
Embarrassment Director Tom Thorfinnson 

  For at least the first 

10 years that I was in 

Rotary I never asked.  

I never asked some-

one else to join Ro-

tary.  The reason be-

ing I was embar-

rassed.  My club was 

a singing club and 

singing songs like 

“Daisy, Daisy Give Me 

Your Answer True” 

was not very attractive 

to the people I was 

most likely to invite.  

In addition the style 

and feel of our meet-

ing might have been 

attractive to my father, 

but was not very at-

tractive to my genera-

tion.  The look and 

feel of my club when 

you walked in the door 

was simply embar-

rassing to me. 

  Today my club is in-

formal, respectfully 

irreverent and simply 

fun.  Most of the time 

our meetings are 

crisp, and well worth 

attending.  In addition 

the core values of our 

organization are part 

of what our club is all 

about:  Service to 

those in need, fellow-

ship, and promoting 

integrity; the kind of 

values that every gen-

eration is proud to be 

a part of.  It is an easy 

sell, and a product I 

am proud to be mar-

keting. 

In the last 10 years I 

have been responsible 

for bringing a number 

of people into Rotary 

and into my club.  I 

now have a great 

product to sell and the 

courage to ask.  Take 

the time to change the 

wrapping on the pack-

age, make sure the 

core values are in 

place and then 

proudly include a 

friend in the experi-

ence that is “Service 

Above Self.” 

  It is the job of our 

board of directors to 

make certain that Ro-

tary International pro-

vides to you and your 

club the tools needed 

to help your club 

make this happen.  

Your ideas and feed-

back in this regard are 

greatly appreciated.  

Editor:  

RRIMC Jim Ives 
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Club Elections 

Remember to have your club officer elections by December 31st, and send your elected officer 

names to Rotary International by the 31st as well. Please donõt overlook the importance of Club Mem-

bership and Retention chairs. 
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The Perfect Gift      Karl Ohrman  D-7300 Membership Chair 

   It‟s Christmas time. The time 
when we think of our favorite 
things which usually means family 
and friends. We also usually think 
of the perfect gift to share with 
these dear people. 

   When we find the perfect gift, 
we take special care in its presen-
tation. We don‟t throw it into a 
blue Giant Eagle bag and toss it 
under the Christmas tree. 

   We wrap it in colorful tissue pa-
per, put it in an attractive box, 
wrap it in fancy holiday paper and 
top it off with colorful ribbons and 
a bright bow. This perfect gift is 
special and we package it with 

the respect it deserves. 

   I have another perfect gift – Ro-
tary membership. If we think to 
ask a dear friend to join Rotary, 
do we treat the process like our 
gift-wrap? Do we take special 
care to make the invitation as at-
tractive as possible? Do we pack-
age his or her attendance at your 
Rotary meeting with special care? 
Do we wrap the process up with 
fancy ribbon and a big bow? We 
should. 

   Rotary membership is some-
thing special and should be 
treated as such. Rotary member-
ship is a wonderful gift to present 

to someone who is special in your 
life. This quality person will bene-
fit from Rotary membership. Your 
club will benefit by having such a 
person as an active member. 

   Think Rotary membership at 
Christmas and all year round. 
Think of Rotary membership as 
something special, a perfect gift. 
Make sure to package the mem-
bership process as you would the 
perfect Christmas gift to your best 
friend. The future of Rotary is in 
your hands. 

 

Recently our club has been losing members due to economic conditions. We decided that we couldn't do 
anything about economic conditions, but we do know that people will put their money where their heart 
is, even in tough times. We scheduled a program for a regular meeting to talk about recruiting new mem-
bers. In preparation for that, we carefully picked out 4 or 5 Rotarians that we knew had a very strong love 
for Rotary and asked them to be prepared to tell why they joined or why they stayed in Rotary. We made 
it appear somewhat spontaneous and it triggered some folks that we hadn't arranged for to get up and 
give their 'Rotary testimony'. We were amazed at how moving some of the stories were.  

