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Introduction
record 450 council 
and chapter leaders 
and their spouses 

from seven state councils and 
90-plus chapters attended 
MOAA’s Southeast Regional 
Chapter Leaders’ Symposium, 
held Sept. 4-6, 2014, at the 
Hyatt Regency Jacksonville 
Riverfront in Jacksonville, Fla. 
The symposium is held in one 
of four regions each year. 

National President Vice 
Adm. Norbert R. Ryan Jr., 
USN (Ret), welcomed attend-
ees and thanked them for their 
service to MOAA and their 
communities during an infor-
mal dinner Thursday night, 
which was cohosted by USAA.

The next day, leaders at-
tended several general sessions 
where they learned more about 
national MOAA’s services and 
products, legislative goals, 
marketing and membership 
initiatives, and efforts to strengthen the council and chapter 
system. Delegates also attended breakout workshops where 
they discussed common recruiting and retention challenges, 
shared best practices, and brainstormed new ideas. 

Council and chapter legislative chairs and liaisons 
attended a new workshop on how to strengthen and 
improve their grassroots advocacy efforts. Participants 
shared best practices, discussed state-level legislative ef-
forts, and gave recommendations on how national MOAA 
might better assist them with their advocacy efforts.

“All the information was new to me, and I did a lot of 
listening,” says first-time symposium attendee Maj. Bill 
Howerton, USA (Ret), legislative chair for the Atlanta 
Chapter. “I discovered there were all kinds of tools avail-
able through MOAA that I could use to help with our state 
and national legislative efforts.”

Ryan gave the keynote address during the formal dinner 
Friday night and thanked participants for joining MOAA 

and continuing to serve their nation through the many 
community-service projects their affiliates undertake. 

“If our nation has a weakness, it’s that too many citizens 
and, frankly, too many of our military members, once 
they retire, they decide to go to the sidelines,” Ryan said. 
“But all of you have chosen not to be on the sidelines, and 
you’re continuing to serve. You’re making an enormous 
difference, both at the national level and with what you’re 
doing at the local level, and we’re very, very grateful for 
your leadership.” 

The following day, Lt. Col. Shane Ostrom, USAF (Ret), 
deputy director of MOAA’s Transition Center, held a ben-
efits information briefing for spouses. During a general 
session, participants also shared their findings on how to 
recruit and retain more members and improve their affili-
ates’ legislative programs. 

Leaders are asked to review this material and use it to 
improve their councils and chapters. 

National MOAA President Vice Adm. Norbert R. Ryan Jr., USN (Ret), welcomes partici-

pants to the symposium, thanking them for their local leadership.
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Chapter-Management 
Workshop

ouncil and chapter presidents and vice presidents 
attended a chapter-management workshop to learn 
about the services and support national MOAA 

provides to its affiliates. Participants also exchanged ideas 
and discussed best practices and management techniques. 

Importance of Chapters
The grassroots support provided by council and chapter 
members helps pass legislation. Legislators listen to their 
constituents, and participants should forge relationships 
with their elected officials and members of their staffs. 

Council and chapter leaders also were thanked for acting 
as ambassadors in their communities, as they worked to 
educate others about MOAA and bridge the gap between the 
military and civilian sectors.

Chapter Organization 
The Council and Chapter Policies and Procedures Guide pro-
vides a wealth of information to council and chapter leaders. 
The guide is being rewritten, and an updated version will be 
available in 2015. Every affiliate leader should have a copy 
of the guide, which can be downloaded from MOAA’s Web 
Base (www.moaa.org/publications). (To view and print the 
guide, users will need Adobe Acrobat, which is available at 
www.adobe.com.)

Attendees examined best practices for their affiliates, 
which include:
• developing a strategic vision;

• running the chapter’s day-to-day operations by the board 
of directors; 
• holding monthly board meetings; and
• having committee chairs participate in board meetings.

Participants also discussed the importance of having a 
leadership succession plan, because this is the most common 
reason chapters fail. When developing a succession plan, 
leaders should:
• remember personal contact is important;
• identify and meet with future council and chapter leaders 
rather than wait for volunteers;
• establish a nominating committee to handle these tasks, 
which should occur year-round; 
• include auxiliary members and spouses who are qualified 
to hold leadership positions; and
• establish term limits that don’t exceed two years.

The workload should not fall solely on the president. Du-
ties should be divided out, and committees should be estab-
lished. Committee chairs should attend board meetings and 
offer advice and guidance, which help develop new leaders. 

Types of committees include:
• membership (handles recruiting and retention);
• programs (meets members’ needs and interests);
• legislation (meets with legislators and their staffs);
• personal affairs (assists members who have questions 
about their benefits and entitlements);
• officer nominations (works to identify new leaders 
year-round); 
• communication (conveys information through newsletters, 
e-newsletters, websites, phone trees, or email networks); 
• publicity (increases awareness for the chapter within 
the community);
• transition assistance (provides job networking tools to 
separating or second career servicemembers); and
• scholarship (holds fundraisers and establishes 
selection criteria).

Good programs increase attendance at meetings, and 
leaders should find speakers who appeal to different member-
ship segments or reflect MOAA’s mission. Examples include 
legislators, representatives from the Employer Support of the 
Guard and Reserve, and Junior ROTC instructors. Leaders 
also can request a speaker from national MOAA, who can 
visit their chapter every third year or for a special event.

Grassroots Legislative Support
The January issue of Military Officer contains a list of 
MOAA’s annual legislative goals. MOAA and The Military 

2

Col. Barry Wright, USA (Ret), director of Council and Chapter 

Affairs, provides an operational overview to affiliate leaders.
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Coalition, a consortium of military and veterans’ groups, 
establish a common set of legislative priorities each year. 
However, these priorities can be influenced by:
• unforeseen events; 
• the president’s budget request;
• changing economic conditions; and 
• information gleaned by MOAA personnel who interact 
with legislators and administration officials.

Council and chapter members provide valuable legisla-
tive support, and national MOAA’s leaders have established 
an aspirational goal to have a presence — such as a chapter 
or chapter satellite — in every congressional district. Each 
chapter also should have a legislative chair/liaison who up-

dates members on pending legislation, and newsletters should 
contain a legislative column. Legislative chairs/liaisons also 
should brief members on pending legislation at meetings.

Members support MOAA’s legislative initiatives by:
• returning the tear-out postcards containing legislative mes-
sages from cover wraps on Military Officer;
• sending emails and handwritten letters to Congress;
• inviting legislators to speak at chapter meetings; and
• visiting with congressional legislators 
and their staffs whenever they return to 
their home districts, including during 
the congressional recess each August.

During MOAA’s annual Council Pres-
idents’ Seminar, attendees participate in 
a one-day lobbying blitz called Storming 
the Hill. During the event, council and 
chapter leaders pair up with a member 
of the national staff or board of direc-
tors and meet with their congressional 
representatives in an effort to increase 
the number of cosponsors on key legis-
lative issues. Legislators and members of 
their staffs who have helped MOAA pass 
legislation also are honored during an 
award ceremony on Capitol Hill.

Council and chapter leaders were 
encouraged to work on state legislation. 

Councils unite MOAA chapters in their states and work 
on state issues affecting veterans and their families. When 
working state-level issues, councils should:
• form or participate in coalitions with other veterans’ 
groups;
• work with the state veterans affairs department;
• get MOAA members assigned to state veterans’ advisory 
committees; and 
• set up communication networks with other military and 
veterans’ groups that share similar legislative objectives.

Common state-level issues addressed by council and 
chapter members include:
• exempting military retired pay from state income tax, in 
whole or in part;
• limiting the effect of base closures;
• improving the portability of professional licenses; 
• reforming the absentee ballot system used by overseas 
servicemembers and their families;
• starting new state veterans’ cemeteries; and 
• advocating on 10 quality-of-life issues identified by  
the DoD-State Liaison Office (www.usa4militaryfamilies 
.dod.mil). 

Best practices when working state legislation include:
• lobbying as a part of a coalition;
• identifying key legislative priorities before the state legisla-
ture convenes;
• starting off by working low- or no-cost issues, which are 
easier to pass;

Cape Fear (N.C.) Chapter Legislative Chair Lt. Col. Don Gersh, USA (Ret), partici-

pates in a lively discussion during the Legislative Chair/Liaison Workshop.

Councils unite MOAA chapters in their 
states and work on state issues affecting 
veterans and their families.
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• establishing a legislative committee to monitor the prog-
ress of pending bills; and 
• remembering legislative wins often are incremental. 

Community Involvement 
Community service projects define who MOAA is to 
members of the community, give reason for a chapter’s 
existence, allow members to give back, and help MOAA 
fulfill its missions at the local level. Chapters that are 
active in their communities also outlive chapters that are 
largely social.

Chapter service projects that serve the military com-
munity include:

• supporting local 
National Guard 
and Reserve ser-
vicemembers;
• volunteering on 
base or at a nearby 
VA medical facil-
ity; 
• partnering with 
local veterans’ 
groups to host pa-
triotic events; and
• starting or sup-
porting projects 
that help current 
or former service-
members and their 
families, such as 

Operation Helping Hand, A Soldier’s Child Foundation, and 
Stand Downs.

Chapters often support Junior ROTC or ROTC units by:
• judging drill competitions;
• providing medals, certificates, and scholarships to outstand-
ing cadets; and
• presenting graduating ROTC cadets and midshipmen 
with their first set of gold bars and a Basic membership in 
national MOAA through the Gold Bar Program.

MOAA chapters link the military and civilian communities 
through projects that include:
• establishing a Community Blueprint to develop solutions 
to common challenges facing veterans and their families;
• teaching students about the military and what it means to be 
a veteran through programs such as Veterans in the Classroom;
• restoring or funding veterans’ monuments;

• developing media contacts to help bridge the military-
civilian gap; and
• participating in patriotic events such as Veterans Day and 
Memorial Day parades and ceremonies.

Support for Chapters
National MOAA provides a wide range of support to its af-
filiates. These resources include:
• the Council and Chapter Policies and Procedures Guide, 
which is available for download from MOAA’s Web Base 
(www.moaa.org/publications) or in hard-copy format;
• one free MOAA medal to present to the top cadet in each 
ROTC and Junior ROTC unit the chapter supports (www 
.moaa.org/rotcawards);
• sending up to two email recruiting messages (www.moaa 
.org/recruitingmessage) a year on behalf of chapters that 
request them. These messages will be sent to non-chapter 
MOAA members, within the chapter’s jurisdiction, who 
have opted to receive emails from MOAA; and
• recognizing top-notch affiliates during the annual Col. 
Marvin J. Harris Communications Award contest (www.moaa 
.org/communicationsaward) and Levels of Excellence Award 
contest (http://bit.ly/levelsofexcellence).   

A member of the national staff or board of directors will 
visit each state council every year and each chapter at least 
every three years. Prior to these visits, the association sends 
letters of invitation to national MOAA members who live in 
the chapter’s catchment area but don’t belong to the chap-
ter. Non-chapter MOAA members are invited to attend the 
chapter meeting and meet with a representative from national 
MOAA. Chapter leaders often use these meetings to recruit 
new members who already are members of national MOAA.  

To help affiliate leaders, national MOAA launched a 
chapter recruiting and retention program, which is now 
in its second year. The program has several components 
to help chapter leaders with their recruiting and retention 
efforts, including:
• supporting chapters at outreach events;
• providing chapter leaders with annual potential-member 
lists and quarterly updates that contain the names and con-
tact information of prospective members who reside in the 
chapter’s jurisdiction; and
• asking members to opt-in to receive email messages from 
national MOAA and its chapters.

Additionally, MOAA’s partner USAA now provides fund-
ing for special events held by chapters and councils. (For 
more details, visit www.moaa.org/usaasponsorship.) 

