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Activating Your Membership
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CEC

Location

Personal

Specialty

Career



Categories

 Pre-service Student (undergraduate or graduate)
 Graduate Student
 Early Career Professional
 Professional
 Paraeducator
 Retired
 Family/Parent Affiliate



Tiers

Basic Full Premier

Pre-Service Student Members: Liability Insurance

Resource Library, Quick Takes

SET Today, Store Discounts, Online Journals

Communities, Unit Memb, PD/Insurance Discounts

All Recorded Webinars

Print Journals

All Live Webinars

Free eBook

Liability Insurance



Group Memberships
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 Minimum of five in same school, district, or university
 About 20% of CEC membership comes through group 

memberships
 “Professional Development Package” – for professionals, 

includes CEC and a division for each person
 Student Group – Designed for university departments or 

student chapters, includes insurance
 University Classroom Package – Provides students a discount 

code to get reduced membership. Meant for faculty who use 
CEC resources/journals instead of a textbook. 

 State Packages – Customized upon request to include 
membership, PD, books, etc; designed for State Departments, 
typically created to support Early Career



Group Memberships
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 Minimum of five in same 
school, district, or university

 About 20% of CEC 
membership comes through 
group memberships

 “Professional Development 
Package” – for professionals, 
includes CEC and a division 
for each person

 Student Group – Designed for university 
departments or student chapters, 
includes insurance

 University Classroom Package – 
Provides students a discount code to get 
reduced membership. Meant for faculty 
who use CEC resources/journals instead 
of a textbook. 

 State Packages – Customized upon 
request to include membership, PD, 
books, etc; designed for State 
Departments, typically created to 
support Early Career



Student Guide
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Understanding Membership

Join Renew

12 Months?



Understanding Membership

Recruit

Join

OnboardEngage

Renew



Which is most important?

Recruit

Join

OnboardEngage

Renew



Understanding Membership

 Pre-service Student
 In-service Student
 Early Career Professional
 Professional
 Paraeducator
 Retired
 Family/Parent Affiliate

Recruit

Join

OnboardEngage

Renew



Understanding Membership
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 Membership recruitment is a never-ending project
 Every year members leave your Unit Or Division

 Retire
 Change jobs or professions
 Lose professional development budget
 Unknown reason

 As members leave, must keep new ones coming in
 To get new members, we need a strategy that 

address
 Value to members
 Who we are targeting
 What tactics will we use

Recruit

Recruit
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Recruit



Why People JoinRecruit

Feature

Journals

Webinars/Events

Resources

All Member Forum



Why People JoinRecruit

Feature Perceived Value

Journals Free access to research

Webinars/Events Free access to training

Resources Free access to 
tools/support

All Member Forum Free access to networking



Why People JoinRecruit

Feature Perceived Value Actual Value

Journals Free access to research Stay abreast on new 
research and access to 
practice strategies 

Webinars/Events Free access to training Build the skill set you 
need to be a high 
performer

Resources Free access to 
tools/support

Implement new strategies 
and tools to enhance your 
job performance

All Member Forum Free access to networking Learn and grow 
alongside like-minded 
colleagues and mentors



Proposition Value
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 By being in CEC, you will:
 Stay abreast on new research and access to practice 
strategies 
 Build the skill set you need to be a high performer
 Implement new strategies and tools to enhance your job 
performance
 Learn and grow alongside like-minded colleagues and 
mentors

Emotion-Driven Member-Focused (“You”)



WHOSE Value?
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 Who do you want to target?
 Career-Level
 Job Role
 Specialty Area

 What from the proposition value do they care 
about?

Recruit



Proposition Value
22

 By being in CEC, you will:
 Stay abreast on new research and access to practice 
strategies 
 Build the skill set you need to be a high performer
 Implement new strategies and tools to enhance your job 
performance
 Learn and grow alongside like-minded colleagues and 
mentors



WHOSE Value?
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 Who do you want to target?
 Career-Level
 Job Role
 Specialty Area

 What from the proposition value do they care 
about?

