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FINDINGS:


Over the last several years, membership in JCNA has declined from a high of around 6500 to a 2005 level of just over 6000.  While several affiliated clubs have increased their membership in the last three years, most clubs have either lost members or remained essentially unchanged.  As a result of the decline in membership, the budget of JCNA has been strained.  Unless the trend in membership can be reversed and membership increased significantly, JCNA faces the equally undesirable alternatives of either increasing membership dues or reducing services to cut costs, or both.


In the past and under the current structure of JCNA, the bulk of membership recruitment is left in the hands of the affiliate clubs.  At present, there is no coordinated program to assist local clubs in conducting membership recruitment, and no national recruitment effort beyond minimal membership advertising on the JCNA website and national brochures that lack the “pizzaz” to work as an effective recruitment tool.  Enhanced recruitment tools, use of the website for recruitment, and a more coordinated effort through local clubs can help to grow membership.


Also, JCNA has failed to penetrate the target market of much of Jaguar Cars of North America’s marketing program – the younger owner (25 to 40 age group).  Other marques, like BMW, Porsche and even Mercedes, attract similar younger buyers who join the clubs and are active in club activities.  Those clubs place considerable emphasis on the performance aspects of their cars, focusing on driving events such as rallies, auto-cross and track days.  Jaguar markets their cars as “Born to Perform.”  Since the heart of every Jaguar is a sports car, there is no reason why JCNA cannot take advantage of that aspect of the car.  JCNA must make more of an effort to encourage the next generation of Jaguar buyers to join and become involved in the club or, over the long term, we will not survive.  JCNA must make better use of the activities it has – rally, slalom and high performance driver education – as well as expanding these programs to broaden enthusiast interest and participation.


Finally, many members leave JCNA and do not renew membership, either with local clubs or as members-at-large (MAL).  People joined JCNA or a local club because they have enthusiasm about the cars, the club, members they know or the activities, or some combination of them.  A former member is a viable resource to be encouraged to rejoin.  A greater effort needs to be made to bring former members back to JCNA and their local club.


In order to foster an emphasis on recruitment and retention of members, the Ad-Hoc Committee on Membership has generated a number of suggestions for consideration by the Board of Directors and the AGM.  The following items are presented in no particular order or ranking.  We believe that all of the items are of great significance and merit serious consideration.  These suggestions are not considered to be comprehensive or all-inclusive, and must be approached as an on-going and evolving effort.  Additional ideas and suggestions are welcome.  We hope that this report will foster greater recruitment efforts and further suggestions for recruitment and club growth.

SUMMARY OF SUGGESTED ACTIONS:

1. Enhanced response to Passport to Service card submissions.

2. Revise national marketing brochure for greater impact.

3. Greater emphasis on JCNA website as a recruitment tool.

4. Development of national guidelines for local club recruitment.

5. Creation of a National Membership Committee/Chairperson.

6. Regional Director involvement in recruitment with regions.

DISCUSSION OF SUGGESTED ACTIONS:

1.
PASSPORT TO SERVICE.


For many years, Jaguar Cars has included in its “Passport to Service” book distributed with each new car an advertisement for JCNA including a card that can be submitted to JCNA through Jaguar Cars for information regarding club activities and membership.  For a small fee, the owner can request a copy of Jaguar Journal be sent to them.  Over the past several years, on average about 500 of these cards are submitted per year, about one-quarter of them paying for a copy of Jaguar Journal.  In the past, other than sending the Jaguar Journal, no response was made from the national level.  Rather, the cards were distributed to local clubs for response, and no follow-up was made from the national level whatsoever.  If local clubs failed to act on the cards, no one knew and no one cared.  This represents a major lost opportunity, as the fact of completing the card shows a viable interest in actually joining the club.


It is imperative that PTS submissions must be responded to immediately from the national level.  Persons who submit a card should receive a well-written letter from JCNA thanking them for their interest, explaining about the club and its programs, and affiliate clubs.  The club’s brochure and membership information should be included as well.  Those paying for a copy of Jaguar Journal should receive those additional items along with their copy of the magazine sent out promptly.


