D-8

District Success Plan Area

District Mission and Purpose
The District mission is to build new clubs and support all clubs in achieving excellence.

The District purpose is to enhance the quality and performance and extend the network of the member clubs of
Toastmasters International within the boundaries of the District, thereby offering greater numbers of people the opportu-
nity to benefit from the Toastmasters education program by:

» Focusing on the critical success factors as specified by the District educational and membership goals.
» Ensuring that each club effectively fulfills its responsibilities to its individual members.

» Providing effective training and leadership-development opportunities for club officers and District leaders.

Team Composition

Name the members of the District’s core team. Name the members of the District’s extended team.
Club Growth Director - Karen Dew Public Relations - Janet Martin

Program Quality Director - Patti Howard, DTM Admin Manager - Lawson Calhoun

District Director - Charice Manor, DTM Finance Manager - Lisa Campbell

Div A Director - Sara Dahm Logistic Manager - Tom Coscia

Div B Director - Paula Williams Parliamentarian - Tom Coscia

Div C Director - Tim Scarbrough Area Directors

Div E Director - Evelyn Pearman Club Officers

Div F Director - Burchell McGhee

Core Values

Toastmasters International’s core values are integrity, respect, service, and excellence. 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 envisioned future.

What are the District’s core values?

District 8 will follow Toastmasters International's core values of Integrity, Respect, Service and Excellence. We
will incorporate these values in all planning, conversations, and activities of the District to support our members.
Our district will maintain a supportive learning environment that promotes development at all stages in
communication and leadership.

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

The District 8 Team will work collaboratively to provide a safe learning environment for all members and leaders.
Each member will be expected to treat each other with respect through honest, open communication. Team
members will share the responsibility of achieving the goals agreed upon and sharing the weight of the projects
and tasks. Although members carry specific roles, no one is expected to operate as an island. Leadership team
will take the initiative to learn their roles/responsiblities relying on information found on Tl along with having a
mentor who has held that role previously along with asking Trio.




Potential Obstacles

What obstacles will the team have to consider when strategizing? (These might include conflicting personal commit-
ments, distance, unresolved conflict, etc)

Securing our locations for the in-person events, mainly the speech contests, TLI, and annual conference, we
may face conflicts with personal commitments, but can circumvent it by keeping each other informed and
planning for contingencies. ldentifying specific due dates for each district leader to submit required
documentation (success plans, marketing, communication, training)

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.)

Administration manager will record minutes and provide deadlines. The responsible officer will provide
accountability to the tasks and task member. Team goals/tasks must be known to all parties. We should agree
on how often to hold meetings dependent on the goal. Written reports can be shared at meetings or sent out a
written report to keep the accountable leader aware of where one is at in a project. Some of the goals may
require more frequent meetings than others. However, the District Executive and District Council meetings will
have a prepared aagenda and follow parliamentarv procedures. Trio to meet weeklv. District Administration Team

Team Interactions and Behavioral Norms
How wiill decisions be made?

Whenever possible, the team will meet together to discuss and make decisions as needed. Each person's
opinion will be heard and clearly understood as a final decision is agreed upon. All leaders will work within the
boundaries of their responsibilities but keep each other informed and request help if needed. Occasionally
decisions will be made which crosses all of the functional boundaries together as a team.

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

Our meetings will be primarily held via Zoom. Secondarily, we will share information via via email. Secondarily,
mobile phone text messages. Group messages are more efficient for keeping everyone in the know and

conversation. Phone calls would be next. However, the team is able to adjust the mode of communication as
needed.

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.

We will be respectful of each others time and stick the allotted time as much as possible. The trio will meet
weekly on Wednesday evening via Zoom. District Executive Committee plans to meet monthly.

The District Council will meet in September and April. Meetings with other district leaders will be held when
necessary.




How will the team resolve differences of opinion?

Our team will politely make differences know to each other and allow each other to have an opinion. Discuss with individual
difference of opinion for resolution. We will take consideration and rethink the options needed for a new course of action or
make a decision. Be willing to listen to alternatives options in order for a new course of action or make a different decision. If
not able to resolve between themselves, ask the next level of leadership to help resolve. Things to keep in mind to further avoid
conflict: do not respond out of emotion, avoid judgmental statements, be empathetic, and listen to understand.

