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Circle K International 


MRO Series 3





Membership in Circle K is an exciting co-curricular opportunity in which many students on your campus will enjoy becoming involved.  Your club's job is to let the students on your campus know this opportunity exists.  As a club you have a responsibility to support Circle K's mission by involving as many members of your campus community as you can in the service, leadership, and fellowship activities your club offers.





Marketing Circle K to Potential Members





The key to recruiting members is understanding potential member's interests and needs.  With such an understanding in hand, your club members will be able to describe to potential members how the club can fulfill their interests and needs.  Though the club needs members, it is most important to focus on the potential members’ needs so the individuals who eventually join the club become active because they have something worthwhile to contribute.





The best public relations your club has going for it is your current membership.  Club members’ ability to share what they have gained through involvement in Circle K and their ability to identify how the club will benefit potential members is the most critical component of membership recruitment.  A workshop agenda and handouts are included to train club members on how to "sell" the benefits of membership to potential members.  Also described in this bulletin are recruitment tools available to clubs and recruitment programs that will help your club generate new members.





Workshop for Training Members to Market Your Club


This workshop should be presented by a member of the Membership Recruitment Committee, a student activities professional, or a member familiar with the recruitment of individuals into organizations.





You will find the following items to help you train club members.


A Leader's Guide is included for the presenter.  This script highlights the topics that should be presented during the program. 


2.  Originals—for  handouts—these should be photocopied for all members.





Program Details


Because club members are the best public relations tools your club has going for it, it is critical that they be trained how to best promote the club to potential members.  In this workshop your club members will do the following: 


Identify prospective members. 


Learn how to approach potential members when they arrive for an event. 


Develop communication skills that will make potential member feel comfortable in an unfamiliar setting. 


Learn to ask questions which target the potential member's needs and interests. 


Learn how to best promote the benefits of membership to potential members.





Time Necessary for Program:  2 hours  


Workshop should be presented at least three weeks prior to the first recruitment event.





Materials Needed:  flip-chart, markers, photocopied handouts





Advance Preparation Necessary:  The presenter must photocopy enough handouts for each club member.  The Circle K International Quiz is designed to test members' knowledge about Circle K International, as well as club facts.  Before presenting the workshop the presenter must find the answers to the questions related to the club.  The answers to the Circle K International questions are included in the Leader's Guide.  Questions 1, 7, 8, 9, 10, 11, 13, 15, 17, 18 ask questions pertaining to club facts and the answers must be secured by the presenter.





The presenter also must prepare a calendar with the recruitment events and times and orientation program dates and times.  This will help members schedule their time accordingly.  In addition, the information about orientation will be helpful if potential members ask questions about orientation dates.





The presenter should completely read the Leader's Guide and practice presenting this workshop.  The script is rather thorough; however, the presenter should tailor the workshop to his or her own personality as well as to the audience to whom he or she is presenting.  The italicized information in the Leader's Guide are instructions that the presenter should follow.





Leader's Guide





I.  Specify the purpose of the workshop.  (List the following items on a flip-chart.)


To develop communication skills that will make potential members feel comfortable when they enter an unfamiliar setting. 


To train members to "sell" the benefits of membership to potential members. 


To train members to investigate potential member's needs and interests through appropriate questions. 


To train members how they can promote a positive image to potential members. 


To identify prospective members through current member contacts.





II.  Discuss the upcoming recruitment drive (times, dates, locations, role of current members during recruitment program, orientation program details, and new member goal  Distribute calendar with necessary details to members.)


A.  Before discussing how we should go about marketing the club to potential members, it is important that all of us understand why it is necessary for our club to continue growing.  From your perspective what do new members do for our club?  (Write members' responses on flip-chart.  Fill in the following items if club members don't state them.)


new ideas, resources, talents and varied experiences to enhance current programs 


more hands to accomplish service projects 


new friends 


a pool of new leaders to sustain the club into the future 


an increase in the number of people willing to make the world a better place





B.  This year our club will have approximately _______ members graduate.  


In addition, we may have another _______ drop out of the club for any number of reasons.  


