
 
10 Membership Best Practices 

 
1. Collect business cards in a fish bowl at every meeting and follow up with the people who are not members. Call them, 
thank them for coming, and try to make them feel welcome. The information on the cards is then can be put into the 
chapter database. They can then be contacted about future meetings. 
 
2. Check out local business and association websites for potential leads (i.e. sites like MAWeddingguide.com or 
bostonweddingroup.com). Call the advertisers on those sites to tell them about ILEA.  
 
3. Sell to vendors. Every postcard or phone call that you receive that tries to sell something industry related try and sell 
ILEA to them. 
 
4. Use ILEA members. Tell all potential members that you will use ILEA members before looking elsewhere. This seems 
to have a big effect on generating membership as well as generating business for members.  
 
5. Find potential members by looking at local trade publications such as the Knot, Reserve magazine, Agenda Boston. 
Find contact information in the publications and call the person to let them know about ILEA. 
 
6. Sell education and professionalism. You cannot put a price tag on the importance of education or on professionalism. 
Sometimes using these two key words can be all it takes to convince someone who is on the fence about joining. 
 
7. Sell ILEA as an international association as well as a local network. Use your experiences at regional meetings and 
conferences to show local members that the power of this organization reaches well beyond the boundaries of your 
market.  
 
8. Clients. Speak to your clients all the time about ILEA. Many members have been successful in gaining event attendees 
and new members with this method.   
 
9. Committees. If you approach someone in a positive manner and let them know that you think they would be great on 
X committee and tell them why…you then persuade them that you need them to join the chapter so they can work on 
that committee! Make them feel special. Make them feel as if they are a part of the chapter before they even are. 
 
10. Follow up. An e-mail or a call to every non-member who attends a meeting is imperative if you want to start the 
relationship off right! 

 


