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BACKGROUND

“Why are the Diocesan
Membership Quotas so
skewed? ”

This table demonstrates the

strong

potential in the

Milwaukee Archdiocese in
two ways:

GRB LSE MSN MKE SUP
No. of Councils 65 54 63 61 44
Ave. Nowlfery 130 155 130 144 106
per Council
No. of Parish 157 148 122 140 08
per Diocese*
Ave.TNOR Mty 671 427 540 048 155
per Parish*
Ave. Parish per 2.4 2.7 1.9 2.3 2.2
Council
Ay 1oL R 1.170 1,048 2176 344
per Council
No. of Parish 13 15 11 47 14
per Diocese
Ave. Mem per 400 318 205 773 96
Parish
No. of Parish 170 163 133 187 112
per Diocese
Mem Quotas 20% 14% 17% 42% 7%

1.

New and/or Reactivated
Members (Red bold
numbers and light blue
background)

New Council Development
(Light yellow background)

* Represented by Councils
# Not represented by Councils
Those Parishes that reported info.

Source: Supreme -issued Excel g Spread Sheet,

“Wisconsin_Parishes 0809




THE FIRST STEP
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MEMBERSHIP RECRUITMENT: Basic Ingredients

Prospect

Recruit / Inform

Exemplify



PROSPECT (i.e. The Membership Prospect List)
What do you do with it? MEMBERSHIP PROSPECT LIST

1.
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Where do you get the “names”
1.
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Use it to line a bird cage. e ] L

Fill out the grocery list on the back.

Throw it away once you get home.

Use it for kindling to start the Outdodr Barbecue
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Fill it up with a list of names of prospective Cath olic Gentleme n{(

Years or older) from your Parish and/or-Community

From fellow Council Members.

At Council Functions, Programs, Fund Raisers, etc.

From Council Chaplain or Pastor.

From Parish (or Parishes) Church Directory (or Dire  ctories).
From your Fellow Workers, Neighbors, Bowlers, Golfe rs, etc
From Parish R.C.I.A. Coordinators and New Parish Me mbers.
From a Withdrawn or Inactive list for your area.

All of the above.

None of the above.



RECRUIT

Now the Real Work Begins:
1. Membership By Invitation (M.B.1.).

2. Within three days of M.B.l. contact the prospect an d
discuss:

3. Setting a date for a Personal Interview (One on One , Two on
One, etc.).
a) Bring Council and Supreme brochures.
b) Bring a Council History Book.

4. Invitation to an Informational Night/Open House.
a) Invite Council Chaplain.
b) Invite Field Agent.
c) Make sure you have brochures (Supreme).
d) Make sure you have brochures (Council).

5. Inform the candidate of next First Degree.



EXEMPLIFY
This i1s the “Crowning Touch ™!

1.

2

Make sure the Degree is no more than two weeks afte r the
Open House or Personal Interview.

Contact and remind the Candidate prior to the First Degree.
Make sure the Candidate has no Transportation conce  rns.
Make sure Degree Team will be present and has pract iced.
Make sure Financial Secretary has Membership Cards, Lapel
Pins, “These Men They Call Knights ” Booklets, and
Rosaries in good supply.

Make sure all paraphernalia is clean and ready.

Present New Member with Certificate and a “New Member
Packet”.



SOME EXAMPLES

Membership Recruitment Viathe “BLITZ”

Preparation Phase

Execution Phase

Follow Up Phase

Orientation Phase

First Degree "#$ %

Other Recruitment Programs
Power of Ten
One-on-0One / Two -on-One
Create Your Own



MEMBERSHIP RECRUITMENT via the “BLITZ”
Preparation Phase

* Obtaining the pastor ’s permission to conducta ‘BLITZ’

e Get the priest onboard as a membership recruitment
assistant

 Advertise the ‘Blitz” in the parish bulletin

e Order recruitment materials from the Supreme Counci I
Supply Department (Allow 4 - 5 weeks for delivery)

e Line up members to assist with the  ‘Blitz’

 Inform the insurance representatives about the date s of
the recruitment drive



MEMBERSHIP RECRUITMENT via the “BLITZ”
Execution Phase

 Before each Mass, set up information tables at ever y door
of the Church.

« Have plenty of prospect cards and pencils on hand t o
distribute to each man as they enter the Church.

 With the pastor 's permission, arrange for a membership
recruitment announcement to be made during Mass by
either the priest or the council ’s grand knight.

« After Mass, have Brother Knights on hand to answer any
guestions and to collect prospect referral cards as men
leave with their families.



MEMBERSHIP RECRUITMENT via the “BLITZ”
Follow -Up Phase

 Within 48 HOURS, personal contact must be made with
every prospect that you collected during Phase II.

 Inform these prospects that you will be holding an
informational seminar and give them the date, locat ion
and time.

o Offer transportation if that is a limitation

* Invite the prospect 's family so that they can see the
benefits that they receive as a family member of a Knight
of Columbus.



MEMBERSHIP RECRUITMENT via the “BLITZ”
Orientation Phase

e This phase begins with organization!

