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Membership Retention:  You’ve Got ‘Em Hooked, Now What?
Tips from the Membership Marketing Benchmarking Final Report by Marketing General Inc. of Alexandria VA:

· Associations with higher renewal rates tend to offer first-year discounts, but not multiple-year discounts 

· Associations with higher renewal rates are more likely to use personal contact to engage and retain new members, such as new member receptions and welcome kits 

· Associations with higher renewal rates are more likely to contact members regarding renewal with greater frequency, with 7-10 contacts being the most successful 

· More successful associations are more likely to have immediate renewal plans in place after welcoming new members and tend to begin their renewal efforts sooner 

· Associations with higher renewal rates are more likely to use personal renewal methods, such as staff phone calls, board phone calls, and peer member contacts
