Best Practices Ideas and Tips from District Membership Committee Members

From Matt Davis, Rotary Club of Tulsa, OK: (918-298-3800)

My favorite membership drives have been focused on key miss ng bud nesses, wherewe
have brainstormed about companies obviously missing from those represented within a
club, contacted akey person withinthat business and asked for the name of a good
Rotarian-candidate within that business. M &t Davis, RC of Tulsa

| definitely agreethat mentioning the need for new membersregularly in meetingsis a
bighelp, asiscirculating a list of dasdfications. Whilewe no longer need to keep a
classification in mind when bringngin anew member, | havefound that alist of open
classifications jogs my memory of people | know who might make good Rotarians in
those classifications. M ait Davis, RC of Tulsa

Findly, anythingthat involves teamwork within a club gets some good, heal thy
competition gang and increases the chances for success. M att Davis, RC of Tulsa

From Tom Jensen, Rotary Club of Joplin Daybreak, MO: (800-658-1306)

| hopel can add somethingto this committee. | have dways been abeliever in oneidea
for membership, and that is “retention” and the recruitingwill takecareof it. If a
Rotary club has fun, gves time and money to worthwhile causes and mak es weekly
meetings interestingwith good programs, their members will stay and they will invite
ther friends. Tom Jensen, Joplin Daybreak RC — MO

Our best membership drive went something like this. Our membership chair asked 5
members to beteam captains. Then, using arandom drawing, each team got 5 members.
Over a7-week period, there was acontest to see how many guests each team could bring
in eech week. At the end of the 7 weeks, we had ameetingwith al of those guests
invited. It was fantagtic, although we had for gotten to inform the restaurant, which is
another story! Thewinningteam got their dues paid for one quarter, and our club netted
18 new members. Tom Jensen, Joplin Daybreek RC—-M O

From Pam Bohannan, PP Springdale, AR Rotary 01-02 (479-756-7050)
These were afew things that made our membership drivein 2001-02 successful. Thisis

theyear weinducted 70+ new members. Our retention of these members has been grest.

1. Applicationswere acted upon quickly (2 weeks or less)

2. Inductions were scheduled for the M onday following date candidate was accepted

3. Progpects weredlowed to atend up to 3 Rotary meetings at no chargeto them or the
proposer

4. Prepared and handed out afact sheet 'What Is Rotary' to interested parties

5. Handed out thebook 'Frank Talk' by Frank Devlynto progpective members



6. Sponsored a member ship contest/challenge for al areas clubs (each losing club had
topay winning club $1000)

7. Published our member ship stats in monthly club bulletin: (how many prospects
each member had propaosed)

8. Offeredincentive: Any member who brought in 3 new members would receive a
fishingtrip to Gagon's

9. Clarified and emphasized new classfication rules; then updated and published
classification list and handed out frequently to membership

10. M ade a concerted effort to offer exciting programs throughout they ear

11. Set agoal towin the Zone Award for club with over 100 members

12. Appointed aSTRONG Member ship Chairman for theyear; then conducted
monthly member ship committee meetings to braingorm.

Hopethis helps! Pam Bohannan, Springdale, AR

From Grover Bauer, PP Rotary Club of Southeast Tulsa, OK 02-03 (918-492-7408)
1. Rotary members have diverse backgrounds and awide variety of interests. To
participaetothefullest in Rotary activities, discretionary time is akey component.
Grover Bauer, Southeast Tulsa, OK

2. Before simply inducting peopleto reach a10% membership growth god, it may be
helpful to have a standar dized District 6110 handout telling prospective new members
what Rotary is al about. If people do not have discretionary timeto volunteer for worthy
causes on occasion, or are not fully informed about openingther check book from time-
to-time (what isthe minimum cost plus cther expected financid participation
contributions) retention of newly inducted members will be difficult. Grover Bauer,
Southeast Tulsa, OK

3. Those Rotarians who are responsible for bringng new members into the club should
bewillingto beamentor for that new member for at |east a year. Part of this should
include encouraging the new member to attend both regular meetings and club soci a
events, stressing the importance of volunteeringat times to help out on club sponsored
charitable activities (such as M edicd Supplies Network) and paticipating in the annua
Change of Horses Banquet. M cst likely, in smaler clubs everyoneis aready acquainted,
so anew member immediately feds at home; however, in larger clubs, many of the club
members may be astranger to the new inductee. For the inducteeto avoid that patentia
uncomfortable feding, theinductee's mentor and awell-planned Red Badge program
should ad in helping the new member a the outset. Grover Bauer, Southeast Tulsa, OK

4. Inmy opinion, Rotary is no different than any ather produd or service, asin order to
atract new members Rotary must be " sold" . Inthe sde processthere are many
questions to be answered. Some of these might include:

What arethe benefits to me?

