Tip # 1
 Recently I asked a group of more than 200 Barbershoppers who had recruited more than 20 new members each to share their recruiting "secrets" with me. The response has been terrific, and I want to share their ideas with you as well. I do this knowing that many of you may also have some ideas that work for you. If so, please send them to me and we’ll continue to build our "bag of tricks" so that all may be successful; male or female, young or old, quartet singers or chorus singers . . . everyone can find new members with whom to share this hobby. The following came from a long-time friend from my NED days, and one of the true gentlemen of our Society, Lou Bernard. His approach is ideal for those who fit his description of himself:

"Hi Ev: This is in response to your request for "techniques" in attracting and sponsoring men to membership in our Society. I think you know me well enough to realize that I’m NOT a "hellfire and brimstone" type of person. I prefer to take my time in acquainting prospective guests with barbershopping. 

When I’ve met someone whom I think may be a good prospect, 

1. I tactfully inquire if the person does any singing: church choir, glee club, or whatever. 

2.  If yes, does he enjoy singing?

3. Has he ever heard of the Barbershop Society? 

4. Has he ever attended a barbershop show?

5. If yes, did he enjoy the performance?

6. Would he like to find out more information about the Barbershop Society?

7. Is he free on chapter rehearsal nights?

8. Would he like to accompany me to a rehearsal some evening and sing a few oldies", (with no pressure applied) and to make some new acquaintances?

9. If he says "yes" to most of these questions, then he’s probably a prime candidate for membership. (Notice, I haven’t mentioned dues yet. 

Once he has attended a rehearsal or two and sung a few oldies and maybe even singing a tag or two in a quartet, then I begin to tell him of the many advantages of membership in the Society such as free music, music schools, conventions, competitions, quartet possibilities, then I ease into the question of dues.

What the Plattsburgh Chapter needs now is a well-defined follow-up program to keep these prospective members coming back. We’re not an affluent society here in Clinton County in the northeastern part of New York. In addition, Clinton County has a population of only about 65,000, so we have to pick and choose carefully. 

Well, that’s it. I hope in some way it’s helpful.

Warm personal regards,

 Lou Bernard, NED Secretary"

(note: Did you notice that he said "If he says yes to MOST of these questions . . . "? Lou uses a qualification procedure that we can all incorporate into our everyday speech. Keep gathering information and linking your contacts and you’re bound to find a new member. Thanks, Lou . . . and my warmest regards right back at you and your lovely wife. Never will forget the time the Awesome Nights did the show in Plattsburgh!!)
Tip # 2

 

Recruiting idea #2

This one comes from Marv Spellman of Kearney, Nebraska. Marv has brought in more than 90 members during his career. Some of his thoughts include:

"Kearney is located in the center of the USA from east to west. This is how we chose our chorus name (1733 Chorus) as it’s 1733 miles to San Francisco and 1733 miles to Boston. Kearney has a population of approximately 23,000 and we have six surrounding towns with each less than 2,000 people. So, totally we have less than 40,000 . . . so we don’t have a lot of people to recruit. There are 12 chapters in Nebraska and the Kearney Chapter is No. 3 in membership. We have more members than Omaha with approximately one million, and we’re also bigger than Lincoln with 250,000 population.

Our chapter was 25 years old last June and I have signed up 90 members and I’m working on three more before the end of the year. When I reach 100 man-of-notes I’m gonna hang up recruiting. I’ll never catch up with Jerry Orloff. But he has a lot more population to work with.

Here are a few suggestions that I use. First of all, you cannot sign up friends or relations, so that leaves total strangers to go after. I did not know any of my 90 members or what they looked like. All of my invitations are written. I made up a special letter that I send out and I’m enclosing a sample (note: he did . . and it’s a corker!). My chorus is great as they give me all the postage and stationery that I need. I send out about 20 to 25 invitations per month. I tell each prospective member that each Monday night is a special guest night and they don’t know the difference. I’ve been told several times that I’m a "persistent bastard."

Here’s how I got one member: I was at a Saturday Mass and I heard a guy singing behind me a couple of rows back. When Mass was out, I followed him to his car - I wrote down the license number of his car - called the court house and gave them the number and they told me his name and address. I wrote him a letter to invite him to be my guest. Six weeks went by and I heard nothing. Then one Monday night before rehearsal, he called and wanted to come to see what barbershopping was all about. I signed him up. Two years later he was our chapter president and the following year our show chairman.

I watch for newcomers in church bulletins and the newspapers. I also check on who got promoted, divorced and married . . . and I send them an invitation. The whole secret is you’ve got to ask everyone to be your guest. They are out there waiting to be asked."

(note: Thanks, Marv. Persistence certainly does pay off. How many more chapter presidents can each of us find using the "stalking" method? For copies of Marv’s recruiting piece and his homespun method, just let me know. It may not work for everyone, but . . . it may work for you! And by the way, can your chapter afford a little postage and stationery to fund a guy that can write to people randomly? If Marv Spellman can find 90 members in 25 years in an area of 40,000 people, what can your best recruiter do?)

