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People can’t join your club if they don’t know it exists. 
People won’t join if they don’t get a good first impression. 

Members won’t stay if their needs aren’t being met. 
 
What does a VP Membership do?  

● Keeps the club membership healthy. Aim to keep club strength above 20 members 
always. Help the club achieve the two membership DCP goals. Conduct one Open House 
every 6 months. Add 5 members during TI membership contests. 

● Greet guests. Follow up with guests. Help them join the club and orient new members. 
Assist with the Icebreaker. Let VP Ed take over. 

● Maximize this leadership opportunity for self‐development! Grab leadership 
opportunities that your Area Director will provide. Be a part of the Area Council. 

  
1. Do you know how to fill a membership form?  

a. Find it online at http://www.toastmasters.org/resources/membership‐application‐
for‐clubs‐within‐districts‐english  

b. Know the difference in membership types (New, Reinstated, Renewing, Dual, 
Transfer) 
i. For Reinstated, Dual, Transfer – ask for membership number or the email address 

they used when they were last members. 
ii.  Membership numbers are printed on the Toastmaster magazine. Some past TI 

emails may also have the number.  
iii. When you add a new member in Club Central, TI will search for the member 

based on First Name, Last Name and Email address or Membership number. (So 
having the membership number handy is not compulsory).  

c. Know the TI dues and your club dues. Toastmasters’ membership is $45 for 6 
months. Clubs may or may not charge club dues. When a member transfers from 
one club to another, the member does not pay TI dues. 

d. Ask the new member to enter the details of their Sponsor on page 2. Just the name 
is required. 

e. Will help if you enter details like club number and district on a paper copy of your 
membership form. 

 
2. Do you have access to Club Central?  

a. Go to www.toastmasters.org/. Click on the Leadership Central tab, then select “Club 
Central”.  If you don’t remember your login and password, use the ‘Forgot password’ 
link to retrieve it. It may help to know your membership number. 

b. You will need to visit Club Central to submit new member details. 
c. Don’t forget to enter the sponsor details. TI and District 101 will reward members 

who sponsor new members.  
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3. Dues renewals – October 1 and April 1 
a. Help the Treasurer collect dues for renewals in September and March. 
b. Starting in October 2016 there will be no Grace Period for renewing members. 

As a result, on Oct 1st, members that have not renewed will disappear from the 
Club Roster. Although they will not be on the roster, it will be possible to renew 
their membership in Club Central, for up to 6 months. Beyond that, it will be 
considered a break in membership and they’d be reinstated rather than 
renewed. Members whose payments are not received on time cannot compete 
in any contests and clubs will not be able to file for any educational awards until 
their dues renewal has been completed. 
 

4. Finding new members 
a. Honestly, they are everywhere. You just need to look. At any given time there are about 3,500+ 

members in the 150+ clubs in District 101. New members find you through online searches or 
through the Toastmasters International website. Make sure your VP PR keeps the website up‐to‐
date.  

b. Are you listed on the Toastmasters website correctly? Try to find your own club on ‘Find a Club’ 
on www.toastmasters.org and check if the information is correct. 

c. Meetup and Craigslist have been proven to be useful to find new members. See 
http://d101tm.org/ for other Social Media channels. The District 101 Meetup is free for all of you 
to use www.meetup.com/d101tm/  

d. Go to events outside your club. There are Toastmasters looking for a second club. 
e. Promote your club by being the test speaker at speech evaluation contests. 
f. Have an elevator speech for your club ready.  
g. Check out the TI Membership contests. Membership contests are on in August – September 

(Smedley award), Feb – March (Talk Up Toastmasters) and May – June (Beat the Clock). Find out 
at http://d101tm.org/ if the District is offering more recognitions for membership building. 

h. A good flier on membership retention: 
https://www.toastmasters.org/shop/marketing/brochures/1622‐‐Success‐101   

i. A detailed brochure on Membership growth 
http://www.toastmasters.org/1159_MembershipGrowth 

j. Lots of free cool‐looking marketing material 
https://www.toastmasters.org/shop/marketing/brochures   

 

5. Retaining members 
a. Make EVERY meeting great! Follow the DCP. Work out of your manuals. Be a role model. Bring 

your own manuals. 
b. Bring fresh District level leadership opportunities to your members 

 Club Ambassador Program – encourage them to visit other clubs. 

 Club Fitness Leader – encourage a member to engage in membership 
building and at the same time finish a HPL. 

 Club Coach – work with a club with less than 12 members – fulfills a 
requirement for ALS 

 Create a new Toastmasters club or sponsor or mentor a new club – fulfills a 
requirement for ALS. 
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 Run a Youth Leadership Program or a Speechcraft 
c. Bring your members to TLIs, Area and Division Contests and District Conferences. See 

http://d101tm.org/ for all events going on.  
d. Make a big deal of EVERYTHING! Recognize achievements (we trained all 7 officers and won a 

$75! – seriously see Lucky 7!). 
e. Be the email chatterbox. 
f. When is your club’s anniversary? Throw a party and an Open House. (Need help with an Open 

House – let me know) 
g. Tell members who feel they are bored about the advanced and specialty clubs. 

