Knights of Columbus
Arkansas State Council

Member ship Recruitment Chairman
Member ship Retention Chairman

The many good works of the Order are entirely dependent on an involved, committed and growing
membership. After all, without a strong membership base and regular efforts to attract new Knights
and replace those who' ve left none of our good works on behalf of the Church and community
would be possible. What touches, moves, and inspires you? Sharing the possibility you have in the
Knights of Columbus with others makes it available to the community and opens what inspires you
to prospects for membership. Y our commitment is to share with others what is available to you so
they are also touched and moved.

Plan to introduce and implement a program called the “ Star Power” . It is quite sSmple and can be
very effective. Georgia uses a similar program and they exceed their membership quota by 50-60%
every year. Basicaly, every State Officer, PSD and Program Chairman/Director recruits five new
members this year. In the local councils the Officers and Trustees adopt 5 council members. Their
responsibilities are to contact these members and invite them to council meetings and social events.
The Council Officers and Trustees and their team recruit at least one new member. If this program
is accepted it will increase attendance at the Council Meetings and provide volunteers for projects
planned by the Council. The most effective way of communication is personal contact at Mass,
Church Socias or any other socia event (ball game, theater, city council meeting). In the event
they do not see them they can telephone them and talk to them directly. EMail is good but not near
as effective as personal contact.

Each Local Council must have a membership plan in place suchas*” Star Power”, Shining Armor
Award Program, Conway’s phone-a-thon, member ship recruitment Blitz (October or March) or
one-on-one recruiting. These programs are described in detail in the State Council’s Membership
Recruitment/Retention Guide and can be found on the web site.

At the State Council Organizational Meeting give the District Deputies the responsibility to have
each council in his district furnish a membership plan and a commitment for net members during
the fraternal year. At the State Council Mid-Y ear Meeting present these plans and commitments to
the State Officers, Program Chairman/Directors and District Deputies. Monthly you will measure
the progress to these plans and contact the District Deputies by telephone and have them provide
current information and his assurance the Grand Knights will achieved their membership plans.

Instruct the District Deputies the importance of following the membership retention procedure
(1845 procedure). Detail instructions are found in the State councils Membership
Recruitment/Retention Guide on the web site www.arkofc.net.

The State Council Membership Chairman has many opportunities to make a difference during his
tenure. Submit articles in Our State Council Newsletter, Notices of the Web Site, and personal
letter to the Grand Knights. In fact, monthly articles in our State Council Newsdletter are a must.



They are due on or before the 13" of each month. Y our articles should address membership
recruitment and also the importance of membership retention.

Another effective means of communication is e-mail. For example, Arizona always exceeds its
membership quota by sending each Grand Knight membership alerts each Monday. Its normally
one short paragraph just enough to remind him of the importance of membership recruitment and
retention.

The State Council Membership Chairman is expected to attend the State Council Organizational
Meeting, Mid-Year Meeting, State Convention and his Districts Deputy Meetings and all 2" & 3¢
and 4™ Degree Exemplifications in your geographical region. At the Organizational Meeting the
State Council Program Chairman through the State Deputy will furnish copies of promotional
material including the “ Surge with Service” booklet and goas and objectives for the fraternal year.

Member ship Recruitment/Retention Chairman
Mission

The mission of the Arkansas Membership Team is to help the Knights in each and every council reach
out to every practica Catholic and inspire him to recognize his extraordinary possibilities through
membership in our Order. By executing our duties with pride and dignity and by understanding the
partnership between strong membership growth and outstanding council programs, we are committed to
every council reaching its full potential in membership growth. We Knights will build a better world
together.

Objectives

The objectives are quite clear! We will leave behind no Catholic man who wishes to join our order!

Armed with this thought in mind, with the application of strong State Council Service Programs and
Membership Campaigns, while sustaining the overwheming support of our clergy, we will achieve our
god of reaching the membership objectives. These objectives, however, are understood to be but
milestones toward the fulfillment of the dream of our founder, Fr. Michadl J. McGivney — “a council in
every parish and every Catholic gentleman a Knight.”

With this being said, we will achieve our ultimate objective of making the Knights of Columbus the
ever-stronger right arm of the Catholic Church.

Mambership Adions

New Member
The Financia Secretary reports the initiation of new members promptly, preferably within 24 hours of
initiation, to the Supreme Council on the Membership Document Form #100G. No purposeis served in
holding membership applications longer. The First Degree establishes membership, and it is the
recording of that degree which ultimately is required to place new insurance applications in force.
Council action is required.



Juvenileto Adult
Juvenile-to-adult congtitutes a specific category of new member transactions, and the preceding section
gpplies to this transaction as well. An applicant for membership who holds an in-force insurance policy
issued while he was under 18 years of age is to be processed as a juvenile-to-adult transaction. Include
the juvenile policy number on the Form #100G. If the prospect applies for membership prior to his
nineteenth birthday, the maximum initiation fee that can be charged is $5.00. Council action is required.

Reinstatement
This transaction can be used if membership termination has been for a period of three months or less.
Reingtatements can only take place in the council from which the member was suspended or took a
withdrawal. To reingtate his membership, the applicant pays to the Financia Secretary of his former
council al arrearages whereupon the Financial Secretary shall notify the Supreme Council on a Form
#100G. A reinstatement will not reflect a break in membership. No council action is required.

Reactivation
The laws provide for an inactive insurance member suspended for non-payment of dues to reactivate his
membership for a $5.00 fee. If the member |€eft the order with awithdrawa card, no fee is required. No
council action is required.

Readmission
This transaction is appropriate if membership termination has been for a period of more than three
months and up to seven years. The applicant may be readmitted in any council of his choice provided
that the council action, which is required, is favorable. No action is required of the admission committee.
Council action is required.

Reapplication
This transaction isto be used if the applicant has been terminated for a period of more than seven years.
The former member makes application to the council of his choice and pays a $7.50 reapplication fee,
moneys, which will be kept by the new council. A regpplication is treated like a new member application
except he need not take his degreesif he satisfies the admission committee to that effect, he does not pay
aninitiation fee, and heis not digible for the new member insurance plan. Council action is required.

Transfer
A member in possession of a current membership card may transfer to any council of his choice by
making application on a Form #100G. The receiving council accepts the application for transfer under
the elective procedures. Please note that only the receiving council initiates a transfer. Members cannot
be transferred out of a council. Council action is required.

Withdrawal

At the August 2003 Board of Directors meeting, the Supreme Council modified the member withdrawal
process. To initiate a withdrawal, a personad letter signed by the member requesting withdrawal
(resignation) is required to be sent to the Membership Records Department at the Supreme Office. In
good standing financialy is no longer a consideration. The only gtipulation is that he must be digible for
reentry as of the date he files his letter of withdrawal. There is no change to the rule that awithdrawal is
not an option for a convicted felon, non-practical Catholic, or someone who is suspended or expelled
under Section 162 of the Order’s Laws.



Suspension - Non-Payment
As provided by Section 168, Paragraph 3, of the Charter Constitution and Laws a member must be at
least three months in arrears before he can be suspended for nonpayment. This category of suspensions
represents the largest group of losses to our Order. Thus it is of vital importance that the Financia
Secretary, Grand Knight, retention committee, and District Deputy follow proper billing and/or retention
procedures before active membership is terminated by suspension. Detail of the 1845 procedure can be
found in our State Council’s Membership Recruitment/Retention Guide posted on the web site.

District Deputy’ sRole
The Didrict Deputy oversees the retention process. Make sure councils are adhering to correct
procedures set up by Supreme, the State Councils, and the State Director of Admission and Retention.
Follow up on the Notice of Intent to Suspend by personally contacting the notified members and making
reasonable attempts to retain the member. Record the results on Form #1845 and the retention
worksheet. Detaill of the 1845 procedure can be found in our State Council’s Membership
Recruitment/Retention Guide posted on the web site.

Death
As soon as possible after the death of a council member, the Financial Secretary completes a Form
#100G and submitsiit to the Supreme Council office for processing.

Disability - Relief from Payment
Those brother knights who are unable to engage in any occupation for a period of at least Sx months
may apply for wavier of dues under Section 118(e) of the Charter Constitution and Laws Furnish
evidence of total disability to the Supreme Council, dong with Application for Relief from Payment of
Council Dues and Supreme and State Council Per Capita Charges (Form #1831). The disabled member,
the Grand Knight, the Financial Secretary, and the District Deputy &l sign Form #1831.

All disability waivers expire each year on December 31 and must be renewed during the 90-day period
prior to expiration. Supreme Council will send a request for confirmation of continued disability during
October. The Grand Knight, Financia Secretary, and District Deputy must sign the letter and return it
directly to the office of the Supreme Secretary.

TRANSFERS/WITHDRAWAL S/SUSPENSIONS
Transfers either to or from your council do not affect your net gain figures.
Withdrawals and Suspensions count as |osses
Readmissions, Reinstatements, Reactivations count as additions.

Actively recruit Knights that come into your parish from other councils. The Knight and the new
council must initiate a transfer. While the former council cannot initiate a transfer, your council can
help Knights that have moved away find a new council.

If they stay within Arkansas, look in the State Council Directory and provide

them with the address of the Grand Knight or Financial Secretary in the council

closest to them. If they leave the state, contact the State Deputy and give him the name of the city
where they are moving. He can provide the address of a Grand Knight or



Financial Secretary in or near that town.

A member cannot withdraw if he owes dues. He must be a member in good standing
to withdraw. The member - not the council - must decide to withdraw.

Method

How we will accomplish these objectives is by following the example of our founder. Father McGivney
believed in this objective so much that he wrote letters to every pastor in the surrounding dioceses,
encouraging them to have a council in their parishes. He traveled to New Y ork, Massachusetts, and
throughout Connecticut promoting our Order. This was no easy task for a young parish priest in the
1800s. His foundation was built on his own persona prayer life and spirituality. He was known for his
holiness, his optimism, and hiswill to succeed. We are committed, as brother Knights, to summon up at
least some of his dedication and enthusiasm to help the Order grow.

It al begins with us now, starting with recruitment, being dependent upon the belief that we are truly
doing the work of our Lord and serving in our vocation. We will assist, guide, and inspire the Didtrict
Deputies while working with their counter part Program Directors, to use the necessary tools in each
council, giving them the means to conduct al membership programs as they are designed. Directors and
Digtrict Deputies are the lifeline of success for the Order in Arkansas, working with al councils to
understand that Strong Member ship means Strong Service Programs

Encourage our Didtrict Deputies to recognize membership recruiters.  Through The “VIP (very
important person) Club. Supreme initiated this program in 1974 as an incentive program to recognize
new members. In order to be enrolled a Knight must propose for membership at least two members.
Supreme will automatically send a certificate for presentation to each club member.

Grand Knights can win the “ Contest of Champions Award” for having the highest percentage gain in
membership for the state of Arkansas. The Sate Deputy and State Council Membership Director and
Disgtrict Deputy should present it to the council. In addition an article should be published in the State
Council Newdetter, loca newspapers and posted on the web site.

The State Deputy and State Council Membership Director and District Deputy should present every Star
Council Awards to the council and publish the names of the Grand Knight with his Council Number in
the State Council Newdetter, local papers and the web site. Supreme can furnish sample press releases
for these awards for the Digtrict Deputies use in publishing their articles.

To accomplish these objectives the Membership Chairman in Arkansas must indtill in al Didrict
Deputies the need to encourage membership recruitment in al the Councils in his Didtrict. Digtrict
Depuities are the lifeine of success for the Order in Arkansas. They must work with al councils to
understand that strong programs mean strong membership. Remind them that 88% of our members
joined the Order to get invaved in Church or other activities. At the concluson of your term furnish
the incoming Membership Chairman with an updated copy of your duties and responsibilities.

Digtrict Deputies must understand the importance of membership recruiting and membership retention.
The following membership book is included to help you train them and provide a detailed outline for



them as they perform the duties each fraternal year. For the locad council a detailed membership
recruitment and retention guide book is available on our State Council Web Site www.arkofc/net.
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Pr ef ace

Much has been acconplished since Father McG vney net with a small group of nen
in the basenent of St. Mary's Church in 1882. W continue to be |eaders paving
the way into the future. The nunber of nenbers and Councils continue to grow
because of your efforts. Growth is the key to our survival and our future

| eadership. Wth each nmenbers efforts to Recruit, Retain, and Reclaimwe will
succeed in keeping the dream of Father McG vney alive. Renenber: |f not Mg, then
WHO!

Pur pose

The purpose of this handbook is to provide District Deputies, G and Knights, and
Counci | Menbership Teans with a guide containing valuable information to aid
themin their recruitnment and retention efforts. Although this handbook provides
key personnel with nost of the tools required, a successful Council Menbership
Programis directly dependent on the | eadership of the G and Knight, the
initiatives of the Council Menbership Team and the support and active
participation of every nenmber of each and every Council

Cbj ective

Wth strong State Menbership | eadership and support to its subordi nate Councils,
we will bring Catholic nen to Christ through what we say and do.

