Membership Committee Initiatives

Long-Term Goals 
My overall goal as Membership Chair of AGA is to increase membership numbers to at least 1,000, and to generate a feeling of “community” among our membership. I would like for our members, individually or collectively, to have easy opportunities to contribute to the association and to take ownership of its success.


Medium-Term Goals 
My goal for the rest of this year is to implement three plans: 


1. Communicate with members regularly using the AGA-member list: announcements, TAG publication, sales, local club meetings, index of articles, discounts available, etc.


2. Establish a process by which individual members can feel good about and 
receive perks for recruiting new members.


3. Create and have approved by the BOD Group Discounts, Premium Club Program Members, and Pet Store Incentives.

Short-Term Initiatives 
1. Starting April 1st, I will initiate a continuing series of timely announcements to the AGA-member or –announce list. The first announcement will be, “Have you been TAGged yet?” as it seems some members have not yet received the latest issue. Then a “Get Linked” Announcement shortly thereafter. Then I will need a break to put together TAG 17-2. The third announcement will be as follows….

2. Encourage individuals to recruit new members. Emphasis will be on encouraging members to help the AGA, but with perks.

A. Membership Drive

From May 1st  - August 31, 2004, for every new member who cites a current member’s name and location in the “more info” field of the online or mail-in application, AGA will extend the current member’s membership by one issue. Limit four issues. If they get more than four, they get one free t-shirt and my respect.

For example, we have nearly 800 members. If 1% of those people recruit 1 new member each, that’s 80 new members, and we have given away 80 issues. 80 issues is like 20 whole 1-year non-foreign memberships, which retails at $400 total. BUT, the 80 new members have netted us $1600, so total gain is $1200, assuming 1-year non-foreign memberships and not taking renewals into account.

Other AGA expenses would include the price of the free t-shirts, but I don’t anticipate we will give away more than a few. Also the price of postage should a member not have e-mail and I need to correspond with them regarding the drive.

I have written ad copy for the web site and a small box in TAG if permitted.

B. Permanent Offer of Membership Incentives

If a current AGA member hosts an open house or a local club meeting, AGA will send promotional materials and sample back issues as give-aways. If at least four people sign up (i.e., gives the host a completed membership form with a payment & the host turns it in to me), the current member gets a free t-shirt. We will also honor (A) above if it falls within the specified timeframe.

I have developed ad copy for the web site and a small box in TAG if permitted.

Expenses incurred include the price of back issues and t-shirts, and free issues if they also qualify for (A).


C. More ideas?



3. Group Discounts
As immediately as possible, implement a provision for Group Discounts. This is a simple group discount policy for anyone who wants more than 1 issue of TAG sent to the same address:

US/Canada/Mexico Memberships:

0 – 5 memberships

$20 each annually 

no discount

6 – 10 memberships

$18 each annually

10% discount
10 – 50 memberships

$16 each annually

20% discount
51+  memberships

$12 each annually

40% discount

Other Foreign Memberships:

0 – 5 memberships

$33 each annually 

no discount

6 – 10 memberships

$30 each annually

10% discount
10 – 50 memberships

$26 each annually

20% discount
51+  memberships

$20 each annually

40% discount


I suggest the following rules, at least at first. TAGS must be mailed to a single physical address. Each group is responsible for their own mailing list. The group must renew each year—no multi-year group memberships. AGA will deal with one contact person and take one payment per year, unless the group wants to buy additional membership, in which case we will prorate so that the “group” all expires at the same time. No Paypal payments on discounted items—snail mail only.

I will create an application form, rules & rate sheet, sales letter, and welcome letter. I can, if the BOD desires, create ad copy for the web and TAG, but I recommend that we approach each group individually rather than advertise.

I will call for club listings on the aga-member list, ostensibly for links and events, as a base and eventually supplement that list with contacts from the internet. I’m sure that much of the initial contact work can be done online.

Because the group is entered into the database as a single entry with multiple copies, they would be notified of expirations at the same time and in the same manner as individual members.

AGA expenses would be the cost of promotional materials, extra issues, and postage to handle the extra issues, but we would not mail to each member of their group individually. The biggest problem I see here is that the contact person might disappear, and members of the group are then mad at us. So we get multiple contacts on the group discount application and reserve the right to refuse any application. Minor problem might be a few members dropping out because they are now getting their TAG via their local club. Hopefully, the additional revenue brought in by that club and others will offset the loss of an occasional individual AGA member.

Neil thought that this program could be very attractive to overseas clubs, if marketed to them. This is a smashing idea, but a little beyond me personally, at least right now.

4. Premium Club Program (or whatever—needs a snazzier name)
For a $200 annual fee, a Premium Club will receive the following benefits:


- 10 free AGA memberships to do with as they please except resell outside their membership.

- 1 set of back issues of TAGs/PAMs for their club library or to use as they see fit.
- 1 free convention DVD, their choice of years.
- A link to their club's website on the AGA links page in the Premium Clubs section.
- A one-time quarter-page sized ad in TAG for their club.
- Opportunity to purchase additional memberships at the group discount rates, beginning at the third tier, 20% discount.
- Free promotional materials regarding the AGA, convention, & contest.

- I would like to work a deal with Seachem/Kent etc. to give products to these clubs as fundraisers, or allow “Club Purchases” at a discount. Still working on this….

I suggest the same basic rules for Premium Clubs as for Group Discounts.


I will create an application form, rules & rate sheet, sales letter, and welcome letter. I can, if the BOD desires, create ad copy for the web and TAG, but I recommend we approach each group individually, at the same time as we approach them about the Group Discounts, rather than advertise.

I will use the same contact list as the Group Discounts list.

Because the group is entered into the database as a single entry with multiple copies, they would be notified of expirations at the same time and in the same manner as individual members. However, I will also make an effort to communicate with the contact person quarterly to see whether there is anything AGA can do for them at upcoming events.

AGA expenses would be similar to the Group Discount expenses, plus the loss of revenue of those things that we are giving away. I estimated, rounding up, that the billable items we are offering would retail at about $400, though they certainly do not cost the AGA this amount. However, if we bill them this way, and then offer the Premium Club privilege for $200 per year, it appears to be a significant discount.


5. Pet Store Incentives

This was David Lass’s idea: that for every four (this # was my idea) members a store brings in, the store would get one free membership to give to its employees or whatever. AGA would provide flyers and 2 sample back issues, and the store would be responsible for collecting the completed membership applications and their payments, and send them along to me. I would make sure they are entered into the database when they have four members “collected.”

AGA expense would be the cost of postage for mailing sales letters, cost of flyers, and the cost of free issues to participating stores.

This could also been done in conjunction with an offer of a Pet Store Package of back issues of TAGs and PAMs, such as David sold several years ago. But we are now, in my opinion, in the Realm of Promotions, and beyond the World of Membership.

