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Why join NFMC? Here’s how the NFMC answers the question:
· “Federation members work to create a dynamic musical and cultural environment in their communities through education and sponsorship of musical events.” (website/About Us)
· Competitions, Awards, Scholarships
· Annual Festivals
· Promote American music
· Socialization and connections with other music teachers & musicians
How do we, you & I, answer the question “why join the NFMC?” 
What do we, in Washington State, offer? How does Washington State answer the question “why 

1. Define your ideal member
“If you try to attract everyone, you attract no one.” Identify:
· What they care about
What motivates them to join groups?Who are we looking for?



“This shapes every other decision.”

2. Strengthen your value – clear benefitsWhat are the benefits of 
joining the WSFMC?



“People join when they see clear benefits.” Examples:
· Exclusive events such as FESTIVALS, HCS Competitions
· NFMC Competitions and Awards (you’ve got to know them first!)
· Social connection – can we do more than just one conference a year? Do any of our clubs host social gatherings (lunches, teas, etc.) and invite?
“Make the value obvious and repeat it everywhere.”
Let’s answer the QUESTION - 
What could we offer? (I put this question on FB to illicit responses)
· Opening up our clubs to more than just piano. 
· Mozart Club (Vancouver) – Piano, Violin, Viola
· Tuned in Academy (Olympia) – Piano, Vocal, Violin, Cello, Alto Sax, Trumpet, Drums
· Gourmet Music & Culture – Piano, Harp

· Sponsor more events other than Festival:
· Concerts / Showcases / Recital
· Summer video festival
· State competition
· Composer workshops
· Concerts
· 

· Senior Club(s) for lovers of music (not just teachers)
· Get discounts on concert or musical production tickets
· Have a monthly or quarterly or biannual music presentation
What does this mean to you? Is there value?



· Professional Development
How can we be better teachers? Better musicians?   	                                         
ALASKA FMC example: Alaska is also having a improv workshop in early 2027 to talk about the improv event and of course educate teachers. We are doing 1 workshop instead of 2 but I like the idea of professional development.
QUESTION: 
Would offering these types of things help you to encourage others to join?
What about for Senior members / Adults / Teachers?
These questions go back to the #1 strategy – Define Your Ideal Member
Do we want to offer music lovers an opportunity to be a member of a Senior Club even if they are not teachers?

3.Finding and recruiting new membersDo we wait for people to come to us or do we make an effort to find them and approach them?

QUESTIONS
Where do we find prospective new members?  See ideal member above. WHERE TO FIND?
How do we find the music teachers in our communities that might not have ever heard of the NFMC?
Finding . . . 
Scan magazines, review bulletin boards for community music events, Facebook, Instagram
What about music schools/studios, music academies, etc.? Google is your friend!
Here’s an example of what a Google search did for me for my community:
1. Dolce Arts Studio – offers music lessons and dance lessons – Lake Hills, Bellevue
2. Happy Minds School of Music – Richards Road, Bellevue
3. Music Works Northwest – Bellevue
4. Bellevue Music Academy – Bellevue
QUESTIONS:
How can we approach these businesses? What are our resources? Tools? 
If you are making a “cold call,” you need to know what you are going to say.
What are some good opening lines?
Recruiting . . . 
“Don’t rely on one method.” Use:
· Word-of-mouth campaigns: talk about us, invite
· Social media
· Email newsletters
· Community events – posting flyers; announcing an event
· Partnerships with local organizations
· Website sign-up forms
“Follow up consistently – consistency beats intensity”
“Most groups lose potential members because they never follow up.” 
Use:
· Automated emails
· Personal outreach
· Reminders about upcoming events
· Invitations to join
“People need 3–7 touches before they commit.”

4.  Host high‑value events
       “Events are the #1 driver of new membership.”What kinds of events would be good options?

A. Sponsor a music program (recitals, concerts, workshops, presentations), and go into the community to invite. Invite teachers and musicians from other organizations; invite teachers and musicians from your neighborhood, from schools, colleges, church. Specifically, church music coordinators/directors; Google community organizations; talk to your kids and grandkids and get names of the teachers of their music classes at school, then talk to the teachers.

B. Get creative and offer more than the usual. Look at the list of “What We Could Offer.” Broaden your perspective. 
ALASKA FMC example: 
“I've been thinking about putting together a casual Zoom informational meeting this summer for music teachers around Alaska.
It would be a chance to connect, learn more about the Alaska Federation of Music Clubs (AKFMC), and hear about opportunities available for both teachers and students, including:
Festivals and performance opportunities
Gold Cup and scholarship programs
Ways teachers from all parts of Alaska can participate
Time for questions, discussion, and sharing ideas”

C. Host a gathering / open house, and invite all of the above. Have displays of things the NFMC offers for juniors, collegiate, adults . . . represent the divisions. WSFMC can sponsor an open house type of event, but it would not be a success unless each one of us will go out into our communities and find people to invite.
ALASKA FMC example:
Alaska held a meet-and-greet open house as a way to let others know about the organization.
“That meet-and-greet in August really helped.”  

D. Invite non-members to help (volunteer) at Festivals, concerts and competitions. Let them see what we do!  This is how I learned about the WSFMC! 
“Make sure every event includes a clear invitation to join.”

5.Improve your onboarding experience
ALASKA FMC example:
“Our website has also become one of our biggest tools for growing the organization. Teachers can use it to join, pay festival dues, pay membership dues, and access all of our resources. Having everything in one place has made a huge difference!”  (Alaska FMC)
“If joining is confusing or slow, people drop off.”  Make it:
· SimpleCan we say this about our “joining” process?
How can we make it better?

· Fast
· Friendly
· Clear about next steps
“A welcome email + a personal touch increases retention dramatically.”

6.Bottom Line
We have options:
Do nothing. Keep things as they are and if an opportunity presents itself, encourage new teachers to join by selling them on Festivals.

If we choose to do something, we have to “want to” and we have to “care” about what we are doing. If it doesn’t amount to what your expectations might be, you will at least be able to say “I gave it my all.”

Foster membership growth by showcasing a diversity of ideas and experiences.
This requires us all to broaden our perspective on what we have to offer and how we can go about offering it, then take action.
Make one or two specific goals, as a State (each club makes it a goal), to increase membership. What’s the “plan?” What commitment can you make? Some examples:
a. Plan and produce an open-house with everyone contributing, or
b. Each person or club makes contact with at least one music academy in their area, or
c. Plan a recital/concert and each person invites a non-member teacher.

CONCLUSION:
We are all volunteers and we are all working hard as teachers. Some of us may even have other jobs as well as teaching, and families young and old. This may feel like “one more thing to do.” But membership across the nation is declining and the NFMC is dying. We need new members, new perspectives, and fresh ideas. 
There are a lot of things that the NFMC needs to do and change in order to make it easier to join. They have been made aware of it. In the meantime, what can we do? If we each only focused on recruiting one new member, that would be huge! And remember, recruiting a teacher means students, and they are Junior Members who may grow up to be our next leaders!

