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Welcome and agenda

A Roles and expectations
A Membership planning
A Recruitment

A Retention

A Marketing your club

A Tools and resources




ROLE & EXPECTATIONS




Your role

A Set goals.
A Develop action plan.

A Communicate importance of
membership efforts.

A Plan membership events.
A Teach others how to invite.
A Plan and conduct member inductions.




Important dates

> > > > >

Club Presidentaos
October 1 1 Start of Kiwanis year
Annual meeting

April 1 T World Reporting Day
May Membership Month

August and September




Checklist

> > > > > >

LEAD
GUIDE

Prior to your year
Throughout the Kiwanis year

Quarter 1 (October
Quarter 2 (January
Quarter 3 (April

-December)
- March)
-June)

Quarter 4 (July -September)

HIP

SEE PAGE 64

LEADERSHIP GUIDE

Membership chair annual checklist

PRIORTO YOUR YEAR

« Work with club president to
conduct a members’survey.

Meet with the secretary to
discuss why members left the
past year.

Meet with service chair to
discuss number of additional
members needed to achieve
service goals.

Meet with PR/Marketing chair to
discuss plans for the upcoming
chair.

Recruit members for committee.

Review new member
orientation and making any

adjustments or changes needed.

Create a plan for the year
in conjunction with your
committee, based upon the
goals and needs of the club.

Present training to members

on how to talk about Kiwanis

to potential members -~ consult
with the club president to make
practice an ongoing event at
meetings.

Order membership application
and club brochures.

THROUGHOUT THE
KIWANIS YEAR

= All members are provided
new member orientation - to
be conducted prior to actual
Joining is preferred.

« Follow-up on all leads for new
members.

« Do exit interviews with all
members to determine why
they are leaving the club.

- Work with club leadership
to provide a strong Kiwanis
experience for all members.

- Encourage all members to invite
prospective members to club
events.

Keep all prospective member
information in stock to share.

Follow-up with members not
attending, to determine how to
keep them involved in the club.

Ongoing recognition of
member accomplishments and
important life events.

Send new member information
and money to Kiwanis
International immediately.

Conduct induction ceremony for
all new members.

OCTOBER-DECEMBER

- Provide Kiwanis education

to all club members at a club
meeting.

Plan a social event over the
holidays. Take the time to ensure
members all know each other
and feel a part of the club.

Follow up after the event with
Thank You notes to all who
attended, include an invitation
to join the club for an upcoming
service event.

JANUARY-MARCH

« Work with your Service
Leadership Program advisors
to hold joint events with your
program members and their
parents or guardians. Use this
celebration of partnership and
support to also encourage
others to join your club. This
could be installations of officers,
scholarship awards, or joint
service projects.

« Continue to follow up with all
people who have shown interest

in more club involvement.

» Take the opportunity on or

around the Kiwanis birthday
to plan a large fun, fellowship
and recognition event to
celebrate your members

and their contribution to

the community. Invite past
members, supports and
partners to celebrate the club’s
impact and successes.

APRIL-JUNE

Work with your service chair
to start planning for a large
service project to use as a
membership event.

« Get all members to recommend

the names of people who would
be good members for your club.

« Use the Hosting a Membership

Event to plan the event.
Prepare the club for the event.
Follow up from event to ensure
all interested parties join the
club.

Begin working with your
successor so that they can be
prepared for their year.

JULY-SEPTEMBER

Make follow-up calls or have
in-person conversations with
people who have shown interest
in the club to see if you can get
them to join before the end of
the year.

» Have in-person conversations

with any members who may

be thinking of dropping their
membership to try to keep them
involved.

Conduct a membership contest
amongst the membership to
bring in more new members.



MEMBERSHIP PLAN




Create a membership plan

Estimate and then research

A Number of members on the roster.

A New members added in the past five
years.

A Members deleted in the past five years.
A Percentage who continue each year.

A Gender, age ranges, professions,
ethnicity, etc.

A Number of guests who visit.

A Percentage of members who attend
events.

GREATE YOUR CLUB'S
MEMBERSHIP PLAN

PURPOSE: To help your Kiwanis club create a plan for acquiring and retaining members — by setting goals,
creating actions to achieve those goals and creating metrics for the plan’s success,

AUDIENCE: All club members working together to provide a club experience that keeps existing members
coming back and motivates new members to join.

