Attracting New Members to Your Club
Norm Cook, DTM, PDG

To operate optimally, Clubs must have 20 or more members.  With more members, a Club gains new vitality, bigger audiences, a wider pool for meeting roles, new leaders, and opportunities for existing members to practice mentoring and leadership skills.  The most important reason for building membership is that more people are served and helped by Toastmasters’ programs.

The most important part of a membership campaign is to set specific new member goals.  Membership maintenance is the normal, year-round activity of bringing guests to meetings and inviting them into Club membership.  Because of member attrition, this ongoing activity is necessary simply to maintain a Club’s given size.  Membership building is usually a concentrated drive undertaken to increase Club size.  Consider running your membership building campaign starting with publicity in December with an early January start to attract those who will make New Year’s Resolutions.

Who are prospective Toastmasters and where do you find them?  Four out of five new members say they first learned about Toastmasters through personal contact with friends, relatives, or coworkers.  Talk to people about how Toastmasters can benefit virtually everyone.  Get them to understand the importance of Toastmasters’ learning opportunities.  A person will join if he or she believes in you.

Make every meeting a sales tool.  Are you making your meetings “guest friendly?”  When guests are in attendance, everyone on the agenda should explain their role in the meeting and what purpose that part serves to improve communication and leadership skills.  When you have exciting, dynamic meetings, your guests will want to be part of your Club.

Every guest at a Toastmasters meeting is probably someone who has been thinking about Toastmasters for some time and is there because they are considering joining a Club.  Ask them to join!  (But don’t pressure them into joining if they’re not ready.)  Give every guest a packet describing the meeting roles, information on the dues, and an application for membership.  And don’t let them leave without signing your guest book (Catalog No. 84) or a visitor’s card (Catalog No. 904).  Send them a note thinking them for visiting and invite them back.

Once a prospect decides to join, it’s vital you start them off right!  Conduct an orientation interview to find out what their needs and expectations are and to explain how Toastmasters works and what is expected from each Club member.  Select a mentor for each new member.  This person has some experience in the Club and is willing to provide guidance, support, and assistance in helping the new member set and achieve their goals.  Conduct a meaningful induction ceremony to strengthen a new member’s commitment to excellence and sense of belonging.  Finally, schedule a new member’s Ice Breaker speech as soon as possible.  Assign your Club’s best evaluators to evaluate a new member’s speeches.  Give new members lots of positive reinforcement, and make them feel good about themselves!

Note: this article was first published in The Founder in 2002 when Norm was Lt. Governor of Marketing for Founder’s District.