Tip # 3

 

 

Here’s one from Bill Kendig (Lansdale PA) that just about any chapter can use:

"I’ve been reading the membership tips and wanted to pass on what works best for our chapter. I am into my third year as Mem VP (not consecutive, and I realize it’s no longer Mem VP, but...). I have maintained a 10% increase each year, and have signed up about 18 new guys while in this position. Anyway here is the tip:

Each year at our annual show, we give away prizes (donated, no cost). I print the tickets and there is a perforation down the middle with the drawing ticket (we found that this doesn’t hold up the line into the auditorium, as they can fill it in ahead of time). The drawing ticket has name, address, phone and a few boxes that they are asked to check. It says:

MEN, please check one or more (because we found that women would fill them out, and we can’t recruit them).


I sing with a barbershop chorus/quartet (purpose; to identify Society members so we don’t recruit from other chapters).

I sing with a chorus/choir (a potential member, send a letter). 

I would like to attend a Lansdale rehearsal (Send a letter now!). 
 

This is the main thrust of forming my mailing list. Guest night is always about two weeks after the show. I get a letter out within two days, and we always do well. I’ll mail two letters and two postcards per year and keep on my mailing list for two years. All guests, on any night get a follow up letter.

I do a lot of stuff, but nothing works like this. Thanks.

(note: Actually, thank you, Brian. This idea has been around for a long time, but is often overlooked by chapters because it takes a bit of follow-up to make it work. Are there men in your chapter who could administer such a program once a year? Recruiting from a group of people already predisposed to like barbershop harmony seems like an easy entry level to recruiting to me!)

Tip # 4

 
Here’s an idea that my long-time friend, idol and mentor passed along to me. If this works for Freddie King, then it ought to work for those of us willing to put in the time! Freddie writes:

"In Baltimore County, where I taught for 31 years, there are twenty high schools. As the choral teacher at Overlea High, I interacted with all of my peers. They wondered how I could continually stock my choirs with the number of young men. "It is easier if you have a "men’s" chorus in your schedule, "I said. I arranged with my principal to put the men’s chorus in the schedule, and I started with 40 non-singers looking to pick up a music credit for graduation. 

It wasn’t long before we were wailing Bill Grogan’s Goat. At their first concert, they sang three songs, among them Val Hicks’ "Cecelia," and they played to a standing ovation. The girls in the concert choir, ladies’ chorus, chamber singers, and Gospel Choir went bananas. That sold the boys right there! All but two of the high school teachers went to their principals to have the men’s chorus put in their schedules.

What I did next was truly exciting. I built an all county chorus of boys from grade 10 through 12. We rehearsed after school at my school twice a month, and we performed on several of the high schools’ concerts. How I stocked it was the key to their success. I asked each choral director to send one first tenor, one second tenor, one first bass, and two second basses. With all twenty high schools participating, I soon had a 100 man chorus all under the age of 20...........40 Basses, and 20 each for bari, lead, and tenor.

The Dundalk annual show was always in May, so the boys had several months, and several performances to polish their act. The Chorus of the Chesapeake @ around 120 strong invited the boys to open the second half of the annual show, and they invited them to sing with the chorus at the finale.

Needless to say the results of that program were astounding. For the three years that we were allowed to have the chorus, The Dundalk chapter was able to garner 6% of the boys’ chorus to become members. That’s six guys a year, which meant that, in three years, we put 18 men under the age of 20 in our ranks. As you know, I recently had to step down as musical director of the Dundalk Chapter. Isn’t it wonderful to note that my successor is one of those boys. He’s Jim Kraus, and I’ve been teaching him since the tenth grade.

I hope this is the sort of thing you need; there’s lots more where that came from.

Love.......Ferd"

(note: So, how many music teachers out there can do this, or anything like it. The results speak for themselves. Wouldn’t it be great if we could all find our successors . . . and have them carry the torch into the next generation? Ah, Freddie . . . . you just keep on giving, don’t you?)

Tip # 5
The following letter comes from Wyman Schmidt and contains some ideas that all of us need to continually remind ourselves about while recruiting. Wyman is another of our members who has recruited more than 20 new members during his career. He writes:

"I appreciate getting your note about recruitment. I am sure you are going to get a variety of answers to your questions, and I am sure that each person tailors his methods to fit his own personality and that of the person he is recruiting. Some of my thoughts are:

1. You have to be sold on the whole barbershop scene yourself: music, performing, camaraderie, etc.

2. You have to like people.

3. You have to have barbershop as a significant part of your personality and it has to show through.

4. Play the high percentages—those whom you know that have a strong interest in music, e.g. fellow choir members, work associates whom you know like to attend music functions, etc.

5. After you succeed in getting him to give it a try, pick him up and take him the first several times, introduce him to as many people as possible (there usually is someone in the group with a similar vocation or something in common). Picking him up is critical!

6. Follow-up, follow-up, follow-up.

7. Include his family in some function if at all possible, early in the game.

8. I’ve had the most success with people who have recently moved into the community, before they get involved with every other organization in town.

