
 

 

MEMBERSHIP GROWTH FUND PROPOSAL      21 JUNE 2018 rev 24Jun2018 

Objectives 

• Drive membership growth as a number one priority. 

• Provide meaningful support for successful new member creation where it happens.   

• Reward concrete performance by clubs and teachers.   

Current Situation 

• Membership growth is below census growth rate for the 50-85 year old target age range (0% vs 2-4% Census).  

This means we are losing share of the target audience. ACBL Membership should be growing by 3,340 to 6,680 

new members per year to keep pace!  

• The current ACBL financial model makes meaningful support for local recruiting very difficult – we need a new 

affordable source of funds.   

• Clubs and Teachers are frustrated with the reduction in CAP funds and the growing belief that the Board of 

Directors and Management can offer no meaningful help toward the rising cost of recruiting and running their 

business. The number of viable clubs in the ACBL continues to decline.   

• There are many pockets of successful membership growth.  We need to weed where we fail, and seed where we 

grow.   Making recruiting success visible might create friendly competition throughout the Zone.   

Proposal 

This proposes the ACBL create a MEMBERSHIP GROWTH FUND supported by a +$1 per person charge across all ACBL 

sanctioned bridge activities.   This fund will reimburse teachers and club owners for new full members only.  This fund 

may not be used for supporting other bridge related activity of any kind.  This augments but does not replace CAP.  

DIscussion 

The fund will disperse a known fixed amount (fair share) for every new FULL Member sponsored by a teacher or club.  

The teacher or club will be able to petition for reimbursement for advertising or promotion activities aimed at recruiting 

new players approved by the ACBL or by their Unit targeting new players, new members and bridge classes (ads for 

current club games do not qualify). The limit available to any one teacher or club is the number of full members times 

the fund factor (+$1 for GROWTH/number of sponsored new members).  With 100% participation such a fund would 

have raised over $10.7MM in 2017.  Given about 11,000 new members in 2017, that means a total of $976 per recruit 

would have been available under this plan.   

We recommend a 5-year trial to create a constant drumbeat of effective advertisements and to give sufficient time to 

prove the efficacy of varied approaches to recruiting new full members.   

Key Elements  

1) All ACBL sanctioned bridge games will collect an additional $1 per person (for up to a period of 5 years). This $1 does 

not count toward the club/sectional/regional/NABC proceeds.   

2) These monies will be kept in a MEMBERSHIP GROWTH FUND, separate from all ACBL operating accounts and used 

for supporting membership growth only. 

3) The ACBL Board of Directors and ACBL Management shall not attach any purpose or method to these funds except 

what this fund is created to serve.   

4) The ACBL will manage the funds according to an agreed process. 

5) All new members who credit a teacher or club will cause the teacher or club to receive their fair share of the fund.   

6) A fair share is deemed to be $100 per full member recruited or 10% of the Fund/Full Member ratio (aka fund ratio) 

whichever is smaller.  The fair share shall be paid on registration of the new member.   



 

 

7) Said Teacher or club shall be able to claim valid advertising expenses up to but not exceeding the total number of 

full member recruits times the fund ratio.  Claims require receipts proving the expenses.  The advertising 

reimbursement must await the end of the year and the fund’s total performance.   

8) Any CAP reimbursement for the same campaign or event reduces reimbursement from this fund dollar for dollar.  

No double dipping.  CAP remains as support for clubs and teachers where recruiting results are sparse.   

9) Total compensation may NOT exceed the number of full members times the fund ratio.   

10) New full members not claiming a club or teacher sponsor will not count in the fund ratio calculation. 

11) Temporary memberships and returning lapsed members are not eligible for this reimbursement.  Temporary 

members who convert to full members are presumed to have the same sponsor and accrue on the effective date of 

their full membership.   

12) Any funds not spent in a given year are rolled over to the next year’s fund. 

13) A year shall be the calendar year starting January 1 and ending December 31.  

14) Any funds remaining after this program closes shall be distributed to clubs and teachers by the same process year on 

year until the funds are exhausted.   

15) Accounting oversight shall offer transparent MEMBERSHIP GROWTH FUND management reports to members, clubs 

and teachers.  “Who earned what” will be published at the end of every year.  All monies will be accounted.   

16) ??Do we need to include a requirement that the new full member play some number of times?? 

Here is a pro forma example (estimating table counts for Sectionals and Regionals) that shows what might be possible.   

2017 Activity Count +$1 for Growth Comment 

Club Tables 2,250,000 9,000,000  

On-Line Tables 400,000e 400,000 Robots, 1 Human player  

On line Tables 950,000 3,800,000 Corrected by Uday Ivaturi.  Thanks, Uday!! 

Sectional Tables 
1009 x 150 avg tables 
 

151,350e 600,000  

Regionals 
138 x 1100 avg tables 

151,800e 600,000  

NABC Tables 
KC    8,691 
ON 13,289 
SD  11,747.5 

33,727.5 135,000  

 TOTAL $10,735,000 Gross Fund for Clubs & Teachers Advertising 

Clubs 2854   

Units 295 $540,000 Unit share of dues 

Districts 25   

TEACHERS??? ???   

Classes???    

New FULL Members ~11,000 $1282 
or 

$14.1MM 
11,000 

Aka the fund ratio     

Advertising bounty for New recruited members on proof 
of ad expenditure.  Minimum disbursement is $100 (or 
10%).  The Balance of $876 would be available for ad 
reimbursement with a valid receipt on an ACBL approved 
ad for bridge classes or recruiting new players at year end.   

