20 Ways to Boost Club Membership
1. Members take turns inviting guests.  At least one member should be expected to bring a guest every week assigning names in alphabetical order. 

2. Organize teams of 4 or 5 members.  The goal of each team is to recruit one new member within 3 or 4 months. 

3. Ask one or two members to work on a public relations campaign, sending news releases about your club to local newspapers, radio, and/or TV stations. 

4. Organize interesting club meeting programs that will make guests want to come back for more. 

5. Educate your members about Pilot.  One program every month should be on a Pilot topic. 

6. Speaker’s Bureau – Club members can visit other organizations and talk about how Pilot is helping the community. 

7. Check some of your club’s old membership rosters and circle the names of those who have left the club.  Give those members a call.  Their situations may have changed since they left and they may be ready to return to your club. 

8. Every time your club conducts a service project, promote Pilot to those you’re serving.  

9. Round up a few of your members on a weekday morning and visit stores and businesses in your community.  Drop off a club brochure or newsletter and invite the owners or managers of those businesses to an upcoming meeting.  Follow up with a phone call. 

10. Set up or rent a booth at a community fair and hand out information.  

11. Find out how clubs that are growing have increased their membership.  Attend District training sessions to learn about successful membership tactics. 

12. Talk Pilot up to those around you. 

13. Send copies of your club’s newsletters to prospective members, media professionals and to former members. 

14. Publicly recognize a member that successfully recruits a member.  Recognize their work in the club newsletter. 

15. Make guests at your meeting feel at home.  First impressions are important. 

16. Hand out a Pilot card at the same time you hand out your business card. 

17. Ask prospective members to be involved in an upcoming service project. 

18. Organize a party or a fun event and invite as many prospective members as possible along with all members and their spouses or significant others.  Work in a Pilot education soft sell. 

19. Ask your members to round up as many business cards from area firms as possible.  Come up with a nice letter inviting the managers of these businesses to a free lunch/dinner at your next club meeting.  Then fax the letter to them using their fax numbers and follow up the next day with a phone call.
20. Ask the owner of a vacant store front if your Pilot club can use a front window to display a poster and other information on your club, including names and phone numbers of club leaders who can be contacted for more information.

Why actively recruit new members?  What are the specific benefits? 

· To ensure the Club thrives in the long term

· Allow the Club to tackle projects it otherwise couldn’t 

· More manpower for projects

· Enhances finances

· Liven social functions and meetings

· Get the club out of its rut

· Introduce new skills, abilities and talents 

· Generate fresh, new and novel ideas

· New members bring a range of personal and professional resources and knowledge that can strengthen a Club

· Give the Club more clout in the community