 One woman was brought to tears as she told the club that being a part of our organization had changed 
her life. She had been dealing with low self esteem and had started to isolate herself. A friend convinced 
her to join our club and now she feels she has lots of friends and that she is part of something greater 
than herself. She is a new woman, thanks to Rotary. She said that if times got tough for her at this point, 
there are a lot of things she would give up before giving up Rotary.  

 Another younger professional told us that when he transferred to our community he didn't know any-
one.  One of his clients invited him to join our club and he immediately felt that he was part of the com-
munity. He went on to be our club president, become active in United Way, tutor kids at the high school, 
etc. He told us that some of his dearest friends are members of this club. Becoming a Rotarian changed 
his life too.  

 We ended the program by telling the members that when we ask someone to join Rotary, we are not 
desperately "selling" a product - we are offering an opportunity to someone we admire to become part of 
something great. We are offering them a very valuable gift and we need to treat it as such.  

 It worked. Since then, we have had members bringing prospective members like we haven't seen in 
years. Since that program, we have had prospective members at every meeting, most of which have 
filled out the paperwork to become members. We were successful because we changed the attitude and 
the approach of those doing the inviting.  

Attitude is Significant  Past RRIMC Betsy Demary 



Editor:  

My fellow Rotarians: 

The playwright George Bernard 

Shaw once wrote, “Imagination is 

the beginning of creation. You 

imagine what you desire; you will 

what you imagine; and at last you 

create what you will.” 

There is no shortage in this world 

of people able to imagine a better 

future. But in Rotary, we do not 

just imagine that future -- we will 

it, and we work to create it. This 

we do through our two great 

strengths: our Rotary clubs and 

our Rotary Foundation. 

Over the years, I have been privi-

leged to witness firsthand the 

fruits of the outstanding work car-

ried out by Rotarians all over the 

world, supported by the programs 

of our Foundation. One thing that 

impresses me is how these 

programs focus not on short

-term satisfaction or reward 

for the giver. The best Ro-

tary programs and projects focus 

on building for the future – and 

making lives better for genera-

tions. 

Two decades ago, we Rotarians 

made a promise: to make life bet-

ter for the entire world, forever, 

by eliminating polio. It has always 

been an ambitious goal, but it has 

always been a realistic one. And 

now, thanks to our Rotary Foun-

dation, we are closer than ever to 

reaching it. 

It is my hope that with the help of 

the Bill & Melinda Gates Founda-

tion and Rotary‟s US$200 Million 

Challenge, there will soon come 

a time when we will be able to 

say that we have made polio a 

thing of the past. For if we fail 

now, we will fail all those who 

have gone before us, and every 

child to whom we made a prom-

ise. If we fail, we risk our own 

good name, and the good name 

of all the Rotarians who came 

before us. We will not fail. We 

can and we must succeed. 

I know that each one of you rec-

ognizes that The Future of Rotary 

Is in Your Hands – and that the 

future of our Foundation is as 

well. 
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OUR TWO GREAT STRENGTHS ARE ROTARY 

CLUBS   RI President John Kenny 

Adrian, MI Rotary Uses Project to Build Membership    
Submitted by PDG Jennifer Jones, D-6400   

