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6 Essentials Tips
for Growing Your Club

Jen Wolff, District Club Opening Coordinator



Before you even think about
the actual act of recruiting, you
should think about the club you
are attempting to recruit to.




#1 Assess Your Club

e Are your members welcoming?

e Are there Negative Nancys?

e Are there fun projects planned?

e Are the meetings at a time that works best for
your prospects?

e |s there regular communication?
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{ ‘(Q #1 - Assess Your Club

e Guide the club through several @'3;:;:,5:;;35.;{"::
ACE tools — with a focus on the TR e i T

club vision, community survey NS 55* XS

and member survey sections.
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Membership is not the job
of ONE. It is the job of many.




q‘f(Q\ #3 - Creating a Plan

Membership should be a plan projected for
the entire year. What could be included:
qguarterly membership happy hours, meetings
that end with a game night, twice a year open

houses




*‘(Q | #4 - Special Events

Open Houses

A large event is planned to invite potential
members, with the objective of recruiting
them at the event. This event is traditionally
a special club function — but an open house
at a service project or fundraiser can create a
stronger incentive for people to join. This
event is well planned, advertised and
prepared for maximum impact.
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Guest Days

A guest day is like an open house, with the
same kinds of preparations. However, it
consists of smaller events, each targeted to a
specific audience. These audiences could be
educators, ministers, nonprofits, partners,
etc. Clubs that typically host guest days
schedule them on a regular basis (quarterly,
semi-annually, etc.).
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Club Boosts

A boost is a club strengthening
event — similar to a club opening
— where clubs can actively grow
their membership using the very

Same process.



Create prospects list

Run Facebook ads

Call to make appointments
Members go in pairs to the
appointments to speak to the
prospects about the club.
Invite them to join!
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Two for Two Twu
e Members form a list of people who I:“H Twu
they know that the club should |
reach out to about joining. e O
® Once a month two members will I e o gude
. . et et
meet with two people on the list to = person t0 person.

ask them to join.
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Details and Worksheets can be
found here:




° Learn ¢t ot @

Remember that skills for a Boost or Two for
Two effort can be learned at a Club Opening!

Contact Jen to volunteer.
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! District Club Openings
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Laurel, MD Pt. Pleasant, WV

Q1 - organized! Q4 - July 13-15

South Boston, VA Cumberland, MD

Q2 - in process Q4 - September 14-16
Culpeper, VA Voices Club

Q3 - April 28-30 Q4 - Summer TBD




Start a list of people to contact:

Your club secretary can pull a list of former
members from Kiwanis Engage who are still living
in your community.

Get copies of past club rosters and make a list of
as many living former members as you can.

Add current members whom you haven’t seen in
a while.

If possible, the club secretary can even provide a
list of past recruits who didn’t join.
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2. Research how to contact anyone whose

information may be outdated.

3. Determine how you are going to re-engage them.
Will it be a part of your current membership
efforts? A special occasion or event? Or perhaps
a year-long initiative just for them?

4. Start creating and executing that plan.

5. Celebrate your club’s success at reMembering!




Questions?



