	District Success Plan

	Team Composition
Name the members of the district’s core team. 

	Ray Metz, DTM, District Director
LaShon Bowers, DTM, Program Quality Director
Collyer Smith, DTM, Club Growth Director

	Name the members of the district’s extended team.

	Division Directors
Area Directors
Administration Manager
Finance Manager
Logistics Manager
Public Relations Manager
Immediate Past District Governor
Club Presidents and Vice Presidents of 
Educations
Committee members

	Values
Toastmasters International’s core values are integrity, dedication to excellence, service to the member, and respect for the individual. These are values worthy of a great organization and should be incorporated as anchor points in every decision made within the organization. Toastmasters’ core values provide a means of guiding and evaluating the organization’s operations, planning, and vision for the future. 

What are the district’s core values?

	Integrity, Service, respect and Excellence along with dedication, teamwork and support.

	Team Operating Principles
What principles does the team hold? (These principles might include trust, safe learning, collaboration, etc.) 

	[bookmark: _GoBack]We will work together to grow and support the members and the district and instill the core values of the toastmasters program.  

	Potential Obstacles
What obstacles will the team have to consider when strategizing? (These might include conflicting personal commitments, distance, unresolved conflict, etc.) 

	Some things were not readily available to us when the new year started (Officer's list, club Realignment, Area reports).  Some officers felt they were at a disadvantage without these resources.  

There are always issues with different opinions about the program protocol.  Sometimes club disputes are escalated unnecessarily.

	Meeting Protocol
In general, how will the team process tasks? (For example, consider how often to meet or call, what the team’s meeting practices will be, etc.) 

	The Trio has bi-weekly meetings.  Between these, there are emails, text messages and phone calls to communicate.  District Executive meetings are held once a month. All members of the district's extended team and club officers are invited.

	Team Interactions and Behavioral Norms
How will decisions be made? 

	Trio: Whenever a decision needs to be made that will affect the district, we will discuss as a team but the final decision will be made by the District Director.
Division Directors: We will discuss with Div. Directors and make suggestions. The final decision will be made by the Trio.  
DEC: Trio will discuss with DEC members and make suggestions.  Trio will make final decision while considering the majority vote by DEC. 

	What will be the team’s method of communication? Determine the team’s first preference, second preference, and so on.

	District Trio:  E-mail, instant messaging, phone calls, face-to-face
District Executive Committee:  E-mail, phone calls, monthly DEC meetings
District Toastmasters:  Constant Contact newsletter, Area Governors visits, Facebook, Linkedin, Twitter 


	What will the communication parameters be? Parameters might include whether the team communicates by phone or email, whether the team sets up a weekly conference call, or how often team members can expect to communicate.

	The Trio agrees: 8:00am - 10:30pm unless it is an urgent matter; not past midnight if at all possible; text is ok at any time.  This will be answered as soon as possible unless it is a very late hour. Then, they may not be received until the morning.


	How will the team resolve differences of opinion? 

	Discussion, consult with past district leaders and mentors, consensus, work together.  If the trio is called upon to resolve matters, we will facilitate but not try to resolve the matter ourselves unless absolutely necessary, keeping in mind what is best for the members.

	How will the team support one another? 

	Communication, offer ideas, mutual support in times of need, spend the time needed to understand each other.  

	How will the team ensure equitable participation when completing activities?

	Frequent communication and discussion, identifying and delegating tasks/responsibilities, commitment to having a strong and unified trio, keeping each other informed of activities, changes and accomplishments.

	How will team members be held accountable for their responsibilities?

	Deadlines, action plans, timelines. We will evaluate these as a team.

	How will the core team and extended teams be recognized for their efforts?

	Recognition at DEC meetings/conferences/TLIs, personal phone calls, letters of appreciation, Toastmaster of the Year Awards, highlighting them on the D28 website and/or newsletter.

	Goal 1: Membership Payments Growth

	Situation Analysis
What is the current situation in the district? How many members did the district add last year? Does the district have special challenges? (One situation might be that membership payments usually arrive close to deadline making it necessary to hurry to meet goals.) 

