Celebrate Your Members
We have clubs in District 44 that make dues renewals a celebration.

These clubs realize that their members are the key to the success of their Toastmaster club.

Without your members' support, you can't accomplish your goals effectively. Though clubs  often focus on attracting new members, retaining your existing members is just as important, if not more so. Remember that it takes more time and energy on average to win a new member than it does to hold on to an existing one; and if you’re losing more members than you bring in then your club won’t last long!

Below are some strategies you can use to improve member retention during the dues renewal period.

Why
Make sure that your members are engaged and committed to your organization's purpose.  To keep your members coming back, all it takes a thoughtful approach to structuring your membership program and reaching out to your members. Do that, and you should have a base of members who are loyal for life.

Say, “Yes!”
When the time comes for members to renew their membership, give them as many chances to say, "yes" as possible. Develop a planned approach that involves phone calls, email,  and in-person contact with members.

We have clubs whose officers divide the current member list among themselves and make personal calls (see script) to two or three members.  

In addition, they include their success in having members renew in the Membership Raffle. (see below) 

Track member involvement at all times, and use the information you collect to remind your members of the programs and resources they've taken advantage of during their membership with your club.  

Make Renewals Easy
People are increasingly motivated by convenience, especially in a day and age where depositing a check or ordering a meal can be done with the mere click of a button. To foster the highest member retention rates, your club should aim to make membership renewal as convenient for your members as possible. The easier and shorter the process for membership renewal is, the more likely your members are to follow through.  Many clubs use PayPal.

Celebrate Renewals

Some clubs hold a raffle the month of September which culminates with a drawing the last club meeting in September.  

In addition, at every meeting members who have renewed for a year stand to a hardy Toastmaster applause.  They remain standing as those who have renewed for 6 months stand with them to receive also receive applause. 

[bookmark: _GoBack]More on the Membership Raffle

Kickoff – Plan to have a special kickoff event to get the ball rolling. An essential part of the raffle is the prize and the victory celebration.  The possibilities are limited only by your club circumstances and ingenuity. 

Here is one idea:  Members donate to the club member renewal raffle basket.  Make a big deal the first week of donations. Applaud members as they add their item to the basket.
· A member renews for 6 months they get one raffle ticket. 
· Renew for 12 months and they get five raffle tickets. 
· Officers who pay and have 2 members of their team pay get an extra ticket. 

The final week of dues renewals they celebrate members that ends with the drawing of the gift basket. 