All PTS submissions should be logged in the JCNA office and on a monthly basis, PTS “leads” should be sent to local affiliate clubs.  Regional Directors should work with local clubs in their region to determine the fair distribution of cards where territories of local clubs overlap.  The JCNA office should track whether the responses to PTS submissions ultimately result in a JCNA membership, either MAL or through a local club, and report the results to the Membership Committee quarterly.

2.
REVISE JCNA BROCHURE:


The current JCNA marketing brochure, while professional looking, does not adequately project JCNA.  Looking quickly at the brochure can lead someone to believe it is an advertisement for Jaguar Cars, not a Jaguar owners’ club.  The prior brochure placed more emphasis on the club and its members, though it place most of its focus on concours rather than driving and high performance events.


The JCNA brochure needs to be redesigned to better serve the interests of the club and attract new members.  Once the brochure is revised and printed, it should be distributed to all local clubs in sufficient quantity that it can be used in a program of dealership distribution and other focused distribution by the clubs as will be discussed later.  We estimate that the club can obtain 15,000 4-color brochures for about $1,500.

3.
UTILIZING JCNA WEBSITE:


The current JCNA website has developed into an excellent resource for JCNA members.  The efforts of Pascal Gademer to continually improve the website have been extraordinary, and it has become one of the most information-filled club resources anywhere on the web.  However, we believe that additional tools can be added to the website to assist with recruitment efforts and to attract visitors to join on-line.


First, we believe that on the home page, clearly displayed, perhaps with a flashing message, should be a box inviting visitors to join.  That hot-link could take visitors directly to the membership page.  Also, a facility should be added to allow anyone, whether member or interested party, to sign up for email notification of updates or periodic email newsletter highlighting events, website postings and other important information.


Also, the website should be used to more actively promote Member-at-large memberships.  Many Jaguar owners are not in areas close to a local club, and membership on a national level may be attractive to them.  This may also lead to participation in club activities and ultimately to affiliation with a local club.

4.
DEVELOPMENT OF NATIONAL RECRUITMENT GUIDELINES:


The purpose of guidelines should not be to impose specific requirements on local clubs with regard to actions to be taken.  Rather, they should be a group of suggested programs or strategies that local clubs may choose to utilize to help build membership and retain existing members.  Some areas that we expect should be covered in the guidelines include the following:

1.
Development of local club brochures.

2.
Utilization of publicity and press releases on club activities.

3.
Obtaining support and cooperation from local Jaguar dealers and Jaguar service companies.

4.
Club communications with members.

5.
Cooperation with other clubs, businesses and organization that will increase the visibility of the local club.

6.
Renewal billing and follow-up.

7.
Emphasis on driving events such as rallies and slaloms.

8.
“Every member find a member” program.


In addition to developing guidelines to assist local clubs, JCNA should consider implementing an annual award to the club that increases member the most on an absolute basis, and an award for highest percentage increase in membership.  Growth of membership must be encouraged and recognized at the national level.

5.
NATIONAL MEMBERSHIP COMMITTEE


In both the long and short term, membership development is a critical concern for the club.  For too long, JCNA has left this process almost entirely up to the local clubs.  While we have no intention of centralizing membership or dues collection, as an organization, JCNA must provide leadership and impetus for local clubs to find and retain new members and old.  To facilitate these activities, JCNA should create a standing committee focused specifically on membership development and retention.  A national membership chairperson should be appointed to chair the committee, to report activities to the Board and AGM, to coordinate activities of the committee, and to report membership related matters to the Board and oversee membership related matters at the national level.

6.
REGIONAL DIRECTOR INVOLVEMENT:


Because most membership activities take place at the local lever, it is imperative that all Regional Directors regularly review the status of all clubs in their region and foster communications between local clubs and JCNA, and amongst the clubs in the region.  Often, local club issues may effect membership retention, and clubs may be encouraged to pursue more activities, engage in pro-active recruitment, and coordinate activities with neighboring clubs in the Region.

7. MEMBERSHIP DEVELOPMENT BUDGET
In order for the membership committee and related activities to achieve their goals, JCNA must commit funds to supporting a national marketing effort.  We believe that an initial budget of $15,000 be authorized to fund various activities including development and printing of a revised brochure, development of other marketing tools, advertising in appropriate auto related magazines, and other related actions.

