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GENERAL INFORMATION
The YMCA of Lansing experienced unprecedented growth when the Westside branch opened on January 2, 

2003.  Therefore, for this discussion of membership trends, the time frame will be from January 1997 through 
March 2003.

During this period the YMCA made significant improvements in database maintenance and membership 
reporting. The monthly membership reports generated since January 1999 are the most accurate and will be 
used when citing sales, retention and unit levels. 

In 1999, the YMCA converted to a unit pricing approach, which allows a membership purchase to be 
tailored to an individual’s needs. 

Membership is counted as “units.” A unit always has a “primary” member and may (or may not) include 
additional adults or children. When a primary member adds a spouse and/or children, additional purchases are 
referred to as “add-ons.”

The YMCA of the USA encourages local associations to assess the family and household configurations in 
their services areas and determine if their programs and services are relevant and consistent with their needs. 
The Lansing YMCA allows an additional adult or child to be added to a primary membership only if that person 
is a legal or blood relation and residing in the same household.

The Youth membership category (7% of the total unit count) generates less than $100,000 annually, so it is 
not included in this analysis.

The following information is for the Association as a whole. 

MEMBERSHIP UNITS
Until the 2003 expansion, the Association’s primary membership unit count was falling. In January 1999 

there were 5,077 primary units. By August 2002 that number had fallen to 4,598, a loss of 479 units (9%).  
Rapid growth following the expansion quickly swelled that number to 7,406 by March 2003, an increase of 
2,808 (61%).

NEW SALES
While the number of membership units declined from 1999 through 2002, the number of new sales grew as 

membership marketing became increasingly centralized and focused.  There were 2,065 new sales in 1997, 
2,368 in 2000 and in 2001, when the economy began to decline, sales reached 2,266. In 2002 new sales 
slipped to 1,845.  

Most of the growth in new sales occurred at Oak Park and Parkwood. Sales at the Lenawee St. facility fell 
from 446 new units sold in 1999 to 192 new sales in 2002, a decline of 57%.  

During the first quarter of 2003, following the opening of the two new branches and the launch of the 
Funergy campaign, 2,880 primary adult membership units were sold, an increase of 56% over the Association’s 
performance in 2002.



RETENTION 
As the number of new sales increased significantly, the overall unit count decreased because memberships 

were not retained. The average number of units leaving the YMCA each month grew from 161 (3.23% of all 
units) in 1999 to 218 (4.51% of all units) in 2002, an increase of 57 per month. The 2001 Member Satisfaction 
survey indicated that the primary sources of member dissatisfaction were locker rooms, cleanliness and 
equipment maintenance. At Lenawee St. the percentage of units that left each month increased after the public 
announcement that the facility would be redeveloped. From 1999 to 2001, an average of 40 units (3.48% of all 
units) left that facility each month (480 per year), in 2002 the number rose to an average of 45 (4.48% of total 
units) per month (540 per year).

ENROLLMENT FEES
The amount of the enrollment fee is currently set at about 25% of its 1997 high of $200. In 1999 it was 

adjusted downward from $200 to $98 to stimulate sales. In 2003 it was lowered to $49 when the 2002 
membership pricing research study revealed that the YMCA was creating a substantial barrier to new sales.

CATEGORIES OF MEMBERSHIP
Today, membership categories are much more flexible than they were in 1997 when members had to fit 

themselves into the three categories that were offered: adult, family and youth. In response to customer demand, 
membership was restructured in 1999 as an Adult (primary) membership to which additional adults and/or 
children could be added for additional fees. The restructuring allowed customers to “design” their membership to 
“fit” their families, i.e. an adult couple, one parent with kids, or parent, grandparent and kids.

RATES
The YMCA follows the practice of small annual dues adjustments implemented in January. Since 1997, the 

monthly rate for an adult primary membership has increased to $44 from $37.20 in average annual increases 
of 2.8%. During the same period the monthly rate paid by a family of two adults and their children increased 
from $51.25 to $69 in average annual increase of 5.8%. 

The YMCA conducted internal and external research in 2002 to determine 1) the cost of providing a month of 
membership service to an individual at Parkwood and Oak Park branches and 2) the Downtown and Westside 
market response to various pricing levels for primary and “add-on” purchases. The external research is currently 
being conducted in the Oak Park and Parkwood service areas. Cost data is being collected at Westside and 
Downtown. When this project is complete (late summer 2003) the Association will have a comprehensive picture 
of what it costs to provide service at each branch and what the market will bear in terms of membership pricing 
in each service area.

