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Recruiting former members
for a new experience

What does your club offer?

Why would a former 
member want to come 

back to your club?
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 Approximately 27,000 members 
leave each year.

 People leave because “life gets 
in the way.”

What we know…
reMember campaign

Reasons members 
leave a club

24% — Club dissolved
18% — Attendance

11% — Moving
11% — General

11% — Lack of time
7% — Deceased

6% — Non-payment of dues
6% — Lack of interest

4% — Health
2% — Cost

Who would you like to see 
return to your club?

Who still lives in 
your community?

Who left your club 
because “life got in 

the way” of Kiwanis?
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 Make a list of members who left 
your and their reason for leaving.

 Host a former member reunion, 
open house, guest day, etc.

 Connect members who 
have moved. 

Recruiting 
reMember campaign

 Was your club “not quite right” 
for a former member?

 Promote satellite membership 

 Create a former member 
virtual club 

Recruiting 
reMember campaign
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 Invite former members to attend 
a meeting with a speaker of 
interest to them.

 Remind your club members 
of their Kiwaniversary date 
and sponsor.

Make connections 
reMember campaign

 Add former members to your 
email newsletter distribution.

 Invite them to events.

 Create a former member donor.

 Continue to thank them.

Make connections 
reMember campaign
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Open house
Goal of adding at least 

10 members per 
open house.

Guest days
Goal of adding at least 

5-10 members per 
guest day.

Improving existing 
recruitment efforts

Goal of increasing last 
year’s results by 

at least 20%.

reMember
Goal of adding at least 

25% of former 
members still residing 

in the area.

Build. Nurture. Retain.

Include former members

Two For Two
Goal of adding at least 
12 members annually.

Club boost
Goal of at least 15 
members per club 

boost.

INVITING GUESTS

 Passive process
 Rely on the prospect 

to read and act
 Lower turnout

RECRUITING MEMBERS

 Active process
 Higher turnout
 Higher engagement

Invitations are still important; not usually as effective as recruiting

When you are adding members to an existing club, think 
about how you approach potential members…

Inviting versus recruiting
reMember campaign

9

10



6

Former member roster
reMember campaign

STEP 1
 Get copies of past rosters and 

make a list of former members.

STEP 2
 Research how to contact 

these people.

Create the plan
reMember campaign
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STEP 3
 Determine how you are going to 

re-engage these people. 

STEP 4
 Map and execute the plan.

STEP 5
 Celebrate your club’s success.

Create the plan
reMember campaign

Connect and engage…

What are some 
creative ways to 
renew a former 

member’s interest 
in the club?
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 The same tactics can be used for 
those members who you have 
not seen in a while. 

 Make a list of your current 
members who need to be 
re-engaged in club activities 
and the community. 

Before they leave…
reMember campaign

Who could connect 
with members

Membership chair 
or committee

Board members

Sponsor

Best Kiwanis friend

Chair of their
favorite project

Who might be in jeopardy 
of leaving the club?

Are there common 
reasons why 

members might want 
to leave the club? 
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