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How to Organize Your Chapter for Growth
Next Generation Chapter Leaders Session

Organizing for Growth is a strategic focus for IREM® in 2011 - more members, more students, more revenues, etc.  Your chapter should identify metrics to measure growth throughout the year and a variety of tactics to ensure your success.

The following ideas were generated by next generation chapter leaders during the IREM® Leadership Conference.
Possible Metrics and Tactics to Measure Growth:

1. Metric: Membership Numbers
a. Local Member-Get-A-Member Programs
b. Host joint events ti promote IREM® Membership to attendees
c. Offer free events and social hours to attract new members
d. Conduct outreach visits to local ODIEs and colleges/universities
e. Participate in local tradeshows and job fairs and follow up with new member prospects
f. Download prospect lists from IREM Web site
2. Membership Renewals
a. Survey your members annually
b. Offer a variety of chapter programs to educate members across all property sectors 
c. Establish a volunteer structure that allows members to volunteer in a variety of capacities - engaged members are more likely to renew!
d. Offer payment plans to members who are struggling to pay their dues
e. Host a job board and other networking/career focused events
3. Revenue
a. Participate in the chapter publications purchasing program
b. Host a Workshop-in-a-Box program
c. Offer discounts for early bird dues payments
d. Create a tiered Industry Partner/ Friends of IREM® program that allows for more vendor participation at a variety of levels
4. Generational Variety
a. Mentoring Program for new members
b. Encourage members to refer their colleagues
c. Differ meeting times and locations
d. Contract speakers from different generations
5. Event Attendance
a. Do targeted marketing to the specific groups you want to attract to the events
b. Focus on securing quality speakers
c. Utilize your Industry Partners/ Friends of IREM® to sponsor new speakers, new venues, etc.
6. Product Sales
a. Participate in the chapter publications purchasing program to sell discounted IREM® publications
b. Encourage members to write articles and books
c. Suggest IREM® products as welcome gifts to new employees or as part of a company library
7. Course and Seminar Enrollments
a. Offer Workshops-in-a-Box at a nominal cost for attendees
b. Conduct outreach visits with employers to encourage them to sponsor their employees to attend classes
c. Bundle products for a discount - for example, if you prepay for all 4 seminars throughout the year you receive something for free
d. Sponsor a variety of educational programs - alternate venues, topics, industry sectors, and offer joint events to increase attendance and defray costs
8. Web site hits
a. Offer e-commerce - online registrations for events
b. Put job openings on the Web site
c. Monitor Web site analytics so you are aware of which pages are most viewed
9. Number of Industry Partners/ Friends of IREM®
a. Increase their fees for affiliating and offer a tiered fee structure to attract more vendor partners.
b. Thank your vendor partners and survey them annually
c. Host an annual “Friend” event and allow them to make presentations to the membership
10. Number of ODIE or Student Outreach Visits
a. Conduct outreach visits to auxiliary organizations including licensing boards and chambers.
b. Target colleges and universities with real estate programs or clubs
c. Participate in tradeshows and job fairs
11. Number of Facebook Followers
a. All communications should include “Follow Us”
b. Frequently update your social media to ensure that there is something new for followers
c. Use contests for incentives to increase followers
12. Number of Press Releases and Media Hits
a. Advertise in local publications
b. Work with other associations for joint coverage
c. Encourage members to wear their pin and acknowledge members who do
d. Use the credentials on your business cards and e-mail signatures
e. Keep your Web site accurate and updated with information on the credentials
f. Member-Get-a-Member displays at all meetings.
13. Number of Volunteers
a. Survey members to identify their volunteer interests
b. Have volunteer sign-up sheets at every meeting
c. End every meeting with a Call to Action for attendees
d. Educate members about the volunteer positions available and the benefits of volunteering
