
Coming Events

Listowel Family of Kin
“Paddyfest”             www.paddyfest.ca
March 7th-22nd, 2015  
Kin Station
555 Binning St W, Listowel, ON N4W 1G9

Greater London family of Kin
“Kinsmen Fanshawe Sugar Bush”
March Weekends 2015  
Upper Thames River Conservation Authority
21201-C Lakeside Dr. Thorndale, On

The Kinsmen Club of Cayuga
“Sunday Brunch”
Sunday,  April 5th, 2015  9:30 AM
Cayuga Kinsmen Community Centre
15 Thorburn St. Cayuga, On N0A 1E0

The Palmerston & District Kinettes
“Chili Cook Off”
Saturday, April 18th, 2015  11:00 AM
Palmerston Legion
340 Daly Street, Palmerston, ON N0G 2P0

The Fonthill & District Kinsmen
“Home Show”
April 24th - 26th, 2015                   
Pelham Arena
1120 Haist Street, Pelham, ON L0S 1E2

The Kinette Club of Drayton
“Mom2Mom Sale”
Saturday, May 30th, 2015  9:00 AM   
Ag Hall (old Arena)
49 Elm St. Drayton. ON N0G 1Z0

In 1950, 30 years after the 
Kin Association was founded, 
National Awards were      
introduced to  support        
member retention. They were 
to provide clubs and members 
with goals to strive for      
including leadership and   
public speaking.  

Here we are 65 years later and  
membership retention is still 
an issue, maybe not the   
number 1 issue in 1950, but 
most  certainly is today.

As of the end of February,  
District 1 has lost 182     
members for the year. What is 
troubling is the fact we lost 
183 members for the entire 
year last year. As a District, 
we clearly need to continue 
improving our membership 
retention. We have the      
resources and tools available 
to assist clubs, which 

has proven to be successful for 
the clubs that have used them   
already.  

If that news wasn’t troubling 
enough, the District is losing a 
club in Zone A, likely before 
the end of the Kin year. 

This newsletter is not all gloom 
and doom though. There are 
clubs that are growing and we 
will soon be welcoming a new 
club in Zone B, the Kin Club 
of Wingham. With the influx 
of these members, as a District 
we should be down less than 
30 members for the year. What 
I failed to share is the fact we 
have already welcomed 114 
new members this year and 
reinstated 20. 

It would take nothing short of a 
miracle for the District to finish 
at +100 for the year, but I do 
believe we can finish positive 

if we buckle down and 
focus our attention on 
membership retention and 
growth for the last 3 
months of this Kin year. 

What is very interesting 
about the stats, looking 
across the country, is what 
is happening in District 4. 
They are the only District 
with positive membership 
so far this year up +22, but 
they have also lost the most 
members of any District 
being down 216. What had 
made them so successful 
this year is the 238 new 
and reinstated members 
that have joined.

District 1 is still the largest 
District in the country with 
1414 total members, but 
District 4 is only 84    
members behind. District 
1, it is GO time!

Meetings

Meetings are a necessary evil.  Having a quorum 
of members present is all that is actually required 
to carry out the operating business of the club.  
Most of the event planning and execution are  
often done behind the scenes through committees.

Meetings are important because clubs need to 
document minutes and record what the quorum 
decided. This is important for not only           
information purposes, but also for risk           
management and due diligence.

As Kin when we recruit members we do not  
advertise our meetings as the necessary evil they 
are. Instead we make a point to try and recruit 
prospects to come to our meetings. Why?
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Important Websites

 www.district1kin.ca

 www.kincanada.ca

 www.portraitsofhonour.ca

 www.terracycle.ca

 www.blood.ca

 www.cysticfibrosis.ca

 www.ontario.ca

Social Media

District 1 Kin

GET ON BOARD with Kin

@District1Kin                      

@KinCanada

Membership Matters

Most people join Kin because of the service work we 
do, and because they want to be more involved in 
making a difference in the community. What does 
bringing them to a meeting accomplish?

Some clubs are still using the 3 meeting rule; not only 
as a prerequisite for joining the club, but also for 
maintaining attendance in the club. This rule sets 
expectations too high and in some circumstances     
prevents people from joining or staying. Instead, clubs 
should consider having prospects attend projects and 
club socials, then a meeting. Every member able to 
attend socials and volunteer at club projects is very 
much still a positive contributor to the club.



Building the Foundation of Teamwork

Successful Clubs will often 
point out that teamwork is the 
reason why their Club is so  
successful. Teamwork is the 
true power of getting positive 
results. When your club 
works as a team to pursue a 
goal, the outcome is better 
because more resources are 
being devoted to achieving 
the goal. The best part about 
Successful Clubs working 
together and achieving goals 
is the FUN they are having 
and the overall satisfaction 
they receive from the        
accomplishments they do 
together. Working as a team 
brings value to our members 
and the health of our clubs.

