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Makers!




Club Opening

Brad Boyd

Kl Area Director




Materials

5-year trend reports

5-year trend report worksheet

Club membership plan template

Division membership plan template

Membership growth resources: www.kiwanis.org/members/club-toolbox
Achieving Club Excellence Tools: www.kiwanis.org/acetools

Club Leadership Guide: www.kiwanis.org/leadershipguide



5-Year Trend Reports

Club Name Division Division Name Club Status 2018 2019 2020 2021 2022 Syrnet 5yrnet% Peryravgnet 1yrnet 1 yr net %
Toonten Haana Division 1 A 103 99 91 98 104 1 1% 0.25 6 b%
Division 1 A 58 55 52 49 43 -15 -26% -3.75 -b -12%
Division 1 A 39 34 35 34 36 -3 -8% -0.75 2 b%
Division 1 A 20 20 19 16 15 -5 -25% -1.25 -1 -6%
Division 1 A 56 50 53 52 54 -2 -4% -0.50 2 4%
Division 1 CR 20 20 21 12 0 -20 -100% -5.00 -12 -100%
Division 1 CR 16 13 0 0 0 -16 -100% -4.00 0
Division 1 CR 26 23 22 12 0 -26 -100% -6.50 -12 -100%
Division 1 A 0 0 1] 1] 19 0 0% 0.00 1] 0%
Division 1 A 24 22 21 17 17 7 -29% -1.75 0 0%
Division 1 A 29 19 19 19 8 -21 -72% -5.25 -11 -58%
Division 1 A 31 35 37 42 39 8 26% 2.00 -3 -7%
R ey Division 1 A 35 38 37 39 43 8 23% 2.00 4 10%
Division totals 457 428 407 390 378 -79 -17% -19.75 -12 -3%
- T Division 2 A 26 28 28 20 20 ] -23% -1.50 1] 0%
Division 2 A 22 20 19 19 17 -5 -23% -1.25 -2 -11%
Division 2 A 0 0 0 1] 16 0 0% 0.00 1] 0%
Division 2 A 15 12 11 11 11 4 -27% -1.00 0 0%
Division 2 A 22 27 18 18 19 3 -14% -0.75 1 6%
Division 2 A 17 17 16 17 15 2 -12% -0.50 -2 -12%
Division 2 A 41 37 33 26 31 -10 -24% -2.50 5 19%
Division 2 CR 9 0 1] 1] 0 9 -100% -2.25 1]
Division 2 A 38 38 34 29 29 ] -24% -2.25 1] 0%
L, Division 2 CR 9 8 7 0 0 9 -100% -2.25 0

Division totals 199 187 166 140 158 -41 -21% -10.25 18 13%


Presenter Notes
Presentation Notes
Make sure each lieutenant governor has a copy of the 5-year trend report in hand before beginning this section.

Before we get into membership growth, it is important to understand why growth is crucial to Kiwanis right now. For Kiwanis to serve as many children as possible, we need as many hands to serve as we can find. 
In front of you, you will find our district’s 5-year trend report. This report shows district membership trends, broken down by division and club, over the last 5 years. First, we will explore how to read the report and then we will have you look at your division.

The first column, which has been blocked out on the screen to keep the sample report anonymous, lists the names of all the clubs that have existed in the district within the last 5 years. The second and third columns show which division the clubs are in. The report is separated by division so you can see totals for each division (indicated by the bold numbers underneath each divider line), as well as a grand total for the district at the end of the report.