Why did you (theproposer) join Rotary ?

What arethe costs?



How much timewill it require?
What is expected of me?
What does Rotary do?
Why should | join Rotary?
. Who are the members?
Grover Bauer, Southeast Tulsa, OK

5. Inthe many sdes training courses I've atended over the pas 30years or so, the
consensus seems to bethat about 1 out of 5 people have a sa es aptitude. Pegplewith a
sdes gptitude satigicaly have about a65% chance of being successful in ther fied.
Peoplewith alow or no aptitude for sales (4 out of 5people) have very little (about 6%)
chance of being successful in sales. Grover Bauer, Southeast Tulsa, OK

6. Based on gpplying saes aptitude gatigics to members of Rotary we could expect that,
provided dl District 6110 Rotarians have ample discretionary time, about 13% of Rotary
members in District 6110 will participatein bringingin new Rotary members. M og
Rotarians will lack a sa es gptitude if Rotary membership is a cross-section of the generd
population (1 out of 5pegple have asdes gptitude). Perhapspart of the focus of the
membership drive should beto seek Rotarians who most likely have a sd es aptitude,
and discretionary time, to serve on each club's membership growth and retention
committee. Grover Bauer, Southeast Tulsa, OK

7. To make the new member drive as successful as possible, your concept of havingthe
Assigant Governor, Presidents-Elect and other club | eaders focus on member ship
growth and retention is excdlent. "If" club leaders bringin new members, then,
perhaps, other club members will make inducting new members a"higher priority” than
presently exists a mog Rotary clubs. Grover Bauer, Southeast Tulsa, OK

8. Contests and/or membership promotiona events should gve ashort-term boost to
bringingin new members. Longrange, club members just need to "buy in" to the
membership growth concept. This will best be accomplished when thereis a
commitment by individual Rotariansto meet the need to focus on making Rotary
member ship growth and retention ahigh priority at the club level. Grover Bauer,
Southeast Tulsa, OK

9. The"buy in" stats when leadership takes an activerole, and feeds on itsdlf as the
members in general participate. Themog crucid step of dl is™ asking" ahersto join
Rotary. By leadingin this manner, others will follow.

Asprefaced in my opening remarks, the points made are just comments. If any of these
are useful for the purpase of reachingthe 10% Rotary membership growth goa and/or
helpsin the area of Rotary membership retention, great! Grover Bauer, Southeast Tulsa



From Jack Maxwell, PP Bixby Rotary, OK 02-03 (918-296-0689)
The Bixby Rotary Club grew from 29 to 53 members last year, an 83% growth rate!
Hence, in looking back to identify our best practices, | offer the following thoughts.

1.

First, we streamlined the process of member ship to makeit shorter, and more
agppedingto the new member. Nobody wantsto wait 6to 8 weeksto be inducted into
any club. Todo this,we placed severd M embership Applications in the Badge box
so the greeter could give oneto amember with a guest/member-prospect visiting our
club. The sponsor would sign the gpplication showing the guest that he/sheis happy
to propose them for membership. If the guest filled out the gpplication and turned it
into thepresident at the meeting, then the president would announce a Sand-Up
Board meeting fol lowingthe meeting. If the Board M embers present goproved the
application, then that would be announced a the next meetingand it would also bein
the newsletter next week. With the Board approva, we went ahead and ordered the
Badge and induction materials from Rl assuming no veto votes from the club
membership. Wehad no veto votes the entireyear, so that heped. With thisprocess,
we were ableto induct anew member within 2-3 meetings from the timethey turned
their gpplication into the club. Jack M axwell, Bixby, OK

