
Buy-In from the Members
To get buy-in, the Music Director must be involved in presenting the new Strategic Path to the membership.  Active, fully believable commitment from the Director is mandatory for the strategies to work, as well as for the members to buy in.
The Pitch: 
Four points: 

· Vision: Guys, our chapter has the potential to become a vibrant, thriving organization—larger and more valuable for all of us than it is now.  

· Clear Single Focus: To do that, we’ve got to offer more wonderful fun and value for a man’s discretionary time than we currently do. 

· Hope: At the workshop we got some great new strategies.  They’re not difficult—they’re practical, and almost all are well-suited for our chapter. 

· Need: We really want to use them.  They involve every active member.  We need your buy-in—your willingness to be involved in new activities and new participative roles—to get this to work.
The activities and roles are easy to prepare and rewarding to do. 
Examples:
Activities:

· An amazingly fast song-learning method within the meeting format
· Mini-Group Breakouts—everyone gets to duet, trio or quartet with a coach

· Up-To-Speed Breakouts—newer members catch up on repertoire learning

· Training as a Director, Emcee or Coach within the meeting format

Roles:

· Listeners, Watchers

· Directors, Emcees  

· Audio, Visual, Entertainment and Cast Coaches

· Evaluators

Each regular meeting will be scripted and emailed ahead of time with the activities and roles listed.  

Q: You might ask, “What results can we expect?”  

A: In the near-term, our regular meetings will become compellingly attractive events—full of fun valuable ways to invest discretionary time. We will grow. In the long-term, our chapter will become a great organization that accomplishes its goals in great ways. 
What additional questions do you have?

We need a show of hands as to your willingness to be involved in these new activities and new participative roles—our new Strategic Path.  
There’s one last item.  When an organization selects a new Strategic Path, as we have just done, every corner of the organization needs to agree (covenant) to make decisions aligned with the Strategic Path.  The Covenant has two points:   

· We agree to create compellingly attractive value—value for members, value for our audiences and value for our outreach interests.

· We agree to perpetuate and popularize both the Barbershop performance style and our organization in the communities we influence.
[Formally adopt the Covenant.]

“Seek, develop, use and enhance the skills and talents of each member to such an extent that progress seems limitless.”
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