9. Timing his first visit with a night you know the chapter is going to have a good, planned program.

10. Follow-up, follow-up, follow-up.

Our chapter is planning a four-week membership drive, mid-September to mid-October, with special emphasis on the fun of learning new music, culminating in an Oktoberfest for all the new recruits, wives, kids and, of course, our regular members. The Oktoberfest includes the new songs in a mini-show so that his spouse can see what "Joe" has been doing on Wednesday nights. This intense effort gained a number of new members last year. We’ve found that membership drives should be done first-class or not at all because sometimes we’ve "wasted" a potential member because the first night he came was a "bummer" of a practice night.

Yep, I’ll continue to recruit, and have a couple of potentials come September. Glad to see this effort on your part.

PS: We are so pleased to see the SingAmerica/SingCanada program and are using it in the schools of our area."

(note: Glad to see your effort, too, Wyman. So, how many other Oktoberfest ideas are out there. Does planning a drive with a follow-up activity make sense to you? If not Oktoberfest, how about Thanksgiving? Or any other tie-in that you can think of. What about Valentine's Day? Why not feature as part of your recruiting efforts the idea that you’ll teach a guy how to sing to his wife, sweetheart, mother-in-law, mother or significant other on Valentines Day? Why not?)

Tip # 6

Our first contributor was none other than Einar Pederson! Not only does he write music, but also he helps keep the Society’s membership growing. When you see him, thank him for all his contributions.

Einar writes:

"1) Always carry a card in your wallet giving the particulars of your chapter, its meeting place, day of the week, meeting times, etc.

2) Always offer to pick up a prospective member.

3) When attending his first meeting as a guest, YOU introduce him saying a few things about him, rather than having a chapter officer merely announce his name as one of the guests. Be responsible for seating him in an appropriate chorus section with a qualified singing "buddy" and meeting others during the breaks or before and after meetings.

4) Regardless of time lapse, see that he (if a singer) attends you chapter’s next annual show. From my personal experience this is very important, even if you find it necessary to buy his ticket for the show. It could be a good investment in the interest of your chapter and the Society. Chapters would be smart to provide complimentary tickets for such purposes. The guests are, in all probability, just filling an otherwise empty seat.

To cite my personal experience, I happened to be the person in charge of rental contracts for Tulane University’s auditoriums, and after two years of not accepting complimentary tickets for our chapter’s shows (having seen my share of on campus entertainment), I finally told my wife that the same show chairman had been so nice in offering me show tickets that we ought to attend on of their shows. Well, after hearing the chorus and guest quartets, including the Confederates, a comedy quartet with instruments and an international champion Sweet Adeline's quartette, I was knocking at the door of their announced meeting place the following Monday night. I am now a 38-year member of our Greater New Orleans Chapter and Society I love so."

(note: Thanks Einar . . . persistence does pay off. How about it, chapter show chairmen? Got some tickets you can spare for potential members to use? Maybe you’ll be responsible for finding the next Einar Pederson!! Now wouldn’t that be a feather in someone’s cap!?!)

Tip # 7 

 

PRESERVATION THROUGH RECRUITMENT

  

Dear Ev,

I am most proud and honored to give you my recruitment tactics. I hope that they will help someone else. They are, in no particular order:

I maintain a list of good prospects and keep calling. It is now a list of 25 men. I am also at present trying to sponsor a member into the Pinehurst, NC chapter.

I am always upbeat to prospects, stressing fun, fellowship, enjoyment of singing well, and of course the health benefits that singing provides.

I arrange to pick up guests at their homes and of course return them. This eliminates a lot of broken promises.

I carry "Come Join Us in Song" cards at all times. In my truck, and car I have society brochures and how the enclosed picture to give to prospects.

I always send a thank you note to every first-time guest. I send to all chapter guests, not just my own - it works!

I do hope this can be of some help.

Sam Williamson 

Grove City, PA

 

Tip # 8 

Dear Ev,

In response to your letter of July 17, 1997, I am happy to offer the following suggestions. These ideas worked successfully in both the Arlington and Fort Worth Chapters for a combined total of sixty-one members.

1. Newspaper advertisements placed in the "Personal" category.

2. Posters placed in prominent locations in stores, shops, barber shops, and beauty shops.

3. Road signs with the time, date, meeting locations, and contact telephone numbers.

4. Bumper stickers with a contact telephone number.

5. Show programs are an effective tool, specially when combined with a personal invitation 

to meet and visit with SPEBSQSA members immediately after a show. "Get 'em while they 

are Hot!"

6. Audition Nights.

7. Guest Nights. One such guest night produced over one hundred guests. In 1959-60 the 

Fort Worth Chapter averaged one member for every thirteen guests. That year our

membership began with forth-two members and finished the year with one hundred 

members.

8. Chapter brochures and calling cards with chapter and contact information.

9. Newspaper articles with photographs.

10. Public appearances such as Valentines Day Sing-outs, Anniversaries, Birthdays, etc.

11. Radio announcements of chapter activities.

12. Finally the "Biggie:" PERSONAL CONTACT WITH FRIENDS AND ASSOCIATES

AND OTHERS. ONE ON ONE CONTACTS ACCOMPANIED WITH 

ENTHUSIASM, FRIENDLINESS AND EXCITEMENT FOR THE FUN OF

BARBERSHOP SINGING!!! 

