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The Mechanics of Membership and Growth
The mechanics of chapter growth are the easy part! Calls are made to members to see if they’ll renew, and new members are recruited using a five-step process in the recruiting section. All Board members should review the membership roster and dues payments. They should know who will and will not renew and the reasons for those decisions. 

Real chapter growth, however, is a step or two beyond the mechanics. It involves asking and answering the following questions: 
· What is the progress of the chapter plan? 
· Are members participating? 
· Are members complaining? 
· Do members seem satisfied with projects and project assignments? 
· Are Board members serving the members? 
· Are Board members promoting the ultimate goals of the chapter? 
· Real chapter growth has two components: 1) number of new members, and 2) scheduled activities and real results. The following questions should be asked and answered: 
· What is the chapter’s image in the community? 
· Does the community turn to the Junior Chamber for help? 
· Real chapter growth also involves the lasting effects involvement has had on past members. The following questions should be asked and answered: 
· Did being a member of the chapter give past members the skills they needed to get a better job? 
· Did their involvement make them better citizens? 
· Did their involvement give them the courage to stand and be counted? 
· Did their involvement give them more confidence in taking and completing tasks? 

Note: True chapter growth is not a year-long goal. It is a lifetime goal for the chapter. A member’s improved standing in the community should be indicative of personal growth. After all, the Junior Chamber is all about learning and improving ourselves and our communities. The only way we truly achieve this improvement is by practice. The results are worth it. The best gift a chapter can give a community is a better, more involved citizenry. 

To Grow 
The steps to growth include the following: 
· Determination of the chapter’s membership needs 
· Development of a plan that follows chapter objectives 
· Scheduling of activities to meet the plan 
· Following through with scheduled activities 

The first growth step involves the determination of the number of members the chapter will need to fulfill objectives. Officers should look at the chapter’s calendar of events and determine whether enough manpower is available to accomplish scheduled activities. This should be 

reviewed along with a roster listing the names of members and renewal dates. The membership plan (which is part of the overall chapter plan), should also be reviewed. 
The objective is best illustrated by this example: the chapter will run several projects requiring a lot of manpower; however, several current members will soon reach age 40 and exhaust their membership. Schedule membership activities now, along with the planned chapter projects, to ensure the chapter doesn’t suffer from these losses. 
The following are useful membership activities: 

RECRUITING 
Recruiting follows the basic rules of salesmanship, which include: 
· Listen to those you are trying to recruit 
· Be honest 
· Be yourself 
· Know the product 
· Keep a positive attitude 

Techniques vary, but the rule of thumb should be to choose a comfortable technique. The more comfortable a person is with his or her presentation, the easier recruiting will be. 
The following steps are used by most successful recruiters (and salesmen!): 
· Introduce yourself and your chapter. 
· Find out information about the prospect that will help you match the interests of the Junior Chamber to those of your prospect. 
· Talk about the Junior Chamber, using information learned in step two. 
· Get the prospect to agree with you about how the Junior Chamber is important to the community and the individual. 
· Ask the prospect to join, fill out the application, and ask for dues money. Ask for referrals, too. 

If the prospect is reluctant, offer to pick him or her up for a chapter meeting or event. It is easier to recruit if prospects can see the immediate results of the chapter’s efforts. An excellent training tool for new members is to send them recruiting with a long-term member, allowing them to learn first-hand.

THE REFERRAL SYSTEM 
The referral system simply refers to the use of lists of prospective members provided to the recruiter by others. Anyone can provide a referral, including those who decline the invitation to join. However, referrals won’t work unless follow-up work is done! 
Sources of referrals include: 
· Current members. This includes individuals they work with, attend church with, family, friends, neighbors, etc. 
· New members. 
· Business leaders. This includes the names of employees, managers, or business owners who might benefit by joining the chapter. 
· Welcome Wagon. This can provide access to new residents in the community. 
· • Membership booth. This can be located in an area with heavy pedestrian traffic. 
· • Voter registration lists. These can be obtained from the county courthouse and used for a mass mailing. 
· • Assign several Jaycees to promote the chapter to the public during every Community Area of Opportunity project. 
· • The mayor, city servants, and ministers. 

The chapter can: 
· Ask for referrals when recruiting. 
· Conduct a community survey. 
· Sponsor a sweepstakes for a popular toddler’s toy at a local business. Ask for parents’ names, addresses, and phone numbers on the entry forms so that follow up with a personal visit or phone call can be scheduled. Allow only adults to complete the forms. Also, include an age bracket question (under 21?, 21 to 39?, 40 and over?), and ask if they would be interested in hearing more about the Junior Chamber. Follow these up with personal visits or phone calls. 

