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Welcome 
and 

Introduction

• Moderator: Jonna Ashley, 
NEHA Membership Manager

• Goal: To generate ideas for 
growing and maintaining 
membership in your state 
association.

• Format: Collaborative group 
discussion

Presenter
Presentation Notes
Hello everybody- my name is Jonna Ashley, and I am the Membership Manager at NEHA. I know it’s been a day filled with tons association related information, but I hope everyone has reserved enough energy to spend the next hour discussing what I consider to be the backbone of any successful association- membership! I’m going to take just 15 minutes at the top of our workshop to go over what I consider to be four essential steps to building a robust membership program, and then I’m going to ask you to break into groups to further discuss the step that you think would be most beneficial to your state association.



Overview • Step 1: Get to know 
your members

• Step 2: Get to know 
your association

• Step 3: Engaging and 
retaining members

• Step 4: Create a 
recruitment plan

Presenter
Presentation Notes
The steps that we’ll cover are: Step 1: Get to know your members. If you are in the process of trying to understand the demographics of your membership base, what your members value, and why they joined, then this is the step that you should make your way to during our discussion time. Step 2: Get to know your association. If you feel like you’ve got a good grasp on who your members are and what they need from your association, but you’re still struggling to recruit and retain members, then step 2 is for you- where you’ll be taking a critical look at what your association does well, and what you need to improve.Step 3: Engaging and retaining members. This the bread and butter of association membership. In this step you’ll be asking yourself questions about what the real value of membership is and what you can offer your members that they can’t get anywhere else.Step 4: Create a recruitment plan. If you feel good about the strength and value of your membership program, then it’s time to start inviting more people under the tent.



Step 1

Get to 
know your 

members

• Member surveys

• Database queries and 
reports

• Engagement index

• Data analytics-
spotting trends

• Missing data- start 
asking!

Presenter
Presentation Notes
The first thing I want to say about step 1, is that these steps are a cycle. The savvy membership director will find themselves at step one on a consistent basis. You should always be thinking of ways to solicit feedback and demographic information from your members. Raise your hand if you’ve recently conducted comprehensive membership survey.If you’re hand is down, then you may want to consider joining step one.Is your association management database able to pull accurate reports? If not is time to research a new way to store and analyze your membership data? Are you asking your members for the information that you need to understand their needs? If not, is it time for a new membership application or a regular check-in?What worked to engage your members 3 years ago, may not be the same thing today. So, don’t feel sheepish if this is the step that you want to explore further.



Step 1

NEHA 
Member 
Survey

Primary motivation to join?
• #1 Answer: Gain industry knowledge and 

best practices to help me in my career

What can NEHA do for you? 
• Career growth opportunities

• Education, training, and online learning

• Networking and community of peers

Biggest challenge in your career? 
• Lack of funding/budget cuts

• Lack of opportunities for employment and 
advancement

• Burn-out, turn-over, and finding/retaining 
quality staff

Presenter
Presentation Notes
In fact, NEHA just did a series of membership surveys, so that we could better your needs. Here are three interesting results that came out of the membership representatives survey that I completed over the past few months. I wanted to find out what our members found valuable about their NEHA membership and places that we could improve and build on that value. What I found is that our members are looking for tangible membership benefits that will help them grow in their career. So, based on this survey, and other feedback that I’ve gotten from our members, my initiatives moving forward, to promote the value of membership, will be founded in how we can support and advance our members professionally.



Step 1

Abila  
Survey

Why New Members Join

• Job Opportunities (34%)

• Socializing (30%)

• Certifications (24%)

Why Associations Think
Members Join

• Conferences (48%)

• Networking (45%)

• Advocacy (38%)

62% of all members surveyed joined 
with the first 5 years of their career.

Presenter
Presentation Notes
The findings from my survey have some similarities to a study that Abila, an association management company, conducted in 2016. Like me, they found that job opportunities, or career advancement, was the number one reason that members join an association. Another interesting finding is that while many association managers would say that networking is a primary reason for someone to join and association, it was actually socializing that members ranked second highest. This is an important reminder that, for a younger generation of members especially, while there is a lot of talk about online social networks, it’s vital that we not loose sight of the value in good old fashioned face to face socializing with other people who share your career interests and understand what you do all day. The last finding that I think is notable in this study is that 62% of all members surveyed joined within the first five years of their career. There is a lot of evidence that associations can offer a great deal of value of people who are just starting out in their careers. Offering recent college graduates a community of professionals, providing leadership opportunities, and offering education and  training. How many of you are surprised by this finding, because you have been told that association membership only appeals to an older generation?Me too! Let’s keep in mind that how important it is demonstrate our value to people who are just staring out in their career. They may be paying more attention than we think.



