Bill's memo:

Well, Gentlemen, we have our marching orders: 55 new SINGERS by contest next September.  It's a big job, but one which we can accomplish.  To meet this goal, there must be some changes made.  Changes in our thinking, changes in our attitude, changes in our efforts.  Our program must be well conceived, our commitment total, our efforts constant.  Ours is an effort second in importance only to the music program of our chapter.  You have agreed to be an essential part of the most important year in the long and successful life of our chapter.  Congratulations!

Now, let's get to work. What follows is a compilation of my thoughts, information from VPMS Homer Hatcher (RMD), the Society Chapter Development Committee and ideas, gathered online, from people who've run successful membership drives. We need to add your ideas to the mix; then refine the whole enchilada into a workable, effective membership program.  Then, and this is the big then,  we have to go to work and stay at work until we reach our goal.  Together we can do it, if we do it together!

First, let me address the other recipients of this memo, the chapter board and the music director.  It is not going to be enough that we, as a membership team, create and implement programs that work.  All of us must be aware of  the part that other chapter committees will play in our success, particularly, the music

committee and the program committee. If we are to attract and retain a significant body of new, good singers, the music committee must provide a consistently rewarding musical experience for each member at every rehearsal by:

1.  Providing the tools each man needs to learn his music and moves quickly,

outside of rehearsal.

2.  Providing the means and opportunity for each man to improve as a singer and

performer each week.

3.  Insisting that each man be a fully contributing member of the chapter.

4.  Creating an atmosphere of excellence that will give each man the unmistakable feeling that he is a part of a championship organization in  every sense of the word.

5.  And, of course, occasionally accommodating changes to the rehearsal structure to accomplish specific membership program events.

The program committee must:

1.  Provide a weekly meeting structure and annual program that addresses the

needs of the whole barbershopper.

2.  Generate and maintain a level of excitement and positive energy in the room on meeting nights that adds to the general atmosphere of excellence expected of a championship organization.

3.  Occasionally alter the meeting format to accommodate specific membership activities.

For our part, success in any marketing campaign, which this is, demands that we know:

1.  What are we selling?

2.  Who are our customers?

3.  How do we get the customer into the store?

4.  And, after they're in, how do we to close the sale?

Let's take these questions one at a time.


1. What are we selling? Another way to ask this question is, what is the value of our product to the customer?  We all must answer this for ourselves, but surely some of the qualities we all find worthwhile as New Mexi-chords are a chance to belong to a truly excellent musical group, a chance to grow as a

singer and musician, and a sense of community.


2. Who are our customers?  This one is simple, singers. Preferably younger singers.  Men Between 30 and 50 who can SING!


3. How do we get the customer into the store? Two ways: The committee must create and implement specific campaigns, targeted for specific audiences, which will entice prospects to try barbershopping.  And every member must be convinced that he is a vital part of the membership effort; that he must be a full time salesman for the positive changes that barbershopping hath wrought in his life.


4. How do we close the sale? By insuring that every prospect feels comfortable and welcome at his first meeting.  By implementing a follow-up program to insure return visits.  By giving him the means and opportunity to become a contributing member of the group sooner rather than later.  By showing him how his life will improve when he joins the organization.  By convincing his  family that he (and they) will be happier if he's a New Mexi-chord. By asking for, and getting, a signature on a  membership application.

To accomplish all of this, each of us, as committee members, must be passionate about the positive change that barbershopping has brought to our lives.  We, you and I, must be the best salesmen for this great hobby that the Albuquerque Chapter has ever had.  Then, and only then, can we ask our fellow New Mexi-chords to do the same.  Gentlemen, let's lead so that they can follow!

THE MEMBERSHIP PROGRAM

The way I see it, our program must have four components: attracting new members (recruiting), capturing new members (closing), successfully integrating new members into the group (orientation), and attending to the needs of the existing members (retention).  My plan is to set up a subcommittee for each of these areas.   Please give consideration to what area you'd like to serve in, although we all must do work in all areas and I reserve the right to assign you to tasks as needed.

