
Building a 
Successful 

Membership 
Program



Growing NAIFA, Together!

• Flywheel Model

• Inbound vs. Outbound Marketing

• Prospecting/Lead Generation

• Referral & Testimonial Development from 
Members/Chapters

• Organized & Focused Campaigns

• Turnkey Tools and Resources – Make it Easy to Help

• Clearly Stated/Demonstrated ROI…with NUMBERS

• Development of Member Personas and Messaging

Membership: A Paradigm Shift



• Member-to-Prospect Referrals

• Social Media Marketing/Amplification

• Lookalike Audiences

• Ad Retargeting

• Drive to Blog Subscriptions/Content

• Trade Shows/Geofencing

• Future Leaders Program

Prospecting & Lead Generation



• Clearly, Simply, and more Effectively 
Explain NAIFA’s Value Proposition

• Develop and Distribute Easy-to-Use 
Tools

• Developing Materials to Show the ROI/ 
Value of NAIFA Membership

• Distinguish Between Features and 
Benefits of Membership

Value Proposition



• “Dollar Chart” Graphic to Show Where Your 
Dues Dollar is Spent

• Understanding what you are paying for and 
what you are getting from your dues dollar.

• NAIFA membership is a 3-in-1 proposition 
providing benefits at the local, state, and 
national levels.

• 1/3 of all expenses are protecting your 
industry from government intrusion.

Value Proposition



NAIFA Serves the 
Whole Financial 
Service Profession 

NOT JUST 
A SLICE



• Generalized categories of members with 
similar interests, needs, and preference sets

• Enables us to better target our messaging 
and communication to emphasize the 
elements of our value proposition of 
greatest interest to them

• Member personas continue to evolve over 
time to reflect additional understanding of 
these groups and their wants/needs

Member Personas



Membership Campaign



NAIFA’s Three Key Initiatives Meet Today’s 
and Tomorrow’s Marketplace Needs

Legislative and 
Regulatory 
Concerns

Resources to Grow 
and Thrive in your 

Business

Programs that Help 
Advisors Stay in 

Business and Rise 
Above the Rest

Differentiate.Educate.Advocate.



• HubSpot is our customer relationship management (CRM) tool to both capture and 
communicate with prospective members.

• All our marketing efforts are designed to capture information on prospective 
members, using it to engage with them by telling them “our story” and clearly 
communicating NAIFA’s unique value proposition.

• Prospective members are funneled through our sales pipeline via our newly built 
lead-nurture funnel, where they receive strategic communications designed to 
convert them into members.



Lead-Nurture Funnel
• Prospective members are identified and loaded 

into the NAIFA Membership Sales Pipeline.

• The prospects then receive a series of 6 emails, 
dripped out over the next 84 days.

• The first email is an introduction to NAIFA, the 
second about advocacy, the third about education, 
the fourth about differentiation, the fifth attempts 
to close by inviting them to be a part of something 
bigger, and the sixth again attempts to close by 
highlighting the power of the combined benefits.

• Each prompts them to engage a feature of 
membership and offers the opportunity to join.

• Live calls to close the membership sale follow the 
campaign.



• Feathr is a B2B digital web advertising platform specialized to service associations.

• Feathr utilizes “cookies” to identify and track prospects, following them across the 
internet to reinforce and remind them of our messaging.

• Feathr's system takes our digital ads and places them across the internet as 
clickable displays for visitors to be brought to the NAIFA website to learn more about 
membership.





• Prospect Conversion Drip 

Campaigns

• Agency Presentations

• Expanding Influencer 

Network, engaging the 

full spectrum of financial 

services.

Individual Sales



• Defined parameters for group membership deals
to ensure consistent pricing principles that
prioritizes revenue along with member count.

• Implementing contract management process to 
assess and update contracts as necessary and to 
build in a process for regular pricing increases.

• Building a pipeline for lead acquisition and the 
sales process.

• Obtain referrals from members.

Group Membership
Sales



Gwenn Marsh
Senior Director of Group Membership Sales

We are pleased to announce that Gwenn Marsh has joined our team as Senior 

Director, Group Membership Sales, reporting to Brian Steiner, Vice President, 

Business Development & Partner Relations and Executive Director, Life Happens.

 

A graduate of the University of Central Florida with a Master of Business 

Administration, Marketing, and Finance, and a Bachelor of Science in Marketing, 

Gwenn has extensive sales, marketing, leadership, and consulting experience in 

the financial services and association space.

 

She’s run her own consulting business for the past two years and has held 

positions with the American Retirement Association, FIS, BPAS, Autonomy, AST 

Equity Plan Solutions, Poorman-Douglas, the AICPA, ADP, and AAA. She’s also 

held volunteer leadership positions with Juvenile Diabetes Research Foundation, 

Manhattan Society (New York City Multiple Sclerosis fundraising group), UCF 

Alumni Association, and the American Cancer Society (Orlando chapter).

Gwenn is also a member of the Women in Pensions Network, volunteering on their 

Corporate Sponsorship Committee, and recently joined THE REAL Mental Health 

Foundation.



Calls Every Monday from 4:00 – 4:15 PM Eastern

Chapter Executives and Membership Chairs Needed!!!

Chapters Who Participate Are Getting Results!



Chapter Membership Scorecard
1 Do you have a complete and active Chapter Membership 

Committee?
Chair = +1 point
+3 Committee Members = +1 point
Monthly Meetings = +1 point

2 Did you identify prospective members and submit them to 
NAIFA? (Leads can come from events, communications, lists 
of prospects from agencies, etc.)