 
6. Membership Packet 

Consider a simple membership packet – Toastmaster magazine + partially filled 
membership form + free flier from TI site about benefits of Toastmasters 

 
Resources: 
● District 101 website http://d101tm.org/ 
● Find useful material: Club Officers Checklist: http://d101tm.org/club‐officer‐resources/ 
● Club Leadership Handbook http://www.toastmasters.org/CLH 
● Virtual Brand Portal—see new agenda templates, graphic elements and new logos. 

www.toastmasters.org/vbp 
● Your Area Director http://d101tm.org/divisions‐and‐areas/  

 
And prepare your successor! 
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VP Membership ‐ Web Resource Links  
 
Membership application  
http://www.toastmasters.org/resources/membership‐application‐for‐clubs‐within‐districts‐
english   
 
Club Officer Resources link on TMI  
www.toastmasters.org/members  
 
District 101 website (find trainings, events, district promotions, updates)  
http://d101tm.org/  
 
Find useful material: Club Officers Checklist 
 http://d101tm.org/club‐officer‐resources/ 
 
TMI Membership building contests, club and individual promotions and rewards  
www.meetup.com/d101tm/  
https://www.toastmasters.org/leadership‐central/club‐officer‐tools/membership‐
building/membership‐building‐programs‐for‐clubs  
 
Success 101 (for purchase) Ideas for building, retaining and achieving club success  
https://www.toastmasters.org/shop/1622‐‐Success‐101   
 
FREE Membership Growth Brochure to assess and assist on club quality and help with growing 
membership  
http://www.toastmasters.org/1159_MembershipGrowth  
 
TMI Brand Portal, Marketing and club promotional materials  
https://www.toastmasters.org/shop/marketing/brochures  
 
Club Leadership Handbook  
http://www.toastmasters.org/CLH  
 
TMI Brand Portal ‐ logos, letterhead, business card, stationery, graphics  
www.toastmasters.org/vbp  
 
District 101 Areas and Divisions ‐ geographic breakout  
http://d101tm.org/divisions‐and‐areas/ 
 
Club Growth Director, District 101 Toastmasters 
growth@d101tm.org   
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Achieve Success
Attract and 

Retain Members

Follow the steps in this brochure 
and start enjoying a thriving 
club with happy members.

Did you know that…
�� �Up to 40% of your current members will leave this year. 
�� 20 members is the minimum number of members 
a club should have to function effectively.

�� �Research shows that Toast- 
masters members want more 
people in their clubs.
�� If for any reason your club mem-
bership is dwindling, consider 
seeking help from the Toastmas-
ters Club Coach Program. For 
clubs with 12 or fewer members, 
this program provides a lifeline 
that can help rebuild member-
ship to its former glory. For more 
information, visit www.toast-
masters.org/clubcoach

Discuss with potential members the 
immediate benefits they will gain by 
joining a club. By delivering speeches 
and taking on club roles, members can 
gain skills that will improve their lives 
personally and professionally.

WHERE LEADERS 
ARE MADE

“The deepest joy of belonging comes as one 
learns to cooperate, contribute and help…”

�Dr. Ralph C. Smedley Founder, 
Toastmasters International

TOASTMASTERS INTERNATIONAL
P.O. Box 9052 • Mission Viejo, CA 92690 • USA

Phone: +1 949-858-8255 • Fax: +1 949-858-1207
www.toastmasters.org

To view any of the products mentioned 
in this brochure, go to

www.toastmasters.org/shop.

http://www.toastmasters.org/clubcoach
http://www.toastmasters.org/clubcoach


Implement a Membership- 
building Program
CONDUCT A MEMBERSHIP DRIVE
��Hold a membership-building contest 
Participate in Toastmasters’ annual contests outlined 
on the Membership-building Contests page 
www.toastmasters.org/membershipcontests 
or create a contest of your own.
�� Conduct Speechcraft 

	� This short, seminar-style program is a great way to attract 
new members. Potential members learn basic speaking and 
evaluating skills. For more information about Speechcraft, 
go to  www.toastmasters.org/speechcraft.

RECRUIT FROM ALL AVAILABLE SOURCES
�� Hand out promotional materials at community 
organizations.
�� Give short talks about Toastmasters at company seminars 
on related subjects.

PUBLICIZE YOUR CLUB
�� Distribute fliers with your club information to local 
businesses, and display posters in strategic locations.
�� Send news releases announcing your club’s time and 
meeting location to local newspapers. For more ideas, 
go to 	www.toastmasters.org/membershipbuilding.

Establish a Guest Program
PROVIDE USEFUL MATERIALS
�� Brochures are perfect for guests. The Guest Packet (Item 387) contains brochures 
and additional items that are great for handing out to potential members.
�� A copy of the Toastmaster magazine allows guests to see what Toastmasters 
has to offer. 

WELCOME GUESTS WARMLY
�� Provide your guests with a name tag, have them sign the guest book and seat them 
next to someone friendly and knowledgeable.
�� Present them with a ribbon or small memento to make them feel welcome.

MAKE SURE TO FOLLOW UP
�� Send follow-up communication with details of membership benefits. Use The Benefits 
of Toastmasters Membership (Item 354).
�� Additional follow-up should occur each time the guest visits until they join.

Welcome New Members
CONDUCT A NEW MEMBER INDUCTION CEREMONY
�� Formally induct the member into your club to create a sense of belonging.
�� Present them with a Promotional Welcome Ribbon (Item 393W), if you didn’t 
already do so when they were a guest.

DEVELOP A NEW MEMBER ORIENTATION PROGRAM
�� Familiarize the member with all the meeting roles and education tracks. 
A Toastmaster Wears Many Hats (Item 1167D) and Toastmasters Recognition (Item 1212) 
are excellent resources for this. 
�� Direct the member to www.toastmasters.org to ensure they know what Toastmasters 
has to offer. The New Member Orientation Kit for Clubs (Item 1162) contains materials to 
orient and induct five new members.

