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Great Ideas for Recruiting and Retaining (Young) Members

Compiled by the 2010-2011 YP Task Force

	Region I - Jillian Menna & Cara Curtis

	Region II- Haley Everett & Jessica Adkins

	Region III – Melissa Peak & Matthew Philip

	Region IV- Kristen Strasser & Chandra Kwaske

	Region V- Jennifer Christensen & Jennifer Weiterman

Region VI- Kristina Donaldson & Rebecca Brigham 

Region VII- Kelly Downing & Debbie Mackey

Region VIII- Victoria Lovinggood & Jennifer Hetzel

Region IX- Lindy Gardner & Staci Matheson


Here is an excerpt from an article regarding young professionals:

They have very little time. Whereas older association members might want to spend time absorbing information or developing relationships, young people want to get in, get done and get out, observes Sharon Collins, CMP, director of meetings for the Kellen Company, an association management firm based in Atlanta. “An old-timer might be good with regular coffee, but the younger ones live on espresso…” 
Get them involved. Put simply, new members will stay if they're involved in the association. To facilitate involvement, convince them to join a planning committee. At the Kellen Company, younger folks are given designated spots on committees. A full quarter of meeting attendees come because they were asked to get involved, according to Lisa Rand, a New York City-based account executive for the firm.
But getting involved can be more than just sitting on a committee. A number of associations SmithBucklin manages have gotten rid of standing committees in favor of short term, project-based task forces, which are more attractive to time-strapped young professionals.
Recruiting:  
· Younger members are looking for substance and meaning. They want real involvement and action.  Be sure your organization is offering the activities they crave.
· Network- Make sure you have a publication that tells about each member’s business/bio.  Encourage referrals. 
· Community Service- Does your organization provide plenty of opportunity to give back to the community?  If you find that members aren’t participating it may be because the charity your organization has chosen does not relate back to the core interest - Insurance.  
· For example:  Assist the local fire department in their efforts to make sure every home has a fire alarm or help the police promote their seatbelt campaigns.  Or even hold basic insurance and safety seminars in your community.  These activities don’t take much time to organize, they can save lives and they ultimately lower insurance premiums.
· Focus on Insurance!!! Are your activities based on Insurance or do you often find that your April meeting has more to do with gardening?  There are plenty of existing organizations that are specifically designed for young professionals.  If a young professional has chosen to join an Insurance based association, it is because they are interested in Insurance.  Young members are likely to lose interest quickly if the meetings are not on topic.  Likewise, employers may be reluctant to pay for a member’s dues and activities if they do not feel that the association is truly focused on Insurance.

· Take information, candy and cold-call agents in the area. 
· Advertise through promotion (press releases) awards, fundraisers, etc. in local publications. 
· Assign someone in your local association the official “facebooker” or “tweeter”- have them post (at least weekly) - constant communication.
· Send “formal invitations” to perspective members and ask them to attend your next meeting.
· Send invitations to all types of businesses and individuals who might benefit from belonging to our association.  Be creative with the invitations.  Packets with information about benefits and education opportunities might be a good place to start.  Set a goal!  Try to send as many invitations as you have members each month.
· In Ohio, they have “I Day” sponsored by the Insurance Board of OH.  Due to their partnership with the Insurance Board, the Insurance Women of Cleveland are given a free booth to advertise their association.  Have other associations looked into partnering with similar insurance boards?
· Recruiting through colleges with programs for insurance; having a social mixer after work students can meet insurance professionals with an introduction to the association.  

· Starbuck’s has a posting board.  Young professionals frequent SB’s, right?  Post a catchy flyer on the SB board with a $20 SB gift card as a door prize with business card.  

· Have a FUN month meeting that focuses more on networking and developing relationships. Try hosting the meeting at a winery, garden, museum, member’s office, park, etc. Encourage members to invite a co-worker so that they can see that NAIW is more than just business. We are an association built on tradition with Education, Leadership and Networking opportunities.
· Reconnect with past members that have left NAIW and invite them back for a meeting. These members may have non-renewed due to family circumstances, career barriers, etc., which may have changed from when they originally left NAIW.

· Don’t shoot down an idea just because it was tried years ago and didn’t work then – try it again with new people and a new audience.

· Recruitment drive.  For example have a bowling night.  It is family friendly and if you have prizes for the worst bowler as well as the best, then everyone can have a good time.  

· NAIW’s best recruitment tool is networking in the industry.  Attending insurance conventions and promoting your own experience in NAIW can spark the interest of other insurance professionals.

· Promote the scholarships that are available only to NAIW members.  There are several through the National Alliance and the ISFA.  I personally have received a CISR update scholarship and I told everyone in my class that I received my spot there with an NAIW scholarship.

· This comes from both the local and national levels. NAIW on the National level must get the name out to the public. Make a presence in the Insurance World.
· Brand the association in a way to attract new members and raise awareness once members join. 
· To reach YP’s, there should be a National presence on social networking websites.  Facebook, Twitter and Linkedin, as well as press releases to Insurance Journal, Best Review and other relevant publications, including scholarships and sponsoring events/charities, etc.  Obviously free publicity is the best, but as a former sales person for a magazine, good advertising has its pay off. This might even be coordinated with associations that are hosting or located close to Council, Regional and National conferences. If we can get members to attend these bigger picture events, the more they will be attracted to joining the organization.
· Locally, I think there should be a campaign supported by National to ask an Insurance friend, coworker, etc., to attend a meeting. Something like “Remember, every member bring a member.” Every single member works with other people or knows other people in the industry that may merely need an invite. This fits in with the national goal of recruiting 1 member for every member. If we just ask everyone to invite someone… even for just one meeting then at least we expanded our name recognition. This doesn’t have to be focused on membership drives etc, but could be. An email, E-vite, telephone call or lunch conversation… 