15 leads = 1 point
30 leads = 2 points
45 leads = 3 points
60+ leads = 4 points

3 Did your Chapter support the NAIFA Membership 
Campaign(s)?

Social Media Connection = +1 point
Volunteers Repost/Share = +1 point
Email to Members to Repost/Share/Forward 
Messages = +1 point

4 Did your Chapter make an Agency/Membership presentation 
(other than a general membership meeting) with non-
members in attendance?

3 presentations = 1 point
4 presentations = 2 points
5+ presentations = 3 points



Chapter Membership Scorecard
5 Did your Chapter send an email, call, 

social media post, or other means of 
onboarding EVERY new member and 
welcoming them?

3 points

6 Did your Chapter promote NAIFA 
Engagement Programs to your members?

Actively Encourage & Grow Your Triangle Team Count = +1 point
Identify & Report Contacts in Colleges & Universities for Future Leaders = +1 point
Actively Promote Future Leaders and/or YAT Advisor Academy = +1 point
Actively Promote National Quality Awards and/or AT Podcast = +1 point
Active Member Awards/Recognition Program = +1 point
Active YAT Committee = +1 point

7 Did your Chapter Make Member Care & 
Expired Member Calls? (Power Hours, etc.)

We made some of our calls = 1 point
We made the majority of our calls = 2 points
We made all of our Care Calls = 5 points
We made all of our Care Calls & Expired Calls = 8 points



Chapter Membership Scorecard
8 What percentage of NET membership growth did 

your Chapter have?
Decline = 0 points
+1 Growth = 1 point
1% Increase = 2 points
2% Increase = 4 points
3% Increase = 6 points
4% Increase = 8 points
5% Increase or More = 10 points

• Scorecard data will be collected by the Chapter Services Team 

at the end of each quarter through a simple, online survey.

• Chapter Membership Chairs will be asked to coordinate with 

their Chapter Executives to ensure submission within 2 weeks 

of the close of each quarter.



Chapter Membership Grant Program
• $1,000 grant to the top 5 scoring Chapters each quarter to further 

support their membership development and recruitment efforts.

• There will be a minimum point threshold to be eligible to receive 
the quarterly grant.

• There are no limitations on how many times a Chapter can receive 
the grant each year.

• Additional verification may be required from grant recipients.

• Grant program is subject to having increases in both grant amount 
and/or the number of awardees based on overall NAIFA 
membership growth.



Welcome and
Orientation

• Rapid deployment of welcome email and 
notification to the expanded Brand Ambassador 
Team (BAT) and Chapter(s) to reach out and 
engage.

• New members’ kits sent out via direct mail.

• Invitation and automated registration for Member 
Orientation, as well as an on-demand option.



Welcome and
Orientation



Learning the Value of Government Relations
Advocacy, Grassroots, and IFAPAC 

Welcome to
NAIFA Advocacy Video



Young Advisor Team

• Future Leaders

• YAT Advisor Academy

• YAT Chats

• NAIFA Mentors

• Recognition



Behavioral Recognition
and Community

• Triangle Team – Simplifying and raising the bar on criteria.

• Member Spotlight – Member recognition and promotion program for 
engaged and supportive members.

• Overachieve In Life – Showcasing the unique nature, interests, and 
personalities of our members in a fun way.

• Knowledge Centers – Specialized hubs that provide industry 
professionals with targeted resources, expert insights, networking 
opportunities, and training in key financial services practice areas to 
support professional growth and best practices.



• Outreach to students in high schools, colleges, and 
universities to provide financial literacy education.

• Promote industry opportunities and awareness to cultivate 
future practitioners and members.

• Enhance and increase distribution through members to 
their communities.

• Explore opportunities to create content in cooperation with 
Life Happens that we can engage members to deliver in 
their communities to promote financial literacy and attract 
youth into the industry.

Community Awareness 
and Development



NAIFA Quality Award
 The NAIFA Quality Award recognizes the 
        best of the best in our industry. It celebrates 
  outstanding advisors and agents who provide quality 

care, adhere to ethical standards, and is not solely based on 
annual production numbers.

Expanded promotion effort and simplified application process 
to generate greater participation and non-dues revenue.



• PropFuel uses email, your website, and SMS to transform traditional 
broadcast communications into interactive conversations by asking 
questions and capturing insights directly from your members. 

• By facilitating personalized, two-way interactions, PropFuel helps 
associations better understand and address individual member 
needs, enhancing engagement and fostering stronger relationships.



Member News 
and Benefits

• Member News – Weekly email 
communication on current 
news, issues, and content 
offering in one convenient 
message, along with featured 
benefits. 

• Benefits Website – One-stop 
location for members to 
access the benefits of 
membership.  Need to find a 
way to make it exclusive.



Enhanced “Locate a Financial Service Professional”

• Leverages the power and reach of the Life Happens brand.

• Unifies all member search functions under a central repository.

• Eliminates cumbersome and unutilized community functionality.



• A comprehensive renewal process that
includes direct mail, voicemails,
emails, and when necessary, text
messaging.

• Close coordination and cooperation
with Chapters and Chapter Membership Chairs 
on retention.

• Dedicated digital call lists for each Chapter in 
GoogleDocs, maintained by HQ.

Renewals



Membership
Power Hours

• Chapter-based Membership Power 
Hours, with scripts, content, and lists 
generated and tracked by HQ and 
supported with HQ staff, along with 
Chapter Leaders and volunteers.



Win-Back Campaigns

• Planned, prepared, and organized Win-
Back campaigns with turnkey resources 
and coordinated messaging in 
collaboration with Chapters.



Together We Can Take On Anything
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