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Introduction

How would you run your Silver Wings Chapter if it were a business?  Would you refuse to help it grow?  Would you allow staff members to merely come to the meetings and not even participate in the growth of the company?  Would you leave required positions vacant?  Probably not, because you would end up losing money.  Management would immediately assign someone to work on filling all vacant positions.  Management will not wait for someone to come forward, instead, management would aggressively go out and look for new talent that will infuse the company with fresh ideas.  Additionally, management would seek out from among their own staff talented employees that are willing to be part of the solution and provide valuable inputs to better improve the company and sell their product.

You ask, “What do we need to do to make our Chapter more active and productive, and how do we promote ourselves in order to increase our membership?”   The first thing you should do to keep membership on an upward track is to conduct a serious assessment of your chapter.  You need to know where you are, what your needs are and you need to establish your goals.  Consider how you can make your chapter a more “marketable product”—one that is more attractive to the potential members.  Once you find out what you are doing wrong, fix the problem, target your audience and start selling your product.  Do not wait for the customer.  Instead, take the product to your customer.
Evaluating Your Chapter

There are a number of ways to make your chapter more attractive to a greater number of people without alienating current members.  The following guidelines can help you analyze your current situation and determine what changes to make.

· Evaluate your current logistics.  Is your meeting time and location convenient for most students in your chapter? 

· Assess your organization’s programs and activities to determine what you have to offer prospective members.  Interesting programs?  An opportunity to work on meaningful service projects in the community?  A chance to meet people?  A chapter in which everyone is made to feel welcome?

· Examine your chapter’s efforts to actively promote membership growth.  Are you publicizing at your campus and encouraging members to recruit?
· Consider you chapter’s overall attitude toward growth.  Do a majority of members think your chapter is already “just the right size”?  This negative attitude toward growth leads to less members.

· Evaluate the general image of your chapter in the community.  Is it perceived as a dynamic group committed to effectively serving the community and educating them about national defense?
Once you’ve completed this assessment, it’s time to take action.  There are two ways to ensure a healthy membership level for your chapter—retaining current members and attracting new ones.  These actions are equally important and need the full input of all chapter members.

Recruiting New Members

No matter how well your organization is doing at membership retention, you will lose some members every year.  Will you need to replace these members if your organization simply remains the same size?  Yes!  New members do more than swell your membership ranks; they enable your chapter to take on more service projects, providing more hands to accomplish more tasks, and they infuse your club with new ideas and energy essential to any vital organization.

Make Growth a Priority for All Members

Everyone in your chapter should be actively seeking new members.  The following are a few ways to inspire your more reluctant members:

· Hold a chapter forum on membership development to discuss ways to seek out potential members.  Explain your chapter’s procedures for recruiting new members.

· Advertise and encourage all members to seek out potential members.

· Introduce the Five for One Plan, which involves dividing your membership into groups of five, with each group being responsible for bringing in one new member.

· Establish a policy about inviting prospective members to meetings and encourage all members to bring guests.  Members should give guests the kind of warm welcome that will make them want to become part of Silver Wings.

· Surprise the members at a meeting by passing out paper and asking them to write the name and telephone number of a likely prospect.

· Give recognition for recruiting new members. 

· Encourage all members to talk about Silver Wings with friends, family, and co-workers.

How To Sell Silver Wings To Your Potential Member

Many of the lessons learned in a Salesmanship training course are applicable to membership recruitment.  During membership drives you are a salesperson for Silver Wings.

	A GOOD SALESPERSON

1. Knows their product, most people will listen, they do not need high pressure tactics.

2. Realizes that people want to know about things that are beneficial to them.

3. Knows that most people think that things that are good cost more than they actually cost.

4. Knows good prospects are everywhere, but that they must contact THEM.

5. Organizes their presentation, uses slides, pictures, or tapes to illustrate.

6. Tells the complete story: gives all of the facts.

7.  Makes it easy to buy, ASK for the order in a polite way.

8. Finds out what the objections are and works to overcome them.

9. Believes in what they are selling and has confidence in their ability to sell.
	A GOOD RECRUITER

1. Knows Silver Wings’ history, its organization, chapter’s goals and achievements, and member’s achievements.

2. Can explain the benefits of lifelong friendship, a national organization, scholarship assistance, opportunity for individual growth in a supportive group.

