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INSTRUCTOR GUIDE

	BEFORE THE SESSION

	PROGRAM BACKGROUND

This session is designed to promote awareness of the need for membership growth and retention and to motivate participants to become actively involved.  It addresses:

· The current state of membership

· The membership programs being implemented to ensure growth and retention

· Action planning to impact growth and retention

SESSION MATERIALS 
· PowerPoint Slides (Slides provided to you at the Institute)

· Slide 1: Session Objectives 

· Slide 2: Membership Statistics 

· Slide 3: Membership Growth

· Slide 4: Advantages Increasing Growth

· Slide 5: How Additional Membership Helps

· Slide 6: Membership Program Game Board

· Slide 7: Action Planning Model 

· Slide 8: Session Objectives

· Slide 9: Call to Action

· Game materials:

· Game board

· Team flags

· Membership Game: Questions and Answers Handout

AUDIO VISUAL REQUIREMENTS

· Flipchart with markers

· Projector with screen


	METHOD ICONS
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	Lecture/Explain


	Participant Centered Activity
	Slide
	Flipchart or Poster
	Participant Manual or Handout
	


	SESSION TIMELINE (Suggested)

	SECTION
	TIME

(In minutes)
	METHOD
	MATERIALS

	Introduction/Opener
	35
	Presentation

Explain: Membership Statistics

· Group Discussion

Activity: Brainstorming

· Small Group Discussion

Activity: Membership Game

· Small Groups Game


	Slide 1: Session Objectives

Slide 2: Membership. Statistics

Slide 3: Membership Growth

Slide 4: Advantages of Increasing Membership

Slide 5: How Additional Membership Helps

Slide 6: Membership Game Board

	Module 1:  
	20
	Explain: Action Plans

· Group Discussion

Activity: Writing an Action Plan

· Individual or Small Group Assignment

Summary:

· Presentation


	Slide 7: Action Planning

Flipchart

	Conclusion
	5
	Lecturette


	Slide 8: Session Objectives

Slide 9: Call to Action



	TOTAL TIME
	60
	
	


	INTRODUCTION

	APPROX TIME
	METHOD
	CONTENT

	Total Time:

35 minutes
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2 minutes
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Slide 1
	Share Session Objectives (Presentation)

1. Display Slide 1: Session Objectives 
At the end of this session participants will 

· Recognize the need for increasing membership

· State the advantages of increased membership

· Describe the current lions membership programs

· Develop an action plan to encourage membership growth and retention in their club or district.

2. Remind participants that action planning can be utilized in many different ways and that membership concerns can be better addressed if you plan your actions. 

3. Transition to a discussion of our membership statistics.



	5 minutes 
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Slide 2
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Slide 3


	EXPLAIN: Membership Statistics (Discussion)

1. Display Slide 2: Membership Statistics 
2. Ask participants what these statistics tell us about Lions Club membership.  Responses may include:

· We add members but aren’t growing

· We need ways to retain as well as recruit

· Growth must include recruitment and retention

3. Display Slide 3: Membership Growth
4. Discuss how this combination is the formula for overall membership growth.

5. Transition to the brainstorming activity by informing participants that we will now try to compile a list of all of the ways that we can benefit from increasing our membership.
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Slide 5


	ACTIVITY: Brainstorming Advantages Of Increasing Membership (Small Group Discussion)

1. Display Slide 4: Advantages of Increasing Membership
2. Ask participants to work in groups of four and to take 5 minutes to brainstorm all of the advantages of bringing in new members.  They may consider advantages:

· For the club

· For the member

· For the community

· For the association

3. Direct participants to record their ideas on a flipchart and to be prepared to discuss them with the entire group.

4. Debrief:
· Allow groups to share their flipchart list

· Inquire about “who” benefits from each idea

5. Display Slide 5: How Additional Membership Helps
6. Transition to the activity by reminding participants that they were asked to review the guides for a number of membership programs currently in place, and that we will take a few minutes to see how well we know these programs now.
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Slide 6


	ACTIVITY: Membership Program Game (Small Group Game)

1. Divide the participants into five groups, and have each group select a spokesperson.  The spokesperson in each group will draw a number from a box to determine team numbers 1 – 5. 