Every Kin Club is different, 
and each club represents   
different characteristics and 
personalities, which makes 
the working environment as a 
team quite dynamic. Although 
every club is different, I    
believe there are certain   
characteristics and themes 
tha t  demonstrate  how        

work and tasks rather than 
ano ther  c lub  member        
s p e c i f i c a l l y .  E q u a l l y         
important is being able to 
handle constructive criticism 
yourself.

Positive Influence - Members 
of the club need to be       
positive, energetic, and bring 
enthusiasm to the table.   
Members need to keep an 
open mind and be open to 
new ideas and execute plans 
that have been conceived by 
the majority. Bringing a   
positive influence to the table 
can inspire other members, 
often moving them to act for 
the greater good of the entire 
club.

Two Ears and One Mouth –
Communication is very     
important when connecting 
w i t h  c l u b  m e m b e r s .         
Remembering to listen twice 
as much as you talk can be a 
very difficult task for some, 
but being able to empathize 
with other club members and

understand what they are  
experiencing will strengthen 
rela t ionships.  I f  your       
members operate with       
integrity, nobody will doubt 
your actions. Being honest 
and transparent with each 
other will only make the trust 
in the club that much 
stronger.

Member Diversification –
Try and promote balance 
within the club. Successful 
Clubs share roles on different 
projects and the members 
know there are times to lead 
and times to follow. If    
someone in your club has an 
area of expertise, allow them 
to stand up and lead, you 
don’t have to be the leader for 
everything.

Remember when dealing with 
club members, how you work 
as a team will determine the 
rewards of your labour.   
Communication and working 
together is the cornerstone to 
being a successful club.

effective teamwork can be   
successful for any club.

Taking Credit – Successful 
Clubs work together and      
mutually share in the        
successes and failures. These 
clubs have no concern about 
which individual members’ 
deserve the credit. They are 
happiest when all of the club 
members shine for the work 
they did together. What 
makes these clubs so         
successful is how they     
communicate and collaborate 
together.        

Don’t Judge – One of the 
most difficult things to do 
when working within a team 
is to voice your opinion   
without judgement. Being 
able to offer constructive 
criticism is important, and 
doing so with tact is most 
important if your club has lots 
of new and enthusiastic  
members. Learn to point out 
work or tasks that need     
improvement, referring to the 

Judy Wilson-Henry …..Gone but not Forgotten. 

instrumental role in the   
Hamilton Chapter’s major 
events including the Great 
Strides Walk, and Ride for the 
Breath of Life. She was also 
the driving force behind the 
Cayuga Kinsmen’s Cystic 
Fibrosis Poker Run, and   
helped solidify a partnership 
with CARSTAR Automotive 
Canada Inc.  Judy was named 
an honorary member of the 
Kinsmen Club of Hamilton in 
2013 for her many years of 
service and support to the 
Hamilton Kinsmen and the 
Great Strides Walk. Judy’s 
dedication to help finding a 

On February 21, 2015 Cystic 
Fibrosis Canada lost one of its 
biggest advocates and      
l o ng- t i me  f r i end  and         
supporter of Kin Canada.  
Judy Wilson-Henry was a 
dedicated and ti reless        
volunteer for over 28 years to 
the Hamilton Cystic Fibrosis 
Chapter.  Judy worked in 
many different roles within 
the Chapter including     
Newsletter Editor, Secretary, 
Treasurer, Vice-President and 
President. Always filling in 
where needed and taking on 
more duties than one can 
imagine, Judy played an   

cure for Cystic Fibrosis was 
inspiring to many, and in 2013 
she was awarded Cystic Fibrosis 
Canada’s Volunteer Leadership 
Award. Rest in Peace Judy, you 
are sadly missed by many who 
knew you and loved your kind 
spirit.



Finding New Members
Membership recruitment and 
retention is a constant challenge 
for most clubs in Kin. In order 
to be executed properly, it    
requires special attention and 
dedication of time and effort 
from the existing club members. 
Finding new members is easier 
than you think. Here are the top 
10 ways to find your next   
member:

1. Immediate Family

2. Municipal Staff

3. Transactional Volunteers

4. Personal Contacts through 
business and leisure.

5. Members of your church

District 1 Member Profile 
Name: Elise Stark

Club: The Kinette Club of London

Worth Knowing: Challenge Coin Holder

Years In Kin: Less than 1 - joined March 25, 2014

About Elise: Elise Stark of the Kinette Club of London has been a  
very pleasant surprise to District 1 since she joined in March of last year. 
Over the last 12 months, she has attended District Convention, FLC,       
National Convention, The District 1 Cystic Fibrosis Trip to Cuba, Zone  
Conference, Club Projects, and many Zone & District inter-clubs and events. 
She has also stepped up within her club and looks after the  Secretary’s  
responsibilities when Holly is unable to attend. She has already sponsored a 
new member and is well on her way to earning her Maple Leaf Award. All 
very impressive of a new Kinette with less than 1 year experience. If that 
wasn’t enough, for her outstanding contributions to Kin, National President 
Ron Hanishewsky awarded her a challenge coin on his most recent tour.