How will the team support one another?

Support begins with sharing our needs with each other. Then obtain we can provide assistance. If we can not provide direct
assistance, we will seek referrals and persons that we could outsource the need to. We will listen to each other, share our
experiences and take actions that show our good intentions to help. Identify and encourage one another in their successes.
Let the team or team member know of specific need in advance that will allow them to offer their assistance.

How will the team ensure equitable participation when completing activities?

The key to ensuring equitable participation when completing activities is first ensuring that all
team members know respective roles, tasks and those assigned to the tasks.

How will team members be held accountable for their responsibilities?

We will provide accountability to each other by sharing our milestones and individual goals.
We will regularly report at recurring meetings and when asked. We also can share the load by
being informed of what's lacking in a timely manner.

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

We aim to spotlight all our team members on a job well done. Personal acknowledgments,and
through the use of our website, newsletter, and social media platforms. As we accomplish goals,
with in and with out, the district, we want to share publicly End of the year, we will have
achievement awards and special ceremony.

Starting Number

2530 Membership payments base

75 Club base

22 Number of Division and Area Directors

Qualifying Requirements
Submission of District Success Plan by September 30

Submission of Division and Area Directors
Training Report for 85% of Division and 19 | Number of Division and Area Directors x 0.85
Area Directors by September 30



https://www.toastmasters.org/resources/Division%20and%20Area%20Directors%20Training%20Report
https://www.toastmasters.org/resources/Division%20and%20Area%20Directors%20Training%20Report

Goal 1: Membership Payments Growth

Distinguished 2568 Membership payments base x 1.015
Select Distinguished 2606 Membership payments base x 1.03
President’s Distinguished 2657 Membership payments base x 1.05
Smedley Distinguished 2733 Membership payments base x 1.08

Situation Analysis

What is the current situation in the District? How many membership payments did the District have 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.)

Our district is facing loss of memberships, clubs, and enthusiasm. We have been notified by two clubs that they
will dissolve by end of September.

Our two prison clubs continue to struggle getting the collection of prisoner monies, documentation sent to Tl and
the District Director for approval to use monies from the Roberts Drummond fund prior to the membership

Strategy

What strategies 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 success-
ful? What could the District do to stretch this goal? (The strategy might include tactics, such as creating a contest promot-
ing early submission of membership-renewal dues.)

Utilize and publicize the TI membership drives for Smedley, Talk up Toastmasters and Beat the Clock

Tactic 1 Publicize TI membership drives via FB and newsletter

Tactic 2 Incentive - 3 persons per division will win a Tl flip top water bottle for Oct & Jr Tl Porfolio for April

Tactic 3 Have prison clubs start due renewals the first part of August and February

Tactic 4 Dues notification - sharing number of members needed (use Assessment tool to determine)Share with

Tactic 5 Create FB posting called Renewals Race to identify the percentage of each Division current membersi

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.)

We are providing as much of our budget to reinvigorate the members to renew and get the most out of their
membership. We want them to share their experience therefore, we are working on improving the member
experience
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Assignments
Who is in charge of each tactic? Who is on each team? What are each team member’s specific responsibilities?

Club Growth Director is responsible to manage the overall strategy.

Tactic 1 Club Officers

Tactic 2 Area Directors (AD)

Tactic 3 Division Directors (Div D)

Tactic 4 Club Retention Team

Tactic 5 Club Growth Director (CGD)

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

This strategy and every tactic began July 1, 2024. We hope that we can progress in each tactic. Review of club
membership numbers will be shared with Area/Division Directors at DEC meetings.

Tactic 1 In the CSP, club will identify their membership goal is for the year. Identify special events (socials and

Tactic 2 Provide honest assessment in AD visit report; provide guidance on the use of Open House, Speechcre

Tactic 3 Div D to provide assistance to the AD in offering various TI club tools.

Tactic 4 Provide Club Coach Training and help with addt resources for building club strength

Tactic 5 CGD will provide oversight and support to team in meeting membership goals.




Goal 2: Club Growth

Distinguished 76 Club base x 1.015
Select Distinguished 77 Club base x 1.03
President’s Distinguished 79 Club base x 1.05
Smedley Distinguished 81 Club base x 1.08

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 do not know how to generate interest in new clubs.)

