
IN THIS MONTH’S NEWSLETTER RI PRESIDENT 

JOHN KENNY ASKS ROTARIANS TO PLACE A 

SPECIAL EMPHASIS ON VOCATIONAL SERVICE 

My fellow Rotarians: 
   There are many ser-
vice organizations in 
the world today, but 
none so old or so suc-
cessful as Rotary. 
There are many rea-
sons for that, and Vo-
cational Service is one 
of them. This year, I 
wish you to place a 
special emphasis on 
Vocational Service, 
which is sometimes 
the forgotten Avenue 
of Service in Rotary. 
   High ethical stan-
dards in business and 
personal life are still 
as important today as 
they were in 1905. 
Indeed, many of the 
problems our world is 
facing today have 
been caused by the 
failure to observe 
such standards in 
business affairs. 
   Vocational Service, 
in Rotary, means that 
we are committed to 
honest business and 
unassailable ethics, 
and that we are 
equally committed to 
using our vocational 

skills and advantages 
to help others. The 
idea is simple enough 
– but it is unique to 
Rotary. 
  Many service organi-
zations are open to 
anyone who wishes to 
join. That has never 
been the case in Ro-
tary. Rotarians only 
seek out as members 
those who are quali-
fied – those who have 
the character, the abil-
ity, and the resolve to 
make a real contribu-
tion to their club. 
   I have long believed 
that the bedrock of 
Rotary is our commit-
ment to ethical behav-
iour. It has been put-
ting what’s right above 
what’s convenient – 
and Service Above 
Self – that has made 
Rotary different from 
the rest. That is why 
we must always re-
member that whatever 
we do, we are each 
the public face of Ro-
tary. We are each the 
standard-bearers of 
our organization. What 

one member does, for 
good or for ill, reflects 
on all of us. 
   So much of what 
we’ve achieved as an 
organization has 
come about because 
of the trust the world 
has in Rotary and in 
Rotarians. That trust 
has been a major part 
of our success in polio 
eradication – the fact 
that we are known in 
every community, and 
known to be people of 
goodwill and good 
hearts. 
   If we wish to see our 
organization grow and 
prosper, we must 
keep Vocational Ser-
vice front and centre 
in our minds and ac-
tions. 
   We must seek out 
skilled and deter-
mined men and 
women of character. 
We must do what is 
right, even when it is 
inconvenient. And we 
must always, always, 
put Service Above 
Self. 

Editor:  

RRIMC Jim Ives 
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Membership/PR Regional Meeting                         Jim Ives, RRIMC Zone 29 

District 6630 helped RRIMC Jim Ives and 

RIPIRGC Jennifer Jones host a Regional 

Membership/PR meeting in Independ-

ence Ohio. 53 people came out  on Hal-

loween to learn and share their knowl-

edge of  PR and Membership best prac-

tices. Attendees included Past Director 

Mike Johns, 3 current District Governors, 

4 PDG’s, and DGE’s and DGN’s  (you 

never stop learning). We even had a pro-

spective member in attendance.  

There was great energy in the room, and 

some fantastic ideas were discussed. As 

one of President John’s goals is 80% 

retention of our members, we performed 

an exercise to develop a new member 

orientation, as well as ideas for existing 

members for retention. Once the findings 

of the discussions are summarized in a 

document, they will be posted on the 

Zone website. Attendees appeared to be 

energized on their way out the door, and 

one attendee mentioned they appreciated 

the positive approach to the topics. All in 

all, a great day! 

RIBI Membership, Development & Retention Committee Rotary clubs are really good at organizing 

events and activities that will benefit others. Events and activities are planned carefully with clear ob-

jectives; we know what has to be done & who will do it; we do it and, afterwards we evaluate our suc-

cess. We need to use these same skills and disciplines to build a parallel plan that will give us a mem-

bership dividend from every event A plan that will help ensure our own future so that we can go on 

delivering service long into the future. For every project we need someone or a team working along-

side the project planners with a specific objective to identify and realise the best possi-

ble membership development gain from that activity. Running an event or activity will 

not yield a membership gain unless we plan for it. 

The membership planner should:- 

 Identify the potential. Is it the participants, the audience or the parents of young peo-

ple benefiting from our Youth programmes? 

 Identify the objective. Is it the aim to recruit members for the club, for Rotary more 

widely or to form a new club from this group if they may not fit the present club? Will we 

recruit this time or just sow the seeds, let people know that we will welcome people just 

like them? The objective needs to be realistic and appropriate to the event. 

 Plan the action. Who will do the selling? how? when? where? 

