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Report of the Executive Director/ Membership

The NYSDA 2025 membership year concluded with a total member roster of 11,439,
including retired members. The net gain of 826 new members (including residents,
transfers, and new members) leaves the NYSDA with a net loss of 306 members for
2025, representing a 1.8% market share loss according to the 2025 ADA Year-End
Membership Snapshot Report. The NYSDA final non-renewals were 763 members.

In conjunction with the ADA calling campaign, the NYSDA Membership Department
sent out three hard-copy dues renewal statements. The NYSDA Marketing Department
sent five recruitment emails and launched social media campaigns reminding members
to renew.

Despite key improvements with the ADA Salesforce/Fonteva system since 2024, the
NYSDA Membership Department still struggles with the functionality of the system, both
with staff and member user experience. Restructuring of the ADA Membership Team
has also caused some confusion and delays with normal functionality. The NYSDA staff
continues to submit enhancement requests to further develop the ADA
Salesforce/Fonteva system to meet the wants, needs, and goals of the NYSDA.

Moving forward, our strategic focus will continue to be on key areas to ensure that we
are supporting our members at every stage of their careers and meeting the evolving
needs of the profession.

1. “Personalized Pathway” Program: The NYSDA Membership Department launched a
digital Booking Calendar in July 2025 for members to book one-on-one Member Benefit
Review sessions with the NYSDA Membership Concierge. To date, 18 ~30-minute
formal sessions have been completed and testimonials have been collected for
marketing purposes.

All participants are provided a recap email with a PDF of the presented membership
slide deck, contact information for their local NYSDA Membership Council and NYSDA
New Dentist Committee representatives, and a session survey to provide valuable
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feedback. The goal is to show value to the individual member by highlighting the
benefits that would greatly impact them at that given time in their career.

2. Residency Programs: We will continue to prioritize strengthening our connections
with dental residency programs across New York State. We are now offering “Lunch &
Learn”-style sessions for residents who intend to practice in NYS. Our objective is to
partner with local dental society staff and/or residency faculty to set up a virtual NYSDA
presentation for a group of residents who intend to practice in NYS.

Like the Personalized Pathway Program, the NYSDA Membership Concierge will
present NYSDA membership benefits and provide key resources following the session,
including an option to book a one-on-one Member Benefits Review session. Our goal is
to provide residents with a greater understanding of organized dentistry, along with the
value of membership.

3. Early-Career Dentists: The NYSDA Membership and Marketing teams have
continued to target outreach efforts to second-year-out members who are receiving their
first dues statement. Messaging will continue to be focused on the importance of
advocacy, using key phrases like “Don’t Lose Your Seat at the Legislative Table” and
“Your Voice Matters” — recognizing that the value of being heard resonates strongly with
younger members.

This effort helped to improve the 2025 second year out non-renews conversion by 38%.

4. Enhancing Membership Materials: The NYSDA Membership and Marketing teams
continue to review existing membership materials to enhance them when necessary.
New resources include the NYSDA Member Benefits At-A-Glance one-page flyer, the
NYSDA Member Benefits postcard, the Resident Membership slide deck, and flyers
highlighting advocacy wins.

The NYSDA New Practice Checklist will soon be reimagined as a comprehensive guide
for new dentists based on their career pathway. The guide will be comprised of separate
tip sheets highlighting key NYSDA membership benefits and reference links. Our goal is
to provide both a comprehensive guidebook and individual tipsheets based on practice
modality to new dentists and residency programs. Modalities to be included: private
practice ownership, academia, associateship & public health.

The NYSDA Membership Concierge works closely with the NYSDA New Dentist
Committee to enhance the materials and create valuable webinars geared towards
residents and early-career dentists. This information is added to the NYSDA New
Dentist Survival Guide Series to ensure that our youngest members have access to the
most current information possible.

5. NYSDA Website Chatbot: The NYSDA Membership and Marketing teams have
explored implementing a chatbot on the NYSDA website to improve member
engagement and enhanced access to information. Two platforms — BettyAl and Futr —
are being considered by the NYSDA Board of Trustees.
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80  The ultimate goal of this strategic plan is to ensure that we are providing resources and
81  highlighting the benefits that will support our members at every step of their career

82  journey, from residency through retirement. We recognize that the needs of our

83 members change over time, and our efforts will be focused on delivering value in a way
84  that speaks to those changing needs.

85

86 As we move into 2026, we continue to shape the future of NYSDA, ensuring that we

87  remain adaptive and responsive to the changing needs of our members and the

88  profession.

89

90 End-of-Year Membership Report. As of December 31, 2025
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