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CLASS TITLE:

Membership Growth – An old topic with NEW energy!

DATE:


Saturday, June 4th, 2016

CLINICIAN:

Harriette Walters
BLUE = Class notes (page 1-3)
BLACK = From Harriette (page 3-6)
Question to the class:  Are you losing or gaining?
THOSE CHORUS LOSING MEMBERS SAID:
· Aging – Can’t physically stand on the risers

· Loss of a director

· Not doing well in contest

· Losing key people

· People who wanted to pursue other avenues in their lives

THOSE GAINING MEMBERS SAID:
· Combination of some seasoned Sweet Adelines and brand new people

· Found us on-line through website, Meet-Up, Facebook page)

· Word-of-mouth from members

· “PMP Program” - Free trial membership (for example 4 months starting with Holiday Chorus); can charge deposit for the materials (for example $20 deposit for music and CD)

· 4-6 week workshop – For example, Holiday Chorus

RECRUITMENT IDEAS
· Membership Acquisition team – Put a Marketing Specialist in charge to identify some ongoing activities the chorus and its members can be doing to attract members.

· Libraries – Offering classes on a cappella or barbershop classes

· Libraries – Send informational letters about who you are, what you do, what you can do for them.
· Maintain a prospect list and keep adding to it.

· Send your monthly newsletter to your list of prospects

· High School Music Groups

· It takes a lot of work – It takes a team of people

· Something should go out every month to describe what you’re doing

· Arts Councils

· Chambers of Commerce – Become a member
· Renting tables at every Fair and Festival possible

· Membership is part of what’s discussed at rehearsal weekly; i.e. make sure we’re doing something all the time.  
· Permanent weekly programs

· Colleges a cappella groups (they’re going to graduation eventually!)
· Drama/theater groups – Example:  Orangeville will sing for 9 slots in the “Calendar Girls” play (for $.)  Chorus members also volunteered to have their photo featured in the October issue of the calendar, and the chorus gets a portion of the profits from calendars they sell.
· Women’s Groups

· Church Choirs

· Girl’s Inc.

· Big Sisters
· Girl Scouts – US

· Girl Guides - Canada does not qualify Sweet Adelines for their music badge program

· Family Chorus on your show

RECRUITMENT IDEAS (cont.)

· YWIH
· If you are interested in getting something started, Pam Calveric (our Region 16 Young Women in Harmony Coordinator) will help you!  
· Get into the schools…Find contacts – Ask your members who they know at schools!

· Invite teachers to your YWIH event & educate them in one room while the kids are learning in another room.
· Or tag-team it…Two choruses work together to hold an event.
· Have an assembly or class at a local High School

· Boys and Girls Clubs

· Dance Studios

· Chicken BBQ – Give out business cards in with every meal

· Before your membership program, go to malls and large events and pass out flyers.
· Offer a performance where you rehearse

· Teach a community education class

· Post flyers regularly, not just during membership drives

· If you hear women humming or singing when you are shopping, etc. talk to them!
· Sweet Adelines International has referral incentive program for our members.

· Business Cards:  Member puts their own name and number on the card so the prospective is talking to their original contact.

· Flash Mobs
· Give-aways:

· Water bottle labels - Make unique replacement labels advertising your chorus and hand them out at an event

· Imprinted pencils 

· Tea Bags (Greater Nassau Chorus) with a special message on it

· Think of a clever, inexpensive idea

· Do something on National Barbershop Day and put out a Press Release about it.

· Craft fairs

MEMBERSHIP RETENTION
What are some things we do to take care of current members?

· The stronger your culture, the better your chances to get people to stay

· Take time at rehearsal to share good news

· Let departing members tell you why they’re leaving.  It might be time for them to leave but, yet, we may also learn something from the information gathered.

· Keep close to your alumni and have periodic activities for them.  (For example, invite them to Friends & Family nights, Holiday Chorus, shows, picnics, etc.)  You never know when some of them might want to come back.

· Take turns highlighting members – Pass a heart necklace (e.g. “The Heart of Greater Nassau Chorus” from one person to another on a weekly or monthly basis and they have an opportunity to tell about themselves.
· Have a ‘Thank You’ recognition award that is passed from one person to another when someone does something nice for someone, or for the chorus.

· Silly awards – Each Management Team member takes a month and gives a chorus member a gift.  Fresh-baked cookies, something funny, etc.

· Picnics – Keep the social aspect in it

· Inter-Chapter parties – Alternate hosting of it.
· Pool party at someone’s house

KEY POINTS

· Be a great ambassador for visibility – Be out there in the media all the time and celebrate yourselves publically.  Talk about your chorus consistently.
· We need to get as many people in the door as possible in order to get even a few to stay

· We cannot leave Membership to a Chair or a Committee; i.e. everyone in the chorus needs to understand they ARE the committee.  Everyone must be engaged.  

· Ask chorus members each week; e.g. ‘Who did you speak with this week as a prospective member?’  Keeps everyone accountable and is a great reminder of our join mission.

· Membership is not a once or twice a year thing….it needs to be an every week thing/must be ongoing

****HARRIETTE’S NOTES***

MEMBERSHIP ACQUISITION TEAM / TASKFORCE - MAT

Recruitment:

1.  It is important to recruit known musical people.

For example, capturing new college grads who were in accapella groups.      We could offer a musical outlet now that they have graduated. We can contact musical directors from different colleges, even the ones from upstate since many come form LI.    We could also contact musical theater groups.