| think new members should be interested in joining Rotary for theService
Opportunity rather than the Business gpportunity. The Bixby Rotary club had a
drop in membership from the Chartered 32 members down to about 17 membersin
thefirst full year. Tha was aflushing out of peoplewho joined anew club thinking
it was a ‘tips’ club rather than a service club. Stress to the prospect the Service above
SAf motto. Tl them, Rotarians like to do business with ather Rotarians because we
al subscribe to the ethics made possible by our adherenceto the 4-way test. Firg,
youprove yourself as a good Rotarian and you won’t have to ask others for their
business. Jack M axwdll, Bixby, OK

| think | must bring up our secret wegpon, Women in Rotary. It dl started with our
Charter President, Rev. JessicaM offatt, and it has gotten better and better. About
40% of our membership areladies. Get service oriented women in your club and it
will grow. They know how to serve and get pegpleto do things. Those of usthat are
married know that! Jack M axwell, Bixby, OK

Giversvs. Takers. When thinking of anew prospect, | look for someonewho is
dready givingof his or her time and efforts in some other venue. It could bein ther
church, or coachingayouth team, or doing missionary work, or volunteering in the
PTA & theschool. Those service-oriented peoplewill easily see how they can
leverage ther time and td ents withthe power of Rotary and aRotary club behind
them. Jack M axwell, Bixby, OK

| think one must be proud of being a Rotarian in order to invite one of their friends
into Rotary. If'you know anyone that isn’t proud of Rotary, then invite him or her to
leave, and replace him or her with someonethat is proud. Sometimeit is best to be



10.

11.

smaller, leaner, and down to the core group, beforerea growth can be possible. A
few bad eggs will stink up thefirg impressionthat anew progpect has when firg
invited into your Ratary Club. Jack M axwell, Bixby, OK

The Bixby Club’s major fundraiser is the Bixoy BBQ’n Blues festival. I invite all of
youtojoinison M ay 7-8, 2004. Last year was our second festival and weraised over
$36,000 in profit. Our firg event raised about $29,500 profit, and a thetimewewere
a29-member club that was 18 months old. To say theleast, when our club had the
first festiva drawing 43 BBQ teams to cook and over 4,500 guest into the park, The
Rotary Club of Bixby put a stake into the ground. This BBQ’n Blues festival has
been atremendous help in recruitment on new members. We have had some that
have approached us and wanted to be apart of Rotary because of what adifference
wewere making in Bixby. Jack M axwdll, Bixby, OK

Service Projectstha arevisible, wel publicized, and significant draw the atention
of new member prospects. Our first large service project was a $36,000 eectronic
marqguee sign for the Bixby Public Schools on the main highway runningthrough
Bixby. Our Centennid Project will be a$200,000 Rotary Club of Bixby
Amphitheater to be located in the Washington Irving M emorid Park wherewe have
the BBQ’n Blues Festival. The entire town knows what our club is working toward
and the City of Bixby vated to match dollar for dollar the amount of money we raise
toward thisproject to enhance thar city park. Jack M axwell, Bixby, OK

Recognition of those who have brought new members into your club duringthis time
isimportant. Thisisonereason | thought of the Green Dat/ Gold Dot ideato keep
membership out in the opentherest of thisyear and al of our Centennid year.
Another way we did this last y ear wasto have a spreadsheet showing the new
members and their sponsors on acumulative basis. We shared this list quarterly to
recognize the members that were growingour club. Jack M axwell, Bixby, OK

Good Programs are amust in order to grow your club. We have 12 members each
Takeamonth and providethe 4-5 programs duringthat month. This gves adiversity
of programs, and it spreads the load over many club members. Jack M axwell, Bixby,
OK.

Keep peoplein Rotary. PeopleleaveaRotary Club for many reasons that are
persona. Several members joined our club because it was closer to their home or
business. When you have aresignation, try to refer them to another club in your area
or if they arerelocatingthen refer them to Rotary in their new home.

