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What Can I Do To Recruit More Participants to Camp?
Campership Programs
· Grow the SCOPE program (of which I am President and Board member), so more kids can go to camp. Work with ACA to expand camperships. 
· Expand resources for families who need support to get to camp, through funding and education.
· Develop local campership opportunities to provide funding for disadvantaged youth to attend any camp.   

· Develop camperships/programs to make camp more affordable to the rising demographic areas. 

· Help find more money to pay camper’s fees. 
· Work toward establishing a foundation to support camperships in our local section. 

· Secure more funding for camperships.

· Raise more money for camperships. 

· Provide a personal scholarship to a local school. “Sponsor a Kid.”

· Increase parent donor base to increase their commitment to camp. 

· I can make donations to scholarship programs
· Continue donating to the campership fund
· Try to increase amount of scholarship funding available for camperships.
· Contribute to scholarship fund.
· Raise more funds for the two NFI’s – one more with. 
Spread the word about the value of the camp experience
· Design good marketing materials to be handed out where parents gather – PTA’s Facebook, Moms groups., etc., etc. 
· Share the story and the passion. Also prove to others (data, etc) what camp does to put youth ahead in life. 

· Promote the value of the camp experience through press releases/media tips to local media outlets (paper, radio, etc.).

· Utilize all available technology to market what we do to a world wide audience. 
· Bridge the gap with parents who fear the camp experience for their children
· Tell stories about the power of camp in the lives of children and youth. 

· Continue to educate schools about the value of camp and ACA.

· Work to provide resources in my agency to help our camps improve marketing messages

· Write letters to editors regarding experiences. 

· Work to bring new populations to camp. 
· Work to help create a greater public awareness of the value of the camp experience and raise resources to provide scholarships to those in need. 

· Actively encourage staff and alumni to recruit campers. Provide scholarship help. 

· Spend more time talking with PTA. Do camp fairs at PTA meetings. Find someone who represents a particular population, talk with them. 

· Expand our camps exposure. Marketing/media/utilize social networking sites better. 

· Work with camp parents. Work with local agencies. Continue to offer spots to local agencies. 

· Advocate for camp and increased opportunity within my own organization locally and nationally. Empower my staff to increase attendance and opportunity. 

· We need to educate the values of camp!

· “Translate” the value of the camp experience so it is understood culturally by more people. 
· Need to go into communities we haven’t gone in before. How do we get families with no tradition of camp or Girl Scouts interested in camp? Not just marketing, it’s about having staff to communicate the value. If all the money in the world and could offer transportation and camp for free – it would not be an issue. They don’t understand the camp experience and why it’s important. Camps are growing but they don’t look like traditional ACA camps. We’re trying to mold the market to ACA instead of adjusting ACA to meet the market. 

· Speak with Senator Begich to promote ACA camps. Bring ACA program to ACA camps. ACA “Get Families Outdoors Day”. ACA booth at Kids Day. ACA Camps Fair. Bring camp resources together to promote ACA via web and tech programs. 
· Press releases. Involve community through service projects to bring to camp as well as stimulate volunteerism. 
· Talk with local school parent’s groups about importance of summer camp for their children

· Let other people I am already connected to know about the value of ACA. 

· Share information and own camp and other camps. Put word out about the ACA website to parents. Marketing. Press Releases.

· I can send my friends with children the name of camps that I can and will be sending my kids
· I could call market research firms to help identify new target groups and how to market to them. 
· Talk to every person I know about what camp is really about. 

· Write a CEO’s column in our camp newsletter. Recruit board members with a passion for our mission and the right skill sets. 

· As a social worker/camp director, run parenting classes for parents at local schools and promote the values of the camp experience for child development. 

· Continue to advocate for the benefits of camp, while formulating an accurate definition of what “camp” is. 

· I can speak to groups asking for money for scholarships for kids who would not otherwise come and/or can raise money for that purpose. 
· Greater contact with local community and local school system. Engage teachers
· Contribute time where needed. 

