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10 STEPS TO FRONTIER LODGE RENEWAL

A. Plan, Program, Prepare

Set lodge goals and agenda for the year

· Hold a planning and goal-setting meeting with officers. Give strong consideration to inviting the ladies to participate.

· Document specific activities and goals each month that your lodge wants to accomplish. Make a lodge calendar for review.

· Make sure our lodge is represented at the Grand Lodge Annual Communication!!

B. Attract New Members

Identify men in our community who would meet the qualifications of membership.

Having trouble coming up with names? Try the following tools:

· Target prospects and follow up with visits

· Telephone Book

· Look for relatives of present or past members

· Look through the local newspaper and look for people who recently celebrated or

will be celebrating 25th year wedding anniversaries or even wedding announcements. Both of these events help identify potential “baby boomers” who may find themselves with more time on their hands. These men who now are looking for exactly what Masonry has to offer – a chance to “give back” to their communities, a sense of belonging, fraternal relations, etc. Don’t overlook men who have expressed an interest in the past, even those who may have taken their 1st or 2nd Degree(s). Maybe that simply wasn’t the right time or perhaps there were other circumstances that interfered with their membership. (Talk to these men about their potential interest in the fraternity, using your personal experiences and describe what Masonry has meant to you.)

1. Send a letter to your non-Masonic friends.

2. Hold a “Friendship Night” (or Brother Bring a Friend Night).

3. Take advantage of an Awards Program.

4. Utilize the resources of the Grand Lodge of Oklahoma.

C. Spice up Lodge Meetings

1. Streamline the necessary business portion of the meeting.

Suggestion: Print, don’t read, minutes and financial reports. Summarize communications (don’t read them verbatim).

2. Add informational and educational programs to every stated communication.

Experiment with meals/refreshments before and/or after meetings.

Experiment with timing of programs, i.e., have your program before dinner, followed by lodge meeting or have the program during the meeting, or afterwards – over  coffee/ refreshments.

3. Don’t always rely on the same brother to provide the program – pass the responsibility around.

Caution: There is a fine line between encouraging brethren to give a program and

making sure it is interesting. Make sure the programs remain interesting. (Remember,

a large part of Masonry revolves around self-improvement. However, don’t force a

brother to speak if he doesn’t want to.)

The program doesn’t have to be Masonic. Have a member come and talk about his profession. You’d be surprised how many brothers would find that very interesting. Consider using non-members to provide a program.

Don’t forget to include wives/families in some of the programs/activities. Contact the Grand Lodge office to request a speaker.

4. Announce the Agenda of your meeting in advance through e-mail, local newspapers, newsletter or telephone.

Create curiosity and interest in the meeting announcement. For instance, instead

of writing “Brother Joe will discuss Masonic Opinions of Revolutionary Leaders,” write this: “Did you ever wonder why Thomas Jefferson was never made a Mason? Was he anti-Masonic?”

5. Take advantage of the Mentoring Program to educate current, even long-term members.

6. Have your officers and members visit another lodge for their regular or special meeting.

D. Family Involvement

Involve the ladies in your planning process. Find  ways to involve the entire family in

your events (especially Masonic widows).

E. Community Involvement/Visibility

Take part in parades, community festivals, celebrations, etc.

A lodge Open House could be held in conjunction with a community celebration or event.

Organize a service function such as lining up snow removal for the elderly or disabled.

Think what good could come from a photo in the local newspaper of a group of Masons with snow blowers and shovels removing snow for an elderly or disabled member/ resident.

The possibilities are unlimited. Use your imagination. Adopt or join with another Community Service Organization for a worthwhile project. Examples: Kiwanis, Lions, Rotary. Adopt a highway for clean-up.

F. Initiate a major fundraiser, either for your lodge or a worthy cause in the community

An example might be to help raise money for a new fire truck or ambulance for the

department.

Don’t feel you have to reinvent the wheel here – keep your eyes open to something that might already be going on in the community and jump on the bandwagon. (This would be good if your lodge is a bitshort on active members right now.)

Other fundraisers:
· Hold a monthly soup/sandwich feed – open to the public.

· Have a pancake breakfast for the public.

· Have a repository for redeemable cans. Publicize this.

G. Membership retention/Utilization

Get new members involved right away.

Get them involved with meetings and other lodge happenings mentioned above.

Contact Brethren who haven’t attended lodge lately.

Let them know they have been missed. Assign them a duty for the next meeting

and offer to pick them up. Organize “pick-up service” for those brethren who may

be uncomfortable driving. This is especially useful for night driving or poor

weather conditions.

Organize a “Telephone Tree” to make contact with all brothers easier.

Have several brothers be responsible for contacting the entire membership. This

can be very useful for special meetings and funerals, etc.

Survey your membership, particularly the younger members, for what type of activities

they would be interested in.

Think outside the box – it doesn’t have to be Masonic related. How about a “cards

night,” watching sports on a big screen television, etc. Let them give you their

ideas and listen to them. Make them feel a part of the process and the Lodge.

Hold a “Rusty Nail” Degree or a “Re-obligation Night.”

Publicize the event. Invite members of nearby lodges. In case of a major

Rededication Ceremony, the Grand Lodge may like to participate. This can help

remind your members why they became Masons and why they maintain their

membership.

