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Contact Information

First Name: Jeff

Last Name: Losey

Title: Executive Officer

Company/Organization: Home Builders Association of Tri-Cities

Address 1: 10001 W Clearwater Ave

City: Kennewick

State: WA

Country: US

Zip: 99336

Telephone: 5097352745

Email Address: jeff@hbatc.com

Home Builders Association (HBA) Details

Association Name: Home Builders Association of Tri-Cities

Association Number: 4911

Website: www.hbatc.com

Membership Plan



Briefly describe how your HBA developed this membership plan. Detail who was
included in the development of the plan and explain how the plan is connected to other
HBA goals. (Scoring: Up to 10 points):

The Executive Officer and Director of Member Services have proposed transforming
the Membership Committee into a Member Appreciation Committee. This initiative
aims to continue attracting new members while also giving priority to retaining our
existing members.

What are the goals of the plan? Were the goals met? Please explain. If the goals were
not met, please explain the efforts put forth to meet them. (Scoring: If goals met, up to
10 points. If goals not met, effort is evaluated up to 10 points.):

Our goal is to maintain engagement and involvement of our current members in our
events, while also highlighting the advantages of their membership. The Director of
Member Services issues personalized invitations to new members, motivating them to
participate in events and programs that would be advantageous for them.

Explain how the membership plan is integrated into other association activities.
(Scoring: Up to 10 points):

Our membership plan is integrated into our association's activities by encouraging
active member engagement in networking events, general membership meetings, and
the Home & Garden Show.

Explain how the plan encourages the involvement from all members (builders and
associates; new and veteran members, etc). (Scoring: Up to 10 points):

We provide incentives to our members. We motivate them to recruit year-round by
awarding our top recruiter with $500 and bragging rights for the following year. Our
recruiter of the month is acknowledged on our reader board is seen by thousands of
cars each day and is in our monthly newsletter. The last recruiter is put on the roof and
anyone who joins without a referral goes to that recruiter. For example, we had 8 new
members join our association who were not referred by anyone to join so that member
who recruited last earned the 8 spike credits that month.

Describe how the plan incorporates both short-term and multi-year membership
development initiatives. (Scoring: Up to 5 points):

Our in-house touch program is designed to involve new members on a short-term basis
throughout the year. For our multi-year strategy, we aim to reinforce the advantages of
membership to our existing members, whether it be through regular membership
meetings or by including a reminder note with their membership renewal invoice.

Explain how the plan is balanced in its approach to both recruitment and retention
initiatives. (Scoring: If yes, effort is evaluated up to 15 points. If no, circumstances



evaluated up to 15 points.):

The membership appreciation committee is focused on retention while not giving up on
recruiting new members.

Explain how the plan includes and promotes the core benefits of the HBA and of the
state and national membership (the 3-in-1 membership). (Scoring: Up to 5 points):

Our semiannual Member Highlight event offers an extensive summary of the benefits
available to members at local, state, and national tiers.

Describe why this plan and its implementation is worthy of winning the NAHB Cup
Award for Outstanding Membership Achievement. (Scoring: Up to 10 points):

I believe we deserve this award due to our Director of Member Services' method of
onboarding new members, which involves taking the time to understand why they
joined and which benefits will be most advantageous to them, recognizing that not all
benefits are suitable for everyone. Additionally, our high retention rate plays a
significant role in attracting new members.
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Home Builders Association of Tri-Cities Membership Plan 

 

Membership Goals: 

• Increase membership to 600 members 

• Retention rate of 90% 

• New member engagement 

o In-house touch program 
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