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It’s the linkage between how the club is perceived internally and externally in the 
community. 

It’s important for the members themselves to understand what the purpose of their Club is and what that means to 
them as members and what it means in terms of their efforts in the community.

All operations of the club need to reflect its purpose and identity – when presented with 
a request for help, a donation or a project idea, members need to compare the request 
or idea with the  Club’s identity and ensure they are compatible

Part of a Club’s Identity is the kind of members it has, and the kind of members it needs

Once a Club is able to identify its place in the community, its purpose, and its 
membership needs, the groundwork is laid for a Club to implement recruitment 
strategies.
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It’s very important to not only ask yourselves these questions, but also discuss them as a 
group.  You need to decide what your Club is all about and the direction you want to 
head in, together.  Discussion about the work you do, the fun you have and the 
opportunities you encourage will basically become the foundation of your recruitment 
effort.  Each of you needs to be prepared to answer questions like, “What do you do?” 
“What is Kin?” “Is it fun?” “What do members get out of belonging to your club?” “What 
kind of time commitment does it involve?” “What is Cystic Fibrosis?” and so on.
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Whether your club discussed the above questions and had to resolve some things or you 
answered positively to the questions and are already ready to recruit, there are some 
really big mistakes that many clubs make when trying to recruit.  Here they are – don’t 
make the same mistakes!
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In Kin today, if we were an exotic car rental company, this is what we advertise to our 
prospective customers.

Service includes fundraising, projects, and events
Opportunity – Travel, Networking, and trying new things
Development, both personal and professional.
Fun & Fellowship
This is what we advertise!
But……when we finally get the prospective customer to our car lot…..
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…we give them a meeting to test drive!
(pause)
When we advertise all the amazing things we as Kin do, then we don’t let them 
experience that stuff right away and instead take them to a meeting, we end up killing 
their interest in Kin. 
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so many clubs insist that prospective members first attend one, two or three meetings, 
or they have “bring-a-buddy” nights. Meetings are generally the most boring part of 
what we do.  The secret to getting people interested in joining is to recruit them to 
PROJECTS, not meetings. Ask family, friends, coworkers, strangers, etc. to help you out at 
a service project... then make that project FUN.  People, especially younger ones, want 
to make a difference. They also want to have fun. A person having fun helping their 
community is far more likely to be interested in joining than someone who had to sit 
through 3 meetings.
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if your meetings go on for two hours or more, don’t bring anyone in. Get your meetings 
to under the 2-hour mark. 60-90 minutes is ideal.  People nowadays are super busy, 
especially women.  That doesn’t mean you can’t add an hour long social afterward –
please do! Just make sure you’re taking care of business efficiently and quickly.  It’s 
important that all members – new & experienced – consider meetings to be a necessary 
step in accomplishing the great things we do. We meet so that we can serve... (not the 
other way around).
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Most Kin have heard the same lecture over and over... ask, ask, and ask again. It’s TRUE. 
Study after study on volunteerism all conclude the same thing: a large percentage of 
Canadians say they haven’t or don’t volunteer because they haven’t been asked!  So the 
first piece of good news for your club: just asking people will skyrocket your chance of 
recruitment success.  Keep in mind what was discussed earlier – ask people to projects, 
not meetings. 
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1. 47% of Canadians, aged 15 and over volunteer each year.
2. Younger people are more likely to volunteer than Older people.
3. Single People are more likely to volunteer than married couples, however married 

couples have more volunteer hours than singles.
4. People who were involved in community activities as Children are more likely to 