Thislast ideal gve credit to PDG Ed Clifford. Hetold ustotaly al the good
things our Rotary club had done last year. Then we projected what we wanted to
do next year. When takingto the progpective new member, share the successes from
last year and invitethemto join our club and help us achieve these additional service
opportunities. Jack M axwell, Bixby, OK / PDG Ed Clifford



From Chad Kumpe, PP Rogers, AR 02-03  (479-621-3683)

1. Wha welearned from recruiting in Rogersis FIRST you got to Ask them. You
find peopleto ask, in aRotarians Company, Church and other Business Assoc. tha
show adesireto put back into acommunity some of what they receive from their
community . Look to the new pegple entering the area, especially in upper
management of local firms. (New Lawyers and Bankers) A club can find peopleto
ask whileworking on such community activities as United Way or Community
Building Chad Kumpe, Rogers, AR

2. Theimportat part of developingand retainingnew membersis internd to the club.
A new progpect must go through Member ship, Clasdfication, and Orientation as
quickly and efficiently as poss ble. From Firg Visit, to M embership Proposd, to
Club Introduction would be a minimum of two to three weeks. We have found the
longer that processtakes the more enthusiasmislost. Chad Kunmpe, Rogers, AR

3. Thenew member must be wel comed quickly into the group and put to atask as
soon as practica. Listen for clues duringthe persons Orientation and in ther Bio.
when introduced to the club. Surly one of our broad Avenues of Servicewill fit
amost anyone. If practical keep the new member "Up Front™ for the first 6 weeks.
The Rogers Club also has introductions of the older members each meeting so the
new members will feel asince of history. Retertion is al about "Gettingto know
you" and "workingtogether." Chad Kumpe, Rogers, AR

From Chaddie Kumpe Platt, Rotary Club of Fayetteville, AR (479-575-8440)

1. Beforethe"Gerad Harp" chdlenge, we had a quarterly contest for bringng guests
to the club. Whoever brought the most guests in agven quarter won $100 cash!
Chaddie Platt, Fayetteville, AR

2. TheFaydteville Club instituted anew member meal policy tha now gpliesto al
progpective members: the club member pays for the fird med, and the progpective
member pays for their own med after that. Tha way, the cog of having guests is not
adeterrent to recruitment and the club member doesn't have to be embarr assed about
explaningit -- it's club policy. Chaddie Platt, Fay etteville, AR

3. Progpective members are approved via e-mail in order to oeed up the acceptance
process. Chaddie Platt, Fay etteville, AR

4. Our extensve Orientation processis designed to improveretention. Each new
member comes in knowing exactly what is expected of him or her, financidly,
socidly, committee-wise, etc. Things such as history of Ratary, etiquette, avenues of
service and just about everything ese is covered in detail. | don't think aperson
could come out of one of these orientation sessions taking their membership in Rotary
"lightly."

Chaddie Platt, Fayetteville, AR



5. Weencourage membersto invite the general publicto our sodal events, of which
we have one per quarter. Thisway, their first exposureto Ratary is fun and relaxed.
Chaddie Platt, Fayetteville, AR

6. Wevejust instituted anew "Family of Rotary Committee,” that is designed to keep
in touch with widows, honorary members, and other honorees(Service Above Self
Award Winners). They areinvited to socid events and brought to the club
periodicaly. Service Above Self Awards arefor peoplein the community who do
great things that are not in Rotary. Obviously, thisis agreat way to identify patentia
members. Chaddie Platt, Fay etteville, AR

From Eric Ferrell, Rotary Club of Carthage, MO. ((620-235-4927)
Greetings from Carthage and southwest M issouri! | have visited with several PP, as wdll
as our current Club President, regardingthings that they remembered as being successful
over thelast 4-5 years. There are three
e (1) thedecision toinvite women to join the club;
e (2) thetradition of ‘Pre-Rotary’ in Carthage;, and
e (3) reimbursing members for their guest’s meals, if they join the club.
Eric Ferrell, Rotary Club of Carthage, M O

Regarding ‘Pre-Rotary’, our club meets only twice amonth, thefirst and third
Thursdays, evenings at 6:30pm. What is so popular is the ‘Pre-Rotary’ that takes place
before the meeting at a member’s home. Our club is basically divided up into three Pre-
Rotary groups, and the host duties are rotated in each group, each ‘Pre Rotary’. There is a
lot of networking, socidizing and rel aionship buildingthat goes on before the regul ar
meeting. The concept could certainly be expanded to abreskfast or noon club by
scheduling aPre-Rotary once or twice a month in a member’s home. I hope these are
acceptable. They have worked for us! Eric Ferrdl, Rotary Club of Carthage, M O