2. Provide each team with a flag or sheet of paper indicating their team number.

3. Refer participants to the Membership Program Fact Sheets at the beginning of the unit in their Participant Manuals, and state that they may use these sheets during the game.

4. Display Slide 6: Membership Program Game Board
5. Direct participants to the game board and read the five categories of questions: Membership Growth, New Century Lions Clubs, Club Branch, Campus Clubs, and Retention Campaign.

Leader Note: The questions and answers are included on the Membership Game: Questions and Answers Sheet in the appendix of this session.

6. Read the game directions aloud:

· Team #1 will go first and select a question worth 100 – 500 points in a category of their choice.  The instructor will read the corresponding question.

· Any team may choose to answer the question by raising their team flag.  The first team to raise their flag and be recognized by the instructor will have five seconds to discuss and answer the question.

· If the answer is correct, the instructor will record the point value for that team on a flipchart, and the team may choose another question.  If the answer is incorrect, the instructor will indicate that the answer is wrong and deduct the point value from the team’s total.  

· Any other team may then raise their flag and attempt to answer the question.  If correct, that team may choose the next question.  If no team can answer a question, the instructor will supply the correct answer and the next team in numerical order may continue choosing questions.

· After all the questions have been answered (or after 15 minutes of game time have elapsed), point totals will be added and the team with the most points will be declared the winner.

Leader Note: You may choose to award some small prizes to the winning team.

7. Debrief by asking the participants the following:

· Did you learn anything about our current membership programs?

· Do you feel that there are sufficient opportunities to grow our membership?

· Does any specific program seem to fit your club or district needs at this time?

8. Distribute the Membership Game: Questions & Answers Handout to each participant.  You may suggest that they consider using this or a similar game in their clubs or districts when addressing membership.

9. Transition to the next activity by informing participants that we will now practice creating an action plan to help your club or district increase membership.




	MODULE 1: Action Planning

	APPROX TIME
	METHOD
	CONTENT

	Total Time:

20 minutes
	
	Instructor Note:  
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5 Minutes
	Slide 7
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	EXPLAIN: Action Plans (Group Discussion)

1. Display Slide 7: Action Planning 
2. Ask participants to turn to page 6 in their Participant Manuals to see the steps in making an action plan.

3. Review the steps in action planning in the participant manual.

· What: Goal Statement:  Explain that goal statements should be 

· Specific

· Measurable

· Actionable

· Realistic

· Time bound
Example:  I will recruit three new members into my club by January 1 in order to earn the Membership Excellence Pin.

· How:  Action Steps:  Ask for someone to create an action step for the goal statement above.
Example:  Invite three coworkers to my next Lions next meeting.
· When:  Deadline
· Who:  Person responsible for action.
· Indicator:  How will we know each action step is accomplished?
4. State that we will now apply the action planning process to increasing membership.
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15 Minutes
	
	ACTIVITY: Writing An Action Plan For Increasing Membership (Individual Assignment or Small Group Discussion)

Leader Note: Choose the activity below that best suits your group.

Option 1:

1. Ask participants to work individually for 5 minutes to develop a personal action plan describing what they can do as individuals to promote increased membership within the club. Example: Sponsor 3 new members   
2. Inform participants that they will share their plans at the end of the time.

3. Debrief:
· Allow participants to share their plans in small groups.

· Encourage participants to make notes on plans they might be able to implement themselves.

Leader Note: You may wish to debrief as a class if time permits.

Option 2: 

1. Ask participants to form groups of four to complete the activity.

2. Direct each group to work together to develop an action plan to increase membership focusing on the zone or district level. Example: Form a club branch at the local airport.
3. Inform groups that they will share their plans at the end of the time.