· Re-invigorate once waning teen camper population with non-traditional camps that emphasize relationships versus privacy. E=MC2 (Effective=media, music and contemporary culture!)

· Make contact with Hispanic churches to have family camps. Offer services as a speaker to local civic groups. Utilize alumnae to help spread importance of camp experience. 

· PSA’s. Parent focus group. Media usage – new media advertising. Text blast. Stories. 

· Connect to alumni to encourage them to speak about the good camp did for them – how they use those skills today. Work with the many schools that come to camp for outdoor education. 

· Promote the camp experience to college professors who are parents. Build a camp DVD library at my local library and college campus library. Have students organize a camp fair that no camp director has to attend – the students represent the camps. Students organize parent workshop. 

· Have an ACA table staffed at each camp fair conducted in our section. 

· Educate parents that camp has as much value as any other activity, and is a “must” a “need”, rather than a want or luxury. 

· I can speak to parent groups about the value of camp, the youth development and outcomes research done by ACA, Nature Deficit Disorder, obesity… I could go on all day!

· Do more PR work in North Carolina. Use the full capacity of the cooperative extension system to promote camps.
· Talk to everyone about camp.
· Keep marketing to the social services to PR the camp opportunity – not just our camp.
· I can personally talk to other sports facilities about ACA. 

· Somehow talk to parents more about specific reasons of why camp is important for your child. Look into video pieces. 

· Talk with my friends and get them to send their kids to camp. Start an email forward about the value of camp. 

· Talk to parents, members, friends about camp.
· Encourage church groups to send their camp age children and adults to their church camps/conference centers. 

· Within my social sphere, spread the word. 
· Promote the camp experience when I provide training to non-camp oriented groups.
· Pool our resources and do a Superbowl Ad. Have a national spokesperson who is famous and charming – so as to make going to camp the cool new thing. Work 90 hours a week instead of just the 75-80 I do now.
· Accepting media interviews and speaking engagements.
· Tell parents children and youth, the benefits of the camp experience. 
· Write a book epitomizing the camp experience
· Attend more camp fairs/promo events on behalf of ACA

· Public Speaking—media, service organizations, newspaper, community groups. Donate. Participate on committees. 

· Become available to the press to speak on youth development issues. Encourage parents to share the value of camp with friends. 
· Make more media contacts for interviews. 
· TV ads if ti came from someone else’s budget. 

· I can write articles to promote camp.

· I will do research to validate the camp experience for the counselor. 

· Speak on behalf of ACA and promote the mission. 

· Begin working with families before children can come to camp by sharing the camp vision, outcomes and potential, etc. Building trust and connections will help families to be comfortable sending their children to camp. Build financial resources to help send low economic kids to camp. 

Community Partnerships
· Reach other non-ACA camps. Survey why they do not belong –  what does this mean? We need different membership category. 

· Work to get our message out to related groups, ie education, AARP, Park and Rec., etc. 

· I can push ACA to become established in the larger EDUCATION community so that camp becomes as essential as school in every child’s education. 

· Be seen as a youth development expert by the community so parents equate camp with this and consider camp a necessity and not a luxury. 

· Work with ethnicities to determine how to reach that population. 

· I will meet with youth serving organizations to encourage them to offer camp for those they serve. Then I will train them to run a quality camp.   

· Support camp in social groups - encourage kids.

· Work with community leaders to get Asian and Hispanic kids to camp. 

· Speak with more County Boards of Developmental Disabilities to raise awareness, so they can pass information to families. Speak to more organizations and groups that serve individuals with disabilities. Explain the value of camp experience. 

· Find community organizations and events to attend/sponsor. 

· Build good professional relationships with camps, through standards accreditation process, educational opportunity, and general resources and problem solving – will increase their commitment to and involvement in ACA. 
· These schools that come to camp as school groups have true diversity  – how do we get them to “traditional” summer camp?
· Collaboration within community. Community resources to give everyone the opportunity to attend who wants.