H. Publicize your Lodge (Internally and Externally)

Appoint a member to be in charge of Public Relations

Internal Publicity

Obtain e-mail addresses of Lodge members. This will provide one more way to communicate with the membership.

Initiate or improve your Lodge newsletter. If your Lodge already has a newsletter, consider spicing it up. Do something radically different in the next issue to generate interest. This could be something as easy as rearranging the contents to adding a new feature to putting in something controversial or using a sensational headline. Have fun

with it. One of the negative opinions the uninitiated have of Masonry is that we are a bunch of Stuffed Shirts. Appoint a member to be in charge of Public Relations.

External Publicity

Submit press releases to local newspapers Local newspapers are always looking for things to fill space. It is very important that the articles are well written and complete. Don’t expect the newspaper to edit and/or correct mistakes. Assistance on what to submit and how to write an article is available from the Grand Lodge Public Relations Committee.

I. Lodge Appearance

Don’t forget one of the Lodge’s best resources of publicity and community involvement

is the Lodge building itself. The appearance of your lodge building says a lot to the

uninitiated. Are you sending the right message?

Hold a clean-up, painting party. Make a fun day/night out of it. Make sure the sign on your building is clean and in good shape. Place highway signs at each entrance to your community. Be sure the sign states the day/time of your regular meetings. This could be (but wouldn’t have to be) designed around a major addition to capital improvement to your lodge.

J. Last, But Certainly Not Least – Ritual

· Make sure your Lodge can and does provide top-notch ritual in your degrees and meetings.

· Hold a Ritual School of Instruction

Contact the Grand Lecturer or the Deputy Grand Lecturer in your area to arrange a time and place for a School of Instruction.

· Identify members in your Lodge who are potential candidates to become a Masonic Instructor.

Finally Brethren, please understand that you and your Lodge are not in this alone. This is a TEAM effort! If you have any questions or would like guidance or assistance in any of the steps along the way to Lodge Renewal, contact the Masonic Education Committee. The names and addresses of the current members are listed in the Grand Lodge Officers Directory. If in doubt, contact the Grand Lodge Office, who will refer you to the proper people to assist you.

MEMBERSHIP COMMITTEE

The Membership Committee shall consist of three members. It shall be the duty of this committee to develop, and disseminate programs consistent with Frontier Lodge By-laws and practice designed to be used by lodges to attract new members.  The Membership Committee shall meet at a date and location to be set by mutual agreement, but not later than April 15 of each year to;

(1) review the activities of the Committees for the previous Masonic year, 
(2) to formulate and coordinate goals, plans and programs for the current Masonic year, (3) consider the budget needs of the Committees and available resources, both monetary and personnel to accomplish the goals, plans and programs to be implemented.

TARGETING CHECKLIST

Identify on paper the most successful strategies you have used to get men to join.

Develop two new approaches, knowing the importance of an invitation.

Write a dialogue of what you can say to the prospect that encourages his joining

and which he considers an invitation.

Make a list of how the most successful recruiters in your lodge recruit.

A. Things to develop and review

· Review all of the available research to determine the facts about your future

            members – i.e., age, education, marital status, profession.

· Review with all members why they joined and what they hope to get out of the

            organization.

· Contact people who have dropped out and discover why they dropped out and

what needs where not met by your lodge.

· Identify the most crucial factors affecting your lodge.

· Develop a list of potential benefits the lodge offers that match the needs and

expectations of new members.

· Identify significant negatives and determine the best way to handle any

objections.

B. Develop a Team

· Identify the names of men who might have an interest in joining.

· Develop a pool of potential members as large as possible. Make sure this is well

defined.

· Tailor a plan for each prospect.

C. Organize Your Membership

· Set realistic new member goals for your lodge.

· Establish new member teams among active members by age group. Do Team

Development!!

· Host several young member nights with events that include a sports or athletic

competitions.

· Give a report card for the lodge to new members to track lodge progress.


GUIDE FOR PREPARING A MASONIC INFORMATION PROGRAM


(Published by the Institute for Masonic Studies of the Masonic Grand Lodge of California)
When developing a Masonic Information Program for your Lodge, this guide outlines the most useful parts of many successful programs and can assist you in many ways. Although it is a proven format, you are not required to adhere strictly to its contents.  Some of the benefits of a Masonic Information Program include: 

· Correcting misconceptions among both Masons and Non-Masons.

· Educating Masons – allowing each one able to speak to non-Masons about Masonry.

· Dispelling the myth of secrecy by inviting non-Masons to see our Lodges.

· New members.
While some Lodges are fortunate enough to have members that are both knowledgeable Masons and gifted speakers, this is not so in every Lodge. If your Lodge does not have such a member, or for any reason, desires to have a speaker from outside the Lodge, the Institute for Masonic Studies is happy to provide a qualified and experienced speaker well versed in what Masonry is and what Masonry is not.

A.  What the Masonic Information Program is About

The goal of this program is to draw aside the “Cloud of Doubt.”
· To educate the Mason.

· To inform the non-Mason.

· To convey new knowledge 
· To dispel some of the popular myths about Freemasonry
There is but one purpose of any Masonic Lodge, and that is to make Masons. To do this we need two components: knowledgeable instructors (while every Mason should be able to explain the basic principals of Masonry, not every Mason feels comfortable doing so) and good men who desire to become Better men.