KNIGHTS of COLUMBUS
ARKANSAS

CHURCH

FAMILY PROGRAMS YOUTH

BRING CATHOLIC MEN TO
CHRIST
THROUGH WHAT WE SAY AND
DO

MEMBERSHIP RETENTION

//////// \\\\\\\
COMMUNITY

COUNCIL LEADERSHIP
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State Menmbership Team
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MEMBERSHI P TEAM

The nmenbership teamis conprised of the Supreme Council, State Deputy, al
District Deputies, the State Menbership Team the Council G and Knight,
and the local Council Menbership Team Each of these team nenbers has a
specific role and responsibility to support and pronpote nenbership growth
and retention.

Suprene Counci

State

State

Grand

Counci

Counci

The Supreme Council establishes |aws and nenbership goals for all Councils
within the Order, thus pronoting its continuous grow h.

Deputy

The State Deputy appoints District Deputies and a State Menbership Teamto
support subordinate Councils within the jurisdiction and their menbership
efforts in reaching the State' s nenbership goal

Menmber ship Team

The State Menbership team consists of the Menbership Director, Retention
Roundt abl e, Council Reactivation, and New Council Devel opnent Chairnen.

Kni ght

Each Grand Kni ght shoul d establish nmenbership goals shortly after being
el ected. The goal s shoul d be announced and steps to achieve the goals

i mpl enented at the first Council nmeeting in July. [Refer to Spirit of

Col unmbi ani sm Program The Grand Kni ght should identify a nmenmbership team
that will serve to achieve the goals necessary to continue growth of the
Council. These appoi ntnents should begin on July 1st and their efforts
shoul d not stop until June 30 of the follow ng year

It is the goal of each Council and Grand Knight to schedul e and conduct
First Degrees early and frequently. Mninmally, each Council is expected to
schedul e and conduct or participate in First Degrees during Cctober and
March in honor of Col unbus Day and Founders Day.

| Menbership Team

| Menbership Team appoi nted by Grand Kni ght and conpri sed of:

Menbership Director (preferably your Chancellor or a PGK)

Admi ssions Comrittee Chairman (and a commttee of seven nenbers)
Retenti on Committee Chairman (Deputy Grand Knight, with the Trustees and
Fiel d Agent as nenbers)

Fi nanci al Secretary

Sponsor

Sponsor is the new menmber’ s proposer
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RESPONSI BI LI TI ES OF THE MEMBERSHI P TEAM

State

State

Deputy

The State Deputy will, in conjunction with the Suprene Council, establish
the State goals and conditions to support subordinate Council efforts to
achi eve those goals for continuous nmenbership growh within the State.

Menber shi p Team

These nen provide assistance to District Deputies, subordinate Councils
and their nmenbership teanms supporting nenbership growh. They provide
gui dance and support to the District Deputy ensuring that the districts’
menber ship goals are realized.

Their basic focus is on the overall welfare of the continued growth of the
State

Menber shi p by supporting established goals and nmenbership active prograns
within the State.

District Deputy

Sel ected by the State Deputy and Approved by the Suprene Knight, the District
Deputy acts on their behalf to support his District’s Councils. One of his
goals is to assist each Council to neet or exceed their nmenbership goals. It

is

Grand

his job to:

Support each Council inits efforts to build and naintain a successfu
menber shi p program

Advi se and train each Council with the proper procedures and
responsibilities and give direct support to any Council needi ng that
support.

Ensure that the proper nenbership teaminfrastructure is in place.

I nstruct each team nenber (i.e. Menbership Director, Adm ssions Committee,
Recruitnent Committee, and the Retention Committee) in the proper

know edge of their roles and responsibilities so they are understood.
Provi de explicit instructions and gui dance and NOT assune that they know
what they are doing. This is the first critical step in the proper

devel opnent of a “repeatable” process to recruit, retain and reclaim
menbers. |f you cannot repeat the process your programis weak and greatly
i ncreases the potential for failure in that Council’s menbership program
Provide a coordinated effort for recruitment of new nembers within the
councils of the district.

Schedul e and insure a proper atnosphere for frequent first degrees within
the District.

Kni ght

Is the vital KEY to the success of the Council and State nemnbership
program It is the Gand Knight's responsibility to ensure he appoints a
Menber ship director, Adnmi ssions Committee, Retention Committee, and First
Degree Team Captain. Al nmenbers of these conmittees should be properly

i nformed, trained, and receive the nenbership material provided by Suprene
to the Council’s Financial Secretary and given to the newly elected Grand
Knight. It is also the Grand Knight's responsibility to keep his District
Deputy informed as to his goals, committee assignnents, Council prograns,

13



the results of these prograns, and any problem areas requiring assistance.
This communi cation with the District Deputy should be done nonthly at a

m ni mum The Grand Knight should also naintain an active conmmunication
dialog with the Financial Secretary to insure he is aware of each nmenber’s
status and potential prospects for our order.

COUNCI L MEMBERSHI P TEAM
ROLES AND RESPONSI BI LI TI ES

Me

Recru

nmber ship Director

Be a Council officer |ike the Chancellor, a Past G and Kni ght or a person
with Leadership abilities and the understandi ng of a sal esman

Foster high standards, enforce established procedures from Suprene, State
Council, and his local Council in the area of nenbership

Provi de the nenbership teama training programto ensure that all team
menbers know how to be effective in their responsibilities (an outline is
provi ded in the appendices for your consideration) and know the proper
procedures of the nmenbership program

btain a list of First Degree nenbers from Fi nancial Secretary

Coordi nate First Degree dates with Grand Kni ght

Maintain a current |ist of Second and Third Degree dates in your |oca
area to notify candidates in a tinely manner and coordinate this
information with the Financial Secretary ensuring that eligible nmenbers
advance to the next higher degree as soon as possible

Encour age sponsors to acconpany candi dates to all degrees

Ensure recruiting teans are infornmed of dates the admission teamw || neet
and dates of all degrees

Assi st the Grand Knight in coordinating requests to the District Deputy
for Second Degree dates

Publ i ci ze and supervise VIP, Shining Arnor, and State Menbership
i ncentives and awards for active sponsors and any nenbership incentive
program

i tment Commi ttee Chairnman

Be a Past Grand Knight (e.g., The three year trustee)

Establish a programin support of the Council's recruitnent goals
Assi st sponsors with prospective nenber initiatives

Assi st Financial Secretary and sponsors with preparing prospective nenbers
for the First Degree

Encour age sponsors to acconpany candi dates to all Degrees.

In cooperation with sponsors and the Council Program Director, get new
menbers involved in Council activities and committees

Establ i sh and provide notice via Council newsletter, email, and persona
tel ephone calls to nmenbers providing informati on on upcom ng dates and
pl aces for recruitment drives and ask for their support

Pl an Open House and Menbership N ght events EARLY in the fraternal year
and often to reach Council goals early in the fraternal year

Supervise invitation of prospective nenbers and Two-on- One Recruitnent
Conmittees
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Retenti on Committee Chairman
As recommended by Suprene Council, this should be the Council’s Deputy
Grand Kni ght
Have as nenbers the Council Trustees at a ninimum
Work with assigned Field Agent, he may know of other issues because of his
contacts
Devel op and execute a retention programthat seeks to contact menbers who
no | onger attend neetings or functions. Use sponsors to assist in this
process.
Seek out reasons why they are not attendi ng and advi se them of upconi ng
functions and events and ask themto participate or assist in these
progranms to support the Council. Note: Do not hesitate to seek assistance
fromthe District Deputy, State Menbership Director, State Retention
Chai rman, Field Agent or General Agent.
Promote all retention programs sponsored by Suprenme and State Counci
hel pi ng pronote Council activities, which encourage and foster fraternity
anong all nmenbers and their fanilies.
Meet frequently with nenbers to review status of nenbership contacts and
to assess suggestions and progranms for resolving nenbership and/ or
retention probl ens
Ensure that all comittee nenbers are properly instructed on the
information required to intelligently discuss problem areas w th Counci
of ficers and menbers
Wrk with the Financial Secretary to identify any Council nenbers in
arrears and in danger of being suspended, or who have requested a fina
wi t hdrawal card.
Coordinate calls to nenbers having received a Second Notice with the
Fi nanci al Secretary and Trustees. \Wen possible, arrange for persona
visits to each nmenber in danger of suspension by a two-man Retention Team
Not e: Tel ephone contacts or letters are last resorts are |less effective
t han personal visits.
Est abl i sh a program supporting the Council's retention goals
Advi se the Grand Kni ght of reasons causing nenbers to be "inactive/absent"
with recommendations to rectify
Prepare information to informall nenbers subject to suspension of
alternatives to being dropped (alternatives are to be with approval of the
Grand Kni ght)

Admi ssi ons Conmittee Chairnman
Preferably a PGK and at | east seven nenbers (e.g. Menbership Director,
Recrui t ment Chairnman, Trustees, Field Agent, and others to make up seven)
Be responsible to arrange with the nmenbers of the comm ttee appropriate
nmeeting dates and tinmes to speak with prospective candi dates about their
intentions and to informthe candi dates about the functions of your |oca
Councils progranms and activities
Coordinate with the Menbership Director and Recruitnent Chairman schedul ed
admi ssion conmittee neeting dates and tinmes to nmeet with prospective
candi dat es
Meet with prospective candidates using the Admi ssions committee |Inquiries
Gui de provided by Supreme Council O fice on sinple questions to ask
prospective candi dates
Ensure the candi date understands who we are, your Council’s activities in
the Church, Community and ot her areas.
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Advi se the candi date of Council dues and Initiation fees and the

i mportance of comunicating with the Financial Secretary when any persona
data (i.e. address, phone, etc) changes

Informthe candi date of the many benefits of the Order and of the

i mportance of his admi ssion to any Council in the order with his traveling
card and paid up dues

If a candidate is discovered as NOT being in union with the Holy See, your
Council Chaplain or Parish Pastor will provide you with the status of the
candi date in question. You nust abide by their response.

Present the committee’s decision and recomrendati on on each candi date for
el ection

Ensure the candidate’s sponsor is in attendance and i nformthe sponsor of
his responsibilities to take the candi date to degrees and assist himin
getting involved in the many progranms in your Counci

Fi nanci al Secretary

The Financial Secretary has the primary responsibility to maintain
menber ship records and the members account.

Verify Council roster for accuracy and maintains current addresses on
menbers

Meet with applicant after adm ssions conmittee to ensure paperwork is
conpl ete and that fees and dues are paid

Updat es memnbershi p and degree information notifying Suprene of changes
Provi des Menbership Director with nanes, phone nunber, and address of
eligible candi dates for advancenent to neet District and State schedul ed
degr ees

Prepares nenbership cards for those candi dates advancing to the next

hi gher degree and provides themto the G and Knight for presentation to
the candi date at the degree

Coordinates early with Grand Knight and Retention Committee Chairman
concerning nenbers in arrears

Promot es “New Menber” | nsurance Plan by having new candi dates read the
reverse side of the Form 100.

Sponsor
Is the candidate’s proposer (i.e. the person who asked the candidate to
join the order and signed the form 100) and the KEY LINK to a successfu
recruitnment and retention process. Wthout a sponsor’s support new nenbers
can wongly feel rejected or unaccepted and quickly becone a retention
probl em
I ntroduce candi date to Adm ssion Committee and indicate why he should be
accepted as a nenber of the Counci
Take the candidate to all degrees
I ntroduce the new nmenber to the current nenbership, the Financia
Secretary and Grand Knight at a m ni num
Get him active and involved in Council prograns.
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Appendi x A -- A Menbership Plan for Grand Knights
Getting Started

1. Immediately after your election (conducted between 15 May and 15 June),
consult with your predecessor on |lessons |earned fromhis menbership plan
of action. Take tine to discuss your choices for key positions on the
Council s Menbership Team (consisting of: Menbership Director, Adm ssions
Committee, Recruitnent Committee, Retention Committee, and First Degree
Team Capt ai n) .

