
How to Leave a Local Meeting  

With a Handful of Memberships 
By Marc Montoni 

The “Commit a Political Act Today” Caucus 

 

 

hat’s the best way to ensure 
you’re not the lone Libertarian 
Party member in your community?  
The answer is simple: Just find 

the rest of them! 
 
Building membership is not rocket science, 
but it does require diligence and attention 
to detail. 
 
So many LP activists have tried to tell me 
that it's hard to directly sign up new mem-
bers. 
 
But they are all wrong. 
 
I know because I have signed up close to a thousand 
members by myself since about 1997.  The key is to find 
out who needs to be invited to join -- and then invite 
them!  It really is as simple as that. 
 

Rule #1 for building local membership is to 
circulate a guest sign-in sheet at the very 

beginning of EVERY meeting. 
 
The reason you want a sign-in sheet at every meeting is 
that there will be four kinds of in attendance: 

 
1. People who have never 

been on the LP database 
 

2. People who are on the 
database but who haven't 
joined yet 

 
3. People who are on the 

database and who were 
members in the past. 

 
4. People who are current 

members. 
 
 

MATERIALS NEEDED 
 

� Laptop Computer 
� Your local LP database installed on 

laptop 
� Guest Sign-in sheets 

  http://snipurl.com/MeetingLog 
� Membership forms 

  http://Membership.LPVA.com/ 
� Highlighter 
� Pens (2 or 3) 
� Long Clipboard 

 
----------------------------------------------------- 
 
The job of building membership is all about 

persuading people in categories 1, 2, and 3 to move 
into category 4. 
 
This is where Libertarian activists trip themselves -- the 
invitation stage that helps new people to move up to 
Level 4! 
 
This guide is intended to help you do just that -- get 
people at your local party meetings to climb up that 
ladder to #4! 
 
The procedure outline is: 
 

� Collect names and addresses via sign-in sheet 
� Check each person's status 
� Add people who aren't on the database 
� Fill out membership forms for those who need 

to join or rejoin 
� Complete the invitation by handing the pre-

filled forms to the people who need them 
 
HINTS FOR THE SIGN-IN SHEET 
 
Prior to handing the sign-in sheet to the person next to 
you, fill out the first entry  yourself -- and be sure to 
complete every blank.  This will encourage everyone 
else to follow suit.  Email addresses, for instance, 
change on a regular basis -- and EVERYONE forgets 
whether they informed the organization of the change. 
 
If you don't ask everyone to fill it out completely, they 
will just put on their name and nothing else -- and you 
will miss data changes they've had but forgotten to tell 
the LP about. 
 
USE YOUR LP DATABASE 
 
Once everyone has signed in, pull up your local LP da-
tabase on your computer.  While your speaker is talk-
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ing, compare what's in your database with what people 
wrote in on the sign-in sheet, line-by-line, for even the 
smallest data changes. 
 
IDENTIFYING THE STATUS OF EVERYONE AT MEETING 
 
FOLLOW THE FOLLOWING PROCEDURE FOR **EACH** 
GUEST WHO IS SIGNED IN ON YOUR SHEET: 
 

Step 1.  Are they on the LP database? 
 
YES: go to Step Two. 
 
NO: Time to add them!  Go to: 
 

 http://www.lp.org/request-info 
 
Many meeting venues have wifi now -- you can get this 
done while the meeting is still on. 
 
After putting their data in, keep in mind you have a 
golden opportunity staring you in the face: you have 
someone who might well be having his first face-to-face 
contact with Libertarians -- so don't be afraid to... 
 
...Invite them to join on the spot! 
 
FILL OUT A MEMBERSHIP FORM FOR THEM, and scribble 
"Please Join Us!" or something similarly inviting in the 
margins. 
 
 

Step 2.  Are they "Prospects"? 
 
NO: go to Step Three. 
 
YES: Time to invite them to join! 
 
A "prospect" is someone who has not joined the Liber-
tarian Party yet -- although they are on our database. 
 