IMPLEMENT A MENTOR PROGRAM
�� Assign the new member a mentor.
�� Train your seasoned members to be mentors using Mentoring (Item 296). The Club Mentor 
Program Kit (Item 1163) provides enough materials to mentor 20 new members.

Increase Member Retention via Satisfaction
EVALUATE THEIR INTEREST
�� Find out a member’s needs and goals to ensure they reach their objectives. 
The Member Interest Survey (Item 403) is a useful tool to accomplish this.
�� Base the focus of your club’s educational program on the results of your research.

ANALYZE REASONS FOR MISSED MEETINGS
�� Are members missing meetings because of the time or location? Consider 
changing it if the other members agree.
�� Are meetings too long? A shorter program might be more effective.
�� �Are members not given the opportunity to participate as much as they’d like? 
Try a rotation method so that everyone gets a chance to fulfill all the roles.

  NURTURE POTENTIAL NON-RENEWALS
�� �Has a member reached his or her original goal? Suggest a new goal, such 
as the advanced communication or leadership tracks.

�� �Are members “burned out” on fulfilling too 
many meeting roles? Lighten their load as 
needed.

Start Achieving Now!
�� �Plan your club’s year using the Distin-
guished Club Program and Club Success 
Plan (Item 1111).

KEEP TRACK OF ACHIEVEMENTS
�� �Keep track of your club’s goals using the Distinguished Club Program Goals 
(Item 1111C).
�� �Keep track of your member’s educational achievements using the applicable 
wall chart. The Wall Chart Set (Item 306) is ideal for this purpose.

KEEP YOUR CLUB AND ITS MEMBERS INFORMED
��On a monthly basis, review the achieved and remaining goals with your club.
�� Reward members as goals are achieved.

Building and maintaining your club’s membership is impor-
tant and challenging. Having a healthy club membership 
of at least 20 ensures more ideas, participation, input and 
better learning for all.

This brochure outlines some ideas to help attract and retain 
members and achieve success.

       IMPORTANT REMINDER:

Make sure members 
know they can earn their CL 

award just by fulfilling meeting 
roles and having their 

performance evaluated. 



• Ask a member from another club (look for one who you believe 
is especially motivational in their speaking ability) to do an 
education module at one of your club meetings. Create a guest 
list to invite prospective members who can benefit from the 
topic. Choose from the Successful Club or Successful Speaker 
series. (Note: the evaluation and listening modules work 
particularly well.) 

• Create a holiday invitation (St. Pat's, Halloween, Thanksgiving, 
spring, etc.) and ask each member to hand out invitations to 
friends and co-workers. Plan your agenda around a holiday 
theme. 

• Plan a special showcase meeting. Invite members from around 
the district to present a special program. Invite guests and be 
ready to sign them up on the spot. 

• Conduct a Speechcraft. If you do not have enough members to 
successfully launch the program, call on members from other 
clubs to help out. Warning: don't expect someone else to do all 
the work, though. Charge a fee for the Speechcraft that will 
cover the new member fee and the first six months of dues. At 
the end of the Speechcraft, offer a "free" membership to all 
successful participants. 

• Take your show on the road. Schedule your meeting in a new 
location where it will get new visibility. Suggestions: 
community center, library, retirement community, bookstore, 
etc. Get the facility to help promote your special appearance. 
Invite guests. 

• Appreciation night: Honor a community member at a special 
meeting. Ask the guest to say a few words promoting 
Toastmasters. Be sure to have lots of guests to help express your 
appreciation. 

• Design a club brochure and distribute it to prospective members. 
• Ask your Chamber of Commerce to list your Toastmaster 

meeting information in their newsletter. 
• Consider starting an advanced club that focuses on in-depth 

evaluations. Suggestion: each speaker should have three 
evaluators, in addition to the manual evaluator. These evaluators 
would concentrate on a specific area, such as: visual presentation 
(gestures, body language, use of space, etc.); verbal presentation 
(verbal crutches, creative language, variety, pitch, tone, etc.); 
and content (organization of thought, opening, body, close, 
impact on audience, etc.). 

• Advanced club idea: Start an advanced club that focuses on club 
building ideas. Have all educational presentations and speeches 
concentrate on the topic of club leads, strengthening weak clubs, 
prospecting for members, etc. 

• Develop a web site listing your club information. Make it 
visually appealing and interesting. (NOTE: Toastmasters has 
specific guidelines regarding web sites. Be sure to check this 
information.) 

• Use the videos from Toastmasters at a specially designed 
recruiting meeting. (NOTE: Your LGM and Division Governor 
should have these videos.) 

• Contact your city's various cultural centers. They may be 
interested in starting a Speechcraft for their members or perhaps 
a club. (NOTE: Many of these individuals will have English as a 
second language. It may be helpful to work with someone who is 
associated with the specific cultural community.) 

• Post brochures and flyers about your club at your local library. 
• Post brochures and flyers about your club at local book stores, 

both new and used. 
• Invite a prospective member to attend a conference with you. 
• Invite your family and friends to attend a speech contest. 
• Have a guest book at your meetings, and ask each guest to sign. 

Follow up with each guest by sending a thank you note and 
inviting them back to another meeting. 

• Offer to pick up a guest so you know that they will make the 
meeting. 