  This project was identified by a group of "Rookies" as they named themselves.  During my Presidency, I was looking 
for a way to involve some of the newer Rotarians and former Rotarians that recently rejoined our Club. My two primary goals 
were to help them feel immediate ownership in steering the direction of the Club and to help them get to know each other and 
our more seasoned Rotarians.  I felt this was a way to increase membership and retention in Club.  Involved Rotarians are our 
best asset. 
 I worked with Greg DuMars, our Club Membership Chair and we invited 13 newer Rotarians to a combo Fireside Chat 
and Challenge request. After the Fireside chat, I asked them to consider accepting a challenge to work together, identify any 
project of their choosing and to then work out the service details with the hope that they would involve the greater Rotary group 
in the service part.  Instead of us trying to work new Rotarians into our group, I wanted them to do the reverse...I wanted the 
Rookies to ask seasoned Rotarians to get involved. I expressed that I wanted the project to be a service project that wasn't 
something we were already doing because I hoped that the group would reach into their own particular interests and skill sets to 
uncover an unmet basic need in our community.  We gave the group $1000 as seed money. 
 The group met several times and selected a project at a local domestic violence shelter.  Shelter employees and direc-
tors told them that the experience of being "homeless" can be particularly difficult in the teen years where there is immense pres-
sure to "fit in" and that having something for themselves, something NEW, could be reassuring to them and help defray some of 
the volatility of their situation.  The decision was made to provide a simple, flexible space where teenagers could gather, do their 
homework, get together with each other to share their experiences or simply to relax away from the general population of the 
shelter. 
 The Rookies did some extra fundraising to purchase new furniture, paint, carpet and entertainment systems for the 
dedicated space.  Instead of using hand-me-downs, the Rookies felt strongly that things should be NEW for this group to make 
them feel special.  They worked to negotiate discounts and labor where they could. The group repainted the walls (several 
times), installed new carpet and pad and purchased a futon, table and chairs, a Wii game and flat screen television and a small 
radio/CD player. 
A couple of the group have moved due to job changes but here is a list of the remaining Rookie class.  Really, they are Rookies 
no longer.  Patty Clark, IPP, Adrian Noon Rotary Club 
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WITNEY ROTARY CLUB ENJOY GREAT SUCCESS WITH THEIR ROTARY 

OPEN EVENINGS                             From Zone 17 & 18 Membership Newsletter 

Member Tips 

With sixteen new members inducted into the Witney Rotary Club in West Oxfordshire in twenty months, 

the age profile has been reduced and a new vigour has been added to club meetings and activities. Club 

Membership had slowly declined over the previous ten years from fifty down to forty, with recruitment en-

tirely dependent on members inviting potential members to Monday lunchtime meetings. 

Then in 2007 a further eight members left in a short period and the alarm bells rang in earnest. Everyone 

became aware that action was urgently needed to avoid a further decline. On the basis that “better to do 

something and fail, then do nothing at all” a new strategy was adopted. A “Rotary Open Evening” was 

planned, described as an opportunity to discover who we are and what we do. 

Why did we succeed? Because the whole club became urgently aware that we needed to recruit and so 

became committed to the cause. Other factors included a structured approach, and a determination to 

succeed. Most important of all, every action was focused on the need to find new members. Nothing was 

allowed to distract from that goal even though we didn‟t emphasize that fact in the lead up to the evening. 

Rotarian Grace Noble, the first lady member in the Witney Club, inducted in February 2008. It was delib-

erately not described as a “recruitment drive” to avoid putting undue pressure on guests. We were confi-

dent that if we could describe the ethos and range of activities encompassed by Rotary a sufficient num-

ber of our audience would be interested enough to accept our invitation attend two or three lunchtime 

meetings to „take a look at us‟. This in turn would lead them to eventually expressing a wish to apply for 

membership. The first lady member in the Witney Rotary Club, Rotarian Grace Noble, was inducted in 

February 2008 as a result of Witney‟s Open Evening. Subsequently three other ladies and a married cou-

ple have been inducted as a result of our „Rotary Open Eve-

nings‟. 

 

John Simpson 

Immediate Past President 

16 new members in 20 

months - 50% increase in 

membership  

Its in the Ask     By: DG Kathleen Tosco   D-6360 

One small story.  During one of my club visits in the St. Joseph/Benton Harbor area, a long-time Rotarian 

approached me after the meeting.  His son had moved to Portage (also in my district), and set up his 

business there.  The father thought his son might be ready to join Rotary.  I asked if he wanted me to 

have someone from Portage contact his son.  He appreciated the offer, and I asked my husband to invite 

the young man to Portage Rotary (Bob‟s club).  Bob became his sponsor, and I was able to induct him 

when I came to Portage Rotary to do my official visit.  Full circle.  It took all three of us to ask each other, 

and this new member – but the key word here is “ask”.   

Congratulations to all! All three Zones are showing positive membership    

gains through October. See the numbers on page 5. Ҧ      



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 

 


