
 

 
 

 

Retention Tips 
(updated 1/5/2022) 

First and foremost, retention is MORE essential to the viability of your section than recruitment. 
Happy members renew and they assist with recruitment by word-of-mouth. So be sure that your 
retention strategy is solid and focuses on member satisfaction. New member recruits will 
organically join as a result of your current happy members. 

While we all want to retain 100% of our membership base, that is not the reality within a 
membership association. The average association retains between 75-85% of their membership 
base. The remaining 15-25% of members’ churn (which essentially means that they “come and go” 
annually). Our goal as a membership association is to maintain a high retention rate and a low 
churn rate. Below are strategies that may assist your section in managing member retention and 
churn: 

How to manage retention of members: 

 Work with the AAA membership staff to develop a monthly retention email campaign that 
will be sent to any of the previous month’s expired/lapsed section members. The email 
will be a direct appeal to lapsed members that highlights why they should retain your 
section’s in their AAA membership package. Not interested in sending an 
email? Create a Zoominar and give your section members a chance to meet you, your 
board, and reconnect with colleagues. 

 Work with AAA communications staff to develop a periodic member email that highlights 
exciting happenings within your section. This newsletter will remind members why they 
joined, show them why they should continue to retain membership, and most 
importantly, show them that both they and their membership within your section matter. 

 Develop a way to celebrate the accomplishments of your members (outside of your 
awards program) and garner excitement of those who are interested. 

 Update your website! Have easy to find links to join/renew, benefits, and resources. 

 Diversify your membership categories by ensuring that you have options for all income 
levels including students and retired members. Also, consider adding and/or increasing 
the sustaining member dues category as a way to retain your section’s affordable dues but 
provide options to those who have the ability to pay more to support your section. Be 
sure to always remember that on average a AAA member belongs to at least two sections. 
So a community approach should always be considered. 

 Promote the multi-year (two-year) membership dues renewal option as this will ensure 
retention for at least two-years. 

 Let's make the AAA feel smaller to new members with a personal welcome from your 
section. Your member roster has the email address of new and renewing members so that 
you can send them personalized emails. You can even consider forming a welcome 
committee to give new members a quick phone call or host a welcome Zoominar to let 
them know that they have actual colleagues who they can feel connected to and 
commune with within the larger AAA. During this welcome, it is also a great 
time to highlight your section’s resources and benefits...maybe even assign them a buddy. 

 View your member roster to see which of your members are up for renewals and send 
them a gentle reminder to renew. 

How to manage churn: 

http://forms.americananthro.org/section-marketing-campaign-request-form/
http://forms.americananthro.org/section-marketing-campaign-request-form/
https://www.americananthro.org/ParticipateAndAdvocate/SJDList.aspx
https://www.americananthro.org/ConnectWithAAA/Content.aspx?ItemNumber=26035&navItemNumber=26039


 The best way to manage churn is to know your stats. You can learn more about your stats 
by accessing your month-to-month and detailed monthly list of members to accurately 
determine your retention and churn rate. 

 Also, you’ll need to understand that churn is normal and is uncontrollable. The best way to 
manage churn is to determine a strategy to understand two things 1) why members join 
and 2) why they don’t renew. Once you understand these two reasons, then create a 
strategy to leverage and promote the reasons why members join in order to attract new 
members. Then try to fix the reasons for why members do not renew. 

 

https://s3.amazonaws.com/rdcms-aaa/files/production/public/Membership%20Roster%20Policy%20for%202021.pdf

