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INIE’s business model creates the need for active, loyal and engaged members. Instead of
selling a product, INIE sells a community where nonprofits can utilize various resources. 
To ensure INIE’s success, it is critically important that both membership indicators 
(number of members, renewal rate and the rate of growth) and membership engagement 
are monitored and well developed. These methods will help improve INIE's membership 
development and retention: 

Overview of Goals

Networking within the sector should be a top priority for 
nonprofits and INIE is in the perfect place to help them. Make 
a website or Facebook page where you can add current and 
former members. Treat former members almost like alumni. It 
will greatly increase the chances that they will want to come 
back and be involved with INIE, and they will already be 
updated with INIE’s progress.

Connecting Agencies 

Perform some form of research to see if a referral program 
would have any success and what incentives would actually 
motivate organizations to make recommendations. What are 
the chances that an organization would recommend INIE to 
another nonprofit? 

Member Referral Program

Spotlight Blog 

Differentiate between types of members and member services. 
Allows for organizations that otherwise wouldn’t stay with INIE 
to stay on a lower price and allows for those that need more 
help to get it.  Also, could work with referral/point program to 
incentivize referrals. Referral points could be used towards an 
upgraded membership. 

Multi-tier Membership System

Interview members that have been with INIE for 3+ years and 
create a spotlight blog to showcase their business to the 
community. Put this on the website or social media channels to 
give exposure to the entire community. They can use this space 
to give advice to newer agencies and help other members 
better understand what INIE has to offer. 

Make getting back former members a priority. Launch a 
structured campaign specifically designed with the intent of 
getting back former members. This campaign can involve staff 
and board personally calling members to inviting former 
members to events detailing INIE's updated services. 

Launch a Win-Back Campaign

Takeaways
To have an effective campaign, it is vital to view membership as a continuous process 
rather than a single transaction. Implementation of various techniques should each be 

monitored for success and constantly updated to better serve the community. Increasing 
customer retention and getting back former members is the best way to ensure the 

success of INIE has a whole. 