2. Discuss with the Council Financial Secretary your current memnbership
status to obtain a clear picture of the Council’s nenbership health. Sone
things to ask are:

a. Nunber of current menbers and the total nunber as of May 1st

b. Nunber of Honorary and Honorary Life Menbers and who will becone
eligible during your year in office

Nunmber of candi dates waiting for 1st Degree

Nunmber of menmbers who are in arrears in paying dues and how many nonths
Nunmber of members eligible for advancenent to 2nd Degree

Nunmber of members eligible for advancenent to 3rd Degree

DO Qa0

3. Based on this May 1st total nunber of nenbers that Suprene shows on
record.

You can now nultiply that figure by 5% which establishes your Council’s

m ni nrum quota for new nmenbers for the new fraternal year. Renenber, a quota
is different froma goal. You should set a realistic goal based on what you
honestly think your council can achieve during the year (It may be your quota
pl us an additional percentage that is realistic and achievable, or it my be
sonmething less if you council has a weak recruiting record). This is your
target for the new fraternal year. Announce this target goal and the date you
expect to achieve that goal at your first council neeting and charge your
menbership teamto begin work on achieving that goal. Challenge the team and
menbers (these nen are your SPONSORS) to nmake the Council active by
recruiting and exenplifying at | east one new nenber in July and/or August. A
good way to start the year is to participate in the Wl cone Back Brother
program

4. \When establishing your nmenmbership goal for the fraternal year be
realistic. Arealistic goal nust not only reflect your potential but also
consi der the needs of the council. A realistic goal mght be to have at | east
one new nenber each cal endar nonth. Sonme Council’'s will require additiona
menbers to achieve their Suprene Council and State Council nenbership goals.
To keep the teamon track, maintain and review the nonthly goal frequently.
Establish an early date to reach your goal and remi nd all where you stand
each nonth. Do not fall into the trap of totally relying on one or two
menber shi p canpaigns to satisfy your nmenbership goals. Menbership is a day-
by-day, month-by-nonth activity to insure a strong vibrant Council wth
active nenbership and active prograns.

5. Establish with your Menbership Director early and frequent First Degree
dates, nenbership drives, open houses, and fraternal benefits presentations
to pronote the recruitnment efforts of your plan. Be pro-active. Ask your
District Deputy for the degree dates within the district or your area.
Support your brother Knights in neighboring councils by attending their
degrees and bringi ng candidates to support their cerenonial activities.
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6. Contact the assigned Field Agent for your Council and ask himto be a
menber of your retention committee. Provide himw th your menbership plan so
that he can strive to help you achi eve your insurance goal in early enough
time to counter any nenmber who may surrendering their policy. If your counci
does not have an assigned Field Agent, contact the General Agent and ask him
to assign one. The Insurance benefits Agents have a commtnent to be part of
your nenbership team Use this val uable resource when planning any
menbership activity.

7. Conmit to attend any degree where one of your Council’s candidates will be
in attendance. Always take a candidate to his degrees; NEVER |l et them attend
al one!

8. Monthly via your neetings and newsletters | et the nenbership know exactly
where you stand on your goal and identify your new candidates in that forum
so the menbership can get to know this new nenber and his fam |ly. Menbership
shoul d be a constant topic in all newsletters and correspondence to counci
menbers. Cel ebrate all your successes. Celebrate the new nenbers and those
who have rejoined our order

9. Pronote and announce nenbership awards, recognitions, and achi evenents at
nmeetings and in newsletters. Such recognition prograns are the VIP and
Shi ni ng Arnmor Awar d.

Maj or Degree Schedul e for Fraternal Year.

LOCATION Day of DATE
Week
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Si npl e Check List to Reach Council Goal

Dat e

Conpl et ed

Descri ption

El ected as next Grand Knight.

Spoke with predecessor about his nenbership program ny
pl ans, and ny nenbership team appoi ntnments

Tal ked to Financial Secretary and obtained the follow ng
nunbers:

Current Menbership Total

May 1lst Menbership Tot al

El i gi bl e Honorary/ Honorary Life during new year

Candi dates waiting for 1st degree

Candi dates waiting for 2nd degree

Candi dates waiting for 3rd degree

Menmbers in Arrears of Dues — 3 months
Menbers in Arrears of Dues — 6 nmonths
Menbers in Arrears of Dues — 9 nonths
Menmbers in Arrears of Dues — 12 nonths
Menmbers in Arrears of Dues - 18 nonths
Menmbers in Arrears of Dues — > than 18 nonths

Est abl i shed Council Goal for Fraternal Year.

Council goal (May 1st nunber * .05 + additional)

Mont hly goal (Council goal / 10 rmonths) at mininmum
**(JULY/ AUGUST) Date Council ACTIVE (Exenplify at |east one
new menber, use Vel come Back Brother Program

Date to Achi eve Council Goal

Cont act ed and appointed the foll owi ng nenbership team

Menbership Director (Chancellor, other Oficer, or PGK)

Adm ssions Committee Chair (PGK) and nenbers

Recruitment Commttee Chair and nenbers

Retention Committee Chair (DGK) and nenbers

First Degree Team Captain

Est abl i shed First Degree dates to neet or exceed Council
menber shi p goal s

Mont hly Goal s Establi shed

Contacted Field Agent assigned to Council and comruni cat ed
Council’s menbership plan and First Degree dates. Asked him
to be

menber of retention commttee and to schedul e Fraternal
Benefits

Ni ght presentations.
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Appendi x B - A Successful Recruitment Program

Renenber we are | ooking for QUALITY nenbers not quantity. Each Counci
menber has a responsibility to recruit and remenber IF NOT ME, THEN
WHO !'! The qualifications for nenbership in the Knights of Col unbus and
the procedures pertaining to admtting new nenbers, reactivation and
rei nstatenent of previous nenbers, and the transfer of nenbers are
covered in the Laws of the Order. They can also be found in the "Grand
Kni ght's Handbook" and the Financial Secretary Handbook.

El even Steps to Success
STEP #1: Establish and Attain Council Goals and Quotas

a) The Grand Kni ght should set a goal for net gain in menbership
and net gain in insurance nenbers. Wthout a clear goal you
cannot neasure your success.

b) Set goals to attain Star Council status, Col unbian Award, and
State CQutstandi ng Council Award. Menbership, Progranm ng, and
Charitable

Activities all work together

c) Set a goal to recruit or welconme back at | east one nenber to
our order each cal endar nonth during the year. Use small but
attai nable goals to achi eve overall success.

STEP #2: Organi ze the Council's Recruitment Canpai gn

Look around the Council and select and train if necessary,
recruiters to serve on the Menbership Conmttee. Pick men who are
enthusiastic, notivated, conpetitive, and know the Order. Arm
themwith the informational and pronotional materials fromthe
Suprene Council office so they will be well prepared and

convi nced of the advantages and benefits the Order offers to any
man and his famly.

a) | nplement menbership recruitment programs sponsored by the
State and Supreme Councils.

b) Seek the cooperation of your pastors in the menbership

recrui tment program

They are able to suggest parishioners who woul d be prospects for
menber shi p. Schedul e nenbership drives at the conveni ence of the
pari sh by cooperative planning early in the Fraternal Year

c) Sponsor an "Information Program' for junior and seniors in
hi gh school s and the I ocal parish and parochial high schools.
Cbt ai n approval and seek the assistance of the Pastor and schoo
principal in the pronotion of the program

d) Establish contact prograns with high school and coll ege
graduates by sendi ng them "Congratul ati ons" cards (#938), and

i ncl udi ng your nane as Grand Kni ght, the name of the Council, and
contact phone nunbers.
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e) Contact the | ocal Knights of Colunbus Field Agent and Gener al
Agent to help the Council plan recruitnment prograns.

f) Use the Wel come Back Brother Programin July/August and
January/ February to | ocate nenbers who have noved into your area
and who have dropped their nenbership. They may be | ooking for a
council to join. This is an easy way to junp-start your

menber ship year. Two Suprene printouts are hel pful: "Fornmer and
I nactive Knights residing in Arkansas" and "lInactive |nsurance
menbers residing in Arizona". These |lists are printed each year
and distributed through the Arkansas State Council. The reports
are al so avail able on the VB after October of this fraterna
year. Contact the Grand Knights or Financial Secretary for a copy
of this inportant information.

g) Sponsor incentive prograns for recruiters in the Council, such
as the Suprenme Council's "VIP" Club. Inform nmenbers about the VIP
Cl ub; give each nenber the "VIP" Club rules flyer (#860).
Recogni ze indi vi dual nenbers when they reach various recruitnent

I evel s in special open neeting with family nmenbers present.
Suprene keeps account of the nmenbers recruited and when the next

I evel is achieved you will receive a certificate for that |evel.
The Grand Kni ght should use his own initiative to create a

speci fic Council recognition programor programs to reward
menbers bringing in new nmenbers -- |let them know their efforts
are noticed. Cel ebrate the success of your nenbership team

h) Schedul e frequent first-degree exenplifications. Ask your
District Deputy for degree dates in neighboring councils or in
the area. Support those council’s degree efforts by bringing
candi dates and nmenbers to their degrees. If you do not have your
own first-degree team consider starting one with the support and
assi stance of your area councils.

STEP #3: Set Up Individual Recruiting Teans

a) Train and educate the nenbers of the Council on the working of
the Order. This will better prepare menmbers to recruit new
menbers. Special audiovisual aids are available fromthe Suprene
Council for use in training recruiters. Check the Arkansas State
Council for scheduled training prograns. Urge the Council's npst
successful recruiters to share sone of their secrets.

b) Ask the Field Agent to serve as an instructor. H s know edge
of professional sal esmanship techniques is very hel pful. Ask him
to conduct seminars on recruitment strategy for Council nenbers.

c) Stress "Two-on-One" recruitnent. Teams of two recruiters make
a nore lasting inpression on a prospect, suggest the fraterna
nature of the Order, and can present the Knights of Col unbus
story nore thoroughly than one nenber al one.

d) Encourage the use of the Menbership Recruitment Flip Chart

(#889A) by team nenbers when they visit a prospect and his
famly.
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e) Provide each recruiter with a copy of "Getting That
Application Signed" (#922), the wallet-sized Flip Chart (#2041)
and other materials available fromthe Supreme Council Supply
Depart ment .

STEP #4: Train Recruiters

a) Obtain recruiting filnms from Suprene:
"Sign 'em up"
"Nobody Asked Me"
" Two- On- One"
b) Invite former recruiters to share their experiences with the new
t eam
c) Invite the Field Agent to share his experiences on how he obtains

a signature

d)

Order/review pronotional materials from Suprene:
Recruitnment Flip Chart and Binder (form 889 and 889A)
"Did You Know?" flyer (#1267)

Fam |y Fraternal Benefits flyer (#2761)
Menmber/ Spouse Fraternal Benefits flyer (#2773)

STEP #5: Devel op Prospect Lists

NOTE - prospect lists may be devel oped during nmenbership drives,
from prospect cards posted in the church (with the pastor's

perm ssion), or fromtwo Suprene printouts: "Former and |nactive
Kni ghts residing in Arkansas" and "l nactive |Insurance nmemnbers
residing in Arkansas". These lists are printed each year and

di stributed through the Arkansas State Counci l

a) Use the prospect cards (#921 and #921A) available fromthe
Suprene Council for soliciting prospects. Use the information to
form an ongoi ng prospect list for recruiters to foll ow up.

b) Inpress on recruiters that prospects can be rel atives,
friends, co-workers, fromall walks of life, virtually any
Catholic man you talk to (requirenments - 18 years old, and a
practical Catholic).

c) Review the list of high school graduates, college students,
and forner Col unbi an Squires.

d) Pay special attention to those who serve our comunities as
Police Oficers and Firemen. These are special benefits for
those who serve in this way. W should be know edgeabl e about
this additional benefit when speaking to those individuals and
their famlies. Additionally those who are serving in the
mlitary need to be aware of special benefits afforded them by
becom ng Kni ghts of Col unbus nenbers.

e) Use the list of prospects to send invitations for "Open
House", "Menbership Night", and Council activities. Make the
prospect feel welcone and | et himknow what the Knights and the
Counci | are about.
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STEP #6: Start Team Recruiting

a) Divide your prospect list into assignments for a nunber of
recruiting teans.

b) Chall enge the teans to see who can recruit the npbst prospects.
c) Supply each teamwi th anple nmenbershi p docunents and

promoti onal materials that explain the O der

d) Have frequent nmeetings with the recruiting teans to revi ew
their progress and assign new prospects.

STEP #7: Visit Prospective Menmbers Personally

a) Personal recruiting has proven to be the best nmethod. Arrange
for the visit beforehand and be punctual. Dress neatly, wear your
Kni ghts of Col unbus nmenbership pin and pronote the Order's
positive inmge.

b) The Knights of Colunbus is a fam |y organi zation; invite the
prospective nmenber's entire famly to hear the presentation.

c) Although the Order appeals to different prospects for
different reasons, it's the opportunities that your Counci

offers that will be nost appealing.

Does your council have an information flyer descri bing
prograns/activities conducted by your council? O fer only what
you can provide - stress current progranms and activities of the
Council that will appeal to the prospect and his fanmly.

d) Tell the prospect what nakes YOU and your famly proud to be a
part of the Knights of Col unbus.