• Listen to your guest talk about their interests and reasons for 
visiting your club. Then match them up with a club member who 
has similar interests. Ask them to join. 

• Make sure you have lots of membership applications readily 
available at every meeting. 

• Order membership supplies from the Toastmaster catalog. Make 
sure you re-order before you run out. Have these available for 
guests. 

• If members belong to more than one club, ask them to bring their 
extra copies of the Toastmaster magazine to your club meetings. 
Prepare a binder with these copies, and have it available for 
review by guests. 

• Plan a club membership-building contest. 
• Have an occasional social meeting to recognize the family and 

co-workers of your club members. Remember it is the support of 
these people who help enable the club member's participation. 
It's nice to include them once in awhile. (NOTE: This is often 
done successfully around a holiday or other special event.) 

• Make your meetings fun. People will want to invite guests to 
share in the fun. 

• Keep business to a minimum at meetings when you have guests. 
Guests don't care about the business any way. If you don't have 
business to conduct, skip the business meeting all together. 

• Send out press releases on all your activities. Don't be 
discouraged if it takes awhile to be noticed. (NOTE: Small 
community newspapers are likely to give you the best coverage.) 

• Send personal notes to members that you haven't seen for 
awhile. Let them know that you've missed them, and are anxious 
to have them back. 

• Keep in touch with absentee members by sending out a review 
of each meeting by e-mail. 

• Buy a classified ad in your local paper. 
• Have club business cards made with your meeting date, location, 

time, and a contact number. Pass them out  everywhere. 
• Develop a mentor program. This will help encourage new 

members to keep involved with the program, and will  help long 
term members renew their enthusiasm. 

• Run a Toastmaster ad in your company newsletter. 
• Invite your boss to a club meeting. 
• Make a list of all the people you know who would benefit from 

Toastmasters. Invite one person from the list to each meeting. 
Ask them to join. 

• Have a procedure to follow up on new member leads. 
• Put a Toastmaster bumper sticker on your car. 
• Use a Toastmaster coffee mug at work. 
• Wear your Toastmaster pin on a regular basis, not just at 

Toastmaster meetings. 

Hundreds of Membership Building Ideas 
http://www.larkdoley.com/LDCD/3.Clubs/MembershipBuildingIdeas.htm 

From Mary Jo Manzanares, LGET of District 32  
Courtesy of Mike Raffety, DTM, Candidate for Region V International Director 



• Sponsor a Toastmasters booth at community events. Follow up 
with people who express an interest. 

• Promote Toastmasters at Career Fairs and Employment Fairs. 
Have a plan to follow up with interested individuals and groups. 

• Start a speakers bureau. Make sure your speakers promote 
Toastmasters at their engagements. 

• When someone compliments you on a presentation or a speech, 
be sure to mention that you developed your skills in 
Toastmasters. Ask if they would be interested in doing the same. 

• Ask your doctor, dentist, optometrist, etc., if you can leave 
Toastmaster brochures in their offices. Make sure there is a 
phone number to call for more information. 

• Ask your guests for feedback after a meeting. Then listen to 
what they liked and didn't like. Make changes as appropriate. 

• If a guest visits your club, but the meeting time or location 
doesn't work out for them, make sure you refer them to another 
club. Contact a district officer if you need help in doing this. 

• If a member announces that they will be moving, or have 
accepted a new position that doesn't allow them to continue with 
club meetings, have a going away gift for them --- a list of the 
Toastmaster clubs that meet where they will live or work. Let 
them know that they can transfer their membership. 

• Start an advanced club that does television work. Contact your 
cable access channel or a vocational school that does this 
training. 

• Does the company where you work have a Toastmaster club? If 
not, start one. Contact a district officer for assistance. 

• Have a Table Topics session that is based on membership ideas. 
Make sure someone writes down all the ideas and then plan a 
follow up strategy. 

• Challenge the other clubs in your area to a membership contests. 
• Challenge another club to a membership contest. Loser buys 

pizza for the winning club. 
• If you belong to other organizations that schedule speakers, try 

to include a fellow Toastmaster on the program. 
• Write articles for your local newspaper. Make sure your 

biographical information includes your Toastmaster 
membership. 

• Read your Toastmaster magazine each month. There are good 
membership ideas in it. 

• If you have a strong club, consider being a "big brother" to a 
struggling club. Help out with speakers, evaluators, and just 
being an audience member. 

• Start an advanced club that focuses on storytelling. 
• How many clubs do you belong to? If the answer is one, 

consider joining another club (at work or home) or maybe an 
advanced club. 

• Plan an executive committee meeting and brainstorm for ideas 
about how to reach prospective members. 

• Attend officer training and talk to officers from other clubs 
about how they prospect for members. 

• As you reach the end of the Toastmaster year, make sure your 
membership is over 20 so you qualify to receive your 
Distinguished and Select Distinguished ribbons. Nothing is 
worse than missing out on this recognition because your club is 
not at charter strength. 

• Celebrate your charter date annually. If you are not at charter 
strength, make plans to increase your membership so you will be 
on your charter date. 

• List your Toastmaster membership and achievements on your 
resume, as appropriate. 

• Be active in your community. This puts you in touch with other 
people who may be interested in Toastmasters. 

• If you meet in a public location, have a placard or other sign 
which announces your meeting location, date and time. For 
example: XYZ Toastmaster club meets here, Wednesdays at 
noon. 

• If you will be traveling, for business or pleasure, look for clubs 
in the area where you will be. Visit the club and see how they 
look for new members. Sometimes we all get in a rut and its 
good to see what other clubs are doing. 