Alabama Council President Lt. Col. Charlie 

Marvin, USA (Ret), shares a recruiting tip.
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Many chapters now use the new online chapter member-
ship dues join and renewal tool (www.moaa.org/onlinechap 
terdues), which allows members to pay their chapter dues 
online using a credit or debit card. Around the fifth day of 
each month, MOAA deposits collected dues money into the 
relevant chapter’s bank account. New members can use the 
tool to join a chapter, and application information is sent 
to the chapter’s treasurer. National MOAA pays all setup, 
transaction, and administrative fees.

MOAA’s electronic funds transfer (EFT) program (www 
.moaa.org/eft) is available to chapters that earn incentive 
money through the chapter recruiting program. Using EFT 
prevents lost, misplaced, and/or uncashed checks. Partici-
pating councils and chapters also receive a follow-up report 
on earned incentives from personnel in MOAA’s Council 
and Chapter Affairs Department. 

To maintain the health and vitality of the council and 
chapter system, national MOAA staff hold periodic train-
ing webinars to address key council- and chapter-manage-
ment issues. All training webinars are recorded and avail-
able for viewing by chapter and council leaders at http:// 
bit.ly/chapterwebinars. 

MOAA also supports its affiliates by hosting three signa-
ture events annually: 
• the Council Presidents’ Seminar, which focuses on the role 
of council presidents and advances MOAA’s legislative agenda;

• the regional Chapter Leaders’ Symposium, which provides 
training to council and chapter presidents and vice presidents, 
membership chairs, and legislative chairs/liaisons; and
• the annual meeting, which includes a Levels of Excel-
lence Award ceremony to honor the leaders of MOAA’s 
strongest affiliates.

Communication
MOAA communicates with its affiliates through:
• the Chapters in Action section of Military Officer, which 
promotes chapter membership to national MOAA members;
• The Affiliate, a monthly e-newsletter with management 
tips and best practices for affiliate leaders; 
• The Council and Chapter Update, a general-interest e-
newsletter for council and chapter members; and

• MOAA’s Legislative Update, which contains the latest in-
formation on national legislative efforts.

Council and chapter leaders should communicate with 
their members via:
• websites;
• print newsletters and e-newsletters; and
• MOAA Connect (connect.moaa.org), an online members-
only community that allows members to exchange ideas. 

Participants should review the guidelines for creating a 
successful print newsletter, e-newsletter, or website (http://
bit.ly/printwebtips). A video that provides newsletter and 
e-newsletter tips also can be found on MOAA’s Web Base 
(www.moaa.org/newslettertips). 

Finally, delegates were asked to provide input on how 
national MOAA can help its council and chapter leaders as 
well as attract the next generation of members.

Membership Chair 
Workshop

ouncil and chapter membership chairs attended a 
special workshop to discuss how to improve recruit-
ing and retention. Participants learned chapter 

membership is flat or declining, and they were asked to re-
cruit the next generation of members to keep MOAA strong. 

Recruiting Challenges
Chapters without an organized recruiting effort will fail, 
and leaders were asked to include recruiting as a line-item 
expense in their budgets. Each chapter also should have a 
membership chair and a recruiting committee, and every 
member should act as a recruiter.

When recruiting, leaders should be able to answer the ques-
tion, “Why should I join your chapter?” The answer should 
include information on community-service programs and 
services the chapter offers that interest potential members. 

Several MOAA initiatives, such as the chapter-recruiting 
program, help affiliates recruit and retain new members. 
Participants also were urged to take national MOAA up on 
its offer to email up to two recruiting messages each year to 
national MOAA members who live within a chapter’s catch-
ment area (www.moaa.org/recruitingmessage). Chapter 
leaders must compose the recruiting email, which should 
tout the benefits of chapter membership. 

To help affiliate leaders, national MOAA 
launched a chapter recruiting program, 
which is now in its second year.

C
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Leaders should personally contact potential members 
and develop service projects and outreach programs to 
increase their chapter’s visibility in the community. The 
chapter’s visibility also can be increased by:
• wearing pins, T-shirts, and ball caps that bear MOAA’s 
logo; and
• inviting members of the media to cover newsworthy chap-
ter events, such as ROTC or Junior ROTC award presenta-
tions and scholarship ceremonies. 

Leaders also should develop a mission statement and 
publish it in their newsletters. The recruiting program 
should be built around and support the chapter’s mission.

Chapter Recruiting 2014
MOAA’s chapter recruiting program offers incentives to 
chapters that do a good job recruiting and retaining mem-
bers. It also encourages MOAA’s 300,000-plus national 
members to join a chapter. The program is in its second year 
and continues to be refined. 

Chapter Recruiting 2014 relies on the annual potential-
member lists and quarterly updates provided by national 
MOAA. The lists include information on how to contact 
current, lapsed, and prospective MOAA members. 

Information on potential-member lists should be sorted 
to identify prospects who are most likely to join. For ex-
ample, Life members often are easier to recruit as chapter 
members because they’re already sold on the benefits of 
MOAA membership.  

Incentives
Chapter Recruiting 2014 incentives primarily focus on 
chapter membership, rather than national MOAA mem-
bership. Chapters receive $10 for every new chapter mem-

ber recruited — but only if that person also is a national 
MOAA member. 

MOAA’s quarterly awards program now is based on the 
number of new chapter members recruited. To be eligible 
to receive a $250 quarterly award, a council must recruit a 
minimum of 35 new chapter members, and an independent 
chapter must recruit a minimum of eight new chapter mem-
bers to receive $100. 

Chapters that retain at least 95 percent of their members 
annually will receive a $250 incentive. The Recruiter of the 
Year Award also remains, with the top recruiter’s chapter 
receiving $1,000. 

Rosters
To participate in Chapter Recruiting 2014, leaders must 
have submitted an updated chapter membership roster. 
The Council and Chapter Affairs Department received 229 
chapter rosters in 2014, with 193 rosters being submitted by 
the Feb. 1 deadline. 

Information from the chapter rosters is used to provide 
chapters with accurate potential-member lists, which are 
sent out to chapters annually along with quarterly updates. 
This year, 23,000 email addresses of national MOAA mem-
bers who opted-in to receive emails from chapters were in-
cluded in the potential-member lists and quarterly updates. 
MOAA personnel also complied with industry standards 
for safeguarding the personal information contained on 
potential-member lists.

Potential-member lists
This year’s potential-member lists and quarterly updates 
contained more accurate information, with more than 17,000 
duplicate records being removed. When working a potential-
member list, prioritize your targets. Some of the best pros-
pects are MOAA Life and Premium Members, who are dues-
paying members. Next, sort the list by ZIP code. Prospects 
who live closer to the meeting location are more likely to join. 

Internal chapter recruiting
Personal contact works best when recruiting, and leaders 
should develop talking points for speaking with a potential 
member. Follow up with a phone call, or invite the prospect to 
be your guest at an upcoming chapter meeting. Chapter transi-
tion liaisons also are a source for potential-member referrals.

Don’t forget to use the media. Many affiliates undertake 
newsworthy projects or programs, and local reporters and 
newscasters should be invited to cover these events. 

Col. Jeri Graham, USA (Ret), president of the North Carolina 

Council of Chapters, learns about the support national MOAA provides.
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Some chapter leaders prefer to contact prospects by mail. 
Mailing invitations to join is expensive, so target the best 
prospects — MOAA Life and Premium members and those 
who live closest to the chapter’s meeting location. Include a 
copy of your chapter’s newsletter. Finally, be persistent. 

Membership chair tools
Several new tools are available to chapter membership chairs 
and recruiters, including a new chapter-recruiting brochure. 
Recruiters also should use the printer-friendly Basic, Premi-
um, and Life membership applications that were developed 
and keep them handy at all times.  

Membership chairs now can use the 23,000 email ad-
dresses of national MOAA members who opted-in to 

receive emails from chapters. MOAA personnel also will 
send up to two email recruiting messages each year to 
national MOAA members who live within a chapter’s juris-
diction. However, chapter leaders must compose the email 
recruiting message.

Retention
Participants discussed ways to improve membership reten-
tion in local chapters and agreed chapter 
leaders should:
• always welcome new members when 
they attend their first chapter meeting;
• have interesting programs and speak-
ers to drive up attendance at meetings;
• get auxiliaries and spouses more in-
volved in the chapter;
• have chapter leaders sit at different 
tables so new members feel welcome; and
• encourage member involvement in 
chapter-run programs and projects.

Every member or potential member 
should be treated as a VIP, and current 
members who help the chapter fulfill its 
missions should be recognized. National 
MOAA has several awards and certificates 
that recognize members, but they must be 
requested several weeks in advance.  

Some chapters offer ride-share services to older members 
who might have trouble getting to meetings, particularly if 
meetings are held at night. Chapter leaders also should es-
tablish a good dues-renewal program, and participants were 
encouraged to use the new online chapter membership dues 
join and renewal tool (www.moaa.org/onlinechapterdues). 

National MOAA membership recruiting
The Gold Bar Program continues under Chapter Recruiting 
2014. Under the program, chapter leaders present graduating 
ROTC cadets and midshipmen with their first set of gold bars, 
along with a complimentary Basic membership in national 
MOAA. MOAA communicates with its Basic members en-
tirely by email, so chapter recruiters must get an email address 
when signing up ROTC cadets and midshipmen. 

Under the Gold Bar Program, chapters earn:
• $250 for recruiting a minimum of 10 Basic national 
MOAA members or 
• $500 for recruiting more than 100 Basic national 
MOAA members.

In addition, chapters can earn incentive money for 
recruiting former and retired officers and their survivors at 
special events. However, these new recruits must sign up as 
Premium or Life members. Chapters will earn:
• $250 for recruiting a minimum of 10 Premium or Life 
national MOAA members or 
• $500 for recruiting more than 100 Premium or Life na-
tional MOAA members.

Every member or potential member should 
be treated as a VIP, and current members 
should be recognized.

Capt. Ernie Joy, USN (Ret.), left, picks up some management tips he can use in his role 

as a Florida Council of  Chapters area director.
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Voucher System
MOAA’s membership model 
includes incentives that 
encourage new national 
members to join a chapter. 
Premium members receive a 
voucher for a free, one-year 
chapter membership, while 
new Life members receive a 
voucher for a free, two-year 
chapter membership. MOAA 
will reimburse chapters $15 
for each Premium member 
and $30 for each Life member 
who joins. Chapter leaders 
do not have to return the 
voucher to receive reimburse-
ment and should report new 
chapter members via the 
online chapter member gains 
form at http://bit.ly/2013chrecruiting.

Chapter Communications 
Leaders then discussed how MOAA communicates with its 
affiliates. Communication resources include:
• the Chapters in Action section of Military Officer, which 
encourages national MOAA members to join a local chapter;
• The Affiliate, a monthly e-newsletter aimed at council 
and chapter leaders, which contains management tips and 
best practices; 
• MOAA Council and Chapter Affairs Update, an e-news-
letter for all council and chapter members that contains 
general-interest items; and
• MOAA’s Legislative Update, which contains information 
on national legislative efforts.

Communication affects recruiting and retention, and 
leaders were encouraged to establish a newsletter, e-news-
letter, or website. Membership applications should ask for a 
new member’s email address. This allows chapter leaders to 
contact members quickly and easily via email in the future. 

All methods of communication should be used to welcome 
new members and recognize members who work to keep the 
chapter healthy. Some leaders use a phone tree or email net-
work to remind existing members about upcoming activities.

Leaders learned about new initiatives to grow MOAA’s 
council and chapter system, which include adding satel-

lite chapters and virtual chapters. The association’s leaders 
also established an aspirational goal to have a chapter or 
chapter satellite in every congressional district to increase 
MOAA’s legislative clout.

