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Maintaining Strong Clubs

Toastmasters International Vision

Toastmasters International empowers people to achieve their full potential and realise their
dreams.
Through our member Clubs, people throughout the world can improve their communication
and leadership skills, and find the courage to change.

Your Club’s Most Import Role

The Club Mission...
...to provide a mutually supportive and positive learning environment in which every member
has the opportunity to develop communication and leadership skills, which in turn foster
self-confidence and personal growth.

For your Club to be at the Peak of Performance it is essential that you continually
invite guests along and in turn invite them to become Members.

Successful Clubs

® Productive and enjoyable meetings
®* Manual Speeches

® Every member achieves a CC and members are moving through both Communication and
Leadership Tracks

® Charter strength (20 or more members) and encourage people to join
® Trained and effective Club Leaders




A New Member Means:

® Better Meetings
® More Variety
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® Club Growth & -
* Helping Others Grow Nadlie <

® Personal Growth

® Bringing Toastmasters to more people

Recruitment Tips:
Tailor your message to your audience -

A good message aimed at the wrong audience is about as effective as giving a great speech
to an audience that doesn’t speak your language.

When a speaker speaks an audience will listen,
but when your heart speaks you can capture the attention of the world

LaShunda Rundles
World Champion of Public Speaking 2008

Member gets a Member Campaign

The American Society of Association Executives found in a study that member-to-
member recruiting was found to be the most effective way of getting people to join
organisations...

Member-gets-a-member

Train volunteer recruiters how to recruit;

® The goal is not to make sales people out of them but simply to give them confidence
to recruit.

® Educate them in a professional way on reasons to join
® Group training works best

® Talk about challenges they are going to face and how they can overcome the
challenges...




Six Touch Points Of Membership Building

B S

It's the personal touch that makes the difference

Touch Point 1
The Welcome

A hearty handshake at the door from “the greeter” and a big welcome from the lectern.

Touch Point 2
The Meeting

Introduce your guest to a member who will sit with them throughout the meeting.

® This is a great chance for someone to explain how Toastmasters works.
® Have your guest sign the guest book...

®* Phone — Address - Email

® Involve your guest to participate

® But do not force them

® At least ask them to comment on the meeting at the end

* And most importantly Ask them to join!

Touch Point 3
The Next Day

A formal letter on your club letterhead mailed no later than 48 hours after the meeting.

Include both a tri-fold brochure and a business card sized Toastmaster plug
(which can be purchased from WHQ).

Touch Point 4
Follow-up Follow-up Follow-up

An email thanking your guest for taking the time to visit, reminding them of an upcoming
meeting, and mentioning the reason your club meets every week.
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Touch Point 5

On Monday of the following week, send a full-colour oversized postcard
that promotes your club website and has room for a short personalised message on the back.
Write something like, “Thanks for visiting Club you can find out more about us and
our club by going to our website.”

Touch Point 6
Before the next meeting

Make a phone call and visit with the guest.

Many times it is hard to reach them, but even by leaving a voice mail you show you're
interested and you care—and they will appreciate the personal touch.

The basic “Touch Point” System was created by Paul Carter, Past President of Big “D” Toastmasters,
District 50, Texas — Geoff modified it though!

What if someone has reservations about joining?

Overcoming objections

® Overcoming objections effectively is a skill that all of us need to master

® The most important thing when overcoming objections is to listen carefully before
responding.

® |t is natural to become defensive when someone presents their objection.

There is one technique that can be used to overcome virtually any objection

Feel-Felt-Found method

When prospective member says they think the membership is too expensive or that they don’t
have time to participate, the person asking them too join simply says:

“I know how you feel,
| felt the same way myself,
but | found that membership really was a great investment”




Recruitment Tips Summery:

*Add a personal touch
*Welcome members and guests upon arrival
*Introduce members to members / guests
*Ensure no one feels excluded
*Develop a camaraderie of fellowship
*Entice members and guests to come back

*Follow-up / Follow-up / Follow-up !




Retaining Great Members

WIIFT (What® in it for Them)
® Opportunities for Growth

®* Member Interest

® Goals Achieved

Have fun!

® Enjoyable Meetings

® Professionally Run Meetings

® Acknowledge Member’s Progress

How do we get people to stay?

Listen to / meet expectations
® Introduce them to others

® Engage them in meaningful activity
—Based on their needs

—Based on their skills
—Achievable, non-threatening

® Give recognition for contributions

® Encourage, Encourage, Encourage

The Fred Factor:
How Passion in your club can turn the Ordinary into the Extraordinary!

Discover Their Treasure
Discover Your Treasure

¢ Relationship is the most important objective
® Personalise your Service to your Members
® Recognise your humanness

® And the humanness of our members

® Qur job is to interact with humans




Service: An Attitude of Respect

® Respect the dignity and unique character of each Member

* Commit to encourage, support, and serve

® You serve your members, and in turn, your members serve you
® Every morning you can choose the person you want it to be

® Rejuvenate your efforts

® Refresh your thoughts

® Revitalise your goals

® Every morning you can choose the life you want it to be

® Constantly strive for your personal satisfaction

The Fred Factor:
Anyone, Anywhere can make a Positive Difference

Continually Create Value for Others and
Add value to what your members are doing




The Membership Recruitment and Retention Plan

Take Aim and Fire!
Have a plan!
®* Membership function - is to try to recruit and retain as many members as possible.

®* Membership goals and the strategies used to accomplish them should be part of a
structured plan of action.

® Think of all points of entry and ways to reach prospects
® Reach outside the box to gain members

Member Recruitment Plans

® Goals / Objectives / Assumptions ® Budget
®* Measurement criteria ® Evaluate / Re-tool
® Implementation strategies ® Celebrate accomplishments!

The membership recruitment and retention plan

*Lessons Learned:
—The membership plan will help keep your membership efforts focused.
—A well thought out plan will help limited resources to be used in the most productive way.

—Plus it helps define success and gets the board and members committed to accomplishing
the objectives and being successful as a team.

The membership plan: Evaluate / Re-tool / Celebrate

® What worked and what didn’t?

® Improve the program

® Keep at it!

® Recognise the work of all involved
® Celebrate your successes

Plan the Work.

Work the Plan.
Achieve Success.

Geoffrey M. Trotter DTM — dreamdreams@paradise.net.nz