· Promote ACA National interfacing with non-profit organizations, e.g. “Focus For a Future” to help them fill empty beds at for-profit camps. 

· Involve myself in local networks that include others that serve. Youth (especially diverse populations) in various capacities to get ACA noticed as a valuable, relevant and credible organization – research, public policy, best practices, advocacy, etc. 

· Visit more social agencies. Partner with schools and children based agencies. Host open house. Go to community leaders of ethnic groups. Offer my services to children agencies. 

· As a speaker, I will volunteer to train staff at non ACA camps. 

· Understand and continue reaching into underserved communities with the help of existing programs/facilities/schools. 
Participation in ACA
· Stay active on the local level regardless of the changes happening and work together with others to find a solution.
· Be a voice and champion for ACA.
· I can reach out to the MANY local camps in my area that are not ACA members. I can invite them to multiple events. 

· Engage camp professionals who are not normally part of ACA in the ACA process, i.e. increase professional expertise. 

· I can recruit other camps to become ACA members
· Trust and support the task force: change our thinking – one organization. 

· Fully understand ACA and it’s mission.
· Share ACA information (section and national) with section members and non-members. Get more camps and their staff into an information loop. 
· Invite more non-member camps to ACA events like cluster meetings and regional conference

Personal Growth
· Become more conversant culturally, ethnically, etc, with non-white communities in connection with offering outdoor recreation and environmental education programs. 

· Stay on the cutting edge. Look to the future – beyond my time. Smile at others. Laugh at myself.

· To understand that camp is a component of childhood. 

· Stay open to the necessary changes and help make camp stronger
· Member since 1957. Make a good list of those good things to be retained, as well as those to be changed, so we will know what will be given up on, traded off to accomplish new goals. All members not just board. 

· Learn Spanish. 

At my camp 

· Start a camp. 
· Just keep doing what I’m doing. Be smart, smart, smart about my business. 

· Increase number of sessions (instead of 3,4, and 7 go to 4 – 2 week sessions.) Offer more camperships. Develop more satellite programs. 

· I can invest in the development of a new day camp administration by my agency. I can volunteer to ……(unreadable)... the facility/capacity of my camp. 

· Continue to serve our talented, diverse population
· Increase my fundraising efforts so that we can increase our maximum capacity and serve more children, youth and families.

· More contact with parents/families through the year. Build relationships with families. Discounts – coupons, etc. 
· Recruiting presence (in person) at schools.

· More participants at camp: work on development of our 501(c)3 organization so we can provide scholarships to some of our non-majority populations. 
· Help start a new camp in the next two years. 

· Capacity utilization (fill the empty slots!)

· Camp for Individuals with Disabilities.
· Expand my camp. Start a new site. We already recommend other camps.
· Pledge to give more youth their first camp experience!

· Recruit resident and day campers from our family camp. 

· I have a camp who is owned by a school district and is committed even in a budget crisis to have every 5th grader in the district to come to camp. It’s now part of our culture. All students spend birthdays at camp – then we have summer camp with 95 scholarships. 

· Continue to have, train, support, program manager’s camp staff to provide quality experiences to campers so they return and tell them friends, who in turn come to camp.

· Have more family weekends and open houses.   
· Run the best camp possible. 
· Our resident camp is full every year so we started a day camp (non-site based) to accommodate more campers and reach more diverse groups. Estimate 1,000 new campers in 2009.

· Now that I’m on my own, start more camps. 

· Develop additional progressions to the camp experience to allow parents the opportunity to recognize camp value in youth development.

· Attempt to recruit ethnically diverse Girl Scout families for family camp by personally visiting two or more groups. 
· Am currently building a new camp so I feel we are doing just about everything my budget allows.
· Continue to hire top-notch staff. Offer quality.
· Increase fundraising among our camp families. 

· Provide innovative programs for youth
· Continue out-of-box marketing. Continue providing outstanding program. Continue to be best ACA value in the region. 

· Fill any and all openings when camp is starting with scholarships!!! 
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