· One of the gauges we have to determine if a Lodge is meeting the obligations of a successful fraternal operation is the Premier Lodge Award.  Regardless of the level that is attained, receiving the Premier Lodge Award means that a Lodge has increased its membership, increased its total equity, made significant contributions to the Endowment Fund, had representation at Association/International Conventions and submitted a nominee for Moose of the Year.

The more fraternal programs that a lodge participates in, the higher the level of award that can be achieved. The Board of Officers should focus on how they can participate in more of the fraternal programs that make up the qualifications for the different levels.  If the officers will focus on meeting fraternal obligations, the Premier Lodge Award will take care of itself.

The Premier Lodge Award is very attainable. 

· Now let’s tackle Membership Retention Efforts or G.E.A.R. (Give ‘Em A Reason to Stay).

· A working membership committee, whether it is at the lodge, the district or the association level, should follow the principle of the “4 R’s”. Recruitment, Reception, Recognition and Retention. The first 3 “R’s” can have a significant effect on the Retention. 

· Let’s look at the Recruitment: How did the sponsor convince his candidate to complete an application, pay the application fee and the first year’s dues? Granted, we do have some great prices on food and beverages, but the days of selling a membership on that alone are long gone. We must inform them of the activities and events we offer our members.  

· The Reception part is overlooked all too often, yet it is one of the key ingredients to making the lodge home the destination of choice for our members.  It could be the welcome from the doorman, or a greeter in the social quarters and it certainly should come from one of the bartenders or waitresses.  Members will want to participate if there is a welcoming atmosphere.  All too often new members complain because they feel the older members are unfriendly, or there are too many cliques.  Let’s face it, all members pay the same amount of dues and so all members deserve equal treatment and attention.  Creating a friendly and welcoming atmosphere is the first step in this process.

· Recognition is important to all members. Regardless of how small a task may seem, they need to know that they are appreciated. Special recognition and thanks should be given to your volunteers. If not for them, the task would fall on who?  Recognition should be given to the officers and committee chairmen. Recognition should be given to donors to Moose Charities. Recognize your newly enrolled members and their sponsors.  All of these people are doing something to strengthen the lodge in one way or another. 

· In addition to all this, there are other factors that the new member will consider when it comes time to renewing his membership.

1. Is the lodge home clean and well lit?

2. Does the lodge provide a food service?

3. Is the atmosphere in the social quarters pleasant, or is there constant use of profanity, intoxicated members or is the music too loud?

Does the lodge provide social activities or is it solely a bar operation? 

· In order for a member to continue to pay his dues year after year, you must ”Give ‘Em A Reason”. People want to be entertained; they want to feel like they are wanted and needed; and they want to be a part of something successful. There is no proven program that will fit all lodges, but no one knows your area and your members better than you do. Take time to find out what your members like.  Try something that appeals to a greater number even if it is not of interest to you personally.  In short, find out from your members. 

· Some ideas for membership retention involves active member participation.  The first thing the membership retention chairman should do is obtain the names of members that are expired from the administrator along with 2 sets of mailing labels. Create a letter in which the dropped member is invited to renew his membership. The group of active members would meet on a given day or evening and will begin putting labels on envelopes and inserting the letter.  About a week later, the group will gather once again and start making phone calls to the those people that were mailed letters.  It is recommended that you have people who are knowledgeable about the Moose and our fraternal programs.  Have a phone book or computer available to look up phone numbers.  If they are not home, do not leave a message about money or dues owed.  Keep it upbeat and positive. Leave your name and number and the Lodge you are calling from.  Follow up later with another call. People like to know that others are thinking of them and even if they are not ready to re-enroll or pay their dues, they appreciate the fact that they are remembered. If an individual does want to renew his dues, you attach the other mailing label to the application and send it to him. 