	Although we continue to develop new clubs (7 last year), we still have
many “low minimum requirements not yet met” clubs and only a few members
volunteering to be club coaches. Last year's coaching effort brought minimal fruition to
membership payment growth. We still need to connect with more of the public at large
to offer them the toastmasters program.

	Strategy
What actions will the district take? What has worked in the past? What has not? What new programs or incentives could the district implement? How will the district promote existing programs? How have other districts been successful? What could the district do to stretch this goal? (The strategy might include actions, such as creating a contest promoting early submission of dues.) 

	The retention efforts need an overhaul.  It is the strategy of the marketing team to strengthen our base of operations to include more emphasis on those struggling clubs (herewith known as Rising Stars) who need coaches to better their membership and increase morale. It is also a plan to get to know more about why members stay and why they go.  An initiative is in place to find that out on a personal level at the clubs.  Since social media is now so vital to our lives we will be exploring and encouraging more of that. We have also instituted more enthusiasm about membership with a strategy to incentivize our members, clubs and governors.  Innovation is always a key in our strategy plan.

		Action 1
	
	Continue the drive for retention with a revitalized club coach program
by creating a new position of Director of Club Coach Program to better train and
bolster the lackluster coaching program for clubs under 13+ members. This
position also comes with a committee of strategist, organizers and instructors to
gain on the low coach numbers.

	Action 2
	
	Also to continue to drive retention and gain new paid members another
new position is Club Health Director also with a
committee to assist those clubs with 13+ members to retain membership.

	Action 3
	
	Develop an exit interview and a satisfaction survey and train VPM's to
administer it in such a way that it becomes invaluable and archival.

	Action 4
	
	Encourage innovative methods to retain members and draw in new
members such as meet-up accounts, improvements on club newsletters like adding
video links to view speeches given at the meetings, more coaching aids—videos
on D28 website of best practices given by club presidents

	Action 5
	
	New Members: More exposure on social media/ membership contests with incentives that will cause more members to seek out new members 




	Resources
What people, equipment, meeting places and money does the district have at its disposal? What committee could work toward the goal? Are any members interested in heading projects toward leadership goals? How much money has been budgeted for achieving this goal? (Resources might include area and division directors and gift certificates to the Toastmasters store.) 

	The marketing team is filled with numerous expertise and has a generous
budget. They are encouraging volunteers consistently to be coaches/mentors/sponsors---all of
which are key to our district success through inclusiveness to accomplish membership
payment growth

	Assignments
Who is in charge of each action? Who is on each team? What are each team member’s specific responsibilities? 

	The Club Growth Director, of course, is the lead for this goal
and has oversight and will work closely with the marketing team and its committees.
With input from the District Director, PDG, Club Growth director and the Public Relations Manager, he will ensure there is appropriate attention to the District's vision

		Action 1
	
	A revitalized Club coach Program will be put in place. 

	Action 2
	
	Membership Retention will be handled initially by the Club Growth Director along
with a committee working on all aspects of retention for clubs 13+

	Action 3
	
	The Club Growth Director's committee is handling the creation and implementation of
the exit interview and the satisfaction survey for use by the VPM's

	Action 4
	
	Volunteers will work with the Club Growth Director to accomplish goals.

	Action 5
	
	The entire marketing team is involved




	Timetable
When will each action item begin? When will each action item be complete? How will progress be tracked? 

	Most of this work will be ongoing throughout the year. Others as noted below.
Club Growth Director will be monitoring all action items with monthly reports to the DEC

		Action 1
	
	The committee is already set in place and has developed training for
Coaches and has the first of three training sessions scheduled for October. Various other coach seminar events are planned throughout the year. We are seeking new
Coach volunteers to assign.  They will be trained accordingly.

	Action 2
	
	This is district wide and will be ongoing and adjusted as the year
progresses with members, clubs and district leadership involved

	Action 3
	
	The committee is already working on a training session will be debuted the first quarter of the TI year.

