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Retention Plan: Foster Loyalty, Increase 
Engagement, And Satisfaction 
National Commander James W. “Bill” Oxford 
Retention is just as important as Recruiting—if not more 
so.  Did you now that the first term retention rate is only 
61%?  Having a plan to keep your Legionnaires engaged 
and active is the best way to keep them retained.  And, 
this starts when they first sign up.  It takes a little more 
effort, but it effectively makes your recruiting numbers 
double because you’re not losing members through 
attrition.  Here are the 10 Steps to get you headed in the 
right direction. 
1. Have an “on boarding plan”. 
First-time members are a unique group within your 
membership rolls and that they need to be approached 
with specific strategies.  Things we address with first-
time members is how we get them engaged.  Engaged 
members tend to come back.  Unless you can show them 
the value of their membership, they can slip through the 
cracks. 
2. Say hello with a personal touch. 
First contact with the new member should come from a 
member of their new local Post.  The personal touch is 
extremely important.  Most members don’t join to be 
only contacted by the National Organization.  The local 
Legionnaire should highlight the value he/she received 
by membership and involvement in their Post and “why 
you want to connect with us.” 
3. Don’t overdue it. 
After initial “onboarding” and “welcome aboard” 
contacts, you may want to be more hands off for a month 
or so.  Overwhelming them can be just as detrimental as 
ignoring them altogether.  This is why it is imperative for 
your Membership Committee to be actively involved to 
ensure you discuss new members as it can be difficult to 
determine “what is enough, what is not enough, what is 
too much.” 
4.    Do ‘Member Satisfaction Assessments’. 
You need to find out what they want to gain from their 
membership and what they appreciate about The 
American Legion around six to nine months into that 
first year to determine if new members recognize the 
value of their membership prior to their first renewal 
notice.  To do that you need to develop a survey that asks 
basic questions.  Go back to basics. 
Are their needs being met? 
What do they appreciate most about the Post? 
What would they like to see emphasized more? 
Not only will questions like these allow you to gauge 
member engagement, you may also be able to find a way 
for them to volunteer in areas they find most important.  
This applies to new members, long standing members, 
and our beloved PUFLs as well.  Once they start view 
“the Post” as “THEIR Post”, your retention rates will 

rise. 
5.   “Sell” your Post. 
I’ve heard people say that they’re “not a salesman”.  But, 
when I ask if they would recommend The American 
Legion to the Veteran friends, most tell me 
“ABSOLUTELY.”  One key thing to remember is every 
member of The American Legion should be selling our 
organization and should understand that it is their job to 
do so, whether they are a “professional salesperson” or 
not.  Once you have a new member, “selling” is simply 
reminding them why your Post was worth joining to 
begin with. 
6. Always Stress Benefits. 
This isn’t just the VA Benefits we can help people receive 
by filing claims, but the benefits of camaraderie, a sense 
of mission, a purpose, and positively impacting the 
community.  These benefits can vary Post to Post.  Just 
as every community has its own identity, so does each 
Post.  Utilize your CPR to discuss how active your Post 
has been and where you see room for growth, 
improvement, or possibly redirecting efforts into 
something with a greater impact. 
7. Keep It Local. 
Rather than promote national success, impact, and 
emphasize advocacy on broad issues, keep it local during 
the first year.  It is extremely important to stress the 
value of the local Post.  People like to talk and hear about 
their own Post and what’s going on there.  Building a 
sense of local pride and loyalty is imperative to long 
term retention.  That doesn’t mean you don’t address 
National issues or promote National objectives.  There is 
a definite value to tying local to national, don’t miss that 
opportunity. 
8. Emphasize Programs. 
The American Legion has enough programs to ensure 
that there is basically something for everyone.  However, 
if your Post is providing and promoting programs, you’re 
missing out on great opportunities.  A list of programs 
can be found at  
https://www.legion.org/programs 
9. Capture data. 
The Consolidated Post Report (CPR) is the best snapshot 
we have to gather and report data, not just to National 
(as is required by our National Charter), but to our 
members and our community.  The more active your 
Post is in the community, the more reasons people will 
have to join, stay, and recruit their friends.  And, 
providing a snapshot of activity can and will increase 
their excitement about their membership at your Post. 
10. Meet them where they are.   
Veterans come from all backgrounds and fill every 
possible role in the community upon their exit from 
Service.  Don’t expect a “cookie cutter” approach to 
retention, recruiting, and engagement to work.  There is 
no “one size fits all” strategy for a successful Post 
Membership Program.  Get to know your Post 
membership.  Understand what makes them excited, 
promote their passions, get involved in your community, 
and watch your Post grow. 
 

New Year, New Plan 

•What does your Post want to do this year that worked 
last year? 

•What does your Post want to do new this year? 