 Select the most appropriate people to do the selling. Volunteers can hand out leaf-

lets but for more direct activity we need people who can relate to the target group, talk 

to them enthusiastically about the BENEFITS of Rotary membership. Make sure they 

have the resources and support they need. (Leaflets, pull ups, DVDs, space, time in the 

programme, whatever they need) 

 Afterwards we need to see how we got on. What should we do differently next time? 

 Make sure that any leads are followed up. Who will do that? How? When?  

 

All this may seem obvious. It is second nature to us because we plan our events this 

way - all I am suggesting is that we plan our membership development activity with the 

same care every time we do anything. 

CLUBS SHOULD LOOK FOR A MEMBERSHIP DIVIDEND 

FROM EVERY EVENT  From RIBI Zones 17&18 Membership Newsletter 

Peter Davey— RIBI Membership Chairman 

 Event Plan 

 Financial or service objective 

 Action needed 

 Who, how, when, and where? 

 Action 

 Evaluation 

 Membership Plan 

 Identify Potential 

 Participants, audi-

ence, parents 

 Who, how, when, where? 

 Action, evaluation 

 Follow-up 

Plan for the Dividend  

From Every Event 



Editor:  

Remove Obstacles     By: Jim Henry, RRIMC, Zone 34 

“Cause change and lead, accept 

change and survive, resist change 

and die.” 

(Ray Noorda - 1924-2006, technology 

pioneer, Novell Corporation CEO.)

 North America’s membership 

freefall suggests that changes in most 

Rotary clubs is not an option, it is a ne-

cessity. Obstacles generated by the 

Derriere Syndrome (“This is where I 

always sit”) will inevitably arise to defend 

the status quo because change threat-

ens comfort levels. However, Rotary is 

an organization of leaders in busi-

nesses, the professions, and in the com-

munity, most of whom have experience 

in causing change within their organiza-

tions. A major reason people join Ro-

tary1 is to network with such leaders. 

What better way is there to sharpen 

leadership skills than causing changes 

that improve the club’s service to its 

members, which will create membership 

growth and improve service to the local 

and international communities? Clubs 

that plan to change will face obstacles. 

When properly approached, the obsta-

cles can create major improvements in 

the strategic plan, which increases the 

odds of the plan succeeding. Often ob-

stacles are only reluctance to change 

rather than resistance to change. Over-

coming either begins when establishing 

the guiding coalition because reluctance 

and resistance will appear within the 

coalition itself. The leader (note singular) 

who is heading up the strategic plan first 

has to communicate why the club must 

change. This addresses the first objec-

tion that pops into almost everyone’s 

mind – is change necessary? When 

meeting members’ needs is established 

as the club’s top priority, communicating 

is an absolute necessity. Stable clubs 

may find this a difficult task even to iden-

tify, much less overcome. It is common 

for a stable club to grow older in age but 

not wiser in the Object of Rotary be-

cause it is bringing in and losing mem-

bers at the same rate. All clubs should 

determine their retention rate2 . Obsta-

cles fall into root forms, the most com-

mon of which are rational, emotional, 

and political, and often arise at unpre-

dictable times. Leaders should be pre-

pared to deal with every obstacle just as 

soldiers train for warfare because, at 

some point, leaders may think causing 

change is war. This is why it’s necessary 

to have the organization’s leaders in 

place and ready.  

 Overcoming every obstacle will 

improve the odds of implementing nec-

essary changes. Rational obstacles are 

easiest to prepare for and overcome. 

The need for change, in most cases, is 

logical and can be mathematically 

proven by analyzing the club – how 

many are joining, how many are leaving, 

and why. Once accomplished, rational 

thought will win out. If the club is stable 

or has a declining membership, the re-

sponse will be yes, change is neces-

sary. Nevertheless, thoughts like, “We 

tried that and it didn’t work,” will surface, 

as will “We’ve never done that before” or 

“We always do it this way.” Leaders usu-

ally can remove these obstacles by initi-

ating early, honest, and respectful com-

munication. But remove they must or 

plan implementation will be dead in the 

water.  

 Emotional obstacles will be 

erratic, different, and often surprising. 