4. Debrief:
· Allow groups to share their plans with the class.

· Encourage participants to make notes on plans they might be able to implement themselves.

	
	
	MODULE 1 SUMMARY: Presentation

1. State that we have gotten a lot of insight into realistic actions that we might take as individuals or as groups to answer the challenge of increased membership.
2. Transition to conclusion by informing participants that we will now go back and quickly review what we have talked about in the last hour.




	CONCLUSION

	TIME
	METHOD
	CONTENT

	Total Time:

5 minutes
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Slide 8

[image: image37.png]



Slide 9
	SUMMARY: Lecturette

1. Display Slide 8: Session Objectives
2. Ask participants if we have met our objectives.
3. Ask how many participants think they will be able to implement one or more of the ideas shared in the action planning activity when they return home.
4. Display Slide 9: Call to Action
5. Conclude by challenging the participants to make a difference in increasing membership by pursuing their own action plan or adapting one of the other that were shared.



SESSION APPENDIX

The following material is attached for your information and to assist in your Institute preparation.
	TITLE
	WHERE USED

	Program Fact Sheets

Action Plan
	Introduction: Program Membership Game

Module 1: Action Planning
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New Century Lions Clubs

What is a New Century Lions Club?

The New Century Lions Club is a new club format designed for today’s active, community-minded adults.  It gives young adults through age 35 the ability to create a Lions club that fits their lifestyle.  

How is the New Century Club different?

New Century Clubs are different from traditional clubs in several ways:

1. Club Name and Insignia:  New Century Lions Clubs have a special club emblem

2. Membership:  For seven years following the club’s charter date, only men and women through age 35 may be invited to join.  There is no requirement for members to leave the club when their age exceeds 35…(Members have all rights, privileges, and responsibilities common to all Lions members.)

3. Emphasis is on flexibility, hands-on projects and use of technology for club administration.

Why sponsor a New Century Club??

The New Century Club provides the opportunity to tap into a valuable human resource for the benefit of our communities.  Sponsoring New Century Clubs strengthens the Lions organization, enhances our ability to help people in need and offers volunteer opportunities to individuals.

What is the role of the sponsoring club?

The sponsoring club recruits enthusiastic quality members and assists with the formation of the new club.  In addition to the sponsoring club, the district governor will appoint a Guiding Lion to assist the club through its first year.

How do we start New Century Club?

1. Develop a list of prospective members

2. Host an informational meeting:

· Introduce Lions service and discuss possible projects among other topics

· Explain support provided by local Lions and the international association

· Stress flexibility and autonomy

· Invite participants to take the next step – attending an organizational meeting

2. Host an organizational meeting.  

· Discuss all essential administrative topics for the club

· Discuss membership responsibilities

3. Invite them into membership and elect new club officers.

4. Submit the charter application.

Note: If you are unable to create a charter NCLC, consider forming a New Century Branch.

How can we learn more?

For additional information or to request a New Century Lions Club extension kit, contact the New Clubs and Marketing Department at (630) 571-5466, ext. 306; by Fax to (630) 571-1691: or by e-mail to newcentury club@lionsclubs.org.

Information is further available by visiting the website (www.lionsclubs.org) and clicking Publications and Logos. 
[image: image39.wmf]                      Year-Round Growth Program

The year-round growth program represents a strategic change in thinking and is a critical component of membership development because it encourages each Lion to participate and recognizes members for their efforts.  Participating members and clubs will be recognized in the following manner:

Sponsorship Recognition

Club officers, or designees, will honor Lions who sponsor new members during a Lions year by presenting these sponsors with a letter from the President of Lions Clubs International.  

Membership Excellence Pin

Members who sponsor three or more members during a given Lions year will have the honor of wearing the Membership Excellence pin.  A listing and appropriate number of pins will be provided to the district governors for distribution as the year proceeds.

