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Calculating the Value of Local Membership

Do you often wonder why you are not attracting more members to your meetings? Or, not increasing your
local membership? Is Chapter attendance decreasing instead of increasing?

Members and prospective members want to know “What’s in it for me?” What services or products are they
receiving for their money that they couldn’t get otherwise? What savings are they getting on these products
and services that they couldn’t get any other way than membership? You wouldn’t purchase a car or join a
gym based solely on price — you’d want to know what the perks were and how it would benefit you.

Here are some tips to determining the value of membership in your group:

Write down all the activities, products and services that your chapter provides yearly.

Now, take the items above, and write down the cost/value for each of these activities for your Members:

Activity/Service

Value of this
activity/service

Cost for Members

# of times per yr

Total Cost to
Members

Cost of Local Membership Dues

Total Yearly Costs to Members

Now, with the same activities/services as above, what is the cost to your Non-Members to attend or receive

these services?

Activity/Service

Value of this
activity/service

Cost for
Non-Members

# of times per yr

Total Cost to
Non-Members

Total Yearly Costs to Non-Members

Now look at the totals above to see if there is a value in becoming a member.

HINT: The Member costs per year should be less than the Non-Member costs.




Members want to know what they are getting for their money. If they don’t see the value, they won’t join.
Furthermore, those that have joined may not attend if they don’t know or see the value of their membership
dues investment.

It is important to be able to convey to your attendees and members what they will receive as a member and
how this will set them apart from the non-members. What can you offer them that they could not get if they

turn down membership or don’t attend meetings?

Here are some examples of chapter activities and the value to members:

Activity/Service Value of this Cost for Members # of times per yr Total Cost to
activity/service Members
Educational Mtg $30/ea $5 6 $30/yr
Annual Conf $300 $85 1 $85
Newsletter $5/issue Free 6 $0
CCM Review $185 $50 1 $50
Cost of Local Membership Dues | 25
Total Yearly Costs to Members | $190
Activity/Service Value of this Cost for # of times per yr Total Cost to
activity/service Non-Members Non-Members
Educational Mtg $30/ea $15 6 $90/yr
Annual Conf $300 $150 1 $150
Newsletter $5/issue Free 6 $0
CCM Review $185 $100 1 $100
Total Yearly Costs to Non-Members | $340

As you can see from the example above, there is a substantial savings in becoming a member.

Now, here is another scenario to consider:

Activity/Service Value of this Cost for Members # of times per yr Total Cost to
activity/service Members
Educational Mtg $30/ea $0 6 $0/yr
Annual Conf $300 $25 1 $25
Newsletter $5/issue Free 6 $0
CCM Review $185 $20 1 $20
Cost of Local Membership Dues | 25
Total Yearly Costs to Members | $70
Activity/Service Value of this Cost for # of times per yr Total Cost to
activity/service Non-Members Non-Members
Educational Mtg $30/ea $5 6 $30/yr
Annual Conf $300 $40 1 $45
Newsletter $5/issue Free 6 $0
CCM Review $185 $30 1 $30
Total Yearly Costs to Non-Members | $105

This scenario may not offer enough incentive to join, especially, if the attendee only attends 1-2 meetings a
year because they don’t see the value in attending more often.

So, now the question is, “How do we get them to attend?” In short, education them on the benefits, make
them feel important, keep them informed of activities and make it fun!




CMSA MEMBERSHIP
CASE MANAGEMENT SOCIETY OF AMERICA MAKES GOOD $EN$E

National Membership _ $125** (See discount options below)
Local Membership

COST TO MEMBERS COST TO NON-MEMBERS
($ rate x # of times activi . ($ rate x # of times activity takes place per yr.)

Educational Meeting
Conference
CCM Review Course
Local Dues n/a
TOTALS
Savings as a Member (Non-Member total less Member total)

[ BENEFITS OF NATIONAL MEMBERSHIP COST OF BENEFITS TO NON-MEMBERS

PUBLICATIONS:

The Case Manager & The Case Report - Free $52/year

Advance for Providers of Post Acute Care - Free available to qualified Healthcare professionals

Long-Term Care Interface - Free $90

Managed Care Interface - Free $80

CMSA Standards of Practice for Case Management© 2002 $28.50 for non-members

Revision - One Free Copy

Core Curriculum for Case Managers — discounted 15% higher cost

CMSA @ Work For You — Free e-newsletter Must subscribe

CMSA Resource Paths™ - Free $5 each
WEBSITE: $75 — website subscription costs to non-members

Online CMSA Membership Directory (updated weekly) (can add SIG’s for $35 each)

Member-Only areas of website
Web-On-Demand — Information Sheets
Special Interest Groups ($35 each for members)

EDUCATIONAL RESOURCES:
Free On-line CEU’s $10 for each CEU
CMSA’s WebED*™ ~online educational resources discounted 33% higher costs
Annual Conference & Expo discounted $100 more

Other Discounts:

Professional Liability Insurance discounted 10-15% more

TOTAL NATIONAL MEMBERSHIP VALUE | Over $550 savings per year

**QOther National Discounts include: $110  First-time Member rate
$ 75 Student rate - (show proof of enrollment in health related profession)
$ 98 Military rate — for full-time, retired and contract military personnel

CMSA 8201 Cantrell Rd, Ste 230 Little Rock, AR 72227; www.cmsa.org;
email: cmsa@cmsa.org; p: 501-225-2229; f: 501-221-9068
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