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AGENDA – 90 min 
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1. Leverage

2. Source

3. Engage

4. Invite 



1. LEVERAGE: Marketing Materials  
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1. LEVERAGE: Marketing Materials  
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1. LEVERAGE: Marketing Materials  
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1. LEVERAGE: Marketing Materials  
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Video on 
website: 

https://www.women-
presidents.com/mem
bership/become-a-

member/ 
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Member Benefits – by Country
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Find in CC manual – Recruiting 
section.

Start your search with the Quick 
Reference Guide for easier 
navigating. 



1. LEVERAGE: Marketing from Around the World  
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1. LEVERAGE: Marketing Materials  
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Chapter Info - SAMPLE
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What have you created that you 
could share with peers?.

• Member brochures / 
facemats

• Social post templates

• Event invites 

• Any other marketing 
collateral?



1. LEVERAGE Your Business Practices  
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What are you already doing in your 
own business that you could 
leverage for WPO? 



1. LEVERAGE Your Strengths 
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What does your Predictive Index 
profile (PI) or other personality tool 
say about how you should navigate 
sales? 



1. LEVERAGE 
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Mavericks, Promoters, Persuaders 
and Captains ranked highest.
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2. SOURCE – Where to Find Candidates 



SOURCE – Where to Find Candidates 
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AI Scrape 



2. SOURCE: Poll
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Member referrals

My own personal/professional network
Events I’ve hosted (e.g., panels, socials, 
L&Ls)
Events I’ve attended (e.g., awards, 
networking, industry)
Professional advisors (e.g., bankers, 
accountants, lawyers)
Sponsor or partners 
Research (e.g., Top 40 Under 40, Marketing 
lists, LI search, AI search, etc..)
Other – please note in chat 



2. SOURCE – Habits 

17

What are your daily or weekly habits related to finding 
qualified candidates?  

Share one thing you do consistently?



2. SOURCE: Finding Members…MANY OPTIONS
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☐ Ask Members for referrals 

☐ Tap into my own network to find candidates 

☐ Attend events where candidates are likely to be

☐ Befriend the competition

☐ Identify & activate ambassadors

☐ Research potential candidates

☐ Plan or host an event to bring candidates together 

☐ Develop a LI campaign

☐ Use my social media to share about 
WPO 

☐ Get a list of  candidates to contact 
(from WPO) 

☐ Meet with Sponsors/Partners 

☐ Align with complementary 
organizations

☐ Deepen familiarity with WPO tools & 
resources

☐ ADD YOUR OWN…



Homework: Your 60 – 90 Day 
Recruiting Plan 

Purpose: Outline a realistic recruiting 
plan with a goal of  15 + members.

Time Blocking: What days and times 
work best for you to focus on WPO 
recruiting? 

Day(s): Fri Times: 1:00 – 
4:00

19



1. Finance: CPA, Fractional CFO, Valuations, Wealth Advisor, Commercial Insurance, 
Benefits etc..

2. Legal: Corporate, M&A, Family, Wills and Estates etc.. 

3. People: HR, Recruiting, Leadership, Coaching, Training & Development 

4. Marketing, Advertising, PR 

5. IT / AI / Cyber Security 

6. Health & Wellness: Spa, Private Medical, Dental, Psychology/Therapy

7. Construction, Renovation, Interior Design

8. Retail, Food & Restaurant Services, Travel & Leasure  

SOURCE – Intentional Seats 
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3. ENGAGE: How to Connect with Candidates
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Cold Leads

ENGAGE – How to Connect with Candidates
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Warm Leads

ENGAGE – How to Connect with Candidates
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ENGAGEMENT: Track and Nurture  



3. ENGAGE: Sell what you have 
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• New chapter – sell the concept of  being a founding member 

• Small chapter – convey the culture of  the chapter, emphasize 
the intimacy and support

• Nearly full chapter – emphasize the rich experience and 
diversity.  Highlight that there are only one or two highly 
coveted spots left! 

Inclusive exclusivity 
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https://drive.google.com/file
/d/1nk7fNgT_VBRKtcZ1_o
tFk3xGFEBn6F27/view

INVITE – Sample Call with Candidate 

https://drive.google.com/file/d/1nk7fNgT_VBRKtcZ1_otFk3xGFEBn6F27/view
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https://drive.google.com/file/d/1nk7fNgT_VBRKtcZ1_otFk3xGFEBn6F27/view


27

INVITE – Recruiting Conversation Guide
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What activities resonated with you?

What will you do differently moving forward?

Commitments 
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