	Action 4
	
	An ongoing educational segment will be instituted as any opportunity arises to do so by the whole marketing team throughout the year.

	Action 5
	
	D28 is already on Facebook/LinkedIn/Twitter ; membership contest already scheduled for three times this year-1st August-September with prizes still to be determined




	Goal 2: Club Growth

	Situation Analysis
What is the current situation in the district? How many clubs did the district add last year? Does the district have special challenges? (One situation might be that members in the district don’t know how to generate interest in new clubs.) 

	Although we were a Distinguished district last year, we still have several clubs with low membership numbers.  We are focused on growing and retaining our membership.  The CGD is expecting 5 corporate clubs to be established for the current TI year.

	Strategy
What actions will the district take? What has worked in the past? What has not? What new programs or incentives could the district implement? How will the district promote existing programs? How have other districts been successful? What could the district do to stretch this goal? (The strategy might include actions, such as appoint -ing a club extension chair to pursue leads and scheduling demonstration meetings.) 

	The district has updated its' presence on social media and ensures that someone answers all D28 inquires.  Whether they are from the D28 site, the Internet or T.I, we treat all interested parties with courtesy and respect.  

		Action 1
	
	We follow-up on all leads and already have had several demo meetings.

	Action 2
	
	DEC members are trained on how to follow up on leads.

	Action 3
	
	Retain a list of those who can help with Demo meetings.

	Action 4
	
	Invite prospected members to club meetings, TLIs and conferences.

	Action 5
	
	Our District covers parts of Michigan, Ohio and Ontario.  We will to focus our growth and retention efforts in all geographic areas.




	Resources
What people, equipment, meeting places and money does the district have at its disposal? What committee could work toward the goal? Are any members interested in heading projects toward leadership goals? How much money has been budgeted for achieving this goal? (Resources might include a club extension committee, a demonstration team and infokits@toastmasters.org.) 

	Every member in District 28 is a vital part of our growth.  We have he teams and budget we need to focus on club growth and retention.  

	Assignments
Who is in charge of each action? Who is on each team? What are each team member’s specific responsibilities? 

	The Club Growth Director will lead this effort. He will work closely with his volunteers and the leadership team to reach this goal. 

		Action 1
	
	The leadership team will work with the ADs, DDs and extended teams 

	Action 2
	
	CGD will commit to cold calling to help develop 5 corporate clubs.

	Action 3
	
	CGD and his team will work with identified relationships and clubs to provide structure for charter.

	Action 4
	
	CGD will review process and support the needs of his team and the clubs

	Action 5
	
	The team will review lessons learned at DEC meetings.




	Timetable
When will each action item begin? When will each action item be complete? How will progress be tracked? 

	The assignments started at the DEC meeting on June 6th and will be ongoing.  Follow-up and support calls will be conducted as necessary.

		Action 1
	
	A progress report will be presented at every monthly DEC meeting.

	Action 2
	
	A progress report will also be presented at the business meeting in November.

	Action 3
	
	The Leadership team will be invited to all demo meetings throughout the year.

	Action 4
	
	Team volunteers will be contacted to work with clubs based on geographic location.  This will be on a need-to-do bases.

	Action 5
	
	Another progress report will be presented at the business meeting in May 2016.




	Goal 3: Distinguished Clubs

	Situation Analysis
What is the current situation in the district? What percent of district clubs are typically Distinguished? Do mem-bers understand how to achieve success? Does the district have special challenges? (One situation might be that members in the district don’t know how to achieve success.) 

	The previous two LGET's have worked diligently on various incentives to bring District 28 to a distinguished status level.  Further, the district has a track record of becoming distinguished over the last nine years with approximately 45-50 clubs reaching distinguished or better.  Many of the district's members know how to achieve success.  For example, the district leaders understand the focus is to help club leaders provide a positive member experience.  This in turn creates a healthy club and ultimately helps the district attain its goals.  However, there are still numerous clubs in the district with low membership that could use direction and guidance to help them (and ultimately D28) achieve a greater status.