Our district is in a opportune time of growth. We grew with three clubs but we lost six. A few were suspended
and have not returned active. One challenge our district has is getting the word out about what is Great and
going well in our district. We have quite a few dual members and those members need to replace themselves
with a new member in one or both of their clubs. TI announced that moving forward in July 1, 2025, districts
need to have at least 100 clubs. Currently, we have 3 solid leads. We will identify 3 corporations for our
International Director (ID) to visit with the goal of starting 3 clubs.

Strategy

What strategies 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 success-
ful? What could the District do to stretch this goal? (The strategy might include tactics, such as appointing a club exten-
sion chair to pursue leads and scheduling demonstration meetings.)

In addition to the use of our ID visiting corporate clubs, we will be training AD and Div D on starting new clubs;
and helping them to identify leads within their areas/divisions. This will give them the experience in taking on
additional district level roles (Marketing Team, Retention Chair, CGD). Our club growth strategy is to build 5
clubs or more.

Tactic 1
Market outside to the business communities
Tactic 2
Incentivize membership for providing leads and starting new clubs
Tactic 3
Having AD and Div D identify corporations/speciality clubs that could be started in their area/division
Tactic 4
Continue followup with Lead Management System (LMS) with Club Extension Chair
Tactic 5
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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
newclubs@toastmasters.org.)

We budgeted monies for the St Louis Expo along with creating a video that the Club New Source Chair that will
be shared to corporations. Club Extension Chair and Club New Source Chair will develop teams to help them.
Expand our marketing team by adding the AD & Div D to identify corporations with 200+ employees

Have the DD, PQD and the CGD take an active role in identifying new club leads and following up with them.

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

District Director and Club Growth Director will assume overall responsibility with the help of district members
and leaders. District Director (DD)- follow up with open LMS leads from 2022 and give active leads to CEC
Program Quality Director (PQD) - start one new club; Followu[ on LMS leads that are still assigned to her.
Club Growth Director (CGD) - Monitor LMS; Provide Establishing and Supporting New Club training

Club Extension Chair (CEC) - followup with LMS leads from 2023 to current

Club New Source Chair (CNSC) - reach to all areas identified in the market analysis plan

Tactic 1 CNSC - Create video to be shared with corporations

Tactic 2 CGD - work with AD & Div D to identify potential corporations to contact

Tactic 3 CGD/CEC - check LMS daily and provide weekly updates on status

Tactic 4 CNSC - Coordination of D8 being at the Nov 2024 St Louis Expo

Tactic 5

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

This strategy and every tactic began July 1, 2024. Progress will be tracked by the dashboard. CGD will give a
periodic report to the District Director on new club status.

Tactic 1 CGD will give a periodic report to the District Director on new club status

Tactic 2 CGD - receive weekly update from CEC

Tactic 3 Use the marketing report as a guidelist and continue checking off the places contacted



mailto:newclubs%40toastmasters.org?subject=

Tactic 4 CNSC - provide updates to CGD bi-weekly

Tactic5  |Video to be ready by Jan 15, 2025

Goal 3: Distinguished Clubs

Distinguished 30 Club base x 0.4
Select Distinguished 34 Club base x 045
President’s Distinguished 38 Club base x 0.5
Smedley Distinguished 42 Club base x 0.55

Situation Analysis

What is the current situation in the District? What percent of District clubs are typically Distinguished? Do members
understand how to achieve success? Does the District have special challenges? (One situation might be that members in
the District do not know how to achieve success. Another situation might be that the District has identified four solid new
club prospects.)

Last year, 24% (19/79) achieved distinguished status. Our goal this year is to have 40% of our clubs to achieve
Distinguished status. While there has been growth in educational level achievements, Area Directors are noting
on their Visit Reports, that clubs don't understand Pathways. Additionally, we need to focus on helping clubs
achieve their administration goals. Last year only 68% of the clubs achieved those goals. This year, our goal is

for 90% of our clubs to get both administrative goals. Promote the importance and timely AD Visit reports and
send feedhack Promante the imnaortance of Area and Divisinon coiincils and send feedhack With revised

Strategy

What strategies 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 suc-
cessful? What could the District do to stretch this goal? (The strategy might include tactics, such as training all Area and
Division Directors on the Distinguished Club Program.)