5. Coworkers

6. Neighbours

7. Local Professionals

8. Recent Retirees

9. New residents of the     
community

Membership recruitment can be 
summarized in two words:   
Opportunity and Ask. They are 
equally important and you can’t 
recruit one and not the other. 
Both must be utilized for      
success.

There are two kinds of          
opportunities; ones that present 
themselves and the ones you 

create  as a club member. It’s 
important to recognize an     
opportunity when it presents 
itself and seize that opportunity 
to ASK. 



One of the biggest obstacles 
members face is how to    
recruit new members. Many 
clubs find it challenging what 
to communicate to prospects 
and are not confident in their 
abilities to sell the idea of 
joining the club. Ultimately 
what it all boils down to is the 
power of persuasion. Not to 
b e  c o n f u s e d  w i t h               
manipulation, members need 
to remind their prospects 
what's in it for them if they 
join your club. If members 
use the 7 key principles of 
persuasion, recruitment will 
be really easy and your club 
will be growing in no time.

Be Prepared: You never 
know when or where you will 
meet a prospective member, 
so it’s always a good idea to 
be prepared. One of the most 
effective ways to recruit is to 
start by defining what your 
Club Identity is to determine 
if there is a match. Pass along 
a club business card that   
promotes a club website is a 
good way to relay information 
to someone who is genuinely 
interested and requesting 
more information.

Supply & Demand: It’s   
always a good idea to stress 
that being a member of your 
club is a privilege. Ask your 
prospective member if they 
would be interested in joining 
your club waiting list. This 
creates a greater perception of 
demand to join your club. 
Your prospective member 
will feel that being a member 

The Power of Persuasion

of your club makes them  
exclusive. At the same time 
your club can now review a 
list of member applications to 
determine who the best fit is 
for the club. 

Recruit to Projects & not 
Meetings: Chances are, your 
prospective member is   
showing interest in your club 
because they want to be more 
involved with the community. 
Do not invite them to a    
meeting; you will lose them 
right away. Instead, share a 
story about a project your 
club did that benefited the 
community and invite them to 
participate at your next club 
project.  Reflect on the      
reasons why you joined Kin 
and why you continue to   
remain a member. Having 
people relate to your story and 
sharing the difference your 
c lub  makes  in  yo ur           
community will get these  
p r o s p e c t i v e  m e m b e r s        
interested in what your club 
can offer them.

Listen: Sometimes the best 
way to make a sale is to listen 
to what your prospective 
member wants and needs and 
then show them how you can 
help. The best way to attract 
new members is to offer them 
what they are looking for. If 
your club is constantly facing 
rejections, you have to look at 
your product and see what can 
be done to ensure it matches 
what your customer is looking 
for. You may hear reasons 
such as “your dues are too 
high” or “I don’t have the 
time”. Instead of dismissing 
these as excuses, provide 
more information on the value 
they will receive in not only 
personal development, but 

the overall satisfaction they 
will receive by making a  
positive difference in the 
community.

Learn from past mistakes 
and objections: The best way 
to attract new members is to 
learn from past mistakes and 
the reasons why people didn’t 
join in the past. If you find 
many cannot commit the time 
to attend all of the meetings, 
remind them you are a      
Service Club and having them 
at projects is most important. 
If you find that dues are a 
reason why people are not 
joining or why existing   
members are leaving, think of 
solutions to address that right 
away. 

Follow up: Following up 
with prospective members 
will make them feel important 
and wanted. Following up 
also keeps the lines of      
c o m m u n i c a t i o n  o p e n ,       
especially if the club is     
between projects at the time. 
Invite them to a social      
gathering where they can 
meet and bond with other club 
members without doing any 
club business. Getting the 
prospective member to feel 
comfortable with the existing 
club members is important. 
Those new relationships 
builds trust over time and a 
stronger desire to work     
together at community events 
and projects. Overall your 
club will become more     
engaged.

Keep the Negativity to a 
Minimum:  When you      
approach a prospective   
member, remember to stay 
positive and leave the      
negativity at home. Keeping 
the conversation positive will 
have a greater impact on your 
prospective member joining 
your club. Anything you share 
that would be considered 
negative will have the reverse 
effect. Try and speak        
positively about all of your 
club members, because 
chances are if you do your 
prospect will want to meet 
them. 