 

Glenn Hutton

Arlington, TX

 

Tip # 9

 Dear Ev,

 

Here, in no particular order are my thoughts and the things that I can recall immediately that I do to recruit members:

	
	Most members will tell you they wish they'd known about our society earlier. They didn't because no one told them, or they weren't exposed to us through performances, advertising, or other PR venues. I'm one of those men. So, I tell as many men as possible about our hobby. I do it as much to offer them the opportunity to experience what I have enjoyed, as to build up a large number of recruits. Some of the ways I do that are by:


- wearing my society pin on my suit coat lapel every day

- wearing barbershop shirts, coats, hat, etc., frequently

- having my chorus and quartet calling cards posted outside my work area right alongside my name and title

- having chorus and quartet pictures on the walls of my office

- "volunteering" my quartet to sing at various functions that my agency sponsors

- never throwing away a name, telephone number, or address because each name is potentially a member, ticket sale, source of leads

- freely dispensing my chorus and quartet calling cards on the flimsiest of excuses

- being persistent, but not pushy; some men take months or even years to decide they want to try Barbershopping

- loaning or providing music, learning tapes, chorus and quartet champion tapes, etc. to potential guests

- making sure that everyone who knows me knows that I am a barbershopper

- placing society bumper stickers and window decals on every car I drive.

That covers (some of) the things I can recall right now. I would only add that I think the main ingredient is attitude, including getting into the proper one. I'm sure most members could recruit as well or better than I do if they just thought about it more often. With me it's almost automatic, but it didn't happen overnight. I had to keep reminding myself that I needed to spread the word. Eventually, it just became a habit, and a good one.

Jere Richardson - Fairfax, VA Chapter

Tip # 10 
Dear Ev,

I hadn't really thought about the "reason" for the successful recruitment of new members, but, upon some introspection, I am inclined to offer a few salient ideas which come to mind.

Most important of all is to treat each guest like he is your long-lost brother! Make sure, at all times that he has current music, knows where and when to sit, stand, to, whatever at all times. We take so much for granted when we have guests. We assume that they know all there is to know about our wonderful hobby. It is so easy to welcome them into our fold, then, at break time race off and sing with a quartet without so much as a nod to our guest(s). We should always assume that the guest wants to know as much as you are willing to spend time telling, showing him about your hobby. In other words, treat him as you would like to be treated. I am belaboring this point simply because of its extreme importance!

Secondly, you should assume that he wants to sing. Find out quickly what his range is and introduce him to a simple tag by getting two other guys to help, by teaching him his part and singing in a quartet! We continue to talk a great line about how quartet-oriented we are, but, how many guests are given the time sometime during the evening to learn a tag and then, sing it in front of the chapter during some short break, maybe just for his pleasure! We are often awed by our brilliance at singing some complicated thing in the chorus which we have worked on for months in hopes of impressing our guests. I can tell you now that most of the guys I know get more out of a simple tag with 3 (not four) other guys than the best song produced by the greatest chorus! If the guy feels insecure, let him 5th wheel for a bit in a private area until he feels comfortable. Don't push him if he clearly feels uncomfortable. The key word is in our logo...ENCOURAGE. The rest is simple. Take him to the afterglow, buy him a drink, insist that he sing at least one more simple tag with a captive audience, and I can guarantee you, if he is a viable candidate, he will be hooked! Offer to pick him up next week (or find someone who lives close to him). Be sure to continue some portion of your attention after he has joined, or he will peg you for the phony you are, if all you wanted him to do was sing in the chorus.

 

Marv Ewing

Fullerton Chapter, CA

Tip # 11 
Dear Ev,

Thanks for your letter asking for thoughts about attracting new members. I hope you'll get many from all the other guys and hope mine will help.

1. Making a new acquaintance I always try to bring up the subject of music and mention the fun and fellowship we all get from our hobby. We wouldn't be doing it if we didn't enjoy it, and it takes at least three others to do it with you.

2. When inviting someone to visit, I'll say that we're informal, don't want to embarrass anyone or force people to sing. The objective is personal enjoyment, no cost involved, just a couple hours of your time.

3.    If he visits and shows interest, I'll give him a past issue of the Harmonizer. (I'll select an issue which I think may be appealing.) Sometimes I'll lend him a tape for him to hear "real good stuff": and gives me a good reason to contact him again. Generally, I try to provide info about our society without appearing to pressure him or be a zealot.

 

John Gurule 

Foresthill, CA 

Tip # 12 
Dear Ev,

To answer your letter about recruiting, from day one I always wore my SPEBSQSA pin - even in my younger days when I was a Jaycee, I wore my Jaycee pin on one lapel and my SPEBSQSA pin on the other. I was always being asked about the SPEBSQSA pin, even by Jaycees, and this gave me the opening I needed to talk about Barbershopping.