Work on getting AD and Div D assigned prior to the start of the new year. Start training in May and June for the
following year for those who have been assigned leadership positions. Identify the importance of having
achieving DCP goals of 9 & 10 met. Offer additional trainings besides TLI which would facilitate learning on a
continual basis. Incentives to include Fast Five, Level Up and AD Visit Report. Stress the importance of
achieving the DCP admin goals.

Tactic 1 Incentive Fast Five - achieve 6 goals by 12/31 including 1 membership goal

Tactic 2 IAD/Div D contact the clubs directly for their officer lists, officer training and renewals.

Tactic 3 Identify trainings geared towards club members along with club and district leadership teams

Tactic 4 Schedule training for the revised Pathway educational system

Tactic 5 8 Club renewals by Sep 30th for goal 10a




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))

Club, Area, Division Success Plans submitted by Sep 1. Area CLub Visit Reports by Sep 30th. Subject Matter
Experts (SMEs) that will be able to offer trainings. Past and or current leadership team to offer insight into
leadership roles beyond the club level. Past District Director (PDD) to offer to those who are wanting to achieve
Distinguished Toastmaster (DTM) status. Newly added training courses for club officers and the Area/Division
Directors.

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

PQD to oversee trainings with SMEs on what will be covered. PQD and along with SME's to set up training
schedule. AD to work with clubs on Club Success Plan (CSP). While CSPs are not required this year, it will be a
prerequisite for Distinguished Club Status beginning next year. Area and Division Directors to establish Council
Meetings. TLI chair - coordinate winter TLI

Tactic 1 Set up summer and winter TLIs

Tactic 2 Trainings will be offered during and after business hours. Recordings will be added to the D8 You Tut

Tactic 3 Review of success plans when submitted by AD, Div D, and PQD

Tactic 4 Review of AD Visits when submitted by AD or Div D

Tactic 5 Recognition will be given

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

TLlIs to be identified as soon as venue has been secure giving at least 30 day notice of event.

Training schedule is living document with projected trainings set up monthly and others on a quarterly basis
Feedback on success plans and Club Visit Reports within 7 days. Officer training and Area Visit reports are
tracked through TI website under Distinguished Club Program. Recognition will be given within 7 days following
the end of the incentive period.

Tactic 1 Published on D8 Calendar and FB

Tactic 2 Trainings sent out via monthly email to all D8 Toastmasters

Tactic 3 Utilize FB posting of those receiving incentives.



https://www.toastmasters.org/resources/resource-library?t=1111
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Tactic 4

Tactic 5

Additional Goals

Answer the same types of questions to reach each additional District goal. Additional goals might have to do with align-
ment 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.)

Situation Analysis

What is the current situation in the District? Do members understand how to achieve success? Does the District have spe-
cial 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.)

Strategy

What strategies 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 success-
ful? What could the District do to stretch this goal? (The strategy might include tactics, such as assigning a District align-
ment committee to determine best options for realignment and collaborating with the District Leadership Committee
to identify leadership opportunities.)

10



Tactic 1

Tactic 2

Tactic 3

Tactic 4

Tactic 5

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 Directors, Area and Division Directors, the District

website, and the District Leadership Committee,)

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

Tactic 1

Tactic 2

Tactic 3

Tactic4

Tactic 5

1



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

Tactic 1

Tactic 2

Tactic 3

Tactic4

Tactic 5

Signatures
Charice L. Manor, DTM
District Director Date

Patti Howard, DTM

Program Quiality Director (1) Date

Program Quiality Director (2) Date
Karen Dew

Club Growth Director (1) Date

Club Growth Director (2) Date
Janet R. Martin
Team member and role Date

Lawson Calhoun

Team member and role Date
Team member and role Date
Team member and role Date
Team member and role Date

For your District to qualify for the Distinguished District Program, this entire plan must be submitted online through
District Central by September 30.



Plan at a Glance

Use this page to keep the basics of your District Success Plan all in one place.

