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	NAWIC Greetings:

Convention was wonderful, filled with lots of professional speakers, and informative workshops!  The membership workshop on Saturday was standing room only, so we know our members want to hear how we can retain, and inspire more members to join NAWIC!   I want to send a shout out to all those who helped with the workshop, thank you very much!!!   Attached are the notes and highlights from the workshop for those that did not attend.  (Thank you very much Helena!) 
At Convention I announced that we will be doing Quarterly Contests:    This quarter we will focus solely on Retention, and helping our members renew their membership.

I will award the Top 3 Regions who reach the highest retention numbers with a special award to be given out at your Spring Forum’s from your Director!   This contest goes until December 31st, 2011.     I will be checking and sending you updates ( 
Retaining members:

1) Reach out to members you have not seen in over a month.  Send a personal hand written note, or a phone call.

2) Share with a member who has not renewed the exciting plans that the chapter has for the upcoming year.

3) Ask them to serve on a committee… keep it simple. ( Get them involved to chair or co-chair a committee.  “Mentor”
4) Ask them what they are looking for in NAWIC, and how you or the chapter can help them achieve that.

5) Have  lunch, dinner, or coffee/tea to genuinely get to know another member, and how you both can benefit from NAWIC together.
6) Any other thoughts or suggestions?  Please share them on our facebook page to help other members get some new ideas.

According to our bylaws, your NAWIC membership is renewable every year by October 1. Renewing your membership online is quick and easy. You can instantly renew with your American Express, Discover, Visa or MasterCard, or you can print an invoice to pay by check. No matter which payment method you choose, get started by going to www.nawic.org, and login to the Member Center with your username and password.
I renewed… Have you? 
Shawna
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NAWIC Chair: Shawna Alvarado, CBT, CIT   shawnaalvarado@aol.com
CO-Chair:  Helena M. Johnson, CIT   Helena.johnson@cgschmidt.com 

Region 1:  Still looking

Region 2: Ginger Thompson, CIT,   gthompson@gcwyatt.com
Region 3: Tina Laws,   ttedder@cacorp.com
Region 4: Mardi Gauer, CIT,   mgauer@rpi-aps.com
Region 5: Tara Kopelman,   tkopelman@att.net
Region 6: Stephanie San Paolo, CIT   ssanpaolo@woodco.info 

Region 7: Miela Stephens   mielastephens@gmail.com 

Region 8:  Karen Morganson   kmorganson@ccimechanical.com
Region 9:  Rynni Henderson   rynni.henderson@djcoregon.com 

Region 10:  Cece Langs   cecelangs@gmail.com

       Kristen Green   kgreen@smwb.com 
 

Region 11:  Christine Slater, CIT, CCA, CDS,CBT  crslater76@yahoo.com 

Region 12:  Lynne MacVean, CIT   lynne@mammothelectric.com 
                     Jan Parthemer   janp@datalinksolutions.com 
Region 13:   Still Looking
Region 14:  Catherine Schoenenberger   staysafetraffic@aol.com 
Are you a Friend yet of the Membership Facebook page.  Join today!
www.facebook.com/nawicmembership

What you put into NAWIC is what you will get out of it! 
 Get involved today- 
CONVENTION WORKSHOP NOTES:
What is the possibility of making multiple payments for membership dues?

That possibility was looked into in the past, but was not feasible from and administrative perspective.  In addition, a member in good standing has to have their dues paid in full and if this is not the case, they would not be able to serve as an officer, if they so chose.

One chapter gives their members a jar in the spring to put money into to save up for their dues.

There are chapters that give out raffle tickets for a gift card to their members that sign up early.

We should emphasize how reasonable our dues are compared to others, i.e. AGC.  Note:  I looked on the internet and it looks like the typical member’s dues is $750, and $1,400 on the west coast.

Some chapters, at the first general meeting, will give whoever has renewed up to that date a raffle ticket for a prize.  In addition, if they bring a guest, that guest gets put into a raffle as well.

Some chapters will buy a watch for the gift, i.e. It’s ‘time’ to renew.  Or have upgraded to a Kindle, i.e. ‘Book’ your renewal now.

There was discussion as to whether renewals could be postmarked by 9/30.  The consensus was that the renewals had to be received by national no later than 10/1 before the late fee is applied.

We need to provide value throughout the year by working on programs that keep the membership interested.

Some chapters also offer a free meeting as a gift.

Red Rose Recruiters Comments:

Recruit, Reward, Retain – Be sure to acknowledge your members.

Follow up with your recruits.  We are a sisterhood and are there for each other.

Promote regional events to new members – promote involvement.

Be sure to introduce yourself to your recruits.

Can we minimize the number of e-mail reminders that go out for due renewals?

Steal with pride – share your ideas and don’t be afraid to use others’ ideas.

Personal touch is key.

Talk NAWIC whenever you can throughout the day.

Hold family events so the husbands can see the value of NAWIC as well.

Send information out to companies to have them pass it on to the employees.  This shows the employer what we do and not that we just go out to dinner once a month.

Make connections across the country – Miki’s New York story.

Reach out to other associations and hand out information packets to them.

Have a ‘potentials’ contact list.

Reach out, even to men, because they work with women.

If you are at events promoting your company, include NAWIC in your discussions and collect business cards and pass them on to your membership to make a contact that way.

Everybody is a recruiter.

Send thank you cards to employers who pay their employees dues.

Have membership brochures and applications at every general meeting.

Pass out your business cards to people in passing.

Order NAWIC business cards.

Put your NAWIC info in your e-mail signature line, if possible.

Promote the career center on our web site.

Get to know your members on a personal level.  When we get a new member I ask them to give me a bio of themselves and post it in the newsletter.  But, what I think I am going to do this year is do that for our existing members as well.  I know, we know them and what they do, but our new members don’t.  It becomes more interesting when they talk about their hobbies and find out how much they have in common with each other, i.e. we have quite a few Harley riders in our group and they enjoy talking about that. ( 

And lastly, put a packet together for recruiting new members- 

 Include (NAWIC Facts, NAWIC and the Employer and NAWIC and the Woman in Construction),  The Value Brochure, a Calendar of your monthly events, meeting notices, and all the chapter contact information.   Send this info to your list of contacts, to other associations, NAWIC partners, suppliers, etc.     The information is free, and downloadable from the NAWIC website.  Many promotional items are also free from the NAWIC store, so log on today. 
Thank you all for your continued dedication and leadership to our Association!
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Thought of the Month:

The leaders who work most effectively, it seems to me, never say "I". And that's not because they have trained themselves not to say "I". They don't think "I". They think "we"; they think "team". They understand their job to be to make the team function. They accept responsibility and don't sidestep it, but "we" gets the credit. This is what creates trust, what enables you to get the task done. Peter F. Drucker 
TEAM - Together Everyone Achieves More

Successful leaders are learners.  And the learning process is ongoing, a result of self discipline and perseverance.

John C Maxwell     Leadership 101
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Connection Due Dates:


Each Regional membership chair will share an article in the NAWIC connection on a membership topic:


Region 2:  November 2011- Due by October 15


Region 13- December 2011- Due by November 15th


Region 11- January 2012-    Due by December 15th 


Region 3- February 2012-    Due by January 15th


Region 10- March 2012-       Due by February 15th


Region 5- April 2012-            Due by March 15th  


Region 7- May 2012-             Due by April 15th 


Region 12- June 2012           Due by May 15th 


Region 4- July 2012-  Due by June 15th 


Region 14 August 2012-  Due by July 15th 


Region 1,6,8 and 9 will contribute to the monthly membership focus, short topics, and questions corner. ( 








 