 Request that your council ’'s Chaplain start the event with a prayer
and some words about the Order and its mission.

 Have plenty of recruitment brochures about the Orde r and your
council on hand for prospects and their families to read.

« Consider showing one of the videos available from t he Supreme
Council Supply Department.

 Have brother Knights on hand to assist prospects in completing
these forms.

 |nform the candidates of the date of the admission committee
meeting and the next First Degree.



MEMBERSHIP RECRUITMENT via the “BLITZ”
First Degree

e Schedule a First Degree no more than 2 weeks after your
Informational session.

« Contact the candidates to remind them of the degree
date and insure they have transportation to the loc  ation.

« Order Degree Certificates from the Supreme Council
Supply Department.

« Get the new members involved & explain the Shining
Armor Award Program.



OTHER RECRUITMENT PROGRAMS...

or CREATE YOUR OWN
Power of Ten

« Grand Knights, Council Membership and Program Direc  tors
develop 10 Power Teams

e Select Team Leaders/ Co -Team Leaders
e Schedule Monthly 1 st Degrees

« Assign membership goal to each Power Team



OTHER RECRUITMENT PROGRAMS...

or CREATE YOUR OWN
Membership Recruitment & Council Activities or Prog rams

« Construct a Council P.R. Board/Sign

« When and where appropriate setup “P.R. Board” at all Council
Functions and Activities

e “P.R. Board” should contain leaflets or handouts on your
Council activities, donations, and programs

« When in use, make sure the “P.R. Board” is a manned by a
knowledgeable and outgoing K of C Member or two (or more)



PRESERVE YOUR ASSETS

RETAIN!



RETAIN
When does Retention begin?

The instant a New Member completes his First Degree
Exemplification, receives his Membership Card, and IS
proudly wearing his K of C lapel pin!!

KNIGHTS OF COLUMBUS

THIS IS TO CERTIFY THAT
BROTHER Anthony Schreiner
MEMBERNO. 2036232 ISA 3rd DEGREE MEMBER OF
COUNCIL NO. 7811

Mazomanie, WI
cITY STATE

Ab DUESPADTO pecember 31, 2008

A
MEMBER SIGNATUH

o # 2 '- .
Dbyt X
o :
{




RETAIN (cont.)

What are some of the Retention Committee responsibi

For New Members:

e Admission Committee Questionnaire (Form #391)

lities?

« A Shining Armor Award Card (Form #4292)
* The most recent Council Newsletter

*A list of dates detailing upcoming Programs and Fun

Raisers
* A schedule for Council

*The name, telephone
mailing address of the (

*The names, telephone
mailing addresses of all

* The date of the next 2
* Provide a recent copy @

Meetings

number, e -mail address, and
Council  ’'s Field Agent

numbers, e -mail addresses, and
Council Officers

d and 3" Degree, if known
fthe “Columbia” magazine

d

Form #4326




RETAIN (cont.)

What are some of the Retention Committee responsibi  lities?
(cont.)

For New Members:

Prior to next meeting immediately after a New Membe r (or Members ) are
exemplified, the following steps should be taken by the Retentio n Committee:

* Make sure the New Member(s) is(are) contacted by phone.

* Make sure the New Member(s) is(are) offered a ride to the meeting. Better
yet just pick him(them ) up.

« Make sure the New Member(s) is(are) signed up to work at the next
Council function (Not as the Function Chairman, tho ugh!)

« Sending the New Member(s) and his (their) spouse(s ) a “Welcome to St.
Bonaventure Council #1234 " Card” will not hurt.



RETAIN (cont.)

What are some of the Retention Committee responsibi  lities?

(cont.)

For New Members:

By the end of the first year a New Member a potenti
should have completef the following:

* Worked on three| Council Service Programs

* Attended at least three Council Business and/or Me
* Met with the Council 's Field Agent

* Received both his Second and Third Degree

* Did he help Recnuit a New Member??

ally active a nd productive

m  bership Meeti ngs

* Have been introduced to the Fourth Degree




RETAIN (cont.)

What are some of the Retention Committee responsibi  lities?

(cont.)

For Current Members:

 Member Interest Survey (Form #1842)

» Contact Members in danger of being s
Proposer

« Examine reasons why members are in
propose solutions

Lispended or sol icit help of

danger of Suspen  sion and

 Make sure all Members are participating in at least one Council

Service Program

» Contact former Members (Suspended),

asking them to rejoin




FINAL WORD

ATTITUDE

D

What Other Organization:

» Allows (Encourages) you to Openly Express Your
Catholicity with fellow members!
o Ethically Invests Your Money
“Qur core values guide us in everything we do. ”
(Carl Anderson, Columbia Magazine , April 2008
» Offers as Many Programs and Functions




Questions, Comments, Views,
Concerns, ldeas, Thoughts,
Opinions, Theories, Remarks,
Observations, Viewpoints, Notions,
Beliefs, Feelings, Conjectures,
Speculations,

Complaints.