Starting Numbers

2530

Club base
75

22

Qualifying Requirements
Submission of District Success Plan by September 30

Membership payments base

Number of Division and Area Directors

Submission of Division and Area Directors

Training Report for 85% of Division and

Number of Division and Area Directors x 0.85

Area Directors by September 30 19
Goals
Membership L. .
Club Growth Distinguished Clubs
Payments Growth
Distinguished Membership Club base x 1.015 Club base x 0.4

payments base x 1.015

Select Distinguished Membership Club base x 1.03 Club base x 0.45
payments base x 1.03

President’s Distinguished Membership Club base x 1.05 Club base x 0.5
payments base x 1.05

Smedley Distinguished Membership Club base x 1.08 Club base x 0.55

payments base x 1.08

Tracking

Use online reports, available at www.toastmasters.org/DistinguishedPerformanceReports, to keep track of the
District’s progress toward its goals. Create milestones throughout the year to measure your progress.

Quarter 1 Quarter 2 Quarter 3 Quarter 4
Goal
July Aug Sept Oct Nov Dec Jan Feb Mar Apr May June
Membershi
P12530
Payments Growth
Club Growth
Distinguished Clubs

Additional Goal 1

Additional Goal 2

Additional Goal 3

Additional Goal 4

Additional Goal 5

13


https://www.toastmasters.org/resources/Division%20and%20Area%20Directors%20Training%20Report
https://www.toastmasters.org/resources/Division%20and%20Area%20Directors%20Training%20Report
http://www.toastmasters.org/distinguishedperformancereports
xt983b
Highlight

xt983b
Highlight

xt983b
Highlight

xt983b
Highlight

xt983b
Highlight


	Area_3: D-8
	Name the members of the Districts core team: Club Growth Director - Karen Dew
Program Quality Director - Patti Howard, DTM
District Director - Charice Manor, DTM
Div A Director - Sara Dahm
Div B Director - Paula Williams
Div C Director - Tim Scarbrough
Div E Director - Evelyn Pearman
Div F Director - Burchell McGhee

	Name the members of the Districts extended team: Public Relations - Janet Martin
Admin Manager - Lawson Calhoun
Finance Manager - Lisa Campbell
Logistic Manager - Tom Coscia
Parliamentarian - Tom Coscia
Area Directors
Club Officers


	What are the Districts core values: District 8 will follow Toastmasters International's core values of Integrity, Respect, Service and Excellence.  We will incorporate these values in all planning, conversations, and activities of the District to support our members. Our district will maintain a supportive learning environment that promotes development at all stages in communication and leadership.  
	What principles does the team hold These principles might include trust safe learning collaboration etc_3: The District 8 Team will work collaboratively to provide a safe learning environment for all members and leaders.  Each member will be expected to treat each other with respect through honest, open communication. Team members will share the responsibility of achieving the goals agreed upon and sharing the weight of the projects and tasks. Although members carry specific roles, no one is expected to operate as an island. Leadership team will take the initiative to learn their roles/responsiblities relying on information found on TI along with having a mentor who has held that role previously along with asking Trio.  
	ments distance unresolved conflict etc_2: Securing our locations for the in-person events, mainly the speech contests, TLI, and annual conference, we may face conflicts with personal commitments, but can circumvent it by keeping each other informed and planning for contingencies. Identifying specific due dates for each district leader to submit required documentation (success plans, marketing, communication, training) 
	practices will be etc_3: Administration manager will record minutes and provide deadlines. The responsible officer will provide accountability to the tasks and task member.  Team goals/tasks must be known to all parties. We should agree on how often to hold meetings dependent on the goal. Written reports can be shared at meetings or sent out a written report  to keep the accountable leader aware of where one is at in a project.  Some of the goals may require more frequent meetings than others.  However, the District Executive and District Council meetings will have a prepared agenda and follow parliamentary procedures. Trio to meet weekly. District Administration Team to meet quarterly. Division/Area Directors to meet monthly.
	How will decisions be made_3: Whenever possible, the team will meet together to discuss and make decisions as needed.  Each person's opinion will be heard and clearly understood as a final decision is agreed upon.  All leaders will work within the boundaries of their responsibilities but keep each other informed and request help if needed.  Occasionally decisions will be made which crosses all of the functional boundaries together as a team.
	What will be the teams method of communication Determine the teams first preference second preference and so on_3: Our meetings will be primarily held via Zoom. Secondarily, we will share information via via email. Secondarily, mobile phone text messages.  Group messages are more efficient for keeping everyone in the know and conversation. Phone calls would be next.  However, the team is able to adjust the mode of communication as needed.    