Look at their "CnMem_1_01_Standing" field.  This field 
tells you if they are "Active", "Lapsed", etc.  Also look at 
their expiration date in the field 
"CnMem_1_01_Cur_Expires_on".  If both the "Stand-
ing" and the "Expires" field are BLANK, they are only an 
"inquiry".  This is "easy sale" time.  Once again, you 
have someone who might well be having his first face-
to-face contact with Libertarians -- so don't be afraid 
to... 
 
...Invite them to join on the spot! 
 
FILL OUT A MEMBERSHIP FORM FOR THEM, and scribble 
"Please Join Us!" or something similarly inviting in the 
margins. 
 

Step 3.  Are they current  
*members* of the LP? 

 
YES: go to End. 
 

NO: Time to invite them to RE-join! 
 

First look for a tag in the "CnMem_1_01_Category" 
field. The tag for an actual member will have the word 
"member" in it somewhere. 
 
Then look for "ACTIVE" or "LAPSED" IN THE "Status" 
FIELD.  That means they are or were members at one 
time or another. 
 
Look at their membership expiration date (the 
"CnMem_1_01_Cur_Expires_on" field).  If that date is 
already past (i.e. their membership has expired) FILL 
OUT A MEMBERSHIP FORM FOR THEM, and scribble 
"Please Renew" or something in the margins.   
 
If their expiration date is still in the future, up to six to 
eight months, FILL OUT A MEMBERSHIP FORM FOR THEM, 
and scribble "please renew early" or something in the 
margins.  NOTE: If they ask why, tell them they will 
save the LP postage (renewal reminders are sent out as 
early as 5 months in advance) and themselves having to 
deal with "junk mail". 
 

Step 4.  Are they "Subscribers" 
instead of "members"? 

 
NO: go to End. 
 
YES: Time to invite them to upgrade! 
 
If you're past steps 1 through 3 and you're still reading 
this checklist, you should be looking at someone's re-
cord that has a current expiration date.   
 
The Libertarian Party has a membership pledge.  To be 
a full member of the LP, you simply sign that pledge. 
 
If you send in "dues" but do not sign the membership 
statement, we count you as a "Subscriber" instead of as 
a "Member". 
 
Again look at their tag in the "CnMem_1_01_Category" 
field. There may be a few who have a "Subscriber" tag 
in this field. 
 
These are people who support the LP but for whatever 
reason did not sign the membership pledge.  Some may 
just have missed it, some may simply not *want* to be 
counted as a "member" of the LP. 
 
Upgrading these "subscribers" to full "member" status 
helps us all.  It allows them full rights within the or-
ganization; it raises your reported membership num-
bers, and it increases our state delegate allocation for 
the national convention. 
 
So, if you encounter a non-member Subscriber, then see 
if you can capture a signature from them.  FILL OUT A 
MEMBERSHIP FORM FOR THEM, and scribble a note on 
there asking them to upgrade their status to full mem-
ber by signing the membership pledge section (this is 
where a highlighter will help -- just highlight the signa-
ture line or mark it with an "x"). 
 
 
 



Step 5.  The End 
 
If you're past steps 1 through 4 and you're still reading 
this checklist, you should now be looking at someone's 
record that has a current expiration date *AND* they 
have signed the membership pledge.  At this point, your 
investigation is done for that member. 
 
NOW THAT YOU HAVE FORMS READY... 
 
Once you have checked everyone's status, you should 
have at least a few membership forms pre-filled with 
each person's info sitting in front of you.  The next step 
is to distribute them. 
 
DO A WALKABOUT TO HAND OUT THE FORMS... 
 
I usually just walk around the room handing the forms 
out to each person.  Generally you can do this quietly 
while your speaker is still talking.  I actually prefer to 
do it then, because if you do it during the break, you 
will lose some people who have to leave early.  If they 
are in a hurry, they're not likely to turn back to deal 
with it. 
 
DO IT WHILE THEY'RE STILL A COHESIVE AUDIENCE... 
 