CONTESTS AND INCENTIVES 
Recruiting can be promoted through contests and incentives for members. These need not be complex or expensive. The most important step when developing an incentive program is to identify the types of incentives that will interest the members. 
Free incentives might include: 
· A personal letter from the mayor or governor 
· Recognition in the chapter, district, region, or state newsletter 
· Special parking at meetings 
· Name mentioned in a letter to the editor of the local newspaper 
· Free lawn care for a month 
· Free home paint job
· Incentives the chapter might pay for include: 
· Gifts, plaques, pins 
· Tickets to a sporting or arts event 
· Registration to a state Board meeting 

A Guide to Successful Membership Nights

The primary purpose of an M-night is to sign new members. The ultimate goal of Jaycees is to develop leadership skills. You can accomplish both with a well-planned and organized M-night project. Membership nights are meetings or events designed specifically to encourage people to join your chapter. They can be abbreviated meetings with a speaker, or simply special events to allow prospects and new members to meet in a relaxed setting. They also provide an opportunity for long-time members to become acquainted with new members. Remember, however, this is a side benefit. The primary purpose of an M-night is to sign new members. 

To ensure a successful M-Night: 
· Plan it like a project. Identify members who wish to serve on the M-night project committee. 
· Decide what type of meeting you will conduct; a social or one with a motivational speaker. 
· Establish the date, time, and place. Ask and confirm a guest speaker. 
· Promote your M-night a minimum of 30 days in advance. Do publicity blitz. Your members must hear it three times and see it in print twice before they will retain it. Report on it at meetings; promote it with fliers, television, radio, newspaper, bulletin boards, postcards, and newsletters. 
· Get personal commitments from members to invite prospective members. Ask for the names of their guests. 
· Encourage your members to bring their prospective members. Do not expect prospects to come if they are not picked up. Prospects have a fear of the unknown. They do not know exactly what will happen and usually don’t know any of the people that will be there. Members must pick them up. 

Ways to make the meeting FUN: 
· Have a greeting committee. Personally welcome every attendee. Smile! 
· Give everyone a name badge. Use one color pen for members and a different color for prospects. 
· No clumping! Ask all members to talk to every prospect. Prospects are easy to identify if everyone has the special colored badges. 
· Never allow a prospect to stand alone. 
· Tell your members who were not sworn in before that they will have the opportunity to do so at this meeting. Ask them to come forward when asked after the meeting is convened. This will encourage the prospective members who want to join to come forward too. 
· After being sworn in, give the new members something. A pin, booklet on Jaycees, newsletter or a membership roster is some items that may be used. 

Other creative ideas are: 
· Use a theme such as July 4th or Mardi Gras. 
· Attractively printed and personalized invitations are effective. 
· Call the meeting “Bring-A-Friend” night and ask your members to do that. 
· Distribute a flier promoting the date and location of the orientation for those who join at the M-night. 
· Don’t charge a prospect for anything at the meeting. 

Things to do after the meeting is adjourned: 
· Ensure the prospective members complete and return their membership applications. 
· Ask for their dues payment. If they joined, they know they must pay. Just ask. 
· If some who joined didn’t bring their checkbooks, give them a self-addressed, stamped envelope to mail their dues check in. 
· Continue to encourage prospects that didn’t get sworn in to join. Sometimes they’re afraid to go up front. 

Some follow-up suggestions for people who didn’t attend the meeting or didn’t join: 
· Put the names of all these people on a Prospective Member Follow-Up Form and add them to your chapter’s newsletter list. 
· If they didn’t come, mail them a postcard explaining that you missed them. 
· If they did come, thank them for taking time to attend. 
· Call and invite these people to another meeting or project. 
· Smile, be friendly, and keep asking! 

Some follow-up suggestions for people who joined: 
· The President writes a letter or postcard welcoming them as members including the date, time, and place of the next meeting and event. 
· Call them before the next event and invite them to attend. Pick them up! 