Meeting the Membership 
Challenge

uring an afternoon workshop, council and chap-
ter presidents, vice presidents, and membership 
chairs discussed common recruiting and retention 

challenges. Council and chapter leaders also identified and 
shared their best practices. 

Recruiting
Affiliate leaders could have a mission statement for their 
council or chapter and have their recruiting plan compli-
ment the mission. The mission statement might include:
• advocating for servicemembers and their families at the 
national, state, and local levels;
• supporting projects and programs that help servicemem-
bers and their families;
• supporting local Junior ROTC and ROTC programs; and
• providing a positive introduction to MOAA by recruiting 

Col. Harley Ellinger, USA (Ret), talks during the Legislative Chair/Liaison Workshop about state-

level legislative efforts undertaken by the North Carolina Council of  Chapters.

D
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graduating ROTC cadets and midshipmen through the asso-
ciation’s Gold Bar Program (www.moaa.org/goldbarprogram).  

 Recruiting efforts also should be inclusive and target:
• servicemembers in their second careers;
• fully retired servicemembers/Baby Boomers;
• former officers;
• auxiliary members;
• active duty officers; and
• National Guard and Reserve officers.

Membership categories
Leaders recommended establishing two main membership 
categories: one for regular members and a second for auxilia-
ry members. Many participants indicated auxiliary members 
served as officers in their chapters, and auxiliary members 
should not be overlooked when filling leadership positions.

Some chapter leaders indicated they offered associate 
memberships to spouses. Several participants said they 
modified their chapter’s bylaws so spouses could hold 
leadership positions.

Other affiliates offered honorary memberships to:
• local, state, and national legislators;
• noncommissioned officers who support the chapter;
• members of the media; and
• members of the Chamber of Commerce.

Leaders should consider the effect associate and honorary 
memberships might have on their affiliate’s 501(c)(19) non-
profit status, since 70 percent of members must be: 
• present or former members of the armed forces; or
• cadets (including only students in college or university 
ROTC programs or service academies). 

When recruiting younger members, attendees agreed 
it was important to develop relationships with officers at 
nearby military bases, as well as local Guard and Reserve 
units. This can be accomplished by:
• attending change-of-command ceremonies;
• visiting the local offices of Guard and Reserve units;
• establishing recognition programs for junior officers;
• inviting local commanders to speak at chapter meetings; and
• holding chapter meetings on base to make it easier for ac-
tive duty members to attend.

Identifying prospects
Participants discussed how to use potential-member lists 
and quarterly updates provided by national MOAA. Leaders 
said they sort the lists to identify their best targets. Those 
most likely to join are
• Life members;
• Premium members; and
• national MOAA members who live close to where the 
chapter meets.

Participants agreed recruiting should be a team effort, 
and chapter leaders should foster the mentality that every 
member is a recruiter. Several leaders indicated their af-
filiates challenged each member to recruit at least one new 
member during the calendar year. 

One chapter leader said he held an “officers call” at a local 
restaurant. Current members and prospective members re-
ceived postcard invitations, and the chapter provided drinks 
and appetizers. The event was successful, and the chapter 
picked up several new members.

Another participant said his chapter held an Auxiliary 
Member Appreciation Day to recruit servicemembers’ sur-
viving spouses. The event also let spouses know the chapter 
cares about its auxiliaries and reminded them of the value of 
maintaining ties with the chapter.

Potential members also can be found at:
• base/post retiree offices;
• other veterans’ organi-
zations; and
• organizations that 
draw former military 
officers, such as the 
Chamber of Commerce 
Veterans’ Affairs Com-
mittee, mayor’s office, 
and county veterans’ 
services office.

Affiliate leaders 
located near military 
installations indicated 
they targeted officers on 
base by:
• adopting a unit;
• recruiting at retiree 
appreciation days;
• attending farewell and 
welcome home ceremonies for troops; and
• sponsoring social events at the base club.

Every member is a recruiter. Challenge 
each member to recruit at least one new 
member during the calendar year.

Augusta (Ga.) Chapter President, 

Col. Frank Valentine, USA (Ret), discuss-

es the importance of involving recent 

retirees and active duty officers.
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Attendees said they would like national MOAA to provide 
them with marketing materials they could use when recruiting 
younger officers. Participants also indicated they would like in-
formation on how to use social media to attract new members.  

Several council and chapter leaders said they maintain a 
record of the previous membership chair’s work. When na-
tional MOAA provides an annual potential-member list, it 
is matched against the list from the year before. If a prospect 
has been contacted multiple times and has not joined, they 
are not contacted.

Participants agreed it was difficult to identify and target 
former officers. When recruiting former officers, leaders 
indicated they had to overcome the perception that MOAA 
was for retired officers only.

Council and chapter leaders indicated the personal ap-
proach works best when recruiting. One-on-one recruiting 
allows recruiters to tailor their approach and highlight the 
benefits of MOAA membership that are relevant and have 
value to a specific prospective member. 

Grassroots advocacy
Council and chapter leaders agreed grassroots advocacy 
efforts often attract new members and they should stay 
informed on key legislative issues that affect servicemembers 
and their families. Legislative chairs/liaisons also should be 
allowed to give a brief update on important issues during 
monthly meetings, and members should be encouraged to 

send emails and handwritten letters to 
their elected officials. 

Working on state and local legislation 
also draws potential members, because 
these issues are addressed at the council 
and chapter levels. Examples of state 
legislative initiatives that attract potential 
members include:
• exempting servicemembers’ retired pay 
and Survivor Benefit Plan payments from 
state income tax; and
• reforming the state’s absentee 
ballot system.

Community action
Participants determined publicity was 
key to effective recruiting, and chapter 
leaders should:

• provide articles and photos to area 
newspapers; 

• run meeting notices on local cable TV channels;
• have members go on local radio talk shows to promote 
MOAA and upcoming chapter events; 
• wear clothing, hats, and pins that bear MOAA’s emblem; and
• support and participate in patriotic parades and events.

Leaders identified projects that raise the chapter’s visibil-
ity in the community such as:
• supporting local ROTC and Junior ROTC programs;
• establishing a scholarship program;
• donating to charitable organizations;
• building relationships with area National Guard and Re-
serve units; 
• assisting wounded warriors;
• supporting the Employer Support of the Guard and Reserve;
• starting a Community Blueprint program; and 
• using USAA sponsorship to fund community service-
related events. 

Help from MOAA
Participants reviewed and discussed Chapter Recruit-
ing 2014, which focuses on recruiting and retaining more 
chapter members. Chapter leaders were reminded that for 
a chapter to receive an incentive credit, the new member 
recruited also must join national MOAA. 

Likewise, MOAA encourages new national members to 
join a chapter through the voucher program. Premium mem-
bers receive a voucher for a free, one-year chapter member-

Huntsville (Ala.) Chapter Legislative Chair Lt. Col. Jerry Haynes, USAF (Ret), asks 

how national MOAA identifies and prioritizes legislative issues.
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ship, while new Life members receive a voucher for a free, 
two-year chapter membership. MOAA will provide a $15 re-
imbursement for each Premium member who joins a chapter 
and $30 for each Life member. Chapter leaders do not have 

to return the voucher to receive reimbursement and should 
report these new chapter members via the new online chapter 
member gains form at http://bit.ly/2013chrecruiting. 

The Gold Bar Program continues under Chapter Re-
cruiting 2014. Under the program, chapter leaders present 
graduating ROTC cadets and midshipmen and newly com-
missioned officers with their first set of gold bars, along with 
a complimentary Basic membership in national MOAA. 
MOAA communicates with its Basic members entirely by 
email, so chapter recruiters must get an email address when 
signing up ROTC cadets and currently serving members. 

Under the Gold Bar Program, chapters earn:
• $250 for recruiting a minimum of 10 new Basic national 
MOAA members or 
• $500 for recruiting 100 or more new Basic national 
MOAA members.

Several participants indicated they had national MOAA 
personnel send up to two email recruiting messages per year 
on behalf of their chapter. These messages were sent to non-
chapter MOAA members within the chapter’s jurisdiction 
who have opted to receive e-mails from MOAA.

Many chapters leaders also said they use the new online 
chapter membership dues join and renewal tool (www.moaa 
.org/onlinechapterdues), which is a no-fee service for chap-
ters. The tool allows members to pay their chapter dues 
online using a credit card or debit card. Around the fifth day 
of each month, MOAA deposits collected dues money into 
the relevant chapter’s bank account. 

Participants agreed three of the most important things 
chapter recruiters can do are:
• keep MOAA Basic, Premium, Life, and chapter member-
ship applications handy at all times;
• treat prospective members to a free lunch or dinner at 
their first chapter meeting; and
• establish a meet-and-greet program to make new mem-
bers feel welcome.

Retention
Council and chapter leaders discussed how to keep their 
affiliates healthy and identified the signals that indicate a 
chapter might be in trouble. Participants were encouraged 
to complete the “Chapter Self-Evaluation Checklist,” found 
on page 87 of the Council and Chapter Policies and Proce-
dures Guide. Warning signs include:
• membership that is stagnant or declining;
• average member age is 75 or older;
• low attendance at monthly meetings;
• financial problems;
• lack of variety at chapter functions;
• failure to welcome or recruit new members;
• lack of interest in supporting community projects;
• trouble finding people to hold leadership positions; and
• a chapter newsletter that is viewed as dull or has ceased 
publication.

Attendees examined ways to reinvigorate their chapters 
and keep them healthy. Healthy chapters tend to have:
• an active recruiting program, which includes a recruiting 
chair and a recruiting committee;
• a sound leadership succession plan;
• active involvement in community-service projects 
and programs;
• interesting and diverse programs that appeal to all mem-
bership segments; 
• several camaraderie-building fun events each year;
• good communication; 
• sound finances; and
• members who understand and work to support their 
affiliate’s mission.

Ancient City (Fla.) Chapter President Col. Rik Erkelens, USA 

(Ret), learns about the value of  having a leadership succession plan.

Publicity is key to effective recruiting. Pro-
vide articles to newspapers, go on local radio 
shows, and establish a scholarship program.
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One participant indicated his chapter’s recruiting plan 
dovetailed into the chapter’s strategic plan, which included 
lowering the average age of a member. His affiliate’s recruit-
ing plan, which was published in the monthly newsletter, 
included specific information such as:
• the number of new members that will be recruited that 
year and 
• the number of new members that will be recruited that 
year who are 55 or younger. 

One chapter leader said his chapter offered programs 
that would attract younger members, including a transition-
assistance program. The chapter also set up a Facebook page 
to increase communication with younger members. 

Attendees learned most chapters fail because they lack a 
leadership succession plan. A nominating committee should 
be formed, and potential chapter leaders should be identified 
year-round. Officer terms also should not exceed two years. 

To develop leaders, committees should be formed, and 
new members should be asked to serve on a committee. One 
chapter leader said their membership application asks what 
the new member might be interested in supporting, and proj-
ects, programs, and committees are listed. New members are 
asked to place check marks beside their areas of interest.  

Participants agreed every member should be familiar 
with the chapter’s mission statement, which should appear 
in every newsletter. Chapter-run programs and projects, 
speakers at monthly meetings, legislative advocacy efforts, 
and other activities also should reflect the chapter’s mission.

Council and chapter leaders also discussed the im-
portance of providing camaraderie. Several participants 

said they formed subgroups to address members’ inter-
ests, such as a golf club, travel club, dining out club, and 
investment club.

