NAHU Make a Newsletter Retain and Attract Membership For You
There are many advantages to producing a bi-monthly or quarterly newsletter: they help your association introduce new legislative activity, stay in the minds of your members who may one day need this information, and build rapport with your membership. If you’re not sending out a newsletter right now, you should seriously consider making the investment. If you do currently have a newsletter, congratulations.  But is your newsletter working for you? 

There are five simple things you should be doing in your newsletter, each and every time. Follow these steps, and watch your newsletter make sales for you. 

Information, above all
First and foremost, your newsletter must contain pertinent and useful information that your readers will appreciate. Otherwise, it won’t get read. Worse, it could be seen as a blatant sales pitch. Include at least two informational articles per edition, and put them in the same place every time (see the next section for reasons why.) 

Keep it simple 
Leave the fancy, full color productions to the huge national firms that can afford it. Your newsletter will produce a much greater return on investment if you stick to a simple layout with a two color design. And be sure to have your printer include pictures, which break up the monotony of the text. 

Most importantly, keep the design the same for each edition. As your volume grows, your membership and prospects will get used to seeing the same things in the same places (President’s Message on page 2, Upcoming Events on the back page, etc.) This is one of the oldest tricks in the book. Your readers will begin to expect this format, and will look for their favorite sections each time you mail the newsletter. 

We have a local chapter who followed this simple step. One reader (prospective member so enjoyed the Legislative articles on page 3 that when the newsletter once went out a week late, he called the President to make sure he was getting his copy. (This was a two month trial membership that this chapter rolled out) Now this man is a member of AHU. 

Include human interest stories
"People" magazine is not a best seller for nothing. We love to read about other people, and your newsletter should include at least two sections that put a human face on your chapter. I suggest a New Member Profile section that includes a picture of the member(s) or photos from a recent association event. Remember don’t show the same people over and over in each newsletter.  It will look like your private association.

Advantages of including people in your newsletter 

· Your members will remain more loyal to a "AHU with a face," .

· Members and prospects will see other successful people are gaining by being a member of our association. 


Prominently display upcoming events
If you’ve worked long and hard on putting that seminar together, you want to make sure you fill the seats. Make sure that all your readers see the information for your upcoming events by including it next to their names and addresses on the back page of the newsletter. Even if they don’t open it up, this section is hard to miss. 

Also use this section for special times of the year or important announcements. Is it November and you want your members to know about new legislation taking place the first of the year. Let them know on the back page. 

Call to action
Have you ever heard something like this at the end of a commercial: "Test drive a BMW today," or "Call now!" These are calls to action; in other words, the audience is being told to do something. This is vitally important in your newsletter. You might tell someone that the new AHU C.E. – or Membership Programs are the best thing since sliced bread, but without prompting them to act, you may be missing a huge opportunity. Give your membership great information, but don’t forget to ask them to act on it. This may sound as if we are doubting the intelligence of educated adults, but it will increase your membership satisfaction rate. Billion dollar companies wouldn’t be using calls to action if they didn’t work. 

These five steps are simple ways for you to turn your newsletter into a selling machine, while fostering loyalty among your membership and prospects at the same time. Use your newsletter wisely, and watch your membership satisfaction take off.  