volunteer and get involved as adults.
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By a show of hands, how many of you joined Kin for these reasons?
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What do you think of these statements? Is this a reflection of what the Association has 
become?
No where in our Mission Statement, Motto, or Objects of the Association does it 
mention “Meetings” yet it’s the number 1 thing we try and recruit members too.
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with declining membership can sometimes bring desperation. Many clubs make the 
mistake of getting to the point where they don’t care who joins, as long as they get more 
members. This can create a whole bunch of problems, and generally, it doesn’t work. Kin 
is a quality organization, you are a quality club... so you should want quality members! 
Current trends for clubs are that they either want anyone with a pulse, or they point out 
one quality of a person and ignore all of the other traits that person has.
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I like to say “Who you recruit is who you’ll retain”.  What that means is, if you recruit 
someone by only telling them about the fun and partying, you might get a member who 
is only interested in the fun aspects of Kin – they won’t be there to work the projects.  
To get well-rounded members, you need to make sure your recruitment is well-rounded. 
An easy solution is to have prospective members attend a project, a social and a 
meeting before you’ll “allow” them to join. Yup, I said “allow”. Take the approach that 
your club is THE group to join and you won’t let just anyone in.  This also reduces the 
pressure-to-join-feeling people have when being recruited. 

20



Make sure you expose the member to everything you’ll want them to be involved in 
after they’ve joined. Invite them to a service project or event so that you and the 
prospective member can see if they have the right stuff to be a Kin volunteer.
Be observant and watch out for tell-tale signs that the person isn’t right for your Club. If 
they keep asking what they would get out of being a member, or what’s in it for them, 
maybe they’re not the kind of service-before-self person your Club needs.
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One great trait doesn’t always make a great member. Invite the prospective member to 
a social or work party and make sure they are not only fun, friendly and want to make a 
difference, but that they’re also a good person. Finally, invite them to a meeting to see 
how they react and handle the business end of the Club.
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Just because someone is a professional and sounds good on paper, doesn’t necessarily 
mean they’re right for your Club. 
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So how do you ensure that your Club is attracting VIP prospective members?
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The Kin Club of Russell advertise they have a waiting list to join their club. The purpose 
of advertising the waiting list is twofold. One it creates the perception of demand to the 
public and Two, it allows the club to be selective in who they allow in. 
This approach generates a lot of excitement in the community – everyone wants to be a 
part of something exclusive.
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The Kin Club of Russell conduct all of their business at executive meetings. 
Communication is a high priority of the members, and anything arising from executive 
meetings by the General Membership is resolved with Notice of Motions. The General 
meetings are fun and educational. 
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Membership Retention is Kin Canada’s #1 issue.
District 1 has consistently decreased in membership for many years. We’re not alone in 
that. 
Just this past August at National Kinvention, we as an association finished positive +122 
members for the 1st time in over 30 years.
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2012-13, District 1 finished the year -70 as of June 30th, and Kin Canada finished at -263. 
•This means that District 1 lost 265 members. 265!
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•District 1 had a membership surplus last year at +17. The Association grew for the first 
time in decades. We finished at +122
•Some of you will look at the numbers and think.. Yeah, but District 1 had three charters 
last year.. That’s why we looked so good.
• When you look at the numbers a little closer for 2012-13 and 2013-14 you can see 

that we brought in 195 members each year.
•So we’ve basically brought in the same number of members as last year. Yet, we 
finished at +17 last year.

