Member-Get-A-Member Program
Case Studies
MGAM campaigns work because you have your evangelists singing the praises of your association—people love to hear why others joined and why they find value:

When I was at a former association, I did a MGAM campaign that worked very well. You need a champion who is willing to shout the goal from the mountaintops and the prize needs to be something that people want.

We had a wonderful champion and a president who shouted 25,000 members wherever they went; we were just over 13,000 when we started the campaign. For every member a member brought in, we gave he/she an entry into a drawing for a motorcycle. We picked 10 finalists and each of them got a key to start it. I think we had a couple of hundred entries.  This also helped drive attendance to our annual meeting, but you did not have to be present to win. 

We ended up just shy of 25,000 members at yearend (an increase of over 90%) and the wonderful part is our retention was high!

I have also done a great phone-a-thon at the chapter level:

I had the whole board on cellphones calling prospects; we got over 30 in two days—about a 10% increase in membership.

I sent letters and information ahead of time and had a “placemat” in front of

each caller (which the national office had developed) with all the benefits of membership and other information that they needed — upcoming events, costs, publications, etc. We had a great big leader board and I gave out stars for getting a maybe, sending an application and of course, a new membership earned a gold star.  My board was very competitive and it worked very well.
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I have used Member-Get-A-Member campaigns several times and find they work well if the incentive for the member is meaningful to that member. I have used:

· at the annual meeting a red rose for each member you brought in was given to you 
· acknowledgement in the newsletter

· personal letter of appreciation

· invitation to a MGAM participant-only event. 

Marian Sroge, CAE

Nonprofit Management Consultant 

mariansroge@verizon.net
ASAE Membership Listserve; January, 2010
1 of 2

