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January Program

Association Members
Must Become Evangelists

Wednesday
JANUARY 26, 2011

Building Officials
Update
Building Officials will be guests
of the Association for this
educational presentation

5:00 PM - Board Meeting
6:00PM-7:00PM - Networking
7:00PM - Dinner Meeting

...

Location:

Crowne Plaza
1601 Belvedere Road
@ Australian
West Palm Beach, FL 33406
Just west of the I95 Exit 69

...

For more info:

Ron Frano 655-5393
rfrano@pbcroofers.com
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by Ed Rigsbee, CSP

If you expect
your trade
association or
professional
society to
serve you well;
you must
become an
actively
engaged
evangelist for
your association. You must
bellow it from the rooftops; the value you
receive from your membership. You must
tell all your colleagues, competitors, and
suppliers why they too should become
members. It is your job to drive a continual
membership recruitment campaign. More
members, among other things, mean a
louder voice in legislative matters, more
programs to help you improve your
business, and better affinity programs.
A trade association or professional society
should be a wonderful, industry wide
strategic alliance enabling all stakeholders
to harness the collective strength and
thereby receiving the value they need. The
members that are actively involved as

functionaries in their industry should
be the ones driving an association, not
the paid staff and not the suppliers.
Your paid staff members already get
their benefit—a paycheck. Not to
diminish the roll of paid staff however,
there is a different dynamic between
the persons that ”pay-to-play,” members and associate members verses
the ones that are “paid-to-play,” the
staff. The times when the paid staff
experience this “pay-to-play” dynamic
is mostly if they participate at ASAE,
MPI, PCMA, etc. where they too are a
paying member.
The suppliers always get a huge
amount of value from participationnetworking with their customers.
However, it is you, the functionary
member that stands to gain the most
through participation. At this point I
must stop and be clear to you on the
idea that I firmly believe suppliers, or
affiliate members, should be able to
participate in your association and
should hold board positions. But, too
many associations are currently
addicted to the opiate of having their
suppliers do all the work of driving

(continued on page 3)

Opinions expressed in any of the articles submitted to the Shear Bull are not necessarily the opinions of the Palm Beach County Roofing & Sheet Metal
Contractors Association. The Shear Bull is a forum for those involved in the roofing industry including building officials & inspectors.
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Message From the President

CHAPTER OFFICERS
& DIRECTORS
Walt Millet
President

Regina Migliori Reed
Vice President

Daniel Stokes
Secretary

Tim Graboski

Welcome fellow members to 2011, a
new year with new opportunities. If
any of you are like me your glad
2010 is behind us. As president of
our association, I look forward to the
challenges ahead to not only survive
these tough times but to help the
members of this association prosper. We need to stick together as a
group and grow our membership to
help accomplish these goals. As we
all know, good things can happen
with larger numbers.

Treasurer/Past President

Ronald A. Frano MBA

Your President,

Executive Director

Walt Millet

BOARD MEMBERS
• Joe Byrne
• Tom Stevens
• Jon Milanese
• John Mulleavey
• Melanie Luikart
• Dave Lalone

Miami-Dade
County Approved
Top Notch is a Top Performer!
“TOP NOTCH” Assembly Detail
10’

• Superior Performance
• Corrosion Resistant
• No Penetrations
• Lightweight
• Ease of Application
• Dimensional
Accuracy/Consistency

4”

2-3/8”

Websites, Design & Online Marketing

We at Ridged Systems, LLC are proud to www.topnotchridge.com
bring you our unique ridge support made
of recycled plastic for roof tile systems. It
provides superior wind storm performance
and offers longevity to the roof.

561-276-9745
Made with
Recycled Material

http://www.VividMint.com

...continued from front page
their industry’s association. It is not their job—it’s yours! Your suppliers will happily do all the work, but by relinquishing your responsibility, you will only weaken your association.
What about the paid association staff? Sure, their job is to enable,
support, and encourage the membership. If a prospective member
calls or emails an inquiry, they are to instantly jump on it, get out
some membership marketing materials, and then forward the inquiry
to the volunteer membership committee to close the deal. If staff
does their job and does not function as a stumbling block or impediment, then there is no excuse—every inquiry should be converted to
membership.
However, if the paid staff is too busy doing the work that the volunteer leaders and their committees should be doing, then they will not
instantly jump on membership inquiries, and another potential
member is lost. Remember, more members mean a louder voice in
legislative matters, more programs to help you improve your
business, and better affinity programs.
Association board members always receive a higher level of value
from their association membership by virtue of their increased
engagement. This is the reason that I refuse to conduct my member
value process for determining the yearly sustainable real-dollar value
at board meetings in contrast to conducting the process at member
meetings. Board member numbers will always be higher. To become
an evangelist for your association, you must truly understand your
return on investment (ROI). When you are clear on the yearly ROI you
receive from your membership investment of time and financial
resources, you will want to shout from the rooftops.
For over a decade I have been traveling North America conducting
my proprietary member value process at association and society
meetings. I have NEVER found an organization to deliver less than a
2X ROI—many deliver 10X. One, the American Society for Quality,
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delivers 50X. While there may be an exception, my belief is that the
collaborative efforts of association members will always deliver
value—the challenge is that most associations really cannot quantitatively document the actual value they deliver. Unfortunately, that can
leave the perception in the minds of some members that their trade
association or
professional society is falling down on the job. While some organizations might, in fact, be falling down on the job—most deliver value
quite well.
I have always advocated that business is about results, not excuses; and
as such so should associations and its members. To get results, become
an evangelist for your association. For squeezing even more value from
your association or professional society membership, my recommendation to you:
1. Learn more about the services your association offers
and pledge to take advantage of the value for which you
are already paying.
2. Attend your association’s monthly meetings this year
—no excuses.
3. Volunteer for committees and events to do something
for the coming year.
4. Get to know your association’s paid staff as they can be
a stellar resource in times of need.
5. Commit to yourself that two days a week you’ll take only
a 45 minute lunch rather than your usual hour and a half. With
that extra time, you’ll call non-association members that are
involved in your industry and ask for the order—invite them
to participate through membership.
6. Do more year-round networking with the members of your
association. They truly are an invaluable resource in both
good and bad times.