2. Perhaps offering a series of free singing lessons, as we once did, would be a good recruitment tool. Singing more contemporary songs, could possibly attract a new generation.

3. For guests/potential members, keeping the experience interesting and engaging is important.   One way, might be to bring back classes specifically for them during rehearsal.   This would make them feel important and included.

Retention:

1. Should additional attention be given to first year members who may be at risk of leaving?   Are they feeling overwhelmed with commitment or too much of a financial burden?

2.  In terms of general membership retention, it is important to have good support from the leaders for those who need it, especially before competition.

Chorus members don’t get an opportunity to get to know or sometimes even hear guests’ names.   Are they announced too quickly, or names mispronounced?

Guests could briefly introduce themselves, announcing her name, voice part, if placed, where she’s from, how she got here, and other relevant information (i.e., past singing experience).

We need to find a middle ground between overwhelming guests and ignoring them. If a chorus member already has or develops a bond with a guest, the chorus member should follow through with the guest throughout the process.   If a connection does not already exist, someone could be assigned by voice part, if necessary.

Guests could be given questions to answer and/or things to do.   For example, if a guest is voice placed as a lead, she should listen for the melody.   Likewise, if she is voice placed in a harmony part, she should listen for that part.   Another idea would be to encourage her to pick out her favorite performer or singer.   We could brainstorm other ideas, all with the goal of encouraging the guest to be engaged with the rehearsal process, not just passively observing.

New members should have a chorus mentor/big sister, as well as a voice part mentor; and suggest that new members be given an organizational chart for the chorus to help them understand chorus structure.    Also suggest that we have a procedure and/or team in place for assisting new members, as well as those who have changed their voice part, with getting up to speed on repertoire.

We recognize that we’re in a competitive market, so an even greater presence on the Vocal Area Network, connections with local colleges, high schools, and NYSSMA were recommended, as well as financial assistance for younger members be considered.   Also suggest that we do more performances since new members want to perform more.   Another suggestion is to implement the Word of Mouth (WOM) team from several years ago, and create a greater presence on Facebook and Instagram.

To obtain new prospective members information, suggest to raffle off two tickets to our next show. We would have a form for people to fill out at each performance which would include their email address, which we would add to our email contact list.   In between the time we collect the email and our show, we would include them in emails about upcoming events like guest nights, other local performances, contest results, etc.

MORE…… RETAIN AND BUILD MEMBERSHIP

1-PROMOTION of what we do:
Every chorus member should have supplies of business cards and fliers for distribution during performances and for day-to-day requests by the public.

Opportunities for information distribution (fair booths) should be grabbed.  Use of videoed performances could be displayed in addition to the dissemination of literature

Fliers should be posted regularly not just during membership drives. Ongoing display of PR materials at gyms, grocery stores, libraries, workplaces, doctors offices, waiting rooms, etc.

Opportunities for leadership, personal growth, and lifelong friendships as well as other personal perks through membership should be emphasized.

2-FUN

A comfortable balance should be struck between fun and business both in and out of rehearsal time. Fun quarteting ”relays”, is  one example.

Members could become aware of shared interests beyond music. Social outings could be arranged to reinforce bonding outside of rehearsal time (Golf outings, bowling, book discussion groups, movie attendance, bridge, canasta, game nights, etc.)

Fun social activities such as group scavenger hunts, barbeques, beach outings, ski outings, etc. could be arranged.

3-EXPOSURE

More sing outs at libraries, workplaces, and fundraising events of other organizations.

Strolling quartets for Christmas and holiday singing at restaurants, railroad stations, places of work, Nursing Homes, etc. could be encouraged.

Readily available and voice matched Quartets and Octets could be established well in advance and available on an ongoing basis for unexpected or last minute singing opportunities.

Singers may find opportunities to sing during personal outings. (Some members mentioned that a restaurant Chef requested hey do so for free dessert).  The question is “Can this be done without prior approval?” & “Are there standards which may preclude spontaneous sing outs?” 

Updated lists of daytime and nighttime member availability can open up additional singing opportunities that may otherwise have been over looked because of anticipated scheduling snafus.

Outreach at colleges and music departments with invites to our rehearsal and the distribution of our singing live or recorded could be done. 

Proactive outreach to houses of worship choruses could be initiated.

4-NEW MEMBER RECRUITMENT AND RETENTION 

Mentors need to follow up beyond auditioning so new members do not get lost in the shuffle.

Existing members need to appreciate the critical value of new blood not just as an increase in numbers but as a morale booster/rejuvenator that comes with the addition of new people.
Membership Acquisition Team / Taskforce Ideas
- permanent/recurrent programs

- monthly newsletter to local libraries

- identify colleges, acappella groups, HS music/drama depts, women's groups, church choirs

- target specific demographic areas that can afford, Arts Councils

- become Chamber of Commerce members 

- rent tables at fairs/festivals and display videos, recordings, sing tags
**Anyone see the article in The Pitch Pipe titled Task Forces - Tapping into the Power of Small Groups? - it's precisely what we should and can be doing!!
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