When I was working, I attended many business receptions, meeting conventions, etc., where the inevitable question was, on meeting someone, or being introduced to someone: "What do you do? (for a living), or "What line are you in?" or words to that effect. Whenever I was asked what I do, I always said "I sing." Then they would say: "You mean you sing for a living?" or "What do you mean, you sing?" Now that I am retired, I still get a variation on "What do you do?" Only now it's "What are you doing now?" My answer is the same: I sing. The conditioned response is the same: "What do you mean, you sing," etc. and then I tell them about Barbershopping.

Lastly, I just keep my eyes and ears open. When my quartet or chorus is performing, you can usually spot a guy who is mouthing the words as you sing, or is just standing in the crowd with a big grin on his face. That's the guy I head for the minute we take a break. On the assumption that you have already recruited everyone possible from your church choir, I listen for voices in the general congregation. There is always someone with a good voice, an in-tune voice, or a very deep voice who is singing an octave below everyone else. Whatever the hook, I usually compliment them on their voice and ask them how come they are not in the church choir, etc. If they say the choir practices on Wednesday and they are not free that night, I ask them about Tuesday (our practice night) and away we go. Taking the same hooks out of the church and onto the streets and into the malls, etc., if I hear someone with a good voice, humming a tune, or whistling in-tune, or with an exceptionally low (or high) speaking voice, I go right up to them, and always complimenting them first, I get down to business.

I remember publishing my own "Who Do You Know" list when I was Membership VP. It was basically the same as all the others we've seen - the only difference is I live by that list! I actually talk Barbershop to the grocery clerk, my dentist, the waiter, the gas station attendant, etc., etc. Essentially it has to pay off.

I'm sure there is nothing new in all of the above, Ev, but if nothing else, maybe it will re-enforce all of the other ideas and, who knows, we may just find the next International President out there!

Ed

Tip # 13 
Dear Ev,

This will confirm and expand upon my response when you asked me how I went about earning 23 Man of Note pins. I did the following:

(1) Identified potential prospects - by mentioning to the men I would meet that I was having a lot of fun singing barbershop music, that we had a local chapter of the barbershop society and if they enjoyed singing, could I interest them in learning more about it;

(2) Made arrangements to pick the prospect up at his home and drive him to and from the meeting;

(3) Used the "windshield time" inbound to the meeting to explain general information about barbershopping, the chapter and how meetings were conducted;

(4) Acted as his host during the entire meeting in every detail, including getting a name badge, getting a guest song book, introducing him to the Musical Director, Chapter President, Membership Chairman and other members, asking what part he sang or, if he didn't know, asking the Director to make a determination, introducing him to a section member of that singing part to take him in tow,  sit next to him or stand next to him as the case may be, singing in his ear, organizing a pickup quartet at a break to teach him to a short tag so he could experience what it felt like to be a part of a barbershop chord, making sure that a member of the Membership Committee took him aside when we were rehearsing to give him Society literature and information about the Society, the Chapter, dues and other obligations, and generally letting him know that we were interested in him and welcomed his presence; 

(5) Used the windshield time during the ride home to debrief him and make arrangements for picking him up again for his second (or third) Chapter visit.

Richard Bonsal

Montclair, NJ Chapter

 

Tip # 14 
Dear Ev, 

I. Set a Goal. I am very goal oriented. If we have a membership drive, my personal "assignment" is to bring at least one guest.

II. Where do I look for members?

A. At work (school, in my case)

1. Fellow teachers. 2. Students in my Harmony Singers after-school chorus.

B. At performances - during a chorus or quartet sing-out I look for the most "involved"

males in the audience. After the performance, I find them and ask (a) do you enjoy singing? (b) Do you like barbershop? (c) Do you have Mondays free? If the answer is yes to all three, I take his name and number and follow up. I also keep a file of these prospects. If they're not available now, perhaps they will be later. 

C. In ads - occasionally, I'll write a blurb for our local newspaper, and I always put my name and number in it for reference.

D. By accident - I've had people leave their names and phone numbers on my windshield after they see my Society bumper sticker or HARMNY 4 license plate.

F. In public - If I hear a person singing anywhere, I tell him about my chapter.

III. Once he attends, the work begins.

A. Introduce him to the members, the MVP, and a "buddy" in his section.

B. Be a "big brother" at the break.

C. Sing a tag after the meeting.

IV. Follow up

A. MVP writes a letter.

B. I call.

V. There are numerous extra opportunities for recruitment.

A. Flyers - at parades, performances, in Welcome Wagon baskets, etc.

B. Displays - barbershops, bank lobbies, libraries, grocery stores.

C. Society emblem on organizational board at City limits.

D. Chamber of Commerce and/or newspaper directory of organizations.

 Bob Cearnal – (Past Society President), Mascoutah, IL

Tip # 15 
Dear Ev, 

Having been Afterglow Chairman for many years I have found that function a good place to gain new members. I have also chaired our Harmony for Lunch Bunch for ten years which has also proven to be a fertile ground to recruit new members.

We have a "New Member Package" that we give out to new prospects and others who seem interested in our unique style of music. Then I invite them to visit a Chapter meeting. Usually they like what they see and hear and become members.

I feel it is extremely important to make a prospective member feel welcome and wanted. This bit of personal attention is often what brings them back.