Club Banner Patches

Clubs that bring in the required number of members for their size category will be presented with a banner patch by Lions Clubs International for their efforts in strengthening club membership during a given Lions year.  The club size categories as of July 1 of the Lions year, and the required number of new members for each category, are:

· Clubs with 41 or more members:  bring in 8 or more new members

· Clubs with 22-40 members: bring in 5 or more new members.

· Clubs with 21 or fewer members: bring in 3 or more new members.

These banner patches will be automatically sent to clubs following the close of the fiscal year.

Flag Set

One club from each size category in a constitutional area, with the highest number of new members during the Lions year, will be presented with a Lions Clubs International desktop flag set.  The club size categories as of July 1 of the Lions year are:

· Clubs with 41 or more members

· Club with 22-40 members

· Clubs with 21 or fewer members.
For More Information: 

To learn more about the Year-Round Growth Program, please contact the Membership Operation Department by phone at (630) 571-5466 ext 355, by Fax at (630) 571-1691 or by e-mail at yearroundgrowth@lionsclubs.org.

Information is also available at the Membership section of the website, www.lionsclubs.org.
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                      Club Branch Program

What is a Club Branch?

A club branch is a small group of people who become members of an existing “parent” Lions club, but who hold meetings and conduct service activities at a location that is separate from the parent club.  Branch members are full members of the parent Lions club, with all privileges and responsibilities.

Why a Club Branch?

In many communities it is difficult to reach the 20-member minimum necessary to charter a new club.  Branches can solve this problem.

Where can Branches be formed?

Branches can flourish in many areas where chartered clubs may be difficult to establish: small towns, remote rural areas, ethnic neighborhoods, business parks, and medical complexes to name a few.  In fact, any Lions Club may establish a branch in any area of its district not currently served by Lions.  A club may form more than one branch; however, the district governor must be notified that each branch is being formed.

Clubs are encouraged to explore the possibility of branches wherever quality members can be found.

Who’s Who in Club Branches?

· Parent Club.  This is an existing Lions Club that recruits the original branch members and provides support and guidance as needed.  All club branch members are considered members of the parent club.

· Branch Coordinator.  Elected from the branch membership, the branch coordinator serves as the leader of the club branch as well as serving on the parent club’s board of directors.

· Branch Vice Coordinator.  Also elected from the branch, he or she serves as administrator, recording minutes for branch meetings and preparing monthly financial reports for the parent club.

· Branch Liaison.  A member of the parent club who acts as the go-between for the parent and branch and who serves on the branch’s executive committee.

· Branch Member.  As members of a club branch, Lions are active participants in meetings, service activities, and fundraising projects.  They vote on branch activities and may vote on parent club activities when attending parent club meetings.

How do we start a branch?

1. Host an informational meeting in the proposed branch’s service area after notifying the district governor that a branch is being formed:
· Invite community leaders, business professionals, educators and others interested in joining

· Introduce Lions service and discuss possible projects among other topics

· Invite participants to take the next step – attending an organizational meeting

2. Conduct an organizational meeting.  Discuss the details of Lions membership – club and branch structure, duties of officers, dues, and any other relevant issues.

3. Invite them into membership and officially establish the new club branch.

4. Elect officers within the branch.

How can we learn more?

For additional information on how your club can be a part of the program, or to request any publications about establishing a branch, contact the New Clubs and Marketing Department at (630) 571-5466 ext. 306, by Fax to (630) 571-1691, or by e-mail to clubbranch@lionsclubs.org.

Information is further available by visiting the website www.lionsclubs.org and clicking Publications and Logos Library.


Campus Lions Program

What is a Campus Lions Club?

A campus Lions club is a chartered campus-based Lions club composed of members interested in developing leadership abilities while serving the campus and the immediate community. 

Who may join a Campus Lions Club?

Depending on the restrictions of the school itself, membership may include students, faculty, alumni, and other community leaders.

How is a Campus Club’s organization different than that of other Lions Clubs?

The campus club is organized the same way as any other club with the following exceptions:

1. The school may require and/or assign a faculty advisor

2. The school may restrict membership to current students

How do we develop a Campus Lions Club?