• Some members feel that Toastmasters has significantly impacted 
their life and are willing to financially scholarship a new 
member. This is a way of extending Toastmasters to an 
individual who may be otherwise unable to join. This is typically 
handled by a member covering the initial membership and dues 
payment, with the new member maintaining the dues payment 
after the first six months. 

• If you meet at a church or other community location where you 
pay a small token as a meeting room fee, discuss the possibility 
of offering a new membership and six month dues payment as 
your fee. The out of pocket expense to the club would be 
comparable, the benefit to the church would be that a member 
would be sponsored to a Toastmaster membership, and hopefully 
this would encourage other people to join. Sponsor a new 
member for each period of time that you make a payment. After 
the initial six months, the member must continue the dues 
payment on their own. 

• Contact a women's shelter about sponsoring a Speechcraft. Since 
these are generally women in transition, make sure they have 
information about where to join a club after the Speechcraft 
ends. Check with the agency sponsoring the shelter. They may 
be willing to have the Speechcraft as a regular event. 

• If your meeting attendance is dropping, take a look at your 
meeting location. It may be time to move. 

• If you are experiencing membership problems, make sure you 
don't discuss them when you have a guest visiting. No one wants  
to join a club that has problems. 

• Be nice to your guests. Sometimes we focus too much on getting 
someone to sign an application, and forget basic courtesy. 

• Membership is the responsibility of every Toastmaster, not just 
the Vice President of Membership. 

• Leaflet a neighborhood with flyers about your club. (NOTE: 
This works well in apartment or condominium complexes.) 

• Have a recognition meeting to acknowledge all members who 
have sponsored a new member. 

• Have an induction ceremony for new members. It makes them 
feel important and a part of the organization. It's almost 
impressive for other guest in attendance. 

• Take a look in the mirror. Do you smile enough. Guests want to 
see a smiling face welcoming them to a meeting. 

• Is your club so large that members aren't getting speaking 
opportunities. If this is your challenge, consider splitting into 
two clubs with at least 20 members in each club. (NOTE: This 
option is viable, but may cause other challenges to develop.) 

• Tell your friends how much fun you have belonging to 
Toastmasters. 

• Write an article for the Toastmaster magazine. Circulate it at 
your work. 

• If you own your own business, have you encouraged your 
employees to join Toastmasters? 

• Leave club flyers at your hair salon. 
• Ask the people you do business with on a regular basis to come 

with you to a meeting. Some ideas: banker, grocery clerk, 
gardener, veterinarian, postal clerk, real estate agent, clergy, 
retail store clerk, etc. 



• Do you use the services of a department store personal shopper? 
These people come in contact with hundred of people a day, and 
need strong communication skills. Ask yours to accompany you 
to a club meeting. 

• Ask a district officer to come to a membership building meeting 
and give an inspirational address. 

• Talk with your area governor about membership problems you 
are facing. Sometimes getting an outsider's opinion will give you 
a new way of looking at things. 

• Have a secret pal program within your club. Outside of the 
meeting times, the secret pal will send encouraging notes, ideas, 
evaluations, etc. to the person who is their secret pal. Reveal 
after six months. Keeps people coming to meetings as they try to 
figure out who is their secret pal. 

• Participate in career day at school where you can tell students 
about Toastmasters. Don't forget, many high schoolers are 
eighteen and eligible to join a club. 

• If your club meets at a church, request that your meeting 
location be published in the church newsletter or bulletin. 

• Set a good example at your club meetings. Encourage 
excellence. 

• Have at least one meeting each month where the speakers and 
educational program focus on membership and club building 
topics. 

• Does your club stop meeting during the summer months? 
Continue on instead. Even though attendance may be low, you 
can keep your momentum going instead of stopping and then 
trying to build back up all over again. 

• Meet weekly instead of semi-monthly. 
• Even if there is a low attendance at a meeting, still have the 

meeting. Continuity matters. Don't give up hope. There are lots 
of success stories about 3-4 people showing up for meeting after 
meeting. Keep doing that, and you can turn things around. 

• Don't let internal strife destroy your club. Address your problem, 
resolve it, and move on. 

• Make a list of the best things about your club. You now have a 
list of selling points to use when recruiting new members. 

• Make sure that every speech given at your club is a manual 
speech. As members see growth in others, it will encourage them 
to stick with it. And guests will want to join, so they can start 
achieving this success as well. 

• Stay on time. Nobody wants to go to meetings that start late. 
• Mail dues reminders to unpaid members. If they are temporarily 

unable to make a meeting, at least let them know they can keep 
their dues current. 

• If you have children over 18, remember that they can join 
Toastmasters. While you may not want them in your own club, 
encourage them to find a club that will work for them. And don't 
forget their friends! 

• Have a time during the meeting when members can announce 
promotions or special assignment that they attribute to their 
Toastmaster membership. 

• Buy a Toastmaster T-shirt from the catalogue. Wear it when you 
work out, exercise, to the grocery store. Be prepared to answer 
questions. 

• Personally donate a new membership and six months of dues to 
a charity auction. Make the membership for a club of the 
bidder's choice if the auction is drawing people from a broad 
area. 

• Personally donate a conference registration for your district's 
conference. Arrange to meet with the successful bidder at the 
conference, and convince them to visit a club. 

• Post club flyers at local business school and vocational schools. 

