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agd tips for successful member recruitment
1. Identify the best candidates for AGD membership.
The key to successful recruitment is asking the right people to join. Review your network of professional colleagues and identify those who could benefit most from AGD membership. Your coworkers, colleagues in your community, and new dentists are all great prospects who will appreciate that you’ve gone out of your way to help them enhance their profession and personal careers.
2. Initiate a conversation.

Find opportunities to strike up a conversation with prospective members. Below are some great ways to locate non-members, establish relationships, and discuss shared interests:
· Serve as a volunteer: Volunteer for your constituent’s membership table at local events.

· Give presentations: Offer to give an informative presentation about the AGD at your workplace.

· Contact your alma mater: Contact your dental school’s alumni association to find out if any recent graduates might be interested in joining the AGD.

· Invite colleagues to events: Offer prospective members information on local AGD events and ask them if they would like to attend.

3. Focus on your prospective member’s needs.

Each prospective member you identify will have different needs, issues, and interests depending on what stage of their career they are in. Ask questions about their professional and personal goals, and determine what kind of help or information they are looking for. Based on their answers, pinpoint the AGD member benefits that will be of greatest value to them.

4. Offer AGD membership as a solution.

Prepare yourself for this step in the recruitment process by familiarizing yourself with the AGD and all of our member benefits and having plenty of membership materials on hand. Highlight all of the AGD member benefits that target and address the prospective member’s stated needs. Also, make a list of specific benefits you’ve received from your membership and use these as talking points when recruiting your prospective member!
5. Share your personal experiences and AGD success stories.
Show your enthusiasm for the AGD and give first-hand accounts of how your membership has been a great investment in your education and career. Prospective members are more likely to be engaged and interested if you tell your story with excitement, and a positive testimonial from a trusted source like you can be one of the strongest tools when recruiting new members.

6. Invite prospective members to join the AGD.

After discussing the value of AGD membership and offering your personal experiences, address any objections or concerns your prospective member may have. Then, invite them to join the AGD and attend the AGD Annual Meeting & Exhibits. Walk them through the process of applying for membership—provide them with a hardcopy AGD membership application, or direct them to join online right away via the AGD Web site at www.agd.org/membership/join. Always refer them to the AGD homepage, www.agd.org, following your conversation so they can browse the Web site and gather more information.
7. Follow up.

One of the most important steps in the recruitment process is remembering to follow up with your prospective member. Check back with them in a few weeks to see if they’ve mailed in their applications or joined online, or to answer any new questions they might have. You can also access the AGD Membership Directory or contact the Organizational Marketing Department at marketingdept@agd.org to see if your prospective member has joined. If so, be sure to thank them for their support, and remind them of the many member benefits they have access to. If they haven’t joined yet, ask them why, and reiterate how you’ve benefited from AGD membership, and how they will, too.

8. Say thank you.

Be sure to send your prospective member an e-mail or handwritten note thanking them for considering AGD membership and expressing your appreciation for their support, even if they don’t join. If they are not interested in joining the AGD at this time, ask if you can contact them in the future with updates on new and improved member benefits, services, and programs.

9. Encourage recruitment.

If your prospective member chooses to join the AGD, encourage him/her to participate in the Refer a Colleague program with you! Offer to serve as their contact for any questions regarding their membership or recruiting new members.