A well-planned and executed Masonic Information Program can provide both the knowledgeable instructors and the good men desirous of becoming better men. Many non-Masons are flooded with misconceptions about Masonry. Often, what we do not know, we fear and/or distrust. To inform the Mason and non-Mason alike about what Masonry is and what Masonry is not is the goal of Masonic Education.
B.  How to Plan a Successful Masonic Information Night

Please read the entire guide before planning your event so that you can understand and anticipate the steps to a successful program.  Attempting a Masonic Information Program without proper preparation may fail to present a correct impression of our Fraternity.

Your Masonic Information Night should be a special event in your Lodge and not combined with your stated meeting or any other closed event. However, holding an Information Night in conjunction with a public event such as a scholarship presentation, a civic recognition (e.g. retirement of a public figure), or live entertainment by a local talent could enhance attendance. Having the Lodge serve a special dinner (roast beef, steak and/or rib BBQ, or even a pizza night) has also been proven to enhance 
attendance.
THE PROGRAM
I – MANAGEMENT

As with all Lodge events, the first steps will be taken by the Worshipful Master. These steps are:

· Include the Masonic Information Program in his yearlong calendar.

· Provide a budget for the event.

· Appoint a capable and enthusiastic Brother as the chairman for the event (provide this Brother with a copy of this guide).

· Emphasize early and frequent notices to the members about the event to encouraging participation.
THREE MONTHS BEFORE

Appoint a Master of Ceremonies for the Information Night – this may be the Brother appointed to chair the event. If the MC is different than the chairman, provide him with a copy of this guide as well. The chairman should secure any additional speakers that will participate in the event. The chairman should also secure any and all supplies, equipment (e.g. PowerPoint projector), and paraphernalia necessary for the event.
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TWO MONTHS BEFORE

Put a notice in the Trestle board (Lodge monthly newsletter). The Master should also ask the Chairman or the MC for a report on the progress of the event at the Stated Meeting. You will improve your attendance if you mail a special flyer to the members and have the telephone committee do follow-up phone calls. Newspaper articles and radio spots are also effective. If no one knows about the event no one will show up.

ONE MONTH BEFORE

Put a large notice in the Trestle board. The chairman or MC should again make a report at the Stated Meeting. The Master and Chairman should offer to assist any of the Brothers with a method of inviting their friends and neighbors to attend the event.

THE MONTH OF THE EVENT

The Master should again encourage the participation of the Lodge. The chairman should take reservations (if there will be a dinner served), and prepare the final arrangements. Allow for those members that show up without reservations – the ones who state, “You know I always come.”

II – SUPPLIES

All supplies should be at the Lodge two weeks before the event.

Order information pamphlets through the Oklahoma Grand Lodge, Masonic Service Association of North America, and any additional information that would be

of interest to both Masons and non-Masons. The three-book set Masonic Education Manual for Candidates is available and very informative. It is most important to have plenty of applications available.

III – GET THEM THERE
The primary factor in your success is the attendance of both Masons and non-Masons. The men should understand that their ladies are a very important part of this program and that they are most cordially invited. It not only makes a sociable foursome, if a member and his lady invite a non-member and his lady, it creates a foundation of understanding on the ladies’ part that may remove a barrier from the guest’s ability to join. Members of concordant bodies, such as Eastern Star and our youth groups might be asked to assist in the preparation and serving of the dinner. Masonry is a family affair. What better way to display this fact than having members of the Masonic Family present. All Lodge officers should be present, and should greet the members and guests as the evening progresses. Lodge officers should also bring at least one non-Mason. The example shown by the Lodge officers will be reflected in the support you receive from the rest of the Lodge membership.

IV – BEST FOOT FORWARD

· On the day/night of the program, have the Lodge building and Lodge room clean and illuminated for effect.

· Tables should be properly set and decorated.

· A nametag for everyone is a nice touch.

· Welcome your guests and make them feel comfortable. All guests should be met at the door by a greeter and introduced to the key members of the Lodge.

· If unaccompanied guests arrive, assign a member to be the guest’s host for the evening.

· Preparing the Lodge room by having the flag in its proper place, the chairs set up with officers’ aprons, (jewels are optional), the altar with the closed Holy Writings, and other paraphernalia helps dispel the cloud of secrecy. (It is not necessarily recommended to light the lesser lights, or to put out the rods – as the Lodge is not open and the rods are distracting if the presentations are given in the Lodge room.)

· Have a supply of the current Trestle board and other printed Masonic material suitable for non-Masons placed in a convenient location.

V – HOW MUCH
How much and who should you charge for the dinner? This question is very dependent on your lodge finances, the potential cost of the dinner, the number of attendees, etc. Some suggestions are: the members pay for their dinner and the guests do not, or the Lodge pays for members who bring potential members and their guests, or the Lodge pays for the entire night.

VI – HOW MANY

On the day/evening of your program assign one of the junior officers the duty of counting the total people present. Divide the count into Lodge Officers and their wives, members and their wives, Masonic Family members and their spouses, and non-Masons and their wives (eight categories should equal the total count). This information is extremely valuable in helping measure the success of your program and in determining future needs. 

