
February 6, 2012 
 
Fellow Toastmasters:  
 
The mission of “Toastmasters International” is to continually expand its worldwide 
network of clubs, thereby offering ever-greater numbers of people the opportunity to 
benefit from its program. 
 
The mission of the “District” is to enhance the performance and extent the network of 
clubs.  
 
Both mission statements strive for growth in membership and growth in building of 
clubs, in addition to enhancing the performances of clubs and giving the opportunity to 
more members to benefit from the (TM) program. 
 
This year to-date (January 19, 2012) on an average nearly 3 Toastmasters has left the 
district each and every day (585 members to-date). Last TM year more than 2.2 
Toastmasters left the district each day. (830 members left the district for the TM year 
2010-11). When Toastmasters leave in such large numbers, the result is that many 
weaker/smaller clubs tend to be impacted adversely and some close down. This year it 
is anticipated that between 3 to 5 or even more clubs may close down, generally due to 
low membership. A dozen or more clubs are currently suffering with single digit 
membership numbers and are in precarious condition. Some may argue that members 
leave the district and clubs close down each year and is natural turnover and normal 
part of a „transitional‟ organization like Toastmasters! Especially now that we have 
learned from Toastmasters International President, that 300 members leave each day 
from clubs around the world.   
 
I believe that District 65 leadership over the period of past several years may have 
failed to address membership retention issue seriously and especially failed to make 
concentrated efforts in directly helping and turning around smaller/weaker clubs. 
Providing club officers training the twice-a-year; announcing and reiterating the 
available incentive plans (Smedley Award; Talk-Up-TM; Beat-the Clock and other 
similar local awards/incentives); and encouraging smaller/weaker club members to 
attend district conferences, etc., has failed to turn these clubs around. I don't believe 
that there has been a well laid-out plan-of-action put in place at the beginning of each 
year to specifically help individual clubs that are hurting year-after-year with low 
membership. Naturally members in these clubs get discouraged and even demoralize 
and leave and subsequently the clubs shut down. These is no specific program in place 
to my knowledge, tailored to directly and specifically work with them (one-on-one) in 
increasing their membership, other than some mentor/coach programs, which has failed 
in most instances, due to lack of accountability and follow-ups. 
 
Once again, the mission of the district is to enhance the performance and extent the 
network of clubs. How is this being down in D-65 other than by standard slogans and 



occasional lip service? What is need is a written, well publicized and member-endorsed 
plan-of-action, to be put in place, beginning of each year. 
 
The top-three district officers, past, current and future may not have the time, energy or 
a particular interest in taking up the challenge of turning individual small/weak club as 
well as many under charter strength clubs in making them successful. Many of these 
clubs cannot do it on their own, due to lack of resources and/or in-house available 
expertise. The district leadership invariably treats all clubs more or less in similar 
manner. The club officers training program is the same for all clubs, big and small or 
weak and strong. The membership incentive programs are also across-the-board for all 
clubs – weak or strong.  We cannot continue to have the one-size-fits all approach and 
expect the smaller/weaker clubs to excel.  
 

The District Governor has the overall responsibility of the district; the Lt. Governor 
Education and Training is primarily responsible for club officers training and speech 
contests/conferences; and the Lt. Governor of Marketing generally concentrates on 
building of new clubs initiatives and in announcements as well as follow-ups on some of 
the TI & local incentive programs. There is no specific job-related responsibility among 
the top three district officers that directly and specifically undertakes the responsibility, 
each year, to reach out and help smaller/weaker clubs become successful. This job-
responsibility is a painstakingly difficult undertaking and away from the usual glamour 
and limelight with little recognition, when compared to the top-three district positions.   
 

I believe that under the current circumstances and until D-65 gets the high number of 
members leaving the district under control, the district needs to consider appointing a 
dedicated resource and/or an internal position of "Membership Czar" or a "Membership 
Ambassador" or even an informal position of "Assistant District Governor: in-charge of 
Membership Building” etc. with appropriate line-item budget allocations and highest 
level of support/exposure in execution of membership building program. This is an 
internal district 65 position and the decision to go ahead with this crucial and important 
position, has nothing to do with Toastmaster International (TI). The purpose of this 
interim-position (lasting one or more years and until the membership “membership 
retention” is stabilized and normalized in district 65) is to work closely with available 
leaderships of individual clubs that are hurting due to consistent low membership and 
help them become charter strength clubs.  
 
