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Best Practices on Retiring Customer Advisory Board Members


Here’s a great threaded discussion on this topic from our LinkedIn group – we encourage you to visit the group online to access similar conversations and start your own!

LinkedIn Member Group link: http://www.linkedin.com/groups?mostPopular=&gid=1873189 

QUESTION: Looking for ideas on how to help transition long standing members OUT of an advisory board - any ideas would be appreciated? 
 
Alison Lutjemeier • In my legal agreement to become a CAB member, have built in a 2 year membership clause. I also have a clause built in where they can't miss more than 2 meetings without forfeiting their CAB seat. This gives me an easier out, if needed, so when I release a member for any reason, I point out those clauses. 
If you don't have that luxury, I simply thank them for their contributions and let them know we have a waiting list of interested customers who we would like to give an opportunity to. Let them know they will be considered in another couple years for a spot again. 
Monie TenBroeck • I double Alison's suggestions. It's also important to figure out who & how to deliver the message. These are customers, after all, and continuing to seek a close relationship is important. Depending on your situation, either a written note or phone call thanking them for their participation from the most senior executive involved in your program would be ideal. How about swapping out more than one person so that he/she's not the only member affected. If you put it in the context of some planned changes to the overall make-up of the board, the member will be less likely to take it personally. Also, caucus with your sales/account rep (if you have one assigned) - he/she might have some other suggestions and should be involved. 
Sean Geehan • Alison and Monie have some great ideas...Having a natural rotation up front is the best way to set up. Also, celebrating the contributions is critical. In most situations, i've found most member are ready to leave after 4-5 meetings. And if they miss a lot, you can help relieve them of thier guilt or over commitment they've made. If its a one-off situation, Monie make great point....and the call needs to come from a sponsoring executive. 
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