Step 1 • How do you learn about 
member needs?

• How do you track 
demographics?

• What do your members 
value?

• What prompted them 
to join?

• How are you going to 
find out?

Presenter
Presentation Notes
So, if you choose to have your small group discussion about step one, I’d like you to jump start your conversation with these five questions (read them off).



Step 2

Get to know 
your 

association

What have you 
learned about why 

your members joined, 
and how can you use 
that information to 

build a stronger 
association?

Presenter
Presentation Notes
Let’s move on to step 2, getting to know your association. This is the step where you take what you learned from your research on who your members are and why they joined, and you use that information to begin building a stronger association that truly delivers what your members need. This step involves taking an honest look at the strengths and weaknesses of your association, evaluating and analyzing the data that you have, to determine what is preventing members from joining, and if they do join, what is preventing them from becoming engaged.



Step 2

Why 
members 

join 

And why they don’t….

• Don’t see value

• Never asked

• Dues are too high

• Unsupportive 
employer

• No online presence 

Presenter
Presentation Notes
In step one we looked at why members join, and now we need to do some critical thinking about why they don’t. There are some obvious reasons like- they’ve never heard of you, or they were never encouraged to join, either by association leaders or by their their employer. It’s critical to remember that sometimes potential members just need to be invited to join. But what about the people who have heard of you? Maybe a potential member hears about your association from a co-worker, but when they go online to research if they want to get involved they find an outdated website, or no website at all. Maybe you have a good website, but you’re not prominently outlining the case for joining or the benefits of membership. Maybe you’re making the join process too cumbersome. Maybe there’s no point of contact for potential members to reach and get the information they need.Raise your hand if you identify with at least one of these common association problems.



Step 3

When to 
start your 

renewal 
process

How about 

DAY 
1?

Presenter
Presentation Notes
Now, let’s assume your new member made it through any barriers to finding out about your association and joining. When is the appropriate time to start enticing them into renewal? Three months before their expiration date? One month? How about you start at day one? As soon as you get a new member it’s time to start making the case for them to stay with you through every stage in their career. According to marketing expert, Robbie Kellman Baxter, who wrote a book called The Membership Economy, the majority of members make up their mind about whether they will renew within the first 3 months of their new membership. This is a critical time for proving your value to a new member. Association professionals should take a good look at how they are onboarding new members. Do your members know how to take advantage of their benefits? Do they feel included in the group?



Step 2

NEHA
Onboarding

Let me be the first to thank you for joining 
the National Environmental Health 
Association (NEHA). I am pleased to 
welcome you to the NEHA community, and 
want to help you get involved. Here are a few 
key member benefits to get you started:

• You now have a subscription to NEHA’s 
esteemed Journal of Environmental 
Health (JEH).

• You are signed up to receive timely and 
critical updates through NEHA’s e-News 
and Advocacy Alerts.

• You are invited to attend our 2017 Annual 
Educational Conference at a discounted 
member rate. 

NEHA understands how important it is to 
have an informed and well-educated 
environmental health workforce. So, as a 
member, you are offered a deeply discounted 
rate on all of NEHA’s Credentials and FREE 
Continuing Education and e-Learning.

Presenter
Presentation Notes
Every week, I pull a list of new NEHA members wo joined over the previous seven days. I send them a welcome email, directly from me- introducing myself, offering to help them with any questions they might have, and highlighting some of NEHA’s most popular benefits to help them get onboard. You can see part of my latest version of the email here. Then I follow up this email with a letter, signed by hand, sent along with their membership card. By the way, if you like this idea, please steal it! Email me after the conference and I’ll be happy to send you my onboarding templates.

https://www.neha.org/publications/journal-environmental-health
https://www.neha.org/about-neha/advocacy
https://www.neha.org/news-events/community-calendar/neha-2017-aec-grand-rapids
https://www.neha.org/professional-development/credentials
http://www.nehacert.org/


Step 2 • What do you do well?

• Where can you improve?

