MEMBERSHIP MEMO

(Membership is not a waiting game!)                                            

         To:         Lions and Lion Leaders

         From:    PDG Jim McCown  

         Date:      February 1, 2008

         Re:       Quality or Quantity?
  QUALITY BETTER THAN QUANTITY?

The following is from Paul Wong of the Vancouver Chinatown Lions Cub: 

Two years ago Vancouver Chinatown Lions Club decided to concentrate on Quality rather than quantity to fill certain key positions in their club.  They recruited a banker for secretary, a vice principal for formation of a new Leos club, a golfer to organize a golf tournament and a car salesman to raise funds for charity.

The main purpose of a lions club is to raise funds to help those who are less fortunate. Therefore, the most coveted members in a Lions club are those who have an innate ability to raise funds.  Paul’s forte is fund raising and the LCI has given him the opportunity to do something that he excels in.

Paul instigated the Medal of Merit Award Dinner to raise funds for B.C. Cancer Foundation of Canada. He entered it in the LCI fund raising contest at the USA/Canada Leadership Forum in Peoria and won the Grand Prize for the “Best Big Money Maker.” He raised an average of $20,000.00 but was not satisfied so that is why the recruitment of the car salesman (Eric Can is car salesman for Mercedes Benz).  Paul felt that since people can afford to purchase a Mercedes Benz they would spend $1,000.00 to support cancer research.

Paul then invited Eric to attend the Medal of Merit Award Dinner and after seeing how impressed he was of the event, Paul made him an offer which he could not refuse.  Paul would sponsor him into Lions and he would be the chairman of the Medal of Merit Award Dinner.  Paul also guaranteed Eric that he would not fail because of Paul’s good reputation would be at stake.

As a new Lion Eric sent out invitations to 60 of his best customers and the response was phenomenal.  The Medal of Merit Award Dinner set a new fund raising record of $40,000.00.

So the secret to success in recruiting and retention is to give the new member a job that will make him an instant success and to give him the courage to overcome any obstacles.  (Thank you Paul for sharing this with us.)

This could work if you used some variation to what Paul did. Paul is in a unique situation which most of our clubs aren’t as lucky.  This theory is good to use when you go out to recruit or when you are making plans to recruit.  

OTHER RECRUITING IDEAS

PDG Bill Ellis District C’s Membership Chairman has put together from various sources the following ideas of membership in the next column:

When was the last time you asked someone to become a Lion?
Published frequently for those interested in membership, retention and extension.

Please send questions or ideas to PDG Jim McCown.   Phone 360459 5469 or E-mail: pdgjimmccown@comcast.net.

I will share your ideas and questions in this memo!

* Team competition between members such as new members vs.  old members, men vs. ladies etc.  The winner is determined by the most members recruited within the given time period.  Losers of the competition must wear unusual costumes to a meeting, take a pie in the face, provide the winners with a free dinner, etc.

* Send a special newsletter to all prospective members describing the benefits of membership and asking them to join.

* Adjourn during a meeting asking everyone to leave and bring a prospect back to the meeting.

*  Print a newsletter article with information on the Lions, the club, and club projects with a photo of a new member being sworn in.

*  Have a membership booth at all projects.  Place a sign at all projects reading, “Lions at Work—Inquire Within!”  Be sure to organize recruiting teams for all projects and/or activities to talk with prospects about joining.

*  Designate a prospect as the “Secret Prospect.”  The member who recruits that person gets a prize.

I will include more next month.