5-Year Trend Reports - Club Status

2018 2019 2020 2021 2022 Syrnet 5yrnet% Peryravgnet 1vyrnet 1 yrnet %
99 91 598 104 1 1% 0.25 6 6%
55 52 49 43 -15 -26% -3.75 -b -12%
34 35 34 36 -3 -B% -0.75 2 6%
20 19 16 15 -5 -25% -1.25 -1 -b6%
50 53 52 54 -2 -A4% -0.50 2 4%
20 21 12 0 -20 -100% -5.00 -12 -100%
13 o o o -16 -100% -4.00 1]
23 22 12 o -26 -100% -6.50 -12 -100%
A 0 o o 19 0 0% 0.00 1] 0%
A 22 21 17 17 -7 -29% -1.75 1] 0%
A 19 19 15 8 -21 -72% -5.25 -11 -58%
A 35 37 42 3s 8 26% 2.00 -3 -7%
A 38 37 39 43 i 23% 2.00 4 10%
428 407 390 378 -79 -17% -19.75 -12 -3%
A 28 28 20 20 -B -23% -1.50 1] 0%
A 20 19 19 17 -5 -23% -1.25 -2 -11%
A 0 0 0 16 0 0% 0.00 1] 0%
A 12 11 11 11 -4 -27% -1.00 1] 0%
A 27 18 18 19 -3 -14%; -0.75 1 6%
A 17 16 17 15 -2 -12% -0.50 -2 -12%
A a7 33 26 31 -10 -24% -2.50 5 19%
0 o o o -9 -100% -2.25 1]
38 34 29 29 -9 -24% -2.25 1] 0%
8 7 1] 0 -9 -100% -2.25 1]

187 166 140 158 -41 -21% -10.25 18 13%



Presenter Notes
Presentation Notes
The next column displays the status of each club. There are three possibilities:
 
A – Active. These clubs are still functioning and serving their communities.
CSD – Charter Suspension. Charter suspension typically occurs when a club fails to pay its international, district or federation financial obligations exceeding US$150 billed by and payable to Kiwanis International within 90 days after such amounts are due. All club operations must cease when a charter is suspended. Any club that pays its full indebtedness before its charter is revoked will then be returned to “active” status. If the outstanding financial obligation is not paid within 8 months of it being due, the Kiwanis International Board shall revoke the club’s charter per the International Bylaws.
CR – Charter Revoked. These clubs no longer exist.


5-Year Trend Reports - Worksheet



Presenter Notes
Presentation Notes
Now that we’ve walked through the trend report with you, let’s practice using it.

Pull out your 5-year trend report worksheet. Let’s spend some time going through this.

Circle any clubs that have a positive net gain over the last five years. These are clubs that have figured out how to grow. Perhaps they can share their methods with other clubs in the division to assist with membership growth efforts.
Underline any clubs that had a positive net gain in the most recent Kiwanis year. This means that, despite what their membership has looked like in the past, this club has recently began putting real effort into growth and that should be celebrated!
Put a check mark next to clubs whose 5-year net percentage is lower (worse) than the division’s 5-year net percentage. These clubs are likely going to need some assistance in turning their membership trends around.
List any clubs in your division that are Charter Revoked or CR. How long ago did these clubs cease operations? Do you know the history behind their closure(s)? Gaining more information about these clubs may help you better understand the challenges clubs in your division face.
List any new clubs in your division. Finding zeros in any of the earlier membership columns will help you identify which clubs in your division were recently opened. These clubs need to be paid special attention to ensure they are operating well, submitting all required reports and forms and continuing to serve and grow.
List all clubs in your division that are below charter strength (15 members). Being below charter strength doesn’t necessarily mean that a club isn’t doing great things in their community. However, it does indicate that if they lost any key members their club could be in danger. Supporting the growth efforts of these clubs may be crucial to their survival.
We can learn so much from these reports. What we’ve gone over are just a few examples. Please keep this information handy. We will refer to it throughout the rest of the training. You will also want to keep it close so you can review it throughout your term.



Build. Nurture. Retain.

Build new clubs. Nurture all clubs. Retain clubs and existing
members.


Presenter Notes
Presentation Notes
Kiwanis International is introducing a new membership initiative – Build. Nurture. Retain. This is not a membership campaign, as campaigns begin and end. Membership should be an operational function – there is no end date.

With Build. Nurture. Retain., Kiwanis International aims to grow our organization’s community impact capacity through membership growth, by investing in and institutionalizing proven club opening tools, strengthening methods and retention efforts.

There are three pillars in the initiative and a leadership role accountable for each.