· Hold a “speed networking” event.
· A Welcome Packet and conversation with the Local President.  Upon application for new membership, a packet of materials is sent to the Local President to be presented one on one with the new member, at a lunch, a meeting or other setting. Included in the packet, Rookie of Year Award information, a brief outline of the history and structure of NAIW, include benefits of membership (designations, scholarships, recognition, leadership opportunities, etc).  A “Who’s Who” of the organization, and a list of local committees with a description of the duties. The President should have a committee or few in mind for the new member and a mentor on that committee. It’s a good time to go over what to expect and what is expected of the member as far as RSVPing to a regular meeting, costs, etc.  Complete and thorough information for the new young member from the outset is key.  
Retention:  
· Assign mentors.  

· Keep YP’s involved through getting them invested in something that matters to them – do they have an area of specialty such as marketing, hospitality, etc.?

· Hold a meeting where the topic is “updating your NAIW profile” – bring a few laptops and hold it at a restaurant/hotel with wi-fi.

· Spotlight- Newsletter or Website-Shine the Light on a YP or New Member each month/quarter.
· Yellow Ribbons:  New members often have a hard time meeting new people at meetings.  This is often interpreted as “the old timers seem so cliquish.”  I have also heard that new members don‘t feel like anyone reached out to make them feel comfortable or welcome.    I suggest asking all new members to wear a yellow ribbon for their first year.  Perhaps giving “first timers” rights to new members for their first year of membership would be a good place to start.  The yellow ribbons would alert established members to slow down and help acclimate our new members.  This suggestion may not be necessary for smaller associations.  However, it is easy for new members to get lost in larger associations.
· Opt for short term committees that are task oriented as opposed to standing annual committees.
· Is your association stuck in the 80’s?  Are you resistant to change?  Do you do it this way because “that’s the way it has always been done…"?    Take advantage of the energetic, creative, tech savvy young people at your meetings.  Start a technology task force, allow them to create a new logo, create/update the website, experiment with a Facebook page, make an electronic yearbook or come up with their own ideas.  

· Use of Technology:  For example one of the OH associations has a section on their website where you can sign up to get electronic copies of their newsletters and announcements emailed.  Another actually can RSVP on their website for the dinner meeting.
· Someone outside of the local needs to have a frank conversation with the young professional members and find out their “pain points” specific to their local association, as well as on a Regional and National level.   
· Establish an involvement committee with the purpose to get members to participate in some way, as well as having a focus on helping members meet and learn more about other members.
· Have a “Member Spotlight” at each meeting where one member is asked to give a brief testimonial to the association. This could include how they became a member, why they have stayed a member, what they like most about NAIW, what is their greatest NAIW memory, etc. Have this member then choose the “Member Spotlight” candidate for the following meeting.  
· Hold a meeting at the beginning of the term to find out why people joined? - Integrate the reasons people joined (meeting value, location, etc.) into the calendar for that year. 

· Call seasoned members you haven’t seen in a while and asked what it would take to get them back. 
· Changed the venue of the meetings with an eye toward achieving the maximum attendance. 

· Directly ask how people would like to get involved or what their specific strengths are, rather than just waiting for people to volunteer.
· Hold a membership meeting in house at a local employer (i.e., the local office of an insurer, vendor, agency, etc.)  The larger the office the better.   This type of meeting is easy to attend, cost is low, etc.   For example, one year we held a meeting at Chubb’s office in NYC and asked a female Chubb executive to give a short presentation.  Attendance for the meeting was great and we were able to recruit a few new young professionals.  
· Have a meeting dedicated to where each senior member is required to bring one or more young professionals that they know of that are not members; not just young professional inviting other young professionals, but seasoned members inviting them as well. 
· Have a joint membership meeting with another local association that has young members.  i.e., a local woman’s golf association, another insurance or professional organization, a local charity, etc.   
· Have fun social events tailored around learning/doing something:  e.g, beginner golf lessons, wine tasting/wine pairing.  
· Retaining professionals in the industry is almost as hard as retaining members in NAIW.  One idea is to offer scholarships on a Regional level that would send a YP to the Regional Conference.  In my opinion, this is the level that is most exciting.  It is small enough to form real friendships, but is large enough to have a great party with education thrown in.
· Education.  Many of the NAIW programs have been updated and they need to promote that.  For YPs, skill- and career-based education would be attractive.  We are in charge of our own destiny.  If we do not receive the education and support we want from our current jobs, we can enhance it with our NAIW experience.  Pump up your resume with industry-specific courses and leadership opportunities.  Receiving awards at the different levels can show current and prospective employers that you rank among the best.  NAIW could encourage locals to award their members in the same way that Regional winners go to Nationals.  Some do, but many don’t.  We could use some guidance in that, but what a great way to get your local in the newspaper.
· Define young professionals by years in the industry, not just age. 

· Establish YP events (and budgets for them) at National, Regional, State and Local Level
· Day of community service, group night at a local sporting event (include spouses and significant others)
· There are clearly multiple levels of involvement in NAIW. For the most part, YP’s are going to be restricted to the local level, especially on the initial year of membership. Very few will make it to a State, Regional or National conference. Therefore, I think, retention on the 1st year is primarily the local association’s job, which should be supported on all levels.  NAIW, as a whole, is only as healthy as its local associations.  

· Comprehensive leadership training focused on producing “company executives”. Not only will this benefit NAIW, it will benefit YP’s that may not have the opportunities at their place of employment to prove their management skills, handling a budget, etc. This is a major benefit often overlooked. 
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