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Item # 32 
YALSA Board of Directors Meeting 

ALA Annual Conference, New Orleans 
June 24 - 28, 2011 

 
Topic: Ad-Hoc Committee Report on Revenue Options 
 
Background: At the 2011 Midwinter Meeting, the Board directed the President to 

establish an ad-hoc committee to evaluate existing revenue streams 
and to explore new ones.  The group is comprised of Jack Martin 
(chair), Sarah Flowers, Mary Hastler, Shannon Peterson and Beth 
Yoke.  They have provided a report below. 

 
Action Required:  Discussion 
 

 
YALSA’s revenue streams--dues, eLearning, products, sponsorships and ticketed events--have 
been steadily declining over the past two years. As these vital sources of finance continue to bear 
the impact of the country’s fiscal climate, the Board needs to consider taking proactive measures 
to bolster these revenue streams in order for the organization to remain financially sound. This 
could include revitalizing and remixing current streams to generate more revenue or identifying 
new streams. 
 
At the 2011 Midwinter conference, the Board directed the President to establish an ad-hoc 
committee to analyze YALSA’s current revenue streams, brainstorm new possibilities for 
revenue based on these findings and make recommendations on how YALSA should rectify its 
declining revenue streams. The following recommendations are the results of their discussions. 
 
As the governing body of YALSA, the Board will need to identify which of these 
recommendations are the most strategically actionable as well as prioritize which are suitable for 
short term vs. long term revenue generation. 
 
1. Focus on demand. YALSA’s biggest draws to both membership and beyond are its 
connections to young adult literature and the membership’s deep knowledge of young adult 
programming. Where possible, revenue streams--particularly eLearning, ticketed events and 
publishing--should be themed around these two topics to capitalize on the demand for any and 
everything having to do with these two topics. 
 
Examples could include: 

• Design new eLearning and PD inspired by ALSC's already-successful Newbery history 
eCourses by creating an eCourse series around the history of MAE or Printz winners.  

o Brenna Shanks has agreed to develop a Printz e-course which will debut in Oct. 
2011 
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• Create showstopper programming and YA Lit eCourses with expert or well-known 
superstars from the membership.  

o Recent and upcoming webinar and e-course facilitators include: Linda Braun, 
Kim Bolan Cullin, Megan Honig, Laura Pearle and Wendy Stephens. 

• Create programming lesson plans on-demand that can be purchased online. Or a 
programming web site (that might not necessarily generate revenue itself, but could sell 
ad space and/or be used strategically to promote for fee products and services from 
YALSA). Make sure that content is meatier than what’s already available on the YALSA 
wiki or other resources. 

• Bolster publishing revenue by capitalizing on user-driven resources such as YAAC or 
YALSA-BK or the YALSA Blog and create print resources that can be sold via ALA 
Editions or outside of the library publishing world. 

o Monique DeLatte has agreed to compile and edit Practical Programming: the 
best of YA-YAAC, which will publish in Jan. 2012 

• Tap young adult literature authors and young adult programming gurus to build outside-
the-box ticketed events for both Annual and Midwinter conferences. Create niche Cafe 
Press products that can be advertised at these events. 

• Build new subscription options to meet the diverse needs of YALSA’s membership and 
beyond. 
 

2. Focus on Marketing. Successfully marketing YALSA’s revenue-producing products can help 
bolster both awareness and revenue for both our products. Currently marketing efforts are 
primarily carried out by YALSA staff. Possible recommendations could include: 

• Create a marketing committee from membership to drum up exciting new ideas and 
pathways to market all of the resources YALSA has to offer.  

o The 2011 Awards & Selected List Marketing Taskforce is working now through 
the end of this year, and the 2012 Taskforce begins work in July. 

• Refine marketing of revenue-producing resources to focus on specific audiences, i.e. 
reach out to state consultants or system consultants to promote eLearning opportunities.  

o Free quarterly webinars to state youth consultants began in March.  These focus 
on raising awareness among this group of products, services and resources from 
YALSA, both free and fee-based.  The next webinar is scheduled in July. 

• Turn Cafe Press into a marketing vehicle for other YALSA-sponsored initiatives, such as 
Teen Read Week, Teen Tech Week, awards and ticketed events at conferences. 

• Expand our social media footprint to market more of our products, including YALS. 
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• Continue to design marketing linkages between YALSA free products and those that 
generate revenue. 

o House ads promoting YALS, webinars, etc. have been created and are now 
featured on YALSA’s blogs 

o Monthly messages now go to YA-YAAC and YALSA-BK which feature a fee-
based product or service 

o All free webinars contain a slide with information about fee based products or 
services 

3. Board members need to continue to consider the best ways to make strategic decisions 
when seeking, maintaining and leveraging sponsorships. This might include: 

• Identifying further educational opportunities to educate Board members on maintaining 
sponsorships. 

• Creating a tip sheet of talking points for Board members to use when speaking with 
potential sponsors 

• Building a step-by-step set of guidelines that walk Board members through the process of 
leveraging sponsorships. 

 
Recommendation: The YALSA Board should direct the President to move forward towards 
implementing the next steps of this plan based on priorities that arise via discussion with the 
Board at Annual conference. 
 
Additional Resources: 

• Growing Non-dues Revenue (ASAE, 2005): 
www.asaecenter.org/Resources/AMMagArticleDetail.cfm?ItemNumber=11917  

• Non-dues Revenue from both Sides (Colorado Society of Association Executives, 2010) 
http://csaenet.org/repository//Documents/ExecMemoFall2010.pdf  (.pdf) 