• What are the barriers to 
joining?

• How are you welcoming 
new members?

• Can potential members 
find you online?

Presenter
Presentation Notes
If you choose to join the step 2 group, you’ll work together to answer these questions for your association (read questions)



Step 3

Engaging 
and 

Retaining

Prove your 
value and get 
members to 

stay.

Presenter
Presentation Notes
When I began working at NEHA, I heard from a lot of people about ideas for fun and creative member recruitment campaigns. I think recruitment is great, but my first concern is offering real value to the members that we already have. We have to make sure that the house is clean, and we have food to serve, before we start inviting people over for a dinner party. Step 3 is where you clean house and go grocery shopping. This step is where you are really building your membership program, and portfolio of benefits. You’ve taken a look at who your members are, and what you can do to get them in the door, now it’s time to look at what you can offer them to stay. 



Step 3

NEHA 
Member
Survey

Most valuable NEHA 
Benefit?

• #1 Answer:
Subscription to JEH

• Least popular 
answer: Affinity 
Program discounts

Presenter
Presentation Notes
Step three involves taking a look at the benefits that you offer your members- eliminating benefits that you’re putting effort into, but that your members are not finding value in, and adding in benefits that promote engagement, community, and resources to help them succeed professionally.So, let’s go back to the recent NEHA member survey. I asked people to rank the NEHA member benefit that was the most valuable to them. The number one answer was a subscription to NEHA’s magazine, The Journal of Environmental Health. By far the least popular answer was NEHA’s affinity program, which are the third party discounts that we offer to our members on things like car rentals.This tells me that NEHA should invest time and money into the JEH, that we should promote it heavily as a benefit of NEHA membership, and that we should continue our efforts to make the JEH modern and assessable to our members in the format that they like to read it. It also tells me that NEHA should take a good look at the actual cost of creating, printing, and distributing the JEH, and make sure that our member dues reflect that cost.As a result of this study, I have cut promotion of NEHA’s affinity program, so that we can invest time and money into programs that our members actually value. The last part of this survey, was that I conducted a conference call with a some of the responders and asked them to take a deeper dive into what benefit NEHA could add to it’s portfolio that would be of real value. After a long, and fruitful conversation, we came to the conclusion that overall everyone would find the most benefit in an online member directory. So, I am in the process of working out the kinks, and making this happen for our members.I’m not suggesting that we all have the time to conduct a three month member study. What I’m saying is that on some level we should all be considering the value proposition of our membership. Forget about the length of your member benefits list and focus on the benefits that you do well and that your members find vital.



Step 3

Communicate 
your value to 

the right 
people

Over the past year of active membership in HDI, I’ve taken 
advantage of some incredible one-of-a-kind resources, 
discounts, and networking opportunities. What I’ve received 
from my membership has not only helped me fine-tune my skills 
and abilities, it’s also provided me with the knowledge and 
connections to implement industry best practices that I feel have 
improved the overall efficiency of our organization.

Here are a few highlights of the benefits I’ve seen for myself and 
our company through my HDI membership:

• Saved several hundred dollars on the annual HDI conference 
where I returned with connections, resources, and new 
industry knowledge that we’ve implemented.

• Gained exclusive access to research reports, white papers, 
and webinars that have helped us benchmark our 
performance, validate our practices, and become a more 
efficient support center.

• Saved $200 on the HDI Professional certification course that 
enabled me to better serve our customers.

You can see more specifics on the ROI of membership on the HDI
website.

With HDI’s support and encouragement, I’ve been able to 
develop my professional skills, excel in my position, and help 
grow our business—which I’m sure you’ve noticed! I feel I’ve truly 
benefitted from my involvement with HDI, and I’d like to renew 
my membership. I’ll do all the legwork—I simply need your 
approval.

Presenter
Presentation Notes
The second part of step 3 is to make sure that when you have your value proposition in place, you are communicating it clearly and to the right people.Here is a great example of this that I found from an association for IT professionals called HDI. The idea here is that you can request, with a simple click from their website, an email template making the case to your manager about why you need to join the association or renew your membership. The one on the screen is the case for renewal. If you can’t read the small text, they are highlighting a few key reasons why the membership has been valuable, not just for them, but for the organization as a whole (read the bullet points).We may not all have the capability to copy this idea exactly, but we can learn something here, about an association that is confident about their value and communicating it easily and to the right people.

http://www.thinkhdi.com/membership/roi.aspx


Step 3 • What are the benefits of 
membership, and how do you 
communicate those benefits?

