How to Recruit New
Members

As a membership organization, our strength as a community and voice for action gets louder with each new
member or supporter we gain, but we often lose sight of the importance of our voice when we think about
recruiting new members. Think about it, you didn’t join NAMI so you could get a copy of the Advocate or the Iris.
You joined NAMI because it meant something to you on a deeper level and you wanted to commit to being a part of
something you believed in. It is important that energy and drive carries over into every conversation and effort we
make to develop new members and encourage continued support and engagement. Below are some recruitment
ideas that you, as affiliate leaders, developed and are a solid place to look for inspiration on where to begin finding
more support. But remember, these ideas alone are not enough to get people to become a part of our voice. Your
passion, drive and motivation to make the voice of NAMI as loud and impactful as it can be must come with you to
every
Connect with Other Affiliates


Design and implement a regional membership campaign to spread the word to more communities and try to
pool resources to bring better programs

Use Your Signature Programs




Especially Family to Family and Peer to Peer where you have a group spending time together weekly for an
extended period of time. As the relationships deepen and participants begin to get more and more out of
NAMI, begin to explore the importance of membership. Perhaps, as facilitators, share why you joined. It might
strike a chord for them as well. The more you can use the personal connections made within these programs
the more likely you will be to grow your support and numbers
o After the session is over, you can follow up with any non-members a few weeks after with a little pitch
about membership and a membership form detailing what to do if interested
Implement the new Family to Family token program obtaining tokens and key cards from the state office to
hand out in one of the last sessions of Family to Family to be coupled with a membership pitch/story and
explanation of the importance of membership and what the purpose of the token is to each participant.

Events




Always carry membership brochures with you to any event you attend or present at and talk about membership
with everyone in attendance. You may not get a large result immediately but you are, at a minimum, planting
the seed about who you are and what you do and down the road, may bring in more members based on those
connections
o And with that, it is important to note that information on how to join our voice is listed on ALL of your
resources – i.e. brochure, newsletter, website, etc.
Bring in speakers to meetings and events you host to draw in more people from the community

o





You can also work to partner with other agencies to put on events that would allow their employees or
supporters to attend as well and may link you to an untapped resource for members.
When hosting your events, you can offer discounted rates of participation to members and always have
membership brochures/forms available so people can sign up when registering to save money if they want to
attend! (Think about it this way, if a member pays a rate just $5.00 cheaper, then by signing up for an open
door membership, they are already saving more money in just one event and now they get even more perks as
a member)
Work with local agencies to host a mental health summit in your community and be prepared to talk about
and explain the importance of NAMI's role in the community to all who attend. Let people know what more
members can translate into for the work being done and reach you can have in the community at large

Media




Send newsletters to businesses or agencies in the area and tell them that for just $3 (or $35) a year, they could
get these and other resources from NAMI that they can offer to consumers and family members in waiting
areas, etc. - $3 (or even $35) is nothing to a most agencies and companies and this would be a great way for
them to have the resources in their area available to clients as they come in
Contact local media organizations and see about getting regular updates about your affiliate and the work you
are doing on the radio station, television or in the paper

Community Resources






Work with a local grocery store to see if they would be willing to stuff grocery bags with a handout
or brochure from your affiliate for a period of time to get the word out to your community
Head to the local farmer's markets and have a table available for people to come and stop you to learn more
about you and ways in which they can get involved
Put up information in all of the brochure racks at community agencies or main local hubs
Hand out brochures to local libraries and discuss the opportunity to have resources racks available to those who
come in
Utilize local drop in centers, whether you are running them or can partner with those who do. Share
information there on ways in which people can be a part of something where their voice will be heard and
matters. If no drop-in center exists, start the wheels turning on how to begin to develop one.

The overall BEST way to generate members, however, is through one on one connection, no matter where or what
the cause. When you can connect with someone on a deeper level and share something that personal drives and
motivates you, it can inspire others to want to achieve the same thing and work to find that same sense of
belonging or opportunity to create it for others. With every person you interact with, find a way to bring it into the
conversation. Continue to push through and share it with as many people as possible - who we are, what we do, and
why you, yourself, found it important to be a part of NAMI.