3. Knows the financial obligations.  Initiation fee and first year dues.  The renewal dues, plus region and chapter dues.

4. Is willing to seek out potential members and has practiced their social skills in self-introductions and setting others at ease.

5. Reviews and KNOWS the Silver Wings’ facts about their first chapter and national organization before recruiting a potential member.

6. Gives the potential member adequate information on financial and time obligations.

7. Works facts to recruit a potential member.

8. Finds out what the objections are and works to overcome them.

9. Believes in Silver Wings, is proud of their membership and knows they will be able to inform anyone about Silver Wings because they have prepared themselves.


Recruitment That Actually Works 
Basic Steps in Recruitment

I.  Know your product

A.  Knowing your "product" and being sure of your "product" are truly integral to achieving the Silver Wings objectives.  Prepare job descriptions, which clearly delineate members, tasks, etc.


B.  Acquaint yourself thoroughly with each members opportunity, including its purpose, responsibilities, and what the value of the experience is for being in Silver Wings.

II. Create a Clear Path to your Door

A. Put together a procedure including recruitment campaign, screening process, training and placement, in that order.


B. Don't start recruiting volunteers until you're ready to move them right into your screening and training procedure.


C. Don't let poor "customer service" ruin your recruitment efforts.  If a prospective member contacts you reply back immediately.

III. Make your Recruitment Message "User-friendly"

A. Compose a message that answers the prospective member’s question: "Why should I be a member of Silver Wings?” Not your idea of “Why you should be a member of Silver Wings.” Consider involving happy members in the composition of your message.


B. In your message answer other typical questions new recruits ask: "What will I be doing? How often and when? Where?"


C. Reassure the new recruits that they will be trained and that you will stand behind them and support them.


D. Avoid "red flag" words like "need" and "desperate" that scare prospective members away.
 
E. Be honest --- truth in advertising counts!

IV.  Get to know your Market

                                                                                                                  A.  Acquaint yourself with all the ways you can get the word out.


V.  Advanced Volunteer Recruitment

A. Decide who your ideal members are, then use what you know about their personalities and interests to compose a message tailored to them.


B. Although you should still recruit to the general campus (using general resources), use what you know of your "ideal members" to target your market.

Sell Your Product

The three main methods

1) TABLING

The four Golden Rules

· You don’t need a table.

· Tabling is an active, not passive, activity.

· Never leave a table unattended.

· Make it fun and highly visual.

Other Tips on Tabling:

· Have a quick five-second intro to “stop” passing students.

· Give them something to take away to read later.

· Have students sign-up for something.  The act of signing one’s name goes a long way to having them make a real commitment.

· You are there to activate interested students, not convert uninterested ones.

· Have an activity planned within one week of when you table.

· Plug-in interested and super motivated students RIGHT AWAY. Don’t wait. Have them help you table!

2)  PHONEBANKING
Your student activities department probably has some type of freshman orientation.  Get plugged into that.  Speak at these orientations.  Students will probably fill out a “student interest card” of some kind which lists different clubs and organizations on campus with which they can get involved.  Make sure your organization is on that list.  Use those names and phone numbers to recruit new members.  Call three to four days to remind students before the event.  Never throw away sign-up lists.  Create a database or file of prospective members.

The Four Golden Rules of Phonebanking
1. CONNECT- Tell the student who you are and where they met you.

2. CONTEXT- Tell them why you are calling, explain your program and how they can get involved.

3. COMMITMENT- Get them to make that commitment to your event or program. Don’t be confused- a “Yes” is not a commitment. Use the words, “I’ll sign you up.”

4. FOLLOW UP- Review what they just committed to –specific date, time, the name of the person to see.

3) CLASS PRESENTATIONS

This is one of the most effective forms of recruitment.  The faculty allowing you to come in 

to speak gives you credibility, you have a captive audience, and you have a “qualified” or 

specialized audience.

Tips on Making Good Presentations

· Be energetic. Information does not inspire!  Your vision, energy, and a good project will!