VII – FINALLY

A special thank you for the efforts of our members in providing this chance for our speaker to talk about Freemasonry, to enlighten the uninformed or misinformed and to contribute to the furtherance of Masonic Education among the Brethren. Our goal has been accomplished if each member and guest leaves with increased knowledge and pride in the Masonic Fraternity. Each of us must do his part in order for Masonry to exist.
Will Rogers, a famous Brother of the Fraternity said:
“To be successful you have to do three things:

You have to know what you’re doin’

You have to love what you’re doin’

You have to believe in what you’re doin’”

Only then, will more good men have the desire to become better men.

So Mote It Be!

SCHEDULE


Suggested Schedule (all times are flexible)

6:00 p.m. Doors open to Dining room and Lodge room

Social 
6:30 p.m. Assemble in Dining Room

MC – Introduce Worshipful Master

Master’s Welcome

Invocation

Pledge of allegiance

6:45 p.m. Dinner Served

7:00 p.m. MC – Purpose & Schedule of Program

Introduction of Officers, Past Masters, and dignitaries (who in turn

introduce their guests)

Introduction of Members who have brought guests (who in turn

introduce their guests)

7:15 p.m. MC – Attendees enter Lodge room for the program

7:30 p.m. MC – Introduces Speaker for the

program

Address by Speaker (be sure to save time for questions and answers)

8:15 p.m. MC – Invites attendees to return to the dining room.

Desert is served

Attendees are encouraged to continue conversations with the members

and/or speaker. Use your good judgment as to when to close off the evening.

SAMPLE OUTLINE FOR SPEAKERS ADDRESS
· Welcome, Self Introduction – Resume if not given by MC

· Introduce Wife
· What Freemasonry is not

· Not a Religion

· Not a Secret Society

· What Masonry is

· History

· Prior to Grand Lodge of England

· English 1700 era

· Revolutionary era

· Masonry today

· The first degree charge contains a good explanation of our way of thinking

· Three Principal Tenets – Brotherly Love, Relief, Truth

· Cardinal Virtues – Temperance, Fortitude, Prudence, Justice

· Tools and implements – present day use

· Square, Level, Plumb, maybe the others

· Our members

· Who they are – Famous and Unknown

· Who they are not

· Requirements – Male, Over 18, Belief in a Supreme Being, Good moral character, Petition, Own Free Will, Fees, Recommenders, Referrals

· Procedures – Investigation, Balloting, Receive Degrees

· Masonic Family

· For men – Scottish Rite, York Rite, Shrine, and others

· For Women – Eastern Star, Amaranth, and others

· For our Youth – Rainbow for Girls, Job’s Daughters, DeMolay

· Masonic Charity

· Questions

· Thank you

RECRUITING - LOCATING, ATTRACTING & RECEIVING MEN INTO THE CRAFT

A. What you as the leader need to know

It is your job to discover ways your lodge can locate, attract and receive men into the Fraternity.

Who are our targets? Men ages 35-55

(Remember, if there is an opportunity to bring in men outside of this age range, DO IT!)

From a survey of 1000 men in the age group 35-55, almost all of them expected to be

asked to join an organization.

Why this age range?

This age range is generally more interested than men in their twenties, or older than 55.

What next?

1. Identify on paper the most successful strategies you have used to get men to join.

2. Develop two new approaches, knowing the importance of an “invitation.”

3. Write a dialogue of what you can say to a prospect that encourages his joining and

which he considers an invitation.

4. Make a list of how the most successful recruiters in your lodge recruit.

B. Things we know about men who might join Masonry

Not all men are interested in joining Masonry or any other group. Favorable interest is

only shown for about 25% of the men surveyed. Of this 25%, only 2% show definite

interest, and the other 23% may be interested.

Results from the Survey: Who is more likely to join Masonry?

1. Men between the ages of 35 and 55.

2. Men with college degrees.

3. Single men were more interested than married men.

4. Professional men were more interested than blue collar workers.
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What do we know about men who might join Masonry?

1. 75% said any organization that excluded their wife as a member was unappealing.

2. 70% said they objected to a dress code.

3. 72% said they found memorizing materials not very appealing.

4. 88% found any organization that was racially exclusive unappealing.

5. 93% said they wanted to be invited to join.

6. 92% said the quality of leadership of an organization was important in their

decision to join.

7. 92% said the charitable efforts were important to joining.

8. 88% said an image as philanthropic or charitable was important. Of these, 89%

included outdoor and sports image.

9. 88% said modest fees for joining were important.

What role do you as the leader have in reference to this information?

The key role of a leader is to determine which factors are the strongest and to encourage

the membership to use these positive features and benefits to help sell the organization.

That is what your key recruiters do on a daily basis. Ask them for HELP.

Things to develop and review

1. Review all of the available research to determine the facts about your future members.

2. Review with new members why they joined and what they hope to get out of the organization.

3. Contact people who have dropped out and discover why they dropped out and what needs were not met by your lodge.

4. Identify the most crucial factors affecting your lodge.

5. Develop a list of potential benefits the lodge offers that match the needs and expectations of new members.

6. Identify significant negatives and determine the best way to handle any objections.

Key things to stress

1. Stress the benefit of meeting new friends, enjoying the company of other men, and making new connections with like-minded men.

