Membership Ideas from Components for Components

Discussion Notes
· Offer two-year memberships — can be a good offer to overcome first-year non-renewals.
· Offer $20 coupon to the bookstore when they renew early.
· Welcome to the association posting on their website — special thank you to those who joined the association at the show. If they found you by registering, then this brings them back to your website.
· Determine where your new members come from? Did they come from your tradeshow, cold phone call, or educational session? This will give you the best idea on how to communicate with your member.
· Direct mail is the most effective tool for recruiting new members (per associations who have individual memberships)

46% Direct Mail

28% E-mail

15% Conference

11% Personal sales call
· American Association of Allergy has a hybrid membership recruitment process. They use both paper and electronic communication because of the “ages” of their industry. They are turning the corner on electronic and watching its impact with their membership.
· Best to hit your prospective and current members in a variety of channels.
· The 1–2 year churn is big. Make an extra push to engage members quickly.
· If you engage a member 1–2 times, you will double the chances that they will renew. Develop an ongoing communication strategy for 1–2 times for your first-time members.
· Determine your churn rate. Are you keeping your first- and second-year members? Or are they leaving your association?
· List rentals — as the owner of your database, your association can control the list and who gets the list.
· A first-year discount is an effective tool. It drives awareness, participation and membership.
· How to get a student to turn into a regular member once they graduate? IEEE uses a five-year graduating scale to get a student into a paid member.
· Perception of value is more important than how much dues are. And the value is different if someone is starting their career rather than someone who is well into their career.
· Top 10 ways to make the new member experience memorable (personalization is key):

1.
A mailed welcome kit (split into two mailings if it is as big as a house)


2.
E-mail a welcome kit


3.
Welcome postcard


4.
Welcome call


5.
Invite to a chapter/component meeting


6.
New member survey


7.
New member reception


8.
Special discounts on products

9.
Followup that is customized at the six-month mark

10.
New member newsletter
· Can you track engagement? How did they join? Why did they join?
· Do a member intelligence overview on what you are tracking. Are you tracking data you can use to make a good profile on your member and/or membership? 
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