· There isn’t a one of us here today that wouldn’t like to see more profitability in our operations. Therefore, a new department has been created at Moose International for Lodge Operations. This department will be using Operation Analysts to go into a lodge, review all the bookkeeping and fraternal operations and make recommendations.  Most lodges have the potential to improve some aspect of their fraternal and business operations and the analyst can provide a fresh set of eyes to review everything and help identify opportunities that may be overlooked.  Often lodge officers are unaware of areas utilizing improper, inefficient or unprofitable methods and a visit from one of these operation analysts can be very enlightening. The years of experience that they have acquired qualifies them to make recommendations and if utilized can lead to increased member retention and membership growth.

Every lodge is unique and the situations the analyst finds will be addressed for follow up. There is not a one-size-fits-all solution and each lodge will be examined as a unique entity. Once they have concluded their examination they will leave the board of officers with recommendations that should improve the operation.  They will follow up each visitation, either personally or through a qualified Lodge Operations volunteer. 

· Your decisions today will determine your future. Very often decisions are made to satisfy current situations for  immediate results. This does not always work because the long-term effects of that decision are not considered.   Your decision when it comes to nominating or electing officers, planning activities, hiring of personnel or setting prices on merchandise for resale, could determine whether or not you will be successful tomorrow. When it comes to decision-making, you must leave personal prejudice or preference out of that decision.  You must weigh all of the options and then make your decision based on the best course of action, even if that is not to your own personal liking. How will your decisions today affect your lodge today, next month, next year or five years from now? 

· Hall Rental Insurance -  There are advantages of purchasing coverage that is offered through AON.  First of all, it is low priced and it can be purchased for a per-event coverage and there are no deductibles. Yes, a lodge can purchase coverage locally, but it must meet all the requirements set forth by Moose International and many outside policies carry a deductible, and have limitations as to how much will be paid in a year. Let me remind you, that that this insurance provides coverage for the lodge and the party renting the hall and regardless of where your coverage is, anytime the facilities and alcohol is served, special coverage must be in place and certified TIPS trained servers are to be utilized.

· Sports, most lodges are interested in this, because they have active bowling members, golfers and dart players. 

The Membership department will be eliminating the bid process for hosting International sport tournaments.  Instead, Moose International will be working with the Regional Managers to identify locations that are suitable for hosting these tournaments. Tournament sites could be a specific lodge or at a facility that is centrally located to a number of lodges. The goal in this move is to provide an outstanding tournament.  The membership department staff and members of the International Sports Committee will also take a more active part in the planning and execution of tournaments once a location has been selected. Lodges wishing to be considered as a host lodge are encouraged to send letters of interest to the Moose International Membership Department. 

· Now, let’s tackle the big item-Moose International Indebtedness.  Every month my office is in receipt of a printout of what every fraternal unit in this association owes to Moose International.  It is appalling to me to see the figures. 

· A check needs to be sent each and every month toward this indebtedness.   If not, you will receive a letter from the finance department when you are put on the 30-day notice.  That should not happen.  If a payment is not received, then you get a 60-day notice. If and when that happens, it generates a phone call  or visit from either myself, or a Deputy Regional Manager to determine why.  And, you do not want to be in receipt of a 90-day notice, because that is an automatic suspension of your social quarters permit and possibly a visit of an Operations Analyst at the tune of $250.00 per day.

·  Lodge officers have a responsibility to review the bills each month. If you do not see that payments are being made, you need to question it. There should be no excuse for a lodge to go this long without making a payment.  Lodge officers are the corporate officers of your corporation.  I know of no other corporation that allows this kind of indebtedness to go on without taking legal action.  Are you ready for that? 

·  Moose International is not a fraternal line of credit.  I have just received a financial accounts receivable listing from the finance department. 

· The Lodges of the MD, DE, DC Moose Association  owe a total of $278,099.13 to Moose International.  I propose that we set a goal of reducing this indebtedness by 20% by the time we meet for the State Convention. 

· If we are to continue to put smiles on the faces of the children and spring in the steps of our seniors, this debt must be drastically reduced.

·  We invite You to be a Piece of the Solution and help us reduce this debt.

· Thank you.
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