Participants agreed new members should be welcomed 
and integrated into the chapter quickly. To accomplish that 
goal, leaders suggested:
• providing special name tags to identify new members and 
their spouses;
• welcoming new members by giving them an item of cloth-
ing that bears MOAA’s emblem;
• introducing them when they attend their first meeting;
• assigning a sponsor to each new member;
• hosting a new-member barbecue; and
• publishing biographical information and photos of new 
members and their spouses in the first newsletter published 
after they attend a meeting. 

Chapter leaders should spread out and sit at different 
tables during meetings, rather than sit as a group. This will 
help new members feel welcome and will help give leaders 
an opportunity to tell prospective members about the ben-
efits of chapter membership. 

Attendees also discussed how to keep long-term mem-
bers active and engaged. Best practices included:
• recognizing long-term members’ contributions by pub-
lishing articles about them in the monthly newsletter;
• setting up a committee to call members who haven’t at-
tended a meeting in a while and make sure they are OK;

• posting notices in the newsletter to mark special events, 
such as members’ birthdays and anniversaries;
• instituting a ride-share program to allow older members 
to continue to attend meetings;
• presenting a “Heavy Lifter Award” annually to the mem-
ber who has done the most that year to support the council 
or chapter; and
• presenting award certificates from national MOAA.  

Participants also agreed it is important to keep spouses 
involved, and national MOAA should have each spouse’s 
name and contact information. In the event a member dies, 
this allows both national MOAA and the chapter to reach 
out and help the surviving spouse and offer him or her a 
chance to continue association membership. 

Chapters fail because they lack a leader-
ship succession plan. Potential leaders 
should be identified year-round.

Candy Gleason from the Gainesville (Fla.) Chapter exchanges ideas 

and takes notes during a workshop.
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Developing personal relationships with members helps 
with retention. Many attendees said their members referred 
to the people in their chapter as their “MOAA family.”

Participants also examined how finances affect reten-
tion. Ideally, the board of directors should determine and 
approve their affiliate’s budget. When developing a budget, 
leaders should:
• determine administrative expenses;
• include money for chapter recruiting;
• determine how much should be spent on community-
service projects such as scholarships or ROTC and Junior 
ROTC support; and
• ensure income is sufficient to meet their mission.

Leaders also discussed how to pay for the monthly news-
letter. Participants indicated printing and mailing the news-
letter often was the single largest line-item expense in their 
budget. Several attendees indicated they cut expenses by 
distributing their print newsletter via email. Other partici-
pants indicated they sold advertising space in their newslet-
ters and membership directories. (Read “FAQs — Getting 

Advertisers or Sponsors for Your Newsletter” on MOAA’s 
Web Base at www.moaa.org/advertisingfaqs.)

Chapter should have a well-orchestrated dues renewal 
program. Several affiliate leaders indicated they now use 
MOAA’s new online chapter membership dues join and 
renewal tool, which can be found at: www.moaa.org/onlin 
echapterdues.

Finally, leaders were encouraged to conduct member sur-
veys on a regular basis to determine what works and what 
doesn’t. Survey questions should cover:
• what programs and projects members would like 
to undertake;
• ideas for fundraisers;
• meeting times and locations; and
• what interests spouses and auxiliary members.

Participants’ Membership  
Recommendations

uring the Meeting the Membership Challenge 
Workshop, participants discussed common prob-
lems affiliates face in the areas of recruiting and 

retention. Successful strategies used by chapter leaders are 
summarized below.

Recruiting
Participants discussed how to recruit the next generation of 
chapter members, and recommended:
• developing a mission statement and then building a re-
cruiting plan that reflects those goals and objectives and
• having members act as community ambassadors.

Leaders also recommended using the annual potential-
member lists provided by national MOAA to identify and 
recruit new members. When using the lists, chapter leaders 
should prioritize the material. The best recruiting targets are:
• MOAA Life members;
• MOAA Premium members; and
• national MOAA members who live close to where the 
chapter meets.

Attendees agreed the annual recruiting list should be 
worked once and the focus then should shift to the quarterly 
updates provided by national MOAA. Recruiting chairs 
should maintain a record of previous years’ efforts, and po-
tential members who have been contacted numerous times 
should be treated as low priorities. Notes about what did and 
didn’t work also should be maintained and handed off to 
new recruiting chairs. 

Other military and veterans’ organizations might be 
sources of potential members, and the chapter and its mem-
bers should partner with these organizations. Chapter-run 
community programs and projects also attract new members.  

Coastal Carolina (N.C.) Chapter President Capt. Marie Senzig, 

USN (Ret), talks about recruiting challenges in her chapter.

D
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When recruiting, leaders should strive 
to be inclusive and target all membership 
components, which include:
• servicemembers in their second careers;
• fully retired officers;
• former officers;
• currently serving members; 
• Guard and Reserve members; and 
• auxiliary members/surviving spouses.

Leaders recommended standalone groups 
for spouses and auxiliary members be folded 
into the chapter to increase attendance and 
participation. Delegates also recommended:
• using all of the recruiting tools available 
through Chapter Recruiting 2014;
• finding innovative ways to reach out and 
connect with former officers;
• meeting with potential members where 
they reside by visiting local military bases;
• using social media such as LinkedIn 
and Facebook to connect with potential 
members;
• sponsoring meet-and-greet events at local restaurants for 
non-chapter members;
• recruiting at retiree appreciation days and other outreach 
events that attract officers; and
• building relationships with active duty and Guard and 
Reserve units.

Retention
Participants agreed new members should be integrated 
into the chapter quickly. To accomplish this goal, chapter 
leaders should:
• acknowledge and introduce new members and their 
spouses at their first chapter meeting;
• assign a sponsor to each new member; 
• have new members wear special name tags so they can be 
identified easily; 
• publish photos of new members and their spouses in the 
newsletter, along with biographical information; and
• host a new-member breakfast or event to build camaraderie. 

Attendees also recommended conducting surveys periodi-
cally to gauge members’ interests. Council and chapter leaders 
determined having diverse and relevant programs and speak-
ers increases attendance at monthly meetings.

Maintaining the chapter’s overall health also increases 
retention. To keep the chapter healthy, members should:

• develop a leadership succession plan;
• develop new chapter leaders by having members serve 
on committees; 
• involve new chapter members in programs and leadership 
positions;
• promote active participation in the chapter; and
• treat chapter members like family. 

Auxiliary members and spouses also should take an 
active role in the chapter’s programs and in community 
service projects, and they should be allowed to hold leader-
ship positions. However, this might require the chapter to 
change its bylaws.

Legislative Chair/
Liaison Workshop

ol. Mike Hayden, USAF (Ret), MOAA’s director of 
Government Relations, held a new workshop for 
council and chapter legislative chairs/liaisons. Par-

ticipants examined and discussed ways to support national 
MOAA’s legislative initiatives as well as develop a state-level 
legislative agenda that benefits servicemembers, veterans, 
and retirees and their families.

C

Citrus County (Fla.) Chapter President Lt. Col. Norm Cooney, USA (Ret), shares a 

recruiting tip during the Meeting the Membership Challenge Workshop.
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Supporting National Legislation
MOAA looks to its council and chapter members to provide 
the grassroots support needed to achieve its legislative goals. 
Participants learned:
• council and chapter members are the single largest 
group national MOAA can mobilize to support legislative 
issues;
• legislators are more apt to listen to their constituents, who 
are MOAA council and chapter members; and
• national MOAA leverages the grassroots support gener-
ated by council and chapter members each year during 
Storming the Hill. During this one-day lobbying effort, 
council and chapter presidents meet one-on-one with their 
U.S. representatives and senators — and members of their 
staffs — and advocate on key legislative issues.

Council and chapter leaders also generate support by 
acting as MOAA’s ambassadors in their communities. 
Many council and chapter members are business and com-
munity leaders and help bridge the military-civilian gap by 
providing information on why a particular piece of legisla-
tion is needed. 

Legislative chairs/liaisons link their affiliates’ advocacy 
missions with national MOAA’s legislative agenda. They 
also help MOAA personalize relationships with legislators, 
with legislative chairs/liaisons serving as points of contact 
in many congressional districts. Currently, the goal is to 
have a chapter legislative chair/liaison in all 435 congres-
sional districts. Approximately 82 percent of congressional 
districts are covered by a chapter legislative chair/liaison, 
with some chapters covering more than one congressional 
district. 

Key events and tools
National MOAA conducts a minimum of four annual advo-
cacy events and activities each year. These events include:
• Storming the Hill, a one-day lobbying blitz that’s held in 
Washington, D.C., each April during the Council Presi-
dents’ Seminar;
• publishing in Military Officer a State Report Card, which 
evaluates several indicators of military friendliness in all 50 
states and the District of Columbia;
• providing council and chapter leaders with talking points 
and leave-behind materials to use when they visit with their 
national legislators in their home district offices each August 
during the congressional recess; and
• training legislative chairs/liaisons at the annual Chapter 
Leaders’ Symposium.

Throughout the year, national MOAA communicates with 
members through its flagship publication, Military Officer, by:  

• publishing information in the Washington Scene section;
• including tear-out letters or postcards to mail to national 
legislators; and
• including personalized messages on legislative issues.

Additional communication tools include:
• MOAA’s Legislative Update (www.moaa.org/legislative), an 
email newsletter that goes out to subscribers weekly;
• social media such as Facebook and Twitter;
• legislative articles in MOAA’s Spouse E-News; 
• leave-behind materials council and chapter leaders can use 
during Storming the Hill;
• online tools for legislative action through Capwiz  
(moaa.capwiz.com) on MOAA’s Web Base as well as 
MOAA’s Capitol Hill toll-free hotline, (866) 272-MOAA 
(6622); and
• special email alerts for council and chapter leaders, who in 
turn share them with members of their affiliates.

Council and chapter members are the 
single largest group national MOAA can 
mobilize to support its legislative goals.

Col. Mike Hayden, USAF (Ret), MOAA’s director of Government 
Relations, briefs chapter leaders on how to support legislative initiatives.
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In 2013, MOAA-generated an estimated more than 1.5 
million communications to Congress, which included:
• over 1 million website messages/letters;  
• 10,000 toll-free Capitol Hill hotline calls;        
• 140,000 tear-out letters from Military Officer; and 
• 300,000 tear-out postcards from Military Officer.  

Determining national legislative priorities 
Council and chapter legislative chairs/liaisons learned 
how national MOAA personnel determine the associa-
tion’s legislative priorities each year. Each fall, MOAA’s 
Government Relations team identifies and evaluates the 

needs and potential threats 
to the entire uniformed 
services community. 
Personnel then work with 
the board of directors to 
develop a list of legislative 
goals for the coming year, 
which are published each 
January in Military Officer. 
MOAA personnel coordi-
nate their advocacy efforts 
with other military and 
veterans’ organizations in 
The Military Coalition. 

Legislative goals are re-
viewed biennially and can 
be influenced by: 
• events on Capitol Hill; 
• the president’s budget 
request; and 

• changing economic conditions. 
MOAA’s personnel work with other member-organizations 

in The Military Coalition and develop fact sheets, point pa-
pers, and brochures on each issue, which are used to educate 
legislators and key members of their staff. Legislators and 
members of their staffs often use this information to draft 
legislation that will be introduced. Letters to Congress and the 
administration also are sent, and MOAA’s grassroots advo-
cates are asked to enlist their legislators’ support. 

MOAA personnel also provide testimony after a bill 
moves into committee. Each April, during the Council Presi-
dents’ Seminar, council and chapter leaders meet one-on-one 
with their national legislators during Storming the Hill. The 
goal of this one-day lobbying effort is to increase the number 
of cosponsors on key legislative issues.