STEP #8: Signing the Prospect

a) After you've told the Knights of Colunbus story and answered
all questions, ask the prospect to join.

b) Have a Form #100 ready and fill it out then -- don't del ay
when he is ready.

c) Be ready to accept his check to cover initiation fees and
dues. Know what these are BEFORE calling on a prospective nmenber.
d) Know dates of degrees and Council events and activities --
invite the nenber and his famly and let them know they are a

wel cone addi tion.

e) Informthe Recruitnment Chairman and the Financial Secretary
that you have a candidate for the First Degree

f) Let the candi date know you are proud to be his sponsor and you
will assist himin neeting other Council menbers and taking his
degr ees.

STEP #9: Ensure Prompt Exenplification and Degree Advancenents

a) Schedul e frequent First Degrees; don't make the candidate wait
too long for his exenplification. Renenber, the First Degree can
be exemplified for as few as one or two nen. Initiate new nenbers
fast and often.

b) Ensure that sponsors acconpany their prospective nmenbers and

i ntroduce themto the Council

c) Make certain that all conpleted nmenbership docunents are
forwarded to the Suprene Council office inmediately follow ng
exenplification of the First Degree.
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d) In coordination with the District Deputy, prepare new nenbers
for their Second and Third Degrees. Again, do not delay a nenber
from advanci ng degrees just to have a bigger nunber of candidates
at a later date. If new nenbers have to wait weeks or nonths to
take degrees, they may | ose interest.

STEP #10: Ensure Sponsors Conplete Their Responsibilities

a) Ensure that sponsors acconpany their candidates to ALL
DEGREES.

b) The sponsor shoul d encourage a new nenber to join one or nore
conmittees and actively participate with himin Counci
activities. It is the sponsor's responsibility to see that "H S"
new menber is introduced to Council nenbers, is assigned to a
committee and becones actively involved in the Council

c) It is the sponsor's responsibility to see that the new nenber
is welconed and i ntroduced.

STEP #11: Recruit anot her Menber

After the team has signed a prospect, go back to the prospect
list and contact the next prospective nenber. As new nenbers are
wel coned they add to the expanse of the recruitnment team If the
new nmenber and his fanmily enjoy the Knights and tell their
friends, half the job of recruiting those friends is already
acconplished. Wth each success cone nore confi dence and nore
ability, and recruiting another nenber cones that nuch easier

Fol | ow these el even steps and your Council will succeed in

"Di scovering” nmore and nore Catholic nmen and their famlies.
Furthernore, the Order and YOUR Council will grow. New nenbers
are the Life of the Order. As |eaders recruit new Kni ghts as an
exanple to them reward nenbers that bring in new Knights, and
have your nanme at the top of the recruiter's list.

There is a constant call to action, involvenent and comm tnent.
As Knights, it is our responsibility to answer this call from our
Church, community, our fellowren and their fanmlies. Yet, if the
Council is to respond to the specific needs or problens that face
their parish and/or community, then Councils nust be fully

equi pped with sufficient manpower and the know edge of avail abl e
prograns. There are many things that can be done to nmake a
Council better. Enlist new nenbership to join in working to fight
abortion, elimnate poverty, drugs and pornography. Return forner
menbers, and their fanmlies, to active status and seek their
assistance in aiding people with nmental retardation or

di sabilities, or in helping to conduct Council prograns of
ecuneni sm fraternalismor brotherhood. Assist nenbers in
realizing the many benefits of Knights of Colunbus insurance and
hel p new nenbers di scover the real neaning of the Knights of

Col unbus.

One of our goals must be to | et prospects and their famlies know
that we are deeply comritted in service to our Church and
comunities. Each year our service programactivities generate

i ncreasi ng amounts of volunteer tinme and charitable donations in
the service of others. This is sonething we do joyfully. Qur
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menber shi p now nunbers over 1.6 mllion nen, plus their famlies,
and is still growing. What is really inportant is that all of
these efforts cone from what each individual nenber and Counci l
is able to acconplish in their community. That is what's really
critical, and what nmust be conveyed to prospects.
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Appendi x C. WELCOVE BACK BROTHER PROGRAM
A d Friends are ampong the best.

Every Kni ght of Col unbus council has old friends - former nenbers
who shared the aimand ideals of our Order and who have hel ped
work toward reaching a council's goals. Though they nay have | eft
the Order, circunstances change and they nay now have the tine
and the desire to be part of the Knights of Colunmbus again. They
simply need to be asked!

The "Wel cone Back Brother"” programis one phase of tota
recruitment efforts by local councils. This special pronotion,
when conbined with other "Menbership is the Key" nmenbership
canpaign recruitnment efforts, will see the Order wel cone nore
famlies to ours, enabling a greater sharing of our resources,
our charitable work and fam |y fun.

"Wel come Back Brother" together with regular recruitnment efforts
to ask relatives, friends, parishioners, coworkers and al
eligible Catholic men to join us, will enable us to neet our
State goal for new nenmbers during each fraternal year

Your Guide to Inplenenting the "Wel cone Back Brother" Program
STEP 1: Pl an Your Approach

The nmenbership director and Grand Kni ght should neet to determ ne
a council goal, tinetable and how to organize the effort to
contact former council nenbers and convince themto rejoin.

STEP 2: Revi ew Forner Menber List.

The nenbership comittee should exami ne the "Forner Menber" [ist
forwarded fromthe Supreme Council office to your financia
secretary to assess the total nunber of prospects and to
determ ne the extent of the task ahead. (An additional copy of
the list is available by request through the Departnent of
Fraternal Services.) The list identifies all former members of
your council who have been suspended or withdrew. The "Type"
colum indicates forner associate or inactive insurance nenber
status. Delete fornmer nmenbers who no |onger nmeet the eligibility
requi renents for nenbership. Use council records to suppl enent
the Supreme Council list and to provi de updated addresses.
Asterisks (*) proceeding the addresses on the report identify
mail returned to the Suprenme Council office, indicating a
possi bl e bad address.

STEP 3: Design Your Program

Deci de what approach or event will be nbst successful at convincing
former Knights to return. Consider options such as:
Open House program exclusively for former nenbers;
"Wel come Back Brother"” council celebrations or receptions;
Super Bow or Founders' Day parties,
a council anniversary or other festive event;
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Personal visits fromrecruitnent teans.

Pl an approaches or events that will enphasize what the former nenber
and his fanm |y have m ssed and that there return would be wel come.

STEP 4: Choose An Effective Means For Contact.

What ever the event or approach you've chosen, you need to reach
your fornmer nmenber audi ence, and nore than once. Use any or al
of the followi ng nethods:

Personal letters on council |etterhead, Tel ephone contact,
Personal invitation fromfriends in the council or the origina
proposer, Visits by recruitnment team

STEP 5: Order Supplies.

The Suprenme Council Supply Departnent can provi de posters,
flyers, videos or other recruitnent aids for commttee use. Order
sufficient supplies quantities early. Maintain a current supply
of these valuable tools at your council hone.

STEP 6: Create Incentives.

Devel op an incentive program (dinners, gift certificates, and
council recognition) to notivate recruiters/teans. Pronote
Suprenme Council awards or create your own council incentives.

STEP 7: Assign Nanmes to Recruitnment Teans.

Divide the "eligible" former menbers anong the council's
recruitment teans. Qutline the tinmetable during which al

programs steps should be enacted, realizing all membership

rei nstatenent, readni ssions, reactivation and reapplication must
be received, processed and recorded at the Supreme Council office
by June 30 each fraternal year. This is necessary to qualify for
any Suprene recognition award such as the Father MG vney
Founders' or the Star Council Awards.

STEP 8: Coordinate Activities around Maj or Degree Dates.

Pl an your "Wel come Back Brother"™ program activities so nenbers
who rejoin and require their 2nd and 3rd Degrees can take them as
qui ckly as possi bl e.

Det ermi ne when Maj or Degrees are planned, and coordi nate your

"Wel come Back" programto take place shortly before those Degrees
are conducted in your area. Renenber that forner nenbers
rejoining the Order are not required to retake their Degrees but
they may want to attend as a refresher experience.

STEP 9: Make It Happen.
| npl enent the plans you've made. Order materials, wite letters,
make tel ephone calls, host an Open House or other event and

invite famlies to rejoin.

STEP 10: Fol | ow Up.
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Periodic followups are the responsibility of the menbership
conmittee. The nenbership director and conmittee nenbers shoul d
meke certain every eligible former nmenber is personally
cont act ed.

STEP 11: Conpl ete The PaperworKk.
Once a former nmenber has agreed to rejoin, don't nake himwait.
| medi ately conpl ete a Form 100 Menbershi p Docunment that will

make it official and hand deliver it to your financial secretary
for prompt processing.
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APPENDI X D: ARKANSAS STATEW DE MEMBERSHI P BLI TZ
GOALS AND OBJECTI VES

Statewide “Blitz Menbership Drives (2)
Oct ober “Col unbus Day Weekend or alternative October weekends
March 29th Founders Day Weekend or alternative March weekends
Proposed Fraternal Year Menbership GAIN
o 1 nenber per Council per MONTH

Statewi de “Father McG vney Guild” Drive (2) to strengthen our support
for the cause of sainthood for our founder

February

August

CEREMONI ALS

Speedy 1st, 2nd, 3rd degrees: Form a degree action teamin each
council or in each district to assist in seeing that degree
applicants are quickly put through their degrees. The State
Menbership teamwi ||l be available to help coordinate and
establish dates of First Degrees within two (2) weeks follow ng
the two (2) statewide blitz nmonths and the two (2) “Fr MG vney
Gui ld nmenbership drives”.

I NSURANCE

Field and General Agents will work directly with and assist the
Councils. This is to include all Menbership assignnents and
Blitzes. Agent participation in all phases of recruitnent is
needed and appreci at ed.

MEMBERSHI P DRI VE — “BLI TZ"
Council Level Responsibilities

a) Parish and Pastor awareness & perm ssion

b) Inplenmentation of State format of Menbership Presentation

c) New Menbers sign-up, within one week of BLITZ Menbership Drive.

d) First Degree, within two weeks of Blitz Menbership Drive.

e) Announcenent in Parish Bulleting, week of and prior week

f) Grand Kni ght or appoi ntee make Menbership Presentati on at each
Mass (subject to perm ssion)

g) Grand Kni ght, Menbership Chairman and 10-15 Kni ghts shoul d be at
sel ected parish at |east 45 minutes before first Mass.

h) Menbership Chairman will then assign parking | ot and church
entrance positions to each Knight.

i) New prospect cards should be provided to each Knight. For best
result, it is recommended that as nmany prospects as possible be
approached before Mass.

j) Geet themwith a polite introduction, a nice snmle and with
ent husi asm

k) Ask themif they are Knights. If not, invite themto consider
joining the world' s larges |lay apostolate for the pronotion of
t he teaching of Jesus Christ.

) Ask themtheir nanme, address, and phone number — write the
i nformati on on a new nenbershi p prospect card.

m Hand them a Prospective Menber Invitation to a Kni ghts of
Col umbus Information Night (on a pre-arranged night and tinme) for
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State
a)

b)
c)

d)

e)

f)

State

prospective nmenbers and their wives. A Knight will call to
confirm [OF course, have several menbership applications with
you in case the prospect wants to sign up now ]

Level Responsibilities

Advertising and News Rel eases — State Newsletter, Letters to
Council s, Diocesan

Newspapers — week of and prior week.

Incentives — Menbership Awards and Prizes, follow up news

rel eases (See

Menber shi p Manual Appendix M

Menbership Presentation Format — Printed for Councils

DD Meetings and Chapters: Presentations on Menbership “Blitz”

Menbership Director prepares Blitz results for Monthly State

O ficers Meeting.

Chapter and District Deputy Responsibilities

a)
b)
c)

d)

e)
f)

g)

Di ocesan, Parish & Council awareness

| mpl ement ati on of Menbership format

See that Councils have First Degree dates within two weeks of

BLI TZ for induction of new menbers.