If you get your forms into their hands while the speaker 
is still talking, however, you have essentially a captive 
audience.  They will take advantage of boredom, the 
need to shift attention for a minute, et cetera. 
 
Normally they get passed back to me before the meet-
ing ends.  Of course, a few don't come back -- but most 
will. 
 
GRAB THE PODIUM TO MAKE ONE LAST PITCH... 
 
Once a break does arrive, or when your speaker com-
pletes his presentation, before anyone stands up, grab 
the podium and invite anyone who got a membership 
invitation to take care of that tonight -- and offer to 
collect his cash, check, or credit card payment ON THE 
SPOT. 
 
MAKE A PERSONAL PITCH... 
 
While handing the forms to your prospects, if you have 
an opportunity to say anything to them without being 
rude to the speaker, remember to avoid inviting them 
in a way they can easily say no to -- don't "ask" (i.e. 
"would you like to join today?").  Instead, make it an 
imperative: "we need you -- join today".  Close the sale! 
 
Once you have a donation from someone, you have es-
tablished that they are committed to the job we have 
to do. 
 
Close the sale!  Collect any forms people hand to you. 
 
DON'T FORGET "THANK YOU"... 
 
If it is a new member, say thanks, and welcome him by 
offering a handshake and a "welcome aboard!". 
 

If it is a renewal, say thanks, and offer a handshake and 
a "welcome back!" 
 
MAIL THANK-YOU NOTES... 
 
Be sure to send a personally-signed "thank you" letter to 
everyone who joined or rejoined.  Send it the very next 
day -- and include an offer to help them find some vol-
unteer work they might like to do. 
 
REMIT TO THE LPVA OFFICE... 
 
Once you get home, copy all of the forms and payment 
instruments (but remember the law -- don't copy the 
entire face of any currency -- just a corner with the 
number will do!) so that you will have a record that can 
re-construct the transactions in case they get lost in the 
mail. 
 
Send all payments -- cash, credit, check, etc -- to: 
 
 LPVA Membership Committee 
 PO Box 28263 
 Richmond VA  23228-0263 
 
FEDS: BE CAREFUL WITH CASH... 
 
SPECIAL INSTRUCTIONS FOR CASH PAYMENTS: Remem-
ber BCRA.  Donations have to come directly from the 
individuals who made them -- you are prohibited from 
"passing" donations through your own checking account! 
 
Instead, buy money orders for each individual donation.  
They're cheap at Wal-Mart (49 cents) and other places, 
not so cheap (but still reasonable) at the Post office.  
Place the money order with each membership form and 
mail it to the LPVA address above. 
 
VERIFY THE NATIONAL AND STATE STATUS IN A FEW 
WEEKS... 
 
Once you have confirmed all of your memberships made 
it correctly into the LP database (and do check EVERY 
LINE -- the staff at LPHQ is after all human, and they 
will make occasional data entry errors!), destroy your 
copies.  Burning or shredding will protect your mem-
bers' personal info such as credit card numbers and the 
like! 
 
NOW YOU'RE DONE... UNTIL NEXT TIME! 
 
You're done until the next meeting! 
 



TIP #1: MEMBERSHIP 

RECRUITING AND  

RENEWALS 
 
 
By Greg Dirasian, LP of MI 
 
In September, 1996, the LPM joined the National Liber-
tarian Party’s Unified Membership Plan. This enabled us 
to combine the membership rolls of both groups, mak-
ing members of either party a member of both parties. 
This change increased the membership of the LPM to 
over 1000 strong. 
 
This was done in part to make the renewal process 
more efficient and simpler. The National Party has a 
very high renewal rate and people will no longer have 
to remember which party they renewed with and which 
one they didn’t. From now on, all membership renewals 
at the state and national level will be handled by the 
national party. 
 
Unfortunately, due to varying local dues structures 
across the country, the national party is unable to so-
licit and process dues for local parties. Therefore, local 
parties will have to handle their own membership re-
newals. The LPM will be happy to assist you in whatever 
way possible. 
 