With this in mind we have set a new member goal of _______.  


Not only must we replace the members who leave, we also must increase our total membership from this year by one.  This is a very realistic goal that requires the commitment of each of us.





III.  To get all of you thinking about this recruitment phenomenon, I want to take you back to the time when you considered joining Circle K.


(Distribute Personal Assessment Form.)  Please spend five minutes completing this form. 


(While they are completing the form, write each question from the form on the top of a piece of flip-chart paper.)  Now I want you to share some of your responses to each question.  (Write down responses under appropriate question.  This should take approximately 10 minutes.) 


With these responses in mind it is important for you to remember how you felt when you first considered joining the club and what the final selling point was that hooked you to join.  Remembering will help you step into the shoes of potential members unfamiliar with the Circle K experience.





IV.  During the next part of the program we are going to discuss how we can best sell the benefits of membership.


A.  (Distribute "How to Sell Circle K" Handout.)


First we are going to brainstorm the benefits of membership in three categories -- personal development, leadership development, and professional development.  What are the benefits of membership?  (Write responses on flip-chart.) 


(Utilize the "Benefits of Membership" Handout to fill in the benefits they may have missed.  After completing this exercise, distribute the "Benefits of Membership" Handout.)





B.  One of the keys to selling the organization is having solid "product knowledge."  Circle K product knowledge includes knowledge abut the organization and club -- history, size, structure, and opportunities.


(Distribute Circle K International Quiz.  Be sure that you have the answers ready for the questions specific to your club.) The next exercise I have for you is a little quiz.  This quiz is designed to educate us about Circle K so when potential members ask us questions we will be prepared to answer them.  Go ahead and answer all that you can.  (Allow 10 minutes.) 


Now let's see what answers you have for each question.  (Allow members to give you the answers.  If their answers are incorrect, provide them with the correct answer.  Make sure they fill in the right answer.  They should use this quiz for reference in the future.)





Answers to the Circle K International questions of the quiz:


1. __________   2.  b     3.  b     4.  c     5.  c     6.  a.  7.  __________ 8.  __________   9.  __________  10.  __________  11.  __________  12.  a 13.  __________  14.  d     15.  __________  16.  d     17.  __________ 18.  Refer to Benefits of Membership Handout





3.  Now you have the answers to some basic questions that may be asked of you. You should review the answers to the questions prior to the first recruitment program so you are certain of the answers.





C.  The next key to successful marketing of the organization to potential members is knowing what potential members are looking for in an organization. The only way to do this is by having meaningful conversations with them, in which you put them at ease and ask questions that solicit the information you need to help the potential member make a decision.  Your ability to converse with potential members is a crucial factor in selling membership.  There are three goals of these conversations -- make the potential member feel comfortable, learn what the potential member is looking for in club membership, and share information about the club with the potential member.


1.  How we greet potential members and introduce them to other members is very important.  First impressions are lasting impressions.  As a potential member arrives for an event or meeting, all of us should be ready to greet each potential member at the door.  A simple "Welcome to ____________ (program/meeting).  I am ____________ and we are really glad you could make it" will do.  There should be one "greeter" for each potential member.  The greeters should have the potential member put on a name tag and begin getting to know him or her.  The greeter should show the potential member around the room.  Never leave a potential member alone and as you enter new conversations introduce everyone to the potential member!  Begin by making light conversation.  After you have gotten to know the potential member a bit and he or she knows a little about you, you should introduce him or her to another club member.


2.  (Distribute "Communication Tips" Handout.)  When you first start to make conversation, begin with non-threatening questions to learn more about the potential member.  Some recommended questions are listed on your handout. (Review the handout with members.)


During the next phase of the conversation you should learn what the potential member's needs and interests are.  Use questions like: 


What do you hope to gain by getting involved in an organization? 


Are there certain experiences you hope a club will offer? 


Are there certain skills you want to develop to help you in your major or are there certain skills you want to share with an organization? 


What interests/hobbies do you have?


