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Membership Program Implementation

Mission Statement: To detail the procedure and philosophy for implementing the established State Membership Program.

The intent of the program below is to give a proven way for successfully using the State Membership material in an effective way that will benefit the incoming members, their Sponsors and the Branch. As part of this program all referenced exhibits (including this program) are provided in Word format on a floppy disc including a condensed version of the State Membership Program.

Like any good program this requires the full support and commitment of the Big SIR, Little SIR and the entire executive committee. The Big SIR needs to give membership acquisition and retention his highest priority and dedication. Each Branch membership has in essence given the Big SIR the charter of maintaining the health and growth of their Branch when they elected him. This fiduciary responsibility of the Big SIR should become his number one goal during his tenure in office.

This implementation document does not replace the State Membership program but does give the mechanics on how to implement it and has the full support and backing of the Growth and Management Committee.

Before we talk about how the program is implemented we should address the area of recruitment.

It is general knowledge in most Branches that new members are needed both for the spirit of the Branch and power for pulling in good speakers. In many cases the solution has been to set quotas or goals. As noble as this is it does not address the who or how to go about it. 

All Branches need to make retention part of their program. However, there will always be a certain amount of attrition that can’t be helped. What can be helped is acquiring sufficient numbers of new members not only to make up for the attrition but to sustain healthy growth as well. 

The candidate rich environments typically are social groups, church groups, or other fraternal groups that the potential Sponsor might be familiar with. Friends, neighbors, and former business associate’s come in a close second.

The actual start of an active recruitment program starts with the Big SIR and his officers; they need to set the stage. It is difficult to enlist the support of the members if they feel their leaders don’t actually believe in it. The Big SIR and his executive committee should be the first to bring in candidates. This can be done by aggressively addressing it in the executive meeting and perhaps even running a small competition among themselves.

The recruitment techniques that have proven less successful have be the ones where you rely on the candidate to make the first contact, newspaper adds, flyers etc. The recruitment techniques that have proven to have the most success are the personal contact and invitations. Almost all candidates have no knowledge about SIR until approached and the program is explained. Once explained almost all are willing to come as a guest to a luncheon. Once they come to a luncheon eighty percent will become members. 

The Guest card (the start)

When a guest is brought into the Branch monthly meeting, his Sponsor and the person manning a designated guest registration desk fills out a guest card and hands him a blank application and instructs him where he can turn it in. The guest card has as a minimum his name and the name of his Sponsor. That card is the nucleus of all that is about to happen. After the Big SIR has introduced the guests and their Sponsors during the luncheon meeting the guest card is given to the Membership Chairman or whoever is in charge of the membership program.

Follow up.
After two or three days the Membership Chairman will call the Sponsor and first thank him for bringing a guest. It’s important to give as much recognition as you can to the Sponsor. An appreciated Sponsor will quite often become a repeat Sponsor. The next thing to ask the Sponsor is if the candidate has a signed application. If he has not, this will give the Membership Chairman the opportunity to call the candidate (with the Sponsors permission). The call to the candidate should be low key but enthusiastic, first thanking him for coming to the Branch luncheon and then explain a little bit about the SIR organization and the fact there are no initiation fees, annual, or monthly dues. (These are good selling points). Invite the candidate to join the Branch and ask him if he would like to have you mail (or deliver) an application. Don’t worry about getting the Sponsors signature on the application; that can come later. Right now the important thing is the application. After a week if you still don’t have the application back from the candidate call again, be friendly but persistent.

Application approval.

When the applications have been received and reviewed by the Membership Chairman they need to be approved by the executive committee. This normally takes place at the next monthly meeting but some Branches shorten the cycle by getting tentative approval via email. If the Branch has a waiting list the application can still be approved and the candidate notified as such and told he will be inducted into the Branch as soon as there is an opening. Or, if preferred his application can be delayed until there is an opening, either way works.  

Letters of acceptance.

One of the most lasting impacts of the program is the acceptance and congratulation letters; they should be mailed out immediately after the application approval. You want the letters to give everybody a feeling that they are dealing with a classy organization so the letters should be prompt and printed out on a good high quality bond paper with at least 96 brightness. All of the letters and forms are on the floppy disc and can easily be modified for your Branch. 

Once modified, they can be quickly revised with a word processor changing the address and names then both the letters and envelopes can then be printed.

