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RERS CORNER

HAPPY NEW YEAR! Can you believe how quickly this past
year has flown by? It seems like just a few days ago we were all in
TX enjoying the ICES Convention.

Now we must look forward to Midyear in Orlando! | hope every-
one has already registered. If not, you’d be wise to do that as soon
as you read this! You may visit www.icesreps.com and download
the Registration Packet on the “Forms” page, or go to the ICES
web site (www.ices.org), click on “Upcoming Events” and scroll
down to the Midyear Registration Package.

Speaking of the Midyear Meeting, we’re going to try to do
something interesting and new at our joint breakfast this year.
Instead of a lunch together, we're all attending a breakfast together
on Saturday morning. JoAnne Beauvais, our International Liaison,
suggested a seating arrangement this year. She suggested having
the Board Members who are assigned to the various local areas/
states/provinces/countries sit at the table with the Reps from those
same areas. This will allow us all to not only get better acquainted,
but also to discuss concerns and activities in your local groups.

In addition to all of the work we hope to accomplish in Orlando,
| want you to start anticipating a demo that B. Keith Ryder has
agreed to hold! | have no idea what he’ll be demonstrating, but |
gotta tell ya: even this non-cake decorator is looking forward to it!

You will be glad to hear and pass along that ICES membership
numbers have stabilized! This means that now is the time to focus
our attention on recruiting and retaining members.

Those who attended the Business Meeting at convention in
Texas heard Laure’l Silverberg speak passionately about member-
ship recruitment; she has graciously agreed to present to the Reps
at our Midyear Meeting. | can’t wait to be inspired! --Grace

Everyone seems to like the suggestion that we gather up a sam-

pling of the State Reps’ newsletters and put them on a CD to hand
out at Midyear. This means that | need digital versions of as many
newsletters as | can get. E-mail them to me at IcesEditor@aol.com
as soon as possible, please! If you have mailed me a hard copy and
have a digital version on your computer, send that one, too, please.
| shan’t be re-creating what | have only as a hard copy.
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Don't Forget

If you would like to

pick up the new ICES
brochures at Midyear,
please contact Michaelle
Stidham to let her know
how many you'd like.
You may e-mail mfstid-
ham@talkamerica.net or
call 248-334-3681.

Internationals: check
the ICES Reps web site
(www.icesreps.com) for
updated information.

Sign and return the
Rep’s contract to Grace
McMillan, 324 W.
Seward Rd., Guthrie, OK
73044. Funds will not be
reimbursed until a signed
contract is on file.

Fill out and return the
Rep’s Questionnaire to
Grace McMillan, 324 W.
Seward Rd., Guthrie, OK
73044.
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ICES CONTACTS

President

B. Keith Ryder

Ph 703-538-6222

E-mail bkeith@bcakes.com

Reps Liaison/Newsletter
Grace McMillan

Ph or Fax 405-282-3003
E-mail IcesEditor@aol.com

ICES Treasurer

Maureen Cleveland

Ph 518-877-5697

E-mail cclevela@nycap.rr.com

Address Changes:
Membership Coordinator
Gayle McMillan

Ph 318-746-2812

E-mail gvmcmillan@aol.com

REPS SUPPORT

Reps Moderator

Beth Lee Spinner

Ph 860-228-8595

E-mail blspinner@sbcglobal.net

Reps Secretary

Bonnie Blackburn

Ph 519-922-2713

E-mail truckncake@georgian.net

International Liaison
JoAnne Beauvais

Ph 860-774-0930

E-mail jbeauvaiscakes@yahoo.com

“In order to
thrive in the fu-
ture, associations
must actively em-
brace growth.”

Member ship Retention . . . frankly speaking

Research shows that member-
ship retention is a very common
plague with al volunteer organiza-
tions. There is this sobering truth to
consider: “If a club cannot retain
itscurrent membersaswell as
induct and retain new, qualified
members, it will not remain vi-
able.”