Currently 80+% of clubs in D-65 are below charter strength. I see this as crises in D-65 
which not many want to address it and the district leadership is busy performing other 
more easier and/or and glamorous tasks at-hand.  
 
Below is an interim and generic plan-of-action designed by Toastmasters International 
to attract and retain members and in-turn, minimize folding-down of clubs. This written 
plan-of-action is primarily designed for clubs to initiate and implement themselves. I 
believe that district 65 needs to go beyond this and directly assist clubs with low 
membership and especially the clubs that cannot do it on their own. The district 
therefore must intervene, reach out and help these ailing clubs, with a written, well 
publicized, and member-endorsed plan-of-action.  



 
The mission of the district once again is to enhance the performance and extent the 
network of clubs. We are looking for the district 65 leadership to comply to and 
implement its mission please? Thank you. 
 
Sam Mehta, DTM, PDG 
Syracuse, NY 
 
_________________________________________   

Implement a Membership-building Program: 

Conduct a Membership Drive  

 Hold a membership-building contest Participate in Toastmasters’ annual contests outlined on the 

Membership-building Contests page www.toastmasters.org/membershipcontests or create a contest of 

your own.  

 Conduct Speechcraft  

Recruit from All Available Sources  

 Hand out promotional materials at community organizations.  

 Give short talks about Toastmasters at company seminars on related subjects.  

Publicize Your Club  

 Distribute fliers with your club information to local businesses, and display posters in strategic locations.  

 Send news releases announcing your club’s time and meeting location to local newspapers.  

Establish a Guest Program:  

Provide Useful Materials  

 Brochures are perfect for guests. The Guest Packet (Item 387) contains brochures and additional items that 

are great for handing out to potential members.  

 A copy of the Toastmaster magazine and the current Product Guide (Item 1205) allows guests to see what 

Toastmasters has to offer.  

Welcome Guests Warmly  

 Provide your guests with a name tag, have them sign the guest book and seat them next to someone friendly 

and knowledgeable.  

 Present them with a ribbon or small memento to make them feel welcome.  

Make Sure to Follow Up  

 Send follow-up communication with details of membership benefits. Use Your Membership Provide Fliers 

(Item 354).  

 Additional follow-up should occur each time the guest visits until they join.  

http://www.toastmasters.org/membershipcontests


Welcome New Members:  

Conduct a New Member Induction Ceremony  

 Formally induct the member into your club to create a sense of belonging.  

 Present them with a welcome ribbon (Item 393), if you didn’t already do so when they were a guest.  

Develop a New Member Orientation Program  

 Familiarize the member with all the meeting roles and education tracks. A Toastmaster Wears Many Hats 

(Item 1167D) and Toastmasters Recognition (Item 1212) are excellent resources for this.  

 Show them a copy of the Product Guide and direct the member to www.toastmasters. org to ensure they 

know what Toastmasters has to offer. The New Member Kit for Clubs (Item 1162) contains materials to 

orient and induct five new members.  

Implement a Mentor Program  

 Assign the new member a mentor.  

 Train your seasoned members to be mentors using Mentoring (Item 296). The Club Mentor Program Kit 

(Item 1163) provides enough materials to mentor 20 new members.  

Increase Member Retention via Satisfaction:  

Evaluate Their Interest  

 Find out a member’s needs and goals to ensure they reach their objectives. The Member Interest Survey 

(Item 403) is a useful tool to accomplish this.  

 Base the focus of your club’s educational program on the results of your research.  

Analyze Reasons for Missed Meetings  

 Are members missing meetings because of the time or location? Consider changing it if the other members 

agree.  

 Are meetings too long? A shorter program might be more effective.  

 Are members not given the opportunity to participate as much as they’d like? Try a rotation method so that 

everyone gets a chance to fulfill all the roles.  

Nurture Potential Non-renewals  

 Has a member reached his or her original goal? Suggest a new goal, such as the advanced communication 

or leadership tracks.  

 Are members "burned out" on fulfilling too many meeting roles? Lighten their load as needed.  

Start Achieving Now:  

 Plan your club’s year using the Distinguished Club Program and Club Success Plan (Item 1111).  

Keep Track of Achievements  

http://www.toastmasters/


 Keep track of your club’s goals using the Distinguished Club Program Goals (Item 1111C).  

 Keep track of your member’s educational achievements using the applicable wall chart. The Wall Chart Set 

(Item 306) is ideal for this purpose.  

Keep Your Club and Its Members Informed  

 On a monthly basis, review the achieved and remaining goals with your club.  

 Reward members as goals are achieved.  

 
 
 


