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Briefly describe how your HBA developed this membership plan. Detail who was
included in the development of the plan and explain how the plan is connected to other
HBA goals. (Scoring: Up to 10 points):

The Northeast Oregon Home Builders Association (NEOHBA) membership plan was
developed by reviewing proven strategies from high-performing home builder
associations, with the Master Builders Association of King & Snohomish Counties
(MBAKS) serving as the primary model.

The plan was developed collaboratively by Reed Jassmann (Membership Committee
Chair), Shanna Escobedo (Executive Officer), Scott Smith (member) and Angie
Sullivan (member), who adapted MBAKS best practices to fit NEOHBA's regional
structure and membership needs. The plan was actively integrated into the
organization through the 2025 Spring Membership Drive and reinforced through
monthly meeting agendas and reporting.

The membership plan is connected to broader HBA goals, including membership
growth, increased member engagement, leadership development, and expanded
geographic representation. NEOHBA covers five large counties and a plan needed to
be developed to boost association presence.

What are the goals of the plan? Were the goals met? Please explain. If the goals were
not met, please explain the efforts put forth to meet them. (Scoring: If goals met, up to
10 points. If goals not met, effort is evaluated up to 10 points.):

The primary goal of the plan was to achieve at least 7% membership growth, while
increasing member participation in committees and leadership roles.

Additional goals included:

-Expanding recruitment into outlying counties
-Increasing builder engagement and trade participation
-Awarding at least one travel/IBS incentive

The plan exceeded expectations, achieving 22% growth during the Spring Membership
Drive—more than triple the original goal.

This success was driven by:

-Recruitment trips to outlying counties
-Builder-driven recruitment of trade partners
-Direct outreach to industry-related businesses

Explain how the membership plan is integrated into other association activities.
(Scoring: Up to 10 points):

The membership plan is fully integrated into the association’s ongoing operations and
programming through:

-Monthly membership reporting and tracking

-Formal introduction and presentations by new members

-Structured monthly meetings with private meeting space, food, and refreshments



-A dedicated 20-minute networking happy hour at the start of each meeting

-A two-phase meeting structure consisting of executive committee business followed
by general membership engagement

-Guest presentations, raffles, and interactive elements

-Virtual attendance options to include members from outlying counties

These consistent engagement opportunities reinforce participation and align with best
practices for ongoing member involvement.

Explain how the plan encourages the involvement from all members (builders and
associates; new and veteran members, etc). (Scoring: Up to 10 points):

The plan encourages participation across all member categories by focusing on
personal engagement and clear value communication. We prefer direct outreach and
personal phone calls to prospective members. There is regular encouragement of
participation in committees, leadership roles and all members. Other ways the plan
encourages the involvement from all members are:

-Regular communication of specific membership benefits

-Inclusive, engaging, and enjoyable meeting environments

-Opportunities for networking and business development

Additionally, the plan supports multiple “on ramps” for involvement, allowing both new
and long-term members to engage at various levels through meetings, networking, and
leadership opportunities.

Describe how the plan incorporates both short-term and multi-year membership
development initiatives. (Scoring: Up to 5 points):

The plan incorporates short-term membership development initiatives by enrolling in
the NAHB Membership Drive, holding monthly networking events, immediate
recruitment campaigns and outreach and new member onboarding and early
engagement.

The plan incorporates multi-year membership development initiatives through
demonstrating long-term ROI through cost-savings programs and benefits,
strengthening community involvement (e.g., student-built home program), encouraging
member-to-member business relationships and building long-term engagement
pipelines and leadership development.

These combined strategies ensure both immediate growth and sustained long-term
membership value.

Explain how the plan is balanced in its approach to both recruitment and retention
initiatives. (Scoring: If yes, effort is evaluated up to 15 points. If no, circumstances
evaluated up to 15 points.):

The plan maintains a strong balance between recruitment and retention by combining
proactive outreach with demonstrated member value.

Recruitment Efforts:



-Targeted outreach to builders, trades, and related businesses
-Expansion into outlying counties and underserved markets
-Leveraging builder networks for trade recruitment

Retention Efforts:

-Promoting cost-saving benefits through NEOHBA, OHBA, and NAHB programs
-Encouraging active use of membership discounts and services

-Providing consistent engagement through meetings and networking opportunities

By ensuring members experience measurable return on investment, the plan
strengthens renewal rates and long-term retention.

