Key Elements to a Successful Marketing Team

1. Every club member is on the membership team. Conduct a Membership Contest at the club level.

2. Every club a website even if it’s only a membership flier on the Internet. Keep it updated. See www.freetoasthost.org  

3. Every club should be getting 2-3 guests a month from the www.toastmasters.org website. If you’re not then, suggest you check the club’s contact information listed at TM HQ by checking the Tm website. Update contact information by completing the Club Resolution Form. This is another reason why it is So Important to get your club office list into TM HQ, so the proper people are sent the information to do their job, such as VP Membership, President, Treasurer!

4. New club building is simply membership building 20 members at a time, and changing 20 lives at a time!

5. Every Area a new club! It’s achievable, it’s easy but only if you start early in the TM year!
6. Most new club leads come at the club level from you the member. Just give us the lead and we’ll follow up on it and include you too if you want!

7. You need to be bringing in 1 new member a month or else your club is dying. There is natural attrition, life happens, TM achieve their CC and leave. 

8. Speechcraft is the most effective way to build membership. 4 to 8 meetings and then offer them free membership at Speechcraft graduation. Emphasis that they already have 3 to 6 speeches from the CC manual already. Note: When advertising a Speechcraft communication Program, offer money back guarantee. If they’re not satisfied and have attended all the meetings, you will refund their money. I’ve never had anyone ask for a refund. Charge a good fee, 30 to 45$. They must know you value your time, so they will value the Speechcraft Program. You can apply it towards offering free membership if they choose to join after the program is completed. 

9. Toastmasters has such a great educational program that if presented in its entirety, it will literally sell itself.

10. Of the 4 critical success factors, new club building is the Only One that you the district Office have direct control over! As a district officer focus on new club building! It’s helpful to g4et the new club supplies before you completely charter, giving the potential charter members something for their money as they write out the check. Remind them that they need to charter within 90 days (?) or else TM HQ may ask for the supplies back. 
11. In a Demo Mtg for a new club start, invite all the key stakeholder including Human Relations Director, Ceo, CFO, Director Engineering, Director Sales, etc.. Ask who do I need to discuss this with that can make decisions whether a new TM club will be started here at XYZ Cpy?! 

12. In planning a cold call, send a letter first, saying you are the TM Area Governor and will be calling next Tuesday December 6 and want only 5 minutes of your time to discuss an employee communication and leadership educational program, self paced costing only $4.50 a month. Include a list of benefits of TM to the company, and TM communication and leadership membership brochures, and the Company brochure. Then call using a Cold Call TM Script, and setup and appointment, have a brief 1-2 minute opening and then ask questions, do you see where a Toastmasters communication and leadership program would be beneficial to your employees? Etc. usually you can go ahead and schedule the Demo Mtg or follow up with this decision maker with more staff to have a more complete “Meeting with Management”, then schedule the Demo Mtg, with them also in attendance.  

13. In the Demo Mtg, provide the cost in a handout in detail describing specifics in money and time per month, the new member fee, club charter fee, and renewals at 6months.

14. Corporate clubs can be started in 1 meeting but can die just as quickly.

15. Build new clubs for a strong future. Invite potential new club sponsors and mentors to the first demo mtgs and them if they want to go forward being sponsors/mentors, ask the club if they OK these sponsors mentors to help guide and coach them to start up. It helps empower club leadership and embers and makes for a more cohesive new club working relationship. Train the new club sponsors and mentors and provide follow-up on how everything at the club is going. 
16. If you go to a demo group meeting and have effectively presented the TM educational program and the response isn’t supportive (especially from management) have a side talk and if they are not supportive of this effort, just let it go. Say, I’m sorry to hear that and move on. More companies that will last into the future can see the benefits of the TM educational program for their employees, so don’t spend a lot of time trying to convince people. They either see the benefit or they don’t!

17. Learn how to “Close the Sale” in bringing in new members, and then “Close the Sale” in new club building. It’s the same, just on a larger scale!

18. Provide this as a handout to New Club Building Team and Membership Building Team, as talking points on the benefits of TM membership:
Personal and Professional Benefits of the 

Toastmaster Communication and Leadership Educational Programs

1. Toastmasters builds personal and professional self-confidence.

2. Toastmasters promotes leadership qualities within the family, any service, community, church or professional organization.

3. Personal and inter-office communication will benefit.

4. Inter-personal skills will be enhanced – more than just speaking; also listening and leading.

5. Toastmaster accomplishment ties into people’s personal and professional goals.

6. The training employees get in Toastmasters is extremely CO$T-effective!

7. Toastmasters, by way of regular club meetings, promotes continuous self-improvement.

8. Employees can receive credit for continuous education.

9. Employees take ownership of the Toastmasters program at their company, which fosters initiative and “pro-active” thinking within the organization.

10. Networking skills are enhanced.

11. The communication and leadership skills developed within Toastmasters are completely transferable to the workplace.

12. Toastmasters experience can enhance an employee’s résumé, provided that the focus on relevant communication and leadership skills developed is specific.

13. Toastmasters experience helps the organization to build up their own people, and build morale within the company.

14. Employee sales and marketing skills can become enhanced through participation in the Toastmasters program.

15. Meeting planning and running skills can become sharpened through the employees’ Toastmasters experience.

16. $AVE money for the company by promoting enhanced communication skills among employees.
New Club Building Costs:
Cost in Time: 1 hour per week, or 1-1/2 to 2 hours twice a month for Toastmasters Club Meetings
Monetary Cost: Total Cost to be a Charter Member, with membership paid when chartering in Aug 2010, plus any optional club dues is $62.25



New Club Charter fee of $125 for 20 members is $6.25 per member
  $6.25

New Member Club Fee






$20.00


Membership Dues    $4.50 a month


August thur Sept
$  9.00


Membership Dues    $4.50 a month


October thur April
$27.00


Club Dues optional as determined by club membership                               optional
                                                                                                                         Total  $62.25

Ongoing costs to maintain membership is $27 every 6 months, or $4.50 a month; 

plus any club dues. Membership renewals are due every April 1st and October 1st. 

Total Time and Cost Summary: Time involved is 1 hour per week or 1-1/2 to 2 hours twice a month for Toastmasters International Club Meetings;  and a fee of $62.25 to be a charter member, and then $27 every 6 months or $4.50 a month; plus any club dues.                         Lois Sicking April 2010
