Communication Strategy – Prospective member brochure
	Terms
	Questions
	Responses

	RATIONAL 
AIM
	What is the intent or practical goal of the communication?
	· To motivate people to write a check and join TTN

	EXPERIENTIAL 
AIM
	What is the inner impact and the overall experience of the reader/receiver?
	· I will be part of a great organization that will benefit me both personally and professionally

	TARGET 
AUDIENCE
	What group would we like to reach?
	· ICA certified ToP facilitators
· ToP trainers

· ToP methods users on either journey of the above – by personal definition

· ToP course grads (“sparkplugs”)
· MToP participants

· PJD guides
· ICA staff and board



	DESIRED RESULT or ACCOMPLISHMENT
	What are our specific, measurable accomplishments?
	· Recipients will be motivated to join TTN

	SUCCESS

INDICATORS
	What will be different as a result of participants having this information?
	· Higher percentage of those we train will become active participants in “the transfer of excellence in ToP”

	SPECIFIC 

NEEDS
	What are their specific information needs?
	· To understand the benefits and responsibilities of TTN membership

	RELEVANT OFFERINGS
	Which communication tools speak to those needs? What messages would most useful to this group?
	· A membership brochure or flyer
· Messages – why they want to become a member, benefits, why TTN is a value to them, personally and professionally

	BENEFICIAL OUTCOME
	How will participants have benefited from receiving this information?
	· Access to ToP wisdom and experience through on-line interchange with TTN colleagues 

· Opportunities to network with other TTN members for professional development and client engagement.

· Participation in an organization uniquely designed to support the transfer of excellence in ToP and its work in the world

· Opportunity to experience a variety of individual facilitation styles and methods on line and face-to-face

· Opportunity for input and engagement with TTN Task Teams and the TTN Leadership Team

· Reduced rates to TTN membership meetings and conferences

· Access to TTN “Members Only” tools and resources 

· Listing your TTN Membership as a professional affiliation on your resume. 

	CONTACT 
METHODS
	What are all of the ways to reach us? Who and how to call, e-mail, web?
	· Leadership Team contact info

	CALL TO 
ACTION
	What are we asking participants to do? What action are we asking that they take? 
	· Write a check and fill out the membership application form

	BOUNCE 
BACK
	What is their incentive to act? 
	·  (see benefits list)

	FIT AND MIX
	What vehicles are we certain will reach these customers and is appropriate for our image?
	· Flyer?  Brochure?

	REPETITION
	How many times will this occur? 
	· Have available at all trainings, conferences, etc.

	AFFORDABILITY
	Do we have or need resources to execute this communication?
	· ???
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