Sample M-night Agenda 
Time to allow for each activity: 
Committee members arrive early to set up the room. Greeters arrive and set up welcoming table. 
· 30 minutes prior to the program. Guests begin to arrive and are welcomed. Guests and members mingle. Refreshments may be served. 
· Program: 30 minutes maximum. Stop serving refreshments during the meeting. Call to order, invocation, pledge to the flag, welcome, introduction of guests, explanation of purpose and a brief outline of chapter activities. 
· Allow 10 minutes additional if you have a speaker. Speaker’s presentation. 
· After the speaker, take a 15-minute recess to personally encourage prospects to join. Ask current members to mingle, answer questions, and explain what will happen during the swearing-in ceremony. 
· Allow 10 minutes to swear in those who have decided to join. Ask all people (not just people joining tonight) who haven’t been sworn in to come forward. 
· Allow plenty of time for people to mingle and one-on-one recruiting with those who have not joined. 



Additional Membership Resources

The Michigan Jaycees Document Library (http://www.jcimi.org/document_library) and the United States Jaycees Document Library (http://www.jci.cc/local/info/usa/ourlibrary) have many resources to assist you throughout the year.  If you have questions, have trouble find something, or need assistance, please don’t hesitate to call Membership Vice President Sarah Ellis or your District Director.  We are here to help you!
 

The following resources are included in this handbook:

· Local Action Guide: Membership Growth
· Prospective Member System
· Local Action Guide: Membership Retention
· Member Survey (Sample)
· Passport to Civic Leadership Program Guide
· Chapter Membership Plan Form
· Chapter Extension Process
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Prospective Member System

The Theory
The basic assumption of any effective membership recruitment system is that the challenge of finding and recruiting new members is an on-going one. An organization such as the Jaycees needs the injection of new members constantly to be successful. The new ideas, talents and friendships of new members are the key to the development and growth of any local chapter.

The Problems
A. Many chapters concentrate their recruitment efforts in the last few days of every month.  At month-end, we are often faced with trying to find that one member that will put us at growth.

B. Recruiting responsibilities are too often placed only on the Local President and Membership Vice President.

C. Most of our members are NOT talented “closers”.

D. Most chapters tend to only recognize the membership “closers”.

E. Most chapters never develop an incentive program to encourage non-“closers” to bring potential members to chapter functions.

The Prospective Member System Solution
1.	Build a Membership Team
This TEAM should meet to organize the effort and come up with creative ideas for M-Nights and incentive programs. Sitting around a table and sharing creative ideas can be the most fun part of any project. Listen to everyone’s ideas, no matter how crazy they may sound, then direct the TEAM to come up with workable ideas and solutions and plan M-Nights.

2.	Design a Prospective Member Plan
This plan should address how the TEAM will find, track, and approach prospective members for your chapter. Suggestions include: Add all Perspective members to your newsletter list. Send them a prospective member packet that include a letter explaining to them what your chapter is all about and thanking them for their interest in the Jaycees; a schedule of upcoming events; history about your chapter and the impact you have made on your community; and a list of contacts in the chapter and their roles.  Set up a phone committee for contacting prospective members prior to M-Nights and significant chapter events.  Always design a fun and exciting flyer or postcard and mail them to perspectives along with a map to the event.  Develop a criteria for evaluating prospective members on a regular basis. Some people will never join, so have a method for removing them from the system, but don’t take them off too early!

3.	Develop an Incentive Program
Incentive programs should recognize the Member that turns in the Prospective member. When a new member joins, the Member who referred them into the System should get the credit, NOT the “Closer”! You must also recognize your “Closers”, but not at the expense of the person providing the prospective new member. Remember that each person has different talents and contacts. Utilize each of these to benefit the Program.

Choose your incentives wisely! They could include chapter shirts, hats, gift certificates, paid conventions, etc. Make the incentives fun and make it a HUGE deal when you are recognizing a member for their efforts. Never give them out to members who have not earned them.  Remember, the idea behind an incentive is to make someone feel special, and nothing ruins that more quickly than watering down the requirements for the incentive.

Work with your chapter or run membership fundraisers in order to fund the incentive and M night program.  Use these funds to purchase your incentive items, host M nights, and let chapter members know why this is important.

4.	Build your Prospective Member Base.
Set up a database of prospective members listing name, address, phone numbers, spouse, children and personal and family interests. Also make sure to update the database and note dates of contact or attendance and response.  There are several ways to do this, and they will all get easier once they are up and running. Some members are/have been reluctant to submit friends, family and co-workers as prospective members. They do not want these people pressured into joining and, in the past, they wouldn’t have been recognized by the chapter unless they were the ones who actually closed the deal and collected the money.

If you build your system properly, it will eliminate most of these excuses!