After listening to a potential member's interests and needs you should share how Circle K membership can meet those needs and how membership has benefited you. 


Refer to the "Benefits of Membership" Handout to remind you of what types of things to sell.  Remember that benefits fall into three categories: Personal Development, Leadership Development, and Professional Development. If you think of these three categories, you will probably be able to remember the types of benefits there are. 


You should share stories about your experiences as a Circle K'er.  On the Personal Assessment Form you indicated some favorite experiences you have had in Circle K.  Share those stories with potential members. 


You also should let the potential member know about upcoming activities the club is planning and invite the potential member to participate. 


Finally, ask the potential member if he or she has any questions about the organization.





D.  We must ask the potential member to come back for our next activity and ask the potential member to join the club.  Just as a salesperson has to close the sale by asking the customer if they want to buy, so must each of us ask a potential member if they want to join.





E.  The final piece of the recruitment process is follow-up.  If you invite a potential member to an event or activity you must follow-up with a phone call or visit.  Ask the potential member if you can pick them up on your way to the activity.





F.  Next, spend time having club members practice what they have learned thus far.  Half the group should be potential members and half the group should be current members.  After the first round, members should switch roles. Potential members should leave the room and come in casually as if they are arriving for an event.  They should behave as a prospective member.  Current members should consider what they have just learned and practice making conversation with the potential members who arrive for the meeting.  Spend 30 minutes for this activity.





One other component of recruitment is what we will call "The First Impression."  Potential members will make judgments about our club and us within the first 30 seconds of their participation. 


They must feel our enthusiasm without us overwhelming them. 


We must dress the part by wearing Circle K T-shirts.  I recommend that any day we have an event, we wear our Circle K T-shirts to promote it. 


Potential members must believe that we are happy they came. 


We must not be afraid to share our Circle K experience with non-members. We are proof that this is a fantastic organization to be actively involved with. 


And we must take advantage of every opportunity we have to speak positively about our Circle K experience.  More members mean more service in the community, more talent within the club, new friendships.





The last thing we are going to do involves identifying prospective members. 


(Distribute "Prospect Prompter" Handout.)  Spend some time thinking about people you know and don't know who might be interested in club membership. Also think about individuals you think would really have something to offer the club because of special skills or interests.  These individuals may be acquaintances who meet some club need, such as the club's need to serve children, or the club's need to develop better public relations, or the club's need to improve its leadership training.


When you finish with the Prospect Prompter please give it to me.  As our recruitment event gets closer we will send out invitations and ask you to follow-up with the prospects on the list you have developed.





VI.  As we finish today I ask that you review the handouts I have given you. 


Remember why you joined and what you have gained by being a Circle K member. 


Remember what benefits there are to being a member of Circle K International, the world's premier collegiate service organization.  


Remember the communication tips that were shared today.  What you say to potential members and how you say it will strongly influence a potential member's decision to join.  


Remember that we should take advantage of every opportunity we have to speak positively about Circle K to non-members.  It's important that our club introduce the topic of service to as many people as we can.  New members really benefit our club through new ideas, new hands to organize projects, potential leaders, and new friends.  How we are perceived by potential members will depend upon the conversations we have with non-members, the interest we take in potential members, our enthusiasm and team spirit, and the Circle K experiences we share with potential members.
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Circle K Membership Recruitment Workshop 





Handout #1  


Personal Assessment Form





Ask yourself the following questions:





Why did you join this Circle K club?





How have you benefited from being a member of our Circle K club?





Are there additional benefits you hope to take advantage of during your membership in Circle K?





When you were being recruited into Circle K, what finally made you decide to join?





What hesitations did you have about joining Circle K?





Recall two or three stories or favorite Circle K experiences that demonstrate why you continue your Circle K membership.
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Circle K Membership Recruitment Workshop 





Handout #2  


How to Sell Circle K to Prospective Members





Many of the lessons taught to sales professionals apply to the recruitment of new members into Circle K.  During recruitment drives, each Circle K member should consider himself or herself a salesperson.





A Good Circle K Salesperson ...





