


Quality of Communication and Promotion
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What two Areas need improvement?

Two Goals or Initiatives that would help improve one or more of the above.
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Distinguished Club Program Progress Tracking For The Year

Distinguished Club Program Goals

Membership Requirement: At year-end (June 30), the club must have at least 20 members ot .
OR a net growth of at least five members AND achieve the following goals: '

B 4. One more AC Bronze 4
S|Iver or Gold during each of two traml_ng perlgds .

1 6. One more CL, AL Bronze, AL Silver or DTM

T Fournew members
[ s Fourmore new members
9.

Minimum of four club ofﬂcers tramed

. One membership renewal rep'ort and
~one club 0ff|cer list submitted on time -

@ goals achieved: Dlstmgmshed Club
€ joals achieved:  Select Distinguished Club
€ goals achieved:  President’s Distinguished Club

Verify your progress at members.toastmasters.org




President’s Quick Calendar

July

August

September

October

November

December

e Change Signatories
e Discuss Plan & Budget
e Read President Manual

e Officer Training

e Set Plan & Budget
e Prepare for Renewals
o Officer Training

e Set date for Fall Contest

e Collect & Pay Renewals

e Promote & conduct Fall
Contest

e Pay Renewals — Oct. 1

e Promote Fall Contests &
Conference

e Promote Fall
Conference

¢ (Semi-annual elections)

e Officer Training

January

February

March

April

May

June

e Set date for Winter
Contest

o Officer Training

o (Prepare for Renewals)
o Officer Training

e Promote & conduct
Winter Contest

o (Collect) Pay Renewals

e Promote Winter
Contests & Conference

e Prepare proxy for
District elections

e Set date for elections

e Pay Renewals —Apr. 1
e Promote Spring
Conference & District

elections

e Setup Nominations
Committee

e Recruit Successors

® Prepare & hold
elections

o Officer Training

e Hold elections

e Transition executive




PRESIDENT TIPS

Tip #1 — Assemble the right team
—

—rt

Tip #1
. Assemble the right
team.

- Get to know each member of the executive personally to identify what motivates them, what
they value about the existing club and why they wanted to be part of the executive, i.e.
her/his personal goals.

- Motivate by focusing on the positive aspects of someone’s skills or behaviour, i.e. positive
reinforcement.

- Establish priorities, then focus on and introduce one element of change at a time. Change can
be introduced as a trial or test.

- Use the DCP as a foundation for your goal setting and planning.

- Articulate your unified goal and ask if each team member is prepared to embrace it
wholeheartedly.

- Let good ideas spread — share ideas with as many people as you can, give credit to others and
accept the feedback of others.

- Be open to new thinking and perspectives.

- Be wary of bad elections, i.e. only one person runs.

- Do not be afraid to vote someone out of the executive team. Chances are that if you feel a
particular member is a problem, many others do as well. Ask them to find happiness in a role
more suited to their skills, work habits or behavior. Consider asking them to contribute to the
club is other ways. Ultimately, you may need to learn an important lesson in leadership by
asking him or her to find happiness elsewhere.

Be The Brand you want your club to be. Walk your talk. Set the tone and the bar for the level and
quality of meetings, visibility, accessibility, communication, attitudes, perceptions, FEELINGs your
club, its members and your executive experience.
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PRESIDENT TIPS

{ o2 - Tip #2 — Harness the Power of others

' Harness the Power

-~ of others.

Power of Appreciation & Recognition: People yearn to be appreciated and recognized for their
achievements. Harness this desire by end conversations, emails, announcements thanking individuals
for the time, assistance and contribution. Thank them again the next day or meeting. So too, with
recognizing an individual’s or group’s impact or achievement. Actively seek out opportunities to
congratulate, thank, praise and recognize individuals and groups.

Power of Contribution: Please want to make an impact or contribute. Foster this desire, give people
the chance — create opportunities for them to contribute even in a small, specific way. Make it specific
and meaningful by articulating how s/he can help someone feel the confidence or other emotion they
now feel as a member of the club/executive or speaker. Get everyone involved in at least one thing
every quarter or half-year ...and praise them for it personally and publically!

Give them a helping hand to take action and follow through. Here some suggestions:

e Invest a moment to define what they want to do (clarity) - Let them pick an activity.

e Break the task into chunks,

e Give them resources (contacts, access, funding, templates, etc.)

e Follow up. - Do this by doing the organizing or difficult part of a task and let them finish it — this
fosters follow through. Remember, people often don’t follow through because they simply are
not sure how to do something.

Give them all of the credit!

Power of Inclusion: People want to feel part of a community, group, club, inner circle. Appeal to their
desire to feel included. Engage executive & members before, after and outside of meetings. Have
coffee and talk about THEM, not you!

Power of Communication: Communicate often. Be friendly, uplifting and appreciative of people’s time.
Be concise but with feeling. You are trying to harness the power of people — we all have feelings. Be
conscious of what you say, how you say and when you say it. Never slight others, a club or district or
any one in them as doing so negatively impacts others perception of you.
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PRESIDENT TIPS

Tip #3 — Use effective tactics and efficient tools for
R promoting and communicating

W
]

‘ Tip #3 -
\ Use effective tactics

' & efficient tools for

* promoting and
communicating

—

There are many free or inexpensive tools online that are easy to use that will help you be more
effective and efficient in attracting members as well as retaining existing ones.

What is your cost to acquire a new member? ($ and effort)

What is your cost to retain an existing member? (S and effort)

Newsletters, Open Houses, etc. work for some clubs, don’t work for others. Make an
assessment of the effort, cost and likely success rate before you decide on an promotional
activity (tactic). Especially social media tools.

Some clubs find it beneficial to have group photos in their newsletters.

Consider offering a vendor a free member in return for their services.

Tip #4 — Continuously seek and accept feedback
T

| Tio #4

1 Continuously seek
. & accept feedback.

Use the Moments of Truth (Toastmasters tool). Convert it to an online survey and have
members participate in it and then share the results.

Ask guests to complete a simple comment card. For example: What they liked, what they didn’t
like, what could be done differently.

Have coffee with the presidents in your area once a quarter. Compare what’s new and what
worked and what didn’t.
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PRESIDENT TIPS

Tip #5 — Focus on the Quality of Experience and the Quality
O of Education

|

Tip #5
"y Focus on Quality of
Experience, and
© Quality of Education.

Improving the Quality of Experience:

- Corporate clubs: Get company executives involved in events or as guest speakers. It helps build
their support for Toastmasters and enhances member & prospective member interest and
experience.

- Contact the HR department of your organization or businesses if not a corp. club, and ask them
to include information about the club in the new employee kit.

- Similar as above, contact the departments responsible for training and inform them of your club
and the benefits. Provide a single page overview of what Toastmasters provides (see Tl
website).

- Hold informal Table Topics contests and invite guests, ask member to bring a friend/colleague.
Have multiple/varied prizes.

- Change the room! If the quality of experience would be better held in a different room, change
it. Even if it cost just a few dollars, spread across the membership, this may be trivial.

- Put the time for each role or activity on the Agenda, e.g. “Tip of the Day (1 min)”.

Improving the Quality of Education:

- Invite guest speakers from other clubs, Canadian Speakers Association (some will do 15 minutes
for free!), broadcast companies, etc.

- Table Topics: Ask guest if they wish to participate after several members have spoken, giving
them an example.

- Have members repeat their speech again in two weeks or a month based on the feedback they
receive.

- Have advanced members present the Better Speaker series before the Successful Club series.

- Mentoring for new members!!! For roles as well as speeches.
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