Legislative resources
Participants learned about online resources they could use 
to increase their effectiveness. These resources include:
• Storming the Hill materials, which are available for down-
load from MOAA’s Web Base each April;
• Capwiz (moaa.capwiz.com);
• MOAA’s annual State Report Card (www.moaa.org/sta 
tereport); 
• Congress.gov; and
• MOAA’s Capitol Hill hotline, (866) 272-MOAA (6622), 
which connects callers with their representatives and senators.

Storming the Hill
Every year during the Council Presidents’ Seminar, national 
MOAA leverages its grassroots support during a one-day 
lobbying effort called Storming the Hill. Throughout the 
day, council and chapter leaders meet face-to-face with all or 
most of their state’s U.S. representatives and senators, as well 
as key members of their staffs. The goal is to increase the 
number of cosponsors on key bills and influence what gets 
funded through the National Defense Authorization Act.   

During the seminar, council and chapter leaders take 
time to thank legislators who support national MOAA’s 
legislative agenda at a Capitol Hill awards ceremony. Top 
military and government leaders also are invited to address 
seminar participants. 

MOAA’s scorecard
MOAA’s Government Relations team reaches out to legisla-
tors on several key bills and issues every July. A scorecard, 
showing the names of cosponsors for each issue, is published 
in Military Officer each October. In the interim, chapter 
leaders advocate on these key issues when they meet with 
their U.S. representatives in their district offices during the 
August congressional recess. Chapter leaders are provided 
with materials, which can be accessed through MOAA’s Web 
Base, for these visits. MOAA’s grassroots advocates use the 
background information, fact sheets, and 30-second “eleva-
tor” speeches to enlist legislators’ support. 

Capwiz
The Take Action section of MOAA’s Web Base contains the 
Capwiz tool (moaa.capwiz.com), which enables members 
to contact their national legislators quickly. Capwiz makes it 
easy for members to:
• identify their elected officials simply by entering their 
ZIP code;

MOAA Deputy Director of 

Government Relations Col. 

Philip Odom, USAF (Ret), jots 

down participants’ ideas.
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• send MOAA-suggested, customizable messages to their 
elected officials;
• find important contact information;
• find out which committees their legislators serve on; and
• find cosponsorship information on key bills.

Megavote
Members who want more information can use Megavote, an 
additional free service offered by Capwiz. Megavote provides:
• weekly email summaries of important votes by 
elected officials;
• advance notice on important scheduled votes; and
• the ability to know when to contact your officials on mat-
ters that are important to you.

Calling Congress
Members also can make their voices heard by calling Congress 
using MOAA’s toll-free hotline, (866) 272-MOAA (6622), 
which connects callers to the Capitol Hill switchboard.

Supporting State Legislation
Council and chapter legislative chairs and liaisons discussed 
state-level legislative efforts. Participants learned national 
MOAA’s personnel focus primarily on federal legislation. 
However, state-level legislation can significantly affect vet-
erans, currently serving personnel, retired servicemembers, 
and surviving spouses and their families.

MOAA’s councils, which unite every chapter in the state, 
tackle state-level issues. To increase their effectiveness, a 
state council often will join and lobby as part of a coalition 
of state military and veterans’ groups. Council members also 
seek appointments to serve on state VA advisory commit-
tees or other groups that influence state legislation.

When working as part of a coalition, many councils 
form task-organized groups. These groups increase sup-
port by focusing on issues, rather than individual candi-
dates or party affiliations. Many coalitions also establish 
email communication networks. 

Common state-level issues
Attendees examined and discussed some of the important 
state-level issues council members tackle, including:

• exempting servicemembers’ retired pay and Survivor 
Benefit Plan payments — in whole or in part — from state 
income tax; 
• limiting the effect of base closures in the state; 
• increasing the portability of professional licenses held by 
servicemembers and their spouses;
• improving the state’s absentee ballot system;
• increasing the number of VA and veterans’ benefits 
counselors; and
• adding new state veterans’ cemeteries. 

Best practices
Attendees then examined the best practices used by legislative 
chairs/liaisons who advocate at the state level. These include:
• participating in a state military or veterans’ coalition to 
leverage the council’s legislative clout;
• being willing to accept a partial win on an expensive issue 
or having tax breaks phased in during a multiyear period;
• meeting with legislators before the state legislature con-
venes to increase the chances of a bill’s passage; 
• forming legislative committees to monitor the progress of 
pending bills and look for roadblocks; and
• working on low- or no-cost issues to build credibility and 
support for veterans before advocating on larger, more ex-
pensive issues such as exempting servicemembers’ retired pay 
and Survivor Benefit Plan payments from state income tax.

DoD-State Liaison Office
MOAA personnel track state-level policies for current, 
retired, and former servicemembers and their families, as 
well as their survivors. In fact, a representative from the 
DoD-State Liaison Office often addresses leaders at the 
annual Council Presidents’ Seminar. Each year, the DoD-

MOAA’s Government Relations team 
reaches out to legislators every July and 
compiles a scorecard for Military Officer.

Former Army Capt. Mike Danoff, vice president of  the Hilton 

Head (S.C.) Area Chapter, encourages chapter participation.



1 8 1 9

State Liaison Office identifies 10 key issues that require 
legislative fixes at the state level. A list of these issues, 
as well as the progress being made by each state, can be 

found at www.usa4militaryfamilies.dod.mil. Council lead-
ers should familiarize themselves with these issues, which 
supplement those addressed in MOAA’s annual State 
Report Card.

Participants also were encouraged to use OpenStates 
.com (www.openstates.com) to review pending state legisla-
tion. Similar to the Congress.gov and Capwiz, OpenStates 
.com allows users to track pending legislation and look up 
votes, committee assignments, and more.

Maximizing your community footprint
Participants should use social media to get their message 
out. Social media can help chapter leaders establish a local 
presence in their community by familiarizing non-members 
with MOAA and its missions. Using social media outlets 
also helps the national association build brand recognition 
and awareness for MOAA.

Since 2011, Facebook users 35 and older have increased 
by nearly 30 million, and users 55 and older have in-
creased by more than 12 million. Transitioning officers also 
are twice as likely to be on LinkedIn as peers their age. 

Council and chapter legislative chairs/liaisons were 
encouraged to interact with local business and civic leaders 
in their communities, attend events that draw prospective 

members, and help connect veterans to jobs. In addition, 
attendees were asked to: 
• share MOAA’s legislative email alerts with their friends 
and members of other civic groups and 
• use social media to publicize when and where their 
chapters meet. 

Participants should use all avenues available to them 
to get the word out and build support for MOAA’s legisla-
tive goals. To build support, council and chapter legislative 
chairs/liaisons should:
• enlist the support of state legislators who will introduce or 
cosponsor legislation;
• make military-friendly legislators honorary chapter mem-
bers and invite them to speak at chapter meetings; 
• take time to thank legislators for their support; and
• share MOAA’s legislative alerts with members of their 
chapter, state coalition, and other civic groups.

Finally, participants were encouraged to become a go-to 
resource in their communities by supporting local service-
members, veterans, and businesses and engaging with local 
legislators and city officials. Several participants indicated 
their community involvement led to their appointment 
on a chamber of commerce’s military affairs committee or 
mayor’s veterans affairs committee.

Legislative Chair/Liaison 
Recommendations

uring a general session, Col. Mike Hayden, USAF 
(Ret), MOAA’s director of Government Rela-
tions, provided delegates with an overview of the 

key issues discussed and examined during the Legislative 
Chair/Liaison Workshop.

Grassroots Advocacy
MOAA looks to its council and chapter members to provide 
the grassroots support needed to achieve its legislative goals. 
Participants learned:
• council and chapter members are the single largest group 
national MOAA can mobilize to support legislative issues;
• legislators are more apt to listen to their constituents, who 
are MOAA council and chapter members; and
• national MOAA leverages the grassroots support gener-
ated by council and chapter members each year during 

D

Charleston (S.C.) Chapter Legislative Chair Cmdr. Gordon 

Hobgood, USN (Ret), offers a suggestion about state-level advocacy. 
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Storming the Hill. During this one-day lobbying blitz, coun-
cil and chapter presidents meet one-on-one with their U.S. 
representatives and senators — and key members of their 
staffs — and advocate on legislative issues.

Council and chapter leaders also generate support by 
acting as MOAA’s ambassadors in their communities. 

Many council and chapter members are business and 
community leaders and help bridge the military-civilian 
divide by offering information on why a particular piece of 
legislation is needed. 

Legislative chairs/liaisons link their affiliates’ advocacy 
missions with national MOAA’s legislative agenda. They 
also help MOAA personalize relationships with legislators, 
with legislative chairs/liaisons serving as points of contact in 
many congressional districts. Currently, the goal is to have 
a chapter legislative chair/liaison in all 435 congressional 
districts. Approximately 82 percent of congressional districts 
are covered by a chapter legislative chair/liaison, with some 
chapters covering more than one congressional district. 

Key Events and Tools
National MOAA conducts four annual advocacy events and 
activities each year. These events include:
• Storming the Hill, which is held in 
Washington, D.C., each April during the 
Council Presidents’ Seminar;
• publishing in Military Officer a State 
Report Card, which evaluates several key 
indicators of military friendliness in all 
50 states and the District of Columbia;
• providing council and chapter leaders 
with talking points and leave-behind 
materials to use when they visit with 
their national legislators in their home 
district offices each August during the 
congressional recess; and
• training legislative chairs/liaisons at the 
annual Chapter Leaders’ Symposium.

Throughout the year, national MOAA 
communicates with members through its 
flagship publication, Military Officer, by:  

• publishing information in the Washington Scene column;
• including tear-out letters or postcards to mail to national 
legislators; and
• including personalized messages on legislative issues.

Influencing National Legislation
Participants examined and discussed how to influence 
national-level issues and legislation. To maximize effective-
ness, legislative chairs/liaisons should:
• establish personal relationships with staff members who 
work in the district offices of their U.S. representative and 
both U.S. senators;
• include congressional staffers on the distribution lists for 
their council and chapter newsletters;
• make military-friendly legislators honorary chapter 
members and invite them to speak at chapter meetings; and
• cut and paste the material provided in MOAA’s Legisla-
tive Update into their newsletters and distribute that infor-
mation via their email networks. 

Influencing State-level Legislation
Council and chapter legislative chairs/liaisons examined 
how they could improve their state-level advocacy efforts. 
Attendees recommended:
• conducting a reverse Storming the Hill effort to enlist the 
support of federal legislators on state-level issues;
• conducting a Storming the Hill-type event each year in 
the state capital, during which council and chapter mem-

Many council and chapter members help 
bridge the military-civilian divide by offer-
ing information about legislation.

Col. Len Freidlander, USAF (Ret), exchanges ideas and best practices from his coun-

cil and chapter in Florida at the Legislative Chair/Liaison Workshop.
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bers would meet face-to-face with their state legislators and 
members of their staffs to discuss pending legislation; 
• advocating on key issues as part of a military or 
veterans’ coalition;
• working with or seeking appointments to serve on the 
state’s VA commission or veterans’ advisory council; and
• developing a personal relationship with the governor’s 
military/veterans advisor. 

Improving Support
Delegates discussed how national MOAA can better support 
council and chapter leaders’ advocacy efforts. Participants 
recommended national MOAA personnel: 
• create an email distribution list, composed of council and 
chapter legislative chairs/liaisons, and distribute informa-
tion on pending legislation and letters sent by MOAA and 
The Military Coalition to members of Congress;
• create a starter kit for working national and state issues, 
which could be used by new legislative chairs/liaisons; and
• conduct a Legislation 101 webinar on how legislation is 
introduced and passed. 

General Session 
Presentations 

uring the symposium, members of the national 
staff and board of directors briefed participants on 
topics of interest to council and chapter leaders. 