Build. Districts are expected to build new clubs. Therefore district governors and their club opening teams are primarily responsible for building new clubs.
Nurture. Lieutenant governors, along with your division membership team and club coaches, are expected to nurture new and existing clubs. This will ensure that our clubs are receiving the attention needed to remain strong in their communities.
Retain. Club presidents and their fellow club leaders are challenged to provide a club experience that keeps members coming back for more.


Build.

Lieutenant Governor’s role

* Develop a division membership plan.

Work with district leadership to support club opening.
Suggest sites that are viable for Kiwanis.

Encourage sponsoring clubs and club coaches.
Engage the entire division in club opening.


Presenter Notes
Presentation Notes
While lieutenant governors will primarily be responsible for nurturing new and existing clubs in the Build. Nurture. Retain. initiative, everyone must participate in and assist with all components for it to be successful.
Building new Kiwanis clubs is crucial to expanding our organization’s impact and growth. As lieutenant governor, you can help with this process in several ways:

1. Develop a division membership plan. Having not only a shared vision, but a shared plan for how to grow your division will make your expectations and intentions clear. 
2. Work with district leadership to support club opening. 
3. Suggest sites that are viable for Kiwanis – both in your division and areas around the district that you might be familiar with. As lieutenant governor, you will become intimately familiar with the area in which you are working. You will gain insights that could be extremely helpful in selecting a site for a new club. 
4. Encourage sponsoring clubs and club coaches. Serving as a sponsoring club or a club coach for a new club can be a big responsibility. Be sure to recognize their efforts and even offer to visit the new club to assist if needed.
5. Engage the entire division in club opening. Opening a new club is a team effort. It is most successful when local volunteers who are familiar with (or live in) the community where the club is being opened are the ones sharing information about the new club and inviting people to join.


Site Selection

What makes a community a good fit
for a new Kiwanis club?

Tools to use:
e www.kiwanis.org/clubopening - Site Survey
» www.kiwanis.org/ACEtools - Community Survey


Presenter Notes
Presentation Notes
Most of the ways in which you can support the Build. efforts in your division are fairly self-explanatory. That said, there are a few pieces that we do want to spend a bit more time on. Creating your division membership plan, which we will address a bit later, and site selection for new clubs.

As we mentioned previously, if you are not already, you will become an expert in your division. You will begin learning helpful information about the various communities where your clubs reside and those in between. This information is invaluable when identifying a site to build a new Kiwanis club. 

In your mind, what makes a community a good fit for a new Kiwanis club?

Allow for time for responses. If participants are struggling for answers, consider posing the following questions with these notes in mind:
Does population size matter?
Kiwanis can be successful in towns of any size, so more than just population of the area needs to be considered.
What are the demographics of the area?
Consider, race/ethnicity, languages spoken, average income, average education levels, average age/age diversity. These things won’t dictate IF a Kiwanis club can be formed, but rather they may help determine what TYPE of club you could look at forming.
Does it matter if there are schools in the community?
Since Kiwanis aims to serve children, having an active school system in the area is important. Addressing some of the school’s needs, developing Service Leadership Programs or scholarship programs can give a new club purpose. An active faculty, administration and involved parents can also help populate the club.
Is there a service organization presence already?
Kiwanis can exist in a location where other service organizations are active, even other Kiwanis clubs. However, we need to understand what needs these other organizations are addressing and how a new Kiwanis club could fill a gap in service.
What known needs currently exist in that community?
An easy need for Kiwanians to identify is if there is a Service Leadership Program club in the community that does not currently have a sponsoring Kiwanis club. Other needs you might consider are:
Food insecurity/hunger issues
Large houseless population 
Low literacy levels

For further assistance with the site selection process, please utilize the following resources:

The site survey guide, which can be found at kiwanis.org/clubopening. This resource will walk you through how to conduct a formal site survey to determine the actual viability of forming a new Kiwanis club in a community.
The community survey, which can be found at kiwanis.org/acetools. Once a site is narrowed down, you can use this tool to assess what the needs are within the community. This will allow the club opening team to offer direction to the new club with what needs the Kiwanis club could serve once opened.




Retain.

Lieutenant Governor’s role

e Ensure all clubs have a membership plan.
« Empower club presidents and club membership chairs.
 Recognize achievments.


