


Field Operations Update

• 4Rs of Membership (Recruitment, Retention, Renewals, Reinstatement)

 PLS, New Member Campaign, Renewal Process

• Membership Revenue Model (pathway scheduling)

• Forming a New Chapter 

• Annual vs Event Sponsorships

• Projects & Dates



Field Operation’s 4 Rs of Membership:

Recruitment:

• Support chapter’s local opportunities 

o (Chapter 13 - American Society of Civil Engineers  conference)

• Emails to non-IRWA members who participate in IRWA courses. 

o 2019 we’ve had 745 non-members take a classroom course

o Do you know you could save on your next IRWA class?

o 1day savings $65 2day $105 3 day $145

• Outreach to organizations with potential membership opportunities (PLS)

• New Member Acquisition Campaign



Mission: Training Landmen Professionals

20 courses/workshops.

$200 - $2500 tuition. 

Field Operation’s 4 Rs of Membership:

Recruitment:



 

 

 

 

 

	
	
WHAT	IS	THIS	CAMPAIGN	ABOUT?	
This brand new campaign provides support for a Chapter Member Recruitment 
event during the month of October. 
	
WHEN?	

� This pilot will commence October	2019 

            

HOW	TO	QUALIFY	

� chapter membership chairs organize an after-work recruitment event during 
the month of October;	

� book the event and notify HQ and begin marketing prior to September	
2019;	

� IRWA applications and marketing material must be readily available at the 
event;	

� collect contact information of attendees and share roster with HQ.	
	
EXTRA	PERKS	

� HQ will sponsor up to $300.00 for your planned event;	

� the $25.00	application	fee	will	be	waived for all NEW applications 
submitted from this event.	

� $25.00	referral for members who brought a NEW member will be awarded 

in the form of a $25 credit toward your renewal.	
 

HOW	HQ	CAN	HELP?	

� Need financial Assistance?  HQ will sponsor up to $300.00 for your planned 

event;	

� HQ	provides	1	free	membership to any Chapter with 3 or more; 
applications during the month of October	

� help create a sharable flyer for your Chapter;	

� help promote the event through emails and social media;	

� provide contact information of former members	
 

Please contact Tim Drennan and/or Jaime Rose Tieu for more information and 

assistance with your event!  We can’t wait to hear from you! 

Member Acquisition Campaign

Recruitment

Participating Chapters:

C3 C12 C4 C20 C38 C36 C48 

C74 C10 C37 C6 C49 C79



Retention:

• Strong customer service focus 

o Immediate: Got It! On It! Stand By!

o Thorough: Answer with the background.

o Follow Up: Anything else we can do for you?

Renewal:

IRWA Membership team and Field Operations have developed a process that works. 

Renewal Process: 

• Train Membership Chairs of the process.

• Series of emails for chapters to use. In addition to HQ emails.

• Monitor and share chapter renewal status. 

Field Operation’s 4 Rs of Membership:



Field Operation’s 4 Rs of Membership:

Reinstatement:

• We want you back campaign.

o Starts in April

o Reinstates 100 - 150 dropped members. (approx. $28K in recovered dues).

o Learn why members left.



Pathway Scheduling and Membership Revenue Model Pilot - Recap

Approach:

HQ hold courses. 

C43 focus on membership

HQ incentivize C43 for Membership

Results:

HQ held 3 RWA courses NET $1,322.85

C43 membership incentives $2,380.00

Total loss for HQ $1,057.15

Takeaways:

If C43 holds courses ppl will come

Scheduling the RWA pathway can work



SR/WA ApproachRWA Approach



RWA Pathway Approach



Pittsburgh ROW Group

pitrowgroup.org

24 months (Sept 2017)

32 events held

14 attendees avg.

7 IRWA members on avg.

Forming a Chapter Process:

o Minimum of four meetings over 12-18 months 

o Roster of each meeting held – unique attendees

o Field Operations Training

 Chapter structure & Bylaws

 Chapter elections or officers

 Chapter committees

 Membership/Education/PDC chairs role

 Fiduciary Responsibilities

 Chapter Financials: Treasurer & QB

 Course Scheduling

o Form a potential board

o Present to IEC for conditional status

o 25 potential members in addition to board

o Present to IEC for official chapter status

New Chapter Efforts



Chapter Annual Sponsorships vs Events Sponsorships 



Chapter Annual Sponsorships vs Events Sponsorships 



Chapter Annual Sponsorships vs Events Sponsorships 



• Member ID added to Member Profile page

• Access to your last 20 invoices on Member Profile page

• Choose Digital or Print ROW Magazine 

• New registration link on bottom of each course page

• Removal of Chapter officer contact info from website (decrease spam)

• Website’s Education tab fixed

Projects :

• President & Treasurer Training Call – October 2, 2019 at 11am Central

• Membership & Education Chair Call – October 3, 2019 at 11am Central

Dates:



Questions?



Growth, Renewal, Compliance goals stay the same. 

Growth (5% & 10%):

Compliance Uploads:

$19,700.00

$ 9,075.00

Renewals (90% +): $12,000.00

Total: $116,065.00

13 chapters

23 chapters

Online ($10/per): $26,790.00 2,679 participants

Education Chair* ($500/per):
*Membership Chair or Chapter Officer

$5,000.00 10 chapters

69 chapters

Online & Classroom ($150/per): $43,500.00 290 participants (36 chapters)

Chapter Incentive Program

Hold a classroom course with an online version, receive revenue from online participants.

Chapter receives payment for any online course participant. 

Increase classroom participant count by 10%+. Educ Chair receives $500 for Fall Forum 

attendance.


