
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

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

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

• Distinguish Between Features and Benefits 
of Membership

Value Proposition



• 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



• Three Major Membership Campaigns:

Advocate will focus on the historic wins and 
upcoming battles that NAIFA faces to protect 
the financial services industry and our clients 
from governmental overreach and excessive 
taxation.

Will start ASAP and run through Congressional 
Conference

Four Goals: Join NAIFA, FSA Academy, Attend 
ConCon, and Subscribe to AIA Blog.

Membership Campaigns



Differentiate will focus on how NAIFA members 
are distinguished from the field of nearly 1.5 
million financial service professionals in the 
United States, making them more successful 
and putting more money in their pockets.

Will start following Congressional Conference 
and run through the end of August.

Four Goals: Join NAIFA, Life Happens Pro, 
Group Insurance Benefits, and Subscribe to AT 
Blog.

Membership Campaigns



Educate will highlight the educational features 
and benefits that we have to offer prospective 
members, including certifications and other 
elements that make NAIFA members the best 
and brightest. 

Will start in September and run through the end 
of the year.

Four Goals: Join NAIFA, LUTCF, Catalyst 
Program, and Register for Free CE Webinar.

Membership Campaigns



• 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 sales 
process.

• Obtain referrals from members.

Group Sales



Welcome and
Orientation

• Rapid deployment of welcome email and 
notification to 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.



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

Welcome to
NAIFA Advocacy Video



• Refreshed format, anchored by Chris Gandy with rotation 
of member and staff cohosts.

• Organized production schedule with speaker tracking and 
staff management.

• Developing promotion campaign to attract prospects for 
lead generation.



Young Advisor Team

YAT Advisor Academy

• 4-week program for deigned to aid new entrants to the industry in succeeding in the 
business.

• Engagement of candidates with a mentor as part of the NAIFA Mentor Loop program.

• Track retention in the industry and sell the benefits to managers, etc. 



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.

• Recruiter Recognition – Member recognition for recruiting 
members each month, quarterly, and annually.



• 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.



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



Win-Back Campaigns
and Power Hours

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

• 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.



2025
Membership
Committee



Executive Committee Liaisons
• Doug Massey, 2025 President
• Christopher L. Gandy, 2026 President

Trustee Liaisons
• Dennis Cuccinelli, Member Acquisition
• Carina Hatfield, Member Retention

Committee Co-Chairs

• Adam Sachs, Member Acquisition
asachs@centinelfg.com | 617-797-4536

• Roger Sims, Member Retention
rdsims@ft.newyorklife.com | 336-254-1153

Member Acquisition Vice Chairs
• Brad Kadelski, Vice Chair of Membership Sales

brad@brookfieldpartners.com | 508-868-6765
• Prospecting/Lead Generation/Member Personas
• Company Sales/Ledger Deduct/Agency Presentations
• Group Sales (100% Agency/Financial Security 

Champion)
• Individual Sales/Membership Campaigns
• Influencer Network
• Lead Generation, Referrals, and Testimonials



• Chris Bor, Vice Chair of Chapters Sales & Distribution
cbor23@gmail.com | 925-348-4241

• Mimie Yoon Lee, Associate Vice Chair of 
Chapter Sales for Peter Browne Cohort
myoonlee11@gmail.com | 925-235-9380

Arizona, California, Florida, Georgia, Illinois, 
Massachusetts, Michigan, New Jersey, New York, 
North Carolina, Ohio, Pennsylvania, Tennessee, 
Texas, Virginia, and Washington

• Jennifer Hodges, Associate Vice Chair of 
Chapter Sales for Juli McNeely Cohort
jennifer@goclarity.com | 417-840-0465

Alabama, Arkansas, Colorado, Connecticut, 
Indiana, Iowa, Kentucky, Louisiana, Maryland, 
Minnesota, Missouri, Nevada, Oklahoma, 
Oregon, Puerto Rico, South Carolina, Utah, and 
Wisconsin



• Steve Walker, Associate Vice Chair of Chapter 
Sales for Jeff Taggart Cohort
swalker@e4.insurance | 763-229-7507

Alaska, Delaware, District of Columbia, Hawaii, 
Idaho, Kansas, Maine, Mississippi, Montana, 
Nebraska, New Hampshire, New Mexico, North 
Dakota, Rhode Island, South Dakota, Vermont, 
West Virginia, and Wyoming

• Scott Blake, Associate Vice Chair of Chapter 
Sales for John Newton Russell Cohort
scott.blake@nm.com | 561-452-2841

Austin, Central Florida, Central Iowa, 
Chicagoland, Cincinnati, Cleveland, Columbus, 
Dallas, Eastern Iowa, Fort Worth, Greater 
Foothills, Heartland, Houston, Louisville, Los 
Angeles, Memphis, Northeast Florida, Northern 
Virginia, Pineywoods of East Texas, Richmond, 
San Francisco Peninsula, Silicon Valley, Tampa 
Bay, Tidewater, Upstate South Carolina, and 
Wichita



Member Retention Vice Chairs

• Paul Szkotak, Vice Chair of Onboarding, Retention, 
and Reactivation
pmszkotak@ft.newyorklife.com | 609-332-7007
• Onboarding Strategies

• Welcome Outreach: Chapters & Brand Ambassador 
Team (BAT)

• Group Membership Retention

• Individual Membership Retention

• Referral Recognition

• Chapter Member Care Calls & Power Hours

• Reactivation & Win-Back Strategies

• Brian Haney, Vice Chair of Engagement
bhaney@thehaneycompany.com | 240-888-8630
• Young Advisor Team (YAT)

• YAT Advisor Academy

• Future Leaders

• Triangle Team

• Member-to-Member Programs

• National Quality Award (NQA)



Professional Staff

Corey G. Mathews, CAE
cmathews@naifa.org | 850-294-3776
Vice President of Membership and Chapter Services

Michele Borsuk
mborsuk@naifa.org | 610-526-2555
Senior Director of Membership

Zack Huels
zhuels@naifa.org | 703-770-8223
Director of Member Engagement

Javis Ogden
jogden@naifa.org | 703-770-8145
Membership Sales Manager

Kevin Rara | krara@naifa.org
Membership Specialist



Together We Can Take On Anything


