Promoting your club to disabled people

Your club is competing against a wide range of activities in today’s crowded leisure market. How you present it to the public will influence how many people will apply to be members. You will be judged on initial impressions, so the positive image you give of disabled people will be part of the mix that persuades people to join. 

Remember that integration is a continual process, not an end result. Involve people and extend responsibilities within the club to include members of all abilities and disabilities, so that all members have a voice. Ensure that you provide real roles and areas of accountability, not token jobs.

Your aim is to provide full access – giving everyone the opportunity of independent, safe, enjoyable and meaningful participation in all the activities associated with a sailing club. Improving access enables people to be involved at all levels, from participation to planning and decision making, by reducing physical and attitudinal barriers.

Make links with local and regional disability groups and reach out to people in any way you can. Aim to turn all the people you meet into ambassadors, telling everyone about your integrated, inclusive sailing facility in the community. The benefits will be:

· The chance to provide sailing to an increased audience.

· More club members and therefore increased revenue - not just single members but families too.

· More meaningful representation of all areas of society, both in the club structure and on the club committees.

· A good public image as an accessible and credible organisation.
· Sailors who are proud to belong to your club. 

Marketing opportunities
Disabled people will assume that events or opportunities are not accessible to them unless they are told otherwise. Using positive images of disabled people in your promotional material will reassure them that you have considered their needs, and that they will have a safe, enjoyable experience at your club.

It is therefore vitally important that your advertising and marketing are aimed specifically at your target market. You will need to adapt any publicity material accordingly. For example:
· consider the needs of people who are partially sighted. Use a clear, bold font and a large type size that has good colour contrast with the background. 
· Make sure your posters tell people that your club is accessible, and include contact details so that they can get more information. Many will not have the confidence to just turn up at your club. They will need encouraging, and arranging to meet a friendly face will help. 

Promotional ideas
The range of possible outlets for your marketing is endless – you can find a list of suggestions here. Here are a few promotional ideas to start you off:
· Develop an inexpensive advertising campaign for local publications and radio stations, remembering that free newspapers reach most of the local population. Of course, the disability press reaches more disabled people.  

· Most areas of the country are now covered by Talking Pages, which puts out news and other information on tape for people with a variety of disabilities. For details of your local service contact the Royal National Institute for the Blind. Be sure to submit your articles well in advance, as it can take time to make voice recordings.     

· Local disability groups may produce newsletters you could write for.

· Ceefax and Teletext offer an excellent service for deaf people, and it’s free.

· Positive publicity on the disability grapevine is worth any amount of paid advertising. If disabled people approve of your club, others will try it too.

· When the club is closed, ensure that there are signs that show how new members can join!

Marketing teamwork
It is a good idea to have an individual or small team of members to oversee the marketing of the club. A new member’s first experience of the club is of vital importance. For example:  

· When listing a contact’s name on publicity material, ensure that he/she is happy to be contacted, has a good telephone manner, can enthuse people about the club, has a good understanding of the club’s activities and is usually close to a phone.
· Encourage prospective members to visit the club when a suitable club representative can show them around, and introduce them to other members and take them afloat; an open day is the perfect opportunity.

Maintaining existing members
Once have been successful in attracting new members to your club, the next stage is encouraging them to remain members. The best way is by providing safe, enjoyable and rewarding on water activities. 