Membership and Marketing Update
Kathy Partain, director of Membership and Marketing, pro-
vided an overview of MOAA’s membership model and out-
lined the association’s new communication strategy. MOAA 
has approximately 383,000 members, and Partain thanked 
attendees for personalizing the association’s recruiting and 
retention efforts through peer-to-peer interaction, which is 
extremely effective. 

Leaders were encouraged to recruit the next generation 
of members, which is needed for MOAA to maintain its 
strength. Although membership retention is good, too many 
members let their memberships lapse. 

In 2012, MOAA launched its new membership model. 
Under the new model, MOAA moved away from providing 
products and services to everyone, regardless of what they 
paid. Now, the membership level determines what products 
or services a member receives. New members also have the 
option of choosing the membership level that best meets 
their needs. 

MOAA’s three levels of membership are:
• Basic (free electronic membership);
• Premium (paid membership that must be renewed); and
• Life (paid lifetime membership). 

MOAA will benefit from the new membership model by:
• increasing the number of younger officers who are members;
• growing the pool of Basic members who later can be con-
verted to Premium or Life members; and
• offering different services to meet the needs of members at 
each membership level.

Common recruiting and marketing challenges also were 
examined. These challenges include:
• an aging membership demographic;
• competition from other organizations;
• limited or denied access to prospects who might be inter-
ested in joining MOAA;
• potential-member list fatigue, which occurs when MOAA 
and chapter recruiters contact the same group of prospects 
over and over again;

MOAA Director of Membership and Marketing Kathy Partain 

helps participants understand the association’s communication strategy. 

D
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• promoting MOAA via news media;
• postage increases, which make it costly to contact pros-
pects through traditional mailings; and
• lack of awareness of MOAA and its missions.

Connecting with members
MOAA’s communication strategy was designed to inform, 
educate, and engage members, which ultimately improves 
recruiting and retention. The strategy includes:
• planning for future communication needs;
• redesigning MOAA’s Web Base; and
• using social media outlets to reach potential members. 

Communication efforts are tailored to each membership 
level and life stage. These stages are:
• starter life, which includes junior officers between the ages 
of 20 and 30. At this stage, MOAA helps members get their 
lives off to a great start.
• family life, which includes members ages 31 to 45 who are 
mid-grade officers. During this life stage, MOAA helps its 
members meet the needs of their families.
• transitional life, which includes members ages 46 to 59 
who are senior officers or in their second careers. MOAA 
helps these members refocus and thrive.
• retired life, which includes members ages 60 to 70 who 
recently left the workforce. MOAA 
helps these members get the kind of re-
tirement they’ve hoped for and earned.
• hard-worked life, which includes 
members 70 and older who are fully re-
tired. MOAA honors the service of these 
members and keeps them connected to 
the military family.

Communication methods and ser-
vices also are tailored for other member-
ship segments, including:
• former officers;
• auxiliary members/surviving spouses; 
and
• members’ spouses. 

Chapter membership
Chapter recruiters should be able to 

answer the question, “Why should I join a chapter?” Some of 
the reasons include:
• allowing officers to stay connected to the military com-
munity locally;
• providing camaraderie while working toward a common 
goal;
• giving officers the opportunity to continue to lead; and
• creating a support network for members’ spouses.

National MOAA’s Membership and Marketing Depart-
ment supports Chapter Recruiting 2014 by:
• developing camera-ready ads chapters can use to attract 
new members;
• providing vouchers for one- or two-year free chapter 
memberships to new national Premium and Life members, 
respectively; and
• developing printer-friendly membership applications and 
online join forms.

The Membership and Marketing Department also supports:
• state and National Guard association conferences;
• national events that attract servicemembers;
• award ceremonies for active duty servicemembers; and
• MOAA’s Gold Bar Program, which sees chapter members 
present newly commissioned officers with their first set of 
gold bars and a Basic membership in national MOAA.

Participants also learned about MOAA’s new text-alert 
system. To sign up, text the keyword MOAA1 (66221). Text 
alerts (less than 10 a month) may cover any of the following:
• benefits;
• legislation;

Northeast Area Director of the Florida Council of Chapters Col. Bob Bachmann, 

USA (Ret), left, and Suwannee River Valley (Fla.) Chapter President Lt. Cmdr. Steve Casto, 

USN (Ret), attend the Chapter Management Workshop.

Be able to answer the question, “Why should 
I join a chapter?” Illustrate a chapter’s camara-
derie, leadership, and support networks.
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• careers;
• member services;
• information for caregivers; and
• VA claims. 

Partain concluded by thanking council and chapter lead-
ers for their leadership and for recruiting and retaining the 
next generation of MOAA members. 

Council and Chapter Affairs Update
Col. Barry Wright, USA (Ret), director of Council and 
Chapter Affairs, provided participants with an overview 
of national MOAA’s efforts to support and strengthen its 
council and chapter system and recruit and retain chapter 
members. Currently, MOAA has 412 chapters and approxi-
mately 57,000 chapter members. 

Accomplishments this year include:
• adding four more chapters and one new chapter satellite;
• having chapter leaders recruit 1,328 new incentive-quali-
fied chapter members under Chapter Recruiting 2014;
• processing 229 chapter rosters;
• having 139 councils and chapters receive a Levels of Ex-
cellence Award, which recognizes them as one of MOAA’s 
top affiliates;
• increasing the number of legislative chair/liaisons by 
42 percent;
• processing 4,321 Gold Bar requests to date, which were 
presented to graduating ROTC cadets and midshipmen 
along with a Basic membership in national MOAA; and
• having USAA sponsor 80 council and chapter events.

Chapter Recruiting 2014
Participants listened to an overview of the Chapter Re-
cruiting 2014 Program, which focuses on recruiting and 
retaining chapter members. Most recruiting efforts target 
the 300,000-plus national MOAA members who do not yet 
belong to a chapter.

 To participate in the 2014 program, chapter leaders must:  
• submit a membership roster that shows the number of 
current members as of Feb. 1, 2014;
• report new chapter members who are recruited through-
out the calendar year; and
• retain 95 percent or more of their members during the 
calendar year. 

Slight refinements were made to the Chapter Recruiting 
2014 Program. Again this year, chapters will receive $10 for 
each new chapter member recruited, provided that member 
also is a member of national MOAA. 

The quarterly awards program was enhanced. Any council 
that recruits a minimum of 35 new incentive-qualified chapter 
members now will receive $250, while any independent chap-
ter that recruits a minimum of eight new incentive-qualified 
members will receive $100. A council or independent chapter 
also can win in every quarter. 

At press time, more than 50 chapters were using the new 
online chapter membership dues join and renewal tool, and 
more than $4,000 in dues had been disbursed to chapters. 

In addition, national MOAA personnel shared 23,000-
plus email addresses with chapter recruiters. These email 
addresses were provided by national MOAA members who 
opted-in to receive information from MOAA’s chapters and 
were included on the annual potential-member lists and 
quarterly updates provided to chapter leaders. 

Council and Chapter Affairs Department staff also will 
send out up to two recruiting/special event emails a year to 
support chapters. The emails are sent to non-chapter MOAA 
members who live within a chapter’s jurisdiction. Chapter 

leaders can take advantage of this service by completing an 
easy-to-use, fill-in-the-blank form, which can be found on 
MOAA’s Web Base at www.moaa.org/recruitingmessage. 

Webinars
Several webinars and videos to train chapter leaders were 
developed and now are available on MOAA’s Web Base 
(http://bit.ly/chapterwebinars). Subjects covered include:
• how to use the online chapter membership dues join and 
renewal tool; 

Mississippi Council of Chapters President Lt. Col. Ed Wallington, 

USA (Ret), talks about programs and projects that attract new members.
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• tips for improving your council or 
chapter newsletter or e-newsletter;
• event planning;
• training for legislative chairs/liaisons;
• personal affairs;
• public relations; and
• how and why your affiliate should seek 
IRS tax-exempt status. 

Electronic funds transfer (EFT)
Although MOAA’s electronic funds 
transfer (EFT) program is not new, it is 
often misunderstood. MOAA has been 
using EFT to make electronic payouts 
since 2001. At press time, however, 
only 188 chapters were enrolled in 
EFT, which provides greater accuracy 
and the ability to receive monetary-
incentive payouts faster. EFT use also prevents lost and 
uncashed checks.

To increase participation, the EFT program will be pro-
moted throughout late 2014 and 2015, and five points will 
be awarded to chapters that participate in EFT during the 
Levels of Excellence Award Program. EFT use also will be 
required in order to be eligible to receive the chapter-roster 
submission incentive. 

Aspirational Goal
MOAA personnel are working to leverage the grassroots 
support provided by council and chapter members by ex-
erting influence in all 435 congressional districts. Council 
and chapter chairs/liaisons help MOAA achieve its legisla-
tive goals by:
• linking the chapter’s mission to national MOAA’s legisla-
tive priorities;
• personalizing the chapter/legislator relationship; and
• providing a single point of contact.

To increase its legislative influence, MOAA will work to:
• start new chapters and chapter satellites in congressional 
districts where there currently is no coverage and
• have a legislative chair/liaison cover a congressional dis-
trict where there is no chapter or chapter satellite. 

Council and chapter leaders should work together to 
identify which chapters will cover each congressional dis-
trict in their state. MOAA also is working to increase the 
number of legislative chairs/liaisons in its councils and chap-
ters. At press time, 360 legislative chairs/liaisons have been 
identified, and their names and email addresses have been 
added to MOAA’s member database. 

To assist legislative chairs/liaisons, national MOAA per-
sonnel have:
• developed a new training curriculum;
• conducted two legislative affairs webinars to date;
• posted a legislative affairs training webinar on MOAA’s 
Web Base (http://bit.ly/chapterwebinars);
• provided talking points, background information, and 
leave-behind materials to use when visiting national legisla-
tors during the August congressional recess;
• published articles that contain information, best practices, 
and helpful lobbying tips in The Affiliate and MOAA’s Coun-
cil and Chapters Update; and 
• developed a new training workshop for legislative chairs/
liaisons that will be offered at Chapter Leaders’ Symposia.

Chapter/satellite growth
MOAA personnel will look to council and chapter lead-
ers for support as they work to establish more chapters 
and chapter satellites in congressional districts. Council 
leaders should examine geographic areas and ZIP codes to 
determine where a new chapter or chapter satellite might 
be needed and help identify potential leaders for the new 

Charlotte-Metrolina (N.C.) Chapter Membership Chair Cmdr. Carol Alljets, USN 

(Ret), reviews a list of common recruiting and retention challenges.

Most recruiting efforts target the 300,000-
plus national MOAA members who do not 
yet belong to a chapter.
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affiliate. National MOAA will support these efforts by pro-
viding council leaders with:
• potential-member lists and
• chapter electronic support recruiting messages.

Chapter Recruiting 2015
Minor enhancements and adjustments will be made to the 
Chapter Recruiting 2015 Program, based on feedback from 
council and chapter leaders, budget analysis and feasibil-
ity, and use of program tools. However, the program’s 
core mission of recruiting and retaining chapter members 
remains unchanged. 

To participate in Chapter Recruiting 2015, leaders must 
submit an updated chapter membership roster. Annual 
potential-member lists and quarterly updates will continue 
to be provided by national MOAA, because they are the best 
tools for identifying and recruiting chapter members. The 
program’s monetary incentives and goals will focus more 
tightly on chapter recruiting and retention. 

Refinements include:
• retaining the $10 incentive for each new chapter mem-
ber, provided the new chapter member is also a national 
MOAA member; 
• offering a $50 incentive to chapter leaders who submit 
their roster between Jan. 1 and Jan. 15; and
• offering a $25 incentive to chapter leaders who submit 
their membership roster between Jan. 16 and Jan. 31.