DDs to conplete District Deputy Blitz Results Wrksheet

i medi ately following last BLI TZ Menbership Drive in his district
(See Appendi x D)

DD to conmplete District Deputy Blitz Follow Up Report within four
(4) weeks following last Blitz Menbership Drive (See Appendi x E)

Suggested Bulletin and Church Presentati on See Menbership Manual

Appendi x G

Suggested Pul pit Announcenent See Menbershi p Manual Appendix H
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Appendi x E -- DI STRI CT DEPUTY BLI TZ RESULTS WORKSHEET
COLUMBUS DAY BLITZ
DD# Nane:

OCTOBER 15T Week
COUNCI L
PROSPECTS
FORMS 100
RE/ ACT
NOTES

1

2

3

4

5

TOTALS
OCTOBER 2™ Week
COUNCI L
PROSPECTS
FORMS 100
RE/ ACT
NOTES

1

2

3

4

5

TOTALS
OCTOBER 379 Week
COUNCI L
PROSPECTS
FORMS 100
RE/ ACT
NOTES

1

2

3

4

5

TOTALS
OCTOBER 4!'h week
COUNCI L
PROSPECTS
FORMS 100
RE/ ACT
NOTES

OTALS
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Appendi x E -- DI STRI CT DEPUTY BLI TZ RESULTS WORKSHEET
FOUNDERS DAY BLI TZ
DD# Nane:

MARCH 15t Week
COUNCI L
PROSPECTS
FORMS 100
RE/ ACT
NOTES

1

2

3

4

5

TOTALS
MARCH 2" wWeek
COUNCI L
PROSPECTS
FORMS 100
RE/ ACT
NOTES

1

2

3

4

5

TOTALS
MARCH 379 Week
COUNCI L
PROSPECTS
FORMS 100
RE/ ACT
NOTES

1

2

3

4

5

TOTALS
MARCH 4" week
COUNCI L
PROSPECTS
FORMS 100
RE/ ACT
NOTES

OTALS
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APPENDI X F: DI STRI CT DEPUTY BLI TZ FOLLOW UP REPORT
SECOND REPORT W THI N FOUR WEEKS FOLLOW NG LAST BLTZ
(One for Colunbus Day and one for Founders Day)

DD # Name:

1. How many prospects still remaining fromBlitz?

2. Total nunber of Form 100 sign-ups since Blitz.

3. Total nunber First Degrees in your District since Blitz.

4. Total number of sign-ups making First Degree in you District since
Blitz.

Remai ni ng Prospects

Remai ni ng Si gn- Ups

First Degrees Since Blitz Sign-Ups
maki ng 1st Degrees Since Blitz



APPENDI X G SUGGESTED BULLETI N AND CHURCH
PRESENTATI ON

We would like to invite every Catholic gentleman to be a Knight of

Col unbus, not just to increase the nenbership. O course, we would like
that, after all nenbership is the Life Blood of all organizations.

Rat her we ask you to becone a Kni ght of Col unbus so that you m ght
strengthen your Faith, enjoy your Family nore fully, and experience the
Fraternalismof the world' s | argest Lay Apostol ate organi zati on. Wen
Jesus Christ said “CGo-teach all nations whatsoever | have commanded
you,” he didn’t mean only 12 Apostles or 125 Disciples or hundreds of
conversions by Peter and the Apostles on the first Pentecost. He neant
US — YOU and |I. W are today’s |ay apostles for the pronotion of the
teachi ng of Jesus Christ.

REMEMBER | ess than 25% of all the people in the world are Christians

and after over 2000 years, alnost 50% of the world population still has
not heard of Jesus. You m ght ask, “Wo are the Knights of Col unbus?”
Well, in nost parishes they are your fellow parishioners who serve as

alter boys, Eucharistic Mnisters, C C.D. teachers, deacons, your
pastor, and visitors of the sick. Sone are gardeners, bus drivers,
chauffeurs, ushers, collection counters, carpenters, bakers, bankers,
and | awyers or even your nei ghbors. They are your friends.

Today the Knights of Colunbus is the world' s |argest Catholic, famly,
fraternal, service organization with over 1.7 mllion nenbers in nearly
14,000 councils who | ast year contributed over $139 nillion and 64
mllion service hours to charitable and benevol ent causes. |In Arkansas,
Kni ghts contributed over $1 mllion and 500,000 service hours in
charitable works. Knights will be stationed at all church entrances and
parking lots to: Answer any questions you may have, and Invite you and
your spouse to our information night for prospective nenbers.
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Appendi x H -- Sanple Pul pit Announcenents
Pul pit Announcenent #1

Fami |l ies are the building blocks form ng the foundation of society.
When families thrive, so does society. However, in these tines,
famlies are doing less and | ess together and they are beconi ng
fragnmented. The Knights of Colunbus is a fam |y organization that hel ps
fam lies grow together in | ove while assisting the Church and the
comunity. Every Knights of Col unbus council provides a wi de variety of
opportunities for fam |y involvenent such as vol unteer service
projects, picnics, dinners, Comrunion breakfasts, and nore! All these
activities benefit the famlies involved, the parish and the comunity.
(Name of Council) Council is conducting a menbership drive in our

pari sh this weekend. Your nei ghbors who are already Knights are here at
each of the Masses today to answer your questions about the Knights of
Col unbus and to invite you and your famly to our information night for
interested Catholic Families. Cone and see the world of good things in
t he Kni ghts of Col unmbus. Join today!

Pul pit Announcenent #2

Over 500 years ago, Christopher Col unbus sail ed beyond the horizon. He
changed the world forever. These days, there's a group within our

pari sh that takes their inspiration from Colunbus. They are changing
things for the better.

What they do isn't as dramatic as Col unbus' di scovery, but our Knights
of Col unbus nmenbers are working to assist our parish conmunity, making
the world better for those |less fortunate, celebrating famly life and
friendship.

To be as effective as possible, we need a few new nenbers. That's why
our Knights of Colunbus (name of Council) Council (Council nunber) is
conducting a nenbershi p canpai gn. Menbership is available to al
Catholic nen of the parish over age 18, who nmay be interested in

di scovering what the Knights are all about. Please conplete the
prospect card that is being distributed at Masses today. The card may
be returned to Knights of Colunbus representatives at the nmenbership
tables | ocated at the exits follow ng Mass today. Men who are presently
Kni ghts of Col unbus may wi sh to suggest the nane of a friend or

rel ative as a prospective nenber. Cone and see the world of good things
in the Knights of Colunbus. Join today!

Pul pit Announcenent #3 (Open House)

The Kni ghts of Col unbus (nanme) Council is please to announce an

i nformati on "Open House" program on (day), (date), (tinme), at
(location). The Knights of Colunbus is made up of Catholic nen and
their famlies - husbands, w ves, children, w dows, college students,
and religious. The Knights sponsor retreats, vocations awareness
prograns, ecuneni cal neetings, "Keep Christ in Christmas" canpaigns,
community service projects, socials, activities for youth and famly,
and nore. (List sanples of specific activities your Council's
perforns).

This short programwill include the availability of Council nenbers to
answer questions about the Knights of Colunbus's goals, interests and
activities, and how they benefit all nmenbers. Interested nmen and their
famlies are invited to attend this Knights of Col umbus Open House on
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(date and day) at (location and tine) to |l earn nore about the Order.
For nmore information, contact (name and tel ephone nunber).
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Pul pit Announcenent #4 (Honor A Menber)

Li ke their nanesake, the acconplishments of the Knights of Col unbus on
behal f of God and country are known all over the world. Knights give of
thensel ves with no thought of credit. But every so often, it is a

pl easure to be able to single one man out for thanks. Ri ght now, (nane
of Council) Council (Council nunber) is conducting a nmenbership drive
to honor (honoree's nane). In meking this announcenent, (Grand Knight's
nane) Grand Kni ght of the Council explained that (honoree's nane) had
been sel ected because of (list of achievenents and reasons for

sel ection). To help others discover the Knights of Columbus' good works
and support for the Church and our comunity, it's inportant that the
Order have new nmenbers. We hope all nmen and their famlies in the
parish will consider discovering nenbership in the Knights of Col unbus.
Menbers of the Knights of Colunbus will be available after all Masses
to answer questions and accept applications for menbership
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APPENDI X | -- RETENTI ON GUI DE

Experience has proven retention to be a perennial problemfor al

Kni ght of Col unmbus Councils. Year after year, the hopes of many a
Council for an outstandi ng nenbershi p canpai gn have been hopel essly
crushed by nenbership withdrawal s or suspensions. While npst Counci
chairnmen and directors are guided in their duties by detailed
handbooks, the nen charged with retaining our Council menbership - the
Grand Knight and Retention Chairman - nust find their guidance briefly
summarized in the “Surge with Service” manual. This source, although
hel pful , does not provide an abundance of detail on how to performthis
sensitive and inportant role.

Thi s menbershi p handbook section has been prepared as a conveni ent

gui de for all Council retention personnel. It conpiles, coordinates,
and anplifies the retention guidelines published by Suprene into a
format, which provides easy and quick reference for all conmittee
menbers. In addition, it lists frequently encountered problens, and
provi des techni ques that other Councils have proven to be effective for
handl i ng each probl em

This section is not the answer to all problens - Retention Chairmen are
encouraged to inprovise and use initiatives to neet their own specific
needs.

It is the hope that by clearly defining the duties of the Retention
Chai r man and

Committee in this handbook, and by providi ng workabl e solutions to many
Council retention problens, you nay successfully stemthe tide of
menber ship losses in your own Council and throughout the Arizona State
Counci |

Causes of Menber Suspensions

Bef ore di scussing the conposition of the Retention Comrittee, it is
first necessary to devel op an understandi ng of the npbst conmon causes
for nmenbership suspensions. These causes include, but are not linmted
to:
a) Menbers | ose interest because they are uninforned or are not
i nvolved in Council activities.
b) Menbers do not perceive Council activities as being sincere,
meani ngful , or diversified.
c) Menbers become bored with Council nmeetings due to late starts,
| ate adj ournnments, wasted tine, and neani ngl ess di scussions or
debat es.
d) Menbers experience a personality clash with other Council nenbers
or officers.
e) Menbers are not made to feel confortable and wel conme at Counci
meetings or activities.
f) Menbers are experiencing financial problens and cannot afford
their Council dues.
g) Menbers are not asked to participate on conmittees after
vol unteering to becone invol ved.
h) Menbers are not encouraged to take degrees and advance.
i) Sponsor neglects responsibilities and does not follow through
j) Recruiters and Adm ssions Conmittees do not enphasize inportance
of keeping dues current.
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Retention Commi ttee Personne

The Retention Conmittee is conprised of the Trustees, the Financia
Secretary, and the sponsor, if avail able. The Grand Kni ght nust appoi nt
a Retention Commttee Chairman (preferably the Deputy Grand Knight) to
act on his behalf. The Grand Kni ght serves as the ex-officio Chairmn
of the conmittee and should be kept fully abreast of the status of al
retention i ssues by the Retention Conmmittee Chairman. It is recommended
that other nmenbers be added to the conmittee as required, preferably
Past Grand Kni ghts. Addi ng Past Grand Knights to the committee

m nimzes the training required for serving on the Comrmittee and, at
the sane tinme, keeps former Council officers active who may have becone
i nactive. Forenpbst, the use of PGKs mekes best use of "corporate
menory" concerni ng nenbers and causes for possible suspension

The nunber of additional nenbers on the Retention Conmmittee will vary
and will depend, to a |arge extent, on the size of the Counci
(menbership total) and the retention workl oad (average nunber of second
notices issued per quarter).

A quick review of the list of causes for membership suspensions as
previ ously nentioned reveal s several areas, which are not under the
direct control of retention personnel. For exanple, should changes in
Council neetings or programactivities be required to solve retention
probl ems - the changes nust be coordi nated and inpl enmented through the
Council Grand Kni ght and the Program Chairman. In fact, experience
shows that retention, like recruitment, is the responsibility of al
Council menmbers. Thus, the Retention Comrittee personnel nust act as
the Council's eyes and ears for menmbership rel ated probl ens and work
closely with other Council officers and committee chairmen to correct
all identified problems. Since those nenmbers serving on the Retention
Committee nust deal with both Council officers and individual Counci
menbers, they nust possess special personal characteristics to properly
performtheir job. For instance, they nust be both personable and
diplomatic. It is not always an easy task to tell a Council officer he
is not performing his job properly, or to remnd a nenber that he is
two nonths behind in paying his dues, w thout upsetting themto the
point of rebellion. In order to intelligently discuss problens
identified by individual nmenbers, the Retention Committee nust al so
have a thorough understandi ng of Suprene, State, and Council operating
procedures, Council activity programs, suspension and w thdrawa
procedures, nenbership readm ssion procedures, inactive insurance
menber fees, and other pertinent information which may be applicable to
a nunber of diversified situations.