Reasonsfor Resigning:

o Dissatisfied

* Notinvolved
* Not aware

e Not educated

» Excluded from decision making

Retaining those Membersisas

simple as:

» Finding the source of dissatis-
faction

» Making them feel welcome

»  Giving them meaningful jobs

* Involving them in decision
making

» Using and appreciating their
skills and talents

» Valuing their contributions and
input

It isof utmost importance for us
to also truly understand the value
of the new member. Consider the
following sobering truths:

e Therewill be no ICES within
one generation if there are no
new members. That’s just how
important they are.

e Without new members, there
will be no new ideas.

*  Without new members there
will be no new talent to carry
on or to benefit from.

e |tisinnew memberswe find
our future.

e Itisinthe new members that
this or any other organization
will live on.

New members bring in new
energy, new blood and new thought
processes. They are the product of
society today. They will bring to
this organization education, tech-
nology, innovative sales approach-
es, avision for the future ... they
are not yet, but they will become,
the very lifeblood of this organiza-
tion.

L eadership positions must
be embraced by new blood. We
greatly appreciate and honor all
those who have served in the past.
It's our history. We recognize and
heartily applaud the significant
historical foundation of this orga-
nization. Without the foundation of
the past, there would be no future.

But the very nature of lifeisto
beget new life, or the family name
is gone forever. It isin membership
growth and retention that ICES
must seek her future.

Current leadership (that’s
all of usl) must educate upcom-
ing membersin tried and proven
track records, but they must also
loosen the reins of tradition so asto
decisively leave room for advance-
ments in technology, education and
improved methods.

The vision for the future begins
with educating the existing club
leadership and club membership.
It's hard, sometimes, for the expe-
rienced member to make room for
innovative methods when tried-
and-true methods have worked for
generations.

We must educate ourselves and
we need to start with the existing
membership of ICES. Technol-
ogy is advancing every day and we
must keep up so asto positively
effect membership growth.
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It'stime to move into the
membership growth of the future.
Growth means change. It means
education. It means taking advan-
tage of available, current informa-
tion that has succeeded with other
volunteer organizations.

Membership growth and reten-
tion means appealing to a new age
group. It means listening to and
accepting and valuing the contri-
butions of those we haven't yet
installed as leaders. Sometimes
membership growth means learning
how to treat and appreciate each
other so that we can move into the
productivity of the future.

“In order tothrivein the
future, associations must actively
embrace growth.” Successful
businesses know and understand
this absolute truth.

The reason any organization
gets bogged down in minutiae and
ethical issuesis because thereisno
new growth to foster.

IT'STIMETO INVEST IN
AND RETAIN
NEW ICESMEMBERS.

New membership will fix all of
our problems. I’ |l benefit us finan-
cialy. It'll fix membership growth.
It'Il fix public meeting difficulties.
Get everyone to bring a guest to
convention, and they’ [l ALL want
the General Membership Meeting
to be productive and courteous.
It'll breathe new life and give birth
to greater expectations for a bright
future.

Retaining new members
startswith learning from those
who have left and finding out
why.

First of al, we need to be
comforted with the fact that we're
never going to retain 100% of our

members. There are just too many
variables.

Consider the following widely
accepted statistics:

It isthe 1-2 year member who
ismost likely to drop his member-
ship. Pay attention to thisone; it
means that new members need
individual attention.

Once past the 2-year mark,
members tend to get more involved
and retention improves consider-
ably.

Why do short-term members
leave?

Some of the known reasons are:

The Tire Kickers. These are the
curiosity seekers who want to see
what it’s all about but have no real
commitment to the art or the club.
They will leave, no matter what we
do.

The “Too Busy” People: An-
other unreachable category is
comprised of those with time
constraints. They’re the “too-busy”
people. It might be an excuse, or it
might not. They, too, will leave, no
matter what we do.

