CULTIVATING RELATIONSHIPS WITH POTENTIAL, PROSPECTIVE, AND 
NEW MEMBERS 
(60 minutes)


RELEVANCE: Honesty, kindness, attentiveness, and an ability to make others feel valued — these are just a few qualities essential for building meaningful relationships. Making the effort to build these relationships with potential, prospective, and new members means they are more likely to see the value of belonging. 

Learning objectives
At the end of this session, district membership chairs will be able to:
· Support clubs with strategies to cultivate meaningful relationships with potential, prospective, and new members
· Promote the membership leads tool as a viable method to grow Rotary
· Recognize ways to support new members and keep them engaged 

Before the session 
The district membership chair should:
· Take these online courses:
· Online Membership Leads
· Strategies for Attracting New Members
· Kick-start Your New Member Orientation
· Check the status of membership leads and complete the Leads Status worksheet
Resources for the facilitator 
· Introducing New Members to Rotary: An Orientation Guide
· Rotary Basics
· How to Manage Membership Leads (for Districts)
· Creating a Positive Experience for Prospective Members
Timeline
Introduction				  5 minutes
Supporting potential members				10 minutes
Four steps to strengthen membership				20 minutes
Managing membership leads			            20 minutes
Review and resources				  5 minutes

Introduction (5 minutes)
· Introduce yourself to participants.
· Explain the relevance of the session.
· Review the learning objectives (slide 3).

Supporting potential members (10 minutes)
How will potential members discover Rotary? How will clubs find them?

Key points:
· Making sure a club’s social media page is up-to-date will make it easier for potential members to find relevant information. 
· Paid advertising on Facebook or another social media platform used in your area is an easy and inexpensive way to target specific demographics.
· Help clubs identify what makes them stand out from other organizations and assess how they can market that difference to their target groups.
· The approach to attracting people from these target groups will differ based on each group’s needs. 
· Many prospective members indicate their interest by submitting a form online at rotary.org/join.

How can you help clubs craft their value propositions, using what differentiates them from other service organizations and volunteer opportunities in their area?

Sample responses:
· Determine how the clubs appeal to younger professionals.
· Assess how members’ time and financial commitment is invested in the community.
· Clarify people’s expectations about the cost and time commitment.
· Determine how the clubs appeal to recently retired people.
How does belonging to a club provide someone with professional and personal development opportunities? 
What factors should we consider in deciding who would make a good member?

Key point: 
· Rotary does not have specific criteria for determining who should become a member. The RI Constitution says: “A club shall be composed of adult persons who demonstrate good character, integrity, and leadership; possess good reputation within their business, profession, occupation, and/or community; and are willing to serve in their community and/or around the world.”
Sample responses:
· Rotary’s work and the activities of our club align with their values.
· They want to serve and have leadership abilities.
· Interest in networking and meeting new members of the community
· They have the time and interest to commit to our club.
· They show passion and potential. 

Four steps to strengthen membership (20 minutes)
Facilitator notes: Make sure everyone has the Four Steps to Strengthen Membership worksheet. Ask participants to review page 1, then ask:

What are your reactions to the four steps to strengthen membership? Do they apply to your district? Is anything missing? 
Key points:
· Each club membership committee should develop and implement a strategic plan to attract and engage members.
· Prioritizing the needs and interests of the potential (and new) members makes them feel respected and empowered.
· Following up with potential members in a personal and timely way ensures that they maintain a positive impression of Rotary, whether or not they join.

What ideas and best practices would you recommend to clubs in order to identify, invite, introduce, and engage members?
Facilitator notes: Assign the participants to read 1-2 case studies on the following pages and think about the questions that follow each example. Allow participants 5 minutes to prepare, then ask:
What is the connection between cultivating positive relationships and membership retention?
 
Managing membership leads (20 minutes)
Facilitator notes: Make sure everyone has a completed Leads Status worksheet. Give them time to complete it if necessary. 

What three types of people will you find in the membership leads? 
Sample responses:
· A prospective member expressing interest by visiting Rotary.org
· A former or relocating member who wants to change clubs or rejoin a club
· A Rotarian referring a prospective member to a club other than their own

What is the role of the membership leads tool in helping us grow Rotary?
 Key points:
· Of the candidates who submit the online form, 37 percent are women, 59 percent are under age 40, and 50 percent have a personal connection to Rotary.
· About 60 percent are never contacted by someone at the district level.
· Rotary is making significant improvements to this tool over the next year, including adding the ability for clubs to upload potential members they have identified on their own.
The district membership chair is ultimately responsible for implementing an effective leads management system for their district. This could mean personally contacting each lead and updating their status or delegating that responsibility to someone else. How does it work in your district?
What did you learn when completing the Lead Status worksheet?
What do we risk by not engaging with potential members and contacting the membership leads?
Key point: 
· Ignoring people who have expressed their interest in Rotary is not only a missed membership opportunity, but a public image liability.

What should clubs do if someone is not a good fit for their club?
Sample responses:
· Analyze why they are not considered a good fit and honestly ask yourself if you are being inclusive and equitable to people who are different from you. 
· Refer them to another club that may be a better fit if the issue is your club’s meeting time or place, the cost of membership in a particular club, or their interest in activities and projects that your club doesn’t do. Every club is unique — some even meet exclusively online — so consider this possibility. 
· [bookmark: _GoBack]Consider starting a satellite club if you have a group of potential or current members whose needs or interests differ from the rest of the people in your club. 
· Recommend other opportunities to engage with Rotary, like through Rotary Action Groups, Rotary Community Corps, and Rotary Friendship Exchanges. 
Review and resources (5 minutes)
Write one specific action you will take as a result of this session. 
(Discuss participants’ answers if you have time.) 
How can we support you after this session?
Facilitator notes: Note any unanswered questions and summarize your plan for responding to them. 
Remind participants about the resources at rotary.org/membership.
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