 

 

Stanley French

Fullerton, CA

Tip # 16 
Dear Ev, 

Your memo of July 17th received, and I am proud to be a member of that select group of 118. I guess if I were to pick one thing about recruitment, it would be that I talk barbershop to nearly everyone I meet. I have learned not to ask "Are you a singer?", but rather "Do you like to sing?" If I get a positive response, I follow up with an offer he cannot refuse.

By far the most new members have come from performances, either chorus or quartet, and when I see someone in the audience showing an interest in the performance, I ask if he likes to sing and make him an offer, getting his name, address and telephone numbers. We perform as often as possible, both chorus and quartet, and if it is a profit making organization or business, we charge a performance fee. But the main point is to perform - watch the audience and solicit those men showing an interest. There is one other item. On those occasions when you do not have time to make the offer or give him a card, it helps to have a telephone number easy to remember, we have the best, 800 SINGERS.
In my judgment, the greatest obstacle to recruitment is the psychology of selling. For years, I frankly did not realize the value of singing, chorus or quartet, and was reluctant to ask my friends to either sing or buy tickets, adds, valentines, anything. It finally dawned on me, that we don't realize what singing can do for you. Singers live longer, which is one reason our average age is increasing. Singers have far better, more successful marriages, and successful employment relations than non-singers.

 

 

Bob Scott

Rogers AR

Tip # 17 
Dear Ev, 

Everyone wishes there was an easy, sure fire process by which we could recruit new members for our society. In fact, there is! The process simply involves asking people if they like to sing. If there is a positive response, then the opportunity is there to promote one's chapter and the society. The recruiting process has begun.

I have experienced a great deal of enjoyment from barbershopping over the past 25 years or so and very simply I take an equal amount of pleasure in sharing that experience with others. The key to my success in recruiting has been that question. Do you like to sing? I ask it again and again. No one is ever offended - to the contrary it is almost always received as a compliment. Quite often the response is something like, Not me! or only in the shower! Etc. But surprisingly so, there are many men out there who can and like to sing and imply haven't been asked.

 

 

Chuck Desmarais

Springfield Chordsmen

Tip # 18 
Greetings Ev, 

Reference your letter of July 17. Three ways to gain new members are:

1. Persistence

2. Persistence

3. Persistence

 

John R. Monnich

Golden Valley Chorus

 
Tip # 19 
Dear Ev,

I don't think I have any magic formula for recruiting new members, but do have some thoughts about what has worked for me.

1) I LOVE barbershopping and wish I had started much earlier in life and I show it by decals on my car, pictures in my office and am constantly humming some tune - occasionally bursts of more than humming! (This often provokes a comment from guys nearby, which leads to a natural opening for the question, "Do You Sing?")

2) At all our quartet or chorus performances we invite men who sing and love harmony to check with any of us for information. I take no prisoners, but always get a name, address and phone number - then I FOLLOW-UP - several times if necessary.

3) Pick the guy up or arrange for another chapter member who lives in his area to do so and bring him to chapter.

4) Follow up #3 with a phone call or note and then repeat #3.

5) If another chapter member does the transporting, I will see to it that HE gets the Man-of-Note award - sooner or later they will reciprocate. The goal is for everyone to participate and WIN.

6) Shamelessly raid church choirs - get names, etc., and call.

All of the above work - the key is persistence and follow-up.

 

Charles R. Strub

Monroe, WA

Tip # 20 
Dear Ev,

There's not really a lot I can say about my ways of recruitment.

I never miss an opportunity to invite men to pay us a visit, on our meeting night, but am continually surprised at the number of these invitees who never come out, even for a first look-see (hear).

The one thing I am never without, however, is a supply of the "Wanna Sing" cards. We all are handed many business cards from day to day, and most of these get tossed out nearly as fast as we get them; I see the "Wanna Sing" cards as one that the recipient will at least think twice about, before tossing, and they seem to work.

My best story of these was one I gave a chap, at a wedding reception where my quartet was performing, even though he was about to leave, on a military posting, to Canada's northern-most military base (Alert). Two years later he walked in to our meeting hall, said "I know you," and handed the card back to me.

 

 

Doug Drew

Capital City Chorus

Ottawa ON

Tip # 21 

Dear Ev,

The most important aspect which has worked for me is what most of us already know but overlook - ENTHUSIASM! Obviously, if you believe in what you're "selling," your excitement should be automatic - right? Too often we forget to "let ourselves go" and use the gestures that naturally accompany our excitement (what the heck, let's call it stage presence) when we are talking to someone about Barbershopping. 


Just as in performance, if we get verbally AND physically excited when we inform a prospective member, we are not only telling him the information, we are proving that it's coming from the heart and we are sincere! That's the best "selling" tool there is!

So many times we forget that we have been in the society a while and assume the "new guys" or prospects know a little about our hobby already. Most of the time - NOT! 


Remember that they go to work, go home, go to church, go to work, go home...you get the drift. They have their rut just like us except it has never included barbershopping so they don't have the foggiest about anything pertaining to something they have never experienced! Hmmm, just like us! Explain everything. 
GET EXCITED!