	Strategy
What actions will the district take? What has worked in the past? What has not? What new programs or incentives could the district implement? How will the district promote existing programs? How have other districts been successful? What could the district do to stretch this goal? (The strategy might include actions, such as training all area and division directors on the Distinguished Club Program.) 

	The D28 leadership team continues to provide in-depth training to all leaders (AD's, DD's, and club officers).  Our educational team (PDGs, selected speakers, and existing district officers) offer our leaders the necessary training to create a solid foundation from which monthly training sessions build upon.  This year's incentive program will build upon the success of last year with the focus being on encouraging clubs to achieve distinguished earlier in the year.  In addition, incentives will be offered to AD's for completing their club visit reports earlier in the year.  This will give the district more time to address issues within clubs in a timely manner.

		Action 1
	
	Monthly DEC meetings will offer Area and Division Directors leadership training

	Action 2
	
	 District Director, Program Quality Director and Club Growth Director will plan upcoming training sessions to best educate members about the District Distinguished programs.

	Action 3
	
	 Evaluation forms from previous sessions will be reviewed to determine needed training.

	Action 4
	
	 Implement club, area, and division incentives to promote DCP goals.  

	Action 5
	
	 Implement Area Director incentives to receive club visit reports earlier which will give the district more time to address club issues.




	Resources
What people, equipment, meeting places and money does the district have at its disposal? What committee could work toward the goal? Are any members interested in heading projects toward leadership goals? How much money has been budgeted for achieving this goal? (Resources might include area and division directors and the Distinguished Club Program and Club Success Plan (Item 1111).) 

	The previous year’s Trio was a strong team that worked together to bring our District to Distinguished status. During that year (and this one) many new members stepped into leadership roles within the district.  These new members are making it possible to get more good work by the district as they assist the Trio and other leadership teams.  Focus continues to be on quality non-lecture educational experiences whenever offered.  Workshops at conferences are carefully reviewed and shaped to ensure they are appropriate for helping clubs and members achieve success.



	Assignments
Who is in charge of each action? Who is on each team? What are each team member’s specific responsibilities? 

	Action 1: The Trio and selected trainers for education presentations.  Material will be presented and group exercises will be initiated to reinforce training session.  Action 2:  Program Quality Director will offer training opportunities that will benefit the members.  Action 3:  Trio will have bi-weekly discussions about upcoming education and training opportunities.  Action 4:  Feedback from educational sessions will be reviewed by the Trio and Education committee.  Action 5:  DD and PQD will work on incentive programs.

		Action 1
	
	 Monthly DEC meetings will offer Area and Division Directors leadership training

	Action 2
	
	DD, PQD, and CGD will discuss upcoming training sessions to determine education topics.

	Action 3
	
	Evaluation forms from previous sessions will be reviewed to determine needed training.



	Action 4
	
	 Implement club, area, and division incentives to promote DCP goals.

	Action 5
	
	Implement Area Director incentives to receive club visit reports earlier which will give the district more time to address club issues.




	Timetable
When will each action item begin? When will each action item be complete? How will progress be tracked? 

	Action items begin at the start of each district officer's term.  These projects and initiatives will be run on an on-going basis throughout the district's Toastmasters year.  Progress will be reported on during our monthly DEC meetings.  Progress will be tracked by experienced, technically, and technologically-minded Toastmasters who understand the metrics and data provided by World Headquarters.  

		Action 1
	
	Monthly DEC meetings will offer Area and Division Directors leadership training

	Action 2
	
	DD, PQD, and CGD will survey the needs of the members to decide which training topics will be best suited for them.

	Action 3
	
	 Evaluation forms from previous sessions will be reviewed to determine needed training.

	Action 4
	
	 Implement club, area, and division incentives to promote DCP goals.  

	Action 5
	
	Implement Area Director incentives to receive club visit reports earlier which will give the district more time to address club issues.




	Additional Goals

	Answer the same types of questions to reach each additional district goal. Additional goals might have to do with alignment challenges, new leadership opportunities, or better service to members. Where else is there room for improvement in the district?