2. Stress the role a wife can enjoy as a partner with her husband in many Masonic

events and programs, and how important the family is to the Fraternity.

3. Show the things your lodge has done in the community, and let potential members

know about their opportunities to participate.

4. Demonstrate excellence in leadership, and show him how he can be a leader also.

C. Where are these men who we want as members located?

Potential members are all around you!!

Potential members come from every walk of life. They are your friends and neighbors,

and also friends of friends. They include your doctor, dentist, lawyer, accountant, service

personnel, married and single men.

Key points for development

1. Potential members from professional ranks can bring important leadership skill that can be an asset to the lodge.

2. Men with whom you have a relationship are your best prospects.

3. Location can have an effect on the interest in joining.

4. Rural lodges may have more success in appealing to potential members than urban lodges.

5. You will make more headway if you appoint a Membership Development Team.

Development Team

1. Identify the names of men who might have an interest in joining. They do not need to be interested at the time.

2. Develop a pool of potential members as large as possible. Make sure this is well defined.

3. Tailor a plan for each prospect.

D. What role does your current membership play?

Older active members may have a very small circle of friends and acquaintances outside

of the lodge. This may limit them as messengers about the organization. The key to

meeting and exceeding membership goals is getting the younger members to get their

friends involved. Involve and activate your new younger members. Get names of

prospective members from all the members of your lodge. The most productive will

generally be the names derived from your younger members.  Activities and social events geared toward the younger membership should be encouraged. These programs may not be the favored programs by your older membership. As a result, your role as leader will be more important than ever.

Organize your membership

1. Set realistic new-member goals for the lodge.

2. Establish new member teams among active members by age groups. Do team

development.

3. Host several young member nights with events that include a sports or athletic

competitions.

4. Give a report card for the lodge to new members to track lodge progress.

E. What do we mean by Membership Development?

Masonry depends on people joining. Some of this is voluntary and unsolicited, and the

rest is through good membership development. No lodge will survive if they do not pay

attention to member needs. Develop and retain membership by encouraging participation.

With an increase in membership comes an increase in the importance of the organization.

As a result, customer relations and membership development are important steps in the

development of great leadership behaviors.

1. Provide new and existing members benefits based on their personal needs.

2. Develop programs to meet these needs.

3. Their satisfaction ensures they will remain a member and recommend the lodge to

others.

F. Developing the skills and attributes of our current members

What can we do to develop this man called a member?

1. We need to know why he joined.

2. We must develop programs to meet the expectations of members. If food and

social events are the reason for your membership, then build more programs

around these activities. If it is ritual that drives your lodge, do more in this end.

Remember, lodge leadership has many alternatives that are closely related to the needs

and expectations of members. If we make our membership happier with the organization,

we will keep these members and they will want to bring in more members.

Things to try:

1. Put information about members on the computer in an easy-to-use format so that

when you need information, it’s at your fingertips.

2. Ask every new member why he joined and what expectations he has from membership.

3. Ask members to do something that is in his area of interest.

4. Involve the member with men who have similar needs and interests.

5. Communicate at least 5 times with a new member within the first 6 months of

membership.

6. Call new members if they do not happen to attend lodge.

7. Make each new member feel comfortable when attending lodge.

8. Develop communications that are directly related to their spouse.

9. Involve the family in lodge and make sure they understand about our organization.

10. Make a big deal out of every member who joins!

G. What role might incentives play?

Offer incentives to lodge members

Incentives for existing members who develop membership and help maintain current

membership is important. Top-line signers are very important to increasing membership.

Properly used, incentives can encourage a man to encourage a friend or relative to ask

more about Freemasonry and joining.

1. Develop a presentation that informs members of the lodge about the consequences

of doing nothing on membership development. Most lodges are half the size they were in 1980 by 2001.

2. Show what the finances of the lodge would be with half the membership.

3. Consider developing lodge incentives that reward members who get new petitions

and who provide guidance for new members.

4. Publicize the recognition for your active membership development people.

Recognition in lodge is essential!!

H. What have we heard about one-day Classes?

One-day classes are a way to bring in new members who would not normally commit to

the time of doing all of the degree work in lodge. Membership can be substantially

improved through the utilization of one-day classes. These are given at various times

throughout the state.

Benefits


1. Reducing the amount of time it takes to become a Master Mason for men who

normally would be too busy to participate. This is sometimes appealing to

businessmen and other professionals.

2. Reduces the amount of work needed to be done by the candidate for the degree.

Downsides


1. Masonic education is cut short. When members go through one-day classes, the

lodge needs to add to their Masonic education.

2. The lodge may not be ready to receive these new members. Pursue these members

and get them back and involved. If you do not do this, these names will end up with your retention committee.

Lodges often take advantage of the one-day degrees when needed. If members of the lodge are advance through this method, develop a plan for Masons who have gone through one-day degrees, paying particular attention to their Masonic orientation and making them feel welcome and comfortable while attending lodge.

I. Who says we can’t “recruit” new members?

Get used to it. If our organization is going to survive, we will recruit by making good men aware of our fraternity and answering any questions they may have before asking for a petition. Remember, this is not a secret organization. We are an organization with secrets.

Try these strategies:

1. Get your lodge in the news. Lodges who make positive news and are active in the

community, especially in the local schools, attract the interest of men who are looking for an organization in which they can feel proud.