Get involved with the local symphony or community band and try to arrange a joint performance if the charts are available. If not, ask if the chorus or quartet can sing one "a cappella" between a couple of numbers. Play the director of that group one or more of the recordings available from the society featuring instrumental groups and choruses to show him/her how great it can be. GET EXCITED!

Arrange to speak at: Rotary Clubs, Lions Clubs, Kiwanis Clubs, Jaycees, etc. Most, if not all of these organizations "SING" at every meeting! Tell them you need their "experienced voices" in your chorus! GET EXCITED!

In summary, just do it! Get out there and talk it up with sincerity, excitement and energy! The hardest part of the process is getting them to attend that FIRST meeting! If someone else in the chapter knows the prospect, let him contact the future member and use the "since we know each other, it's safe" tactic. Once they attend a meeting, it's much easier to decipher whether or not he's a real possibility or barbershopping is just not for him. If no one knows this fellow, then follow the ideas outlined above and remember - GET EXCITED!!!


Mark Clark
Twin Mountain Tonesmen Chorus



Tip # 22 
Dear Ev,

Here are some ways I've recruited well over 100 men to sing in our Society (have credit officially for 75).

I make it my business to find out who sings in my town and community. Then, I approach those people carefully with an invitation to join in some rehearsal night. I pick up prospects as long as it takes to "hook them." Then, I have someone else bring that person until he finds his way alone.

Once at rehearsal I make sure this person has music, also a buddy to assure everything is explained. Then a little voice test, nothing major at this time, just to assure that his person is on the right voice part. His buddy will tell me if he can make the grade.

During the evening I make sure the guest has a special musical experience with three other members of the chorus - nothing major, just a good solid tag or two. Then I take the guest home and talk about the great hobby and gain some insight as to his background, i.e., whatever he wants to talk about. I call the following week to arrange the time I'll pick up this person for rehearsal. Then, each week I assure that this person has music, attention and a special musical experience. I do this each week until I see him take the lead.

Follow up, Follow up, Follow up!

It takes a while to determine what a prospect wants or needs from our group: some want quartets, some small groups (octets), or just a chorus participant. When I think he is ready to join, I ask him by handing him an application stating I'd like to sponsor him into our organization. After joining, I make sure this guy gets to rehearsal every week. If not, I'll have an excuse to call.

I would basically say the key to my success has been emphasis on personal development with regard to singing. Let them know they contribute handsomely to the organization.

Final Comment:

1. Best Recruiting Plan: One on one. Ask a singer to attend rehearsal

2. Take care of that singer until ready

3. Assure a special musical experience each week

4. Ask that person to join when ready

There are many good plans for increased membership, most are ineffective because new member prospects are left to fend for themselves too soon.

Maurice Trotman

 

Tip # 23 
I started singing in a high school quartet in 1946 and was active in the glee club, band, or anything musical.

It didn't take long after graduation to realize I was really missing music. Church choir, mixed gospel quartets, etc., just didn't really satisfy me.

When I started dating my wife, we attended many Barbershop shows. This continued after we married and had our two children. Finally, I told my wife I was going to "try out." I couldn't believe I was the only baritone who could read music and was instantly section leader.

I immediately thought of guys I sang with in school and invited them to the meetings. It just seemed to snowball--one after another joined. Soon it became a personal pride thing.

I became Membership VP and used various plans from the Society. The key for me was interviewing new members about involving their friends and relatives.

I have coached high school quartets and my "fee" is sponsoring them when they decide to join. Young people are looking for interesting things to do, so we need to sell Barbershop to them.

 

 

Earl Limerick

South Bend-Mishawaka Valleyaires

Tip # 24 
Dear Ev,

When I was M.V.P., I kept a card file: a card for each guest and a card for each month when I called the guest and he gave a future date that he would be back, such as after softball, etc. I would try to get an exact date when softball would end. I would mark it on the monthly card in the file box, then I would know when to call. I would call about two weeks before to remind him; then again the week he is free from the games. I would also call his sponsor and suggest he call also to offer a ride.

Wearing your Gold Note ALWAYS attracts attention. It opens another door to a new possible prospect. We ALL should wear our Gold Note.

Every night is guest night - the guest is at a meeting for one reason - to sing; get him singing.

It is easy to get an inventory of names--go to college and high school vocal concerts--get names from programs--go back stage and introduce yourself. Get to know the music director. Go to the library and check out the high school year book (8 to 10 years back). Get names from the Boys' Glee Club, then check the phone book. You will get a 40-50%(+) response.

Visit different churches and notice their choirs. Focus in on 2-3 guys. Introduce yourself, and tell them you are a visitor, etc. Do not tell them your B.S. (editors note … Barbershoppers we believe he means) .. Get their business card--now you know they like to sing and you also have their phone number. If you are half way clever, you will be able to think of a way to expose them to 4-part harmony.

Buz Smith

Atlanta

Tip # 25 
Dear Ev,

Some of my thoughts are:

1. You have to be sold on the whole barbershop scene yourself--music, performing, camaraderie, etc.

2. You have to like people.

3. You have to have barbershop as a significant part of your personality and it has to show through.

4. Play the high percentages--those who you know that have a strong interest in music, e.g., fellow choir members, work associates who you know like to attend music functions, etc.