From Jenyfer Glisson, Rotary Club of Sapulpa, OK  (918-224-6560x2002)

1. Firesde Chats. The SgpulpaRotary has an annual Fireside Chat at a member’s
residence with the purpose of recruiting prospective members. Thisis agreat
socid gatheringwith plenty to eat and drink in acasua amosphere. Each service
chair heads a group of members to brainstorm alist of progpective members. This
list is then gven to the club president who assigns mentors to contact the recruits.
Thislist is dso diligently refined a every board meetingto determine who
has/has not been contacted, who wantsto join/not join, etc. Jenyfer Glisson,
Rotary Club of Sgpulpa, OK



2. Honorary Rotary Member from your |ocal newspaper. An essentid part of a
successful recruitment campaign is advertisement. Thus, the SgpulpaRatary
appoints an “honorary” member from the Sapulpa Herald. Our club paysthe
membership for him or her. In turn, this member is responsible for taking pictures
of guest speakers, Rotary Juniors of theM onth, specid events, etc. M og often,
this member accompanies these pictures with an informative article. Thus, the
SepulpaRotary probably gopearsin our local paper at least 2 or 3 times amonth
withpictures and great articles. Thisisahugeway to get our message out and to
inform the public of our purpose and to entice new members. Jenyfer Glisson
,Rotary Club of Sgpulpa, OK

3. Rotary Junior of the Month. M embers of the Sgpulpa Rotary identified aneed
to be more active with students & the secondary level at our loca high school.
Snce another club spotlighted seniors, the Sapulpa Rotary decided to highlight
thejuniors a SgpulpaHigh School. A contact person isin charge of the
voting/sd ection process at the school. The contact person digoenses abdlot to
each faculty member. Each faculty member then selects for each month | mae
and 1 female who best represents the tenants of the Rotary 4 Way test. A “brag
sheet” is then completed by the students and is read during one of the weekly
meetings. The students areinvited to eat and socialize with the club. Oftentimes,
thisisthefirg timethat these gudents have even heard of Rotary. Hence, we fed
this is a great time to “plant a seed”” with teenagers who may possibly be future
Rotarians.  Jenyfer Glisson, Ratary Club of Sgpulpa, OK

From Steve Robb, PP Pittsburg Sunrise, KS (620-235-4934)
1. Recruit energetic peoplethat dont sit like bumps on achar during meetings.
Steve Robb, Pittsburg Sunrise, KS

2. Make meetings fun, lively, hospitable, and full of energy. Everyone should
fed energzed when they leave, then they want to come back. Steve Robb,
Pittsburg Sunrise, K S

3.Develop a Rotary Family Tree. Have each member list the name of who
brought them into Rotary and put thase names in the proper branches. Put thetree
on thewadll. If nothing else, it helps you seewho is redly sharing Rotary and who
is not. Steve Robb, Pittsburg Sunrise, KS

4. At lesst every ather year, have amembership contest with teams appointed. Give
theteams funny names like"Body Shatchers’, etc. Award apizzaparty tothe
winners. Have the teams meet and compare notes of who they should share
Rotary with, then go after them. Seve Robb, Pittsburg Sunrise, KS



5. Makeabigdeal out of new member inductions and gve lots of recognition to
the ponsor. Steve Robb, Pittsburg Sunrise, KS

The most important of theseishaving good meetings. Our visitorsleave thinking,
"Man, I'dlike to be part of that group.”

From DG Tom Clark 03-04, Rotary Club of TulsaSunrise (918-446-3553)

1

“AS K” — asometimes forgotten theme which needs to be regularly mentioned to
any one who wants to know how to get into membership recruitment. A good
beginningd Tom Clark, Tulsa Sunrise

Always carry your Rotary Business Card ... your name and contact information
can both start and close avaluabl e productive Rotary conversation. Tom Clark, Tulsa
Sunrise

“Timing” can be everything! Catchinga good prospect & the wrong moment is a
waste and adeterrent to future efforts. Paience. . . thetimewill come. Tom Clark,
TulsaSunrise

“Age” — keep an open mind always . . . epecidly to retired, experienced, able people
who are looking to be “needed.” Tom Clark, Tulsa Sunrise

Be agood listener . . . and feed your recruit in small “mouthfuls.” Too much Rotary
“stuff”” will choke not only the interest but also friendship. “Direct” your ansvers not
only tothe question asked, and tothelog cal next question . . . but listen, listen,
listen!!!