 What tactics do you use to put that forward?

Recruit

Value Target Tactic



Passive Recruiting
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 Acquiring NEW members means you don’t have a list of 
TARGETS.

 Rely on your brand or your brand ambassadors (members)
 If you have a strong brand or brand ambassadors, people 

get referred

 

Recruit

Value Target Tactic



Closing the Deal
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Recruit

Strategies: Make Sure You Have what Your Potential 
Members are Looking For 

TARGET

VALUE

CTA



Closing the Deal 
26

Recruit



Active Recruiting
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 Example: “Stay abreast on new research and access to practice 
strategies”
 Tactic: “Access our free article by providing your name and email.”

 Example: “Build the skill set you need to be a high performer”
 Tactic: “Attend this free webinar, just provide your name and email.” 

Recruit

Value Target Tactic



Outreach
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 Use current members—specifically ask them to help recruit
 Locked content
 Free events
 Divisions: Utilize demographics to find potential members
 Divisions: Partner with similar divisions
 Units: Utilize chapters, districts, state department

Recruit

Value Target Tactic



Breakout
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Think Of Two Things
What strategies have you tried that worked?
Based on this conversation, what might you try in 

the coming year?

 

Recruit



Joining
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 Managed by CEC (except subdivisions)
 Group Memberships

 School/District (includes one division)
 University Student Group
 University Student Classroom Package

 Events: Using CEC Promo Codes
 Ask about Membership Reseller Program



Onboarding
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 The process you have in place to help your members acquire the 
knowledge and skills that they need in order to make the most of 
their membership



CEC Onboarding
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Member joins

Member receives 
welcome email 

1 
Week

3 
Weeks

5 
Weeks

13 
Weeks

15 
Weeks

17 
Weeks

7 
Weeks

19 
Weeks

9 
Weeks

11 
Weeks

Member receives email highlighting 
membership benefits every two weeks



Onboarding
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 First Impressions Matter 



Onboarding
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 Create a “welcome” email series that explains your association and its 
benefits.
 Instead of including every possible bit of information in your new member welcome 

email, create multiple emails your new members will incrementally receive after they 
sign up. 

 These emails can include:
 Information about your Division/Unit
 Explanation of Benefits
 Helpful tips or recent Blogs
 Anything that adds value for your new members

 Send them to a member center on your website



Breakout
35

 Think Of Three Things

 What you currently do and how you get it done

 What do you think is most important to share within your 
division and/or unit ( in early communications)

 What might you do differently this year to work on onboarding 

 



Who Is Happier with CEC? 
36

Published in Journal
Serves on CEC Committee
Advises Student Chapter

Attends SELS Each year
No Volunteering
Doesn’t Read the Journals



Engagement 
37

 Right People, Right Opportunities
 Listening
 Year-Round Opportunities
 Opportunities at Various Levels of Commitment

 Microvolunteering
 Committee Leadership
 Board Members

 Virtual, In-Person
 Special Interests (Big Pond, Little Fish)
 Role-Specific, not just member type
 Utilizing CEC Resources



Breakout
38

Breakout: 
 Discuss how you currently engage each  member type in your division/ unit this 

coming year ( You can think beyond just membership type (higher ed, 
administrators, etc)

 What are a ways to engage people that you didn’t do last year 



CEC Renewal 
39

Member receives 
renewal notice

120 
Days

90 
Days

60 
Days

15 
Days

7 
Days30 

Days

30 
Days

Member receives 
renewal notice

Member receives 
invoice

Renewal dateMember receives ‘Sorry 
to See You Go’ email

Member receives 
final notice

Board email

Kevin’s email



Renewal 
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 More than just a bill
 Use Proposition Value
 What’s coming up?
 End of cycle benefits

 “Bob, You Expire Tomorrow”
 Too late



Shareout
41

Has Anyone Done Anything To Get 
Renewals that Has gotten a Great Result?