To receive the roster-submission incentive, a chapter 
must be enrolled in MOAA’s EFT program.   

The annual recruiting awards incen-
tive remains, with $500 being awarded to 
the top-recruiting chapter in each of 10 
size categories. 

Chapter Recruiting 2015 will empha-
size the link between national MOAA 
and chapter membership. National 
MOAA membership provides the 
grassroots power needed to influence 
legislation on Capitol Hill. Because 
of this, chapters that recruit national 
MOAA members at special events will 
continue to receive incentives. However, 
to receive an incentive, the new recruits 
must be paid members (Premium or 
Life members). 

Chapters that recruit:
• a minimum of five new Premium 

members will receive $100 and 
• a minimum of five new Life members will receive $200.

The voucher program also will continue in 2015. New 
Premium members will receive a free one-year chapter 
membership, and chapters will be reimbursed $15 for each 
Premium member. Life members will receive a free two-year 
chapter membership, and chapters will be reimbursed $30.

MOAA’s Gold Bar program continues, but more emphasis 
will be placed on returning completed Basic membership 
applications. Each application must contain an email address, 
because all communication with Basic members is done via 
email. In 2014, chapter leaders requested more than 4,500 sets 
of gold bars to present to graduating ROTC cadets and mid-
shipmen, along with a complimentary Basic membership in 
MOAA. However, only 1,524 Basic membership applications 
were completed and returned to national MOAA.

Chapters that participate in the Gold Bar Program receive:
• $250 for recruiting a minimum of 10 new Basic members 
and
• $500 for recruiting 100 or more new Basic members.  

Other changes
The Council and Chapter Policies and Procedures Guide, 
the definitive informational resource for council and 
chapter leaders, will be updated in 2015. The revised guide 
will contain:
• updated Levels of Excellence Award criteria;
• information on how to earn the $750 flat-rate chapter 
development reimbursement; and 

Palm Beach-Martin Counties (Fla.) Membership Chair Lt. Col. Ken Dempsey, USAFR 

(Ret), learns which categories of nonmembers he should first target.
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• changes to USAA sponsorship funding for special events, 
which now will be $800 per council event and $300 per 
chapter event. 

Communication 
Council and Chapter Affairs Department staff communi-
cates with members through:
• an annual feature article on councils and chapters and 
the monthly Chapters in Action section in Military Officer. 
These articles show the value of chapter membership to non-
chapter MOAA members;

• The Affiliate, a monthly e-newsletter for council and 
chapter leaders that contains best practices and chapter 
management tips;
• MOAA’s Council and Chapter Affairs Update, a general-
interest monthly e-newsletter that goes out to council and 
chapter subscribers; and
• MOAA’s Legislative Update, a weekly e-newsletter that 
goes out to subscribers who have an interest in national 
legislative issues.

Wright concluded his presentation by reviewing key events 
that will occur in the first six months of 2015, which include: 
• January — Chapter Recruiting 2015 materials are available 
for download, and chapter roster submissions are due.
• February — Chapter rosters are processed, payouts are 
made for Chapter Recruiting 2014, and the deadline ar-
rives to enter the Col. Marvin J. Harris Communications 
Award Contest.
• March — Council and chapter officer updates are due, and 
annual potential-member lists are sent to chapters.
• April — The Chapter Recruiting 2015 program officially 
begins, and the Council Presidents’ Seminar is held.
• June —  Levels of Excellence Award submissions are due, 
and the first email is sent out that asks national MOAA 
members to opt-in to receive email messages from chapters.

Auxiliary Member Advisory Committee 
Participants learned about the work being done by MOAA’s 
Auxiliary Member Advisory Committee (AMAC). Patricia 

Bergquist chairs the six-member AMAC, which was es-
tablished in 2004 and advises MOAA on issues that affect 
surviving spouses. AMAC members also support a network 
of auxiliary liaisons, located in council and chapters nation-
wide, who assist MOAA’s auxiliary members. 

Who is an auxiliary member? A MOAA auxiliary mem-
ber is the surviving spouse of a deceased national MOAA 
member or the surviving spouse of a deceased servicemem-
ber who would, if living, be eligible for membership.

Auxiliary liaisons typically are auxiliary members who 
support MOAA’s affiliates by filling leadership positions and 
managing special projects, events, and fundraisers. Auxiliary 
liaisons also support surviving spouses in MOAA’s affiliates. 
Each council and chapter should appoint an auxiliary liaison 
who will:
• serve as the primary point of contact on legislative and 
benefits issues concerning surviving spouses; 
• advocate for surviving spouses at the local, state, and 
national levels; and
• educate others on MOAA’s legislative objectives and the 
needs of military survivors. 

The number of auxiliary liaisons is growing. Currently, 85 
percent of state councils and 68 percent of chapters have an 
auxiliary liaison.

The AMAC launched a national project in 2013-14 to 
educate congressional legislators on the need to repeal 
the unfair Survivor Benefit Plan (SBP)/Dependency and 
Indemnity Compensation (DIC) offset that affects surviving 
spouses. National MOAA supports the repeal of the SBP/
DIC offset. Currently, there are 326,780 SBP recipients, and 

Membership Chairs Lt. Col. Bill Young, USAFR (Ret), left, and 

Col. Blaine Lotz, USAF (Ret), review recruiting tips. 

MOAA’s Gold Bar Program continues with 
emphasis placed on Basic membership ap-
plications. Each new applicant must have 
an email address.
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60,432 of those recipients are affected by the offset, which 
reduces SBP by $1 for every $1 received in DIC. The average 
SBP offset per month is $891. Worse still, 60 percent of the 
offset recipients lose full SBP, while 40 percent have their 
SBP partially offset by DIC. 

Of the recipients affected by the unfair SBP/DIC offset, 
48,264 recipients are age 65 or older. Another 12,168 re-
cipients, who are younger than 65, also are affected. 

Bergquist urged leaders to go back to their councils and 
chapters and have their members contact their congressional 
legislators and ask them to support pending legislation, H.R. 

32 and S. 734, which would repeal the SBP/DIC offset. Partici-
pants also were asked to remember the value auxiliary mem-
bers bring to chapters and councils and not overlook auxiliary 
members when it comes time to fill leadership positions. 

Transition Center Update
MOAA’s Transition Center Director Capt. Jim Carman, USN 
(Ret), described how the center is organized and outlined 
the many services it provides. He also reviewed several new 
initiatives that were launched in 2014.  

The Transition Center is organized into three areas:
• career-management consulting;
• the Financial Education and Benefits Information Office; and
• the veterans service officer (VSO) program. 

Personnel in the Transition Center provide members with 
a variety of career-management services, including:
• hosting career fairs;
• developing job-search strategies;
• interview preparation; and
• transition coaching.

Services provided by the Financial Education and Ben-
efits Information Office include:
• financial counseling;
• health care and benefits information; and
• financial, estate-planning, and health care publications.

The Transition Center oversees MOAA’s new VSO pro-
gram, which provides assistance to all veterans with their 
disability-claim development and processing. The VSO pro-
gram enables MOAA to provide essential services not only 
to members but also to any veteran — free of charge. 

Carman then reviewed job-market statistics and de-
scribed how Transition Center personnel help MOAA mem-
bers in transition. As of press time, the center had hosted in 
2014 two live and four virtual career fairs (www.moaa.org/
careerfair) and assisted 390 military spouses in career transi-
tion. During 2014, center personnel also:
• linked 721 veterans with representatives from 38 compa-
nies during an August virtual career fair;
• provided résumé reviews and career consultations to 633 
members and veterans and their spouses;
• provided benefits consultations to 1,282 people; and
• gave presentations that 9,276 people attended. 

The MOAA Career Networking Group on LinkedIn 
(www.moaa.org/linkedin) now has 22,600-plus members. 
The center also forged partnerships with government, non-
profit, and educational resources that assist military jobseek-
ers, ranging from the Department of Labor to universities 
located nationwide. 

Transition Center personnel completely rewrote the 
Marketing Yourself for a Second Career guide, which now is 
available in print and online at www.moaa.org/publications. 

Participants were urged to use this guide to support and 
strengthen their transition assistance groups.

New publications on concurrent receipt and the Sur-
vivor Benefit Plan also are being developed, and several 
popular MOAA publications have been updated, including:
• Aging Into Medicare;

Membership Chairs Col. Bill Schneider, USA (Ret), left, and Lt. 

Cmdr. John Snyder, USN (Ret), prepare for the Membership Chair 

Workshop by reviewing the session materials.

Auxiliary members bring value to chapters 
and councils and should be considered for 
leadership positions.
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• Estate Planning;
• Remarriage Guide;
• Help Your Survivors Now;
• Guard-Reserve Retirement Checklist; and
• Benefits Planning Guide and Financial Planning Guide, 
formerly a combined publication.

The center provides a wealth of information through 
its Financial Education and Benefits Information Office. Per-
sonnel often field questions about: 
• health care;
• pay and survivor benefits;
• concurrent receipt; and
• general financial issues.

Chapter personal affairs groups
Carman discussed the importance of chapter-run personal 
affairs groups, which serve as first responders whenever a 
member needs financial, estate-planning, or health care assis-
tance. The primary missions of a chapter-run personal affairs 
group include:
• serving the needs of aging chapter members;
• providing information and resources at the local level; and
• offering assistance to survivors, as needed.

Chapter personal affairs officers were encouraged to view 
the personal affairs webinar (www.moaa.org/pawebinar), 
which provides training and information about the national 
MOAA’s resources. Council and chapter leaders also were 
encouraged to contact the Transition Center when they:
• don’t know where else to turn for assistance 
or information;
• need print publications shipped; or
• have specific questions related to pay, estate-planning, or 
benefits.

Carman outlined the growth of MOAA’s VSO program, 
which has trained seven volunteers to date and filed 85 claims 
on behalf of veterans. Another eight volunteers are in training, 
and 94 claims are in development. The VSO program hopes 
to have 20 volunteers by 2015, and the program received a 
$180,000 grant from Pentagon Federal Credit Union.

Finally, MOAA is supporting a new program called 
Lawyers for Heroes (www.lawyersforheroes.org) that serves 
military caregivers. The American Bar Association and Pub-
lic Counsel Law Center also support the program. In 2014, 
MOAA and the Elizabeth Dole Foundation developed an 
online guide titled Tips for Lifelong Caregiving (www.moaa 
.org/caregiver), which contains valuable resources and infor-
mation for military caregivers.

Benefits Information Brief
Lt. Col. Shane Ostrom, USAF (Ret), deputy director of 
MOAA’s Transition Center, briefed participants on the 
services provided by the Financial Education and Benefits 

Information Office, whose mission is to recruit, retain, and 
serve MOAA members by providing them with accurate, 
timely, and comprehensive information on their benefits and 
entitlements. To accomplish this goal, personnel: 
• conduct outreach programs; 
• offer benefits and financial education to members; and
• answer members’ questions in print and online.

Benefits Information and Financial Education Office 
personnel possess expertise in many areas, including: 
• military benefits;
• TRICARE;
• Social Security/Medicare;
• veterans’ affairs; 
• financial planning and education; 
• research and publications; and
• personal affairs and estate planning assistance.

Personnel also give informational and educational pre-
sentations each year at:
• retiree appreciation days;
• active duty transition seminars; 
• Guard and Reserve benefit seminars;
• financial education seminars;
• spouse outreach events; and
• MOAA chapter meetings.

MOAA’s financial education services also connect the as-
sociation with currently serving officers. Financial education 
seminars currently are held:
• in conjunction with active duty transition seminars and 
career courses and
• at MOAA chapter meetings.

