Companion Document for

The Ohio Plan

Over the last several years, the Tri-Village Lions have run the Ohio Plan on three separate occasions, and we have recruited AT LEAST five new members each time.  We are currently the largest club in our District, and one of the largest in the State (MD-13).  We attribute much of that success to our strict adherence to the blueprint for action provided by PCC/PDG Jeff Hillis and PDG Kenneth Marshall in the Ohio Plan.
This Companion Document is meant to be read in conjunction with the Ohio Plan (as revised, 2011).  It is intended to provide additional suggestions to help you plan and execute a successful membership outreach campaign.  We suggest that you download and open both documents (this piece and the Ohio Plan), and read them together.  The information and subheadings that come from the original plan are in italics and a different font, in order to distinguish that information from the commentary we have added. We have provided the major headings from the Ohio Plan as a reference so that you can easily follow the two documents side-by-side.  When you see a title 

Set Off and Enlarged

it will be followed by new information.

We wish you the best of luck in recruiting new members to your Lions Club.  This has worked for us, and we hope it will work for you!

Summary
In short, follow the plan carefully and you will be successful. There is, however, little room for creativity. We do not recommend anyone ”doing their own thing!” 
AGREED.  With the exception of updating some outreach strategies to make the most of electronic communication, we don’t suggest that you CHANGE much of anything you read here.  But you can add to it!

----- 

KEY FACTORS

For a Successful New Member Night

General Guidelines

Before the Meeting

Letter of Introduction

Since the Ohio Plan was written, the move to email and internet has changed the way many folks communicate.  But NOT for everyone.  You need to think about who you are reaching out to in deciding whether to send snail mail or email to your prospective member.  The fact that they have an email address does not mean that is the best way to contact them.  For many retirees, they have an email address and use the internet regularly – but are still going to appreciate an outreach in a more formal and traditional way.  On the other hand, when you ask your members for names and contact information regarding their prospects, some of them may have only an email address to offer (especially true of people they work with).  We suggest that when taking names from your members, you ask them whether they think the individual should be contacted by snail mail or email.  See Addendum A for suggested wording and process for doing the initial outreach by email.
Telephone Calls

For prospects whom you contact by mail, we recommend that you follow the Ohio Plan, as written, exactly!  For those to whom you reached out via email, an alternative is needed.  The whole idea of this step is to make PERSONAL contact with the prospect – something that cannot be done through email.  In our experience, if the letter of introduction is sent via email (at a Lion’s suggestion) then that sponsoring Lion WILL need to be the one to reach out to the prospect with personal conversation or phone call, to follow through (note – as shown in Addendum A, if you are sending your Letter of Introduction by email, we recommend that you send an open copy of that letter to the sponsoring Lion, so it will come as no surprise to the prospect that they will hear from that Lion within a week of the time the email arrives).

Once the prospect has accepted the invitation to attend your meeting, the further follow up (the “week out reminders,” etc.) can be done by email from a member of the committee.  But the face-to-face contact (or a phone call) from a known person is, we believe, critical to any outreach you do for folks via email.  It is too easy to either ignore or delete emails – don’t give them the chance to ignore or delete you!
Planning the Meeting

We agree with everything that is said here, but would encourage careful consideration of the venue.  If you don’t have to change from your typical meeting venue (that is, if you can hold the meeting where you normally do and still make appropriate arrangements for a quiet place with good seating/lighting/meal options), think long and hard about moving away from that to someplace different (special) for this activity.  You are trying to show your recruits who you are and what they can expect if they join you.  It may be important to let them see the “real” you.

The Meeting Format:

Greeting

Each recruit should get individual attention from their personal host.  That means that if you get more than one recruit from the same “sponsor” (that is, someone gives you more than one name), you may need to assign hosting duties to someone else.  You can sit them at the same table with the person who sponsored them, but you want them to feel individually welcomed and courted.  Ask the sponsor to identify another Lion who would get along well with that recruit.  
Seating
We recommend that you leave NOTHING to chance.  Number the tables, and give everyone a table assignment (whether or not they are actively hosting a recruit).  In considering seat assignments, you want to: (a) make sure that no recruit is separated from their assigned host/sponsor, (b) whenever possible, assure that you have assigned other Lions to sit at the table with the new recruits who will have something in common with them (kids the same age, recently retired, matched by occupation, etc.), and (c) make sure each new recruit has every chance of taking away a good impression of the people they meet.  You know who your members are who are likely to either be too shy to speak up and interact comfortably with strangers, or to bend their ear with stories of “the good old days.”  Balance those folks, at each table, with at least one of your best recruiters – someone you know is a great listener and good at keeping the conversation going.
Program

Over several offerings of the Ohio Plan, we have tweaked the program we offer – but more in terms of the CONTENT of each presentation than of the order or timing.  

· President starts the meeting with Pledge, Invocation, and introduces MC (if it will be different from President).  We usually have our Director of Membership do the honors.

· 1st speaker – as shown; someone who is excited about being a Lion!
· 2nd and 3rd speakers – as shown – someone to talk about your fundraising projects, someone to talk about service projects

· We chose NOT to include a District officer talking about LCI and our history; we put a blurb into their welcome packets that covered some of that content, but we chose to have all of the speakers be Lions from OUR club, talking about OUR club.