5.	Keep everyone up to date on your progress.
Take the time to keep your members excited about the program, and let them know how well it is going. Thank anyone who helps in any way and recognize your new members in your newsletters. You can take this as far as you like. Create your own Program Newsletter, use it to keep members interested and let them know that you appreciate their help.  This is also a great way to push the program and show the importance of involving all of your members in the recruitment process. 

The Implementation
This program will only work if you get all of your members to understand the importance of sharing their experience with others and inviting them to come out to your meetings and events. Your chapter will grow and strengthen with the new members and the sense of accomplishment for the members that offered them the opportunity.

But remember, the Prospective Member Program is a soft-sell system.

Twisting a prospective members arm is not a healthy way to gain new members and should not be part of any normal operating procedures. Prospective members are approached in a professional manner and invited to chapter events by courteous TEAM members and written invitations. In some cases it may take months to get the prospective member to an M-Night, but when they do come, they have will probably have read the chapter newsletters and they know why they were invited…there is no surprise when they are offered the opportunity to join.

At a Board and General Membership Meeting, explain the Prospective Membership System and how it is a soft-sell program. Assure your members that their referrals will not be strong-armed and that they will get credit under the incentive system regardless of who actually closes and collects the dues from the members. Ask them to list on a piece of paper all the people of Jaycee age who would enjoy the Jaycees and benefit from the opportunities the organization has to offer.  Use this list as the basis of your of your database and you are most of the way to successful and easy recruiting.
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Chapter Membership Plan Form

THE [INSERT CHAPTER NAME] JAYCEES MEMBERSHIP PLAN
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JCI USA LOCAL ACTION GUIDE: Membership Recruitment

THE RECRUITMENT PLAN

Recruitment Message

Be ready to share your passion for the Jaycees in a
meaningful way to potential members. Emphasize the
Mission and the solutions that your Local Organization
has created to showcase your accomplishments.

Consider the factors that set your Local Chapter apart
from other organizations. Sometimes it’s not just the
activities that are different, but the Mission, the JCI
experience and the JCI worldview. JCI helps young
people find their own power to improve the world,
positively impact the lives of others, become part of a
global network and find personal purpose.

Setting Expectations

Let potential members know that Jaycees is not just
about what you get, it is about what you give. Set the
expectation that being a member of JCI takes
dedication and work. Follow these messages with
personal stories of the benefits your members feel they
receive as a result of their dedication to JCI. Ensure
that the message is not misleading and reflects the
realities of the organization.

Setting Realistic Goals

Decide how many members can be incorporated in the
current structure and how many can go through the
orientation process at one time. Consider how long it
takes a new member to become fully integrated. While
setting a goal is important, don’t get overly concemed
about the numbers. Gaining a few dedicated active
members is more important than recruiting an army of
people who aren’t going to meaningfully contribute.

Events

For some organizations, it may be effective to host an
open house event where young people can come to
learn about your Local Chapter in a relaxed setting.
‘You may choose to offer food, activities or combine it
with an existing project to make it attractive. Be sure
not to overtly call it a recruitment event, as attendees
may feel pressured to make a decision. Understand
that everyone who attends might not join. Be
courteous, friendly and welcoming anyway.

Personal Referrals and Contacts

All active members should be involved in a variety of
community activities and events. This is a good way to
get to know other young people who might be looking
for a place like JCI to get more involved. Participate in
fairs and networking events where people can feel
comfortable getting to know existing members, which
will make them more comfortable attending a JCI
meeting or event when invited.

Transition to Membership

Once a young person decides to join, the responsibility
of membership retention and involvement shifts to the
VP over membership, or other appropriate person or
committee . After all the efforts to bring in these new
members, make sure to work closely with the
membership management committee to fulfill their
needs and expectations.

THE INDUCTION CEREMONY

When a number of new members have joined the
organization, it’s time to hold a ceremony to officially
induct them. The decision to become a member of JCI
is one that should be taken seriously. Taking an oath of
membership means that you are committed to the
Mission, Vision and Values of the US Junior Chamber.
Members are guided by this oath throughout their
involvement. This event should be conducted as a
solemn and memorable moment in the new member’s
experience.

Invite all existing members, local, regional and national
officers to attend. The Local President, a visiting
National Officer or International Officer usually
administers the oath. He or she begins by asking the
new members to raise their right hand and repeat:

Oath:

“I do solemnly swear that | will faithfully serve as a
member of (name of the Local Chapter) and will, to the
best of my ability, serve as a living example of this
organization’s philosophy and beliefs and will uphold
and enforce the Constitution of the Local Chapter, the
National Organization and JCI at all times.”