Knows Circle K's history, its organizational structure, club goals and achievements, and opportunities available through membership.





Can explain the benefits of lifelong friendships, international affiliation, scholarship assistance, and opportunities for personal growth, leadership development, and professional development.





Understands and can explain the membership requirements and financial obligations associated with membership.





Is willing to seek out potential members to invite them to participate in club activities.





Will get to know the potential member's needs and interests, as well as their hesitations and can share how the club can meet those needs and interests.





Reviews and knows facts about the Circle K club and international organization.





Is enthusiastic about their membership in Circle K.





Believes in Circle K's mission, is proud to be a member of Circle K International and wears the Circle K logo on T-shirts and pins, and knows he or she will be able to inform anybody about Circle K because he or she is prepared to sell Circle K.





�
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Circle K Membership Recruitment Workshop 








Handout #3  


Recruitment Do's and Don'ts











�
Do remember recruitment is only making friends. 





Do learn the art of a friendly smile and firm handshake. 





Do be yourself, but behave in a courteous, polite manner. 





Do make sure your event is exciting. 





Don't congregate in large groups.





Do be on time for all recruitment events. 





Do relate opportunities and involvement offered by 


Circle K. 





Do be positive about Circle K and yourself. 





Don't forget that the guest knows very little about Circle K.





Do use the prospect's name on campus and at all 


events - don't forget it! 





Do point out the accomplishments of your club. 





Don't act tired or bored.





Do wear pins and sportswear that show Circle K spirit. 





Don't forget that you don't get a second chance to make a first impression!





Do smile. 





Don't use inappropriate language.





Do be honest.  If you don't know the answer to a question admit it, and then find the answer. 





Do have guests do most of the talking. 





Do listen to what your guest has to say. 





Don't apologize for your club's weak points.





Do make them feel natural and at ease. 





Don't leave a guest by themselves at any time.





Do involve them in an activity of some sort. 





Do talk about your service and leadership projects. 





Don't wait to be introduced, introduce yourself.





Do give a friendly good-bye and "see you soon!" 





Don't criticize other members.





Do follow-up, follow-up, follow-up!�
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Circle K Membership Recruitment Workshop 
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Handout #4  


What Does Membership in Circle K Mean?





Benefits of Membership


When you join Circle K you become a member of an international service network which not only provides service to others but also provides service to you. If an individual is interested in joining Circle K s/he must understand completely, the value associated with active membership.  The benefits of membership falls into three categories -- Personal Development, Leadership Development, and Professional Development.





�
Personal Development


1.  Circle K members gain insight into the issues affecting the local and global community.  Circle K members learn to solve problems facing communities as they become actively involved in changing their campus and community environments for the better.





2.  Friendship is a cornerstone of Circle K's International network.  Because Circle K is organized on more than 500 college and university campuses worldwide, members have the unique opportunity to become friends with collegians from around the globe.  Participation in divisional, district, and international conferences and conventions provides members the special chance to learn of diverse perspectives, make new friends, share ideas and concerns, and travel.





3.  Scholarships are available to support a member’s educational pursuits. Through the generous efforts of the Kiwanis International Foundation and Kiwanians in the thirty districts of Circle K International, up to thirty $1,000 scholarships (one per district), are made available to Circle K members.  At the International Convention, additional scholarships are presented to Circle K'ers who have demonstrated outstanding leadership, service, and scholarship.





4.  Five times annually Circle K members receive the Circle K magazine, a professional publication that features articles and information pertaining to student interests, career development, organizational programs, and Circle K activities.





5.  Also available to members of Circle K International are educational literature and membership materials.  Upon joining Circle K International each member will receive a member handbook, pin and card that highlights information about the organization and the member's involvement with the organization.





6.  Circle K members have a unique opportunity to become friends with Circle K's professional counterpart -- Kiwanis.  Our sponsoring Kiwanis club is available to lend a hand, train us, and provide guidance.