•This means that District lost only 178 members last year vs. losing 265 members the 
year before.
•That means that when you focus on retention... When you start using these kinds of 
tools... We grow.
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Here is the nitty-gritty to recruiting; it’s two words: Opportunity and Ask.  They are 
equally important and you can’t recruit with one and not the other. You have to utilize 
both.
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there are two kinds of opportunities – ones that present themselves and ones that you 
as a Club create yourselves.  It’s important to recognize an opportunity when it presents 
itself and seize that opportunity to ASK.  There are also opportunities your Club can 
create where you can work in some recruitment/asking without making people feel 
uncomfortable or pressured.
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Arm yourself with resources - Create a club business card that you can hand out. 
Download recruitment resources from the Kin Canada website. 
Ask HQ for membership marketing materials. Always have Kin Canada and/or Club 
membership materials on hand at your meetings, socials, events, in your car, at your 
home and at work.  You never know who will read that brochure and become interested.
Create a warm fuzzy memory - National Day of Kindness is a PERFECT opportunity, 
especially for small clubs.  Examples: spend the day handing out toonies at Tim Horton’s 
and ensure you give your Club’s business card (or ask for the day of kindness cards from 
HQ) at the same time.  Always do food and toy drives at Christmas and ensure it’s 
showcased in the media. 
Create a list of everyone in your life that is not a member - Think of everything you do in 
your life.... dentist appointments, car repairs, furnace repair, financial advice, insurance, 
daycare, health care, beauty & hair, clothing alterations, banking, legal advice, fitness... 
the list goes on and on. Which of those elements involve professionals? Could they be 
prospective members? What do they bring to your club? What ways might your club 
enrich their life? 
Always follow up - ask them why and encourage them to be honest.  Respect their 
reasons, and LEARN from them. If they didn’t join because the thought of clapping and 
singing at every meeting is off-putting, don’t assume it’s not important. Ask yourself 
how many others may have declined to join as a result of something your club does 
purely because it’s “tradition”? The point is, ensure your club stays relevant, open, 
welcoming and comfortable.
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Get media involved - People want to be part of something that makes headlines.
Don’t be afraid to ask for help - Connect with another club that has the same sized 
community as you, whose roster is fairly large or who had a big boost, and ask what they 
do to recruit & retain their members.  Clubs want fellow Kin to succeed!
Have FUN no matter what - When people see volunteers having a great time, it 
stimulates the desire to join in on the fun. Having fun is also a big retention tool. 
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Here is the nitty-gritty to recruiting; it’s two words: Opportunity and Ask.  They are 
equally important and you can’t recruit with one and not the other. You have to utilize 
both.
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A Kinsmen club hosted an open house last June for members of the community to 
attend in the hopes of recruiting new members.

How many people from the community showed up at this event?
(CLICK) for answer
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What Did They Do About It?
They used the Club Identity Tool.
They were shown strategies to recruit new members and keep the members they have.
They were given ideas on making club meetings more enjoyable.
They were told the importance of communication and having a plan of action.
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The club has doubled in size already.
The club has more prospective members attending meetings that are more enjoyable to 
attend.
The club has reached out to “casual committees” in their community who need help to 
execute events.
Now they have more projects and a much better concept of recruitment and retention.
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Now participating in events that attract 18,000 people and having even more fun and 
more prospective members
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Look at the people in that line! The Oakville club was supposed to serve the event’s 
attendees until 5 pm. By 2:30, they had run out of food because the event attracted 
thousands more people than it predicted. 18,000 people, to be exact. For a club that had 
been struggling to do anything, they just participated in an event where they engaged 
with a crowd of 18,000 people. It all started with Club Identity.
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“Casual Committees” are groups of volunteers within a community who band together 
to put on a single community event. These committees operate on their own and are 
not affiliated with a Service Club or are not covered for Insurance by their town or 
municipality. Insurance and Liability is the cornerstone of attracting Casual Committees 
to Kin. Because these committees are not incorporated, the members of the committee 
are liable for everything, especially if the Insurance Company determines if the 
committee was negligent. For the amount of money the casual committees pay to insure 
their event is the same as dues required for nearly 15 members. The difference with Kin 
of course now allows the Club to host events throughout the year vs. one time 
insurance.
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• So we’re going to ensure that Clubs have established and are confident in their Club 
Identity.

• We’re going to look at their retention and work on improving some areas so that 
when

we open our Club’s doors, we know we’re offering a high quality Kin experience.
• When prospective members approach our doors, we know that we’ll need to first 

show
them who we are and what we do... Then show them the meetings that are necessary 

in making it happen.
(pause)
• District 1 can be at plus 100. We’ve basically already done it….twice. Remember, we 

brought in 195
members last year and the year before. Recruitment is not a problem for us.

• All we have to do is retain the members we have for the rest of this year.
• Look at the difference one year makes. We went from -70 to plus 17. We made a 87 

member difference in one year.
• We can do this. This is our time to act.
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