1. Approach the prospective school

· Contact the student activity director from the Office of Student Affairs to discuss the formation of the club with the proper school personnel (Materials are available to guide you through this process)

· Explain the concept of Lions clubs and reinforce opportunities offered the potential member and the community

· Inquire about campus needs that a service club could address

· Inquire about school restrictions that could limit membership

· Inquire about potential campus leaders who might be contacted

2. Contact prospective faculty advisors and faculty members

· Familiarize them with Lions clubs

· Ask about their interest

· Ask for names of key students to start the club

· Present the student recruitment kit

3. Host an informational meeting 

· Promote the meeting through school newsletters, bulletin boards, school website, and e-mail postings

· Introduce Lions service and discuss possible projects among other topics

· Distribute recruitment materials

· Invite participants to take the next step – attending an organizational meeting

5. Conduct an organizational meeting.  Where potential members learn more about the details of Lions membership – club and structure, duties of officers, dues, and any other relevant issues.

6. Invite them into membership and officially establish the new club.

7. Elect officers.

How can we learn more?

For additional information, contact the New Clubs and Marketing Department at (630) 571-5466, ext. 522: by Fax to (630) 571-1691: or by e-mail to campusclubs@lionsclubs.org.

Information is further available by visiting the website (www.lionsclubs.org) and clicking Publications and Logos. 
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This Lions year marks a renewed emphasis on member retention with the President's Retention Campaign.  It's a strong campaign built for the club president.  It faces the three most common threats to retention, provides field-proven answers, and gives club presidents, for the first time, a high tech connection to every Lions club president around the world.

Why Members Drop.  We've all seen lists of reasons given by members who leave their clubs.  But club evidence spotlights these three as the most serious.  All of them are influenced greatly by you, the club's president and leader.
· Lengthy/Boring Meetings:  Always one of the chief reasons given for leaving a club.  Interesting and productive meetings are very important to the efficient functioning of your club.  

· Club Politics/Cliques:  Are politics getting in the way of club business?  The evidence says they are in too many cases.  Do cliques within the club snub new members, making it difficult for them to feel a part of the group?  

Lack of Involvement:  Once your club inducts new members, be sure to engage them in activities that interest them and allow them to take on leadership roles.  

Helpful Resources. The President’s Retention Campaign offers helpful resources to assist you in addressing current retention challenges.  Another related resource that involves members in club planning is “How Are Your Ratings?”

1. Helpful retention "clinics” The President's Retention Campaign provides three helpful clinic guides.  There's one guide each for club meetings, cliques, and lack of involvement, and working together.. the four biggest threats to member retention.

2. How Are Your Ratings?  This evaluation tool and the companion administrative guide helps clubs assess their strengths and weaknesses.  The evaluation form also asks members for comments to improve the club.  The results are shared with all members.  Club leaders can use this feedback to make plans that will satisfy and retain current members.  This feedback can be used for discussion and planning at a club retreat.

Awards:  Successful member retention is recognized two ways by the President's Retention Campaign:
1. Club President Excellence Award    The club president will have a special incentive to focus on retention this Lions year.  The Club President Excellence Award criteria have been revised to shift presidential focus from administrative requirements to more performance-based ones.  Net membership gain is one criterion emphasized more heavily.

2. Club Banner Patch Clubs that address retention squarely and make keeping their quality members a priority will be recognized for their achievement.  A specially designed President's Retention Campaign banner patch will be available for clubs that make retaining quality members a priority.  Clubs can earn this award in two ways:

· Demonstrate a net gain in membership during the Lions year.  Criteria for the award are based on size of club as of July 1 of the current Lions year:

Club Size


Net Membership Gain Necessary
41 or more members

6 or more increase in net membership

22-40 members


4 or more increase in net membership

21 or fewer members

2 or more increase in net membership

· Reverse membership losses.  Clubs of any size that had net membership losses for the previous two years but attain a "zero" net loss or better by June 30 of the current Lions year will also receive a banner patch to acknowledge their achievement.

