
Using 
Automated 
Emails for 
Onboarding 
and Retention 



My Chamber in 
a snapshot.
I am Ladona Weathers, Member 
Services/Communications Director

➔ Established in 1974
➔ 500+ Members
➔ Serve as Chamber of Commerce 

and Destination Marketing 
Organization

➔ Staff of 4 ½ 
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?
In 2018, we identified the challenge of a 
growing membership that we needed to 

engage on a regular and ongoing basis...but 
our time and human resources were not also 

growing.
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?
How can engagement with members be 

valuable, yet not time consuming?

➔ What do members need to know to not only be 
retained, but also to increase their investment?

➔ What resources are available?
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?
➔ What do members need to know to not only be 

retained, but also to increase their investment?
● Services available
● What’s in it for them?
● Opportunities
● What we’re doing on their behalf
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?
➔ What resources are available?

● Our Membership Software (Chamber Master)
○ Groups/Lists

● Mass Emailing System (Constant Contact)
○ Automated Options
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New Member 
Onboarding
Engage & Show Value



How it works...
Create group in Chamber Master.

Constant Contact:

1) Create Automated Email Series
2) Choose “trigger when someone is added 

to list”
3) Set series trigger to number of days.

○ Immediate
○ Wait 30 days
○ Wait 30 days
○ Wait 40 days
○ Wait 50 days
○ Wait 120 days

4) Review Content Annually

Utilize Groups in Chamber Master and Sync with Constant Contact Groups
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Roadmap For Engagement
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2 4 6

753

Day 2 from Communications Director
60 days into 
membership 

150 days into 
membership

30 days into 
membership 

100 days into 
membership

270 days into
membership

1

Day 1 from 
President/CEO



Frequency & Content
Day 1
Welcome email from Chamber 
President/CEO

We promote an “open door” policy with our leadership and include 
contact info such as an email.
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Day 2
Member dashboard login info 
from Communications Director

It’s our goal for members to quickly meet other staff members, not 
just our Membership Development Director.  This is our first “what’s 
in it for you” message.



Frequency & Content

30 Days (1 Month)

Three goals to utilize your membership:

● Register for Maximize Your 
Membership.

● Set your member goals.
● Use your Chamber member website 

resources.
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Frequency & Content

60 Days (2 Months)

Connect with us and other members:

● When making social media posts, tag 
us in your Facebook or Instagram 
posts.

● Check out the online business 
directory.

● Review promotional opportunities.
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Frequency & Content

100 Days  (3+ Months)

Benefit Reminders:

● Job Postings
● Event Listings
● Networking
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Frequency & Content

150 Days  (5 Months)

Halfway point into their membership year

● Reminder to review their business 
directory listing
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Frequency & Content

270 Days  (9 Months)

About 9 months into membership  

● Appreciation email from 
President/CEO  

● Renewal/Invoice process will begin in 
month 10.
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88.82% Retention Rate
2019

91.04% Retention Rate
2020
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How do we know it’s working?



Retention 
Messages
Creating Champions



1. Place the primary representative in the 
Renewal Group in Chamber Master.

2.  Group is synced with Constant Contact.
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Upon renewal...



Roadmap For Engagement

25

1 2 4

53

Day 1 into
membership

106 days into 
membership 

226 days into 
membership

166 days into 
membership

271 days into
membership



Frequency & Content

Immediately
Reminder to update business info and 
explanation to why it’s important
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Frequency & Content

106 Days  (3.5 Months)

Business promotion available to members

● Social Media
● Advertising/Sponsorships
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Frequency & Content

166 Days  (5.5 Months)

Connecting with other members

● Business Directory
● Monthly Luncheons
● Welcome Center
● Online Benefits
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Frequency & Content

226 Days  (7.5 Months)

Learning opportunities

● View Newsletter
● Chamber University
● Digital Check Ups
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Frequency & Content

271 Days  (9 Months)

Appreciation email from President/CEO

30



Insights & Data
Using data to “level up.”



We know...
If we can connect and engage with members, they are 

likely to renew and increase their investment.
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What if we 
miss?

How do we identify a member we’re missing before it’s 
too late?
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Use the data provided by 
your mass email service.
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What basic insights will tell you.
Sent/Bounced

Identify problematic 
email addresses 
quickly.

Opens

You can tell from your 
first email, and each 
email after, if that 
representative is 
opening your emails.  
We use this to identify 
members who are not 
engaging/losing 
interest.

Clicks

Identify what peaks 
that representative’s 
interest.
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Work Smarter...Not Harder with 
List Segments
➔ Every link/button added to your email can be tied to a 

list segment.
➔ Segments are separate “groupings.” 
➔ When someone clicks a link/button that has been tied 

to a segment, they are placed into that group.
➔ Segments can be used to create more targeted email 

messages or for other purposes like event invitation 
targeting or sales prospects.
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Now Go Be A 
Rockstar!

Questions for 
Ladona Weathers?

lweathers@visittablerocklake.com
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Find this presentation and other 
resources at

www.visittablerocklake.com/MAKO