2. Go where the boys are. If you decide you want younger men, sponsor a softball team, or become active with the PTA. The more people you come into contact with, the more potential members you will know.

3. Let others know what you do in Masonry. Speak with pride about Masonry, and

how wonderful a group it is with which to be involved.

4. Remember to let your best friends know about Masonry. Include your son and his

friends and parents. Do not forget to ask if they have ever thought about joining

Masonry.

REMEMBER – SPEAK WITH PRIDE ABOUT MASONRY!!

J. What can the Lodge do to create wider appeal?


The community needs to know more about Masonry. They need to know what Masonry

stands for and how to join. Your lodge needs to have a connection to the community.

Instant appeal can be achieved with sponsoring programs for kids.

Get your lodge involved with local schools and projects that benefit kids. Fathers are

there with their children. Male teachers will be there. Impressive work gets positive

attention. The OKCHIP program along with some of our appellant body-sponsored charities are good examples. 
K. What to do when no one knows your name

Masonic recognition today is not what it was in yours gone by. Everyone used to know

about the Masons and what they did. Today, only about 8% of the heads of households

know what Masons do and who they are.

Things to do:

1. Improve signage on your building and grounds. Get your name on the welcoming

sign and roads into your community.

2. Join with other volunteer groups on a major project and make sure you get credit

for your participation.

3. Do something good and positive in the community on a consistent basis.

4. Meet with local reporters on a regular basis. Take their advice, and let them know

about what your lodge is doing.

5. Develop a lodge handout that explains who you are and what you stand for. Make

it available throughout your community.

6. Ask your lodge membership to let others know about your lodge’s role in the

community.

7. If your lodge can afford it, buy awareness advertising in the local paper.

8. Let people see the square and compass. Advertise on cars, windows and other

locations.

Press coverage considerations


What the press considers news may be entirely different than the lodge. Before you get

coverage in the local press, you have to understand their needs for readers and advertising

and take your lead from what they tell you.

1. Identify a community writer or two from the local press.

2. Put together a packet of information about Masonry and your lodge in particular.

3. Arrange to meet the writers for lunch. Discuss with them your ideas about

coverage in their paper and ask them what will be of interest to their readers. Take

note of how they speak of advertisers and readers even if you are concerned only

about your image.

4. If they offer additional assistance, take it. (They could also develop into a new

member.)

L. How can you make a new Mason’s first experience DELIGHTFUL?
Masons have tried to find better words to describe the benefits of joining Masonry. No

word says it better than DELIGHTFUL. If a new Mason’s first experience is delightful,

they will pass this good feeling on to others and recommend or endorse the activities of

the lodge. Members become delighted with their decision to join when a combination of

the following occur:


10 REASONS TO BECOME A MASON

A Masonic Lodge is:

1. A place where you can confidently trust every person and trust your family with them also.

2. A place where, within moral and civil guidelines, free thought, free speaking and the spiritual growth of man, can grow into its fullest potential.

3. A place to meet outstanding individuals from all walks of life that a person would not otherwise have had the opportunity to know and call brother.

4. A place to be a part of an organization which has for its principal tenets – Brotherly Love, Relief and Truth.

5. A place that provides self-development opportunities, leadership training and experience, and a place to improve public speaking skills.

6. A place you can go to seek support as well as give it.

7. A place where moral virtues are taught and through these teachings a regular reinforcement of the moral virtues is experienced.

8. A place to spend time with a group of brothers, who by acting as good men, make me want to become a better man. Not better than others, but better than I would have otherwise been.

9. A place to become better equipped to serve Church and community.

10. A place to meet with established members of the community and to become a part of the community.
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	What do Younger Masons Really Want?


Timothy Bonney, MPS, from his web-site Freemasonry Resources
I have been a Master Mason for just three short years. I turned 40 this year, and by all demographics, can still be considered a younger Freemason.

	No one seemed to have ever asked any younger Masons if easier Freemasonry is what they really want!


During the time I have been a Freemason, I have been told by many older experienced Freemasons that we have to make it easier for young guys to join. I've been told that the decline in membership is partially due to it being to hard for young men to find time from family and work to Freemasons. So, we have to make it easier.

So, in the pursuit of making it easier, we have offered One Day Classes. We have loosened the rules on proficiency in the first lecture. We've kept our dues low to accommodate men who may not have the funds to pay higher dues. In many lodges we have been less rigorous in our examination of new candidates by investigating committees. You seldom hear about a black cubed being dropped because, after all, don't we need the members?

But, there has been one basic problem with all that I have been told by long-experienced Masons about what younger men want. None of them seemed to have ever asked any younger Masons if easier Freemasonry is what they really want! And, in fact, I have come to believe that easier Freemasonry is not what younger men who want to join our fraternity are wanting at all! My own experience is echoed in the stories I hear from Masons under forty.

	Younger Masons do not want Freemasonry handed to them. They want to earn it!


I became a Freemason in great part because of the witness of my Grandfather to the value of Freemasonry. When he died, I attended his Masonic service and was impressed by the men in dark suit, white gloves, and white aprons who paid tribute to my Grandfather. At that funeral, I promised myself that some day I would be a Mason if such a fraternity of honorable men would have me.

