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Creating and Conducting a Chapter-based Membership Development Campaign

1. Plan
a. Put together a planning group 

b. Set objectives and timeframe

c. Consult with RIMS on discount, customized apps, pins

d. Decide on process and incentives

e. Develop prospect lists

i. Non-members from chapter and RIMS records

ii. Associate’s clients

iii. Civic organizations 

iv. Chambers of Commerce

v. Local college professors (for student members and recent grads)

vi. Non-traditional managers of risk at companies that are already members

f. Determine who does what and when (Task Timeline)

g. Budget

h. Recruit and train volunteers

i. WIFFM (What does membership offer?)

1. What does the chapter offer?

2. What does RIMS offer?

ii. Membership Development Tool Box

· Join Brochure

· Where Can I Find It?

· Membership Benefit Spotlight Podcast Series

· Risk Management Professional Growth Model

· Student Membership Backgrounder

· Membership Drive Handbook

· About RIMS

·  RIMS Principles of Ethics for Risk Management Professionals

2. Work the Plan – conduct the campaign
a. Email campaign

i. Can be difficult to get email addresses

ii. Very easy to ignore or delete

iii. Must be personalized

iv. Requires follow-up

b. Phone Calls

i. Create a script

ii. Rather than sell membership, invite to a meeting

iii. Be a “buddy”

iv. Ask questions – what are their issues?  How can the chapter help?  What are they interested in learning more about?

c. Meeting

i. Have meeting focus on membership development

ii. Introduce potential members around;  give them nametags that identify them as non-members

iii. Consider a table-based ice breaker

iv. Create and provide membership value handouts from Tool Box

v. Have a great speaker/topic

d. Close the Deal

i. Conduct follow-up to determine if they are going to join and if not, why not?
ii. Invite them to the next event

iii. Ask them about volunteering based on their interests

iv. Ask for referrals

3. Evaluate

a. What was the outcome – did we meet our goals?  If not, why not?

b. What else did we learn?

c. What worked and what didn’t?

d. Capture process and results for future work

e. Celebrate success

f. THANK YOUR VOLUNTEERS!!
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