A Web-based financial education center (www.moaa 
.org/financialcenter) is available to MOAA members 
and their spouses. It provides tax information, financial 
calculators, and timely information on a broad range of 
topics. Personnel in the Benefits Information and Financial 
Education Office also answer general questions on tax and 
financial-planning topics.

MOAA’s financial education services and 
seminars connect the association with cur-
rently serving officers.
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The Benefits Information and Finan-
cial Education Office disseminates in-
formation to members through MOAA’s 
online and print publications, including 
Military Officer’s Rapid Fire section and 
Financial Forum column. Benefits infor-
mation and financial planning articles 
also are published in Military Officer; 
MOAA’s News Exchange, a biweekly 
e-newsletter; and the Financial Front-
lines and Health Care Happenings blogs 
on MOAA’s Web Base (www.moaa.org/
blogs). In addition, many helpful guides 
and checklists can be accessed through 
MOAA Publications (www.moaa.org/
publications). 

Participants were encouraged to 
contact the Benefits Information and 
Financial Education Office whenever they have a problem, 
question, or concern. 

Spouse Benefits Briefing 

pouses attended a special benefit briefing given 
by Lt. Col. Shane Ostrom, USAF (Ret), deputy 
director of MOAA’s Transition Center. Partici-

pants learned about the services offered by the Transition 
Center’s Benefits Information and Financial Education 
Office, examined personal affairs planning needs, reviewed 
pending legislation that could affect their benefits and 
entitlements, and reviewed how remarriage affects their 
Survivor Benefit Plan (SBP) and Dependency and Indem-
nity Compensation (DIC) benefits.

Mission and Outreach Programs
The mission of the Benefits Information and Financial Edu-
cation Office is to recruit, retain, and serve MOAA members 
and their families by providing them with accurate, timely, 
and comprehensive communication through:
• outreach programs;
• MOAA’s print and electronic media outlets; and
• MOAA’s Transition Center, which provides benefits coun-
seling and financial education.

Transition Center personnel conduct approximately 120 
presentations each year at events such as:

• retiree appreciation days;
• active duty transition seminars;
• Guard and Reserve benefit seminars;
• legislative benefit updates;
• financial education seminars;
• spouse outreach events; and
• MOAA chapter visits.

Participants were encouraged to use the tools and informa-
tion in the Finance section of MOAA’s Web Base (www.moaa 
.org/financialcenter), which address a wide range of topics. 

Online and Print Resources
MOAA’s online and print resources help members and their 
spouses with their financial planning needs and educate 
them about their benefits and entitlements. Feature articles 
and the Rapid Fire and Financial Forum sections in Military 
Officer contain financial and benefits information. Other 
sources of information include:
• MOAA’s e-newsletter, the News Exchange;
• publications and checklists, including Help Your Survivors 
Now, the Personal Affairs Action Guide, and the Survivor 
Checklist; and 
• the Financial Frontlines and Health Care Happenings 
blogs on MOAA’s Web Base. 

Spouses learned a number of new publications also were 
being developed, including:
• a financial planning guide;
• a benefits planning guide; and
• a concurrent receipt guide.

Ruth Lahendro writes down information about resources available to surviving spouses. 

MOAA invites surviving spouses to join the association and advocate for their benefits.

S
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Participants were encouraged to contact the Benefits 
Information and Financial Education Office whenever they 
needed a publication or checklist or had questions about:
• military benefits;
• TRICARE;
• Social Security or Medicare:
• veterans’ affairs;
• financial planning and education;
• personal affairs; 
• MOAA’s publications; or
• spouse and family issues.

Personal Affairs
Spouses learned about the services provided by chapter-run 
personal affairs groups, which assist members at the local 
level. Participants were urged to organize their affairs before 
a crisis occurred and do end-of-life planning now by:
• gathering information in advance; 
• using credible sources of information when gathering 
facts; and
• reviewing their plans annually. 

Participants were encouraged to get their personal affairs 
in order by:
• updating their will, trust, and living will;
• gathering needed documentation; and
• completing MOAA’s Personal Affairs Action Guide. 

The following documentation also should be available:
• birth certificates;
• marriage certificates;
• divorce decrees;
• changes in name; 
• death certificates; 
• separation documents such as the DD Form 214 or retire-
ment orders;
• location and keys to safe deposit boxes; and
• computer usernames and passwords.

Spouses were encouraged to organize their digital estate. 
This includes creating an inventory of:
• valued web pages;
• online photo collections;
• Web-based business materials;
• Ebay storefronts;
• PayPal account information;
• social media information; and
• other materials stored on personal computers.

Organizing a digital estate will allow survivors to access 
electronic assets when a loved one dies. Usernames and 

passwords should be kept for:
• all online accounts, including shopping accounts;
• email accounts;
• business sites;

• social media sites; and
• personal computers. 

Service records can be ordered online at www.archives 
.gov/veterans, or by calling toll-free (866) 272-6272. Request 
Standard Form 180 (SF180), “Request Pertaining to Mili-
tary Records.” The form can be faxed to (314) 801-9195 or 
mailed to:

National Personnel Records Center
1 Archives Drive
St. Louis, MO 63138
Surviving spouses should set aside enough money to 

last 60 to 90 days following the death of their sponsor. This 
money will be needed between the time the sponsor’s retired 
pay is stopped following his or her death and the time any 
death benefits and survivor annuities begin being paid.

Participants also were encouraged to support and par-
ticipate in their chapter’s personal affairs committee, which 
provides information and identifies members’ needs at the 
local level. Chapter-run personal affairs committees act as 
first-responders for members in crisis and:

Patricia Bergquist, chair of  MOAA’s Auxiliary Member Advisory 

Committee, updates members on the committee’s successes. 

A chapter’s personal affairs committee pro-
vides information and identifies members’ 
needs at the local level.
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• serve the chapter population, which is aging;
• provide survivor assistance as needed; and
• serve as a local information source.

MOAA has a number of publications and checklists for 
members who have questions about their earned benefits 
such as Help Your Survivors Now, the Personal Affairs Ac-
tion Guide, and the Survivor Checklist. Another publication 
available to members and spouses is Your Guide to Military 
Burials, which outlines the rules and procedures for burial 
in Arlington National Cemetery and state and overseas VA 
cemeteries as well as servicemembers’ entitlements to inter-
ment. This publication is available only online.

Spouses were encouraged to work with a county veterans 
service officer or MOAA’s VSO program if they have a ques-
tion about VA benefits. Participants were discouraged from 
working with private firms that handle VA claims. Many com-
panies try to sell products or services that may not be needed. 

Attendees learned about the VA’s Aid and Attendance 
and Housebound programs. This benefit may be available to 
wartime veterans and surviving spouses who have in-home 
care or who live in nursing homes or assisted-living facili-
ties. However, qualifying for the program is not easy. To 
qualify, the recipient: 
• must be a wartime veteran and be age 65 or older; or
• be totally and permanently disabled; or
• be a veteran in a nursing home receiving skilled nursing 
care; or

• receive Social Security Disability Insurance; or
• receive Supplemental Security Income. 

While benefits are based on financial need, many elderly 
veterans and surviving spouses whose incomes are above 
the congressionally mandated legal limit for a VA pension 
still may be eligible if they have large nonreimbursable 
medical expenses, including nursing home expenses. 

Finally, participants were asked to support the Benefits 
Information and Financial Education Office by:
• staying informed;
• advocating to improve benefit shortfalls;
• promoting the department’s services, tools, and publications; 
• recommending department personnel as speakers at 
events in their area that draw potential MOAA members; 
• providing feedback and suggestions to MOAA personnel; and
• volunteering to serve on their chapter’s personal affairs 
committee or as an auxiliary liaison for their chapter.

Effects of Remarriage 
Attendees learned upon the death of a military member, the 
surviving spouse remains eligible for all benefits (medical care, 
commissary, exchange, etcetera) except space-available travel. 

Should a surviving spouse remarry, all military benefits 
and entitlements are lost or suspended, unless the subse-
quent marriage is to another military member. If the subse-
quent marriage ends in death or divorce, all benefits except 
medical coverage will be reinstated.

Survivor Benefit Plan (SBP)
Upon the death of a military member, SBP payments will 
begin, provided the deceased servicemember elected and paid 
SBP premiums. If a surviving spouse remarries before age 55, 
SBP payments will be suspended. If the subsequent marriage 
ends, SBP payments will be reinstated. Finally, if a surviving 
spouse remarries on or after age 55, SBP payments continue. 

Dependency and Indemnity Compensation 
(DIC) 
Participants learned about Dependency and Indemnity 
Compensation (DIC), which is awarded to the surviving 
spouse of a disabled veteran:

Jean Bettner, left, and Linda Cooney learn how their benefits would 

be affected if they remarried following their military sponsors’ deaths. 

Upon the death of a servicemember, the  
surviving spouse remains eligible for all ben-
efits except Space-Available travel.
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• if their death is attributed to an in-
jury or disease incurred while on active 
duty; or
• if the retiree had a 100-percent VA 
disability rating for 10-plus years or 
five continuous years after release from 
active duty; or
• is a former POW who received a 
100-percent VA disability rating one 
year prior to their death.

If a surviving spouse remarries be-
fore age 57, DIC payments will be sus-
pended. If a surviving spouse remarries 
on or after age 57, DIC payments will 
continue. If the subsequent marriage 
ends, DIC payments will be reinstated. 

SBP/DIC Offset
Spouses learned about the offset 
that sees SBP reduced by $1 for 
every $1 received in DIC. However, 
surviving spouses will have a pro-
portional amount of their SBP pre-
miums reimbursed, provided DIC 
is applied for within one year of a 
servicemembers’ death. 

Participants then learned about the 
effects of remarriage on SBP and DIC. If a surviving spouse 
remarries before age 55, SBP and DIC will be suspended. If 
a surviving spouse remarries on or after age 55 but before 
age 57, DIC will be suspended but their SBP will increase 
to 55 percent of the deceased servicemember’s base 
amount. Finally, if a surviving spouse remarries on or after 
age 57, both SBP and DIC will be paid in full. This change 
resulted from a lawsuit, Sharp et al. vs. the U.S. Accord-
ing to the ruling, Defense Finance and Accounting Service 
(DFAS) no longer is required to deduct DIC payments 
from monthly SBP annuities if the recipient is entitled to 
both benefits and has remarried after age 57. The safest 
thing might be to wait until age 57 to remarry.

Social Security
Upon the death of a servicemember, his or her surviving 
spouse can receive reduced Social Security Survivor Ben-
efits as early as age 60, or age 50 if disabled. The benefit will 
be reduced by 28.5 percent of the wage earner’s benefits, if 
taken at age 60. 

If the surviving spouse remarries before age 60, she or 
he is no longer eligible to receive Social Security Survivor 
Benefits based on the late wage earner’s work record. If 
the surviving spouse’s subsequent marriage ends, his or 
her eligibility is restored. In addition, if a surviving spouse 
remarries after age 60, it will have no effect on Social 
Security entitlements. The spouse may draw benefits based 
on his or her own work record, late spouse’s work record, 
or current spouse’s work record, whichever will yield the 
highest benefit amount. The Social Security Administra-
tion can help you make this determination.

Civilian Health and Medical Program 
of the Department of Veterans Affairs 
(CHAMPVA)
As a result of a federal law passed June 5, 2001, CHAMPVA 
expanded benefit coverage to eligible family members and 
survivors of qualifying veteran sponsors effective Oct. 1, 2001.

If the surviving spouse remarries, he or she will lose 
CHAMPVA benefits. If that marriage ends, the surviving 
spouse’s CHAMPVA benefits will be restored.

Spouses listen to an overview of the resources available to them through MOAA and 

government entities such as the VA. 
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