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What is most challenging for you in terms of  

growing your chapter(s)?

Recruiting Members 



AGENDA – 90 min 

3

1. Leverage

2. Source

3. Engage



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/



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: Social Assets
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https://docs.google.com/document/d/1

h-

B5bpRjm3GPZsGzHrrfqr5GDjv5ZNzf-

fVMaCt_y8U/edit?tab=t.fgox15t2095s

https://docs.google.com/document/d/1h-B5bpRjm3GPZsGzHrrfqr5GDjv5ZNzf-fVMaCt_y8U/edit?tab=t.fgox15t2095s
https://docs.google.com/document/d/1h-B5bpRjm3GPZsGzHrrfqr5GDjv5ZNzf-fVMaCt_y8U/edit?tab=t.fgox15t2095s
https://docs.google.com/document/d/1h-B5bpRjm3GPZsGzHrrfqr5GDjv5ZNzf-fVMaCt_y8U/edit?tab=t.fgox15t2095s
https://docs.google.com/document/d/1h-B5bpRjm3GPZsGzHrrfqr5GDjv5ZNzf-fVMaCt_y8U/edit?tab=t.fgox15t2095s
https://docs.google.com/document/d/1h-B5bpRjm3GPZsGzHrrfqr5GDjv5ZNzf-fVMaCt_y8U/edit?tab=t.fgox15t2095s
https://docs.google.com/document/d/1h-B5bpRjm3GPZsGzHrrfqr5GDjv5ZNzf-fVMaCt_y8U/edit?tab=t.fgox15t2095s


1. LEVERAGE: Marketing Materials  
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WPO spans 10 countries, 2,000+ members, and $143 billion in combined revenue of 

member companies.

From manufacturing to media, logistics to luxury, WPO members lead multi-million-dollar 

companies and meet monthly in confidential settings to discuss real business challenges — 

and leave with clarity.

Comment to find out more.

#WPO #WomenPresidents #WPOAroundTheWorld #WPO[insertCITY]

Post Graphics carousel

https://drive.google.com/drive/folders/1ch2e12FdM7Fc2VuV9xpNfmuf9dyfhR5g?usp=drive_link
https://drive.google.com/drive/folders/1dMkj9QTwSKytFqqpjI1N_bzA2cTOL2an?usp=drive_link


Chapter Info - SAMPLE
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What have you created that you 

could share with peers?

• Member brochures / 

facemats

• 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 Systems and Tools 
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• Streamline email through Quick Parts in 

Outlook or Templates in Gmail.

• Use AI to research candidates and draft 

materials.



1. LEVERAGE People: Region Leads, Chairs + Members
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Connecting with your RL, other 

chairs and members is an effective 

way to build your chapter(s).



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? 



PI Sales Profiles 
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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 – Habits 
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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 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 / Social campaign

☐ Use own 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…



1. Finance: CPA, Fractional CFO, Valuations, Wealth Advisor, 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: Commercial or Residential Renovation, Interior Design, Lighting

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

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



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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Cold Leads

3. ENGAGE – How to Connect with Candidates
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Hi [Name],

Congratulations on being honored in 2024 by the MSP Business 

Journal for [specific achievement]! It’s always inspiring to see 

women’s talents and achievements recognized, and I especially 

enjoyed learning that you [personalized detail about their work or 

accomplishment].

When I was growing my business, joining WPO (Women Presidents 

Organization) was transformative for me. I gained different 

perspectives, important information, and most of  all a community 

of  women I trust in both my vulnerable and ecstatic moments.

{Self  Intro}. I’d love to share a bit more about WPO if  you’re 

interested. Can we connect over coffee or zoom? Let me know what 

works for you!

3. ENGAGE – Cold Outreach to Award Winners
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Warm Leads

3. ENGAGE – How to Connect
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3. ENGAGE: Track and Nurture  
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https://drive.google.com/file

/d/1nk7fNgT_VBRKtcZ1_o

tFk3xGFEBn6F27/view

3. ENGAGE – Sample Call with Candidate 

https://drive.google.com/file/d/1nk7fNgT_VBRKtcZ1_otFk3xGFEBn6F27/view
https://drive.google.com/file/d/1nk7fNgT_VBRKtcZ1_otFk3xGFEBn6F27/view
https://drive.google.com/file/d/1nk7fNgT_VBRKtcZ1_otFk3xGFEBn6F27/view
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3. ENGAGE – Recruiting Conversation Guide
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What activities resonated with you?

What will you do differently moving forward?

Commitments 
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