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Handout B 8

Major Membership Projects
Sometimes there is a need for a major Public Relations / Membership Growth project.  This can be because of:

· No new members have joined in the last three months.

· The club membership is below 20 

· The club is expecting to loose members at the next dues renewals round and that will drop the club below 20.

There are 3 possible answers about when to start planning.
If your club has less than 13 members
NOW

If your club has less than 20 members
NOW!

If there is any likelihood, (no matter how remote) that your club 

will loose more than four members in the next four months
NOW!
Resting on your laurels is as dangerous  as resting when you are walking in the snow.   
You doze off and die in your sleep.

Ludwig Wittgenstein

Innovation is good and indeed is encouraged, but I suggest that before you invent a new wheel, check out the wheels in stock (e.g.: the resources and ideas shown in this series and the resources in your manuals).  It may well be that something in here is just right for your club, or a combination of different ideas might work for you.

Why (to do it) 
Individual members often get more value for themselves in a Toastmasters club between 20 & 28 members.  This size club means a wider group of members evaluating your speeches, a wider range of table topics and being able to enjoy listening to a wider range of speech topics from other club members.

When (to run the projects) 

[a]
When to have the culmination of the project (the meeting at which the guests become members)?.  The usual culmination of the project is either one or two major guest events.  
A club can of course run such an event whenever it chooses (and if your membership is low; perhaps sooner rather than later).

There are three events that you may want to coincide  the project with:  
· The first full week in September.  This is International Adult Learners Week, which is an UNESCO initiative.  Toastmasters are providers of Adult learning.  

· The 27th of October each year is Toastmaster’s Birthday.  It was on this date in 1924 that the very first meeting of a Toastmasters club was held.

· The first two weeks of March.  This is Toastmasters Week (it is a fortnight so that every club has a meeting during Toastmasters Week).

What (to do) - the very first step is what are we going to achieve? 

	Objectives
	1. To raise the profile of Toastmasters in the clubs community.

2. To increase the membership of the club by increasing the number of guests.

3. At least 2/3 of the eligible guests become members of the club.  (Note for this objective an eligible guest is a person who is not  a visitor from another TM club, and lives within a reasonable distance of the club venue)

	Specific Target
	By   ___/ ___/ 20___, to have a club membership of at least _____,

· To achieve this specific target we will need to retain at least _____ of the existing members; and 

· To induct at least  _____ new members to this club 
· To have at least ______ guests to our meetings


Once you have your goals in place and a by when, the next step is to determine what skills are present in the club and which need to be developed, to get optimum results.  There are two areas to look at:

· What’s working and what could work better in the club.  Refer to Handouts  in the Getting your club ready for growth in this series.
· Which members in the club have what skills.

How (to do it).  There are two approaches given.  
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The first is one project, which is divided into three parts.
[a]
The Public Relations Project – Objective is to generate guests for the club.  Refer to the handouts in the Club promotional material series (on the website)
[b]
The Membership Project – If the Public relations project is about generating guests, the membership project is about some or all of those guests becoming members of the club.

Preparation for the Guest Event
Supplies:  Ensure that you have enough supplies of:

· Club Guest pack

· Form 400

· Guest name badges & Pens

What is enough?  The club’s PR promotion may be far more effective than you anticipate so have 2-3 times what you think that you will need.

Training:

· Question 1.  How many members of the club can answer questions about membership of Toastmasters, dues etc.?

· Question 2.  How many members of the club can complete the sale – i.e. sign up a new member with everything done correctly?

· Question 3.  How many members of the club can go through the new members kit and explain the contents to new member?

The answer to these questions needs to be at least 5 (preferably the same for each of the three questions above).  If you have five guests wanting to join that’s one member processing each new member, they could handle two at once 

If you don’t have the five members in the club who are fully competent in this area a short training session is required.  
The Closing the Sale Educational from TI is highly recommended.

Club Guest Pack

This is something that guests will take away with them after the meeting.  Some clubs have very elaborate guest packs – in my view a well written and laid out sheet of A4 folded to make an A5 booklet is sufficient.  It is also less expensive to replace if information changes.

What to include in the Guest Pack:

· Basic information about the club – how often it meets

· A brief outline of the main parts of the meeting – the role of the Toastmaster of the day, prepared speeches, evaluations and table topics.

· The procedure to join – including the joining fee for each month

· Mention of the semi-annual dues.

· Contact details – President , VP Ed & VP membership.  Club website.

Q:
What is worse that not having a Club Guest pack?

A
Having one which is not given to guests

A
Having one with wrong or obsolete information in it.

The Form 400

There are differing views about the form 400.

· Some clubs include a Form 400 in their guest pack for people to take away.

· Other clubs only bring out the Form 400 when the guest has expressed an interest in joining.

Q
What to do if a guest wants to join but does not have the money with them?  

A
I recommend to have them complete the Form 400 and this is held by the club until the money is received.  As we don’t have EFTPOS facilities, or Credit card facilities for the club portion of the fee, some people may not have their cheque book or cash with them.   But they do use either telephone or internet banking – include the club bank account number in the guest pack, so they can pay direct in the next day or so.

The Event

Different people make decisions (like to join Toastmasters) in different ways.  There are two extremes

· Some will make the decision about joining Toastmasters based on how they feel about the meeting.  They may glance at the material provided but the quality of the whole meeting experience is what is important.  

· Others will make the decision logically, objectively and dispassionately.  They are likely to “do their due diligence” read every thing that you give them, ask very detailed questions and some may take several meetings to decide.  

Most guests will come somewhere between the two extremes.  When a guest walks in the door, you probably won’t know where they fit on this continuum.

When the guests arrive have a member of your team greet them, get the visitor book completed, give them a name tag and a guest pack and then introduce them to the club president and then some club members.  Arrange for them to sit next to a club member.

Give a list of the names of the guests to the President or who ever in your club officially welcomes the guests

Remember if the VP membership or one of their team has a major role at the Meeting – Toastmaster of the day, General Evaluator, Timekeeper or Speaker, their ability to look after guest during the meeting is limited, so you need other club members looking after the guests.

After the Event

Give the Completed form 400 and the payment to the club treasurer.  At the next meeting ensure that the new member is formally approved as a member and then presented with their new Member Kit and name badge

Check that the VP Education has assigned a mentor to the new member 

Once the guest has become a member arrange the new member orientation meeting.

[c]
The Education Project – this is in three parts.  

· Educationals as required to develop the skills within the club for the Plan to succeed, and 

· The quality of the meetings which the guests will come along to “to check out the club”.  
· The quality of all your other meetings
· The Clubs educational programme so that the new members start getting the benefits of being a Toastmaster as soon as possible after joining.
· Effective scheduling which gives equal speaking opportunities to all members.

· Getting the new members to give their ice breaker, within 2-3 meetings of joining the club.

A PowerPoint presentation for an open meeting (new term for a Demonstration meeting) is available on the District Website.  This covers the leadership track and also briefly introduces the advanced manuals

These three parts to the three part project are not sequential, but occur simultaneously.

2
The Open House Plan.

This is a different approach, which has worked well in other Toastmaster Districts.  It has been adapted so that It can also serve as a High Performance project for the Project Co-ordinator.  Details are  available for the Lt Governor Marketing   marketing@toastmasters.org.nz 
This material has been compiled by Murray Coutts DTM, 2010-11 Lieutenant Governor Marketing, from a range of Toastmasters Sources in District 72 and other Toastmasters Districts for use by Toastmasters Clubs.  The names "Toastmasters International", "Toastmasters" and the Toastmasters International trademarks are protected in the United States, Canada and other countries where Toastmasters clubs exist. 