Approaching a prospective 
member is really not that  
difficult. You could be    
meeting a prospective     
member with every new   
person you meet. Overall  
being prepared when being 
asked about Kin  is the    
hardest part because most 
members feel put on the spot. 
That is why having a        
dedicated recruitment plan is 
so important.  

Presenting your prospective 
member with the idea of a 
waiting list also doesn’t make 
your sales pitch sound so 
much like a sales pitch, but 
more just speaking from the 
heart and being professional. 
The more exclusive and FUN 
you make your club sound, 
the more people want to join. 
People are interested in doing 
Service Work, so recruiting 
your prospects to the work 
you do is best.



Rejuvenation Station……..Who Got on Board





BRIDGING
THE GAP

D1-2015
SPRING CONVENTION

Hosted by Zone G Family of Kin

Registration 

Information
Name:______________________________________

Spouse:_____________________________________

Address:____________________________________

City/Town:_____________ Postal:____________

Phone:________________ Email:____________

Home Club:______________________________

Is this your first Convention?   YES     NO 

Full Registration
Full early (if paid in full by April 17/2015) $150.00
Full late (if paid in full after April 17/2015 $165.00

Includes:
Friday May 1, Opening Ceremonies 7PM
Friday May 1, Hospitality Suite

Saturday May 2, Breakfast
Saturday May 2, Lunch
Saturday May 2, Governor’s Ball
Saturday May 2, Hospitality Suite

Sunday May 3, Breakfast
Sunday May 3, Cystic Fibrosis Brunch

Partial Registration
Saturday May 2, Breakfast                     $25.00
Saturday May 2, Lunch                           $25.00
Saturday May 2, Governor’s Ball           $60.00

Sunday May 3, Breakfast                        $20.00
Sunday May 3, Cystic Fibrosis Brunch $45.00

Amount Enclosed  $____________

Dietary Considerations: 
______________________________

______________________________

Accommodations: 
The entire Conference will be held at:
The Best Western Guildwood Inn
1400 Venetian Blvd, Sarnia, ON N7T 7W6
(519) 337-7577

Price $105.00/night single or $115/night double 
Prices do not include HST
Rates Guaranteed until April 17, 2015
Ask for KIN Conference Pricing

Mail Registrations to:
Randy Samms
604-380 Exmouth St.,
Sarnia ON N7T 5N7
EMAIL: randysamms@hotmail.com

Make cheques 

payable to:
Dresden Kinsmen Club



 

 
 

Spring Convention 2015 Accredited Delegate Form 

(Please √ one)    Kinsmen  Kinette  Kin  Campus 

(Please Print Clearly)  Club of  Zone:  

All clubs, whether you are attending Spring Convention or not, MUST fill out this form in order to exercise your 

vote.  The form must be SIGNED by the Club President and Club Secretary, certifying the appointment of 

Accredited Delegates, in order for it to be accepted at Credentials and enable your Accredited Delegate to 

register. 

Your club may appoint one (1) Accredited Delegate to register and vote on behalf of your club and up to three 

(3) Alternate Accredited Delegates, ranked in preferred order to serve only in the event that your Accredited 

Delegate cannot attend. One of your Alternative Accredited Delegates may ONLY register with Credentials, in 

order of their ranking, to vote on the club’s behalf if your Accredited Delegate is unable to attend. 

Your Accredited Delegate can be a member of your club or, if no one from your club is attending, your 

Accredited Delegate can be a member of a different club who plans to attend.  This applies to Alternative 

Accredited Delegates as well.    

ACCREDITED DELEGATE:   

Name:  Club:  

ALTERNATE ACCREDITED DELEGATE(S) (in order of ranking):  

1. Name:  Club:  

2. Name:  Club:  

3. Name:  Club:  

CLUB CERTIFICATION: 

We, the undersigned President and Secretary of the above named club, hereby certify that our club, at a regularly 

constituted meeting held on ___________________, _______, has voted to appoint the people named above as 

our Accredited Delegate and Alternate Accredited Delegates: 

President Secretary 

Signature: Signature: 

Name: (Print) Name: (Print) 

Date: Date: 

Please return completed form to District 1 Secretary Sharon Champ PRIOR to April 27, 2015. 
Email:  d1teamsecretary@gmail.com          Post:  22 Tallforest Trail, Hamilton ON  L9B 0B7 

mailto:d1teamsecretary@gmail.com


 
District 1 Kin 
Pre-Order your shirt 

today!! 

Cost $55 each

All profit to Cystic Fibrosis Canada

Will be available at Fall Leadership Conference in Windsor 

Please contact your District 1 Service Reps at 
Distrct1CFService@gmail.com to pre-order
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