Leadership Development


1.  Through the Circle K International structure, every Circle K member has the unique opportunity to develop leadership skills by serving as an officer or committee chair.  Whether it be serving as a club project chair, district officer or international officer, each member has the opportunity to discover and develop new talents and skills.





2.  Ongoing leadership training is available to members at divisional, district, and international conferences and conventions.  Circle K International sponsors the International Experiential Leadership Institute (IELI), an outdoor training program for members, each fall.





3.  Experienced student leaders from the district and international levels are available to serve on governing boards, which assist club officers in managing club operations and identifying new ways to organize club activities.





4.  Every member club receives mailings from the district and International office to help the club improve its operation.  These mailings highlight service and recognition programs in which clubs may become involved and they also present articles to promote club officer leadership development.





5.  The International Office also publishes literature to assist club officers and committee chairpersons in managing their day to day activities.  The literature available targets membership recruitment, public relations, membership development, and training.





Professional Development


1.  Involvement in Circle K will allow members to apply what they learn in the classroom to everyday situations.  The skills that are developed and the opportunities experienced through involvement in Circle K will increase a student's employability after college.





2.  Circle K's connection to Kiwanis promotes career networking between collegians and professionals.  Circle K'ers will have the opportunity to learn about their fields of interest from professionals.  Their interaction with Kiwanians may lead to summer jobs, internships, and professional career positions.





3.  The Kiwanis Career Contacts Program has been designed to promote the interaction of Kiwanians and Circle K'ers to discuss career fields and opportunities.�
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Circle K Membership Recruitment Workshop 


�
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Handout #5  


The Circle K International Quiz





1.  Our Circle K club was chartered in _______ (year).





2.  Approximately __________ college students are members of Circle K International. a.  5,000  b.  11,000  c.  25,000  d.  150,000





3.  Circle K clubs are found in __________ countries throughout the world. a.  5  b.  9  c.  17  d.  72





4.  There is a world headquarters for Circle K that processes dues, plans training conferences and conventions, and develops program materials for the organization.  It is located in __________. a.  Baltimore  b.  Chicago  c.  Indianapolis  d.  Zurich





5.  Circle K International is sponsored by ___________ International, a service organization for professional men and women. a.  Rotary  b.  Toastmasters  c.  Kiwanis  d.  Optimists





6.  The motto for Circle K International is __________. a.  We Build   b.  Caring -- Our Way of Life  c.  A Grade Above the Rest  d. The Total College Experience





7.  To be a member of our Circle K club one must accomplish __________ hours of service each semester/quarter.





8.  To be a member of our Circle K club one must attend __________% of club meetings monthly.





9.  To be a member of our Circle K club one must maintain a Grade Point Average of __________.





10.  The total cost of membership to our club, district, and international organizations annually is $__________ and must be received before being inducted into the club.





11.  To be a member of our club one must attend __________ educational seminars each semester/quarter.





12.  More than __________ college campuses have Circle K clubs. a.  500  b.  780  c.  1,000  d.  1,200





13.  Our sponsoring Kiwanis club is the Kiwanis Club of __________ and it provides guidance and support for our club's activities.





14.  Key Club International, another organization affiliated with Kiwanis International, involves __________ students in community service. a.  elementary school  b.  graduate school  c.  junior high school  d. high school





15.  There are __________ members of our Circle K club.





16.  The focus of Circle K is service, __________, and fellowship. a.  career development  b.  communication  c.  management  d.  leadership





17.  List three service projects the club has done.





18.  List three benefits of membership in Circle K.








�
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Circle K Membership Recruitment Workshop 





Handout #6  


Communication Tips





All members should develop the ability to converse with poise, ease, and self-confidence.  Communication style between potential members and current members is critical to selling the club.








Recruitment Tips


Ask questions of potential members before you explain the benefits.  This will allow you to "sell" the benefits relevant to the interests of the potential member.





�
Listen to the potential member and watch his or her reactions.





Be aware of your reactions to the potential member and how the conversation is flowing.





Watch how the overall group is affecting the comfort of the potential member. Are members friendly, confident, and enjoying the event?





Watch for potential members who may be alone.





