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The Role of the Chapter in NAIFA’s

Membership Recruitment
By Chris Bor & Javis Ogden



What do you see as the role of your 
Chapter in recruiting members?
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The Role of the Chapter in Membership Recruitment

The Chapter’s role in membership recruitment is integral to our 
collective success.  We, at the headquarters level, have put together a 
comprehensive plan and produced the tools and resources to fuel 
chapter-level support.

Here is what we need from you:

1) Work with your fellow Chapter Leaders to recruit and assemble a 
committee with at least 1 committee member for every 100 members in 
your Chapter.



The Role of the Chapter in Membership Recruitment
2) Ensure that new members are welcomed into your Chapter and 
connected with your benefits and operations on their behalf.

3) Recognize member milestones, achievements, and other 
opportunities to celebrate their development and differentiate them 
from the crowd.

4) Develop opportunities and make presentations to prospective 
members in agencies on why they should belong to NAIFA.

5) Identify agencies and firms who are good prospects for the 100% 
Agency or Financial Security Champion programs and refer them to HQ.



The Role of the Chapter in Membership Recruitment
6) Cultivate lists of prospective members and send them to the national 
membership team for development and recruitment.

7) Hold Membership Power Hours to conduct direct phone outreach to 
recover lapsed members and strengthen relations with members who 
are coming up on their renewal.

8) Identify industry, company, and other trade shows in our space and 
share those opportunities with the HQ membership team.

9) Connect and leverage HQ social media messaging to amplify our 
voice to members and prospective members.



Resources Designed to Support You



Membership Action Plan

The NAIFA Membership Flywheel

The NAIFA Membership Action Plan is a strategic blueprint to strengthening the 
association’s membership base by acquiring, onboarding, engaging, retaining, and 
reactivating members. With a target of at least 5% net membership growth 
annually, this plan leverages a flywheel model to create sustainable momentum and 
ensure long-term success.

1. Acquisition

o Implement inbound marketing techniques to attract financial professionals.

o Develop a national database of prospective members, categorized into qualified and unqualified leads for 
targeted outreach.

o Enhance NAIFA’s value proposition by clearly defining membership benefits, reinforcing the core pillars of 
Advocate, Educate, and Differentiate.

o Launch three membership marketing campaigns—Advocate Campaign, Differentiate Campaign, and 
Educate Campaign—to drive awareness and engagement.

o Strengthen and streamline individual, agency, and group membership programs with benefits.

o Leverage influencer networks to extend reach and credibility.



2. Onboarding
o Ensure at least 50% of new members engage with onboarding efforts.
o Personalize welcome experiences with emails, Brand Ambassador Team (BAT) outreach, chapter 

engagement, and new member packets.
o Emphasize advocacy education to strengthen members’ connection to NAIFA’s mission.

3. Engagement
o Increase participation in key engagement programs by 10% over the previous year.
o Enhance Advisor Today Podcast and Young Advisor Team (YAT) to connect with younger professionals.
o Recognize and motivate members through the Triangle Team Program, Member Spotlights, and National 

Quality Awards.
o Improve digital communication by tailoring content and optimizing the Member Benefits website.

4. Retention
o Achieve a 90%-member retention rate by reinforcing the value of NAIFA membership.
o Streamline renewal processes and encourage proactive chapter outreach to members approaching 

renewal.
o Expand awareness of the Find a Financial Professional tool to increase member visibility and  opportunities.



5. Reactivation
Target a 20% reactivation rate of lapsed members.
Implement a structured reactivation process with improved tracking and outreach.
Utilize Membership Power Hours and Win-Back Campaigns to re-engage past members effectively.

Conclusion

This comprehensive membership strategy aims to drive sustainable growth through data-driven decision-making, 
targeted campaigns, and enhanced engagement efforts. By aligning NAIFA’s collective efforts, the association will 
strengthen its advocacy, education, and industry impact while reinforcing its value to members.

Together, We Can Take on Anything!



https://www.NAIFA.org/Join 

https://www.naifa.org/Join


• Easy, scaled pricing structure designed to get 
early career practitioners access to the 
benefits of membership at a price point they 
can afford.

• Designed to grow with them as they progress 
and succeed in the industry, with NAIFA’s help.

• Associate member categories for 
professionals and students who are in the 
industry but not licensed financial service 
professionals.

• Rates include membership, protection, and 
benefits at the national, state, and local level 
through our network of chapters and affiliates.