• Develop contacts and local business and vocational schools. Ask 
to do a presentation to classes regarding communication skills 
and how valuable they are in the job market. Have Toastmaster 
club information available to pass out and encourage students to 
attend a meeting. (NOTE: If the instructor permits, get names 
and addresses of students who would like someone to follow up 
with them.) 

• Get some fellow Toastmasters to donate time for a television 
fundraising campaign like PBS, telethons, etc.. Wear 
Toastmaster T-shirts. If you get a group together the station will 
give the organization a plug. If it's a large enough group, you 
may be able to arrange an on camera interview about the 
organization. 

• Develop a list of potential members who have e-mail access. 
Forward information about Toastmaster events to these people. 
Keep people on the e-mail list as long as there is interest. Don't 
SPAM! Only e-mail people that you've had contact with. 
Remove people from your mailing list, if requested. 

• Look for ways to get publicity for Toastmasters in general, and 
your club in particular. 

• New club idea: Consider the existing clubs in your community. 
Is there a day of the week that is not served by Toastmasters? Is 
there a time of day missing (no morning or lunch hour 
meetings)? How about a weekend club in a metropolitan area? 

• At all areas within the district (area, division, district, club) have 
workshops on how to start a new club. 

• Award pins for recruiting a particular number of members. 
• Think about groups that may not yet be served by Toastmasters 

in the community: seniors, physically challenged, unemployed, 
non-English speaking communities, etc. Can you start a club for 
them? Invite them to a club meeting? 

• Start a club with mid-day meetings for stay at home Moms. 
They club may choose to have a parenting focus. Possible 
meeting time 3-4:30, maybe meeting at a local school with 
students helping out with child care during the meeting. 

• Remember to submit semi annual dues on time. If you don't pay 
the dues, you don't have any members. 

• Build membership, and retain current members, by having an 
excellent product: dynamic meetings. 

• Do an in-club Speechcraft and/or Success/Communication or 
Success/Leadership module. Send out press releases about these 
exciting educational opportunities. 

• Once a quarter have a "Guest Night." Each member should bring 
at least one guest. 

• Break club members into teams and have a one month 
membership contest. The team that signs up the most new 
members is served a special dessert, provided by members of the 
other team(s). 

• Ask a Toastmaster who is working in the Discussion Leader 
advanced manual to do a session to lead the club in a 
membership building idea session. 

• Do press releases to local media on all special events and on 
member's accomplishments. Include photos whenever possible. 

• Form a Guest Committee under your Sergeant at Arms. Ensure 
that every guest receives a follow up call and/or note. Be sure to 
invite the guest to come to another meeting. 

• Invite every guest to join. Many people are waiting to be asked. 
• Ask TI for a list of all your club's former members. Plan a 

special event and invite them all. Include them in the program, if 
possible. Send out a press release, and if any of your former 
members are high profile in the community, be sure to mention 
this in the press release. 



• Enhance membership retention by ensuring that every member is 
a stakeholder in the success of the club. Put every member on a 
committee, and make sure that they have a specific job to do. 
There are many benefits to this besides membership retention, 
including an opportunity for leadership experience. 

• Build morale internally within your club. Thank and praise your 
members for a job well done or an outstanding performance. A 
few kind words can keep members coming back for more. 

• Stay on task. Keep focused on the important success factors 
within the club. People join Toastmasters as an educational 
organization. Don't lose them because you lose sight of your 
goals. 

• Share pride in the accomplishments of your members. Celebrate 
the success of reaching a goal. Make the club a place that 
members want to come to share the successes outside of 
Toastmasters as well. 

• Don't lose members after they complete their CTM. Make sure 
all members are aware of the outstanding advanced manuals 
available. Explain and talk about the advanced manuals early on, 
and create an expectation of continued membership. 

• Have a member present a module from the Successful Club 
Series. These are designed to be 10-15 presentations that can be 
given within the club. They offer great information on attracting 
and maintaining members. Some examples: Finding New 
Members For Your Club and Closing the Sale. 

• Read the Toastmaster magazine. This wonderful publication 
alone is worth the price of membership. 

• If a member has missed a couple of meeting, have someone drop 
them a note (or email). Even if you know why the members is 
gone (out of town, vacation, work commitment, etc.), the note 
may serve as a reminder that they are missed at the club and that 
the club is anxious for them to return. 

• Don't let a new member drop out after their icebreaker speech. 
Make sure they are put on the schedule again as soon as 
possible. 

• Treat all guests warmly and make sure they are introduced to 
club officers and members. 

• Have a guest book, and ask guests to sign. Make sure you get 
their name, address, phone, email, for follow up. Then be sure to 
follow up! 

• Make sure that all members wear their name tags, and have them 
available for guests as well. Don't make people guess at 
remembering names. Be sure to use your guests name when 
talking with them. 

• Make sure that your meeting location is conveniently located, 
accessible and user friendly. 

• Encourage guests to participate, if they are interested. 
• Ask for guest comments at the end of the meeting. This may 

give you a specific hook to use in asking the member to join. Or, 
it may give you information that indicates that you need to 
change your ways to make your club attractive to prospective 
members. 

• Have a formal induction ceremony to present the new member 
with their pin. 

• Assign a mentor/coach for the new member. Make sure that the 
mentor can help keep the member motivated about coming to 
meetings and committed to their Toastmaster membership. 

• Consider scheduling a social event that can showcase what 
Toastmasters can offer. Make sure you follow up on all new 
member leads. 

• Create a newsletter. Make sure it is sent to all members. If a 
member has been away for awhile, it may help to remind them 
all the excitement that they are missing. 