FREQUENCY: An initial membership plan with regular updates on progress. (Club president
and/or membership chair work with club members to create a multi-year plan in which
the club commits to one recruitment tactic and evaluates efforts each year.)

YOURCLUB BY THE NUMBERS

Start with your best estimate for each of the following. As time permits and you begin researching and
examining your club’s data with other club officers/members, input the actual number for each.

Estimate Actual

Members: Number of members on the roster (whether
to include honorary members is your club’s choice).

Added members: Tally of every new member the club
has added to the roster in the past five years.

Deleted members: Tally of every member you delete
from the club roster in the past five years.

Retention rate: Percentage of members who start and
complete the year with your club.

Diversity of members: Percentage of each gender, age
ranges, professions, ethnicity, etc.

Prospective members: Number of guests who visit your
club’s events to learn more about your club.

Event participation: Percentage of club members who
attended club events (may include service projects,
fundraisers, special events and/or regular meetings).




Create a membership plan

EXAMINE YOUR MEMBERSHIP
Your club will analyze

me mber s hi
- positive

AYour <c¢cl ubos

A Last time your club had net
growth

AClubodos demographics

A Number of members you lose annually
and reasons

EXAMINE YOUR MEMBERSHIP

What is your club's membership number?

Today 5 years ago 10 years ago

When was the last time your dub had net-positive membership growth?

Which year(s} did you increase

your membership? What was the reason or recruiting effort for this increase?

What are your club’s demographics? Use actual numbers, percentages or analyze each category.
Malefemale Religion
Education levels

Average age

Cultural background/ethnicity Socloeconomic levels

Is your club working to make sure its membership base reflects the community's demographics?

In a typical year, how many members do you lose for each of the following reasons?

UNRELATEDTO CLUB CLUB INFLUENCE
Health issues. Member decisson
Deceased Lack of activity.

Retirement Non-payment of dues.

Other reasons. Other reasons

How many members do you Why?
anticipate losing this year? Y




Create a membership plan

IMPROVE THE CLUB EXPERIENCE
In -depth look at all your club does

A Operations

A Service and fundraising
A Community outreach

kiwanis.org/  ACEtools

IMPROVE THE CLUB EXPERIENCE

Which Achieving Club Excellence (ACE) tools has your club used in the past two years?
*Preferred ACE tocls to use peior to boosting a cub Kiwanis.org/acetools

ACE tools prior to 2024 Current ACE Tools
YOU ARE HERE

Club scorecard
Commumity survey*

Creating the purpose®
g d s Member survey*

Measuring member satisfaction® DREAM YOUR FUTURE
Club vision*

Developing community partnerships ANALYZE THE GAP

Rediscovering your community* Evaluate your impact

Develop partnesships
Analyzing your impact

PLAN YOUR COURSE
Club excellence plan Club excellence plan

ACTION NOT WORDS
Hosting a membership diive Club scorecard

Host potential members

Celebrating success Celobrate

SET GOALS

What is your goal for acquiring new members?
Reaching charter strength {15 or more members).
Reaching a goal connected to an anniversary.
Increasing membership by a particular number (e.g, 5, 10, 20, etc)
Doubling the club’s membership.

Other.

What best describes your club's desire for adding new members?
More members: similar to or same as current demographics.
More members: no particular demographic focus.

Younger members: reduce the average age of club members by 10 years.

Diversifying membership: mircoring dub and community demographics




Create a membership plan

IMPROVE THE CLUB EXPERIENCE

Which Achieving Club Excellence (ACE) tools has your club used in the past two years?
*Preferred ACE tools to use peicy ko boosting a cub Kiwanis.org/acetools

ACE tools prior to 2024 Current ACE Tools
YOU ARE HERE

Club scorecard

Commumity survey*

Creating the purpose*
o s st Member survey*

S ET G OA I_S Measuring member satisfac tion* DREAMYOCIJR Fl{‘IURE
Your plands i ntent and

Developing community partnerships

ANALYZE THE GAP

Rediscovering your community* Evaluate your impact
. Develop partnesships

PLAN YOUR COURSE

Club excellence plan Club excellence plan

A Determine quantitative goal e — ey

Host potential members

Analyang your impact

AExamine your clubés ¢ S

SET GOALS

What ts your goal for acquiring new members?
Reaching charter strength (15 of more members).
Reaching a goal connected to an anniversary.
Increasing membership by a particular number (e.g, 5, 10, 20, etc)
Doubling the club’s membership,

Other,

What best describes your club's desire for adding new members?
More members: similar to or same as current demographics.
More members: no particular demographic focus.
Younger members: reduce the average age of club members by 10 years.