Presenter Notes
Presentation Notes
As lieutenant governor you can support the retention efforts of clubs by doing the following:
Ensure all clubs have a membership plan. Help clubs create a multi-year growth plan in which they commit to one recruitment tactic and evaluate efforts each year. Support clubs with Kiwanis-approved tools and resources.
Empower club presidents and club membership chairs to be a membership change agent. This may include encouraging club leaders to take a look at the way they operate to make sure the club is healthy, inclusive and a fun environment that everyone wants to be a part of.
Recognize members and clubs for their achievements.




Presenter Notes
Presentation Notes
If you haven’t already, pass out copies of the Membership Planning Worksheet.

An important task that you will have in the coming year will be to make sure that each club completes and submits a membership plan. Let’s take some time to review the planning document that they will need to complete.
This document is laid out to not only assist clubs in creating membership goals, but to help them think through why they need to grow and how they want to go about it. 
The first few pages are focused on collecting and analyzing data. This allows club leaders to compare their perceptions of how their club is operating vs. reality. It will also help identify any specific needs the club may have or challenges that need to be addressed.
 
On page 3, the document shifts into walking club members through the goal setting process. On page 4, it begins to help members focus on how they can achieve their goals. The document really focuses on this part. Too often goals are set arbitrarily without any idea of how to actually achieve them. This plan addresses that and focuses on potential steps that can be taken depending on the club and its desired outcomes.
 
Additional resources are listed at the end.
 
Please take a few minutes to familiarize yourself with this membership plan document. You may choose to walk through this with your own club first so that you feel prepared to help other clubs in your division should they need it. 
 
Once each club has completed this planning document, they will submit a much shorter, electronic form to Kiwanis International to solidify their plans. Please note that completing these plans will be a requirement to be named a Distinguished Club and a Distinguished Division this year. 
 
Pause for 5 minutes to allow participants to review the document and ask questions.


Membership Growth Tactics

Two for Two
Club boost
Open house
Guest days
Re-Member

Additional information and resources at: www.kiwanis.org/members/club-
toolbox


Presenter Notes
Presentation Notes
The membership plan outlines several tactics that clubs can use to increase the membership of their club. It is important that you are familiar with all of them.

Two for Two. This is an incremental growth plan. A club creates a list of potential members. Each month, two club members are chosen to meet with two potential members from the list. After the meeting, those potential members are invited to join the club. Each month this process repeats with two different club members and two people from the perspective member list. There is a great downloadable resource available online to help clubs establish this program.
Club boost. This option is for clubs that want to have a significant increase in membership quickly. This is a similar process to opening a new club. The club sets appointments with community leaders and business owners to share information about Kiwanis and how they can get involved. Each are invited to become members of the club.
Open house. Like a club boost, an open house is a one-time event. Instead of making appointments to meet community leaders and business owners, the club instead invites them to a club meeting or service project to learn more about Kiwanis that way.
Guest days. This is a sporadic opportunity for clubs to grow. Clubs can host guest days at specific meetings throughout the year where each member is asked to bring one or more guests. Guests are then invited to join the club.
Re-Member. This is an opportunity to reach out to former Kiwanis members in the community and get them re-engaged. Reaching out to former members again after a while can help them feel valued and spark their interest again.�
Information on all these tactics can be found at www.kiwanis.org/members/club-toolbox 





Presenter Notes
Presentation Notes
This template is set up to assist you in developing your division’s membership plan. You’ll start by identifying the district membership goals so that you can see how your goals could/should fit into that. You may need to reach out to your incoming governor to obtain this information.

Next, you will have space to identify a new club opening site and note some important steps and dates in that process. You can also choose to explore several additional sites that would be ideal for new clubs to be built. 
The next step will be to determine what your membership goal for the division will be. You can state this net gain total as a number or a percentage.

The second page gives you space to track the membership plans of the clubs in your division. While you will likely assist your clubs with a more robust planning process, this will streamline and simplify the information for you.