• Have a monthly drawing for a Toastmaster prize. Every time a 
member brings a guest to a meeting, their name is put into a 
basket for a drawing. At the last meeting of the month a name is 
drawn out and a prize is awarded. Have a duplicate prize to give 
the guest if they became a member. 

• Contact local businesses to see if they will allow your club to 
have a counter display at their location. 

• Have and use a club web page. 
• Have club business cards printed with the club name, meeting 

location, time, etc. Make sure members give them out to 
everyone. 

• Consider a booth at a fair, craft show, trade show, or career fair. 
• Research the possibility of running an ad (even better if you can 

get an interview or article) in Company newsletters of businesses 
in your area. 

• Provide inserts to be used in payroll envelopes. 
• Place an ad in local church newsletters or programs. 
• Post flyers on community bulletin boards. 
• List the club with the Chamber of Commerce. 
• If you have members who travel a great deal, encourage them to 

visit a club when they are on the road. (This information is easily 
accessible through the Toastmasters web site.) Ask them to share 
their experiences with the executive board. Maybe you can get 
some new ideas for your own club. 

• Know how to fill out the membership form. Make sure all club 
members know how to do it. Maybe this could be used as an 
educational moment in the club. 

• Have membership forms filled out with standard club 
information. Then all you have to do is add in information 
specific to the new member. This may help cut down on the time 
and confusion of the forms. 

• Be sure to send the membership form and a check to TI. A 
person is not a member untill TI knows about it. 

• Develop club talking points that can be used when talking to 
prospective members. 

• Have a guest evening that is totally devoted to guests. Have a 
speaker explain what Toastmasters is all about, how much it 
costs, meeting frequency and time, etc. Every member must 
bring a minimum of one guest. Advertise in local newspapers. 
161. Develop a public relations campaign to keep your club 
name in the public eye. 

• If you have a good membership idea, forward it on to your 
District Officers for inclusion in the District Newsletter. 
Hopefully other clubs can benefit from your idea as well. 

• Break down your annual goal for new members into a monthly 
goal. It will seem much easier to meet that way. 

• Send out dues statements to encourage members to pay their 
dues early. You have to pay your dues to be a member. 

• Prepare a two-sided flyer. One side tells all about Toastmasters, 
the other side gives testimonials about the organization, along 
with the individual’s profession. Distribute to local businesses. 

• Have a secret greeter at your meeting to make sure everyone is 
warm and welcoming to members and guests. 

• If members have membership in multiple clubs, collect the extra 
Toastmaster magazines and distribute to local businesses. Have a 
card stapled to the front with information about who to call for 
more information. 

• Prepare a flyer listing clubs in your geographical area, rather 
than just an individual club. 

• Invent your own! 
 



MEMBERSHIP APPLICATION &  
PAYMENT INFORMATION

To become a club member, please

1. Completely fill out and sign the Membership Application.

2. Completely fill out and sign the Payment Information document (page 3).

3. Submit both completed and signed documents to the club officer.

For questions, please contact membership@toastmasters.org.

Club Information 
This section is completed by a club officer.

_______________________________________________________________________________________________________________________________________
Club number 	 Club name 	 Club city		

Applicant Information
This section is completed by the applicant.	 	

_________________________________________________________________________________________
Last name/Surname	 First name	 Middle name

The monthly Toastmaster magazine will be sent to the following address:	

_________________________________________________________________________________________
Organization/In care of 

_________________________________________________________________________________________
Address line 1 (limit 35 characters)

_________________________________________________________________________________________
Address line 2 (limit 35 characters)

_________________________________________________________________________________________
City 	 State or province

_________________________________________________________________________________________
Country	 Postal code

_______________________________________________________________________________________________________________________________________
Home phone number	 Mobile phone number 	 Email address
	

  Male         Female Membership Type 
This section is completed by a club officer.

  New 

  Dual 

  �Transfer (If applicant 
is transferring from 
another club, please 
fill in the three lines 
below.)

  �Reinstated (break in  
membership) 

  �Renewing (no break 
in membership) 

_______________________________________
Previous club name 

_______________________________________
Previous club number 

_______________________________________
Member number

MEMBERSHIP APPLICATION

I want my membership to begin:_______________________________________
	 Month/Year

Page 1

Club Dues and Fees Worksheet
Club dues must be paid directly to the club. World Headquarters 
cannot process credit card payments for club dues.
International Fees and Dues    $	______________
(from line 3 above)
Club new member fee 	 ______________

Club dues 	 ______________

Total payment to club	 ______________

Toastmasters International Dues and Fees
This section is completed by the applicant with the help of a club officer. Dues and fees are payable in advance and are not refundable or transferable 
from one member to another. 

1. New member fee (US$20)	 US$_________ 	

Paid only by new members, this fee covers the cost of the  
first education path, online copy of The Navigator and processing	  	

2. Membership dues	 US$_________
Paid twice a year by all members, membership dues are  
pro-rated from the member’s start month: 	

3. Total payment to Toastmasters International	 US$ ________
Total of 1 and 2. 
	

  October
  November
  December
  January
  February
  March

or    April
or    May
or    June
or    July
or    August
or    September

DISTRICTED

US$45.00  $_________
37.50    _________
30.00    _________
22.50    _________
15.00    _________

7.50    _________

UNDISTRICTED

US$33.75  $_________
28.13    _________
22.50    _________
16.88    _________
11.25    _________

5.63    _________



Sponsor of New, Reinstated or Dual Member 
This section is completed by a club officer.