5. After you succeed in getting them to give it a try, pick them up and take them the first several times, introduce them to as many people as possible (there is usually someone in the group with a similar vocation or something in common). Picking them up is critical.

6. Follow up, Follow up, Follow up.

7. Include their family in some function if at all possible early in the game.

8. I have had the most success with people who have recently moved into the community, before they get involved with every other organization in town.

9. Timing their first visit with the night you know the Chapter is going to have a good planned program.

10. Follow up, Follow up, Follow up.

Our Chapter is planning a 4-week Membership Drive mid-September to mid-October, with special emphasis on the fun of learning new music, culminating in an Oktoberfest for all the new recruits, wives, kids, and, of course, our regular members. The Oktoberfest includes the new songs in a mini-show, so the spouses can also see what "Joe" has been doing on Wednesday night. This intense effort gained a number of new members last year. We've found that membership drives should be done first-class or not at all, because sometimes we have "wasted" a potential member because the first night he came was a "bummer" of a practice night.

 

 

Wyman Schmidt

Tip # 26 
Dear Ev,

When I joined the society back in 1962, I was so excited that I just had to tell everyone I knew, how wonderful barbershop singing was. I got some of my working associates to join; but most of my recruits came from my church members. I have directed singing at church most of my life, so it was natural for me to know who the good singers were. 

I am still looking and I currently have several prospects that I am working on.

Let me just say that recruiting is a never ceasing endeavor. It means that you are always looking, listening and inviting. And, like sales work, you invite many more than you enroll.

 

Jim Patterson

Garland, TX

 
Tip # 27 
Our first tip in '99 is from Sherwood Platt and his message is the best that could be offered!

"While I'm a relatively new Society Member, (Just begun my 6th year)I've been very successful in getting prospective members to visit a Chapter rehearsal and have already received my fifth (man of) note.

The common message delivered by most recruiters is that we talk about our hobby, describe how much fun it is and that guests are always welcome.

Extending an invitation to prospective members is easy. Setting a specific date and time requires just a little bit more effort and a reminder phone call or personal pick-up and delivery encourages the guest to give it a try.

Not every guest becomes a member and sometimes it takes a while to get a guest to return. What's important, is to keep trying.

In Harmony,

Sherwood .."
Tip # 28 
At the Member's Service: 
Want a new approach to recruiting new singers?

DON'T talk to new people about your hobby! (Have I got your attention?)

Too often, we fall into a benign rut, trying to push people we already know (who are familiar with our involvement in barbershopping) to change their ways to ours. We meet resistance, get frustrated and vow to try again "next year."

Zig Ziglar, the famous sales booster, says you can't turn a rejection into a customer UNLESS the prospect gets new information to change his mind. These folks already have all the information they want and have made up their minds. Time to move on and make more friends.

If you're like me, you have a whole canned presentation ready to wow the next hummer who happens along. Before he even has a chance to get curious, we want to answer all his questions and remove all his objections. When this is not enough to get him to the hall, we have nothing left to add, no new information to change his mind.

Instead of flooding your new prospect with information, keep your presentation limited to a simple invitation: "You sing too, huh? Say, can you spare a few hours next Tuesday evening? I'll pick you up at seven and have you home by eleven. Busy? What about Thursday? OK, see you Thursday at seven. What's your phone number in case something comes up?"

Please note the absence of information in the exchange above. The prospect doesn't really know the details of the situation, and you can bet he's filling in the blanks, hopefully with wrong conclusions. Just like a kid staring at the Christmas presents, he's building the anticipation for you.

Call your director and tell him you're bringing a new guest, experience unknown. Pick him up a little early and offer to get some coffee or a little dinner on the way. Have your favorite tape or CD playing in the car, but keep any sheet music out of sight for now. When you get to the hall, stick with your new friend, even if he sings a different part (draft someone of the appropriate voice to help him with the music). You're the only person he "knows" here, and you're the one he'll ask his questions.

Introduce him to the director and the chapter president, who should in turn make the prospect feel welcome and wanted. If he does sing a different part, introduce him to that part's section leader at the break if you didn't at first, and let the section leader take over for a while. At the end of the evening, touch base with the director and president one more time and then get your prospect home by the time you promised in the invitation.

If, as above, he's busy on your meeting night, but open later that week, you'll have to scramble a bit, what some people call "playing an away game." Get a quartet for the open night, preferably an established one, and call the prospect: "Would it be OK if we came there?" After all, the magic is in the music, not the rehearsal hall.

The important thing is to let the new singer find his own reasons to participate. No matter how much you love the hobby, you love it differently than anyone else doing it, let alone someone just exposed to it. Your reasons probably won't work and might even feed his fears.

Now when he raises an objection, you can provide the new information he needs.

Now, about those "old" prospects: Again, you've already given them plenty of information. When they hear you've recruited a new singer or two, they'll get NEW information that just might change their mind. Maybe there's something special about barbershopping after all...

+++++++++++++++++++

Comments to Aaron Grice at aarg@aol.com 
