






























Keep slide but hide this text, move the “Gain vis...recognize 
retirees….recognize non-retirees…”to the center



Gain visibility by tapping into internal and external sources

● Design recognition criteria based on OPS Survey and QCC Member 
survey

● Invite members and their families to nominate 

1. Introduce Nomination Based Recognition Process:

2. Conduct Press & Media Scans

● Scan press and media for OPS,BPS,NP recognition stories
● Collect, curate and communicate 
● Reach out to and recognize public service heroes

3. Create Member Profiles

● Launch internal campaign calling for members to create profiles
● Profiles can include a short biography, interests, hobbies, and 

ambitions



Recognize retirees by helping them re-connect

● Expand beyond internal newsletter to outward facing channels such 
as social media

1.  Highlight member stories to society

2.  Share learnings with other members or society

● Invite members to host or co-host webinars
● Launch mentorship program 

3.  Advocate and support senior causes

● Organize events that bring together members and society
● Communicate educational material to the public



Recognize retirees by showcasing character and aiding their 
development 

● Leverage OPS survey insights
● Recognize character 

1.  Smaller, more frequent gestures

2.  Offer learning specific to life-stage

● Offer skill-based learning and career planning advice
● Recognize top learners







Ex: RTOO transition
From RTO case 
study 



















Insight - Case Study

A comparison of 12 similar organizations:
● Only two membership organizations that provide members with discounts and services without charging a membership fee, 

include QCC
● ⅓ organizations have membership tiers that are associated with differing membership fees, benefits, and levels of involvement.
● Discounts and rewards are expected.

Case study in RTO & MROO
● Both organizations are charging membership fees.
● Both organizations have membership tiers.



Insight - Financial exercise

takeaways:
● The simulation compares changes in 

revenue following the introduction of $10, 
$15, and $20 annual fees. 

● The $20 and $15 pricing options were 
found to be revenue accretive. 





Partnership Strategy

Revenue sharing accounted for 
70% of the QCC’s total revenue 
in 2019-2020

Five Revenue Sharing 
Partners: Johnson Insurance, 
Telus, Collette Travel, 
HearingLife, and MBNA 
Mastercard

95% of revenue sharing comes  
from Johnson Insurance



Partnership Strategy
Recommendation 1: Develop Values-Aligned Relationships 

Recommendation 2: Facilitate Relationships Between Partners 

Recommendation 3: Seek Out Opportunities to Elevate Those Who Serve the QCC’s 

https://docs.google.com/document/d/1QaV7_uyCWiS16vjhOj742nAjhMLNoBzn1WAs2ZzWE0A/edit#heading=h.ah7d1xsn4fy9
https://docs.google.com/document/d/1QaV7_uyCWiS16vjhOj742nAjhMLNoBzn1WAs2ZzWE0A/edit#heading=h.n4tgbrerywmh
https://docs.google.com/document/d/1QaV7_uyCWiS16vjhOj742nAjhMLNoBzn1WAs2ZzWE0A/edit#heading=h.4qax0h4c8dsq
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Four assumptions are built into the simulation:

1. The simulation represents the QCC’s current state with no changes to value proposition, reward 
partners, and product/service offerings.

2. Total QCC membership assumed to be at 50,000, out of which 18,099 are enrolled in a Johnson 
Insurance Policy (Approximate figure, aligned with QCC staff). The average reward revenue per 
member was back-calculated by dividing Johnson reward revenues by the number of Johnson 
enrolled members and does not take into account policy mix. 

3. Considering that the majority of QCC members joined not by choice but through auto-enrollment total 
QCC membership will experience a 50% drop. Percentage drop was chosen to represent an extreme 
case

4. Considering that they have already bought into a QCC offering, only 15% of Johnson Enrolled 
members will cancel their membership and terminate their policies. (Unless a policy is terminated by 
the policy-holder, the QCC will continue to receive commission revenues regardless of membership 
status)

Financial Simulation: Assumptions



Financial Simulation: Assumptions