���������������������������������������������������������������������������������������������������������������������������������������
Sponsor’s last name/surname	 Sponsor’s first name 	 Sponsor’s member number 	 Sponsor’s club number 
	  		

Member’s Agreement and Release
Consistent with my desire to take personal responsibility for my conduct, individually and as a member of a Toastmasters club, I agree to abide by the principles 
contained in A Toastmaster’s Promise and the Toastmasters International Governing Documents and my club. I will refrain from any form of discrimination, 
harassment, bullying, derogatory, illegal, or unethical conduct, and I understand that if I engage in such conduct, I agree to reimburse Toastmasters International, my 
club or other clubs, or other individuals involved with Toastmasters, for any damages, losses or costs resulting from my conduct. Understanding that Toastmasters 
programs are conducted by volunteers who cannot be effectively screened or supervised by Toastmasters International or its clubs, I release and discharge 
Toastmasters International, its clubs, governing bodies, officers, employees, agents, and representatives from any liability for the intentional or negligent acts or 
omissions of any member or officer of my club or other clubs, or any officer of Toastmasters International. Should a dispute of some nature arise, I expressly agree to 
resolve all disputes, claims, and charges relating to Toastmasters, districts, clubs and Toastmasters members in accordance with Protocol 3.0: Ethics and Conduct.

By submitting this application, I expressly agree to the following: 

■■ The collection, use and processing of the personal information I provide to Toastmasters in this membership application for the purposes of organization 
administration, payment of my dues, and inclusion of my contact information in a members’ directory that will be distributed to members and employees of 
Toastmasters. In addition, the collection, use and processing of my personal information collected by Toastmasters International through Toastmasters’ website and 
by electronic communications. 

■■ That my information may be accessed and used by Toastmasters, its employees and agents, district officers and club officers, by submitting my personal 
information to Toastmasters, accessing Toastmasters’ website or communicating with Toastmasters.  

■■ Maintain changes to my personal contact information to ensure it is accurate and current by updating my personal profile page located on the Toastmasters 
International website: www.toastmasters.org\login. I understand that the majority of the data requested in this application is necessary for administrative and 
planning purposes.

■■ That Toastmasters International, its employees and agents, district officers and club officers may send me communications, emails and messages, and may contact 
me through electronic communications, emails, messages, phone calls and mail.

A Toastmaster’s Promise
As a member of Toastmasters International and my club, I promise

��To attend club meetings regularly

��To prepare all of my projects to the best of my ability, basing 
them on the Toastmasters education program

��To prepare for and fulfill meeting assignments

��To provide fellow members with helpful, constructive 
evaluations

��To help the club maintain the positive, friendly environment 
necessary for all members to learn and grow

��To serve my club as an officer when called upon to do so

��To treat my fellow club members and our guests with respect 
and courtesy

��To bring guests to club meetings so they can see the benefits 
Toastmasters membership offers

��To adhere to the guidelines and rules for all Toastmasters 
education and recognition programs

��  To act within Toastmasters’ core values of integrity, respect, 
service and excellence during the conduct of all Toastmasters 
activities

Verification of Applicant
By my signature below, I agree to the terms of A Toastmaster’s Promise and the 
Member’s Agreement and Release stated above, and certify that I am 18 years of 
age or older (in compliance with the Toastmasters Club Constitution for Clubs of 
Toastmasters International).

I acknowledge that my electronic signature on this document is legally equiva-
lent to my handwritten signature.

Verification of Club Officer
I confirm that a complete membership application, including the signatures of 
the new member and a club officer, is on file with the club and will be retained 
by the club.

By my signature below, I certify that this individual has joined the Toastmasters 
club identified. As a club, we will ensure that this member receives proper 
orientation and mentoring.

I acknowledge that my electronic signature on this document is legally 
equivalent to my handwritten signature.

�����������������������������������������������������������������
Club officer’s signature	 Date

In order for this application to be valid, both signatures are required.
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�����������������������������������������������������������������
Applicant’s signature	 Date



Page 3

PAYMENT INFORMATION

  MasterCard

  Visa

  AMEX

  Discover	

US$____________________________________________________________
Amount 

______________________________________________________________
Card number 

______________________________________________________________
Expiration date

______________________________________________________________
Name on card

______________________________________________________________
Signature

  �Check or money order 

Check or money order must be for U.S. funds drawn on a U.S. bank. 

US$____________________________________________________
Amount

______________________________________________________
Check or money order number

  Other

______________________________________________________
Other

The club officer must follow the instructions below once the Membership Application and Payment Information documents are received.

1. Sign and date the applicant’s Membership Application.

2. �Submit the Membership Application and Payment Information documents online by logging in to www.toastmasters.org/clubcentral. 
You can also mail the documents to Membership, Toastmasters International, P.O. Box 9052, Mission Viejo, CA 92690, U.S.A.,  
or fax to +1 949-858-1207. Please use only one of these methods to avoid duplication.

3. �After receiving confirmation that Toastmasters International has received and processed the Membership Application and Payment  
Information, the club officer must:

    a. Retain the applicant’s Membership Application with other club documentation; and

    b. �Immediately destroy the applicant’s Payment Information document (page 3) and any copies in the club officer’s or club’s possession, 
including all electronic copies.

Payment Method to Toastmasters International
This section is completed by the applicant and is for payment to World Headquarters only (the amount listed in line 3 on page 1). World Headquarters 
does not collect club dues.
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