MEMBER RELATIONS COMMITTEE  

 

We hear sad recitals where a new member was left alone, got dissatisfied and resigned.  One branch eventually gets 50% new members from all guests.  But they lost 30% of the new members within two years.  100 guests = 35 new members that stay. Can this conversion rate be improved with attention to guests and new members?

 

Guests and new members should be tenderly cared for, and especially the unsponsored guest who visits from external recruitment effort.

 

Member Relations should be institutionalized, with a standing committee and records, to prevent the loss of continuity. A BEC Director should Chair or Co Chair the committee.

 

TheMRC committee should review the entire Guest to Luncheon to Application to Orientation of Inductee-hand holding process. They would coordinate with the Activity Coordinator and Recruitment Committee every six months, a new member focus meeting can be held to hear of new ideas, accolades, and complaints. New activities might be suggested

Branch Member Relations Committee

This standing committee should be chaired or co-chaired by a BEC Director.

Objectives:
To improve, communicate and monitor the orientation and integration of new members from the point of their being a guest until they have completed six months of active membership.

Goals are to improve the guest’s first-time experience, to improve guest to member conversion ratios, to reduce the turnover of new members.

I. Maintain a list of volunteers who would sponsor an unsponsored guest, or would be a buddy for a sponsored new member once a year. This list can be from past BEC members and activity chairs who would volunteer if personally asked.

II. Provide individual orientation to applicants.

III. Break up cliques by providing a two-month new member/sponsor/buddy table arrangement for involving new members with several existing members and their induction mates. At the third month, they would go alternately with their sponsor and buddy to sit with their friends.

IV. Hold a semi-annual review of new members, having the Big Sir and Activity Coordinator included in presentations and discussions.

V. Survey guests, applicants who decided not to join, new members from the past 12 months, and members who become inactive or resign. We should determine their impressions of the branch strengths and opportunities for improvement.

VI. Work with Recruitment Committee to implement actions for identified problem areas.

VII. Assign tasks or projects to new members or new member teams to hasten their integration into the branch.
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