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I share a positive formula Heather and I have developed over the past 4 years that has worked for us twice.
Hope Island Club now has 47 members after 4 years and still growing.
Coomera River Midday now has 21 members after 6 months of stabilising plus 6 prospective members.
Both in the original territory of a 20 year old club with about the same membership it chartered with. None have transferred.
A summary of our formula

Have an understanding Governor appoint a relevant Representative and leave them to the task – which is…..
Identify a location with an established business centre. 

Retail, manufacturing. Pure residential area is a greater challenge.

Identify key business people.

Identify well established long term business people with credibility in that community.

Senior Partners in Law Firms, Real Estate, Finance Accounting, Banking, Major Manufacturing, Community Service, Church, Local government, Hotels, Golf and Bowls clubs.

Identify the depth of commitment of these key people to service organisations
Personal humanitarian aspirations, Service ethic, awareness and understanding of Rotary ideals, caring for community, size of community picture.

Identify several enthusiastic people and spend time with them establishing a personal mutual understanding of the privilege of establishing another service organisation in the community.
Identify a meeting venue that is central, conducive to private meeting, recognised and willing to materially support the new club.

Identify prospective membership.


Discover who knows them personally and will make the personal approach.
Identify a Plan of procedure

Set promotion period.
Establish direct approach 
Include invitation to Partner

Research potential meeting time, breakfast, midday, cocktail, evening 

Research type and cost of meeting, full meal, light meal, finger food. 

– Be prepared to change to suit majority of prospects
Make meal available prior to meeting if hour meeting

Agree on frequency of initial interest meetings – weekly not essential
Announce public launch

Announce in press, leaflets, window sheets, radio.

Make direct and personal approaches to selected people by selected people.


Build perception.

Get everyone aware at the same time.

Conduct meeting with pride and precision


Run exactly to time


Chair with business purpose


Agenda opens with everyone making a personal self introduction


Agenda includes recognised local brief guest speaker – community leader
Agenda includes Governors Rep or alternative who must be relevant, with broad flexible Rotary overview. 
Must be inspiring in the opinion of the target audience

Followup immediately in writing with brief email


Circulate minutes of meeting including names and contact.

Introduce basic Rotary aims and objectives and achievements

Followup before next meeting


Personal phone call inviting back to next meeting


Offer to transport to meeting



Seek conversation and guidance from prospective members




Enthusiastic prospective members know likeminded friends

Adapt subsequent agenda to suit perceived interests of the key prospective members


Speakers based on local issues


Have 4-Way Test announced


Introduce ice-breaker activities


Expand organisational structure of Rotary 

Focus on building relationships between members.

I like these people. What can we do together
Announce intention to run meetings weekly – come when you can.
Announce anticipated Charter date to raise expectation and generate positive planning and purpose.
The real object of Rotary is to bring people together who may not normally meet, in a friendly atmosphere, to do things for others that they cannot do alone.
Further notes;
Experiences that have impinged on success.
Conducting prospective meeting as part of a regular club meeting.

Introducing singing and reciting

Allowing ill-prepared vague reporting of Rotary activities

Allowing authoritarian rule pursuing Rotarians to “have their say”
Appointing Rotarian Governors Rep pursuing personal dated approach.