Membership
Discussions

Emily Wageman
Education Committee co-chair




Case Studies

Topics

e Membership and Engagement - 5
e L eadership and Education - 2

e Community Impact - 2
 Branding and Imagine - 2

e Financial Viability - 2




Club
Strengthening
and Coaching

Brad Boyd

' Kl Area Director



Nurture

verb
care for and encourage the growth or development of.

Ensure clubs have a complete
membership plan.

Recognize

Be present. ,
achievements.

Have coaching conversations.

What are other ways you can nurture the clubs in your division?


Presenter Notes
Presentation Notes
To nurture clubs is to care for and encourage them to grow and develop. There are numerous ways to do this, but we are going to highlight a few for you.
 
First, be present. Be present through your regular communication. Be present, when you are able, both physically and virtually at meetings, projects, events and celebrations.
Make sure each club in your division has completed (and submitted) a membership plan. This means that they not only need to have membership goals set, but also identified at least one recruitment effort that they plan to use. Assist clubs that may need help completing their plans. 
Identify the warning signs of a wavering club and have coaching conversations where needed.
Recognize and champion achievements – especially membership growth successes.
 
What are some other ways that you can nurture the clubs in your division?


Warning Signs of Wavering Clubs

Membership trending downward.

Late dues payments.

Struggle to identify new leadership.

Not staying up-to-date with community needs.

No presence on social media or an outdated website.
Untrained leaders.



Presenter Notes
Presentation Notes
It’s important to be able to identify the warning signs of clubs that may be wavering or unhealthy. Here are some red flags that may indicate a club is in trouble:
 
Their membership numbers are trending downward.
Members aren’t paying dues on time or the club itself is failing to make its dues payment promptly.
The club struggles to get people to run for leadership positions every year.
The club shows no desire to stay relevant within the community or reassess community needs.
The club has no presence on social media and has an outdated website – or no website at all.
Club leaders have not participated in Club Leadership Education and/or show resistance in receiving training.


Warning Signs of Wavering Clubs

Not attending division, district or international events.

Lack of programming.

Board does not approve or follow a budget.

Noncompliance with Internal Revenue Service or local regulations.
Unwillingness to change or deviate from “tradition.”

Monthly reports not submitted.



Presenter Notes
Presentation Notes
The club does not regularly attend division council meetings and does not send delegates to district convention and/or international convention.
A lack of programming – every club meeting looks the same.
The club board does not approve a budget every year or they don’t create a budget at all.
Clubs are not compliant with the Internal Revenue Service or local regulations.
Clubs rely on the way they have always done things and are resistant to change.
The club does not submit monthly reports.
 
What might be some other signs that a club is struggling?


Coaching

Do

Be curious.

Build relationships/trust.
Ask open-ended questions.
Identify & address the root
of the problem.

Don't

Make assumptions.
Be unapproachable.
Offer unsolicited advice.
Suggest “band-aid”
solutions.


Presenter Notes
Presentation Notes
Coaching conversations are a big part of the lieutenant governor role. To identify some of the warning signs of a wavering club that we just discussed or to support the clubs in your division in a meaningful way, you will need to implement these strategies.
 
Let’s review some “do’s and don’ts” to be a good supporter or coach to your clubs.
 
Don’t make assumptions. Drawing conclusions from only your own observations or from second-hand information often leads to misunderstanding and miscommunication.
Instead, be curious. Ask questions. Engage leaders and members in conversation. Get the information first-hand.
 
Don’t be unapproachable. Appearing stand-offish or showing up with an air of authority is a quick way to shut down communication between yourself and club leaders.
Instead, build relationships and trust. You are just another Kiwanian that is there to help. Be a resource, a listening ear and a mentor.
 
Don’t offer unsolicited advice. These are not your clubs – even the club or clubs that you are a member of are currently being led by others. Do your best to not make it about you or your experiences. Each Kiwanis club is unique.
Instead, ask open-ended questions. If you see an issue that is obvious to you or a change that you feel needs to be made, ask them questions. Maybe they will come to the same conclusion – or maybe they will find their own solution.
 
