that are basic and would have further enhanced the results that we enjoyed on our guest night.  One approach, which we would have used and will use next time we have a membership campaign, is mall sing outs at area malls with our wives disseminating promotional material.  The Society website is full of many other suggestions which can enhance any recruiting campaign.

HERE’S THE GOOD NEWS.  On our guest night, Sept. 12, 19 members in attendance greeted 19 guests.  Over the next few weeks 2 more guests came making a total of 21 as a result of our campaign.  The best news is our chapter of 26 registered members has grown by 11 in the past few weeks and we still have 5 more considering whether or not to join.

Wouldn’t it be great if the entire Society grew by 42.3%?

But that’s not the end of the Middletown story.  This once laid back almost lethargic chapter is now alive with excitement.  When you walk into our meeting hall at 7:15, 15 minutes before start time, you’ll find men at work setting up chairs, officers there doing those little extra things that make such a big difference and other activities which haven’t taken place in years.  What a difference in attitude.  Excitement and optimism abound.  I’m asked every week, “When are we going to have another recruitment campaign”?  Our men are energized; barbershopping in Middletown is a lot more fun than it used to be.  Oh, I forgot to mention our Director, Woody – he smiles a lot these days.

We are in the process of finalizing a program for the Johnny Appleseed District that will use the Middletown approach.  This program will be introduced to all of our chapters through divisional meetings set up by our newly appointed Division Managers and Chapter Counselors.  Each chapter will be given a hard copy sample of all the materials needed as well as a hard disc of the same, complete with instructions and recommended timetable.  Since this program is basic, easy to implement and relatively inexpensive, we believe every chapter should give it a try.  But we’re not going to wait and see whether they elect to do so or not.  At the divisional meetings each chapter will be urged to pick two calendar dates before the end of 2006 when they will use this program.  The DMs and CCs will work with each chapter to assist them and to make sure that it happens.

It is our goal to meet with the DMs and CCs before the end of January and then to meet with all of the chapters by the end of April.  This is ambitious but so is our goal. WE BELIEVE JOHNNY APPLESEED CAN HAVE 5% NET GROWTH IN 2006.
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