Membership/Marketing Committee

October 19, 2010

Teleconference

In Attendance:

Chuck Jacoby

Mark Zettler

John McGrath

Todd Moody

Lee Kaufman

Kathi Leiden

Shannon Kern

Topic of discussion with this combined committee meeting was to determine how best to consolidate efforts with regard to marketing the message and purpose of the IBA into membership.
Promoting September as International Balloon Month and the Bring Balloons campaign were identified as a crucial recruiting elements. Broadcasting results of the initial September as International Balloon Month with publications and newsletters as well as e-blast reminders was suggested.
Bring Balloons and International Balloon Month will also be posted on the IBA Benefits page.

Speaking to large buying groups such as PCA and PFA about these programs at the HPE Show in January will be pursued.

Associate Members have revealed they want representation or assurance that they are being heard as well as benefits for the cost to join.  Current incentive includes a New Member Welcome Kit valued at $560 retail, but is this enough? What can we do to get people excited about IBA – to let them know what’s in it for them? Education resources, Marketing programs, and The Balloon Council initiatives on Smart Balloon Practices are just a portion of what IBA provides.

It was suggested that members be given privileges to access International Balloon Month tools on the IBA Web site such as balloons, sample press releases, images, etc., to help them to promote balloons in September. It was also identified that distributors will need International Balloon Month programs to be made available six months in advance so that they can work with their chain accounts on planning.

An Associate Member Committee was also suggested as a way to encourage dialog and provide an ear to the Board.  
Discussion then turned to membership rates for Associate members. Several ideas were reviewed:

1. Starter memberships with dues payments for a  3 months/6 months/1 year membership

2. Lower rates to $29 or $49

3. Offer a $99 rate if they serve on a committee

4. Create a referral program where they can earn a discounted rate for referring others

5. Give new members Bring Balloons promo items

6. Offer 1% or 2% off of purchases through member distributors 

It was agreed that a membership drive has to be geared toward the Associate member as this is the category with largest potential for growth. At issue is how to show IBA Membership can put money in their pocket. The idea of allowing each distributor member to offer their own discounts to IBA members was agreed upon. Distributors will be informed of the program and if they wish to participate, logo, link and contact information will be placed on a special page on the IBA web site. The current Welcome Kit program will end December 2010.
A straw vote was taken and the majority felt strongly that the membership rate of $149 should remain in place but a $99 special rate should be offered at all conventions such as FLOAT, WBC, West Coast, etc. 
The Marketing Committee will create marketing tools to promote joining at conventions at a reduced rate of $99 emphasizing all the programs and tools that IBA offers. (Bring Balloons, International Balloon Month, Distributor Discounts, Staples discounts, Office Depot discounts, Associate Member Committee monthly calls, etc.) A promotional flyer that can be printed and inserted into shipments by distributors was also suggested.

