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Chapter Membership Planning Guide for recruiting & Keeping Chapter Members
This planning guide is a tool to help your Chapter establish the goals and procedures for both increasing and retaining the membership of your chapter
.

The greatest resources of your chapter and of the Barbershop Harmony Society are the individual members.  With them your chapter can do incredible things - without them there is no future for your Chapter or the Society.

Use this plan to create the growth and sustainability of your Chapter.  Refer to it regularly.  The Board of Directors should review the plan annually.
(Note:  This template utilizes tables – space will expand to accommodate your input)
CHAPTER DEMOGRAPHICS
This information will give you a "snapshot" of your Chapter as it is now.

Chapter:

	


Present Chapter Membership:
	


Chapter membership at this time last year:

	


# of active members (average attendance at chapter meetings):
	


Number of Chapter members in each of the following age groups:
	Under 35
	35-50
	50-65
	65 +

	
	
	
	


Classifications (adapt these classifications to accommodate those of your Chapter, i.e.):
	Student
	Employed Full/Part-Time
	Retired/Semi Retired

	
	
	


(NOTE:  Your chapter may wish to add other demographics, i.e. ethnic mix, geographical information, etc.)
Vision Statement: What do we want to be?
	


Mission Statement:: What’s our purpose?

	


SWOT ANALYSIS (Strengths, Weaknesses, Opportunities, Threats)
Strengths: What do we do well? What positive comments have we heard in the community? Why do we like being here? What do we brag about at parties?

 Weaknesses: What do we do badly? What embarrasses us about the chapter? What do we want to change? What has caused financial/legal/ethical problems? What do we want to do better? What have friends/supporters asked us to do that we can’t?

 Opportunities: What are our dreams? What ideas have been offered to us? What opportunities have been presented? 

Threats: Who is doing the same thing? Are they doing it better? Are there wolves at the door? What are their names? What is threatening our member/audience base, donor base, member morale, board functioning, reputation in the community, financial stability?

	Strengths:
	Weaknesses:

	
	

	Opportunities:
	Threats:

	
	


MAJOR GOALS:

Short-term (1 year):

	

	


Long-term (5years):

	

	


ELEMENTS AND COMPONENTS OF THE MEMBERSHIP PLAN
THE RECRUITING ELEMENT FOR RECRUITING AND KEEPING GOOD BARBERSHOPPERS
Recruiting new members is the life blood of a healthy, growing chapter
Do the Numbers (Double Click below table for Excel worksheet):
[image: image1.emf]Present Goal Attrition %Net New


What is your target audience? Who and how many do you want those members to be? i.e.:  Age groups?  Ethnic groups?  Voice parts?  Geographic area? Other?

If you set a goal of who and how many people you want to have join your Chapter you will be more successful achieving your results.
	TARGET AUDIENCE?
	HOW MANY?

	
	

	
	

	
	


How will you attract these new members?  What will your recruitment techniques be? For example:
· Divide the Chapter into teams (sections, rows, etc.) and set a strategy and goal for each team
· Create a Public Relations campaign about being a Barbershopper
· Target specific geographic areas, ethnic groups, Auditions for Admission sites, etc.
Use as many recruitment techniques at one time as you want - monitor each separately so you know which is best for your area.

	RECRUITMENT STRATEGIES
	WHO IS IN CHARGE?
	WHEN WILL IT HAPPEN?
	WHO WILL FOLLOW UP?

	
	
	
	

	
	
	
	


Notes:

THE RETENTION ELEMENT for RECRUITING and KEEPING GOOD BARBERSHOPPERS

MENTORING COMPONENT
The largest loss of new members happens within the first three years of joining a Chapter.  Surveys show they leave because Barbershop didn't meet their expectations, they did not feel involved or necessary.  If your Chapter is going to go to all the work of recruiting new members, then an equal amount of time and energy has to go into "mentoring" them.
How will you mentor New Barbershoppers after they join your Chapter?
· Hold mentoring workshops to train all the members of the Chapter on how to be a mentor?

· To allow both one-on-one mentoring and group mentoring:

· Assign a mentor to each New Barbershopper
· Create a mentoring program to monitor the progress of a New Barbershopper
· Create a membership package that includes a Chapter handbook and Society information
· Hold meetings with the Mentors and New Barbershoppers
· Develop and utilize a satisfaction survey for new members to determine what is working and what is not meeting expectations within the Chapter
· Develop and maintain a proactive dialog with the member’s significant other (or parents).