Familiarize yourself with as many of 
the key benefits of membership that 
drive value.

This is just a small number of 
examples of key value propositions 
that shows how NAIFA advocates, 
educates, and differentiates our 
members.

Develop personal examples of how 
you have benefitted from 
membership.  Make it personal!



• Leverage all the resources designed to make 
your job easy, conveniently located at: 
https://leaders.naifa.org/membership 

https://leaders.naifa.org/membership


• Email Templates

• Phone Scripts

• Draft Text Messages

• Job Descriptions

• Sell Sheets

• Presentations

• And more…



Membership

Sales

Sheets

Can be 
customized with 
someone from 

your chapter on 
request.



100% 
Agency 

Program



Financial 
Security 

Champion
Program



https://www.naifa.org/educate

https://www.naifa.org/educate


Educate Campaign
• Timeline:  October 15th – December 31sh 

• Audience:  Members and Prospective Members

• Assets:  Landing Page, Emails, Social Media, Blog Posts, 
   and Video

• Hashtags:  #NAIFAProud #EducateToElevate

• CTAs:  1) Join, 2) Life Happens Value, 3) Webinars, 
   or 4) Subscribe to the Advisor Today Blog.



Social Media 
Engagement



Social Media 
Engagement



New Onboarding Email Sequence
• Crafted with Member Feedback and Input
• Simplifies and Drips Information over 6+ Weeks







Membership Care Calls Spreadsheets
• Remember to utilize your Membership Care Call Spreadsheets!

• Spreadsheets located at: http://leaders.naifa.org/membership-state

• This convenient link can be bookmarked to make calls every month and 
the sheet is maintained by our staff for you.





Key Meetings for Membership Chairs
Membership Monday Calls

o Each Monday at 4:00 PM Eastern, we conduct a 15-minute call 
on new member production, creating accountability for weekly 
and monthly goals. We also feature a membership success story 
and share key updates and answer questions.

Quarterly Membership Calls
o A wrap-up of production for the past quarter, combined with a 

deep dive on efforts and strategies for the coming months.

Cohort Calls
o Bi-monthly calls with peer Chapters, Chapter Services Team, and 

Associate Vice Chairs to support your efforts. 



NAIFA Membership Committee
Committee Co-Chairs
• Member Acquisition - Adam Sachs | asachs@centinelfg.com | 617-797-4536

• Member Retention - Roger Sims | rdsims@ft.newyorklife.com | 336-254-1153

Member Acquisition Vice Chairs
• Brad Kadelski | brad@brookfieldpartners.com | 508-868-6765

Vice Chair of Membership Sales
• Company Sales/Ledger Deduct/Agency Presentations
• Group Sales (100% Agency/Financial Security Champion)
• Individual Sales
• Influencer Network
• Lead Generation, Referrals, and Testimonials



NAIFA Membership Committee
Member Acquisition Vice Chairs
• Chris Bor | cbor23@yahoo.com | 925-348-4241

Vice Chair of Chapters Sales & Distribution

• Mimie Yoon Lee | myoonlee11@gmail.com | 925-235-9380 - Peter Browne Cohort
Arizona, California, Florida, Georgia, Illinois, Massachusetts, Michigan, New Jersey, New York, North Carolina, Ohio, Pennsylvania, 
Tennessee, Texas, Virginia, and Washington

• Jennifer Hodges | jennifer@goclarity.com | 417-840-0465 - Juli McNeely Cohort
Alabama, Arkansas, Colorado, Connecticut, Indiana, Iowa, Kentucky, Louisiana, Maryland, Minnesota, Missouri, Nevada, Oklahoma, 
Oregon, Puerto Rico, South Carolina, Utah, and Wisconsin

• Steve Walker | swalker@e4.insurance | 763-229-7507 - Jeff Taggart Cohort
Alaska, Delaware, District of Columbia, Hawaii, Idaho, Kansas, Maine, Mississippi, Montana, Nebraska, New Hampshire, New Mexico, 
North Dakota, Rhode Island, South Dakota, Vermont, West Virginia, and Wyoming

• Scott Blake | scott.blake@nm.com | 561-452-2841 - John Newton Russell Cohort
Austin, Central Florida, Central Iowa, Chicagoland, Cincinnati, Cleveland, Columbus, Dallas, Eastern Iowa, Fort Worth, Greater 
Foothills, Heartland, Houston, Louisville, Los Angeles, Memphis, Northeast Florida, Northern Virginia, Pineywoods of East Texas, 
Richmond, San Francisco Peninsula, Silicon Valley, Tampa Bay, Tidewater, Upstate South Carolina, and Wichita