· Find a pace which is comfortable for you and isn’t too fast or too slow.  Keep it under five minutes!

· Be open and personable. Smile!

· Remind yourself who you are and why you are there.

· Give them an overview of what you’re going to tell them. Then tell them your message. Then tell review what you told them.

· Keep your talk focused.  Introduce yourself / tell them about Silver Wings and Silver Wings’ mission.  Tell them how they can get involved, pass around a sign-up list, and don’t forget to thank the professor. 
DEVELOPMENT CORNER:

IDEAS FOR RECRUITING

· Set-up information sessions for a half-an-hour each in the campus residence halls 

       and on campus.  Serve some kind of food to draw the crowd. 

· Pass out Silver Wings informational flyers in the center of campus during peak hours.

· Set-up a booth at your campus fairs.
· Pick a day of the week and have all members wear their SW shirts to class. 

· Tape flyers to the walls in heavily trafficked areas announcing when and where the Silver Wings meeting is.  Don’t forget to go back and throw the signs away after the meeting.

· Ask Arnold Air Society members to help recruit on campus, the more people on campus recruiting the better.  Ask cadets in the detachment to help; they don’t have to belong to Arnold Air. 

· Submit an article to your school newspaper after you complete campus and community projects, the key is name recognition. 

· Submit upcoming activities to the calendar section of your campus newspaper. 

· Bring speakers onto campus and advertise.  Have information about your organization at this event.
· Utilize campus e-mail announcements to get the word out about meeting times and upcoming activities. 

· Challenge each member to bring a friend to the next meeting.
· Send an informational letter to the home of each AFROTC cadet so roommates and significant others can read it.
· Ask your Advisor if you could address the ROTC cadets at Lead Lab, make it brief but informative and hand out flyers with meeting information and contact numbers.  Ask the cadets to pass it to a friend and/or family members.
· Mirror successful organizations on your campus.  Find out what works for them and adapt it to your needs.

· Blanket your campus with flyers.
· Write on heavily traveled sidewalks with chalk.
· Ask a professor if you can write information on the chalkboard or overhead.  Let students know you are having and informational meeting at a specific time and place and provide a little information about the SW organization. 

· Visit the meetings of other clubs.  Find out when other clubs on your campus meet and contact a representative.  Ask if you or they can make an announcement in one of their meetings.

· Have informational flyers at any community service, fundraiser, or professional event. The more information you get to the public, the more likely it will land in the hands of a future SW member. 

· Make buttons that say: “Ask me about SW” or something that will bring attention to you so people can ask you questions.
· Provide food whenever possible at any event that you hold.  People may only come for the food, but at least you got some people to listen to you speak.
· Make bookmarks to pass out at your booths or leave a stack of them in the campus library. 

· Create a slide show to show the Detachment Cadets or anyone so they can get more interested in SW.  Provide pictures of the members working so you show them that you work hard and have fun.

· Make radio announcements at your campus or other campuses and get the word out.

· Don’t give up. Try different things. Do as many of these suggestions as possible and then do it again and again.

Improve Your Chapter’s 

Image in the Community

If prospective members view your club as a prestigious organization that is highly regarded through out the community, they will consider it an honor to be invited to join.  One way to project such an image is by carrying out service projects that make a vital contribution to your community and ensuring that these efforts receive adequate media coverage.

Establish good working relationship with the school paper and your local media.  Keep them informed about all your projects.  Membership recruitment will be affected by the perception the campus and community have about your chapter.  If students on campus have heard about Silver Wings before they will be more willing to learn more about membership in Silver Wings than if it is completely unfamiliar to them.

There are several ways to take your story to the media.  Whatever approach is chosen, be persuasive, persistent, and friendly- but not aggressive.  The most effective methods depend on the journalist’s preferences.

By phone: Many editors prefer a brief (less than two minutes) phone description of your story, along with reasons it would interest readers or viewers.  Reporters can tell you whether they are interested or if they need additional materials.

By fax: Faxes are inexpensive and fast.  But most reporters discourage unsolicited faxes, particularly for non-timely releases because newsrooms are often clogged with unwanted news releases.  Use the fax to send information that has been requested by a reporter or materials that are time-sensitive.