The first letter is a welcome letter to the new member Exhibit A

The second letter is for the Sponsor thanking him Exhibit b and includes the Sponsors responsibility letter Exhibit C.

The third letter is to the new members wife explaining the Ladies day events and the travel programs Exhibit D.

Badge and records.

After the letters have been sent out:

The Badges can be ordered.

The Branch membership card created. 

The membership data is entered into the Branch database or manual records.

Orientation meeting.


This orientation meeting is one of the key elements of the Program.

The letters sent to the new members and his Sponsor sets the time and date for the orientation meeting. The Sponsor is strongly encouraged to join in on the meeting and it is usually held just prior to the regular luncheon meeting when the new candidates will be inducted. If there is not a suitable separate quiet room to hold the meeting then the meeting should be held just prior to the social hour before the rest of the Branch members arrive. A few days prior to the meeting the membership chairman needs to call the Sponsor and verify that both he and his candidate will be there. The purpose of this very important meeting is to welcome the new member and tell him about the SIR organization, the Branch, and encourage his involvement in Branch operations. A typical orientation program outline is in Exhibit E. 

Membership package.
At the beginning of the orientation meeting the newly to be inducted member is given his package. The package should contain as a minimum.

A welcoming letter, Exhibit F. 

SIR history, Exhibit G. 

Branch history, Exhibit H.
Branch Roster.

New members sheet (list of new members for the year).

A copy on the last monthly Branch bulletin. 

His badge.

A Blank membership application.

New member I.D.

It’s important to make the new member feel wanted and comfortable in the Branch, especially during the first couple of months. So when he puts on his new badge at the orientation meeting it should have some sort of a temporary sticker on it identifying him as a new member. It is not only the job of the Sponsor but everyone in the executive committee and all branch members to go out of their way to socialize with him and make him feel welcome. This is particularly important until he has his own circle of friends.

Induction.
Most Branch’s have their own induction ceremony so the one we will talk about below is not so much a fixed program but rather some of the minimum elements that should be included for a successful one. 

In general the induction ceremony should be one that is dignified, enlightening and enjoyable. The membership chairman should be the one to run it with the assistance of the Big and Little SIR. It’s important to recognize the Sponsor during this process so when the new member is called up front for the swearing in his Sponsor should accompany him. As the candidate and their Sponsor approach the podium from a nearby reserved table the membership chairman may announce that the candidate has been informed of the SIR history and traditions and of the membership rules which he has agreed to. The membership chairman may also use this opportunity to tell a little bit about him. Reading from the membership card he might say where he is living, his wife’s name, and some of his interests. Once the candidate (or candidates) is up front the Big SIR can give the SIR rooster pin to the Sponsor and have the Sponsor pin his new member. Both the Big and Little SIR should shake hands with the new member while the Membership chairman completes the swearing in of the new members, welcomes and presents them to the entire Branch.

Incentives. 

The Sponsor recognition is one area that is hard not to overemphasize. Many Branches are using a banner in front of their podiums to list in large letters the names of all the Sponsors and placing a star beside their names for each new member they bring in. After three new members they are presented with a SIR logo watch, plaque or something like that. Surveys show that established Sponsors and the recent new members bring in most new candidates. Another incentive that is used quite often is to recognize the Sponsor during his candidate’s induction by presenting him with an envelope with cash for a free SIR lunch.

Follow up letter. 

Although the new member has been told that he is immediately eligible to become a Sponsor himself it doesn’t always stick, so after two months in attendance a follow up letter, Exhibit I, should be sent out assuring him how glad you are he is in the Branch and reminding him that he can become a Sponsor himself. 

Summary.

The program above has a logical and organized approach that has tested and proven results. If implemented with enthusiasm It will not only be successful but can be as much fun as some of the Branch activities. One man, presumably the Membership Chairman, can accomplish the implementation of the program. However, if there is a membership committee the program can also be broken down into smaller tasks. For instance, one person might handle the letters another the database etc.

As discussed earlier it is very beneficial to get the new member involved in the Branch as quickly as possible. One-way might be to ask him if he would like to be a greeter for a couple of months, in that way he can meet the Branch members and the members meet him. 

Food for thought: In one of our most successful Branches, three of its last five Big SIR’s have been past membership chairman.  
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