Grow Faster

Yo u n g e r t h i s Y e a r
A Guide to Increasing Your Association’s
Young Professional Membership

Imagine your association growing its young professional membership. What does that look like? Fresh faces?
New and fun energy? Bigger ideas? An overall rise in membership numbers? A healthy association with a
consistent pipeline of future industry leaders? All of the above? Making your association younger this year
could make all the difference in its sustainability and ongoing growth. Let’s see how!

FACT: associations are a natural fit for young professionals
So why aren’t they flocking to us? Member researcher,

Amanda Kaiser of Smooth the Path, cites three common
reasons that young professionals do not join associations:
1. They simply do not know about associations and what
they actually do for members.
2. They are aware of associations and their offerings, but for
some reason or another, don’t find value in membership.
3. They have a misperception of the association member
makeup, thinking associations are for those who are far
more advanced in their career.
The good news? Whether you trying to attract new young
professional members, retain existing ones, or a combination
of the two, you’ll find that overcoming these barriers can be as
simple as being open to trying new things.
Throughout this guide, you will be given real-life examples of
associations that addressed these barriers, the steps they took
to reach a solution and the results they achieved. As an added
bonus, we’ll leave you with 10 quick tips to help you grow your
Millennial membership.

Something to keep in mind ...
Although today’s young professionals grew up in a world where the rapid advances of
technology impacted how they choose to communicate, they still place a high value on
in-person events and face-to-face meetings. What you need to know is that they want
to meet, network and engage in new ways. Check out these 44 fun ideas to engage
Millennials to spark your creativity!

Example One: investing in the whole person
Who: The Special Forces Association (SFA)
Problem: The SFA was experiencing problems
attracting young members. With their average age
of membership increasing, and young veterans
not joining, the association was not growing any
younger.
Cause: In 1968, the typical SFA member was
unmarried and leaving the country to serve in
Vietnam; however, today, a large percentage of
younger Special Forces are married with children.
As a result, its members’ needs and values were very
different from what they used to be.
Solution: The SFA took action and made a point of understanding how its member
base had changed, as well as what the new demographic wanted and needed from the
association. Its research allowed the SFA to identify and implement changes in the
ways it supported its members.
Leading the change: In response to its findings, the SFA started scheduling annual
conferences in family-oriented destinations and included planned activities for the
entire family. Additionally, to ensure it was putting the needs of its members first, the
SFA added a variety of member benefits, including assistance programs to help educate,
prepare and support members’ spouses and families.
Results: By taking the time to recognize, acknowledge and appreciate the central role
of the family in its members’ lives, the SFA is providing tangible, ongoing value to
members.

Lesson learned ...
Active listening goes a long way. Know your members and implement benefits that solve their
daily problems. Members like to know you care about them personally as well as professionally.

Example two: Raising up the future
Who: The Aerospace Industries Association (AIA)
Problem: The AIA noticed that there were not enough qualified
graduates entering the industry in which it served.
Cause: Older employees retire, and there are not enough
graduates with the right technical skills to
replace them. Accordingly, associations that
serve these industries experience the same
gap in their membership.
Solution: To solidify the future of the
association, the AIA knew that someone
needed to attract young students into
college programs that specifically catered
to developing science, technology,
engineering and math (STEM) skills.
Leading the change: In order catalyze
and develop student interest in the
aerospace industry, the AIA worked with
other organizations to sponsor a program
entitled Team America Rocketry Challenge (TARC), a student rocket contest that
challenges student teams to build rockets and compete nationally for prize money.
Results: With approximately 4,000 students from across the nation competing each
year, the AIA has created an opportunity to acquire a steady number of future members.

Lesson learned ...
When it comes to attaining future members, every association and industry faces different challenges. No
matter what specific challenge(s) your organization confronts, it is important to be forward-thinking and
create ongoing opportunities to attract future members. Keep in mind Millennials want to associate with
organizations that work to better society and give back to their communities.

Example tHREE: incubating the innovators
Who: The Radio Television Digital News Association (RTDNA)
Problem: The RTDNA wanted to attract, engage
and retain younger members, but did not know if if
was offering the kind of value that the Millennial
journalist — and future generations of journalists —
needed.
Cause: Over time, industry trends change. With this
change comes an inevitable shift in both member
demographic and psychographic characteristics
– including age, education, gender, marital status,
income level, attitudes, interests and opinions.
Solution: The RTDNA created an incubator group called the Next J Program to inform
and advise the association on what younger members will need from the RTDNA in
the coming years.
Leading the change: To create buy-in, the RTDNA included a mix of select staff,
board and Millennial members in the incubator group. Initially, everyone exchanged
thoughts about the industry. Then, the younger members discussed their work
environment and what future generations need to make a contribution to their
industry. Their ultimate goal was to bring at least one big idea forward and innovate
on it.
Results: Using its younger members’ insights as input for innovation, the RTDNA has
proven it is committed to staying relevant while appealing to the Millennials’ sense
of community.