By e-mail: E-mail combines the speed of a telephone with the permanence of a fax or letter.  But first confirm that the reporter is willing to receive e-mail.  An unsolicited e-mail may be deleted without being read.

By mail: Use the mail for sending one-page letters containing your ideas of background materials for stories without an immediate deadline.


Outreach Tip

Develop Your Own Local Silver Wings Web Site

In this technological age, it’s important to keep with the times.  The Internet is a powerful tool for sharing chapter activities.  Developing your own chapter web page will help attract and retain members, improve chapter communication, and make chapter project information available to the campus and local community.

All you have to do is listen to stories about the recent upsurge of new America Online subscribers to realize how widespread Internet use is becoming and the potential that this presents for your chapter to make the information revolution work in your favor.  But the very newness of this marketplace means that few of us know just how to use it!

Why recruit new members or market Silver Wings via the Internet?  Lots of reasons, but they boil down to one: the people on the Internet are people you want to get to know. They are generally bright, community-minded folks --- with time available.  And they came looking for you.  They're interested.

One last thing: keep the information up-to-date.  It's easy to forget about a web page, forget that you posted the date of your last project --- and that was two months ago.  So learn to use this new medium for your chapter --- while the debate continues as to whether it worked for marketing cars or televisions, it is a remarkably high payoff, low effort place to tell the world --- about your chapter!


Retaining Members

Many Silver Wings Members leave without giving a reason, which probably means that they weren’t fully experiencing all that Silver Wings has to offer.  If your chapter is steadily losing members, now is the time to take some concrete steps to reverse that trend.  Retention of your members is just as important as recruiting.

Start at the Beginning

The time to try to keep a member is not when he or she already has “one foot out the door”.  It’s probably too late by then.  Instead, start your retention efforts the minute that a member is invited to join.

Contact Former Members

Find out why they dropped out.  Perhaps some of them have more time to give to Silver Wings now and would like to rejoin.  At the very least, you can get some valuable feedback about your chapter’s strengths and weaknesses.

Disperse Responsibility Among Your Members

Students who will more likely stay in the chapter are members that are current or past chapter officers.  What I am indicating is that involving members in national, regional, or chapter level offices is a successful retention tool—and one that should be used as soon as a member is inducted.  Appoint new members to committees and consider them for chapter leadership positions.  

Invigorate Your Programs and Activities

If your chapter offers lively programs on topics of interest to many members, more members will make an effort to attend every week.  Solicit ideas from members for topics and speakers.  Perhaps it’s time to replace or augment some traditional project with others that appeal more to newer members.  Always remember if you do decide to change your program, it does not mean change the Silver Wings mission.

Establish a New Member/Mentor Program

Link an experienced Silver Wings member with a new member for a semester.  The mentor is charged with providing general orientation and information regarding chapter activities, committee assignments, introducing the new members to others in the chapter, and providing overall support and follow-through during the member’s first semester.  Mentors should be experienced (most likely seniors) who have a continuing high level of interest in the chapter.  Each mentor should have only one new member assigned at any one time.

In general, the mentor should assume the following tasks:

· Monitor the new member’s comfort level and involvement in the chapter through periodic telephone calls and personal contact.

· Attend chapter meetings with the new member and introduce him or her to other chapter members

· Explain the various Silver Wings committees and guide the new member to a committee assignment that is compatible with his or her interests.

· Make sure that the new members understand the Silver Wings’ mission.

· Monitor the attendance of the new member.  If he or she missed a meeting, offer to go along with them on the next meeting.

· Involve the new member in your committee activity if he or she has not been appointed to another committee.

· Be available to answer questions and provide requested counsel or guidance.

· Seek suggestions and feedback on the Silver Wings Chapter.  Let them know they are a vital part of the Silver Wings Chapter.

Don’t Forget to Follow Through

Helping a new member feel like a part of your chapter is a process that does not end when the orientation period is over.  Mentors should continue to oversee new members’ acclimation, making sure that they have plenty of opportunities to get involved in chapter activities.  The following are a few ideas for turning new Silver Wings member into committed Silver Wings members:

· Assign new members to a committee that matches their interests.  If a member has no preference, try to assign him or her to the same committee as the mentor.

