SOS

ASTD Sharing Our Success 

Submission Form

Submission for:  ASTD PS Membership Drive 2006 
Submission Date:  November 13, 2006
Chapter Name:  ASTD Puget Sound 

Chapter ID:  CH8020 
Chapter Location:  Seattle, Washington
Chapter Membership Size:  325 Members

Information will be used by ASTD only:

Contact Person for this Submission:  Lisa Downs, VP of Member Services
e-mail address: ldowns99@yahoo.com  
Phone Number 425-216-3015
Alternate Contact Person: Helene Cho (Volunteer)
e-mail address: synergyconsulting@msn.com  Phone Number 206-523-0270
Chapter Website URL: http://www.astdps.org


Password if needed: ________________

Title of Effort:  ASTD PS “Membership Madness” Membership Drive 2006
Description of Effort: From mid-September to mid-October 2006 the ASTD PS Chapter held a “Membership Madness” campaign that involved offering discounted memberships to non-members at our September 26 Future of Training Conference (see SOS for this event submitted by Howard Gutknecht) and at our October 17 Chapter Meeting, at which we had a “Bring a Guest” promotion. This promotion involved current members bringing a non-member guest to the meeting and encouraging that person to join the chapter. The guest received $20 off of his/her dues and was able to enter a drawing for a $100 Amazon.com gift certificate. The member who brought the guest was also able to enter the drawing (entries corresponded to the number of guests he/she brought to the meeting) and received a Starbucks gift card for $5. During this time, we also had a phone drive to call current members and lapsed members to inform them of the Bring a Guest promotion and encourage lapsed member to consider re-joining the chapter. Board members and membership volunteers were the ones who did the calling and our membership list was divided by geographic area to give each person an equal number to call. Lastly, our VP of Member Services spoke to and recruited new members from a class of students at the University of Washington who were working toward their certificate in training as part of the University’s continuing education program.
Need Addressed: We were looking for a way to draw new members to the chapter as well as engage current members in chapter activities to get them more involved.
Does this effort align with your chapter mission?

Yes 
X
No ___

Does this effort align with ASTD mission?


Yes 
X
No ___

Target Audience: Three audiences were identified:

· ASTD PS members – we wanted them to attend the October chapter meeting and get involved;
· Non-members – the goal was to get them to join the chapter and make them more aware of what we do;

· Lapsed members – we wanted them to re-join and get excited again about ASTD PS.

Costs/Resource Use:  We spent about $300 for the drive: $100 on an Amazon gift certificate for the October drawing, $175 on Starbucks gift cards (35 @ $5 each), and about $27 on volunteer appreciation gifts. Board members and other volunteers supplied their time as well for the phone drive and to help at the October meeting.
Chapter ID:  CH8020


Date:  November 13, 2006
How did you implement: (Please give a brief (bullets) description and attach any forms, templates, communications, project or action plans, etc. that other Chapters might be able to use for similar efforts.)

· Created a team of membership volunteers to help generate ideas for and carry out the campaign.
· Collected membership data to divide between volunteers for the phone drive; created separate phone lists for each caller.
· Wrote script and talking points for the volunteer callers for the phone drive (attached with submission).
· Called members and lapsed members regarding the October chapter meeting promotion.
· Promoted the campaign in the chapter’s monthly e-newsletter and on the chapter’s web site as well as at the September chapter meeting.
· Created special membership applications to reflect the discounted dues for the September 26 conference and the October chapter meeting (sample attached with submission).
· Purchased gift cards, gift certificates, and volunteer gifts.
· Organized volunteers to conduct the drawing and collect membership applications and dues payments at October meeting.
· Created PowerPoint presentation for UW students and conducted membership presentation.
· Followed up with Board and volunteers after the campaign to share results.
What were the Outcomes: (include financial, membership increases, target audience satisfaction levels, publicity for the chapter or for the profession, etc.) 
We started the campaign with 300 members (as of September 2006), however, because members can join and drop out at any time, this number is very fluid.
•
Chapter signed up 25 new members at September 26 conference, October 17 chapter meeting, and by speaking to UW class on October 14.
•
Used the energy from the events to recruit other potential members; received many inquiries about membership and our web site from those who were unable to join at events.
•
Generated $1,300 in revenue the chapter would not have had otherwise.
Lessons Learned:  (Hints and tips for other Chapters who may be considering a similar effort)

· Recruit more volunteers ahead of time to maximize everyone’s time and contribution.
· Consider drawing more guests in to the chapter meeting by offering free admission to the meeting.
· Decide on promotion earlier in early summer to have more time to publicize.
· We’re looking at going to an annual dues renewal cycle in the future and hope this will give us a better handle on our membership number so we have more concrete data to measure by.

Attach this form and any forms, tools, templates to an e-mail addressed to:  SOS@astd.org.

Thank you for Sharing Your Success!
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