Lesson learned ...
If you want to successfully attract, retain and engage members, it is imperative that you constantly
question whether or not you are offering them the value they need. Don’t be afraid to be proactive and
start with your members as a foundation to understand their needs and problems. You can use younger
members’ insights to ensure that your organization is staying on top of providing your current and future
members with what they want.

Example four: leading Millennials to lead
Who: The Bar Association of San Francisco (BASF)
Problem: Despite their innate desire to contribute, Millennials are rarely given the
leadership opportunity to serve on association Boards, and it’s not just the younger
members that are suffering. According to an ASAE Foundation governance study,
65 percent of participating CEO’s reported it difficult to find Board members who
possess strategic thinking and leadership skills.
Cause: In the traditional association model, members
must serve many years in the association in order to
have an opportunity to lead and serve on the Board.
This leaves Millennials on the sidelines without an
authoritative “say” in the makeup of programming for
their peers. Moreover, it takes away a huge opportunity
for association Boards to diversify and add key talent
to their team.
Solution: BASF determined that providing valuable
leadership training and experience is a way to prepare
its younger potential members for leadership in the
association and the law profession.
Leading the change: The association took action and created a new program called
Mind the Gap (MTG). In this program, recent graduates gain training, pro bono work
experience, mentorship and debt reduction information. Not surprisingly, the BASF’s
Barristers Club Board members are some of the youngest in the industry.
Results: Through its agile programs, the BASF has created a strong, diverse and
inclusive membership and Board that will be able to sustain demographic changes for
many years to come.

Lesson learned ...
If Millennials are allowed, they will personally dedicate themselves to ensure the association achieves its
mission. Don’t ask for their opinions and then ignore the contributions they have to make. Open the doors
for them by inviting select younger members to join the Board. If your bylaws don’t allow for a young
board member, invite them to meetings and let the Board see why they should change the bylaws.

10 more lessons to live by
»»Saddled with college debt, many Millennials cannot afford to join an association,
and many employers aren’t willing to pay their dues for them. Associations must
not only communicate the value of membership to the individual, but to their
employers as well.
»»Associations must provide members with effective tools in order to take the
knowledge and experience gained from membership into the workplace.
»»Younger members who are familiar with electronic textbooks, distance learning,
and study groups can be disinterested in educational resources that appear
technologically outdated and outside of their preferred learning styles.
»»Guide them and orient them with special attention. Younger members need to
learn about how the association works, how programs and activities complement
and reinforce one another and how they can personally contribute to the
association community.
»»Young professional groups need to work on both a horizontal and vertical level,
meaning that they experience programs and activities that not only match their
interests with peers on their level, but also that allows them to be mentored and
to mentor others.
»»Offer some “freemium” programs that offer basic education at no cost. Then give
individuals the opportunity to upgrade and invest in more intense professional
development programs.
»»Identify what actual skills are needed for your young members to advance in a
chosen profession and provide training and useful experiences for them to gain
those specific skills.
»»Keep younger members excited about their careers by providing them with
events and programming that reminds them why they chose that path.
»»Fill your membership pipeline by providing opportunities for students from
middle school through post-secondary to understand what associations do, and
seed the idea that associations are a source of quality, affordable and careerfocused education.
»»Get creative with networking events and do more than the “happy hour” for
bonding experiences. Consider cooking competitions, art at dark, fun runs, book
clubs, etc.

WebLink is a Software as a Service (SaaS) Company, providing membership management
software to organizations. Actually, it’s more than that.
Based in Indianapolis, WebLink provides trade, professional and other member based organizations with the
technology they need to grow faster.
Our configurable association management software, WebLink Connect™, allows users to efficiently manage
their members, prospects, events, website, finances and communications – all in one solution. As an added
benefit, we regularly offer valuable business and educational resources including, webinars, eBooks, training
events and support services.
With a 94 percent retention rate, we take pride in taking care of each and every one of our customers,
helping them to execute their core processes faster so that they can grow their membership, improve
member retention, and ultimately, foster the long-term health of their organization, community and industry.
Find out more by visiting us on the web at www.weblinkinternational.com.

WEBLINK Connect™

Far more than a membership management software.

»»A configurable, all-in-one AMS solution complete with membership, event,
financial, communications and website management.

»»Powerful financial tools and reporting,
including seamless integration with
®
®
QuickBooks, Microsoft Dyamics GP and Intacct , automated invoicing and
member self-service.

»»Real-time reporting that converts member data into member intelligence.
»»Continuous product enhancements and monthly upgrades.
»»Ongoing access to WebLink experts, training events and educational
resources.

WEBLINK CMS Website solutions

Expertly developed by us. Value driven by you.

»»Database-driven website for easy, real-time content
customization and updates.

»»Modern design and navigation specific to your needs.
»»Built-in integration with your WebLink Connect database.
»»Responsive and mobile friendly.
»»Added member value and increased non-dues revenue.
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