SENIOR MEMBERSHIPS
As the general population ages, some YMCAs have eliminated discounts for seniors. The Lansing YMCA 

currently prices primary adult memberships for people 65 and older at 15% less than the standard adult rate. 
Additional adults and children added to senior adult members are charged at the current standard rates.

SOURCES:
YMCA Membership and Program Notes, Issue 3, 2001
YMCA Trends 2001 and 2002
YMCA of Lansing monthly membership reports
Seer Membership Satisfaction survey, 2002



DEMOGRAPHIC PROFILES
   
GENERAL INFORMATION

The 2000 Census is the most current population information available. It will be contrasted with the 1990 
Census to identify trends.

Census data for the Lansing-East Lansing Metropolitan Statistical Area (MSA), which is comprised of Eaton, 
Ingham and Clinton Counties will be used when citing statistics for the Tri-County region.

Census data for zip codes will be used when citing statistics for the areas within the region.

Regional Population Trends

The population of the Tri-County region is 447,728 according to the 2000 census. This is an increase of 
3.5% from 1990 to 2000. All of the growth occurred outside the City of Lansing. 

The US Census Bureau predicts little growth in the region through 2010. The number of births in the Tri-County 
area are dropping and approaching the number of deaths. The population of the City of Lansing is expected to 
remain flat. Slow growth is expected in Meridian and Delta Townships, Dewitt, Charlotte and Mason.

Ethnic minorities made up 20.2% of the Tri-Country population in 2000, a jump from 15.8% in 1990. During 
the last twenty years all growth in the overall regional population is accounted for by minority population growth. 

In 1990, 6.5% of the Tri-County population spoke a language other than English at home. That increased to 
8.1% in 2000. The predominant non-English language is Spanish. 

AGE OF POPULATION 
Comparison of the population between 1990 and 2000 reflects the general aging pattern identified 

nationally. 

Under 5 years: The percentage of the population under 5 years dropped by 9.5% from 1990 to 2002.

Age 5 -17: There was no change in the percentage for  this age group. It is expected to stay flat or 
decrease.

Age 18 – 34: The percentage of the population decreased from 33.5% in 1990 to 28.5% in 2000. The 
size of this group is larger than the national average due to the influence of Michigan State University.

Age 35 – 64: The “baby boomer” bulge (age 35 – 54) is reflected in the almost 5% growth within this age 
group. The demographic pattern of the Baby Boom is well documented. The oldest of this group is reaching early 
retirement age now. Retirements within this age group will create a shortage of experienced workers that will be 
felt through 2020.

Age 65 and up: The proportion of older adults in our community will grow dramatically through 2015.  
The YMCA has traditionally geared its programs to children and families. The ratio of older adults in YMCA 
membership is below that of the general population. In March, 2003 435 (5%) of the Association’s 8, 088 
membership units were held by people 65 or older. That age group is 10% of the general population in the Tri-
County region.



HOUSEHOLDS
The number of households in the Tri-County region increased from 156,887 in 1990 to 172,413 in 2000 

(9.8%). During the same period the population increased only 3.5%, reflecting changes such as an increase in 
single adult households.  

The 2000 census reports that, in the Tri-County area: 

∑ 34.1% of the households included individuals age 17 and under

∑ 18.3% included individuals age over 65

∑ The average household size was 2.48 people

∑ The average family size was 3.05. 

∑ This information was not available from the 1990 Census.

The YMCA’s membership units in March, 2003 were:

One adult 3,247 43.3%
Family 4,244 56.7%
    Adults only family 1,261
    Two or more adults and kids 2,169
    One adult and kids 814
Total 7,491 100.0%

 The proportion of one adult (43.3%) to family (56.7%) has not varied substantially since January 1999. The 
breakdown of family memberships by number of adults and/or children is available starting with January 2003.