NAIFA Membership Committee
Member Retention Vice Chairs
• Paul Szkotak | pmszkotak@ft.newyorklife.com | 609-332-7007

Vice Chair of Onboarding, Retention, and Reactivation
• Onboarding Strategies
• Brand Ambassador Team (BAT)
• Group Membership Retention
• Individual Membership Retention
• Referral Recognition
• Reactivation & Win-Back Strategies

• Brian Haney | bhaney@thehaneycompany.com | 240-888-8630
Vice Chair of Engagement

• Young Advisor Team (YAT)
• Future Leaders
• Triangle Team
• Member-to-Member Programs
• National Quality Award (NQA)



NAIFA Membership Committee
Professional Staff

• Corey G. Mathews | cmathews@naifa.org | 850-294-3776
Vice President of Membership and Chapter Services. Staff Lead

• Michele Borsuk | mborsuk@naifa.org | 610-526-2555
Senior Director of Membership

• Zack Huels | zhuels@naifa.org | 703-770-8223
Director of Member Engagement

• Javis Ogden | jogden@naifa.org | 703-770-8145
Membership Sales Manager

• Kevin Rara | krara@naifa.org
Membership Specialist



Chapter Membership Scorecard
1 Do you have a complete and active Chapter Membership 

Committee?
Chair = +1 point
+3 Committee Members = +1 point
Monthly Meetings = +1 point

2 Did you identify prospective members and submit them to 
NAIFA? (Leads can come from events, communications, lists 
of prospects from agencies, etc.)

15 leads = 1 point
30 leads = 2 points
45 leads = 3 points
60+ leads = 4 points

3 Did your Chapter support the NAIFA Membership 
Campaign(s)?

Social Media Connection = +1 point
Volunteers Repost/Share = +1 point
Email to Members to Repost/Share/Forward 
Messages = +1 point

4 Did your Chapter make an Agency/Membership presentation 
(other than a general membership meeting) with non-
members in attendance?

3 presentations = 1 point
4 presentations = 2 points
5+ presentations = 3 points



Chapter Membership Scorecard
5 Did your Chapter send an email, call, 

social media post, or other means of 
onboarding EVERY new member and 
welcoming them?

3 points

6 Did your Chapter promote NAIFA 
Engagement Programs to your members?

Actively Encourage & Grow Your Triangle Team Count = +1 point
Identify & Report Contacts in Colleges & Universities for Future Leaders = +1 point
Actively Promote Future Leaders and/or YAT Advisor Academy = +1 point
Actively Promote National Quality Awards and/or AT Podcast = +1 point
Active Member Awards/Recognition Program = +1 point
Active YAT Committee = +1 point

7 Did your Chapter Make Member Care & 
Expired Member Calls? (Power Hours, etc.)

We made some of our calls = 1 point
We made the majority of our calls = 2 points
We made all of our Care Calls = 5 points
We made all of our Care Calls & Expired Calls = 8 points



Chapter Membership Scorecard
8 What percentage of NET membership growth did 

your Chapter have?
Decline = 0 points
+1 Growth = 1 point
1% Increase = 2 points
2% Increase = 4 points
3% Increase = 6 points
4% Increase = 8 points
5% Increase or More = 10 points



What tools and resources could we provide that would aid 
your efforts and help you achieve your membership goals?

The Slido app must be installed on every computer you’re presenting from

https://www.slido.com/powerpoint-polling?utm_source=powerpoint&utm_medium=placeholder-slide
https://www.slido.com/support/ppi/how-to-change-the-design


Questions/Comments?

      Javis Ogden        Chris Bor
 jogden@naifa.org                cbor23@gmail.com 
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Succession Planning:
Building Your Bench 
for the Future



Succession Planning:

Cheryl Canzanella, LUTCF, CLU, ChSNC
 President, NAIFA-Florida

Tom Ashley

 Chapter Management Director, NAIFA



Objectives for today ---

• Why leadership recruitment matters

• Strategies for successful recruitment

• Prepare new members for leadership

3

1

2

3



ViabilitySustainability

Growth

Why Succession Planning Matters



What are some common obstacles to leadership 
recruitment?



01
Build a Strong Leadership Pipeline

02
Personalize the Ask

03
Remove Barriers & Provide Support

04
Communicate the Value Proposition

Leadership Recruitment Strategies



“Seeking Subject Matter Experts” 
 A Proven Recruitment Technique!