Diversifying membership: mircoring dub and community demographics




Create a membership plan

ACHIEVE GOALS
Create a plan

A Determine best recruiting style and
tactic.

A Assess necessary club improvement.

A Create an accountability plan.

A Develop operational steps to achieve
goal.

A Define how to measure progress.

What are your membership plan's intents and desired outcomes? (Beyond “more members.”)

ACHIEVE GOALS

What best describes your club’s style for recruiting new members?
two each month

Geot 1t done: one event that brngs In many new member

What is the best recruitment tactic for your club?
Two For Two with a goal of at least 12 new members

Chuby boost event wath & gosl of at least 15 new members

uest days theoughout the year with a goal of at least 5 new members ot each event

new members

Looking at your current membership recruiting efforts, what improvements are necessary to make it
more appealing and effective?

How will you hold members accountable for recruiting efforts and reaching growth goals set by
the club?




Create a membership plan

Capitalize on occasions and flexibility

A Community opportunities

A Service projects and fundraisers

A Two For Two, club boosts or open house
A Reconnecting former members

A Corporate membership

A Satellite membership

What operational steps will the club take to accomplish the goal?

How will you measure your progress? Milestones/check-ins?

MEMBERSHIP OPPORTUNITIES

What community involvement opportunities exist to promote membership?

List your events for the upcoming year. How can each become a membership event?

Fundraising projects

Do you set up a membership inquiry table

at events? Have you used Two For Two?




Create a membership plan

Watch your membership grow with Two For Two. Review the example below and then calculate your
own club’s Two For Two goals. These calculations llustrate gross membership growth — not net growth.

One year from today Two years from today  Three years from today

*:: Today's total You add at least You add at least another | You add at feast another
3 12 members 12 members 12members
I~ |
— -~
RECOGNIZE MEMBERS 15 members 7 members 39 nembers 51 members
Today One year from today Two years from today  Three years from today

Recognition is the greatest motivator

QURCLUB

How many former members still live in your community?
Your club secretary can pull a list of former members from the secretary dashboard, Approach them about

A Recognize members with the Ruby K BT
award

for sponsoring new members. Ao ol R K rmOma e ot ey corporste mambors

corporate membership classification?

A Simple order form. - |
A I t 6 S f r e e . l‘)ao:;::u':‘::::;:muldyomdwwokm If s0, has your club recruited any satellite members

kiwanis.org/satellitemember ‘ in the past year?

RECOGNIZE MEMBERS

Do you recognize your members with the i 50, how many members have been recognized
Ruby K award for sponsoring new members?  with this h ? Which bers are recruiting the
kiwanisorg/rubykaward most members?

kiwanis.org/  ACEtools
Kiwanis.org/ rubykaward




Create a membership plan

ENHANCE CLUB OPERATIONS

YES

Great plans need great leaders
V Do you have a membership chair? e Py
V Has the membership chair attended |
training?

A Do you have a membership committee?
A Have committee members attended
training?

A Does your club board meet monthly to
discuss membership growth strategies?




Create a membership plan

Remember key messages

A Excite and engage club in membership
efforts.

A Develop talking points specific to your
club about community impact.

A Address and alleviate potential
objections.

ENHANCE CLUB OPERATIONS

START THE CONVERSATION

What are some talking points to remember wh ou speak to your dub about
bership — including those that address and alleviate members' potential objections?

£




MEMBERSHIP STRATEGIES




Build. Nurture. Retain.

DISTRICT GOVERNORS
A Expected to build new clubs

LIEUTENANT GOVERNORS

A Expected to nurture new and existing
clubs

A Ensure clubs are receiving the
attention needed to strong

CLUB PRESIDENTS

A Provide a club experience that keeps
members coming back for more




wo For Two

A Begin by identifying 24 people to
recruit.

A Identify two members to reach out to
two prospects for each month.

A Two existing members visit two
prospective members during the
month and ask them to join the club.

TWO
FORTWO