· Assign new members to be a “greeter” at the door.  This will give them an opportunity to meet everyone in the organization.

· Encourage new members to recruit others for membership.  Not only will this increase membership, it will allow new members to bring someone they know and like into the chapter and feel like they are making an important contribution.

· Continue to seek suggestions and feedback.

Ten Ways to Increase Your Chances of

Motivating Others

There are some fairly simple things you can do that will give you a head start on membership motivation.

1. Provide low-threat situations that make it easy for new or shy members to speak up, and listen to what they are saying.

2. Give members with limited experience and low self-confidence something relatively simple to do at first, or include them in a small-group effort with friendly and experienced members.

3. Look for non-verbal signals (facial expressions, eye contact, posture, and tone of voice) that your members give you and be responsive to what you see.  There is more going on non-verbally among people than words alone will tell you.

4. Use a person’s first name (make a habit of remembering it), and talk with members as they work.  Be generous with positive suggestions and compliments.  Let them know they’re there and tell them you missed them when they were absent (A phone call to John the day after a missed meeting may let him feel “noticed” for the first time!).
5. Involve members in setting organizational goals, choosing projects, and discussing issues using small groups whenever possible.

6. Divide projects and committee work into as many manageable parts as possible before asking for volunteers to do the work.  Encourage people to seek new experiences rather than ask them to do the same thing repeatedly.  (Amy may be your most effective poster maker, but she’ll burn out fast if that’s all she ever gets to do for the group.)

7. Get a sense of what people are seeking from the organization by spending informal time with them individually and helping them find things to do that match their interests.

8. Involve members in the business of the organization itself, to strengthen their sense of “ownership” of the group.

9. Encourage cooperation and team work...reward positive interaction and mutual support among members as they work together.

10. Be informal and personable, and get your hands “dirty” once in a while without getting too deeply involved in details that might limit your perspective of “the big picture”.
Participation and involvement represent the most direct line to a person’s motivational “buttons.”  The idea of motivating another person directly is a myth.  All you can do is get to know your people, then manage the structure, atmosphere, and activities of the group in ways that will give each individual both the will and the opportunity to get 

involved.

Things to do to Keep Members Around

· After recruiting members, find or develop opportunities for them to get involved right away.
· Have cleared goals and expectations of what volunteer will do.

· BE FLEXIBLE- have member’s projects on weekends and weekdays, mornings and evenings.  This kind of diversity of opportunity will enable students to balance school, work, family, and service!

· Make sure members understand the importance of the task they are doing, and how it fits into the overall project/ chapter / mission.

· Never allow people to feel that you wasted their time or that they weren’t really needed.

· Provide food and refreshments after meetings.

· Keep up on and celebrate birthdays of committed members.

· Provide a structure so that those who want to can take on roles of greater responsibility.

· Give honest and sincere praise, say “ Thank you,” make people glad they came and participated.

· Make the project and “event” more interesting than staying home.

· Recognize members in speeches, media, meetings, etc.

· Give out shirts, pins, buttons, etc.

· Have socials, retreats, picnics, and other “ off-duty” events.

· Give students titles: Coordinator, Assistant Coordinator, Lead Organizer, etc.

Silver Wings Membership

As desperate as you might be in needing members, be selective, quality is more important than quantity.  Negative people may cause members to leave, so either make sure your members have positive attitudes, or shape their experience to reflect a positive experience.  Make sure members want to be there. Always remember that your mission is to create proactive, knowledgeable, and effective civic leaders through community service and educating Silver Wings members and the community about national defense. 