For more articles on trade association and
professional society success, please visit
http://www.rigsbee.com/associationarticles.htm

________

Coatings, Maintenance and
Restoration Systems
Keith Borden, Tropical Roofing Products

Location: Crowne Plaza

1601 Belvedere Rd - West Palm Beach, FL 33406
(Corner of Belvedere & Australian)Directions: I 95
Exit 69 Belvedere Rd. Turn left onto Belvedere Rd.
Hotel is ½ mile on right corner

Ron Frano 655-5393
or email rfrano@pbcroofers.com

For more info:

......

http://www.pbcroofers.com/

Copyright © 2010 Ed Rigsbee.

-------------------------------------------As an internationally recognized speaker on partnering, Ed Rigsbee, CSP is the Chief
Member Evangelist at Rigsbee Research located in the Los Angeles, California metro
area. He has also authored two additional books on alliance relationships:
PartnerShift-How to Profit from the Partnering Trend, Developing Strategic
Alliances and The Art of Partnering. His articles are frequently published in business
magazines worldwide. He travels internationally sharing his insight on alliance
relationships through his consulting and keynote presentations.

Rigsbee may be contacted through www.rigsbee.com or
ed@rigsbee.com. To access helpful additional information from Ed
Rigsbee at no charge, please visit
http://www.rigsbee.com/downloadaccess.htm.
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Industry Websites
• ASTM - www.guidance-inc.com/~roofroof/
• American Consulting Engineers Council - acec.org
• American Institute of Architects - aia.org
• American Society of Civil Engineers - asce.org
• Building Officials Association of Palm Beach County www.boapbc.org & www.boapbc.org/links
• Cedar Shake & Shingle Bureau - www.CEDARBUREAU.org
• Construction Industry Management Council (CIMC) - www.cimcpbc.com
• Construction Specifications Institute - http://www.csinet.org
• Copper Development Association - http://www.copper.org
• Division of Workers’ Compensation - http://www.wc.les.state.fl .us./DWC/
• Florida Roofing, Sheet Metal & Air Conditioning Contractors Association
- www.Floridaroof.com
• Galvalume Sheet Producers - www.steelroofing.com
• National Roofing Contractors Association (NRCA) - http://www.nrca.net
• National Society of Professional Engineers - nspe.org
• Roofing Contractors Association of South Florida (RCASF) - www.rcasf.org
• Roofing Industry Education Institute
- http://members.aol.com/RIEIROOF/classes.htm
• Roof Tile Institute - www.rooftile.org
• Sheet Membrane and Component Suppliers to the Commercial
Roofing Industry (SPRI) - www.SPRI.org
• Sheet Metal and Air Conditioning Contractors’ National Association
(SMACNA) - http://www.smacna.org
• The Council of American Building Officials (CABO) - http://www.cabo.org
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CIMC 7:45 AM
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BCAB 2:00PM
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CILB 2:00PM
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General Member
Meeting - 6:30p
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FRSA Future Meeting Dates
January 27-29, 2011

Board of Directors Meeting
The Lido Beach Resort in Sarasota, FL

April 28-30, 2011
Board of Dirctors / Committee Meetings
Crowne Plaza Melbourne Oceanfront, Melbourne, FL

June 22-25, 2011
FRSA’s 89th Annual Convention & Florida Roofing & Sheet Metal Expo
The Peobody Hotel & the Orange County Convention Center, Orlando, FL

PBCR & SMCA Office and Phones
2101 Vista Parkway, Suite 4001
West Palm Beach, FL 33411
Tel: 561.655.5393 | Fax: 561.688.8807
pbcroofers.com | rfrano@comcast.net

Ronald A. Frano, MBA
Executive Director
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