This obstacle is generated by fear of the 

unknown and usually first surfaces when 

establishing the guiding coalition. In the 

beginning, almost everyone will be ex-

cited and inclined to have outbursts of 

enthusiasm. Leaders tend to visualize 

the potential improvement and emotion-

ally arrive at the end. Then, during plan 

implementation, obstacles appear, many 

manifested by thoughts like, “Are we 

going about this the correct way? Is this 

the right thing to do? This is not going as 

smoothly as we expected.” These de-

tours can become major issues, but will 

be easier to navigate if the club has ef-

fective and consistent communication 

methods. Political, or social, obstacles 

will certainly arise and are perhaps the 

most difficult to remove. Questions like, 

“Is this what Rotary is all about?” sur-

face, as will individual thought patterns 

represented by “How is this going to 

affect me?” “Am I going to lose my 

power? Is my importance to the club 

going to dwindle? Will my sacred cow be 

sacrificed? Why wasn’t I included in the 

decision making?” Often these are the 

most delicate to handle because mem-

bers with these doubts are often active 

in projects that may be no longer ac-

complishing their intended purpose, 

often referred to as sacred cows. Rec-

ognizing the reality of this type obstacle 

usually requires that the leaders talk 

personally with those involved.  

 Then there’s always Apathy. 

Wonder why? Combine these ingredi-

ents: Rotarians are busy people whether 

active or retired. They normally have 

strong personalities, and some, for dif-

fering reasons, will be comfortable with 

the status quo. Change requires adjust-

ment, and some people are reluctant to 

adapt (most clubs lose members when 

they change meeting time or location). 

Rotary leaders at all levels must recog-

nize that club membership, while impor-

tant, is not on top of members’ time-use 

list, particularly if it is not beneficial to all 

concerned. Leaders themselves often 

create almost insurmountable obstacles 

by promoting membership numbers in-

stead of maintaining standards; being ill 

prepared for meetings, turning them into 

time-wasters; or distributing mistake-

riddled or confusing communications. 

Apathy and the rational, political, and 

emotional question, “Does membership 

affect my self-image or how others view 

me,” are closely related. Apathy will be 

easier to overcome if the club has been 

maintaining operational standards and 

expectations representative of its mem-

bers, and pro-active in promoting ad-

vancement of the  (Continued on page 4) 
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Object of Rotary among business, 

professional, and community leaders.  

 When addressing obstacles, 

it’s better to be respectfully proactive 

than negatively reactive. Leaders must 

remember that change upsets many 

members’ comfort levels and that 

problems will surface. Leaders must 

treat questioners with respect and as if 

they are not resistant to change. How-

ever, they want to make sure the 

changes will be beneficial to all con-

cerned. 

 Regardless of how obstacles 

are presented, leaders should address 

each in a non-confrontational manner. 

Carefully planned communications, 

particularly non-verbal, are a neces-

sity. Eyeball to eyeball conversations, 

especially with those who disagree, 

are vital. Removing all obstacles will 

result in the plan’s improvement and 

better the odds for success. But the 

task will be much easier if leaders 

have been effective communicators, 

treated the obstacles as opportunities, 

respectfully addressed differences, 

and engaged members reluctant to 

change.  

To overcome obstacles, the strate-

gic plan’s guiding coalition must:  

 

- Accept that obstacles will occur 

- Communicate 

- Treat obstacles respectively 

- Effectively Communicate 

-  Approach obstacles as opportunities 

for improvement. 

- Communicate even more. 

 
1 Rotary Club of Buffalo, NMA Research, June 8, 

2007 
2 Club Assessment Tools, Rotary International 
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Remove Obstacles (Continued)                             by RRIMC Jim Henry, Zone 34 

Member Tips 

Let's face it: If Rotarians don't succeed in attracting younger members to their clubs, there won't be any clubs to attract 

members to. Megan Cotugno, a former Rotaractor who is now a Rotarian, doesn't mince words when she talks about the 

importance of younger generations to the future of Rotary. 

 "One thing I've done in the past few years is really advocate for Rotaract as an integral part of the family of Ro-

tary," she says. "Rotaract is the future of this organization. Youth may only be a small percentage of our community, but 

we are 100 percent of the future."  Cotugno became hooked on Rotary while accompanying her mother, who had just 

become a Rotarian, on a mission trip to Mexico City in 2001.  

 Rotaractors like Cotugno represent an important source of future Rotary club members. In honor of New Genera-

tions Month, we tracked down a couple of Rotaractors who went on to become Rotarians, as well as some who are wait-

ing to make the leap, to see what they had to say about making the transition from Rotaract to Rotary. 

Jonathan Nish, former Rotaractor and member of the Rotary Club of Putney, Greater London, England, since 2006: "The 

key is for clubs to invite Rotaractors. The relationship between the Rotaract club and the sponsoring club is important. 

You have to keep those channels open. The more young people who join, the more we sort of tip the scales and make it 

easier for others." 

Nina Kolenc, a former Rotaractor and member of the Rotary Club of Maribor Lent, Slovenia, since March: "My father was 

a Rotarian, and my mother and brother were in Rotary clubs. I think it's very important that Rotarians know about Rota-

ract. To be invited, they first have to know you. It is better if Rotarians have some projects together with Rotaractors; it's 

easier to make those connections." 