Explain how the plan includes and promotes the core benefits of the HBA and of the
state and national membership (the 3-in-1 membership). (Scoring: Up to 5 points):

The plan includes and promotes the core benefits of the HBA and the value of the
3-in-1 membership (local, state, and national) through:

-Promotion of exclusive cost-saving programs and industry discounts

-Advocacy at the local, state (OHBA), and national (NAHB) levels

-Access to education, training, and best practices

-Expanded networking opportunities across all levels of membership

-Enhanced industry credibility through NAHB affiliation

These benefits are consistently communicated in our promotion materials, during
recruitment, onboarding, and ongoing engagement.

Describe why this plan and its implementation is worthy of winning the NAHB Cup
Award for Outstanding Membership Achievement. (Scoring: Up to 10 points):

This plan and its implementation are worthy of winning the NAHB Cup Award for
Outstanding Membership Achievement because of the proven measurable results,
strong execution and long-term sustainability.

This plan:

-Exceeded Growth Goals: Achieved 22% growth vs. 7% target

-Proven Strategy: Successfully adapted MBAKS best practices

-Fully Integrated Plan: Embedded membership into all association activities
-High Engagement: Improved meeting structure, networking, and accessibility
-Regional Expansion: Active recruitment in underserved areas

-Sustainable Model: Focused on retention, ROI, and leadership development

Most importantly, this plan is actively implemented and delivering real, measurable
results in the Northeast Oregon Home Builders Association. It has strengthened
NEOHBA’s membership base, engagement levels and overall influence within the
housing industry.
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Committee Purpose

The Membership Committee is responsible for recruiting new members, retaining existing

members, and ensuring value delivery across all five counties.

Annual Responsibilities

Report quarterly to the Board

Mentor new members during first 90 days
Track county-level membership metrics

County Membership Targets

The targets below are realistic examples for a five-county regional HBA and should be

adjusted annually by the Board.

Recruit 6-12 qualified prospects per member annually

A current Oregon CCB license list should be pulled annually. To view the current CCB list

click here.
County Current New Members | Retention Goal Growth
Members (Est.) Target Strategy
Baker 14 +3 90% Builder
referrals &
visibility
Morrow 11 +2 90% Associate-led
recruitment
Umatilla 46 +6 92% Core events &
leadership
Union 18 +3 90% Rotating events
Wallowa +2 88% Digital &
advocacy focus



CCB_Active_Licenses_20260605.xlsx

NEOHBA Membership Recruiting & Retention Plan

Growth-Oriented Strategy | Five-County Service Area

1. Purpose
The purpose of this plan is to grow, engage, and retain a strong, ethical, and diverse
membership.

2. Strategic Membership Goals

e Grow total membership with intentional builder participation in all five counties.
¢ Increase first-year engagement and long-term retention.

¢ Expand geographic equity so members in outlying counties

receive consistent value.

3. Five-County Service Commitment
NEOHBA serves Baker, Morrow, Umatilla, Union, and Wallowa Counties. All membership
strategies and events will reflect our commitment to our five-county service area.

4. Recruitment Strategy — County-Based
Recruitment will be relationship-driven and tracked by county. Membership Committee
members will act as county representatives.

5. Engagement & Retention for Outlying Counties
NEOHBA will deliver value to members regardless of distance through hybrid meetings,
rotating event location and traveling to those counties.

6. Digital Strategy
Digital tools will amplify in-person relationships. The website, email campaigns, and
social media will highlight

7. SWOT Analysis — Growth Focus

Strengths: respected builders, strong bylaws, workforce programs.

Weaknesses: geographic distance, limited staff capacity.

Opportunities: rural advocacy leadership, workforce pipeline, digital engagement.
Threats: economic cycles, member time constraints.

8. Student Built Home Program
The Student Built Home Program is a five-county workforce initiative supporting career
pathways for students, member engagement and trade networking.



9. Governance & Accountability
This plan aligns with NEOHBA bylaws. The Membership Committee reports regularly to the
Board.

10. 12-24 Month Implementation Roadmap
Phase 1: Strengthen onboarding and committee recruitment.
Phase 2: Expand county outreach and digital engagement.



Implementation Checklist
Membership Strategy Execution

Immediate Actions (0-30 Days)

* Distribute adopted plan
» Schedule Membership Committee orientation
* Load county dashboard template

Ongoing Responsibilities

* Track recruitment and renewals by county
» Support onboarding and mentoring
* Prepare quarterly board reports

Annual Review

 Evaluate growth targets
* Adjust strategy as needed
 Support leadership transition
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