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Fellow Toastmasters, 
  
Toastmasters Clubs for all practical purposes are legal and independent 
entities. However, clubs are required in principle to follow general established guidelines 
published by Toastmasters International (TI) as well as comply with 
the club's constitution and the standard bylaws. 
  
Here are some of the reasons why the clubs are legal and independent entities: 

• Club conducts its own officer elections - independently  
• Club's manage their own bank accounts, financial reports, and treasury functions, 

including authorized signatories to operate the club's bank account  
• Clubs decide the frequency, the time, the duration, the place, and the date of 

their regular club meetings, independent of district and TI.  
• Club's file their own tax-returns, where applicable  
• Conducts its own club meeting programs and formats  
• Generates its own revenues and expands its own expenditures  
• Clubs have their own membership and fund raising campaigns  
• Manage and promotes its own web site  
• Prints its own stationery and business cards  
• Conducts its own speech contests (under TI published guidelines)  
• Designs and distributes its own club campaign flyers, etc.  
• Appoints its own committees and sub-committees for club projects and club 

special events  
• Clubs buy their own assets and is responsible for its own liabilities  
• The executive committee meetings of club officers (and members) are 

independent (from district and TI) decision making body  

The function of the clubs are therefore independently executed without any on-going 
interference and/or input and/or directions from TI or the district. The district is there to 
help, guide, and cooperate with the clubs. District cannot (and must not) attempt to 
impose their assistance and guidance! The primary function of Toastmasters clubs 
are to support individual needs and goals of its members under the general guidelines 
provided by TI. The clubs can certainly have a strong working relationship with the 
district or they can choose to be as independent and as non-participative 
(uncooperative) as they want.  
  
Any individual or group of individuals or a corporation or an organization can decide to 
form and start a new TM club with little or no involvement directly from the district. In 
rare instances, new clubs have been known to have formed (for all practical purposes) 
independent of districts involvement or even their knowledge.  In instances when 
the membership/leadership of the club may decide to "throw-in-the towel" and disband, 
the district leadership must first be given every opportunity to work with the club and 
help it turn around. Lack of sustainable membership; exhausted club leadership; 



coupled with lack of interest levels are generally the reasons why clubs opt to bow out 
of the program. Every time a club closes-down for whatever reasons, the district has 
directly or indirectly failed in performing one of its primary responsibilities, i.e., providing 
the necessary support and assistance.   
  
The working relationship between clubs (the customer) and the district (the service 
provider) are usually positive and mutually beneficial. Essentially, the district is TI's 
'local' representative and is required by TI to assist clubs in training of their club officers; 
appointment of club coaches when requested by clubs; conduct district level speech 
contests, and recognize and reward achievements. The working relationship therefore 
between the district (represented by its elected and appointed leadership) and the clubs 
can be mostly productive and heartening or in few isolated instances, unproductive and 
disappointing. It is the district's job to provide assistance and the club's job to take full 
advantage of the districts initiatives to help and assist.   
   
The district is mandated by TI to ensure that the goals set by the club's 
leadership/membership are on track and achievable. On the other hand, clubs are not 
formed in order to contribute towards achieving all of the district's critical success factor 
goals.   
  
The relationship between the club (the customer) and the district (the service 
provider) require continuous development and nurturing for the mutual benefits. The 
district cannot take the clubs performance for granted nor can the clubs chose to ignore 
the district's initiatives and overtures in the interest of its members. The relationship can 
truly be a WIN-WIN for both, as long the leadership of each of the entities understand 
the limits of their influence; extent of their cooperation; and the benefits achieved as a 
result.    
  
The Distinguished Club Plan (DCP) is a one of the performance measurement tools that 
the district monitors in order for the clubs to meet their goals and become successful 
and/or distinguished. One of the most common miscommunication occurs when the 
district starts addressing all clubs equally with their directives to produce, comply, and 
achieve. All clubs are not the same and have a variety of special issues impacting them. 
In fact each club has its individual characteristics and each club has its individual goals, 
aspirations, and objectives. For example, newer or smaller clubs have different needs 
than mature and charter strength clubs. Compartmentalizing the clubs into Areas and 
Divisions for administrative purposes (mostly for speech contest and service logistics) is 
separate from providing targeted assistance to individual clubs who need it the most. 
Painting of all clubs with one broad brush can at times become counterproductive and 
may become a recipe for failure. The clubs deserve better service; district can provide 
better support; and we can all strive to do better for mutual benefits. 
  
District therefore needs to function in an environment of 'trust' and demonstrate sincerity 
as well as practicality in providing assistance and guidance, when required by the club - 
and only for the benefit of the club and its members, NOT the district!  The Clubs on the 



other hand can make every effort to take full advantage of the district's vast resources 
and expertise, for the benefit of its members and success of the club.  
  
The terms customer service, customer-satisfaction, and customer is always right, must 
become very much part of district's vocabulary.   
  
It was gratifying to listen to the top-two district officers at the Seneca Falls club officers 
training session in June 2009. The DG was quoted as saying "we are here to serve you" 
followed by the LGET comment "you the members are on top of the org. chart - and we 
the district officers are at the bottom." I believe that this affirmation is the step in the 
right direction by the new district leadership.  
  
Best regards, 
  
Sam  
Sam Mehta, DTM, PDG 
 