Once we eliminate from our
efforts the 25-50% of new member
losses that are unsalvageable, there
are still quite afew new members
that can be retained.

Top Reasons given by Resigning
Members:

Palitics and Personality Con-
flicts. Coming from the disgruntled
members who have resigned from
organizations across the land, this
istheir universal complaint: “I got
tired of all the personality clashes,
infighting and club palitics. It
seemed like al the ‘regulars’ did
was argue amongst themselves.”

Lack of Activity: “I joined (the
group) because | wanted to par-

ticipate in the activities | thought
they had planned. Experience and
resear ch showsthat active clubs
have fewer member retention
problems. Themoreinvolved a
member iswith an organization,
themorelikely he/sheisto stay a
member .

Social Isolation: Thisis THE
BIG ONE. Morethan any other
factor, social isolation drives off
mor e new salvageable members
than all other factors combined.

If anew member comesto a
club meeting and is not made to
feel immediately welcome, only
the strongest or most outgoing will
stick it out long enough to break
through the curtain of silence,
make friends and become regular
members.

Social contact isone of the big
reasons membersjoin any orga-
nization. If they don’t find it, they
leave. It's as simple as that.

Proven Techniquesfor Improv-

ing Membership Retention:

* Publish anewsletter.

* Issue name tags at meetings.

* Find the source of member
sati sfaction/di ssati sfaction.

* Create at every level awarm
camaraderie of friendship.

e ldentify current member types
and meet their specific needs.

* Immediately actively encour-
age new members to become
involved at every level.

» Establish a specific Member
Recruitment, Development and
Retention Plan.

» Establish simple but official
Meeting Conduct Guidelines
and follow them.

Note: This article waswidely
researched from information that
resour ced other volunteer organi-
zations. —Grace McMillan
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UPCOMING EVENTS

Are You an Active Member?

Are you an active member;

The kind that would be missed?

Or are you just contented

That your name is on the list?

Do you attend the meetings

And mingle with the flock?

Or do you stay at home,

And criticize and knock?

Do you take an active part

To help the work along?

Or are you satisfied to be

The kind to just belong?

Do you ever work on commit
tees --

To see there is no trick?

Or leave the work to just a few

And talk about the clique?

DO come to meetings often
And help with hand and heart;
You won't be just a member
But take an active part.

Think it over, member;
You know right from wrong.
Are you an active member,
Or do you just belong?

—Taken from
January, 1982 ICES Newsletter

Gayle McMillan thought this
would be a good poem to put
in the Reps’ Newsletter. If you
use the poem in your state
or local newsletter, be sure
to give credit to the January,
1982 ICES Newsletter.

ICES ID Numbers

Reps, please remind your
members of the follow-

ing:

ICES members who at-
tended the business meet-
ing during the convention
last year will remember that
we discussed the matter of
ICES ID numbers. This is
your reminder that another
convention is coming up
and you will be required to
input your ICES ID number
at registration.

Your unique ICES ID
number can be located as
the very first item on your
newsletter mailing insert
(back page). It is on the
line above your name.

SAVE THE INSERT! This
will save you (and the Mem-
bership Coordinator) time
when you register for con-
vention.

Midyear Meeting
February 14-18, 2007
Orlando, FL

If you have not received
your Midyear Registration
packet, download one from
www.icesreps.com and click
on “Upcoming Events.”

You may contact your
friendly FL Show Directors
any time.

Grace Jones
Ph 407-365-6224
E-mail cakestore@aol.com

Pam Hummell

Ph 407-971-3162

E-mail phummell@surgical-
grouporlando.com

Register for Midyear and
make your room reserva-
tions early! If you have not
already done so, why don't
you just take a moment and
do it right now?

Are you interested in run-
ning for the Board of Direc-
tors? You'll want to attend
the special Midyear orienta-
tion session on Thursday at
4:00 p.m.! Francine Snod-
grass has agreed to conduct
that session.
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