Retenti on Commi ttee Operation

Oten Retention Comrittee nenbers, |acking information and gui dance to
the contrary, assume that their only function involves contacting
menbers who are delinquent in paying Council dues and urging themto
bring their dues current. Unfortunately, the purpose of menbers of this
committee is neither that sinple nor that limted in scope. Wile a
significant portion of their responsibility will involve contacting
menbers in arrears, the majority of their tinme should be spent in

nmoni toring the conduct and performance of Council neetings, certain
Council comrttees and program activities, and nenbership attendance at
nmeetings and events to detect synptons of pendi ng nmenbership probl ens.
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Once problem areas are identified, the Retention Comrittee is

responsi bl e for recomendi ng defined sol utions for each problem Then,
wor king with Council officers, commttee chairmen and the nenbership,
they should follow up on the action taken. Obviously this will require
the participation of nore than a "One Menber" committee, particularly
in those matters dealing with individual Council nmenbers. Seldomwl|
the responsibilities of the Retention Committee be satisfied by a
singl e phone call to a nmenber who is behind in paying his dues.
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How to Identify Synptons

One of the key factors in successfully nmeeting the responsibilities of
the Retention Committee is the ability to recognize the synptons of a
pendi ng menbership/retention problem Briefly, these synptons include
but are definitely not limted to the follow ng:

a) A nenber is seldom seen at Council neetings or events or a
formerly active nenber suddenly stops attending these functions

b) A nenber is reluctant to advance in the degrees

c) A menber's Council financial obligations are in arrears

d) A menber expresses verbal dissatisfaction with Council procedures
or activities to fellow Council nenbers or officers

e) A nenber requests a withdrawal card fromthe Financial Secretary

The Retention Conmittee nmust work closely together to detect these
synptons and then act on them as soon as they are noticed. Unnecessary
delay could result in the |oss of a valuable Council nenber. It may

al so deter nore nenbers fromjoining the Knights. The duties and
responsibilities of the Retention Chairman and the Comrittee cover an
ext ensi ve anmount of Council business, activities, and events. When
these responsibilities are perfornmed in a diligent and consci enti ous
manner, menbership | osses in the Council will be significantly reduced.
The Retention Conmittee is a very inportant part of every Knights of
Col unbus Counci |

For conveni ence, the duties of the Retention Commttee have been
subdi vided into three categories.

a) Those pertaining to the screening of prospective nmenbers during
Adm ssi on

b) Committee interviews

c) Those concerned with the indoctrination of new nenbers

d) Those duties directly involved with retaining nenbers subject to
suspensi on

Again, it nmust be enphasized, while the Retention Comittee may not
have direct responsibility and authority for sonme actions needed to
enhance the retention of Council nenbers, the committee does has an
obligation to ensure that responsible individuals (including the G and
Kni ght) are inforned of the appropriate actions required.

I. Screening of Prospective Menbers

a) Determine if recruiters are adequately expl aining the Knights of
Col umbus to prospective nenbers. Do they —

b)

1. Thoroughly explain the purpose of the Order

2. Thoroughly explain Council activities

3. Discuss what the prospective nenber expects fromthe Order and
what the Order expects from him

4. Hi ghlight areas of special interest to the prospect

5. Thoroughly explain the financial obligations of nmenbership and

deternmi ne that the prospect understands and i s capabl e of
fulfilling these obligations
6. Ascertain that the prospective nenber is a practical Catholic
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b) Ensure that your Council has an active Adm ssions Conmittee
appoi nted by the Grand Kni ght, which interviews all prospective
menbers.

c) Mnitor the Council's nethod of selecting prospective nenbers. Do

t hey -
1. Review the prospects reasons for wanting to join
2. Assess his ability to fulfill his nenbership financia

obl i gati ons

3. Assess his famly, social, and activity interests

4. Determine his talents and evaluate his value to the Council and
t he Order

5. Encourage participation on a conmttee and forward his
application to the appropriate committee chairman

6. Interest the prospect in the insurance benefit of the O der

7. Ascertain that the prospect is a practical Catholic

8. Collect initiation fees and dues (for at |east one quarter) in
advance to preclude enmbarrassing delays prior to the First Degree

9. Discuss with the sponsor his obligations to the prospective
menber and his responsibility to support H' S new nenber through
the degrees and to introduce himto the Council

10. O do they sinply accept prospective nenbers without proper
screening just to fill a nmenbership quota?

d) Determine if the Adm ssion Conmittee is using the "Adm ssion
Committee Questionnaire" (#391-NC) for each applicant.

1. Make sure the questionnaire copy designated for the Field Agent
is, in fact, miiled to your Council's Field Agent.

2. Be aware of who is retaining the Council file of Adm ssion
Committee Questionnaires so they can be referred to, if
necessary, for future nmenbership comrittee assignnents and
retenti on contacts.

e) Ensure that all Council nenbers who are proposing or sponsoring a
candi date are advised of their responsibilities as a sponsor and
actually performthe follow ng functions:
1. Acconpany their prospects to the Adm ssion Committee and
i ntroduce the prospect to the conmittee
2. Escort their sponsored menber to all degrees
3. Introduce himto Oficers and nenbers of the Counci
4. Assist their new nenber in becoming famliar wi th Counci
progranms, committees and activities

Al t hough all of the foregoing duties involve the nmenbership recruitnent
process, they play a mgjor role in fornming a new nenber's first

i mpression of the Knights of Colunmbus and the Council. This first

i mpression may very well determ ne whether or not that new nmenber
remains a part of our Order in the future. Therefore, the recruitnent
process nust be thorough, but not objectionable to the prospect. In
order to properly evaluate this process, it is recommended that al

Ret enti on Chai rnen participate as active nenbers of their Council's
Admi ssions Committee.
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Il. Indoctrination of New Menbers

a) Determine if the Admi ssion Committee is explaining the various
progranms and activities within the Order, State Council and your
Council to the prospective nenber.

b) Ensure that the new nenbers and their famlies are introduced to the
Counci
at a neeting and fam|ly event.

c) Ensure that the new nmenmber understands the reason and purpose for
each program and the part his famly plays in the Council

d) Ensure that the new nenber is made to feel welcone at all Counci
functions.

1. The sponsor should contact the new nenber before each neeting
and, if necessary, bring himto neetings for at |least three
nmont hs after he joins the Council

2. The nenber's sponsor should introduce himto Council officers and
Council menbers to give hima feeling of bel onging.

3. The sponsor should help determ ne the new nenber's interests and
i ntroduce himto Council chairmen responsible for activities in
rel ated areas.

4. Encourage the use of name badges at all Council functions to nake
it easier to converse with new nmenbers. Supply stick-back |abels
as tenporary nanme badges at Council neetings until permanent
badges can be secured.

e) Be sure new nmenmbers are pronptly given comm ttee assignnments by the
Council Programor Committee Chairmen after the new menber joins the
Or der.

1. Encourage Program and Conmittee Chairnen to assign new nmenbers in
writing. Provide the new nenbers with a card identifying his
committee assignnent, the Chairman's nane, address, and phone
nunber, and the nanes of other nenbers of the committee. This
will help the new menmber AND HI'S SPONSOR to contact the Chairnman
if further action to involve the new menber is not taken within a
reasonably short period of tinme.

2. Committee assignnments, whenever possible, should be based on the
new menmber's interests as he indicates on the Adm ssions
Conmittee Questionnaire.

3. The new nember's SPONSOR is the one menber in the Council MOST
RESPONSI BLE for ensuring that new nenbers are wel comed to the
Council and are assigned to an appropriate comrittee.

f) Encourage periodic programs, which acquaint nmenbers with Counci
procedures, i.e., nmenbership, finances, sponsor's duties, comittees
and activities, etc., as part of the Council's |ecture program

I nformati on received by new nenbers during the adm ssion interview and
the First Degree often is not retained due to the distracting features
and excitenment of the occasion.

Additionally, a new nmenber can be exposed initially to too many
progranms and activities at his first few neetings and becone | ost

and/ or confused. Information type progranms provide the pertinent
information at a rate, which the new nmenber will be nore acceptable to
absorbing and retaining, particularly in his areas of specific

i nterest.
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I1l. Retention of Council Menbers

a) Pronote all retention progranms sponsored by Suprene and State
Counci | s.

b) Support the various nenbership recruitnment canpaigns outlined in the
Menber ship Director's Handbook

c) Continually be alert to the synptons of a potential problem as
defined earlier in this section
1. When evidence of a problem begins to appear, but has not yet
reached the point where suspension is immnent, seek the aid of
the Grand Kni ght, Trustees, or other Council officers to identify
and correct the cause before it beconmes too serious to resolve at
this level.
2. Encourage the establishnment of a program or system which responds
to sudden nenbership absenteei sm by personal contact, or at a
m ni mum sending a post card to the applicable nmenber noting that
he has been mi ssed, expressing concern at his absence, and
inviting himto resune attendi ng Council neetings and functions.

d) On occasion, sonme nmenbers will sinply forget to pay their dues when
their

"First Notice" is received. Be sure that the Financial Secretary is

cl osely adhering to the prescribed procedures for sending out first and
second. The second notice in this case, will often serve as sufficient
rem nder to pronpt these individuals to pay their dues.

e) Consider a nmenber to be in danger of suspension and initiate

Ret enti on

Committee action when the Financial Secretary issues a “Second Notice”
Arrange for the Financial Secretary to provide a list of all nenbers

i ssued a second notice to the Retention Conmittee. This list should be
provi ded via the Grand Kni ght.

1. The encl osed sanple Retention |etter nay be sent by the G and
Kni ght and included in the Second Notice.

2. Ensure that the Grand Knight is sending the "Knight Alert" letter
at the end of the first nonth in which the nenber has not paid
his dues (followi ng the Second Notice which is sent by the
Fi nanci al Secretary thirty days after the initial dues notice).

f) Establish two-man teans from nmenbers of the Retention Committee and
divide the list of nmenbers receiving second notices.

1. If possible, each team should personally visit each man on his
list in his own hone.

2. Tel ephone and letter contacts are acceptable, but only as a | ast
resort.

3. Contact every name on the list, especially past Council officers.
Some former officers have been known to intentionally wthhold
paynment of their dues to see if the systemis working properly
and if everyone is doing their job

4. Attenpt to obtain tel ephone nunbers for all nmenbers who have
nmoved out of your inmediate area through the tel ephone conpany
i nformati on service. Councils are encouraged to establish a
budget item for |ong distance retention calls to pay for
Retenti on Committee expenses in contacting out of area nenbers.
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5. When nenbers residing outside Council boundaries are contacted,
t hey shoul d be encouraged to remain active in the Order by
transferring nenbership to a Council in their new | ocal area.
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g) Be courteous and tactful when neeting with or talking to menbers who
are in danger of suspension.

1

Before contacting a delinquent member, review his Adm ssions
Committee questionnaire and famliarize yourself with the

menber's expressed Council interests and any past problens.
Be famliar with all Knights of Col unbus rules and procedures
governi ng readm ssion of fornmer nenbers. This will allow

di scussions to include details involving readm ssion to the

Kni ghts of Col unbus shoul d the delinquent nenber be suspended and
decide to rejoin the Order at a | ater date.

When contacting a member, clearly introduce those calling as
menbers of the Council Retention Committee and indicate that you
are making an official visit or contact (if by phone).

Listen carefully to any conplaints and try to resolve them during
the conversation. If this is not possible, discuss the issues(s)
with the G and

Kni ght and other officers, and obtain their assistance in
resolving the problem In such cases, be sure you contact the
menber who made you aware of the problem and advi se himon the
resol ution.

Al ways make the member feel inportant and needed by the Council
Invite himto attend future neetings, particularly when you have
resol ved his problemor concern.

Above all, handle all personal matters di scussed with the nmenber
with the highest degree of discretion and confidence.

h) If financial problenms are indicated by the nmenber in arrears,
clearly informhimof his avail able options, such as:

1

2.

3.

The Grand Kni ght can authorize partial paynment of dues (i.e., bi-
weekly, nonthly, etc.)

The Grand Kni ght can authorize a tenporary reduction of dues to
an anmount, which covers State and Suprene assessnents.

In extrene hardship cases (e.g., nenber unenpl oyed or coll ege
student paying his own way through school) the Grand Kni ght can
tenporarily forgive all dues.

If the menber wi shes to pursue one of the above options, assist
the menber in contacting the Grand Kni ght personally (unless the
Grand Knight del egates authority to the Retention Comittee
Chairman to finalize arrangenents with menbers in question.)

i) When a nenber continues to express a desire to | eave the Order after
an interview with nenbers of the Retention Conmmittee, encourage himto
request a final withdrawal card instead of undergoing a suspension
Since the Council has been paying State and Suprene assessnments on this
menber, this approach will allow the Council to recoup its previous
expenditures for these assessnents.

1

Explain to the nenber that a withdrawal card will show that the
menber has left the Order in good standing and will pave the way
for snooth return to the Order when he is ready, w thout repaying
initiation fees and retaking degrees. However, if the nenber is
out nore than three nonths the accunulated tine toward Honorary
and/or Honorary Life resets to zero, all previous accunul ated
time is erased. Often, a suspended nenber who has been out of the
Order for seven (7) years or longer will have to retake all of
the degrees if he cannot prove to the Adm ssions Conmittee that
those degree requirements were previously satisfied.
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2. Note: Suprenme only has on record the date that the nenber took
his First and Fourth Degrees. O her degree information nust be
gai ned from previ ous Councils.

