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LOYALTY SURVEY
Remember way back in June when you were bombarded with requests to complete AAOE’s newest survey, the Loyalty Survey?    Well, the results have been tabulated by Loyalty Research and it’s all good.    Good, not only because we received high marks overall as an association, but good because our membership told us what we needed to hear---some areas need tweaking.    

Loyalty Research Center (LRC), who undertook this survey project for AAOE, reports that the AAOE’s loyalty profile is the strongest they’ve seen in their 16 year history of performing surveys for organizations.   Our members also view us as “the premier management association for orthopaedic executives.”  The responses also indicated that money spent on AAOE membership was perceived as appropriate (9 out of 10 responses were “Excellent or Very Good”).  All loyalty-type stats were noted by LRC as the strongest they’ve seen.   

So, with these positive and superlative responses from the membership, we can surely rest on our laurels and infrastructure for at least a few years, right?  Probably not!  Since we live in the world of constant change and planning for the unknown, AAOE will be doing just that.

Going forward, this survey told us that there are two types of segmentation which may be important for AAOE to consider:   tenure in the profession and needs-based.   Individuals who are new to the profession (less than 5 years) have a different set of needs than those in the middle or end of their careers.   

 As you might expect, the Annual Conference has the strongest impact on engagement/loyalty of any of the “actionable” variables of AAOE, however slightly more than half the respondents who have been in the profession less than five years have never attended.    These reasons are cited:   Location, cost and date.    The other segment - in the profession over 5 years - cite educational offerings, speakers, etc., as being strong drivers for conference attendance, along with price and networking opportunities.   Few respondents were able to provide specific suggestions for improving the conference however comments did include improvements to the way networking sessions were conducted and adding more specific topics.   ALPS (AAOE Leaders in Practice Success), our mentoring program, is also reported as a strong driver of loyalty and then engagement, even though there were fewer numbers from those who have actually participated with ALPS.

Wait for it….   the Listserv rates only as moderate impact on engagement and loyalty.  Although I was quite surprised at this since I ‘live’ daily in the listserv, that doesn’t mean it’s not important, however.

As you might have guessed, a website is typically a challenging piece of its communication strategy.  While AAOE’s website is rated as only a moderate driver of engagement and loyalty, it is still a critical communication and education tool.   Feedback from you, the members, tells us that this is an area that needs improvement both in ‘user friendliness’ and maintaining up-to-date information.   

Lastly, we learned something that we probably did not need a survey to tell us, and that is that our AAOE staff is doing a superb job  Addy and the crew are more than meeting our members’ needs and kudos need to be handed out.  This comes on the heel of moving the organization to another state, hiring a new staff and scarcely missing a beat!  Please let the staff know how much you appreciate them and how they make a difference to AAOE.

Vivian Ransom, Chair

Needs Assessment Committee   
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