	email whether the team sets up a weekly conference call or how often team members can expect to communicate_2: We will be respectful of each others time and stick the allotted time as much as possible.  The trio will meet weekly on Wednesday evening via Zoom.  District Executive Committee plans to meet monthly. 
The District Council will meet in September and April.  Meetings with other district leaders will be held when necessary. 
	How will the team resolve differences of opinion_3: Our team will politely make differences know to each other and allow each other to have an opinion.  Discuss with individual difference of opinion for resolution.  We will take consideration and rethink the options needed for a new course of action or make a decision.  Be willing to listen to alternatives options in order for a new course of action or make a different decision. If not able to resolve between themselves, ask the next level of leadership to help resolve. Things to keep in mind to further avoid conflict: do not respond out of emotion, avoid judgmental statements, be empathetic, and listen to understand. 
	How will the team support one another_3: Support begins with sharing our needs with each other. Then obtain we can provide assistance. If we can not provide direct assistance, we will seek referrals and  persons that we could outsource the need to.  We will listen to each other, share our experiences and take actions that show our good intentions to help. Identify and encourage one another in their successes. Let the team or team member know of specific need in advance that will allow them to offer their assistance.  
	How will the team ensure equitable participation when completing activities_3: The key to ensuring equitable participation when completing activities is first ensuring that all team members know respective roles, tasks and those assigned to the tasks.  
	How will team members be held accountable for their responsibilities_3: We will provide accountability to each other by sharing our milestones and individual goals.  We will regularly report at recurring meetings and when asked. We also can share the load by being informed of what's lacking in a timely manner. 
	How will the core team and extended teams be recognized for their efforts_3: We aim to spotlight all our team members on a job well done. Personal acknowledgments,and through the use of our website, newsletter, and social media platforms. As we accomplish goals, with in and with out, the district, we want to share publicly End of the year,  we will have achievement awards and special ceremony.  
	Membership payments base: 2530
	Club base_3: 75
	Number of Division and Area Directors: 22
	Number of Division and Area Directors x 085: 19
	Membership payments base x 1015: 2568
	Membership payments base x 103: 2606
	Membership payments base x 105: 2657
	Membership payments base x 108: 2733
	making it necessary to hurry to meet goals: Our district is facing loss of memberships, clubs, and enthusiasm. We have been notified by two clubs that they will dissolve by end of September.
Our two prison clubs continue to struggle getting the collection of prisoner monies, documentation sent to TI and the District Director for approval to use monies from the Roberts Drummond fund prior to the membership renewal deadlines.  Corporate clubs need to allow 30 days to submit within their organization for payment to be made to TI.  Having self-pay has been beneficial for the community and corporate open clubs to get TI dues paid.  
	ing early submission of membershiprenewal dues: Utilize and publicize the TI membership drives for Smedley, Talk up Toastmasters and Beat the Clock
	Tactic 1_13: Publicize TI membership drives via FB and newsletter
	Tactic 2_13: Incentive -  3 persons per division will win a TI flip top water bottle for Oct & Jr TI Porfolio for April
	Tactic 3_13: Have prison clubs start due renewals the first part of August and February 
	Tactic 4_13: Dues notification - sharing number of members needed (use Assessment tool to determine)Share with Area/Division Directors Area/Division Directors
	Tactic 5_13: Create FB posting called Renewals Race to identify the percentage of each Division current membership that have renewed.  
	Toastmasters store: We are providing as much of our budget to reinvigorate the members to renew and get the most out of their membership.  We want them to share their experience therefore, we are working on improving the member experience 
	Who is in charge of each tactic Who is on each team What are each team members specific responsibilities_5: Club Growth Director is responsible to manage the overall strategy.  
	Tactic 1_14: Club Officers
	Tactic 2_14: Area Directors (AD)
	Tactic 3_14: Division Directors (Div D)
	Tactic 4_14: Club Retention Team
	Tactic 5_14: Club Growth Director (CGD)
	When will each tactic item begin When will each tactic item be complete How will progress be tracked_5: This strategy and every tactic began July 1, 2024.  We hope that we can progress in each tactic.  Review of club membership numbers will be shared with Area/Division Directors at DEC meetings.
	Tactic 1_15: In the CSP, club will identify their membership goal is for the year. Identify special events (socials and outreach)
	Tactic 2_15: Provide honest assessment in AD visit report; provide guidance on the use of Open House, Speechcrafts and  Moments of Truth. 
	Tactic 3_15: Div D to provide assistance to the AD in offering various TI club tools.
	Tactic 4_15: Provide Club Coach Training and help with addt resources for building club strength
	Tactic 5_15: CGD will provide oversight and support to team in meeting membership goals.
	Club base x 1015: 76
	Club base x 103: 77
	Club base x 105: 79
	Club base x 108: 81
	Strategy: Our district is in a opportune time of growth. We grew with three clubs but we lost six.  A few were suspended and have not returned active. One challenge our district has is getting the word out about what is Great and going well in our district. We have quite a few dual members and those members need to replace themselves with a new member in one or both of their clubs. TI announced that moving forward in July 1, 2025, districts need to have at least 100 clubs. Currently, we have 3 solid leads.  We will identify 3 corporations for our International Director (ID) to visit with the goal of starting 3 clubs. 
	sion chair to pursue leads and scheduling demonstration meetings: In addition to the use of our ID visiting corporate clubs, we will be training AD and Div D on starting new clubs; and helping them to identify leads within their areas/divisions.  This will give them the experience in taking on additional district level roles (Marketing Team, Retention Chair, CGD). Our club growth strategy is to build 5 clubs or more.   
	Tactic 1_16: Market outside to the business communities
	Tactic 2_16: Incentivize membership for providing leads and starting new clubs
	Tactic 3_16: Having AD and Div D identify corporations/speciality clubs that could be started in their area/division
	Tactic 4_16: Continue followup with Lead Management System (LMS) with Club Extension Chair
	Tactic 5_16: 
	newclubstoastmastersorg: We budgeted monies for the St Louis Expo along with creating a video that the Club New Source Chair that will be shared to corporations.  Club Extension Chair and Club New Source Chair will develop teams to help them.
Expand our marketing team by adding the AD & Div D to identify corporations with 200+ employees
Have the DD, PQD and the CGD take an active role in identifying new club leads and following up with them.
	Who is in charge of each tactic Who is on each team What are each team members specific responsibilities_6: District Director and Club Growth Director will assume overall responsibility with the help of district members and leaders. District Director (DD)- follow up with open LMS leads from 2022 and give active leads to CEC
Program Quality Director (PQD) - start one new club; Followu[ on LMS leads that are still assigned to her.
Club Growth Director (CGD) - Monitor LMS; Provide Establishing and Supporting New Club training
Club Extension Chair (CEC) - followup with LMS leads from 2023 to current
Club New Source Chair (CNSC) -  reach to all areas identified in the market analysis plan
	Tactic 1_17: CNSC - Create video to be shared with corporations
	Tactic 2_17: CGD - work with AD & Div D to identify potential corporations to contact
	Tactic 3_17: CGD/CEC - check LMS daily and provide weekly updates on status
	Tactic 4_17: CNSC - Coordination of D8 being at the Nov 2024 St Louis Expo
	Tactic 5_17: 
	When will each tactic item begin When will each tactic item be complete How will progress be tracked_6: This strategy and every tactic began July 1, 2024.  Progress will be tracked by the dashboard.  CGD will give a periodic report to the District Director on new club status.



