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Charter Society members are asked to give $1,000 to the station each year.  It is an annual decision they make.  Some of them give $1,000 each Drive.  Matching corporate monies are counted as part of the $1,000 (for instance IBM, Monsanto).  The University has a $10,000-donor group and Charter Society membership applies towards it.

Initial Setup:

Working with our Development Director, we first identified 10 couples that we thought could form a core group to get things underway.  We identified 10 because we wanted 6.  And we got 6.  We met with each of the 10 couples over lunch (trade-out lunch).  We explained our ideas and what their role would be.  

We expected this core group to:


identify their friends and peers who would also be interested in joining


draft a letter from the core group to this group giving them information and telling them that an invitation would be on the way


follow up with segments of the invited group after the invitation went out.

The core group was then hosted at a breakfast to “draft” the letter.  In actuality, the Development Director and I wrote a letter that they then approved.

Step One: Print Materials & Follow Through
In the meantime, the Development Director and I “invented” a booklet explaining the Charter Society and giving a little history of the station.  Along with that, we invented an “acceptance card” and return envelopes to match.   We wanted these coordinated pieces to be expensive-looking.

The Core Group sent out the first letter.  It went out to about 100 people.  KUMR then sent out the invitations to join a week later.  We heard immediately from  4 who accepted.  The rest got either follow-up letters or phone calls from their friends in the core group.  We coordinated the phone calls and letters.

That first year we ended up with 12 members, all of whom renewed the following year.

Step Two:  Stewardship
During the year, the members received free day sponsorships, recognition in our Program Guide, invitations to two special events just for them, special seats at a benefit concert we gave, and mailings from me on a regular basis on subjects I thought would interest them.  (Keeping in touch with 12 was imminently easier than stewarding the 41 we now have!!!!  But I still send things out regularly).

When a person joins the Charter Society here’s what happens:


They get a $40 all-white arrangement of fresh flowers from a trade-out florist


They get a personal letter from me, welcoming them and again laying out all their benefits


They get put in the Program Guide and on our website


Their names get entered on a special list I keep in my office for constant reference


They receive another letter from the Chancellor of the institution thanking them.

When Fund Drive time comes around, if it’s time for renewal, they get a personal letter from me, not the usual bulk letter.

I also have special Charter Society note cards that I use to personally hand write things to them.  For instance, we recently started streaming our audio, so I sent each of them a hand-written note telling them to check out our website.

Special Events:  

When Marketplace broadcast from here for a week, we had a “Breakfast with Brancaccio” for our Charter Society members


When the St. Louis Symphony comes here to perform, we do a post-concert supper with the Concertmaster addressing the group


We’ve had a Humor Expert give a talk on Prairie Home Companion and Car Talk.  We called it “Rx: Laughter” and had “medicinal” cheesecakes and coffee


We’ve had a garden party complete with jugglers and string quartets.

Examples of mailings:  


(For the classical music members) an article on the discovery of the Neanderthal flute.  

Information about member preferences at the station.


Met Opera program guides. 


The occasional CD that crosses my desk, or the extra T-shirt. Cassettes of special locally produced shows


I do semi-regular letters sharing news of the station and giving them the “inside track”.  I tell them it’s the “inside track”.

Annual Growth:
Each Drive, I identify 10-20 prospects for Charter Society and send them personal letters inviting them to join.  Of the ten we usually receive 3 acceptances.