· Treasurer – we want to talk about how our money is spent for others, not for ourselves. We don’t bother discussing the administrative vs project funds.  Instead, our treasurer focuses on how much money we have raised over the last few years, whom we have given it to or spent it on, and how many folks have been helped through OUR money.

· We have a representative from one of our regular philanthropies present to accept a check from us and to thank us for our ONGOING support.  We want to make it clear that this check isn’t something we are giving over as a one-time donation.  This is a cause we support on an ongoing basis.

· In place of the District Officer speech we skipped earlier, we have added a presentation in here from someone who can speak for just a few minutes about “When I Became a Lion” – not the date of their installation, but the moment in time when they looked around and were struck by what they were a part of.
· NOW you can close the deal!

One more thing about the TONE of the presentations you make that evening.  You want to present a positive image of your club and of your plans for the future.  Don’t talk about how your membership numbers are down (if they are!) – talk about what exciting plans you have for expanding your service agenda when you bring in some new members.  Don’t talk about what you used to do (when you had more members), talk about what you ARE doing and what you hope to do in the future with their help.  You want your recruits to join you, not save you!

IMPORTANT ADD ON:

Perhaps the most important strategy we have hit on in making the Ohio Plan work for us is to REHEARSE everything in advance.  The general meeting before the night of our recruitment event (for us, two weeks earlier) is given over to talking about what will happen the night of the event. We suggest talking points for folks to bring up in their talk with recruits, we give them the names of folks who will be there (if we have them confirmed), and ask the person who submitted that name to give a quick rundown on the person and tell us something that might be useful in making conversation (e.g., “He is a huge Cleveland Browns fan” or “She is an attorney and has lived in this area all her life”).  

Then, most importantly, we make the people who were planning to have speak REHEARSE their speeches.  They have to get up in front of the Lions and give their speech.  This gives them experience in talking in front of a group, makes sure they stay within the time limit allotted, and (if they aren’t within the time limit) it gives us a chance to suggest what they could cut out of their presentation so that they WILL stay within the time limits.

We review the agenda, the seating arrangements, talk to the Lions about what information will be in the packets that recruits are handed, and even male sure that we had a good system worked out for how to dismiss folks to get in line for the buffet so that we don’t have people tripping over one another.  We believe the rehearsal makes a HUGE difference in insuring the evening ran smoothly.

After the Meeting

Follow Up

We suggest that you send the follow up letters in the same manner you sent the initial outreach letter – whether that be by snail mail or email.  If you are sending by email, you can send a copy of the membership application as an attachment for them to download.
ONE OTHER IMPORTANT DIFFERENCE:

The Ohio Plan, as written, regards pulling off your recruitment activity as the work of a dedicated Membership Committee.  Instead, we have arranged our evenings to be carried out by a “committee of the whole.”  We try to get a lot of “buy in” for the activity from the members by assigning each Lion to a specific task.  Some are assigned to outreach and follow-up calls (carefully matched to the prospects, so that the small talk and comfortable conversation can begin even before they arrive that night).  A few are assigned to work with the restaurant regarding food and be available to troubleshoot with the staff on the night of the meeting.  Some are assigned the task of checking people in and making sure everyone has their nametag and seating assignment.   Others may have been assigned to create those guest name tags, along with the welcome packets.  Some are serving as sponsors with direct responsibility for hosting, while others are given general “greeter” status and reminded of the importance of introducing themselves to as many recruits as possible.  EVERYONE has an assigned role, so EVERYONE gets to celebrate the accomplishment when new members are recruited in this way.

Respectfully Submitted:

Lion Jane Jarrow

Tri-Village Lions Club

GMT District Coordinator, 13-F – 2015-16

-------  

ADDENDUM A
If you are going to send your outreach letter by email, we suggest you try this, sent in the BODY of the email.  Don’t send it in an attachment in order to get it on Letterhead – people are hesitant to open attachments from people they don’t know 

Date
Dear _____________________, 

___________ is a member of the ___________ Lions Club, and has suggested that you might be interested, as well.  So we are reaching out to give you more information about our Club and invite you to come and meet our Lions.  To let you know a little bit about us, we are members of the largest service club organization in the world... Lions Clubs International. Our membership is made up of community minded men and women like you who are interested in making our community a better place to live. 

Our club was organized in ____ and we have served the community with pride and with the knowledge that we made a difference for the past __ years. You have probably seen us in the community working to raise money for our projects or know of one of the many service activities we complete every year. But do you know that besides the hard work we have lots of fun and fellowship. As a Lion you will make friendships that will last a lifetime. 

We are proud of our club and all we do, and we could do more if we had more members like you. We are extending an invitation to you to be our guest for dinner at our NEW MEMBER NIGHT on ________, (date) at ___(place)___ at _____ (time). Following dinner we will spend time explaining in more detail our club service and fund raising activities. We will complete our meeting no later than _____ p.m. Between now and ___(date noted above)_________ (the Lion named in the first line) will be contacting you to talk about this event. We hope that you will accept our invitation. In the meantime, if you have any questions please feel free to contact me or any other Lion that you may know for more information. 

Thank you for taking the time to consider Lions, and we look forward to seeing you soon. Sincerely,
Name and Title

________ Lions Club
Phone number
Email Address 