	Tactic 1_18: CGD will give a periodic report to the District Director on new club status
	Tactic 2_18: CGD - receive weekly update from CEC 
	Tactic 3_18: Use the marketing report as a guidelist and continue checking off the places contacted
	Tactic 4_18: CNSC - provide updates to CGD bi-weekly 
	Tactic 5_18: Video to be ready by Jan 15, 2025
	Club base x 04_2: 30
	Club base x 045_2: 34
	Club base x 05_2: 38
	Club base x 055: 42
	club prospects: Last year, 24% (19/79) achieved distinguished status.   Our goal this year is to have 40% of our clubs to achieve Distinguished status.  While there has been growth in educational level achievements, Area Directors are noting on their Visit Reports, that clubs don't understand Pathways. Additionally, we need to focus on helping clubs achieve their administration goals.  Last year only 68% of the clubs achieved those goals. This year, our goal is for 90% of our clubs to get both administrative goals. Promote the importance and timely AD Visit reports and send feedback.  Promote the importance of Area and Division councils and send feedback.  With revised Pathway program expected out by the end of the year, will need additional training that will allow transition with minimal issues.
	Division Directors on the Distinguished Club Program: Work on getting AD and Div D assigned prior to the start of the new year.  Start training in May and June for the following year for those who have been assigned leadership positions. Identify the importance of having achieving DCP goals of 9 & 10 met. Offer additional trainings besides TLI which would facilitate learning on a continual basis. Incentives to include Fast Five, Level Up and AD Visit Report.  Stress the importance of achieving the DCP admin goals.
	Tactic 1_19: Incentive Fast Five  - achieve 6 goals by 12/31 including 1 membership goal
	Tactic 2_19: IAD/Div D contact the clubs directly for their officer lists, officer training and renewals.
	Tactic 3_19: Identify trainings geared towards club members along with club and district leadership teams
	Tactic 4_19: Schedule training for the revised Pathway educational system
	Tactic 5_19: 8 Club renewals by Sep 30th for goal 10a
	Program and Club Success Plan Item 1111: Club, Area, Division  Success Plans submitted by Sep 1. Area CLub Visit Reports by Sep 30th. Subject Matter Experts (SMEs) that will be able to offer trainings.  Past and or current leadership team to offer insight into leadership roles beyond the club level.  Past District Director (PDD) to offer to those who are wanting to achieve Distinguished Toastmaster (DTM) status. Newly added training courses for club officers and the Area/Division Directors. 

