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California Academy of Sciences

“I believe that lowering (barriers to entry) is the 
right thing to do as a leading institution and a 
good citizen of the Bay Area community.” 

- Jon Foley, executive director



California Academy of Sciences

Est



California Academy of Sciences



California Academy of Sciences

Annual Autorenewal Program

» Launched Fall 2014

» Galaxy Six and Raiser’s Edge
• RE Console
• Galaxy Payment Plan Module

» Enrollment:
• Web carts
• Front of House
• Call Center 



California Academy of Sciences

Annual Membership Subscription Plan

» Launched June 2017

» Galaxy Six and Raiser’s Edge 7.93
• RE Console
• Galaxy Payment Plan Module

» Members sign a “contract”

» Enrollment:
• Web carts
• Front of House
• Call Center (Service Only)



California Academy of Sciences

Getting the Word Out!

Social Ads

Landing Pages

Buckslips

PR

Signage



California Academy of Sciences

Community Value: Membership for as low as $6 a month



California Academy of Sciences

By the Numbers*: Annual Autorenewals 

* As of Sept. 28, 2017

● Total Households: 46,672

● Autorenewing Households: 
2,124 (5% of total)

● Average Renewal Rate: ~75%

● “Locked In” Revenue 
FY18/FY19: $315,400



California Academy of Sciences

By the Numbers*: Annual Membership Subscription

* As of Sept. 28, 2017

● Monthly “Default” Rate:

● Renewal Rates:
○ Year 1
○ Year 2
○ Year 3

● Top Levels:
○ Sdfjaksdfj

● “Locked In” Revenue FY18

● Total Households: 46,672

● Autorenewing Households: 
3,136 (7% of total)

● Average Monthly “Default” 
Rate: 2.6%

● Annual Renewal Rate: 91%

● “Locked In” Revenue 
FY18/FY19: $651K 



California Academy of Sciences

Did we support our goals?

Households stabilized in FY17!
As income increases, enrollment in 
Annual Membership Subscription 
Plan decreases! 



• Founded in 1895
• 4 Distinct Museums

– Carnegie Museum of Art
– Carnegie Museum of Natural History 
– Carnegie Science Center
– The Andy Warhol Museum

• Serve 1.3 million people annually 
• More than 28,500 basic-level member households
• Launched recurring giving program in early 2015

Carnegie Museums of Pittsburgh



Two-Pronged Challenge

• Keep up with customer expectations
– Mobile World & Green Culture

• Introduce recurring giving
– Magic bullet for increasing revenue
– Complicated by admissions benefits
– Adding new “circles” & “levels” seemed 

counterproductive
– Belief that it would diversify the member 

base

One Solution: Mobile Member Card



• Real-time validation
• Easy for frontline staff & members
• Created with a responsive web site 
• Any member can use it
• Monthly recurring gift members 

must use it (or photo ID)

MyCMPCard.org

Mobile Member Card Requirements 

http://mycmpcard.org/


• Sold in our on-line system (Luminate)
• Do not receive a plastic member card
• Online system auto-charges their credit card each month

How Auto-Renewing Membership Works

2. Imported 
into Raiser’s 

Edge

3. Member 
information 

syncs to 
Luminate & 
Siriusware

4. Member logs 
in using 

Luminate API 
to display the 

card

5. Barcode 
scan pulls 

member record 
up in 

Siriusware

1. Member 
signs up in 
Luminate



How We Promote It

• On-line donation form
• On-site handout 
• Direct Mail:

• Renewal order form 
• Upgrade insert
• Acquisition response card

• Telemarketing



• Launched in February of 2015

Program Growth



Growing the Membership Base



Renewals: A Closer Look



Key Statistics

• Households
– 1,600+ Monthly (~6% of member base)
– 500+ Annual 

• Monthly Auto-Renewal: Revenue: $21k+/month
• Retention Rates: ~73% 

– Overall Member Base:  
• First-Year:   50% 
• Multi-Year:  83%



Member Level Breakdown

Annual Auto-RenewalsMonthly Auto-Renewals

Standard



Comparison by Age
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Monthly Auto-Renewals
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Comparison by Income
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Monthly Auto-Renewals



Comparison by Education
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Thank You!

Please remember to complete the conference survey.
AMMC.cvent.com/2017

Mindee Kashiwagi
Director, Membership
California Academy of Sciences
415.379.5422
mkashiwagi@calacademy.org

Cari Maslow
Associate Vice President, Engagement
Carnegie Museums of Pittsburgh
412.578.2609
maslowc@carnegiemuseums.org

Diana Oliver
Membership Manager
Crocker Art Museum
916.808.5802
dzoliver@crockerartmuseum.org

http://ammc.cvent.com/2017
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