	Goal
What specific, measureable, attainable, and relevant additional goal can the district meet? (An example of a goal is to add one new division and three new areas. 

	Continue to provide membership with current information via social media.  Ensure they know of all training and educational opportunities.  Add new clubs to the District.  Add new members to those clubs with low membership to help strength the club.

	Situation Analysis
What is the current situation in the district? Do members understand how to achieve success? Does the district have special challenges? (One situation might be that areas and divisions have reached their maximum capacity causing service to the members to suffer and limiting leadership opportunities.) 

	Some members said they were not aware of social media site and were not receiving the Rolling stone newsletter.  Therefore, they lacked information and some understanding.  

Clubs were not communicating with each other.

	Strategy
What actions will the district take? What has worked in the past? What has not? What new programs or incentives could the district implement? How will the district promote existing programs? How have other districts been successful? What could the district do to stretch this goal? (The strategy might include actions, such as assigning an alignment committee to determine best options for realignment and collaborating with the nomination committee to identify leadership opportunities.) 

	We are constantly striving to ensure the members are aware of the different avenues for obtaining District and T.I. information. We are also encouraging club members to visit other clubs. 

		Action 1
	
	The District Director and the Program Quality Director have been working with the webmaster to have the D28 website updated.  We communicate via email and get updates to the webmaster immediately.

	Action 2
	
	The leadership team will continuously remind the members of the various social media sites during all DEC meetings and trainings. The AD and DD are told to pass the information on to the members of the clubs in their Areas.

	Action 3
	
	We ask members if they are receiving the Rolling stone newsletter.  If they are not, we instruct them on how to be added to the mailing list.

	Action 4
	
	The "Traveling Gavel" game will be going on all year.  It encourages members to visit other clubs to capture the "traveling gavel" It also initiates club camaraderie. 

	Action 5
	
	Members are given opportunities to submit their club special events information and achievements to be published in the Rolling stone newsletter.




	Resources
What people, equipment, meeting places and money does the district have at its disposal? What committee could work toward the goal? Are any members interested in heading projects toward leadership goals? How much money has been budgeted for achieving this goal? (Resources might include past district governors, area and division directors, the district website and the district nominating committee.) 

	The district has a budget for marketing to help pay the expense of educating the members.  We will hold regular training sessions and special events. The D28 webmaster is willing to work with the leadership team to ensure the members receive relevant and timely information.  

	Assignments
Who is in charge of each action? Who is on each team? What are each team member’s specific responsibilities? 

	The Program Quality Director is working closely with the webmaster and all changes are shared with the District Director who also works with the webmaster.

The Public Relations' Manager is currently responsible for each edition of the Rolling Stone (online) magazine.  We are currently looking for a team to take on this responsibility.

		Action 1
	
	The website will be updated regularly.

	Action 2
	
	The Public Relations chair for the conferences and for the district will make updates to the D28 Facebook page and various media sites on a weekly bases or as necessary.

	Action 3
	
	Links to the various social media sites will be included in the Rolling stone and on training materials.

	Action 4
	
	A Workshop will be presented to inform the members about our social media sites and where to go for resource material.

	Action 5
	
	Members are always encouraged to submit ideas for improving our communication method.




	Timetable
When will each action item begin? When will each action item be complete? How will progress be tracked? 

	The effort to improve the website and the various communication methods began on July 1 and are ongoing.

		Action 1
	
	The webmaster receives updates as necessary and updates the website within 48 hours. 

	Action 2
	
	The Public Relations chair sends the leadership team a draft of the Rolling stone bi-weekly and gives us a chance to review and modify it.

	Action 3
	
	There are always links in the Rolling stone and on the D28 Facebook site that give the members access to other resources.

	Action 4
	
	A workshop is already planned for the 2015 Fall conference that focuses on where to go for information and resources.

	Action 5
	
	Whenever members make the leadership team aware of club special club events, they are encouraged to submit the announcement to the Public Relations Manager.  In this way, they are more involved in the PR for their club.