After the oath, a JCI pin is offered to the new member
along with the welcome letter, Local Chapter
Constitution and the JCI Mission, Vision and Values
(Creed). The JCI membership welcome kit is part of the
JClI Local Organization toolkit and can be downloaded
at www jci.cc.

New Member Involvement

New members are eager to jump in to their JCI
experience. They have much to learn about your Local
Organization, so set up an orientation to make them
knowledgeable about what is ahead on their JCI
journey. Immediately involve them in a new or existing
project so they feel like an integral part of the
organization. Give new members special attention to
ensure that they feel welcome and involved. Tend to
their questions and concerns and show your
excitement for the new ideas they bring to your projects
and events.

w jciusa.org
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Use this checklist to create a strong environment in which your members can
get involved and your organization can thrive. These building blocks are
essential for sustained membership.

1.

Fulfill the JCI Mission
JCI Mission: To provide development opportunities that empower
young people to create positive change.

Because everything we do in JCl is rooted in the JCI Mission, every
member must know and embrace it. We must clearly convey this
message to every young person who is a part of JCI.

Accurately represent JCI in the recruitment message

When inviting new members, ensure the recruitment message
focuses on the JCI Mission and the true purpose of the organization.
Emphasize the solutions that your Local Chapter has created to
showcase your accomplishments. Then, make sure you are fulfiling
this promise with activities that advance the Mission and create
positive change in the community. When the words, expectations and
experience match, the members will be satisfied.

Run projects relevant to the needs of the community

The JCI Active Citizen Framework provides a methodology for
running sustainable, needs-based projects that create measurable
results in communities. Through this framework, JCI members ensure
their projects deliver effective positive change and a meaningful
experience for members. By looking outward, members grow their
talents by giving back to the community and seizing their own power
to create positive change. Encourage members to think creatively
about finding new and innovative solutions to community challenges.
This will build their personal investment in the cause. Read more
about the JCI Active Citizen Framework at www.jci.cc.

Follow the one-year-to-lead principle

The JCI Constitution states that every JCI organization on the local,
national and international levels elects a new board of directors every
year. This ensures that there are always new ideas and new life
brought forth in the organization. It gives many young people the
opportunity to lead, which is one of the avenues of positive change
that JCI offers. Sometimes for smaller organizations it can be
tempting to keep a Board of Directors for more than one year for fear
that no other members are willing or ready to lead. However, it will
have a very negative affect on the progress of your organization.
Keeping the same board can entrench the problems that led to the
shortage of leaders. The existing leaders must invite and encourage
new members to take on a leadership position, even if it appears they
don’t have enough experience. Learning by doing is central to the JCI
membership experience. It is your responsibility to prepare and
support a new board. Once they know you trust them and believe in
their abilities, they will rise to the challenge.

Cultivate a clear and positive reputation

A positive reputation in the community will make your members feel
proud to be involved and will set a high expectation for member
behavior. Don’t try to make your chapter one that is all things to all
people. Be the leading organization of young active citizens in your
community, and make sure all the actions and activities of members
uphold this standard.
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6. Empower members to learn and participate
The Local Chapter should cultivate an
environment where all members feel
comfortable bringing new ideas and
collaborating. The leaders set the tone for the
organization. Always demonstrate openness
and value diversity of thought so that members
feel their input will be accepted. Local leaders
should project the attitude that they are on the
same level as the members. Show the
members that their role is just as valuable to
the organization as the leader role. Value and
recognize those who put the team first.

MOTIVATIONAL TACTICS

Once the fundamentals of your Local Chapter are
strong, use these motivational strategies to foster a
greater sense of engagement, cooperation and
enthusiasm.

e Set a positive example
The leaders’ actions set the expectation and
standard of behavior for members to follow.
The leaders’ attitude and confidence in JCI set
the precedent. Negative comments rub off on
others and breed an atmosphere of negativity.
Whereas positive comments lead to motivation
and optimism. New members will automatically
follow the existing organizational culture.

e Listen
As a board member, your members elected
you to represent them. You must listen to their
wants and needs to accurately portray them
through your decisions.