Vincent Graffeo, president of the Rotaract Club of Birmingham, Alabama, USA: "There is no system in place to transfer 

from Rotaract to Rotary. Rotaractors are getting out of Rotaract in their 20s and 30s. Your average Rotarian is in their 

50s, so there does seem to be an age gap. A lot of our members are interested in remaining in the family of Rotary. There 

definitely is a benefit for Rotary to reach out to Rotaractors and their clubs." 

Jorge Aguilar, president of the Rotaract Club of Chicago: "Rotaractors see ourselves as the next generation. I think it's 

very important for Rotary to attract younger members -- just look at the demographics. A great tool Rotary has is its edu-

cational programs. I was an exchange student in Switzerland in high school. I never would have been able to spend the 

time abroad as a young person if it wasn't for the [Rotary] Youth Exchange program. What family can afford that? That's 

how I got involved and what made me want to give back." 

Rotaractors sound off about future of Rotary                    By Arnold R. Grahl   



Membership Coordinators at Work for You 

  Dan Spencer        

Zone 32 
dans@camdencounty.com 

 

Districts: 

 

7230, 7250, 7260, 

7390, 7430, 7450, 

7470, 7490, 7500, 

7510, 7640, 7910, 

7930, 7950, 7980 

    Claudette Holly          

Zone 28 

cloudyh@hotmail.com 

Districts: 

5580, 5950, 5960, 

6220, 6250, 6270

  

    Diana Reed                         

Zone 28 

 Diana.Reed@drake.edu 

Districts: 

5650, 5970, 6000           

6420, 6440, 6450 

 

 

 

            Jim Ives 

           Zone 29 
Jives@att.net 

 

Districts: 

 

6290, 6310, 6360, 

6380, 6400, 6600, 

6630, 6650, 7280, 

7300 

 

      Mark Kriebel 

          Zone 29 
markkriebel@prodigy.net 

 

Districts: 

 

7120, 7150, 7170, 

7190, 7330, 7350, 

7370, 7410, 7210, 

7890 

 

To meet the membership goal of the 2009-10 Presidential Citation, a club must achieve a increase of at least one member by 31 

March. Clubs may also choose to complete another membership challenge designed to support the RI Strategic Plan 2007-10. Possibili-

ties include having at least 20 percent of club members bring a prospective Rotarian to a club meeting, recruiting at least one Rotary 

International or Rotary Foundation program alumnus/alumna 35 or younger, increasing club diversity by recruiting at least two new 

members who belong demographic group that's underrepresented in the club, or recruiting at least two new members with community, 

vocational, or international service experience. 

Three assessments included in Club Assessment Tools --the 25-Minute Membership Survey, Classification Survey, and the Membership 

Diversity Assessment--can help your club meet challenges. Here's how: 

ÅThe 25-Minute Membership Survey can help generate a list of recent RI or Foundation program alumni, community leaders with volun-

teer experience, and younger professionals in new or emerging classifications. If club members invite at least 20 percent of suggested 

prospective Rotarians to a meeting, the club not only will complete one of the challenges but also will be closer to achieving a net in-

crease of one new member. 

ÅThe Classification Survey reminds clubs to actively recruit alumni and community leaders. It also serves as a reminder that updating 

the club's classification roster important to ensuring its diversity, especially when it comes to seeking out representatives from new and 

emerging occupations. For example, if your club does have any Internet technology professionals on its roster, proposing someone for 

membership in this category would count toward diversifying across professions. 

ÅThe Membership Diversity Assessment encourages awareness of the goal for every Rotary club to reflect its community's professional 

makeup in terms of age, gender, religion, and ethnicity. Clubs that complete this activity will be on their way to recruiting two new mem-

bers who belong to an underrepresented group. 

Using Club Assessment Tools to Earn the 2009 - 10 Presidential Citation  

 At the Institute in Minneapolis the beginning of October, we took the opportunity to recognize the Districts in Zones 28 & 29 

(old 27 & 28) for their efforts in Membership and extension. The Districts recognized for Membership growth were 5650 (1st), 6440 

(2nd), and 7300 (3rd).  

 There were 8 districts that added one club apiece. They were Districts 5650, 6000, 6270, 6440, 6450, 6290, 6380, and 

6400. Congratulations to these Districts, and next year the new Districts will be included in our Membership Awards. They should 

provide superior completion as their growth numbers were very good last year. Remember that President John is asking for a net 1 

new member in each club, and 1 new club in each District. These goals, plus the 80% retention rate he is asking for should provide 

for great growth in our Zones for 2009-10. 

Membership Awards Presented in Minneapolis  


