Membership and Member Services Planning Guidance
	Describe the Focus Area in terms of how it relates to what association members see as the challenge/opportunity and what members hopes to achieve.  

	Deliver increased value to current members, secure new members and attempt to deliver all services at the lowest possible cost.


	In pursuit of the Focus Area, list the most important goals to pursue – this is the “how you will do it” section. Remember operational capacity. Think sequentially. If possible, make the goal measurable.  “This action will be achieved / improved / initiated by this date.”  

	1.  Implement the communications plan with tangible achievement by March 2014 and full implementation by March 2015.
a. Address content generation and technical support capacity
2. Retain membership at 90% level.
a. Explore membership utilization trends and requests and generate appropriate action steps to achieve goals.
b. Implement video or teleconferencing by January 1, 2014. (Necessary for Board, Committee, District Meetings and training opportunities.)
c.  Lower dues in 2015.

d. Implement mentoring program. (Provides some members with opportunities to share and other members with needed guidance.)

e. Mobilize so each member receives a personal check-in quarterly.
f. Develop and implement leadership development and succession plan.

i. Identify and coach potential Committee Chairs / Board members

ii. Conduct a Leadership Development Program/Fellowship
3. Recruit 40 new members to by December 2014.
a. 10 new members by July 2014
b. 40 new members in total by December 2014

c. Action steps per adopted Membership Strategy


	Given selected goals, can you prepare a potential performance measure(s)?  The staff will review these ideas to develop a final performance measurement recommendation.

	Goal 1 measure: Implemented or not by vehicle.
Goal 2 measure:

Membership retention rate (Membership aggregate dues level)
Goal 4 measure:
# new members (Amount of aggregate new dues)



	What do you believe is the primary member value reason regarding why this goal(s) should be pursued?  

	Members receive same or more services for less dollars.


	What do you believe is the best public value reason to share with others regarding why this goal(s) should be pursued?  

	Internal goal:  more knowledgeable provider base to provide quality services to individuals and better articulated needs of the field and customers for advocacy.


	If the Focus Area’s goals are implemented successfully, what would the system look like?  What would be the major noticeable change?

	A more effectively system due to a more robust, knowledgeable provider community.  


	In pursuit of the recommended action, what are the most important pitfalls to avoid?

	· For current members:  

· Before going after new members, make sure current, high-dollar members are satisfied.

· Share why it is okay for “new” to get a “signing bonus” in order to convince others to help us paint the fence.  Spend time sharing with current members that they are valued and these next steps are for the “good of the whole.”  

· For new members:  Do not oversell or set expectations too high.
· If Board members and other providers are going to be mentors:  they will need protocols and training.  In general, Board members out selling or building relationships will need guidance from OPRA staff.


	When you think of this Focus Area and its goals who may be the fountain of knowledge / best expert(s) to talk with early in the process and/or to recruit to assist?

	


	When you think of this Focus Area and its goals, how do you want to receive communication about progress or calls to assist?

	Report to Membership (new name) Committee.
President reporting Strategic Plan implementation.


	Please rank your Focus Area Goals in order of priority.

	


	Any final advice?

	Where is marketing as a function carried out?
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