New Trial Members None None $5 rebate per person as per program.   

Eligible entities Clubs  ACBL Headquarters, Units and District may not participate 
in this program – the clubs and teachers they serve are the 
targets for support.   

 Teachers  

Where “e” denotes a placeholder estimate subject to accurate data form the ACBL for 2017.   



 

 

 

Options to increase financial support for new members 

1) Units contribute all or part of their 11% of the membership dues to the fund for the length of the trial (5 years)  

2) Regional Tournaments contribute 10% of their proceeds to the fund 

3) Sectional Tournaments contribute 5% of their proceeds to the fund.   

4) Wealthy Units and districts can contribute 5-10% of their cash assets toward a 5-year seed for the program. 

5) Units and Districts should develop affordable compensation plans for teachers and club owners who lose 

business because of a regional or sectional tournament.   

6) Outside commercial sponsors 

7) Contributions from the Professional Bridge Players who want to make a tangible difference.  

8) Unspent CAP funds budgeted by the ACBL can go to next year’s MEMBERSHIP GROWTH FUND.   

This MEMBERSHIP GROWTH FUND cannot simply shift monies to clubs and teachers to cover expenses.  The reward 

must be for performance, and the performance we want to enable is membership growth. Non-performing expenses 

will NOT get reimbursed.   

Abusing this program will be subject to ACBL CDR remedies.   

Possible Objections Mitigation Plan 

Players: I don’t want to spend $1 more to 
play 

Help players understand that these funds are special and target 
membership growth in a new way – one that supports local results with 
meaningful benefits.  To this end we hope to raise $14-15 MM to 
support local success.  Note, all monies collected will go to clubs and 
teachers with no hold-back.   

Clubs: I’m a small club and advertise, but 
my market doesn’t provide me with new 
member candidates. 

Your advertising support comes from a different ACBL program called 
CAP.  That hasn’t changed. 

Teachers: I want to teach bridge to people 
so they learn the game and fee confident.  
This seems to rush people to membership 
before they are ready 

People learn at different rates.  We hope this will encourage you to offer 
benefits of ACBL membership in a very positive light to your students, 
and to encourage them to play in games suited to their level. 

Any: What?  Higher prices?  I haven’t heard 
anything about having to pay more for 
bridge!! 

The ACBL Management Team will help bring this program to life by 
promoting it on the website and in the bulletin as long as it takes to help 
people see that this fund is necessary to grow memberships. 
 
Clubs and Teachers have a role in helping players and students 
understand the need for the GROWTH FUND.   

Club/Teacher: Newspaper ads to nothing in 
my area.  I do better with Facebook, 
MeetUp, and mailed post cards.  How can I 
get reimbursed. 

For every full member, you qualify as long as the ACBL Marketing 
Department has approved your approach, message, and you can provide 
a receipt(s) for costs appropriate for recruiting efforts.  You must show 
results.  You MAY NOT double dip – CAP monies will be accounted for 
and reduce your reimbursement under this plan.   

 

We believe the foreseen objections are easily managed if the Board of Directors and Management consistently back the 

purpose and method of this FUND.  

May we have your agreement to proceed?  If approved, ACBL Management will draw up the standard operating 

procedure for collecting, dispersing and reporting funds and their effectiveness.   

Submitted Respectfully, 



 

 

Steve Moese, Chair – Board of Governor’s Teacher and Club Owner Committee 

K082411 

 

 

Comments and Concerns from:  
https://bridgewinners.com/forums/read/clubs-
and-teachers/proposal-acbl-membership-
growth-fund/   

Possible Mitigations 

I could raise the price myself $1 and use the 
money on my own business 

True.  
But this focuses on promoting new members Zone wide.   
You could always have raised the table fees to grow your business 
but you aren’t doing that because the marginal gain is less than 
what you spend.  We want to help make creating new members 
MORE ATTRACTIVE.  The current approach yields zero growth and 
leaves no support for membership growth.  Growth costs money.  It 
has to come from somewhere and the big numbers are in the club 
and online table counts. Are we happy where we are? 
 

Business needs are very local.  We just invested 
in a system to manage contacts for bridge 
players who are not members in our area.   

The ACBL has a new Customer Relations Management system.  
Tracking potential new customers should be done there for the 
clubs and teachers to use.  Perhaps we make that happen. 

People will simply not play or not come if we 
charge them $1 more.   

Perhaps if all players knew and understood that the extra funds 
meant more members over time they would be more obliging.  See 
P. Cuneo’s proposal to the BoD for Atlanta – includes extra 
masterpoints ® for MGF games 

I can’t trust the ACBL to manage a fund this big 
for us. 

Full transparency and no administrative costs attached means all 
funds collected will go directly to clubs and teachers who recruit 
new members.    

We do a lot of things to engage new players at 
our club before they become members. 

Great! Continue doing them!  You earn the reimbursement when 
they join the ACBL.  Perhaps we need to make that when they 
renew their membership.   

An extra $1 is a lot of money.   Card fees range from free to more than $23 for club games.  The 
marginal impact will vary.  The purpose is the same however. 

Advertising doesn’t work.  We use hard work 
and many personal contacts to create new 
players who eventually become new members.   

We need to include costs of valid marketing activities including 
promotions and special events.  This would be where the Unit 
might be a better way to validate that activities occurred and the 
costs are properly stated.   
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