Membership Growth – Corporate / Government Clubs

1. Invite a friend – the most effective mode of advertisement is the warm contact invitation. Have each of your members make a list of 15 people in the building or area who are not members of Toastmasters. Each member of your club must contact them by phone or in person. Email may not be used for the initial contact but may be used for reminders or confirming details.  If you have 10 members and they each bring 3 guests – that’s 30 guests at one meeting.  If only half of them join you have 15 new members from a single meeting!
2. Get management support – corporate management can be your best ally in encouraging people to join your club.  Managers can promote the club at staff meetings, they can encourage individual members to join to work on specific needs, and they can praise Toastmasters accomplishments in staff meetings and in performance reviews.  All of these are positive ways that management can show support without any cost to the company.

3. Company E-mail Bulletins – get permission from your company to use the company wide e-mail to advertise your club meetings.  Include in each bulletin the next two upcoming meetings.  Keep the bulletins to once per month or less to avoid wearing your welcome.

4. Corporate Visit – visit the management at a company near you that does not have a Toastmasters Club and get their support just like you got your own management on board.

5. Coffee and doughnuts – have some of your club lmembers stand in the kitchen or break room area with plenty of Toastmasters brochures and club flyers as well as some coffee and doughnuts.  Each person who takes a doughnut is expected to take a brochure and flyer and sign a prospect sheet with their name, contact number and email details.  It helps to hold this activity the day before or even the same day as your club meeting.

6. Give Away – have a simple gift of some type and hold a drawing among all the guests at your Open House.  The winner of the draw wins the prize. Be sure to let them know that they must be present to win. Some clubs have prepared a gift basket to use for this prize.

7. Traffic Stop – be where the traffic is in your office. Set up a table outside of the cafeteria or in the main lobby of your building and hand out flyers and brochures.  Have members there to speak about the club and the benefits of Toastmasters.  Be sure to have people sign the prospect sheet with their name and contact information.

8. Marketing Cards – hand out cards with your club contact information when you meet someone and they are interested in Toastmasters.  You can even order pre-made cards from Toastmasters International.

9. Post Flyers – although not the best form of advertisement, they should still be used as reminders and name recognition.  Post them in every place possible.  Some clubs have even placed flyers in the restroom stalls.

10. Speechcraft – offer a Speechcraft session at your office.  Plan to do this in 1 hour sessions over 8 weeks at a time that works with your company hours.  Lunch may work well.  Because you’re allowed to charge for Speechcraft you can set a fee to your company that includes the course materials, lunch each week and six months dues in your club.  After your Speechcraft and the first 6 months of membership, many of the participants will renew their membership.  You can ask your company management to help you recruit Speechcraft participants.

11. Conduct a Success in Communication or Success in Leadership Series – offer this option and run it the same way you would a Speechcraft as detailed above. Depending on the module selected, the course would take 2 – 4 one hour sessions.
12. Appreciation Day – invite someone in management to come be honoured by your club. If it is someone who is not readily approachable by the majority of your staff this could be a good draw of guests.

13. Website – whether you are a corporate or community club, you should have a website. Sites such as www.freetoasthost.org can help you get started.

14. Alumni Meeting – plan a meeting in which you invite people who are no longer members to come for a visit. This may give you the opportunity to bring some of them back. If you have people coming to visit who no longer work at your location, some of their old friends / co-workers may come to your meeting just to see the Alumni.

15. Ask Human Resources to include a flyer about the club in the new employee orientation pack.

16. Ask Human Resources to insert a flyer about the club with the payroll advice.

17. Continuing Education – ask about the possibility of club members earning continuing education credit.

18. Round Up Guests on your way to the meeting – as you are going to your meeting, stop by the desk of those you have been inviting to come to a meeting. Escort them to the meeting and make sure they’re introduced to the club members if they don’t know each other already.

19. Display your club Banner – put up your banner or a sign saying where you meet in the hallway outside your meeting place.  This is a great attention getter and a nice reminder to people walking by that they have the benefit of a Toastmasters Club in their building.

20. Toastmasters Magazines – place your old copies of The Toastmaster magazine in waiting rooms and receptions areas at your office and other offices near your meeting location. Cover the mailing label with a new label that gives your club contact information.

21. Company mailroom – if your company has a location where each employee can collect their mail, consider putting your club newsletter or flyer into each mail slot.

22. Display your TM trophies from speech contests, certificates for educational accomplishments and other awards – they make great conversation if displayed at your desk. Consider TM mouse pads etc.
23. Host a Pizza or Happy Hour – a great way to get people to come visit you. Once they are there you can talk about the benefits of Toastmasters and invite them to an Open House or demonstration meeting.