PDG Ed Clifford likes to “select” potential members from a list of club service
vocational needs. . (i.e. phatography, printer, writer, construdion foreman,
equipment rentd, restaurant owner, etc.) | agreewith this. Tom Clark, Tulsa Sunrise

A key areaoften over-looked is the necessary element in wanting to become a
Rotarian — not just a member of a Rotary Club. The “want to” is often the missed
ingredient in the gpplication/recruitment procedure. (Particularly acommitment to
helping/securing others — as opposed to sdling, sdf improvement, self marketing.)
Tom Clark, TulsaSunrise

The amount of time required to complete the New Member Process can well
determine the recruit’s length of Rotary Tenure. Remember the KISS principle — it
may help keep things moving. A well manicured, prioritized and well-publicized
New M ember Process procedureis critical to recruitment and retention. (2 weeksto
1 month = more range, enough timeto process pegple.) Tom Clark, Tulsa Sunrise

The membership Chair needs to be one of your club’s BEST Rotarians, nat jug a
good person. Tom Clark, Tulsa Sunrise



10 Qudity new Ratary members will alway s be more valuable than a guantity of
uncommitted bodies. Tom Clark, Tulsa Sunrise

11 Minority recruitment provides the diversity representationyour club needs to best
learn your community’s needs. If possible, think in terms of 2 recruits in each
package. The potentid meeting bonding and mutua support critica to the retention of
these members is worth the recruiters extraefforts. Tom Clark, Tulsa Sunrise

12 Young people —possibly “out of range” of Rotary’s Interact/Rotaract programs — are
healthy “targets” for Family of Rotary Projects and for patentia feeders for
scholarship and Rotary membership programs. Invest in young people— particularly
at ALL club service/socid events. Rotary membership efforts need to be nurtured
from thevery begnning Tom Clark, Tulsa Sunrise

13 Themediacan hdptoidentify potential Rotarians. Faceit: virtualy every
positive piece of news focuses on aM ake A Difference Person. By lettingthat person
know of Rotary’s appreciation/interest, particularly when that person lives in your
community, may be the start of a “new Rotarian.” (And . . the effort says alot about
Rotary’s support for community members/projects.) Tom Clark, Tulsa Sunrise

14 Never knock another service club. If possible be inclusiverather than exclusive in
partnering for aproject too bigfor either organization. Bethe Biggest thinkers, the
most community conscience, and the best and most humble listener. Don’t worry
about “who” is going to get the credit! The fact is that your sensitive, postive,
nel ghborly attitude and leadership will tell your story foryou . . . and patentidly will
“grease the skids” of your Rotary M embership Program. Tom Clark, Tulsa Sunrise

From Tom War d, PP Rotary Club of TulsaSunrise: (918-298-3800)

Our New Member Strategy is the following:

Recognition Program

Proposer-Mentor Program

Serious New Member Installation Program

Detaled Training Program (Participatory Yearly Function)

Everyone Job Program  (Ask them what they want to do.)

Good Meeting Facilities

Great Speakers
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Great Food
Everyone Club Projects
Everyone Fun Events (Ask them what they want to do.)

Football Program to Obtain New Members
a. Twice yearly game of one month
b. Daily by members
c. Weekly Presidents classfications

Membership Committee

Member ship Devel opment Committee
Member ship Processing Committee
Club Member Identification Program

Outstanding Club Newsletter-Weekly
a. Club Events
b. Programs Outline
c. New Member Pictures and Identification
d. Organizationa Structure
e. Rotary Information
f. Other

Tom Ward, TulsaSunrise Rotary

FARMING & ROTARY MEMBERSHIP Presented by Paul Wise- Fort Smith, AR
(479-638-8608)

Prepare for the planting of seeds by gathering al the necessary materias that will

be needed for a Successful planting.