•What did your Post do last year that may not have 
worked as well as you envisioned?  Could you do it 
better with better planning and more people? 
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Post Commanders should sit down with their Executive 
Committee and answer questions about themselves.  Post 
Commanders set the tone and the vision for the Post with 
the help of the officers and members.   

• Start with your CPR.  It’s a brilliant format to show 
what did you do and shows all the possibilities of 
what you could do. 

• Create an annual Post calendar.  Did you know there 
is a Post Commander calendar in the Post Officer 
Guide?  It’s a month by month schedule of what a 
Post Commander should be doing. Match that with a 
local calendar from your Chamber of Commerce. Add 
events to the Post Calendar as they become known. 

• Pick and choose which events your Post needs to be a 
part of.  Not always the easiest but where your Post 
presence is essential and important to your veteran 
community.   

• We all plan for Memorial Day, The 4th of July, 
Veterans Day & even Christmas.  But what about local 
festivals, fairs, sporting events or other social event 
where veteran families will be.   Be volunteers at your 
local schools. 

•  Create a plan and timeline.  Set up your committees 
to make the arrangements and contact the organizers.  
Find out what’s needed.  Entry fees, paperwork to be 
filled out, supplies to be ordered etc. 

   

A Post that is organized and has a master plan is a 
successful Post.  Important events will not slip by and you 
want your Post to be seen by the public. 
 
DMS/1981  The Gift that Keeps Giving. 
1. Download your list of 2020 1981 by your Post zip 

code.  2019 are now delinquent and we can only work 
with current members.   

2. Be considerate of your neighbor Posts especially in 
tightly packed urban/suburban areas. 

3. Check your list for names who have been removed 
from your Post.  You do not have to take them back. 

4. Forward your approved Post transfer list to your 
District Commander. 

5. Do a Welcome letter/package like you would do for 
any new member.   When is your meetings? What 
are you doing? What makes your Post special?  
Roll out the Red Carpet. 

6. Check your new 1981 members discharge documents 
just like you have to do for any new member.   

7. Posts do not have to accept DMS/1981 but their zip 
code(s) could be given to another. 

8. Posts need to work the DMS/1981 lists every month 
because new people are joining daily.  How about the 
first of each month. 

9. Posts can collect the dues & transfer the 1981’s from 
2015—2019. 

 

Where are the DMS/1981 lists? 

• MyLegion. 

• Post Sign-in 

• Reports Server 

• Revitalization tab 

• Find Members in My Area.   

• Can be by area or zip codes.  

• Download report as a .csv or .pdf 

• A .csv report can be manipulated in Excel into any 
order you wish.   

• Want to confirm who you have transferred in & out? 
Report Server, Post Reports, Transfer Report 

 

Myth #1.  National is not going to increase goals next 
year.  Don’t believe it.   With the Legion Act be prepared 
for steady growth & increased goals   
Myth #2.  If a Post accepts DMS/1981 they will all 
count for next year goals.  Wrong.  Only the National 
transfers and any 2019’s you collect money for count 
towards goals.  The other 2020’s build your roster to 
replace losses. 
Myth #3.  If a Post accepts DMS/1981, this years goals 
go up.  Wrong.  This years goals are set.   
Myth #4.  It’s about the Numbers.  Wrong.    It’s about 
having members to participate & do the programs.  It’s 
about having members to be future officers.  It’s about 
fresh ideas.  Numbers only reflect the heartbeat of the 
Post. 
Myth #5.  Post who have reached goal will stop 
working membership.  Not a myth but an unfortunate 
fact.   Our membership drive is a team effort so it’s a team 
score.  We aren’t 100% until the Department is 100%. 
 

Go-Getter Award  
The Go-Getter Award is due by January 31st.  The 
requirements are New Members by December 31st. 
 

Social Media/Public Relations 
American Legion Department of North Carolina 
Facebook Page & Group are constantly being updated 
with tips, ideas, articles, success stories & other tools to 
help a Post.  All you have to do is Like & Share to your 
own Post Facebook Page. 
 

The APP.  Check out the North Carolina American 
Legion app. 
 

Need Membership or Post Activity Help?   Let your 
District Commander know if you need assistance with 
membership, revitalization, use of MyLegion, officer 
training, or information about American Legion 
Programs. This will contribute to successful membership 
programs.  Don’t forget we have Membership 
Committee members out in each Division ready 
to assist. 
 

Membership Forms & Reports 
All located on the Department website at 
www.nclegion.org 
 

Contact. Membership  Chairperson Nancy Phillips can 
be reached at nclegion@nclegion.org; 
doubleugly2@skybest.com  or 828-406-7976 
 
DO YOUR CONSOLIDATED POST REPORT! 

Important Dates 
 

Jan 15, 2020                      Department 80% Membership Goal 
Feb 13-15, 2020  Mid Winter Conference, North Raleigh Hilton 
Jun 10-13, 2020  Department Convention, North Raleigh Hilton 
July 10-11, 2020 Legion College, Red Lion Hotel, High Point 