More than a decade passed before I acted on that promise. During that time, I read every web page, book, and article I could find on Freemasonry. I read about the history, philosophy, and ethics of the Craft.

When I petitioned Phoenix Lodge, I was informed that I could receive my degrees in a One Day Class. But, I thought about my Grandfather and requested that I received my degrees in the usual way. I wanted to experience the full initiatory experience my Father, Grandfather, and Great-Grandfather had experienced. I wanted to memorize every word of the ciphers given to me. I did not want my mentor to cut me any slack.

	We want the Freemasonry of our Fathers and Grand-fathers. We want to be challenged, stretched, educated, and trained. We want the opportunity to take our rough ashlars and begin to smooth them.


As I have seen young men come into the Craft I have seen that they want many of the same things I wanted. Young Masons do not want anyone to make it easy for them. Younger Masons that I have talked to believe that we need to make it harder and not easier to receive the degrees. Younger Masons want to read and learn about the philosophy and teaching of Craft Masonry. They do not want Freemasonry handed to them. They want to earn it!

In my own professional life I have made a study of young adults. While my study involved young adults in a church setting, I had opportunity to write some course material for use by churches for young adult ministries.

Much of what I learned about young adults applies to Freemasonry as much as it does church. Young people are searching in our society. They are searching for meaning, depth, and focus to their lives. They are searching for a philosophy and ethic that will help them to live a better life. They are searching for growth and self-improvement. In short, they are searching for what Ancient Craft Freemasonry in its purest form offers them.

If older Masons really ask young Masons what we really want, I believe you will find that we want the fundamentals of the ancient and honorable Craft of Freemasons. We want the freemasonry of Anderson's constitutions. We want the freemasonry of our Fathers and Grandfathers. We want to be challenged, stretched, educated, and trained. We want the opportunity to take our rough ashlars and begin to smooth them. We want to be Freemasons in the fullest sense of the word!

SUMMARY OF PROCEDURES FOR PROCESSING PETITIONS 
The Process:

· Lodge receives a petition to join from a candidate, having completed it and had the petition signed by a member personally acquainted with the candidate. 

· The Petition will be read in a regular stated meeting.   The W:.M:. will then appoint a Investigating Committee, each a member in good standing in the lodge.  
· Each member of the Investigating Committee will meet with the candidate and become personally acquainted with him.   They should become familiar with his family life, church membership if applicable, and any other pertinent facts that may influence his selection to the lodge.  

· The members should then report as a committee at the next stated communication. The report may be returned with a favorable or unfavorable report. 

· The W:.M:. will order the ballot spread on the proposed candidate. The balloting process will follow as provided in the bylaws.  

· The W:.M:.  will declare the result of the ballot. In the case of a favorable ballot, the W:.M:.  will direct that an EA initiation date be set for the candidate. 
[In the event of a ballot that is declared not clear by the Master, the Master will declare the potential candidate not elected and will direct the Secretary to retain the Form of Recommendation and the accompanying petition in the Secretary’s lodge files. No communication is to be had about the matter with the potential candidate. The Master will remind the brethren that no discussion shall be had inside or outside the lodge about the matter of the Recommendation, the failure to receive a vote in favor of membership or any other details of the process and the proposed candidate. The Recommendation process for the said proposed candidate may not be repeated for a period of six months within the same subordinate lodge.]

The completed and signed petition will be delivered to the Secretary of the Lodge within 28 days from the date of the election of the candidate with appropriate fees for initiation. The Secretary will sign the petition attesting said Secretary’s receipt of the completed petition within the 28 day period allowed.

The Secretary will advise the Master of the completion and return of the completed petition. The Master will make report of the same at the next regular stated communication following the Secretary’s receipt of the petition. The Master will further direct the Secretary to communicate the completion of the required petition documents and advise the candidate of the date to present himself for initiation.

Note: It is recommended and encouraged that one or more of the members knowledgeable of the candidate personally escort the candidate to his initiation and that the members serve as mentors during the candidate’s Entered Apprentice, Fellow Craft and Master Mason Degrees. Such support will demonstrate our sincere interest in the candidate, make his Masonic ritual more meaningful and will help to assure that the candidate becomes active and involved.

RETENTION CHECKLIST

1. What do young Masons want from Masonry?

A. Ask your new members

2. Establish a Membership Retention Team

A. Set out goals (Lodge Activities)

B. Coordinate with Lodge Officers

3. Build a relationship with new members

A. Include them in all activities and ritual

B. Make sure they are included in business meetings

C. Assign a mentor to each new member

4. Lodge Activities in and out of the Lodge Building

A. Ritual

B. Education

C. Community involvement

A. RETENTION OF NEW MEMBERS

1. What a leader should know


It is important to know your customers!

It is more important to know about those who will be your future customers! Sometimes

we call them prospects, but by any name, they are critical to our future! First, we must

understand in some detail who these “prospects” are. Learn as much about them as you

can before they join. By taking this course of action, you can structure your programs for

membership development and retention to the needs of your members. You may also

discover that your future members will want benefits from joining that are different from

your current members. You probably won’t have to change your lodge, but you will need

to accommodate these needs. Don’t let old ways of doing things get in the way!

A leader who considers building his membership by attracting new members to his lodge

will discover they bring few negatives as new members. Renewing the lodge by

rekindling the interest of inactive current members means “an unhappy” member may be

rejoining and you should be prepared to handle the consequences. 