3. The nenber requests a withdrawal in witing to the Counci
Fi nanci al Secretary.

j) Financial Secretaries should NOT interrupt the tim ng sequence of
the dues billing/suspension process based only on verbal infornmation
fromthe Retention Comrittee, the District Deputy, or a delinquent
menber .
1. Supreme assunes that a nmenber has paid all funds owed to the
Council if they have not received a Form 100 requesting his
suspension within sixty (60) days after the date listed on the

"Notice of Change of Status" (Form #1845). Suspension of a nenber

will not be processed at the Suprene Council office unless a

"Notice of Change of Status" has been on file for the required 30

days. The "Notice of Change of Status" becones null and void 60
days following the date it is recorded at the Suprene Counci
of fice. Thus, after this sixty-day period, Supreme requires the
billing process to start all over again with the first notice
(another 3-4 nmonth delay before a suspension can be conpl eted).
2. The Financial Secretary should therefore only interrupt the
billing/suspension process when funds are received fromthe
menber in arrears.

k) The Retention Conmittee should FOLLOW UP on the resol ution of al
probl enms identified during their discussion or interviews with Counci
menbers.

1. When delinquent Council members indicate a desire to remain in
the Kni ghts of Col unbus and express intent to pay back dues, but
do not subnmit funds to the Financial Secretary within a
reasonabl e length of tinme (1-2 weeks), those nmenbers should be
contacted again either by the Financial Secretary, the Counci
Trustees, or the other menbers of the Retention Committee. This
task requires close coordination between the Financial Secretary
and the individual (s) who will be contacting the delinquent
menber. However, the Retention Committee shall ultimtely be
responsi bl e for ensuring that the repeat contact is made.

2. Wen the next contact is nade with the menber, reconfirmhis
intentions to remain in the Order and, if necessary, offer to
personal |y pick up his dues paynment and deliver it to the
Fi nanci al Secretary.

3. Do not rely on contacts by your District Deputy, the State
Deputy, or the Suprenme Knight to save delinquent nenbers after
t hey have been issued a Third Notice (Notice of Change of
Status). Contact them personally and | et them know t hat you want
them as a menber of the Council

When probl enms of a non-financial nature are identified, work with
the Council officers and comrittee chairnen to resolve them Mke
recommendati ons on how to conduct pronpt, snooth, and short Counci
neetings. Make sure comrittee chairnmen contact delinquent nenbers
and invite themto participate in commttee activities (GET THEM
I N\VOLVED). | nvigorate nmenbership interest in Council progranms by
recommendi ng needed changes. Work for the inplenmentation of a
menber shi p educati on program on Council financial and memnbership
procedures or neeting protocol through the Council Lecturer and
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Program Chai rman. Conduct nenbership interest surveys using Form
#1842-NC to determ ne menmbership |ikes and dislikes. Wrk with
Council officers to reduce or elimnate personality conflicts. Don't
pay |lip service to problens just to get a delinquent nmenber to pay
his dues — DO SOVETHI NG POSI Tl VE ABOUT PROBLEMS BEFORE THEY BECOVE

| NSURMOUNTABLE

Sone Retention Probl ens

Identified herein are some problens commnly encountered during
retention interviews and techni ques for each problemthat have been
tried and proven. These techni ques are not, by any means, the only
means to handl e the problenms. They do, however, represent an approach
and phil osophy, which have worked in the past and may work in the
future. Renenber that each case nust be handl ed positively and
individually - do not rely on rote actions or beconme conpl acent about
retention.

PROBLEM 1: DELI NQUENT MEMBERS DON' T RECALL BEI NG OFFI Cl ALLY CONTACTED
BY THE FI NANCI AL SECRETARY OR THE RETENTI ON COWVM TTEE

RECOMVENDED APPROACH

1. Don't informally conduct retention busi ness when you neet a
del i nquent nenber on the street, in church, or at sone other
| ocati on.

2. Formally identify yourself as a nenber of the Retention
Conmittee.

3. Do not berate the menmber for forgetting or |osing notices.

4. Make it clear to the nenber that you are visiting or calling him
in an official capacity as a nenber of the Retention Conmttee
and it is your intent to help him

PROBLEM 2: DELI NQUENT MEMBERS HAVE A DEFENSI VE AND COLD ATTI TUDE WHEN
CONTACTED ABOUT UNPAI D DUES.

RECOMVENDED APPROACH

1. DO NOT bluntly confront a member with such questions as: "Wy are
you behind in your dues?" or "When are you going to pay your
dues?"

2. Start your conversation by extending an offer of help. For
exanpl e, the follow ng openi ng statenent m ght be appropriate:

a. "m., , hy nanme is and | ama
menber of the Retention Comrittee for Council # .
Grand Knight has infornmed ne that we have not

recei ved your dues paynent for this quarter and he asked ne
to contact you to see if you're having any problemand if
there is anything that we mght do to help you."

3. Listen attentively to the nenber's response and try to resolve
any Council related problens that may be identified during the
conversati on.

4. If this is not possible, tell himyou will take the problem up
with the Grand Kni ght or appropriate Council officer(s) and try
to get it resolved. DO NOT PROM SE WHAT YOU CANNOT DELI VER

5. Always provide feedback to the menber on the results of the
ensui ng di scussions with the Grand Knight or Council officer(s).
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6. Always make the menber confortable and try to nake himfee
i rportant and needed during the conversation

7. If the nmenber is delinquent because of personal problenms, listen
carefully and assure himthat you will contact the G and Kni ght
or Chaplain, as appropriate, if he desires to be assisted. If he
does not, or if his problens are financial, explain the options
available to him which would allow himto remain a menber in
good standing in the Knights of Col unbus.

8. If, after your discussion, retention does not appear to be
possi bl e, suggest and explain the withdrawal option to the
menber .

PROBLEM 3: THE FI NANCI AL SECRETARY DOES NOT HAVE A CURRENT PHONE NUMBER
OR ADDRESS FOR A DELI NQUENT MEMBER.

RECOMVENDED APPROACH

1. If the nmenber's address is known but his phone nunmber is unknown,
obtain his nunber by contacting the tel ephone conpany. Councils
shoul d establish a budget itemto cover long distance calls in
cases such as this.

2. If a local nenber's phone nunber is unlisted or out of order
personally pay a visit to the nenber at his hone. As an
alternative, but by not enbarrassing the nenber, contact him at
work if his place of enploynent is known.

3. When the nenmber's current address is unknown, draft a cordia
letter to himand mail it to his |ast known address.

PROBLEM 4: THE RETENTI ON COMM TTEE MEMBERS ARE HESI TANT ABOUT CALLI NG A
DELI NQUENT MEMBER BECAUSE HE | S CURRENTLY, OR WAS FORMERLY, A HI GH
RANKI NG COUNCI L, DI STRICT, OR STATE OFFI CER

RECOMVENDED APPROACH

Make no exceptions. Call all delinquent nenbers. Sone Council

District, or State O ficers who are familiar with the retention
process, will intentionally w thhold paynent of their dues to test the
system and see if the retention process is working properly in their
Counci |

PROBLEM 5: A DELI NQUENT MEMBER | NDI CATES, DURI NG A RETENTI ON CONTACT,
THAT HE WANTS TO REMAIN IN THE KNI GHTS OF COLUMBUS AND | NTENDS TO PAY
H' S BACK DUES, BUT DOES NOT SUBM T A CHECK TO THE FI NANCI AL SECRETARY.

RECOMVENDED APPROACH

FOLLOMUP after the initial contact after a reasonable length of tine
(no nore than 1 to 2 weeks).
1. Ensure that the Financial Secretary, the Trustees, or the
Ret enti on
2. Conmittee contacts the delinquent nenber again.
3. When the delinquent nenber is contacted again, reconfirmhis
intentions to remain a nenber in good standing in the Knights of
Col unbus.
4. 1If necessary, extend an offer to personally pick up the nmenber's
paynment for delivery to the Financial Secretary.
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Retention I ncentives
Col unmbi an Squi res

One way of furthering the Order is by boosting the nunber of Col unbian
Squires Circles and the young nen who nmake themup. |If your Counci

does not already sponsor a Col unbian Squires circle, then we strongly
recommend it. As the official youth organization of the Knights of

Col umbus, the Squires is a wonderful training ground for future

Kni ghts. Squires’ circles can be sponsored either by Knight of Col unbus
Council or a Fourth Degree Assenbly. For nore information contact your
Di strict Deputy, State Youth and Squires Chairnmen or the Suprene
Counci| Departnment of Fraternal Services and ask for a Squires |nquiry
Kit.
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I nsurance: Another way to increase nmenbership is by stressing the

fam |y benefits of Knights of Col unbus insurance. Always pronpte the
Order's insurance program which is operated solely for the benefit of
its menbers and their fanmilies. Knights of Col unbus insurance provides
menbers and their famlies with financial protection and allows themto
know where their noney is going and what it's doing. Wth over $60
billion of insurance in force, we have the financial mnuscle and

organi zational framework to recruit new nmenbers and to provide caring
protection for these brother Knights and their famlies.

Hel p us to help other nmen discover the benefits of our insurance
program

Fourth Degree

Promot e menbership in the Fourth Degree. The Fourth Degree can best
denonstrate the pride that is inherent in the Knights of Col unbus.
These nenbers dedicated to the cause of patriotism are sone of the
nost vi sible Knights since they wear the fornal regalia while
participating in special civic and religious cerenonies. U ge Counci
menbers to "reach higher” and "Go for the Fourth Degree.” Help them
achi eve the Fourth Degree, with its proud and visible heritage.

The Retention Letter

The following is a sanple letter that explains the dues billing and
suspensi on processes to a nenber in jeopardy of being suspended. Its
purpose is to explain the process to delinquent nmenmbers and make them
awar e of what happens during this process. This, hopefully, wll
forestall undue nmenmber concern over a sudden increase of attention
noted through Retention Comrittee visits, phone calls fromDistrict
Deputies, and letters fromthe State Deputy and the Suprene Kni ght when
t he nmenber receives a second or third notice.

It is reconmended that this letter be retyped on your Counci

stationary under the signature of your current Grand Kni ght. Because of
its length, you may wish to revise the letter so it will fit on one
side of a single page. This is perm ssible; however, it is inportant
that the details pertaining to the billing and suspensi on procedures
remai n basically unaltered.

Once typed, the letter should be reproduced and the copies supplied to
the Financial Secretary. He should be instructed to include a copy with
each "SECOND NOTICE" nmiled to delinquent menbers. Every attenpt should
be made by the Grand Knight to make this letter as personal as
possible. If tine pernmits, draft each letter separately keeping the
particul ar nenber in nmnd, address the letter to the nenber by nane,
state how he has contributed to the Council in the past, and |ist
activities with which he has been involved. Try not to have the letter
sound as if you are just going through the notions required by the
State Deputy and the Suprene Knight. If you want this Brother to renmmin
a Knight, be willing to go the extra step and nmaeke him feel welcome --
that you and the Council really do care about him This is an exanple
where the Grand Kni ght can use the Trustees and Past Grand Kni ghts by
enlisting their help to make the contact with the delinquent nenmber as
per sonabl e as possi bl e.
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If there is still no response fromthe nmenber in paynent of dues, the
"Knight Alert" letter, signed by the G and Knight and the Trustees is
sent. The "Knight Alert"” letter is sent between the first and second
mont h of deli nquency and prior to the nenber being sent the "Notice of
Change of Status" (Form #1845).



Sanpl e Retention Letter

COUNCI L LETTERHEAD

Dear :

You are valued and inportant, however sonething is wong. Acconpanying
this letter is a Second Notice requesting paynent of your dues. The
prospect of |osing you as a nenber concerns us. The Council Retention
Committee will contact you and deternmine if any financial or persona
probl em exi sts which nmay prevent you from payi ng your dues and
remai ni ng an active nmenber of this Council. The Suprene Council does
grant Grand Kni ghts sone | eeway in reducing the burden of paying dues,
and in certain cases, forgiving the paynent of dues. If in your case a

financial problemexists, | urge you to discuss it (in strictest
confidence) with either the Retention Commttee representative, our
Chaplain, or nyself. |I'mpositive that we will be able to nmake a

satisfactory arrangenent with you for paynent of your dues. If there is
a problem of another nature, please remenber that we cannot hel p
resolve it unless we know about it. Please feel free to discuss it
openly and in the sane confidence with the Retention Commttee
representative, our Chaplain, or nyself.

When del i nquent dues are not paid within thirty-days after the Second
Notice is mmiled, the Financial Secretary is required by the Suprene
Council to send you a third and final notice (Notice of Change of
Status). This notice gives you thirty nore days to pay your dues before
suspensi on procedures are initiated. The Suprenme Knight and State
Deputy will send you a letter encouraging you to remain in the Knights
of Col unbus by bringing your dues up to date and beconing involved in
the Council (dependent on your personal commtnments). The District
Deputy in this area will personally contact you if possible. He is
required to deternmine if a specific problem has caused your delinquency
and then recommend to the Grand Knight and the State Deputy whether or
not suspensi on procedures should be started. As you can see, a nunber
of your Brother Knights are now involved and their efforts centered on
hel ping you to be retained as a nenber in good standing in the Knights
of Col unbus.