Boulevard, Suite A

010+ 449-3107 »

Recognize and show appreciation

Simple words of praise and a public thank-you
go along way in making your members feel
noticed and valued. Demonstrate politeness
when communicating with members to develop
an environment of mutual respect. For more
high-profile recognition, help your members
submit their projects for national and
international awards. Winning an international
award brings great joy and pride to all the local
members, which can lead to the confidence to
take on even more ambitious endeavors in the
future.

Give constructive criticism in private
Everyone makes mistakes and we all have
room to grow throughout our JCI careers.
During the evaluation of your projects, you will
find ways to improve upon them. Criticism can
be helpful when it is given as suggestions to
the members, helping them better their project
approach or implementation in the future. Avoid
negative reprimands and be sure to help
members improve upon the existing aspects of
their project. This constructive criticism should
be given in private to avoid embarrassment or
the chance of making someone feel
uncomfortable.

However, praise should be given in public.
Recognition in front of their peers will make the
members feel appreciated, valued and proud.
Positive reinforcement should be given at the
meetings to encourage members to stay
involved in the current initiatives and be
confident with their future ideas.
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MEMBER SURVEY

General Information:
Member’s name: Birthday:

Spouse’s Name: Anniversary:

Children’s Names and Ages:

Would childcare assist in your attendance at meetings? ___Yes ___ No
Would your child(ren) be interested in a Junior Jaycee/JCY Program:

Occupation/Title: Employer:

Current affiliations with other organizations:

Past/Current Leadership Experience:

Date you joined JCI USA: Who referred/recruited you? How did
you find out about the organization?: Would
you be interested in a leadership position in the future? ___If so, what area(s) interest you the most?
Chapter Activities

1.) Do you feel the place, day and time of our meetings is satisfactory? ____If no, what place, day and
time would you suggest? Place Day Time.

2.) If you could change one thing about our chapter, what would it be?

3.) What projects/programs do you feel are currently needed in our community?

4.) What projects/programs are we currently doing that interest you the most?

5.) Is there a project that we do now that you feel should be dropped?

6.) Is there a project that we don't do now that you feel should be added?

7.) How do you feel we could better serve the community?

8.) How could we better serve you as a member?

9.) Have you ever referred/recruited a member for our chapter? Yes No
10.) Who is someone you would recommend to join this organization?
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Inviting new young people to JCl is the responsibility of every JCI member.
Leadership of specific growth activities and the recruitment plan falls under
the responsibility of the Vice President(s) for External Affairs, who are most in
touch with external stakeholders. The future of JCI lies in the community. You
must look outside the organization to find people who can bring new talents,
connections and ideas. The committees under the Vice President(s) for
External Affairs have a direct line into the community and know what could
make JCI more attractive to young people and where to find ideal potential
members.

To put your organization in the best position for growth, take a close look at
your Local Chapter. A positive image, a high community profile and unique
activities will naturally attract the interest of young people. Engage current
members in exciting, meaningful activities that are visible to the community.
Build curiosity about JCI. Young active citizens want to be part of a group that
is well known and respected for creating positive change in their community.

Build a positive reputation in your community by living and acting through the
JCI Mission. Actions speak louder than words; show people what JCl is
through concrete projects that create measurable positive change and get to
the root of community problems. The bigger impact you create, the more
people will notice. See the JCI Active Citizen Framework and the Local Plan
of Action/Local Project Plan of Action Guides to get more information on how
to run impactful projects that attract young people.

Attracting new members is not just about quantity, it's about motivation.
Those new members who want to join for the right reasons and want to
contribute to the long-term success of JCI are the foundation of a strong
future. Those who join only to receive a certain benefit will not be members
for long. When looking for members, consider these aspects:

1. Is energized by the Mission and purpose
Look for young people who demonstrate passion for the ideas in the JCI
Mission and for making a difference. Those who are energized by the
idea of creating positive change and being part of something bigger than
themselves will be motivated to participate in JCl initiatives.

2. Wants to grow and expand their horizons
Look for young people who are constantly seeking new experiences, new
knowledge and personal improvement. Those with an open mind will be
able to embrace the challenges of managing complex projects and work
well as a team with other members.

3. Isactive in the community
Look for young people who are active in other organizations such as
volunteers for community service. Those who are tuned in with current
events in their local area will be ready to take action on community
issues. Also look for individuals that have the time and resources to be an
active member and are interested in taking a leadership role.

4. Is somewhat younger than the average age of current members
New members should ideally be younger than the average current
members, but avoid a large generation gap so that new members can
easily integrate. If the current average age is too high, work on bringing it
down little by little.




image6.png
JCIV®

Michigan




