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Objectives

1. Participants will be able to 
identify the key elements of a 
marketing strategy.

2. Participants will review examples 
of messaging for different market 
segments.

3. Participants will learn about the 
use of market research in 
developing a marketing strategy.

4. Participants will learn about the 
recruitment efforts of recent CSGSS 
events.



The Problem

❏ It is difficult to fill conferences and increase center membership and 
engagement

❏ Many center members have been involved for years
❏ Many conference members are repeat attendees
❏ We believe many would benefit from attending a GRC but are not being 

reached or the outreach is not resulting in engagement
❏ Much of the marketing and recruitment for GRCs falls on the Directors and 

conference staff



Our Vision

❏ Actionable feedback about 
how to apply creative and 
innovative  approaches to 
group relations conference 
marketing. 

❏ Commitment from AKRI & 
other affiliates to work together 
on implementing these 
approaches.



Marketing of Recent CSGSS 
Conferences: 
Successes & Challenges



Weekend Conference 2023: 
Successful Strategies
❏ Asking past CSGSS Directors to invite their memberships 
❏ Offering deals to specific groups
❏ Inviting members of Director’s past conferences
❏ Using contacts at Harvard & BGSP
❏ Posting on personal LinkedIn accounts



Weekend Conference 2023: Takeaways
❏ Importance of maintaining a database
❏ Unclear how much effort came from outside the Director/conference staff
❏ Despite full recruitment, conference barely broke even due to the number of 

discounts



Residential Conference 2024: Takeaways

❏ Marketing consultant not involved directly with residential conference
❏ Different market than the weekend conference
❏ Higher cost of entry may have contributed to significantly smaller 

membership
❏ Institutional relationships are key to sustaining in person residential 

conference work; difficulty of maintaining these over time (i.e., contact people 
change, institutional support waivers, only able to commit to biannual 
attendance)



Engaging External Help to 
Develop a Marketing Strategy



Working with Taproot Foundation

❏ Taproot Foundation helps “mission-driven organizations amplify their impact 
by mobilizing skilled volunteers to advance resource equity.”

❏ Submitted project
❏ Interviewed two candidates and selected one
❏ Board point person interacted with Gail and arranged board contact and 

project steps
❏ Determined scope of project



Scope of Taproot Project

1.Identification of target markets and marketing channels
2. Review of current marketing materials and nonprofit literature
3. Interviews of board members and event leaders
4. Surveyed membership (online) and weekend conference attendees (paper) 
5. Brainstormed basic messaging for each market segment to develop a one page 
marketing strategy document
6. Marketing calendar framework



Target Markets

❏ Existing participants in GR
❏ Psychology graduate students
❏ MBA students or students in other programs
❏ Corporate or other organizational leaders
❏ HR/OD professionals
❏ Therapists
❏ Members of DEI groups
❏ Therapists/social workers
❏ Organizational consultants







Member Survey

1. Demographics (optional name, occupation, organization/company)
2. How long have you been a member of CSGSS?
3. How did you hear about CSGSS? (another organization, friend/colleague, other)
4. Are you a member of any other group relations organizations? (Y/N?
5. How did you get introduced to group relations? (educational requirements, colleague 

recommendation, advertisement through another organization, internet keyword search)
6. Have you attended any CSGSS events? If yes, how many? If no, why not?
7. Would you be interested in a monthly newsletter? (Y/N) If yes, what topics/content would you 

be interested in?)
8. How do you look for organizations that study and practice group relations like CSGSS that 

you would like to join? (internet search, ask friends/colleagues, other)



Post-Conference Survey
1. How did you hear about the conference?
2. Why did you attend the conference?
3. Was your attendance related to work? If yes, please explain.
4. Why are the interactions within and between groups of interest to you?
5. What hurdles did you encounter in registering for or attending the 

conference?
6. How could they have been better addressed?
7. Aspects of the conference you liked/appreciated
8. Aspects of the conference to change/improve
9. What factors would you consider in attending another GRC?
10.Are you a CSGSS member?



What is a Marketing Strategy?

A business’s overall 
game plan for reaching 
prospective consumers 
and turning them into 
customers of their 
products



One Page Marketing Strategy



Brainstorm



Brainstorm (cont.)



Gail’s Recommendations
1.  Develop "main messaging" for each segment to be used in channel 
communications (using draft messaging from group brainstorm)
2. Revise website:

- Revise homepage to better communicate what the org is and does (use  
photos/videos if possible to humanize)

- Create a page for each target audience
- Use simple language on the homepage
- Use photos and videos to make the site more engaging
- Include some history and how the center is evolving
- Get testimonials from members and attendees to use on 

website and in marketing materials



Gail’s Recommendations (cont.)

3.  Create social media accounts (LinkedIn and Instagram)
4. Develop a plan to partner with universities' graduate programs
5. Create a blog or newsletter to 1.) keep the website fresh 2.) engage the 
audiences on a regular basis (see topic suggestions from member survey)
6. Create a referral program for current members and event attendees



Barriers to Reaching Populations “New” to GR

● Uneven consultant training on identity issues
● Group relations methodology rooted in white supremacy
● Would be helpful to assess community needs rather than 

“selling” them on group relations
● Not seeing community reflected in consulting team
● Financial barriers



Discussion Questions:
● How can we use marketing tools to reach new audiences for 

group relations work?
● How can AKRI affiliates and conference directors collaborate 

to address recruitment concerns?
● What barriers do you perceive to making conferences 

sustainable in the next 20 years?