· Other?
	MENTORING STRATEGIES
	WHO IS IN CHARGE?
	WHEN WILL IT HAPPEN?
	WHO WILL FOLLOW UP?

	
	
	
	

	
	
	
	


Notes:
THE PEOPLE COMPONENT FOR RECRUITING AND KEEPING GOOD BARBERSHOPPERS
People – the right people - are what make it all happen
What people?

How many people?

What talents do they bring to the table?

What will they do?

	MEMBERSHIP DUTIES
	WHO?
	WHEN WILL IT HAPPEN?
	WHO WILL FOLLOW UP?

	
	
	
	

	
	
	
	


THE PRODUCT COMPONENT FOR RECRUITING AND KEEPING GOOD BARBERSHOPPERS
A solid musical (and/or non-musical) product is one of the key elements in attracting and retaining members.
How will you help make the musical product one that will attract and retain members?

· Encourage the Music Team and Chorus Director to employ all means toward improving the product:

· Utilize coaches and other recognized resources in improving the musical and visual aspects of the performance.

· Encourage Section Leaders to identify and assist in enhancing musical and visual skills of individual members.

· Encourage frequent reinforcement and measurement of progress in performance skills, via audio and/or video taping and evaluation.

· Assess what other products and endeavors your chapter might wish to pursue – internal/external.

	METHODS?
	RESPONSIBILITY?
	FREQUENCY?

	
	
	

	
	
	

	
	
	


Notes:

THE PRIDE COMPONENT FOR RECRUITING AND KEEPING GOOD BARBERSHOPPERS

Barbershoppers join or remain because the Chapter is doing something that makes them feel proud to be a Barbershopper

.

· How will you help foster the reasons for a Barbershopper to remain in your Chapter?

· Encourage current and new members to propose projects both in the chapter and in the community in which they would like to be involved.

· Assign jobs/positions to all members of the chapter – and recognize those who perform well.

· Schedule regular sessions to encourage involvement in Chapter committees, accepting Chapter Board of Directors positions, etc.

· Work with another Chapter on a co-operative project

· Other?

	INVOLVEMENT STRATEGIES
	WHO IS IN CHARGE?
	WHEN WILL IT HAPPEN?
	WHO WILL FOLLOW UP?

	
	
	
	

	
	
	
	


Attend Leadership Academy, Harmony College West, and other District training events, and use the time to talk to other Chapters to find out what they do to involve members.

Recognition by one’s peers is one of the most powerful incentives for a Barbershopper to continue and remain involved with the Chapter.

How will you recognize or acknowledge the members of your Chapter?

· Create a Chapter committee that researches and initiates ideas for recognition programs.

· Have a weekly Membership Minute where selected Chapter members are recognized for significant achievements/involvement.

· Other?

Notes:

	RECOGNITION STRATEGIES
	WHO IS IN CHARGE?
	WHEN WILL IT HAPPEN?
	WHO WILL FOLLOW UP?

	
	
	
	

	
	
	
	


Notes:

THE PLEASURE COMPONENT FOR RECRUITING AND KEEPING GOOD BARBERSHOPPERS
Fellowship is the unexpected bonus of becoming a Barbershopper.  It was a key reason why O.C. Cash founded the Society.
How will you help foster the fellowship of your Chapter?

· Schedule regular social events for the Chapter

· Schedule regular projects where Chapter members work side-by-side getting to know one another and at the same time accomplishing something meaningful

· Other?

	FELLOWSHIP STRATEGIES
	WHO IS IN CHARGE?
	WHEN WILL IT HAPPEN?
	WHO WILL FOLLOW UP?

	
	
	
	

	
	
	
	


Notes:
These are but a few of the ideas and techniques that go into building and maintaining a vibrant, growing chapter.  Feel free to expand on these concepts and plans.  Contact your District Membership Committee for further ideas.  Visit the Far Western District Website (www.bhsfwd.org) – look under “Membership Documents” for a wealth of additional resource materials.
For questions/suggestions/comments, contact:
Clark Abrahamson

Far Western District

Membership Chairman

916-983-1141

c.abrahamson@comcast.net
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