 For More Information:

To learn more about the President’s Retention Campaign, please contact the Extension and Membership Division: phone at (630) 571-5466, ext. 355; fax (630) 571-1691; e-mail retention@lionsclubs.org or visit www.lionsclubs.org.

ACTION PLAN

WHY? (Main Objective(s)):


__​













	WHAT?

(Goal Statements:  Must be SMART)
	HOW?

(Action Steps)
	WHEN?

(Deadline for completion)
	WHO?

(Person responsible for action.)
	INDICATOR

(How will we know each action step is accomplished?)

	1.


	
	
	
	

	2.


	
	
	
	

	3.


	
	
	
	

	4.


	
	
	
	


HANDOUT

The following handout is attached for your information and to assist in your Institute preparation.
	TITLE
	WHERE USED

	Membership Game: Questions and Answers


	Introduction: Program Membership Game




Related Membership Programs Resources 
(LCI website publications or can be ordered from memberops@lionsclubs.org)

ME 15 & 15B  
How Are Your Ratings? (évaluation questionnaire & administrative guide)

ME 29 

Three-Person Membership Committee

ME 36 

Salute the Heritage (Membership Key Awards)

ME-37 

I Am a Lion  (women’s recruitment flyer)

PRC 2, 3, 4, & 5 
Retention Clinics

YRG 15 

The Year Round Growth Program

Membership Game: Questions and Answers

	
	New Century Lions Club


	Membership Growth 
	Club Branch
	Campus Clubs
	Retention Campaign

	100 pts
	The maximum age at the time of joining for membership in a newly chartered NCLC.

35 years old.


	Awarded to the club in each size category in a constitutional area that brings in the most new members in a Lions year.

Desktop Flag set
	The locations within their district where a club may form a branch. .

Anywhere within their district
	True or False.  A Campus Club may be open to faculty and alumni as well as students.

True, if permitted by the school
	Clubs that make retaining quality members a priority may receive this award.

President’s Retention Campaign Banner Patch

	200 pts
	The number of members required to start a NCLC.

20 members


	Membership category for a person who is not able to attend regular meetings.

Affiliate Member


	A member of the parent club who acts as a go-between for the parent and the branch.

Branch Liaison
	The number of people required to start a Campus Lions club.

20 people
	One incentive for the Club President to focus on net membership gain.

Club President’s Excellence Award

	300 pts
	A possible alternative if too few quality young adults are available to start a NCLC.

Form a NCLC branch. 
	Awarded to Lions who sponsor 2 new members during a Lions year.

Membership Key Award
	True or False.  A club may have more than one branch.

True
	True or False.  The faculty advisor for the club must be a Lion.

False
	To address the reasons members leave clubs LCI offers these resources.

Retention Clinic Guides

	400 pts
	The number of years from the club’s charter after which the NCLC may recruit members of any age.

After 7 years.
	Awarded to Lions who sponsor 3 or more new members during a Lions year.

President’s Membership Excellence Pin
	True or False.  A branch member is a voting member of the parent club when in attendance at a parent club meeting.

True
	This person is appointed by the District Governor to assist and advise a new Campus Club.

Guiding Lion
	Clubs that have previously experienced net membership loss the last two years may receive a Retention Banner Patch if they do this.

Achieve zero net loss by 6/30 of current Lions year 

	500 pts
	They receive an entrance waiver when joining a NCLC.

Current and former Leos
	The number of new members required for a club with 41 or more members to receive a Club Banner Patch

8 or more new members
	The Executive Committee of the branch consists of these 3 people.

Branch Coordinator, Branch Vice-Coordinator, Branch Liaison
	The person from the school who you would typically contact to discuss formation of a Campus Club.

Student Activity Director
	The 3 most common reasons that people leave Lions clubs.

Poorly run meetings, politics/cliques, no involvement


SLIDES
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