• How are you enticing members 
to renew?

• How can you help your members 
advance in their career?

• What type of networking and 
social opportunities do you offer 
outside of your AEC?

• What can you do for your 
members that they can not do on 
their own?

Presenter
Presentation Notes
If you choose to join the discussion for step three, you’ll be delving into the value of membership, by asking these questions (read questions).



Step 4

Recruitment
Plan

• Compiling lists of 
potential members

• Reaching out to 
influencers

• Tailoring your ask

• Getting back lapsed 
members

• Tracking success

Presenter
Presentation Notes
A lucky few of us might find ourselves at step 4- creating a recruitment plan. This is the fun stuff. This is where you compile lists of potential members and dream up creative ways to get them to join or get them to come back. A first step to compiling your list is to take a look at the classes, certifications, meetings, and programs that you offer and see who is taking advantage of them but as yet to join. If you have done your work in the first three steps it shouldn’t be hard to think of how you would make the case that your membership is valuable and invite them to join. When you have your list of potential members, put some serious consideration into how you can segment this list. Does it make sense to send different invitations to students, young professionals, industry professionals, government workers? Tailor your asks to be as specific as possible.And don’t forget about your lapsed members. How often are you reaching out to this group and asking them what you could do to get them to come back?Just like the email example that we looked in step 3, you’ll want to think about who influences your potential members to join. Would it be more successful to send a membership campaign to a major employer? If you are trying to recruit students, would it be more worth while to send membership materials directly to professors? Could you utilize some of your most enthusiastic members to start a referral campaign? 



Step 4

Recruitment
Plan

Leslie Cook here, Director of Membership 
at HDI. I noticed you recently downloaded 
our “Convince Your Manager” letter to 
show your boss how valuable HDI
membership is. How’d it turn out? Are they 
on board and supportive of your joining 
the HDI community?

I just wanted to reach out today to see if 
there is anything else I can do to assist you 
through the process. You’ve expressed 
interest and we’d love to have you—
connecting, learning, and growing with 
thousands of your peers.

So if you’re still on board, but maybe have 
a final hurdle in getting your HDI
membership approved, just let me know. 
I’d be happy to help in any way I can.

Presenter
Presentation Notes
Here is the follow up the email that I received a few days after I requested a “convince your manager” email template from HDI. It’s an email directly from the membership manager, in a conversational tone, asking me how it went with my manager, letting me know how much they would like to have me as a member, and offering to help me through the process. Let’s keep in mind the importance of a well timed follow-up, and engaging with your potential members when their interest is at it’s highest.

http://www.thinkhdi.com/membership/convince-your-manager.aspx


Step 4

Recruitment
Plan

When is it a 
good idea to 

offer a 
discounted or 

free 
membership?

Presenter
Presentation Notes
Briefly, before I go over the final set of questions and set you off on your own. I just want to remind everyone that it is not always a good idea to rely on a free or discounted membership as a recruitment technique. Raise your hand if you have considered a discounted or free membership campaign to recruit new members?If in the first step you found that membership dues are a major barrier for members joining, then it’s time to reconsider your dues structure. In some cases, like in the case of getting a lapsed member back, it may be a good idea to consider a one time discount or incentive. But overall, it’s important to make the case that your membership is worth the cost.



Step 4 • Who is using your services but 
still hasn’t joined?

• Who influences your potential 
members to join, and how can 
you reach them? 

• How can you segment your 
potential list, and tailor your ask 
to entice the right people?

• How often do you reach out to 
lapsed members and invite them 
back?

• How can you track the success of 
your recruitment campaigns?

Presenter
Presentation Notes
If you are in stage four, please work with your group to answer these questions (read questions).



Let’s 
discuss!

• Pick the step that best fits your 
association

• Step 1: Get to know your 
members

• Step 2: Get to know your 
association

• Step 3: Engaging and retaining 
members

• Step 4: Create a recruitment plan

• 30 mins. to discuss- 15 mins. to 
share

Presenter
Presentation Notes
Here are the steps again. Please self select the group that best fits your state association. We’ll take 30 mins to discuss, and then 15 mins to share some highlights from our conversations. Group 1 over here….
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