Don’t suggest “band-aid” solutions. When we see something that isn’t going right our gut reaction is to fix it. But sometimes the problem is deeper than what we can see on the surface. Fixing the first issue won’t solve the underlying issue.
Instead, work with leaders to identify and address the root of the problem. 
 
What are some other ways that you can be a good coach for the clubs in your division?


Club Boosts

Brian Wells

2023-2024 vice governor/
membership chair




embership Boosts

In your notebook:
Standard Operating Procedure
for having Nebraska-lowa

District Membership Committee

assist a club with a
membership boost

 What does the club need to
do for a boost?

 What s yourrole as It.
governor?

 What results can expected?

This S0P is a living document that is subject to updates and changes. If you find anything that can be
improved in the document, please contact the current District Membership Chair or Governor.

NEBRASKA-IOWA KIWARNIS DISTRICT
MEMBERSHIP BOOST STANDARD OPERATING PROCEDURE (SOP)

OCTOBER 2023

Cluby Boost: “A process by which a Nebraska-lowa Kiwanis Club works together with the Nebraska-lowa
District, the Governor and District Membership Chairman to plan an intensive recruiting event. The
Boost includes planning, implementation, and follow-up. For the process to be successful, the recruited
members must become active and involved Kiwanians.

Congratulations and welcome to the District Membership Boost program. Recognizing your club may
need a little assistance in obtaining additional members is the first step to growing. The District offers
additional assistance by providing:

1
2

A step-by-step Procedure on how to conduct a successful Boost.

Assign a Club Boost Spedalist (trained senior leader) that will assist in helping the dub through

the entire Boost Process.

The District Staff will review the Boost request and approve the date of the Boost request.

A Club Boost Specialist who will arrive the evening before the Boost and meet with the dub to discuss
the next day’'s schedule. District will pay mileage and hotel for the Club Boost Specialist/s.

District will assign a Club Coach to aid and assist the club in follow ups and onboarding of new
members.

Nebraska-lowa District Membership Boost Procedure

A club is encouraged to contact the District Membership Chairman or the Lt Governor of your Division, as
it starts the Boost Process. The steps outlined below are encouraged for the most successful Boost, but
please don’t rule out a Boost because your Club is not able to do one or two of the items listed:

1

Conduct a Club Survey
https://www.kiwanis.org/wp-content/uploads/2024/03/MEMBER_SURVEY. pdf

Identify club members willing to accompany the District Club Boost Specialist in their visits.
Identify club members willing to make phone calls and schedule in-person meetings or to send
out letters.

Make a list of prospective members and businesses. Place this list in excel spreadsheet provided
by the District Membership Chair (see attached) for ease of recording. You should have between
30-100 names and points of contact listed. Historically we have found approximately 10% of
prospects will join if asked. If you cannot find this many prospects, suggest you look at your City
Office, EMS, School District, Churches, Chamber other service organizations. Use the internet to
help you find Points of Contact for organizations.

Plan follow up process for prospective members who show interest.

Plan the first event that new members will be invited to participate in.




Resource Links
Helpful Membership Guides

Achieving Club Excellence (ACE) Tools:
https://www.kiwanis.org/members/club-toolbox/achieving-club-excellence/

Measuring Membership Satisfaction (Club Inventory):
https://drive.google.com/file/d/19He-EM3L6JLvZF4QImJ50PphApitSeNO/view?usp=sharing
Kiwanis Club Opener Training:

https://drive.google.com/file/d/1hNsR3TWuVO0TgvAQgj3IDMMO_SU8 _hiKX/view?usp=sharing
Kiwanis Leadership Guide: https://www.kiwanis.org/wp-content/uploads/2023/07/2024-
Leadership-Guide-English-FINAL.pdf

Spreadsheet for recording prospective members/businesses (thanks to Fremont Kiwanis for
example): https://docs.google.com/spreadsheets/d/1t_-
dXOYgPIlfZu6dRkkQJrchxmet3zEJf/edit?usp=sharing&ouid=111257719071694351472&rtpof=true
&sd=true

Kiwanis Membership application:
https://www.kiwanis.org/wp-content/uploads/2023/07/new-member-application.pdf
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