If you should find it inpossible to remain in the Order at this time, |
sincerely hope you'll consider returning as an active nmenber sonetine
in the near future. Wth this possibility in mnd, you mght find it
nor e advantageous to withdraw fromthe Order rather than undergo a
suspensi on. To withdraw, you nust first bring your dues current and
then request a Wthdrawal Card, in witing, fromthe Financia
Secretary. Once your Wthdrawal Card is received, it will show that you
left the Order in good standing and will pave the way for a snooth
return to the Knights of Col unmbus when you decide the time is right.
The Wthdrawal Card should, therefore, be retained in your persona
files.

In conclusion, | hope you found this letter to be both informative and
hel pful. But, even nore so, | hope that it has inspired you to continue
your menbership in the Knights of Colunbus by bring your dues up to
date. You are very inportant to us and we do want to retain you as a
menber in good standing in our Council. |If you have any questions,

pl ease feel free to call ne at (&K s home phone ) or, better
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still, cone and see nme after the next Council neeting, which will be
hel d on

Fraternally yours,
(Grand Kni ght's nane)
Grand Kni ght
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Appendi x J -- Insurance Pronotion

As a fraternal benefit society, the Knights of Colunbus maintains an

i nsurance program for the protection of its nmenbers. Qur life

i nsurance, retirenent annuity and long termcare prograns are of
sufficient scope and flexibility to neet alnbst any concei vabl e need.
This insurance programis operated solely for the benefit of its
menbers and their famlies. Thus it is in a position to offer a variety
of insurance certificates conparable to policies sold anywhere -- and
at conpetitive premuns. It provides nmenbers and their fanmilies with
financial protection and allows themto know where their noney is and
what it's doing.

Wth over $50 billion of insurance in force and $10 Billion in assets,
our insurance program gives us the financial nuscle and organizationa
framework to recruit new nenbers and to strengthen the |oyalty and
dedi cati on of those within our fold. Throughout the Order, our

i nsurance and fraternal aspects nust be blended into a snpot h-working
team Such is the task of the Grand Knight and the Insurance Pronotion
and Menbershi p Chairnen.

The CGeneral Agent and Field Agents are integral parts of the Council's
menber shi p and retention canpai gns. Their expertise regarding the
fraternal benefits of our Order and their know edge of the nenbers of
the Council are invaluable. Use these professional assets to the
fullest.
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Appendi x K -- New Council| Devel opnent

Shortly after the founding of the Oder, Father Mchael J. MG vney
wote a letter to every pastor in the Diocese of Hartford, which then
enconpassed all of Connecticut. He asked his fellow priests to “exert
your influence in the formation of new Councils in your parish.” This
shows that Father McG vney saw new Councils as the best viable nmeans of
growt h and expansion for the Order, and that new Councils should be
pari sh-oriented.

Today, we are still pursuing Father McG vney' s dream of one Kni ghts of
Col umbus Council in every parish. W have done well in Arkansas, but
there is still a long way to go. The devel opnent of new Councils is

primarily the responsibility of the District Deputy, with the
assistance of the State Council’s New Council Devel opnent team
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Appendi x L -- Training Qutline

It is inportant to provide periodic refresher training for all nenbers
who are interested in, or involved with, Menbership activities of any
sort. We need to armour recruiters and retention comm ttees and remn nd
our Brother Knights in general as to what the Order is all about. The
following outline is suggested as a starting point for itens, which
wi || enhance the nenbership activities for your Council. Please fee
free to expand upon this outline and tailor it to your specific needs.
Agai n, we enphasize that the Menbership teamis here to support the
Di strict Deputies, Gand Knights, and Council Menbership personnel so
that we can have a successful and educational nenbership program
t hroughout the jurisdiction of Arkansas. Wen training is provided on
the Council |evel, we encourage you to address the follow ng el enents
of the Knights of Col unbus:
Hi story of the Order: (including significant achi evenents)
- Suprene Oficers and Board of Directors
- State Oficers and staff hierarchy
- District Oficers and their tasks
- Council Officers and Program Directors Council Prograns: (Develop a
list of activities your Council supports under each program area)

1. Family

2. Church

3. Conmunity

4. Youth

5. Counci
State Sponsored Athletic Prograns:

1. State Free Throw Contest

2. State Spelling Bee

3. State Colf CQutings
State Sponsored Charitable Activities

1. Vocations Support Raffle Fund

2. Mental Retardation/Learning Disabilities Fund Drive

3. General Charitable Activities Fund
Suprene Marketing Materials and Presentati on Techni ques

1. Brochures

2. Video Tapes

3. Posters

4. Recruitment flip chart

5. Two on one recruiting technique
Requi red and Optional Forns

1. Form 100

2. Form 4 (Fourth Degree)

3. Admi ssions Questionnaire

4. Council information requests
Degrees (lessons introducing candi dates to the Knights of Col unmbus and
our principles)

1. First - Charity
2. Second - Unity
3. Third - Fraternity
4. Fourth - Patriotism (eligible one year after joining Knights of
Col unbus)
Co ni cations

Kni ghtline (Supreme Newsletter)
Council Newsletter

nmu
1. Col unbi a Magazi ne (Suprene)
2
3
4. Arkansas Newsletter
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5. Tel ephone trees
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Suprene Fraternal Services
1. Insurance
2. Retirenment annuities/401K pl ans
3. Educational funding plans
4. Annuities
5. Long Term Health Care
Recogni ti on Prograns
. Knight of the Mnth/ Year
Il. Family of the Month/ Year
1. Very Inportant Proposer (VIP) Program
Menmber ship Costs
1. Initiation fees
2. Council Dues/paynent plans
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Appendi x M — State Council Menbership Incentives and Awards
ARKANSAS STATE COUNCI L AWARDS PROGRAM

The purpose of the Arkansas State Council Awards Programis

1. To provide an opportunity to all nenbers of our Order to practice
Charity, Unity, Fraternity, and Patriotism

2. To informthe State Oficers of the active status of each council

3. To recogni ze individuals, councils, assenblies and auxiliaries for
out standing efforts.

Awards are presented for excellence and achi evement in the areas of:
1) Individual |eadership and outstandi ng service

2) Council achi evenent

3) Special activities in nenbership, programm ng, and charitable
activities.

| NDI VI DUAL LEADERSHI P AND OUTSTANDI NG SERVI CE

* Arkansas State Knight of the Year Award - Each council is encouraged
to submt an entry for the State Knight of the Year Award. Contact the
State Council Program Chairman for an entry form describing the
activities and acconplishnments of the knight and giving reasons why the
nom nee shoul d be considered for the award but wi thout identifying the
kni ght by nanme or council. The nomination should be based on the
activities of the knight during the current fraternal year. Prior
acconpl i shments should only be stated to enhance a current rel ated
acconplishment, i.e., "This knight has served as warden, advocate,
deputy grand knight and currently serves as grand kni ght of our
council." A cover sheet identifying the nom nated kni ght should
acconpany the entry.

The State Program Director and State O ficers judge this award.

« Arkansas State Fami |y of the Year Award - Each council is encouraged
to submt an entry for the State Fanily of the Year Award. Contact the
State Council Program Chairman for a form describing the activities
and acconplishnments of the famly and giving reasons why the nomni nee
shoul d be considered for the award but without identifying the famly
by name or council. The nom nation should be primarily based on the
activities of the famly during the current State fraternal year. Prior
acconplishnments should only be stated to enhance current rel ated
acconpl i shments. A cover sheet identifying the nom nated fam |y should
acconpany the entry. The State Program Director and a DD from each

di ocese judge this award.
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COUNCI L ACHI EVEMENT AWARDS

In order for Subordinate Councils to receive menbership, programrng or
charitable activities and Qutstandi ng Council awards, they must have
met the following criteria:

PREREQUI SI TES OUTSTANDI NG COUNCI L AWARDS MEMBERSHI P, PROGRAM CHARI Tl ES
AWARDS

File required Suprene Council reports on tine.

Form 185, Form 365, Form 1728, and Form 1295).

On-tine per capita paynent to the State Counci

Cbtain at | east one new nmenber during the period fromJuly 1 to
Decenber 31 and one new nmenber during the period fromJanuary 1 to June
30.

Conduct nenbership drives for Colunbus Day and for Founders Day
[ Menmber shi p BLI TZ]

Participate in Knight of the Month Program
Cbtain a positive nmenbershi p nunber as of May 1

OUTSTANDI NG COUNCI L

a. This program affords recognition for councils based upon their
| evel of nenbership, program and charities participation [see
Menber shi p, Programm ng, and Charitable Activities booklets for
additional details]. In addition to neeting the above
prerequi sites, councils nust also conplete a m ni num nunber of
programns.

MEMBERSHI P AWARDS

State Deputy Menbership Award — State Deputy Menbership Awards
are presented to councils that meet certain menbership goals.
Each council is assigned a state membership quota that is equa
to 5% (rounded to the nearest whole nunber) of that council’s
menbership total at the beginning of the State fraternal year

To qualify for the State Deputy Menbership award a council nust
neet a nenbership goal of either

a) double its quota or

b) its quota plus 10 whichever is |ess.

If a council’s quota is 5, that council mnust have a net
menbership gain of 10 (double the state quota). If a council’s
quota is 12, that council nust have a net menbership gain of 22
(state quota plus 10). New councils nmay also qualify for this
award if their menbership as of May 1 totals 40 nenbers or nore
of which half are new nenbers. State Deputy Menbershi p awards
will be determ ned and presented by the State Menbership
Director.
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Appendi x N — Wiy Council| Reactivation

VWhy Council Reactivation?

Reactivating councils is equally as inportant as starting a new
council, and bringing in new nenbers. Wy?

1: The Kni ghts of Colunmbus charter, fromits inception, has focused
on the protection of the famly through our insurance program
that supports the wi dows and children of Catholic nen.

2: To help enrich the spiritual aspect of nen and their famlies
t hrough our prograns.

3: To provide the nen and their famlies an opportunity to give back
to the Church and Conmunity in addition to our fam |y and youth
pr ogr ans.

4: Bei ng part of the council consisting of Catholic nen and nen

practicing our Catholic faith could help build a better famly
unit through social and church prograns.

W are seeking the assistance of the District Deputies to gather the
following information on the councils that are inactive or at a high risk
of being inactive in the near future. Your imrediate attention would be
greatly appreciated and would allow us to neet our goals for this new
fraternal year.

Does the pastor approve of having a Knights of Col unbus council?
What is the nunmber of parishioners at the church or churches?
What is your perception in the success of reactivating this
counci | ?

4. Do you have any idea as to why the council has failed or is

i nactive?

wh e

In order to help reactivate these councils, with the help of the
Di strict Deputies,

1: We woul d need to set an appointnment with the pastor and any ot her
clergy.

2: Bring i deas and progranms to the council, comunity and find out
what the pastor needs and how we can support him

3: Get the zip codes in the area and get a list of the non-active

i nsured and former nenbers from Suprene. These lists can be
requested with | abels

4. Send a letter inviting themto an open house to share their
i deas.
5: Pi ck out a core nunber of nmenbers that would be instrunmental in

the reactivation. The pastor could provide sone insight and
per haps recommend the nanes.

6: Set up a nenbership drive with the assistance of the State
Menmber shi p Director.

7: Wth the assistance of the State Program Chairman, we | ook to him
to outline and suggest potential successful programs in that
community.



8: W will also solicit the assistance of the |Insurance agents.
They are a very val uabl e source.

Together, with the Pastor, District Deputies, State Menbership
Director, State Program Director, Insurance Agents, Area State O ficers
and the nmenbers thensel ves, we hope to concentrate on the foll ow ng
counci | s.

Council  [Number|# Members| District Deputy Status ASO

Wth your help, we look forward to a very successful reactivation year.

Membership Chairmen Time allocation
Function Minimum
Performed Commitment
Attend State Organizational
Meeting 14 Hrs Once
Attend District Leadership
Conference 4 Hrs Once
Attend State Mid Year Meeting 14 Hrs Once
Attend State Convention 20 Hrs Once
Subtotal; State Functions 52 Hrs Once
Prepare Newsletter articles 1.5 Hrs/Mo
Council Interface 4 Hrs/Mo
Subtotal; Program Functions/Mo 5.5 Hrs/Mo
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Total Time Commitment 118 Hrs/Yr

All functions listed exclude travel time and no reliable estimate may be made regarding
incurred expenses. In addition, the time required to present every Star Council Award and
Contest of Champions Award is not included in this estimate.

Take someoneon atrip of alifetime
Recruit him into the Knights of Columbus

Theonly way to recruit a member isto have a Form #100 in hand
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