Jen Mauer, CAE

Managed Chapter Executive, NAIFA

(NY, NJ, Maryland, Greater Washington, DC)







“Seeking Subject Matter Experts” – One 
Technique Which Works! 

Jen Mauer, CAE

E-mail:   jmauer@naifa.org

Cell:  844-717-2858

mailto:jmauer@naifa.org


CASE STUDY



        
                                  RESOURCES
► NAIFA Chapter Playbook

  (leaders.naifa.org/chapter-playbook)  

  (Chapter Leaders → Succession Planning)

► Chapter Leadership Board Cert.   (12/11, 3:00 ET)

►  Cohort calls – by chapter size (local and state)

► National Leadership Conference (NLC)











   

                              Key Takeaways

 Recruitment works best when:

 -- Leaders are identified early & developed

 -- The “ask” is personal & clear

 -- Barriers are removed & support is provided

 -- The value of leadership is communicated



“If you fail to plan, you are planning to fail!”

― Benjamin Franklin



Succession Planning:
Building Your Bench 
for the Future
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NAIFA Advocacy, Policy & Resources
by 

NAIFA Government Relations



Welcome to NAIFA Advocacy



Crossover Question Set 1
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Roger Moore
Policy Director
rmoore@naifa.org

Bianca Weiss
State Gov. Relations 
Director
bweiss@naifa.org 

Andrew Holt
Grassroots Advocacy 
Director
Aholt@naifa.org 

Cody Schoonover
PAC Manager
cschoonover@naifa.org 

Stephanie Sheridan
Senior Political Director
ssheridan@naifa.org 

mailto:rmoore@naifa.org
mailto:bweiss@naifa.org
mailto:Aholt@naifa.org
mailto:cschoonover@naifa.org
mailto:ssheridan@naifa.org


Role as an Advocacy & Committee Leader

Government Relations Chair
• Lead & Coordinate → Guide your chapter’s Gov. Relations Committee, collaborate 

with NAIFA Gov. Relations staff, and align messages on policy issues. 

• Advocacy Engagement → Work with a lobbyist (best practice) or organize 
grassroots advocates (alternative) to monitor bills, engage legislators/regulators, 
and set priorities.

• Communicate & Report → Share policy updates with State Board of Directors and 
chapter membership at large, promote/attend advocacy events, and track lawmaker 
interactions in the Advocacy in Action Center (AAC). 



Role as an Advocacy & Committee Leader
PAC & Candidate Selection Group (CSG)
• Fundraise & Recognize → PACs help candidates win elections by contributing to their war chests, the more money we 

raise, the more we can spend, and the more our influence in D.C., and the 50 statehouses grows. As our influence 
grows, so does our gratitude for our member’s generous contributions to our efforts to influence lawmakers. 

• Follow the Law → PACs are regulated at the federal and state levels of government, PAC chairs and chapter executives 
should be familiar with the applicable regulations in their states as they fundraise and spend PAC dollars. 

• Spend → Influencing legislation starts with the legislators, PAC chairs should work in coordination with Grassroots 
chairs to create a Candidate Selection Group (CSG) process for identifying and approving disbursements for friendly 
state-level candidates.  

Grassroots & CSG
• Reporting Relationships with lawmakers → NAIFA promotes the involvement of insurance and financial professionals 

with lawmakers at the state and national level who have interests consistent with NAIFA standards. The North Star for 
our efforts is knowing who our members have connections with at state & national level. 

• Interactions with Lawmakers → There is no better spokesperson for the insurance and financial services industry 
than a NAIFA member. Members foster meaningful and lasting relationships with elected officials across every 
congressional district.  Each time we engage, reporting the meeting notes is key to the successes of the association.  
Each time a NAIFA member connects with a lawmaker, it also helps to solidify their standing. 

• Action Alerts → Participate in citizen lobbying by “Taking Action” on legislation that our government relations team is 
tracking.  This is a great opportunity to set the stage for follow-up communication with key legislative offices on a variety 
of issues.



Crossover Question Set 2
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Advocacy Processes
• Policy Setting 

• NAIFA Members can submit potential policy issues for review to Roger and Bianca. 
• Step 1 → Check existing NAIFA Policy
• Step 2 → Assess scope & industry impact
• Step 3 → If necessary, review & discussion by NAIFA National Government Relations Committee
• Step 4 → Recommendation to Board of Trustees if Committee decides the issue is impactful to NAIFA

• What to Consider
• For legislation:

• Who is the sponsor of the legislation?
• What is the political makeup of the state?
• How much movement has there been on the legislation, if any?
• Have other industry trade associations taken a position? 