What the LPM is doing now: 
 
* All new members and inquiries are receiving letters 
asking them to join their local party. 
 
* All LPM membership applications allow for a "Tri-level 
membership" and for "County membership" 
 
* The state newsletters contains an application and a 
reminder to join your local party. 
 
* The names and contact information of all new inquir-
ies and members and any database changes are sent to 
each affiliate by the LPM Membership Clerk. Other in-
formation is available by request. 
 
--------------------------------------- 
 
What local parties can do: 
 
Renewing memberships: 

 
* Keep track of your paid membership. 
 
* Print a membership application in your local newslet-
ter. 
 
* Send renewal requests to members about two months 
before their membership is about to expire. This letter 
can be in the form of an insert in your newsletter mail-
ing. 
 
* Send a second letter just before their membership is 
about to expire. · 

 
* If they still do not renew, call them ask them to re-
new their membership and invite them to your next 
meeting or event. 
 
--------------------------------------- 
 
Recruiting new members: 
 
* Use the names of new inquiries from the LPM to send 
a letter or call them asking them to join and/or attend 
your next meeting or event. 
 
* Have a sign up sheet at all meetings for peoples 
names and contact information. A few days after your 
meeting have someone write or call any new people on 
the sign up sheet to thank them for attending the meet-
ing, answer any questions they may have and ask them 
to join the party. 
 
* Send each new inquiry in your county(ies) the next 
two issues of your newsletter. In each of these, insert 
letter printed on brightly colored paper asking them to 
join. Get mailing labels for these new names from the 
LPM Membership Clerk. 
 
* Hold an "Open House" meeting. This would be a meet-
ing geared specifically for LP newcomers and people 
interested in learning more about the party. 
 
>> You should find a speaker that can give a brief his-
tory of the party, explain the basic philosophic princi-
ples of libertarianism and answer questions about the 
party. 
 
>> This meeting should be held in an easy to find loca-
tion and probably at a different time than your regular 
monthly meeting since you want to get people to at-
tend who may not be able to fit your regular meeting 
into their schedule. I would suggest a weekend after-
noon. 
 
>> Send invitations out a month in advance to all mem-
bers and recent inquiries for your area. And follow up 
with phone calls the week before the meeting. 
 



TIP #2: THE REALITY 

OF MEMBERSHIP  

RECRUITING 
 
 
by Elias Israel <eisrael@lpma.org> 
 

THE QUESTION:  "Has the LP ever done any polling 
among the members that have not renewed?  If so, how 
did we go about it and what answers did you get?" 
 
We beat ourselves up about this topic far too much. 
 
In my experience with the cable industry, which pre-
dates my involvement with the LP, I learned that every 
cable operator in the country expects that if they do 
nothing to attract new customers, their current cus-
tomer base will shrink every month by up to 3%. 
 
Up to 3% simply vanish into thin air every month. Some-
times, they move away from the coverage area.  Some-
times, their budgets change.  Sometimes, their priori-
ties change. Sometimes, sadly, they move on to their 
divine reward. 
 
Cable operators were constantly looking for ways to 
reduce this phenomenon, which they called "churn".  By 
calling (as we do), by sending new and different "re-
newal" enticements (as we do), and by constantly trying 
to adjust their offerings (as we do). Bottom line is, you 
can't compress the churn much more than that. 
 
There may be a few more things that we could try to 
reduce our "churn", but in the end you can't please eve-
ryone and we shouldn't necessarily leap to the conclu-
sion that we're doing something wrong just because 
some folks will inevitably leave.   
 
Indeed, the argument about lapsing members tends to 
become yet another weapon in the ongoing factional 
fights.  Everyone seems to think that the things *they* 
hate to see done are the reason for people leaving the 
party.   
 
However, There simply isn't any evidence of this what-
soever, except possibly anecdotal evidence that more 
overall success would make people stay longer.) 
 
The only fix for all of this is to find new customers, or, 
in our case, new contributing members. 
 
That's why a solid and consistent membership-recruiting 
direct mail program is an absolute must. 
 
