
Membership Cafe
July 25, 2018

Moderator: Leila LeVan PCCAC Industry Co-Chair Membership Committee



Is this how you and your board feel about increasing membership?



Topics for Today are:

•Recruitment
•Retention
•Reward



When thinking about increasing PCC membership, 
always remember:

“Any business is a potential mailer as mail is the #1 tool 
to help grow your business. It has a higher retention 
rate than email and other just visual offers.”



Recruitment: Who
• National/Regional companies with a presence in your area:

• Manufacturers, Mailing Equipment Dealers, Envelope and Paper Suppliers, Software 
Companies, Direct Mail Companies, Temporary Personnel Agencies, Advertising 
Agencies

• Locally owned companies
• Utilities
• Government Agencies

• Board of Elections, DMV
• Non-profits and associations
• Universities
• Companies who use mail (you will need the PO help with this)



Recruitment: Where

• Other PCCs – check their websites for ideas and if needed ask for referrals
Examples: Greater Dallas, Greater Boston, Greater Portland, Greater Baltimore, Northeast Florida, 
Central Missouri, and Heart of Illinois (each website has contact information)

• Chamber of Commerce
• Your local Non-Profit Associations
• Other business groups: Small Business Association, Rotary, Kiwanis, Toastmasters
• Your local business newspaper
• LinkedIn
• PO managers and large mailers for leads and introductions



Recruitment: How
• Face to Face Meetings (including presentations to business & non-profit groups)
• Direct Mail Solicitation
• Marketing Materials at the BMEU
• Marketing Materials for Postal Sales and Marketing employees 
• Create incentives for board members and regular attendees to bring a guest.  EX: Bring a 

Buddy Campaign
• Targeted marketing based on your topics and speakers
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Heart of Illinois Mailing Campaign to Increase Membership

The Postal Service and the Mailing Industry definitely know the impact of direct mail so we felt our best option was to
use the mail to reach potential new members. Through much discussion with our Heart of Illinois Executive Board, we
came up with the idea of a “Pass It On” invitation.
• A workshop was selected that would benefit all types of businesses, using the EDDM Workshop-In-A-Box

presentation.
• In keeping with our standard and recognizable invitation design, we mailed two copies of the invitation in one

envelope to our membership, which outlined the details of our workshop.
• The mailing panel section of the first invitation simply had instructions to the current HOIPCC member to

manually address the second invitation to a non-member and drop it in the mail.
• The mailing panel of the second invitation was left blank to be filled in by that member.
• The G-10 permit was used to simplify the process of passing it on – simply fill out the address section of the

name and address of the new invitee and drop it in the mail stream.
The following four slides are the mail piece described above.











Retention: Add Value
• Create membership levels

• General membership is always free.
• Corporate Membership* can have a cost which includes perks.

• Cost could range from $250.00 to $1000.00 depending on your market.
• Examples: Give 2 free tickets to major events, gift, discounted tickets to all 

events.
• Individual Membership is less expensive with less costly perks.

• Cost could range from $100.00 to $200.00 depending on your market.
*Bragging Rights: Your company is on display.



THE BENEFITS OF MEMBERSHIP

The GDPCC offers four membership levels. Each level offers specific advantages. Regardless 
of each level, all members receive the following BASE BENEFITS: 

• Company-wide membership plan, not per employee
• Luncheon discounts per attendee (can be applied to multiple employees from a member 

company)
• Receive all newsletter and postcard mailings
• Receive “urgent” industry news email alerts
• Discount to Annual National Postal Forum
• Direct link to USPS managers
• Direct link to other mailers and industry peers



• Networking opportunities at social events like annual golf tournaments
• Access to USPS training facility
• Education – seminars, luncheons, round table discussions
• Mail Center Management Training Course
• Customer service and leadership training
• Learn “new” mailing, shipping, sorting and logistic practices
• Learn about emergency and disaster planning  

THE BENEFITS OF MEMBERSHIP







Retention: Communication

• Calendar of events
• Direct Mail of each event
• Email reminder one week prior to the event
• Include a RSVP and payment vehicle on your website



EX: Calendar of Events



EX: Postcard 



EX:  Follow-up email reminder. 

Join us at St. John’s Golf & Country Club for a fantastic day of golf, networking, great food, and prizes galore! For those 
whose “swinging” days (clubs, that is) are over – then still join the group for lunch – but don’t just show up for lunch. Come 
early and enjoy the grounds, relax and network. Monday, April 30th is the deadline for all payments and registrations. You 
definitely want to attend this premier event. More info below including Event Coordinator Dan Lawlor’s contact info. See 
you there! http://www.northeastflpcc.com/event/13th-annual-mckillop-memorial-golf-tournament/

http://www.northeastflpcc.com/event/13th-annual-mckillop-memorial-golf-tournament/


Retention: Events
• Provide: Postal Knowledge, Professional Development and Personal Growth
• Interesting speakers and topics
• Education
• Networking and appreciation events
• Variety: your membership is varied so must be your topics
• Location and time should be consistent and convenient
• Create excitement



Retention: Follow-up
• First time guests should be recognized.
• First time guests should leave with a calendar of events and a marketing 

piece and a small gift.
• A designated board member should be responsible for sending a quick 

thank-you note after a guest’s visit.
• Be sure to capture their contact information so that they are included in 

your mail list and email list.
• If a member has missed two meetings, find out why. 



Reward: Recognize
• Board members, Postal employees and first time guests should be 

recognized at every meeting.
• Board members, corporate members and sponsors should be recognized in 

print and on your website. 
• Personal and professional achievements should be highlighted at events.
• Spotlight a member/company at your meeting.



Reward: Appreciation
• You need members who will donate goods and services so show them 

appreciation with recognition in marketing and awards.
• Create awards for years of service as well as above and beyond 

(Companies like to put their awards on display).
• Remember that thank-you cards, get well cards and/or flowers, 

congratulations cards, and sympathy cards and/or flowers are always 
appreciated (and remembered).



Valuable Resources
• PCCAC Committee Members
• Other PCCs both around your area and throughout the country
• http://postalpro.usps.com/ - Here you will find: 

• Previous Cafes
• Membership Toolkit
• Generic PCC marketing materials 
• Workshops-in-a-Box 
• PCC best practices 

Remember you do not have to reinvent the wheel. We are here to help!

http://postalpro.usps.com/


PANELISTS

• PCC Industry Member of the Year, Co-Chair Cheryl Oltman, Heart of Illinois PCC
• Large Market PCC of the Year, Vice-Chair Glen Sawyers, Greater Charlotte PCC
• Large Market PCC of the Year, Industry Co-Chair Scott Brenton, Greater Portland PCC
• Large Market PCC of the Year, Judy Antisdel Industry Vice Chair PCCAC and Industry 

Co-Chair Greater Baltimore PCC
• Jean C Lovejoy, District Manager, Western New York USPS
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