Secrets of Success 

The importance of: 

Sincerity (be honest and open about your volunteer program - its strengths and opportunities for growth) 
Passion (have and exhibit passion for your program or effort.  Enthusiasm is contagious, it is your greatest recruitment tool) 
Innovation (be creative and flexible, and always remember to have fun) 
Risk-Taking (be willing to break the bureaucratic mold. Let go of control and new management structures.) 
Inclusiveness (be inclusive and empowering of others) 
Thinking like a Visionary (envision things the way they could be, not just the way they are and think strategically) 

Source: Dana Renschler, Waco Center for Youth 

ATTACHMENT 1

How to Run a Successful Membership Roundup
Set a date ~ A mutually agreeable date will be a benefit to all the members of the chapter.  Full participation by chapter members is CRITICAL, so make certain you get an agreement on this date. 
Select a location ~ Your chapter’s regular meeting site is best unless: it is not large enough, it is dreary, unappealing or it is too noisy or too may non-chapter members are in close proximity. 
Select a program and determine the agenda ~ Talk about your chapter and what it does. Have an articulate member(s) speak, or script it out.  Do not be unprepared.  Use slides or videos of your organization’s activities. 
Invite guests ~ Using the list of names previously compiled, send personal invitations to each prospective member.  Use handwritten note cards or stationery.  Ask for RSVPs.  This is much more personal, and will have a greater success rate than a photocopied flyer or brochure. 
Determine Seating ~ Pre-arrange the seating based upon your list of confirmed guests.  If someone in the organization knows the guest, make certain they sit with them.  However, also make sure the guest meets other chapter members.  A guest should meet and talk with at least five members.  Determine who the good conversationalists are and spread them around the room.  You can even assign chapter members a list of those guests they are supposed to meet. 
Follow-up on invitations ~ Assign a list of invitees to each chapter member so they can be phoned after the RSVP date has passed.  You should go into the program knowing exactly who will be attending.  However, be prepared for surprise guests with a few extra nametags and chairs. 
Leave something with the guests ~ Make sure each guest has something to take home with them, such as a Silver Wings promotional brochure, to serve as a reminder of the meeting.  Also, make certain that each guest knows the name and phone number of at least one chapter member to facilitate future contact—a copy of the chapter roster is a great resource. 
Get something from the guests ~ Ask each guest to fill out an information and interest sheet. Get each attendee’s name, address, telephone number, e-mail address, major, interests, hobbies, etc. You will need this for the follow-up step and it is also a good lead-in to obtaining their commitment to join. 

ATTACHMENT 2

Membership Drive Sign – Up Sheet

During your recruitment drives interested individuals should complete this information form. Your chapter should use this form to maintain a record of prospective members.

Silver Wings Membership Drive Sign-Up

Name




Campus Address/E-mail

Telephone

1.

2.

3.

4.

5.

6.

7.

8.

9.

10.

11.

12.

13.

14.

15.

ATTACHMENT 3

INTEREST SURVEY

This survey will be used to plan chapter service projects and programs that match member interest and needs.

Name:




Campus Address:











E-mail:











Home Address:
















Campus Telephone: (     )



Home Telephone: (     )



Birth Date (month and day):                   /

Major:





Year in School:

Hobbies and Interests:




Part-time/Full-time Job Is:

I am Interested in joining Silver Wings because:

What do you hope to gain from your membership in Silver Wings?

What skills and expertise do you look forward to sharing with the chapter?
Do you belong to any other student organizations?         Yes        No

If yes, which organizations do you belong to?




Service Projects

Do you prefer doing service projects that serve the campus or the community?

Would you rather do hand-on projects or fundraising?

Please check three issues that you would like to see the chapter address.


Personal Health
        Children   
  Literacy
Homelessness          
AIDS


Substance Abuse          Drug & Alcohol Awareness
Crime & Victim Assistance


Mentally & Physically Challenged

Education
Elderly

Environment


Others (Specify)


Social Activities
Please check three activities that you would be interested in participating as a chapter.


     Sporting Events
      Recreational Trips for the Weekend or Day(Whitewater Rafting, Skiing, etc.)




Movies

Miniature Golf

Plays or Musicals
Concerts
Lectures


Others (Specify)


Personal and Leadership Development

Check five of the following topics you are interested in learning more about during chapter meetings and activities.


Conflict Management 

Healthy Relationships

Stress Management


Leadership Styles
Personal Goal Setting

Team Building

Time Management


Motivating Others
Decision Making 
Communication

Balancing Responsibilities


Military Awareness



Other (Specify)
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