We must never stop looking for new participants and 
never stop trying to activate them to higher and higher 
levels of participation (including donations, volunteer-
ism, running for office, and serving in office). 
 
In short, the LP is already doing nearly all we can to 
conserve the number of members we have.  
 
But we should do much more to collect *new* members. 

 
Historical patterns say a lot about retention rates: 
 
1)  About half of the members who signed up for the 
first time in a given year will renew.  
 
2)  Of the members who have renewed at least once 
already, about 83% of those will renew in each year.  
 
It sounds a bit confusing, so here's a chart: 

 
Length of Membership            Chance of renewing 
    less than 1 year            0.5 
    more than 1 year            0.83 
 
-- end -- 
 



TIP #3: OVERCOMING THE 
'LIBERTARIAN DOUBLE 

STANDARD' 
 
 
by Marc Montoni 
 
Some Libertarians think that we are immune to the 
same rules of business that all of the other political 
parties, every other business, and every other nonprofit 
are forced to live under. 
 
There is some expectation that our fellow Libertarians 
to be more perfect than any other human beings that 
affiliate with any other enterprise.  Expecting perfec-
tion of other Libertarians is what causes some of us to 
have "dashed expectations" in every election.   
 
A person who refuses to moderate their expectations to 
match reality and human nature is destined to always 
be angry, and is likely to either resign or point fingers 
to "blame" others -- many of whom will be targets of 
that wrath **only** because they are trying as hard as 
they can to succeed and thus show up on the angry per-
son's radar. 
 
There is one activity that can substantially reduce the 
"churn" described above by Eli Israel: 
 
An active local group with interesting meetings -- AND -
- a dedicated membership chair to attend those meet-
ings and actively invite people to join or renew. 
 
I know it works, because it is the primary method by 
which I recruited around 250 new/renewal memberships 
now credited to my source code at LPHQ between 1999 
and 2001.  That's about 125 members a year -- ONE per-
son, doing it ALONE. 
 
Just by asking people! 
 
Between 100 and 150 people participate in LP local 
meetings around Virginia every month.  Many are not 
members, who are not invited to join.  Many are expir-
ing members, who are not asked to renew. 
 
Most of the other state LP's have the same problem. 
 
But look at the opportunity here: Those 100-150 meet-
ing attendees represent a "market" of self-identified, 
interested libertarians. 
 
If we do nothing to get them more involved, many will 
just "float away" because "they never hear from us". 
 
NO phone call, NO letter, and DEFINITELY NO email will 
EVER beat a personal touch: a warm smile, a hand-
shake, and a friendly "please join!" invitation. 

 
I've been on many scouting missions to the competition, 
and one area where they beat us hands down is their 
willingness to ask for support.  They do it at EVERY op-
portunity. 

 
SAMPLE EMAIL RENEWAL REMINDER 
 
From: Libertarian Party of Virginia Secretary@LPVA.com  
Subject: Libertarian Party Membership 
 
Hello! 
 
Your membership in the Libertarian Party is up for re-
newal!  I am certain that you won't want to miss an is-
sue of our terrific, feature-packed national LP newspa-
per, LPNews. 
 
The Virginia LP is starting on a membership drive this 
month.  We have some volunteers scheduled to begin 
calling lapsing members later this month.  If you’d like 
to help save them some work, renew before we call you 
by clicking this link: 
 
https://secure.us.com/cgi-bin/jwd3-cgi-bin/secure/lp-
payment 
 
It will take you to the main national LP renewal page. 
 
If you have any questions, please do not hesitate to re-
ply to this message. 
 
-- ______________, Membership Chairman 
   Libertarian Party of Virginia 
 

 
 
 

 
Marc Montoni, a Libertarian from Richmond VA, has 
served as the Membership Chairman for the Libertar-
ian Party of Virginia for many years; and in that po-
sition has personally collected over 700 new or re-
newal memberships between 1998 and 2010. 
 
See his blog at: 
 

http://FreeVirginia.blogspot.com 
 
 