Questions?

42





COMPONENTS 911
HOW WE CAN HELP

Brannan Meyers, Director of Component Services
Danielle , Manager of Component Services



Your Team
45

Brannan: 
Component 
Services Director

Danielle: 
Component 
Services Manager

Gennith:
Chief Engagement 
Officer

Chad ^



First Things First….
46



Unit & Division services provided by 
entire CEC staff

47

Membership Communications 

ManagementEvents

Operations



Continuing Collaboration
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 Quarterly Unit Townhalls
 DRC Initiated Townhalls 
 CECommunity: Division Leadership, Unit Leadership



Building Your Bench
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Volunteer Recruitment
Volunteer Job 

descriptions
 Submit board updates
Quarterly list required!

Volunteer Square
Access the report here 



Engaging With Your Membership
50

 Pull membership lists at any time 
 Unit instructions

 Division Instructions

 Provide promotional discounts to 
support Unit & Division 
campaigns

 Use Our Templates:
 Social media engagement
 Member communications
 Volunteer Recruitment

 Division Dialogue 
 Onboarding

 Let us assist by promoting 
CEC Onboarding webinars



Supporting Communication 
51

 Free website hosting!
 Including help with updating 

and design!
 Online communities specific 

for your Unit & Division
 Reach a broader audience 

with CEC’s help!
 We will share social media 

posts when you tag us!
 Utilize our social media 

accessibility resources



Assisting with Events 
52

 Registration sites through CEC
 Repackage CEC Programing to utilize as an event 

opportunity
 List your component’s events on CEC’s event webpage 
 Let us provide you with a Zoom account for your meeting 
 Fulfill material requests for conferences and other events
 Ask CEC staff/board  members to provide you with a 

personal, pre-recorded or in-person welcome/greeting 
 Utilize CEC’s Event Accessibility guidelines  



ENHANCED UNIT 
SUPPORT:

UNIT ADVANCEMENT 
PROGRAM (UAP)



Purpose & Goals 
54

How: Provide Individualized Support to CEC Units 
Goals of UAP: 
1. Increase membership engagement, retention, and 

recruitment through focused strategy
2. Support Board and volunteer management and 

engagement 
3. Improve Unit Operations & Programming



Support
55

UAP

Virtual
All meetings are conducted virtually, no travel 

costs are associated with program

No Cost to Units
CEC covers the cost for Units to participate

Additional Support
CSM is available to meet with committees 

for special events/programs 

Monthly Check-Ins
CSM meets with predidential line each month 

and is available to meet with chairs as needed



Getting Started
56

01 02 03 04

Application 
Unit completes UAP matrix and 
application to identify their 
areas of need and  focus 

Consultation
Unit leaders meet with CSM to 
discuss application and prioritize 
needs  

Goals Set  
Once goals are priorizied and 
set they are shared with 
presidential line for the duration 
of program 

Onboard Leadership 
Leaders are provided with a plan and 
support from CSM to work toward goals   



UAP Resources/Information
57

Application link
Unit Performance 

Matrix
Agreement 

information



Matrix
58



Primary Areas of Focus
59

 Development of local chapters to overcome physical landscape of state
 Resources, plans/reports, roll-out process

 Event planning support
 Logistics, best practices, communication and surveys

 Media and communication
 Newsletters, event/program promotion, website audit and updates

 Operations
 Job descriptions, bylaw reviews, election support, resource development, 

budgeting
 Volunteer recruitment & retention

 Volunteer pipeline development, board member succession planning/transitions, 
development of supporting operational documents, identify needs for new roles 
or committees

 Increase Unit’s credibility with members & non-members



Additional Unit Support (For All!)
60

 Revival of Units (Actively working with DC)
 Attendance at board meetings to review CEC 

resources and support available
 Launch of new chapter structures
 Resource development
 Job descriptions
 Unit Town Halls



61



Post Assessment QR Code
62
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