e SEVERAL PADSOF APPLICATIONS

e INFO PAMPHLETSFROM RI

e LIST OF REASONSTO BECOM E A ROTARIAN (A year or so ago, the President
of Rotary Internationa published alist of what it means to be aRotarian. It wasa
very good condensation of who we are and what we do. We need to get acopy of it
and make availableto al members. If they didn't read it, it will teach them something,
aso. M ay members are reluctant to approach aprogpect because they are under-
informed about Rotary and are uncomfortable about questions thrown at them about
what does Rotary do (?), etc. Our Ratarians haveto first know how, when, what,
where and why to plant the seeds.
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MAKEA BIGPROMOTION AT TWO ORTHREEM EETINGSUNTIL
EVERYONE GETSTHE M ESSAGE ON GREEN DOTS GOLD DOTS AND RED
DOTS

DEVELOP POSTERSAND BANNERSFOR DISPLAY IN THE CLUB M EETING
ROOM TO PROM OTE AND EXCITEM EM BERSHIP ABOUT THE CONTEST

Planting the seeds:

HAVE A SPECIAL MEETING WITH THE "LEAD COWS' (T hese are members of
the club that have aproven track record of getting new members.) M AKETHEM
CAPTAINSAND ASSGN THEM A GROUP OF ROTARIANSTO "LEAD"TO
THEBARN AND FITTED WITH HARNESS (membership).

I'M GOING TO ADD A COLORED DOT "RED" FOR "I'VE PLANTED SEEDS (I
madetheinitial visit to aprogective Rotarian) YOU HAVE TO VIST SOM EONE
FIRST BEFORE YOU CAN HERD THEM TOTHE BARN. YOU CANT JUST
YELL INTO THEWOODSAND THEY'LL COM E RUNNING.

THE PROSPECT NEEDSTO BEBROUGHT TOTHE CLUB FOR A VIS T
MEETING.

EACH CLUB SHOULD LOOK TO THEIR TREASURER FOR HOW MUCH
"LUNCH M ONEY" COULD BE AVAILABLE FOR FREE LUNCHESTO

VIS TING PROSPECTS A lot of club membersrealy can't afford to buy lunches for
visitors or they arejust to darn stingy .

Watering the seeds:

A SPECIAL PRESIDENT'SPOST CARD SHOULD BE PRINTED, FORTHE
PRESIDENT TOPERSONALLY HAND-WRITE A "GLAD TOHAVE YOU
TODAY ASOUR GUEST" WITH SOM EM EANINGFUL SHORT COMM ENT TO
THE PROSPECT.

FOLLOW UPVIST TO THE PROSPECT (Thisiswhen, if you get agood read on
the prospect’s reaction to the visit, you present the application and info packet to the
progpect. If the seed doesn't germinate at that meeting, leavethem with a"takeyour
time, and look over theinfo I'veleft you and I'll be back in touch in afew days."
FOLLOW UP AND "ASK FORTHE ORDER." Nat al seeds germinate. If the seed
dies, replant and start with anew seed.

Har vesting the crop:

AFTER GETTING YOUR SEED GERM INATED, (amembership application fill ed
out and averbal commitment from the prospect) GET THE APPLICATION TO THE
M BEM BERSHIP COMMITTEE, AND RIDEHERD ON IT.

INSIST ON A FAST TRACK, UNTIL ALL CLUB PROCEDURESARE
COMPLETED FOR YOU TO INVITE YOUR PROSPECT TO COM E AND BE
INDUCTED.

GOLD DOT TIMEFORTHE ROTARIAN. PRESDENT SHOULD M AKE A BIG
DEAL EACHMEETING FORTHE PLACING OF GOLD DOTSON WORKERS
BADGES
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Utilizing the harvest:

e CLUBPRESDENT SHOULD IMMEDIATELY UTILIZETHEHARVEST AND
ASSIGN EVERY NEW M EMBER TO “SOMETHING”. Put them to work because
everyone on the farm has to work. Every committee needs help doing fun things, and
useful things.

e DON’T SOW, WATER AND HARVEST ONLY TO PUT THE FRUITSOF YOUR
LABOR IN THE CORNER OF THE BARN TO “ROT”! If I'm important enough to
be made a member of your club, then am | not important enough to be made apart of
whatever it isthe club is doing? Who wants to be apart of something dull or dead?

e A GOOD PROBLEM WOULD BETO HAVETOOMANY NEW M BEM BERS
AND NOT ENOUGH THINGSTO ASSGN THEM TODO. Every president
should havethat problem.

PAUL WISE
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