Be honest when talking about Circle K.





Talk about the fun times, rewarding and beneficial work, lasting friendships you have made, and membership's value to the college experience.





Make the potential member your friend.  Let him or her know you like him or her.





Concentrate on learning about the potential member.  Remember his or her name and use it during conversations.





Mention mutual friends briefly but don't dwell on them.





Use presumptive phrases such as "When you join..." and "As a Circle K'er..."





Let the potential member know you enjoyed visiting with him or her.





Explain events with which the potential member may not be familiar.





Let a newcomer to the group know what is being discussed.





Don't make derogatory remarks.





Don't mistake shyness or uneasiness as disinterest.





Avoid monopolizing the conversation.





If you are speaking to two potential members at once, include both in the conversation.





As new individuals enter the conversation, introduce everyone involved.


�






Before participating in your club's recruitment event ask yourself these questions.





�
Can I express how great Circle K membership is?





Can I express what I have gained from membership in Circle K?





Do I know three ways to introduce myself to a potential member?





Do I have topics to discuss when the conversation slows?


�






�
Sample Questions to Ask During Conversations with Potential Members


The questions listed below are designed to prompt initial conversations. Some questions can lead into an answer that pertain to a benefit of membership.  Suggested responses by the Circle K'er are listed as well.





Introductory Questions: 





�
Where are you from? 





How did you select this college/university? 





Do you know what you want to major in?  


What interests you in that field?  





Do you know what you want to do after you graduate? 


�



Follow-up Questions:  Our club is sponsored by Kiwanis International, a service organization for professionals.  Because of this connection, we have many opportunities to interact with professionals in our fields of interest. 





�
Do you live on campus?  Where?  





If not on campus, where do you live? 





Did you do anything special over summer/holiday/spring break? 





What class in school are you?  (freshman, sophomore, junior, senior, graduate student) 





Are you involved in other organizations on campus?  





What organizations were you involved with in high school? 





What do you enjoy doing in your free time? 





Have you seen any good movies lately? 





Have you done any volunteer work before? 


�



Final Statement:  Our club has done a number of service projects lately.  They include...








Questions to Target Potential Member's Interests and Needs





�
What do you hope to gain by getting involved in an organization? 





Are there certain experiences you hope a club will offer? 





Are there certain skills you want to develop to help you in your major or are there certain skills that you want to share with an organization? 





What interests/hobbies do you have? 





Do you have any questions you want to ask me about membership in Circle K?


�






How To Say Good-Bye


Having trouble finding the right words to leave with a potential member, try one of these phrases:





�
"I'm so glad I've had this opportunity to meet you." 





"I have enjoyed our conversation." 





"I have enjoyed your company." 





"I hope you have had a good time." 





"It has been a pleasure to talk to you." 





"It has been fun talking/visiting with you."


�
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Circle K Membership Recruitment Workshop 





Handout #7  


New Member Prospect Prompter





Complete this form by filling in the names and addresses of the individuals you know or with whom you are acquainted, who would make good Circle K members.  Use the indicated categories to jog your thinking.





Member's Name  _______________________________________   Telephone (            ) _____________________





Address  _____________________________________________________________________________________








�
Name & Address of Roommates 


1. 





2. 





3.





Individuals In My Apartment Complex/Residence Hall 


1.





2. 





3.





Individuals In Other Student Organizations To Which I Belong 


1. 





2. 





3.





Individuals With Whom I Work 


1. 





2. 





3.





Individuals In My Classes 


1. 





2. 





3.





�Individuals On Campus From My High School/Hometown 


1. 





2. 





3.





Business Majors 


1. 





2. 





3.





Science Majors 


1. 





2. 





3.





Education Majors 


1. 





2. 





3.





English/Journalism Majors 


1. 





2. 





3.





�Engineering Majors 


1. 





2. 





3.





Fine Arts Majors 


1. 





2. 





3.





Liberal Arts Majors 


1. 





2. 





3.





Social Science 


1. 





2. 





3.





Individuals Interested in Social Issues 


1. 





2. 





3.