• For regulations:
• Which agency proposed the regulation?
• Is there a hearing and/or opportunity to submit comment letters?
• Again, have other industry trades taken a position?

• NAIFA Government Relations also has a comprehensive Policy Manual that goes through review 
processes on an as-needed basis. Available to Advocacy Chairs. 



Advocacy Processes (Cont’d)
• PAC & Candidate Selection Group

• Requesting funds for Federal Candidates from the National Candidate Selection Group
• Create a process for disbursing funds to state-level lawmakers in conjunction with the Grassroots chair
• Request recognition signage for chapter meetings
• Utilize QR codes and personalized contribution links to fundraise
• Use the Advocacy Action Center to contribute online 
 

• Grassroots
• Financial Security Advocate Academy- Citizen Lobby Coaching

• Graduate all NAIFA members through our premier training courses
• Action Alerts- Political Engagement

• After legislation is introduced, NAIFA grassroots works with our government relations team to drive citizen lobbying efforts
• Create a plan to mobilize NAIFA members for legislative/regulatory engagement

• Emails, Meeting set up, phone calls, etc., depending on the political climate, where the bill stands, and the level of industry impact

• NAIFA in the Districts- Relationship building with lawmakers back home
• To create lasting impact with lawmakers, we encourage our chapters and members to host events in the district during the August 

Recess
• Sign up for Chapter Challenge 
• Set up virtual & in-person meetings with lawmakers and staff to continue contact post Congressional Conference

• NAIFA Stories- Partnership with ACLI



NAIFA & ACLI Grassroots Partnership

• Storytelling Videos
• I’d like to take a few minutes to 

reflect on NAIFA’s partnership on 
a successful project with the 
American Council of Life 
Insurers called “Storyteller” and 
the opportunity we see for state 
chapter leaders to take on a 
greater role.



Crossover Question Set 3
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Advocacy Resources (AAC ONLY)
• State Toolkits
• State Bill Tracking Sheets 
• State Fact Sheets
• Grassroots Action Alerts
• Talking Points & Issue Briefs
• NAIFA on the Issues (Overarching Policy Stances)
• Reporting relationships/interactions
• Financial Security Advocate Academy (FSAA)
• Make/Increase PAC Contributions
• Access PAC Contributor Reports (Not on AAC?)
• GOTV



State IFAPAC Compliance Reminders
• Do you know who is on your PAC 

and Admin Fund Accounts? 
• Who is listed on your State 

Campaign finance reports as 
officers of the PAC & are they still 
members?  

• Does the balance in the bank 
match what is reported? 

• Are you filing the name and 
address of each contributor to 
the chapter IFAPAC?







Open Q&A
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The Membership Sales Pipeline

Understanding the Process
By Paul Szkotak & Javis Ogden



The Sales 
Funnel/Pipeline

We are all familiar with it, and I am 
certain you could all probably 
name off the various levels if I 
asked you to, BUT…

What I want you to tell me is…

The fastest way to KILL IT?

CUT OFF THE LEADS!!!



What is the greatest obstacle you must overcome in 
identifying and obtaining new leads for your business?
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The Growth Flywheel
• Our first, and most important step is to locate and connect to 

“strangers” that are not yet familiar with NAIFA and attract them to 
one of our free industry resources.

• This allows us to begin communicating with them about the value 
of NAIFA membership and engage them in dialogue
about whom we are and what we can do for them.

• Through engagement, we work to delight them with
the benefits we offer, win them as members, and
build them into the next generation of NAIFA leaders
and promoters.



• NAIFA utilizes several tools and applications to identify prospective 

members and nurture them to membership.

• The combined efforts of resources and your involvement can and 

will positively impact membership recruitment!

Our Tools to Drive Membership Conversion



• Zoominfo is a B2B platform that provides verified business contact and 
company information for marketing and communication purposes.

• Through Zoominfo, we can segment companies, job titles, locations, staff 
experience levels, and much more, to open meaningful lines of dialog to 
establish relationships and gauge interest in membership over time.

• Zoominfo is a powerful way to identify prospective members, but it is still no 
match for lists from members and volunteers of those they know are not yet 
members but should be!



Relationships formed on Zoominfo also contribute to 

NAIFA's 90-day membership nurture process.