	Who is in charge of each tactic Who is on each team What are each team members specific responsibilities_7: PQD to oversee trainings with SMEs on what will be covered.  PQD and along with SME's to set up training schedule. AD to work with clubs on Club Success Plan (CSP).  While CSPs are not required this year, it will be a prerequisite for Distinguished Club Status beginning next year.  Area and Division Directors to establish Council Meetings.  TLI chair - coordinate winter TLI
	Tactic 1_20: Set up summer and winter TLIs
	Tactic 2_20: Trainings will be offered during and after business hours.  Recordings will be added to the D8 You Tube Channel.
	Tactic 3_20: Review of success plans when submitted by AD, Div D, and PQD
	Tactic 4_20: Review of AD Visits when submitted by AD or Div D
	Tactic 5_20: Recognition will be given 
	When will each tactic item begin When will each tactic item be complete How will progress be tracked_7: TLIs to be identified as soon as venue has been secure giving at least 30 day notice of event.
Training schedule is living document with projected trainings set up monthly and others on a quarterly basis
Feedback on success plans and Club Visit Reports within 7 days.  Officer training and Area Visit reports are tracked through TI website under Distinguished Club Program.  Recognition will be given within 7 days following the end of the incentive period. 

	Tactic 1_21: Published on D8 Calendar and FB
	Tactic 2_21: Trainings sent out via monthly email to all D8 Toastmasters
	Tactic 3_21: Utilize FB posting of those receiving incentives.
	Tactic 4_21: 
	Tactic 5_21: 
	one new Division and three new Areas: 
	to the members to suffer and limiting leadership opportunities: 
	to identify leadership opportunities: 

	Tactic 1_22: 
	Tactic 2_22: 
	Tactic 3_22: 
	Tactic 4_22: 
	Tactic 5_22: 
	website and the District Leadership Committee: 
	Who is in charge of each tactic Who is on each team What are each team members specific responsibilities_8: 
	Tactic 1_23: 
	Tactic 2_23: 
	Tactic 3_23: 
	Tactic 4_23: 
	Tactic 5_23: 
	When will each tactic item begin When will each tactic item be complete How will progress be tracked_8: 
	Tactic 1_24: 
	Tactic 2_24: 
	Tactic 3_24: 
	Tactic 4_24: 
	Tactic 5_24: 
	District Director: Charice L. Manor, DTM
	Program Quality Director 1: Patti Howard, DTM
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