1. MEMBER SATISFACTION AND RETENTION

Bill Cale, Mark Blake*, Phil Rolfs*, Mike Deputy, Rob Arnold, Jim Kunz, Byron Myers

*Blake and Rolfs were on the original team

2. VISION STATEMENT
To instill a sense of belonging in each member, especially during the early stages of membership.

3. TODAY’S SITUATION

We continue to lose members for various reasons, especially prior to two years of membership.

4. HOW DID WE GET HERE?
a. An attitude of “We’ll never win”.

b. Unclear understanding of Chapter aims

c. Expectations do not match Chapter aims.

d. Member does not know how he fits into the District and Society structure.

e. Advance information on activities is not clear or readily available.

f. A sense of really belonging is not established.

g. Musical leadership is inadequate

5. STRATEGIES

a. Utilize programs available on Society web site.

b. Develop list of actions that will emphasize individual contact and follow up with members, especially new ones.

c. Involve District leaders

6. DETAILED PLANS

a. Take photo of new member. Post on bulletin board. If digital, e-mail home.

b. Write up member in chapter bulletin.

c. Provide legal copies of all current chapter music.

d. Supply music folder with member’s name on it.

e. Issue current roster.

f. Supply a separate list of officer, director and section leader contacts.

g. Share a copy of current Chapter, District and Society publications.

h. Assign an experienced “Buddy”.

i. Have regular tag singing

j. Free registration (chapter paid) to first convention.

k. Special badge or ribbon to wear at first convention

l. Special badge or ribbon to wear during first months of attendance.

m. Take candid photo while singing a tag.

n. Digitally record him singing a tag

o. Establish a library of recordings to loan out.

p. Provide addresses of all Chapter, District and Society web sites.

q. Personal welcome letter from Chapter, District and Society.

r. Name should be listed in District as well as Chapter publication.

s. New member reception at District convention.

t. Publish a weekly schedule of upcoming rehearsal in detail. Include activity calendar.

u. Send the Chapter music leaders, especially the director, to every available training session.

Note: The costs of all the above, except ‘j’, ‘s’ and ‘u’, are negligible and the time and labor is minimal.

7. GOALS AND OBJECTIVES

a. Minimize dropouts and maximize retention

b. 100% first year renewals

c. 100% second year renewals

8. AVAILABLE OPTIONS

a. Survey members.

              Surveys tend to be lengthy in order to find out all you want to know and don’t have all the         

              credibility they can have until data can be collected and studied.

b. A direct follow up conversation needs to take place between the new member and an administration representative (his assigned Buddy?) as soon as possible after the first meeting. The conversations should take place occasionally and casually in order to foster a feeling of belonging in the member.

9. RECOMMENDATIONS

a. Make #8b a regular policy in all chapters.

b. Embrace as many of the items listed in #6 as possible.

10. TARGETS




Work with Division leaders and Chapter Counselors to implement. 

