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Nuts and bolts

Tools of the trade:

· Job descripton

· Membership application

· membership classifications

· autodraft enrollment form

· Other resources

· CD

· fwd WEBSITE: 

· http://www.bhsfwd.org/Membership/index.cfm
· society website:

· http://www.barbershop.org/document-center/section/1-membership.html
A snapshot – where we’ve been, where we are

· fwd 4 year HISTORY – by chapter
…and – where we’re headed?
· some alarming statistics!
SO – WHAT CAN WE DO ABOUT IT?

A Five-Step Approach to Chapter Growth:

THE FIVE “P’S
· PEOPLE

· PURPOSE

· pRODUCT

· PLAN

· pURPETUITY

STEP ONE: PeOPLE
· SCHEDULE A MEETING (FULL DAY)

· WHAT: MEMBERSHIP DEVELOPMENT CHAPTER SUMMIT

· Who (TO INVITE)?


	MEMBERSHIP VP
	

	PRESIDENT
	

	DIRECTOR(S)
	

	OTHER POSSIBLE INVITEES:

  Board members, “SPARKPLUGS”/INNOVATORS,

   OUTSIDE CONSULTANT(S)
	

	
	


· When?

	DATE:
	

	TIME
	FROM:                 TO:


· WHERE?

	


· MATERIALS NEEDED:

	FLIPCHART/MARKERS
	MEMBERSHIP PLAN

	CALENDAR
	VISION/MISSION STATEMENTS

	ROSTER
	

	BYLAWS
	


WHY?   DISCUSS, BRAINSTORM AND COMMIT TO A PLAN BASED ON THE FOLLOWING STEPS:

when you have your group assembled, go to the next step: Purpose
STEP TWO: PURPOSE
· VISIOn - REVIEW/revise

· WHAT DO WE WANT TO BE?

	


· MISSION – REVIEW/revise

· WHY DO WE EXIST?

	


Next Step: product

STEP THREE: PRODUCT
· What ARE our membership products?

	product
	product appeal

	fellowship
	

	learning experience
	

	Music/performance skills improvement
	

	recognition - ”fame”
	

	creativity
	

	fun
	

	pride
	

	
	


· how will we ASSESS OUR Membership PRODUCTs?

	method
	(

	SWOT analysis *
	

	internal membership assessment
	

	friends/family assessment
	

	outside professional assessment
	

	guests assessment
	

	audience assessment
	

	other chapters assessment
	

	other musical organizations assessment
	

	
	


* Strengths, weaknesses, opportunities, threats. Example on CD
STEP THREE: PRODUCT (Continued)

· What’s our competition?  on a scale of 1-5, HOW DO OUR PRODUCTs STACK UP to our competition?
	competition
	our product rating (1-5)

	other chapters
	

	family activities
	

	other musical groups
	

	other hobbies
	

	generational preferences
	

	
	


· HOW DO WE IMPROVE OUR membership PRODUCT ratings to more effectively compete for members?

	product
	how will we improve these products?

	fellowship
	

	learning experience
	

	Music/performance skills improvement
	

	recognition - ”fame”
	

	creativity
	

	fun
	

	pride
	

	
	


STEP FOUR: PLAN
· ANALYSIS: 

· WHERE ARE WE NOW?

· MEMBERSHIP

· ACTIVE  ____

· INACTIVE  _____

· WHERE DO WE WANT TO BE?

· HOW MANY MEMBERS?  ​​​​​____

· BY WHEN?  ______

· RECRUITING

· Who will we recruit?

· Young?  Old?  Voice parts? potential leaders?

________________________________________________________________________________________________________________________________________________
· Who can we count on to recruit for us?
· Everyone! (see Cd “wear your logo”)
___________________________________________________________________________________________________________________________________________________

· WHERE will we find our prospects? 

· (see CD – “Membership recruiting ideas”, “Places to recruit”, “generational differences and the BHS”))
_______________________________________________________________________________________________________________________________​​​​​​​_________________
· WHEN are Best times to recruit?
· (see cd – “great times to recruit ideas”)
________________________________________________________________________________________________________________________________________________________________________________________________
· WHY will our members recruit?
· see cd (“benefits of membership”)
· Pride

· Proud members recruit new members
· Pleasure

· Spelled F-U-N! if the meeting night is always fun, members will be eager to share the experience.
· RECRUITING (continued)
· HOW?

· Tools –what to say, overcoming shyness/reluctance, handlingobjections…”elevator speech:

____________________________________________________________________________________________________________________________________________________________________________

· Newest METHODS

· Flash Mob appearances
· See examples on youtube “flash mob”
· Social networking – Youtube, Facebook, twitter, craigslist…

____________________________________________________________________________________________________________________________________________________________________

See the cd, fwd website, and society website for even more ideas!

· RETENTION

· CHAPTER MEETING

· Why would someone choose to attend our Chapter Meeting over other options?

__________________________________________________________________________________

· WHY WOULD THEY CHOOSE TO RETURN?

__________________________________________________________________________________

· WHY WOULD THEY CHOOSE TO JOIN?

__________________________________________________________________________________

· WHY WOULD THEY CHOOSe TO REMAIN MEMBERS?

__________________________________________________________________________________

· How do we assess and improve our meeting night?

· what’s good – what needs to be changed?

· Member assessment/survey

· “Devils Advocate” approach – be honest.

· Outside assessment (non-chapter members(s)

· CACM

· Is it good for our chapter?

· Other models

· “Bryn Mawr experiment”

· Quarter-intensive

· daytime chapter

· co-ed

· RETENTION (continued)

· Who can we count on to make the evening a great experience for all?

	MEMBERSHIP ASSIGNMENT
	NAME(S)

	guest welcome
	

	BUDDIES/mentors
	

	voice test/placement
	

	new member orientation team
	

	new member check list
	

	pole cat leader
	

	member ombudsman
	

	new member periodic review
	


(see cd – “membership satisfaction survey”, “New member expectations”, “new Member flowchart”, “guest Survey”, “Chapter Member Survey”)
· expand your plan to fit your chapter

FOR EXAMPLES OF PLANNING DOCUMENTS (from 1 page to very comprehensive), GO TO FWD weBSITE (WWW.BHSFWD.ORG/MEMBERSHIP) SEE:  “2 sTEPS TO THE fUTURE”, “8 pHase Planning OUtline”, “Chapter membership goals and Checklist”, “chapter planning process”,  “Chapter situational analysis”, “Bill biffle’s plan”, “fwd Membership Planning guide”, “one Page action plan”. “sample chapter business Plan”

STEP FIVE:  PERPETUITY

· WHERE DO WE GO FROM HERE?
· TIMELINES

· Who will do what?  When?

· MONTHLY PLAN REVIEW

· Are we on track?
·   YEARLY PLAN REVIEW

· New Leadership planning – back to step one.
· Keep the dialog going – call on each other for help and ideas – it’s called “chapters Helping Chapters”
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