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	Membership Summit Phone Campaign
	



Today's business world is filled with non-responsive people, and Rotary is no exception.  Somehow, the common courtesy of responding to other humans has evaporated.  What to do?      

This is a simple strategy that has been very effective in both my business and volunteer lives.  It's polite.  It's persistent.  It respects the other person's time.  Yet, it works, either in single calls or a larger-scale prospecting of promotional strategy.    
A successful District event promotion includes a phone campaign, calling and actually having a conversation with those in the target audience.  A phone campaign is much more effective conducted on the front end of an event campaign, 6 or 8 weeks ahead of the event.  Wait ‘till the last week or two, and their calendar will be booked with something else.  
Let's say you want to get your club Presidents (or PEs or Membership Chairs) on the phone to persuade them to attend an upcoming Membership Summit.  I call this strategy "Email-Call".  Here's how it works:   
· Email 10-15 Presidents on Monday:   Subject:  Can we catch up Tuesday?  
Body:   Hello, Jim,   I’d like to fill you in on an upcoming Rotary District event.  I'll call you Tuesday to discuss.   Please let me know if there's a better time for my call.   Add your standard signature block -- nothing else.  

· Call on Tuesday.   If you get voicemail, leave this message:  "Hi, Jim.   Sorry I missed you today.  ,   I’d like to fill you in on an upcoming Rotary District event.  I'll call you tomorrow, Wednesday.  Please let me know if there's a better time to talk".  Add your standard signature block -- nothing else.  

· Open the first email from your Sent Mail folder and forward it to Jim: Subject:  Can we catch up Wednesday?  Body:   Hello, Jim,   Sorry I missed you by phone today.  I'll call you Wednesday about this.  Please let me know if there's a better time for my call.   Add your standard signature block -- nothing else.  

· Call on Wednesday.  If you get voicemail, leave this message:  "Hi, Jim.   Sorry I missed you today.  ,   I’d like to fill you in on an upcoming Rotary District event.  I'll call you tomorrow, Thursday.  Please let me know if there's a better time to talk"  

· Open the second email from your Sent Mail folder and forward it to Jim: Subject:  Can we catch up Thursday?  Body:   Hello, Jim,   Sorry I missed you by phone today.  I'll call you Thursday to fill you in on this.  Please let me know if there's a better time for my call.   Add your standard signature block -- nothing else.  

· Many times you'll find that the prospect will email you back, giving a time that's convenient for him -- then you have an appointment.  If a prospect won't take a phone call from you, there's nothing to lose.  You can't get a commitment with an email.  You need to get a volunteer into a real conversation to have a hope of getting what you want.  
It's easy to make 10-15 of these phone calls in a couple of hours -- even faster, if several of them go to voice mail.   Add another 10 the next day or the next week until you've made your way through all the prospects.   Break this task down into bite-sized parts you can accomplish in short bursts of effort.   Of course, it's OK to skip a day if that's the way your week works out.  Just make sure to call the day you say you will.   
When you get Jim on the phone, have your script locked and loaded:   You have one opportunity to get his commitment to come to the Summit.  A sample script is in the next section of this guide.  Make sure you know what you're closing for on this call.  
This will work.  Here's why:     

· It's polite
· It's respectful of their time - they're in control

· It requires nothing of them -- you're willing to do all the work

· It's persistent.  Believe it or not, this approach is respected by prospects.   In thousands of cycles of this strategy, I've never had someone say they were offended.  Rather, I've had countless prospects say, "Wow, I wish I had just ONE sales person like you."  

 

Let us know how this works out. 
District Membership Summit Invitation Talking Points
· Hi, Jim, is this an OK time to talk, or are you tied up with something?  


· Establish some rapport – if you know something about his club, someone in the club or a mutual friend in Rotary, ask about that


· Great, I wanted to take a few minutes to talk with you about your club’s membership growth strategy 

· I’m looking at some membership history, and I’m (concerned to see your membership is flat for about the past 5 years) 
or (concerned to see that your membership has been declining over the past 5 years) 
or (happy to see that your club is consistently growing its membership).    

· Why do you think that is?    


· What have you tried that’s worked?   


· What have you tried that hasn’t worked?  


· Who is your Membership Chair this year?  What are the strategies he’s/she’s working on to grow membership?  


· I’m happy to say that we have a Membership Summit coming up on mm/dd where we have guest speakers from outside the District who will be training us on some membership growth strategies that are GUARANTEED to help your club grow membership.  This is material that’s tried and proven – other clubs have used it with great success.  


· Actually, I’m expecting that all club Presidents (PEs, Membership Chairs, AGs, etc.) will attend.  There’s simply nothing more important to a Rotary club than membership growth – everything else comes along for the ride if you get membership right.  


· Can I count on you to be there, and bring other club leaders?  If yes, “Can you open your email and find the link to register?  The Subject line begins with “Rotary”.   Stay on the line while he registers.  


· If you get “no” or an excuse, ignore it – “Jim, Rotary is a MEMBERSHIP organization.  We do community service, but that’s limited by the members we have to do it.  Think about what your club could do in your community if you had 5, 10 or 20 more members.  Couldn’t you have a greater impact if the club had a stronger membership base?  
Given the club’s recent history, you could become a legendary President (PE, MC) if you could get the club on a track of consistent, moderate membership growth.   

· Can you figure out a way to make it to the Summit, or get 3-4 other club leaders to attend?  

· Close with another statement of “WHY” they’ll want to participate – What’s in it for them:

· Strategies and skills they can use in other parts of their life

· Opportunity to strengthen their club by adopting a culture of moderate growth

· Opportunity to be more impactful to their community 

· More members = more hands, more ideas, more fundraising opportunity, etc.  

· New members = future leaders (no one will have to be president for a 3rd time)   


· AND that Presidents, PEs, Membership Chairs and AGs are expected to be there, along with anyone else who’s interested in strengthening their Rotary club.  
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