I.
ATTRACTING NEW MEMBERS (Recruiting)

As I said before, the entire membership has a part to play in recruiting.  We

must convince every member to mention barbershopping to one new person each day.  (We'll give him a marble to carry in his pocket to remind him to do so).  He must carry cards and brochures to give out to interested men.  He must wear his membership pin every day.  He must learn his music faster.  He must learn to be a better singer so that we can attract better singers.  He must agree to pay attention and respect to the leaders, wear his nametag, demonstrate a positive attitude and be an "unofficial" greeter each Tuesday night.  He must set and meet a goal of bringing in one new member in the next 12 months.

As a committee, we must decide on specific marketing campaigns to reach specific markets.  I have enclosed a list of ideas.  I hope you'll have others.  Then, we must reach these prospects and convince them to come to a meeting. This is easy to say and somewhat laborious to do.  But, it's the engine of the whole program.  Without success in this area, we will have no prospects to close or members to retain.  We need lots of help with this one.

II.
CAPTURING NEW MEMBERS (Closing the sale)

We must make the prospect's first meeting, and subsequent meetings, the most enjoyable experience he's had in music.  We must drive him to and from the meetings.  We must greet him enthusiastically at the door.  He must get a first class nametag that can be read across the room.  He must have a easily usable

package of music.  He must be quickly and effectively voice-placed and assigned a mentor to introduce him to others, help him find a spot on the risers, help him find his place in the music, let him know what's going on, and generally shepherd him through this new, unfamiliar experience.  And this is vital

sometime during the evening he must hear his own voice contribute to the sound of a barbershop quartet.

Above all, we must always remember that he feels like he did on the first day at a new school scared, uncertain of his place and suitability, fearful of failure. He's is in great need of reassurance. We must give it to him.

After the first meeting, he must be thanked for having given us a valuable evening from his busy life, invited back to next week's meeting, and, if he agrees, picked up by his new barbershop friend and brought back next week. This massaging must continue until he makes his decision to join and beyond.

Sometime in this process, of course, he will have to be auditioned by the music committee and, if passed, expertly told about the costs and obligations of membership in our fine organization.  Then, he must be asked to join!  Asked to fill out a membership application!  Asked and encouraged to take the step!  To

become a member of Albuquerque's only championship chorus, THE NEW MEXI-CHORDS!

III.
SUCCESSFULLY INTEGRATING NEW MEMBERS INTO THE GROUP  (Orientation)

This is the joint task of the membership and music committees.  The membership committee must indoctrinate the new member in the ways of the group: chapter, district and Society structure and history, the history of the style, and the annual program of the New Mexi-chords.  The music committee must indoctrinate the new member into the barbershop musical style and provide sheet music, learning tapes and uniforms promptly.

IV.
ATTENDING TO THE NEEDS OF THE EXISTING MEMBERS (Retention)

A representative of the membership committee and the music committee must contact each man that misses a meeting within 48 hours of the event.  We must know, to the extent that he'll let us know, the circumstances of each member's life that affects his activities with the chapter.  If he's sick, we must

respond.  If he's traveling, we need to know to whence and when he'll be back. If his mother-in-law is in town, we must commiserate.  If he's (mild expletive deleted) or if he's lost interest, we need to know why.  In short, he must know without a doubt that we care.  He's a contributing member of this organism and

when he's missing, he's missed.

We have much to discuss.  I'm calling a meeting for Saturday morning at 9:30.  Please let me know your availability for this as soon as possible. I also would like to have everyone's email address.  That's by far the best way to communicate.

Thanks for reading, and thanks for agreeing to make 1999 the best year in the history of the Albuquerque Chapter.  And thank you for making the personal commitment to make this the best barbershop chapter in the entire Rocky Mountain West!

Bill (Biffle)

VP Chapter Development
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