
Summary from the State Leadership Conference
February 25-26, 2010

Embassy Suites, Kansas City, Missouri

Roster is attached

Expectations for the two-day conference:

· Learn how to grow NAA and state associations
· Explore the initiation of a Foundation
· Share new practices to make state associations more efficient

· Identify more affinity programs to raise non-dues revenue (not addressed: may add to next year’s agenda)
· Identify what works in continuing education (not addressed: may add to next year’s agenda)

· Learn how to promote auctions as the preferred method of marketing/sales  (not addressed: may add to next year’s agenda)
· Share how to increase membership benefits
· Identify issues states face

· Learn how to promote/brand state associations  (not addressed: may add to next year’s agenda)
· Identify how to build better relationship between NAA and states

Best practices for recruiting new members:

· Recruit those who are taking the licensing test

Or

· Send out applications to all licensed auctioneers who are not currently members (applications or packets or postcards)
· Review new members of NAA that are not members of state and proactively send member information

· Benefits Triangle – making sure that the people you refer are members of your professional association
· Provide graduates from Auction Schools 50% off the membership dues for the first year

· Provide incentives:

· Pay for their first conference

· Free first year of membership to all new members

· Free membership to new licesees

· 50% dues discount for first timers

· $50 toward CE

· Give discount coupons for events

· Send out a dues notice to all non-members

· Ensure non-members are not allowed to utilize member benefits

· Develop a membership packet for prospective members
· Develop a booth exchange between the states you border

· Use Facebook to recruit younger people

· Make presentations to all Auction Schools

· Require bid-calling contestants to join association
· Host a social for non-members
· Be present onsite at monthly continuing education sessions

· Make a personal invitation

· Use list from Auction Zip

· If you get three new members, you get dollars towards your membership

Best retention practices

· Host a Novice bid-calling contest

· Host a Senior bid-calling contest

· Host a State bid-calling championship contest

· Host a Ringman contest

· Provide continuing education

· Build pride of membership

· Develop a Big brother/sister mentoring program

· Hold a drawing for free NAA conference at closing conference session
Develop a room share programs for new members to save costs

· Get sponsors for new members

· Board should call all non-renewing members

· Provide a welcome to new members on the website

· Don’t forget last year’s New Member!

· Have fun!!!

Members join to meet one of four needs:
Physical: defined as how to make more money

Mental: how to get them to use their skills

Emotional – how to get them engaged

Spiritual – how to give them purpose

Ways we meet their physical needs:

· By providing them education

· By providing sponsorship dollars to keep dues low

· Providing incentives for dues

· Providing them standardized contracts

· Look for ways to improve advertising pieces

Ways we meet their mental needs:

· Giving them committee assignments

· Volunteer opportunities

· Conducting a skills inventory at a Board retreat

Ways we meet their emotional needs:

· Providing mixers at the Conference and show

· Mixing business/pleasure

· Providing a Town Hall meeting where they can air their feelings

· Database of members outsides interest to be able to form a knowledge base

Ways we can meet their spiritual needs: 
· Asking them to lead by example

· Ask for favors

· Giving leadership position

· Help them fulfill their commitments

So how do we find them?

Cast your net further

Just ask

Define the description of what you want – be specific
Provide written descriptions and expectations of all volunteers

After a member is engaged, always recognize them.  

How?

1) Tell them a secret (feel your trust)

2) Make a confession

3) Ask them to do you a favor

Find leaders who will still lead AFTER their term
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It is critical to spend time recruiting, training and preparing your Board of Directors in order for them to eventually reach the non-members of your association.  Who is responsible for recruiting for the Board?  Often it’s the Executive Committee or the Nominating Committee – it should be everyone.
So how do you engage members?  Share the plan!

Ask members what they want

Develop a common goal

Share the plan

Match skills of your volunteer with what is needed to implement the plan

Recognize/Praise the volunteer for completing their assignment

Follow up items for discussion/action:
1) Distribute revised PowerPoint

2) NAA Staff will discuss how to extend the conference experience

3) NAA Staff will distribute an evaluation of the State Leadership Conference

4) NAA Staff will distribute a survey to all state associations to obtain information so they can benchmark their organizations against each other

5) State Associations will take information back to their state leadership teams and plan to budget for this event next year
6) Can NAA and State Associations share information about membership?  Would NAA provide the membership list to all state associations so they could find out who is NOT a member of the state and would the state provide their membership list to NAA so NAA could find out who is NOT a member of NAA?
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