Reframing Membership—December Virtual Discussion
Existing content on this from the issue organizing face to face training
Toolkits to include in a resource handout at the end-Ellen
YRO
Ladder of Engagement
Convo and Recruitment wheel—in new foundations guide
Setting expectations 
Ellen can make a rough draft of the PowerPoint
AF can send out an email asking team what the 3 big concepts are w/ attached notes 
[bookmark: _GoBack]Katie can send the invite
· Different Frames of Unionisms and How We Typically Ask People to Join
· Benefits/Membership/Movies, etc.
· What expectations does this set.
· How do we move sales pitch to a values-based invitation (semantics)
· What is this? What does it look like?
· How we (staff and members) set expectations of members through our membership drives ?
· Show effective invitations to join

	10 min
	Intros + Overview
	People co-leading 
	

	10 min
	Question for Breakouts 

	
	What’s the WHY you communicate  to members in your locals when they are asked to join? 

Be reflective: this is not what you wish they understood. What are they taking away about their new relationship with a union?

	20 min
	Main Discussion
	
	I. Affiliate staff are the hired help. What might be appropriate boundaries with members? 
II. Data around retention of members. Maybe some of the VA data. 
III. How do I work through fear of Risk + Trust issues? trust and risk calculus can have a different weight for Staff and members of color.
IV. Define values like MN—connection between the values and making commitment to union. 
· shared leadership with membership teams?


	20 min
	Breakouts

	
	How do you shift from low expectations to high expectations? What’s your next step? 

	10 min
	Debrief

	
	Resource doc of 

	10 min
	Poll—What's next?
	
	



80 of 90 minutes scheduled so far 
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