 

DISTRIBUTION OF MEMBERS
The Tri-County region of Ingham, Eaton and Clinton counties comprises the YMCA of Lansing’s regional 

service area. In March 2003 nearly two-thirds (61%) of Lansing YMCA primary members reside in these zip 
codes: 

Zipcode Area % of total 
units

48911 South East Lansing 14%
48917 Delta/Waverly 12%
48823 East Lansing 11%
48910 South Central Lansing 10%
48840 Holt 7%
48840 Haslett 7%



Since the expansion, the largest number of membership growth occurred to addresses in 48917 Delta/
Waverly, South and Southeast Lansing, Grand Ledge, and North Lansing. Significant gains were also made 
in the west side of Lansing and in the smaller western communities of DeWitt, Dimondale, Eaton Rapids and 
Charlotte where membership sales had been flat prior to the opening of the Westside Branch.

Unit Sales January – March, 2003

Zip Code Area No. of Sales
48917 Delta Waverly 534
48911 Lansing, Southeast 465
48910 Lansing, South Central 290
48837 Grand Ledge 202
48906 Lansing, North 165
48823 East Lansing 160
48915 Lansing, West Central 124
48912 Lansing, North east 106
48842 Holt 95
48864 Okemos 84
48840 Haslett 75
48820 DeWitt 71
48821 Dimondale 68
48813 Charlotte 60
48854 Mason 60
48933 Lansing, Downtown 50
48827 Eaton Rapids 35
48879 St. Johns 30
48876 Potterville 29
48895 Williamston 29
48848 Laingsburg 16
48808 Bath 12

Grand Total 2760

FITNESS FACILITY MEMBERSHIP
In four surveys of non-members commissioned by the Lansing YMCA, an average of 29% reported they 

belonged to another fitness/exercise facility. The majority belonged to either Fitness USA (52.2%), the Michigan 
Athletic Club (14.4%.), or Go Workout/The Workout Company (6.8%.) Fifty five percent had used the YMCA in 
the past; 28.3% had previously been a YMCA member. 

When asked to identify the recreational/fitness activities in which they participated, the five activities with 
the highest responses were walking/jogging (58.9%), working out with fitness equipment and/or free weights 
(33.1%), swimming and/or swimming lessons (22.4%),  and basketball (11.8%).  Eight percent reported using 
exercise video tapes.



HOUSEHOLD INCOME
The 1999 Economic Census (the latest available) reports a median household income of $44,441 in the Tri-

County area, an increase of 38.2% over 1989. For a family the median income is $55,698, a 44.1% increase 
over 1989. Per capita income rose from $14,044 in 1989 to $21,653 in 1999, a 54.2% increase. During that 
period the number of families with income below the poverty line fell by 23.1% to 7,097.

MEMBER PROFILES
The Member Satisfaction Surveys conducted by Seer Analytics in 2002 defined a Primary Market Area (PMA) 

for both Oak Park and Parkwood branches. A PMA is the geographic area within which 80% of a branch’s 
primary members reside. (Note: The Greater Lansing is a urban center of relatively small size so the PMAs 
for Lansing YMCA branches overlap geographically.)  After a PMA is defined, a demographic profile of the 
residents of the area is created and a comparison between members of the YMCA and the primary market area 
(PMA) is created. The following extract is from the Oak Park and Parkwood PMAs. Data for Westside will be 
available in early summer 2003.

Characteristic PMA Profile YMCA Members
Household Income $45,050 $53,183
Head of Household 40.6 years old 46.7 years old
Ethnicity
    Caucasian 83.2% 91.8%
    AfricanAmerican 11.9% 5.5%
    Hispanic 6.8% 3.4%
Housing Status 56.4% owner occupied 78.5 owner occupied

The 2003 New Member survey provides this profile of 3,682 primary members who joined between Nov. 1, 
2002 and March 31, 2003. The profile varies by branch but, overall:

∑ Almost two thirds (63%) were female 

∑ Over one third (38%) were 35 and 49 years old

∑ Two thirds (66%) were single 

∑ Almost half (45%) had no children under 18 living at home

∑ The majority (59%) engage in exclusively individual activities

∑ Half (50%) would use the YMCA after 4:30 pm.

∑ Most (60%) consider themselves “somewhat fit.”

∑ Nearly all (94%) would recommend the YMCA to their friends.

SOURCES:
Michigan Works, Where are the Workers? 2003
YMCA of the USA Trends, 2001, 2002
US Census Bureau, 2000 census
Lansing Chamber of Commerce Community Profile
Capital Area United Way, “Retrospect and Prospect, A Portrait of the Tri-County Area,” 2001
The Lansing State Journal, “Report: Labor Pool Shrinking” April 3, 2003