• Feathr is a B2B digital web advertising platform specialized to service 
associations.

• Feathr utilizes “cookies” to identify and track prospects, following them 
across the internet to reinforce and remind them of our messaging.

• Feathr's system takes our digital ads and places them across the internet 
as clickable displays for visitors to be brought to the NAIFA website to learn 
more about membership.



• Clicks arrive to a specified NAIFA membership drive 
landing page.

• Landing pages are carefully designed to provide an 
opportunity to join immediately but also invite 
prospects to sign up for a free feature.

• By at least signing up for a free feature, they enter 
into our lead-nurture sales pipeline, making it easier 
for us to continue to market membership to them.



• HubSpot is our customer relationship management (CRM) tool to both 
capture and communicate to prospective members.

• All our marketing efforts are designed to capture information on prospective 
members, using it to engage with them by telling them “our story” and clearly 
communicating NAIFA’s unique value proposition.

• Prospective members are funneled through our sales pipeline via our newly 
built lead-nurture funnel where they receive strategic communications 
designed to convert them into members.



Prospects are gathered via several means and enter our sales pipeline:

Membership Marketing     Social Media Marketing   Tradeshows          Digital Advertising

@NAIFA



Membership Marketing

• Our year-long membership 
marketing strategy incorporates 
social media messaging to 
promote the value of 
membership.

• Campaigns are launched 
through different phases of the 
year, with all traffic directed to 
custom landing pages on the 
NAIFA website to get them to 
engage with our content



Social Media Marketing

• Membership campaigns receive frequent social media posts throughout NAIFA's social 
channels to reinforce messaging.

• Social posts link back to the campaign landing pages, which either convert prospects 
to members at the point of contact, or enter them
into the sales pipeline for
nurturing.



Tradeshows
• We have begun to better leverage in-person opportunities to promote NAIFA and the 

benefits of joining by maintaining a presence at industry tradeshows.

• A list of all applicable tradeshows is kept, with volunteers located in the area for each 
asked to attend on behalf of NAIFA.

• Attendees either join on-site or opt in to receive communications from NAIFA, at which 
point they are entered into the sales pipeline and placed into our membership nurturing 
process.

• Attendees may also provide their contact information, which is given to the membership 
sales team, who enters them into the sales pipeline which places them into 
our membership nurturing process.



Typically used to reinforce our membership campaigns and attract new prospects.

Digital Advertising



• Once in the sales pipeline, prospects are nurtured to membership through a series of strategic 
communications that promote the value of NAIFA membership for 90 days. If prospects have not been 
converted to members at the conclusion, they receive contact from the sales team for a personal close.



So, now you have seen what we have been building to accelerate our membership growth…

Here is the essential role

we need you to play to 

contribute to our success!



How You Can Contribute!
1. Interact with NAIFA social media posts!

o The more interactions a post has, the more likely it is to be shown to entire new audiences who 
are not NAIFA members or have familiarity with NAIFA.

o Shares and comments don’t just boost reach — they push content in front of new networks.

o The more interactions, the more the platform pushes content into prospective members’ feeds.

2. Incorporate weekly scheduled time to check-in on NAIFA channels and engage with posts.

o Remembering to interact with NAIFA content on social media is easier said than done as we all 
maintain busy day-to-day schedules.

o Consider setting an alarm or alert in your phone at the same time each week as a reminder to 
take 5 minutes to log in and like, share, comment, and repost NAIFA membership content.







3. Pass along information on tradeshows and volunteer to represent NAIFA.

o The membership team keeps a list of all known and attended tradeshows, but we may not be 
aware of every opportunity. If you know of tradeshows that should be added to the list, let us know!

o We're always looking to have NAIFA represented at tradeshows to help with membership. If you'd 
like to volunteer to be a representative of NAIFA at a tradeshow in your market, let us know!

4. Forward campaign content to people you know who are not yet members of NAIFA but should be!

o Email deliverability can be tricky and getting someone to open your email even more so.

o Peer-to-peer emails are more likely to be received, open, and read!

5. Send us any list of prospective members you can get your hands on!

o The more prospects we can identify, the more memberships we can convert.

o We want as much information as you can give us, but all we must have is a name and email.

How You Can Contribute!



What other ways can your Chapter help us identify and 
engage more prospective members and get them into our 
sales pipeline?
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Questions/Comments?

      Javis Ogden        Paul Szkotak
 jogden@naifa.org       pszkotak@ft.newyorklife.com 
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