2. What are their attitudes toward joining?

Actually, we know a great deal about these men who might join. Research shows the

following six behaviors about men:

1. 75% said they had little or no interest in joining.

2. 90% said they had no time.

3. 90% said they would not join a secretive organization.

4. 85% said they would not join an organization that would not allow women

as members.

5. 95% said they did not want to wear a special uniform.

6. 0% said they wanted more ritual and memorization in their lives.

We have a very difficult task to appeal to men of quality and we had better do it right!

Some real benefits men want in their lives which may represent an opportunity for

leaders who know how to use them are:

1. The vast majority (85%) of those interviewed wanted more friends.

2. Nearly 100% said they wanted to make new connections.

3. Nearly all married men interviewed wanted better time with their family.

4. 80% wanted to have some role of importance in their community.

5. 60% wanted more opportunities to lead.

3. What are men joining and why?

Try this: Establish a membership development team

Research clearly indicates most men are not joiners, so we are competing with other

organizations (such as Elks, Eagles, Lions, etc.).   We must not only work hard to recruit, but we must work smart.

Lou Harris surveyed 1,000 youthful men at random for the Imperial Shine and found:

1. 76% said they were not involved in clubs, civic organizations or societies.

2. 24% said they were involved (college graduates were twice as involved as high school graduates).

3. 6% said they were involved with fraternal organizations.

4. 47% of men age 35 – 55 had a problem finding the time to be involved. Of these, only 8% said they had no problem finding time.

5. 29% of men polled had trouble finding enough time for their jobs.
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4. How do men who might join use their free time?

USA Today poll:

Use of free time:

1. Reading 46%

2. Watch TV 24%

3. TV Sports 12%

4. Active Sports 9%

5. Hobbies 6%

6. Other 3%

Clearly, time (meaning the efficient use of time or time not wasted) is a promise you will

have to make to men who might join.

From the beginning of recruitment, we should:

1. Build time-related questions into the home visitation or investigation.

2. Make men aware the time required at the beginning is longer than time for

meetings.

3. Make sure every meeting and every event uses time effectively.

Ask yourself:

What is the difference between “perceived free time” and the amount of time a man will

commit to something he really enjoys?

5. What are new-member expectations?

Men who do not belong to any organizations are looking for the following:

1. New friends, the opportunity to meet and make new friends and connections.
2. A role for their families, not as members, but as participants.
3. A role in the community and the feeling of pride that comes from this type

of involvement.
4. An opportunity to lead and become leaders in the organization they join.

You may believe that pursuing these four points will make your Masonic Lodge more

like a social or civic club, but if you overlook what our future members NEED, you will

not achieve the gains in membership that your lodge needs, Guaranteed.

Make your lodge a warm and welcoming place where it is possible to meet new friends

and where the special kinds of fellowship Masons are capable of offering are not only

possible but also the reality. You won’t believe what satisfaction this will bring to all of

your members.

6.What role does your leadership play?

So far, we hope we have made the point that there is nothing more important during your

years in the leadership of your lodge than to look after your current future members.

Installing this as part of the culture of your lodge could be your greatest contribution.

First, you need a plan with goals and strategies for the next several years. It could look

like this:

Membership Goal Strategies Goal –

Year 1 Goal –

Year 2 Goal –

Year 3 Goal –
Second, you need a team who will implement the actions in your plan.

Third, you need benchmark targets against which you will measure results or take

corrective actions.

Fulfilling those three key ideas over several years will help eliminate disruption and

confusion. It’s also clear that if you are the Worshipful Master or the Senior Warden, you

will not be in the office when your three-year plan is complete. Hence, the importance of

installing team leadership is crucial. Your goals should include four to five first-class

events for each year.

7.  How do we make the joining process more appealing?

Try these four steps:

1. Improve engagement: This means make an attempt to amaze and delight the new member with the quality of the experience of becoming a Mason. We engage people at a personal level by caring for them as human beings and paying attention to their interests and needs.

2. Better communication: More communication doesn’t necessarily mean more paper. It means answering his questions openly and candidly, sharing the goals of the organization and explaining the important role the new member can play. More people who left the Craft wonder what the organization was all about.

3. Know his expectations: When we understand what a man wants from his membership, his expectations, we can come in a whole lot closer to providing these solutions than if we try and guess what will make him happy. All men who join appear to want to make new friends and connections. The effective leader will make this possible in the lodge.
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4. Increase follow-up: We hear so often that once a man becomes a Master Mason the lodge has nothing more to do with him. How sad. This is precisely the best time to begin involving the man in his Fraternity in such a way that it brings joy and satisfaction to his life.

8.How much value do we offer?

The question should read: “How much should Masonry be worth?” Instead, we’ve added

the concept of value because that’s what you need to think about. Men who join, look at

the initiation and the annual dues and weigh the amount versus the value they get from

their contribution. Are we able to say we offer more for less, or do we offer less for less?

A few Masons may not appreciate this comparison of the Fraternity to organizations like

AAA Auto Club or American Express, but these organizations offer more for less and so

should we.

9. Why are first impression so important?

Try this:

Develop a list of first impression benefits you would like a new member of your lodge to

sense when he first comes into your Masonic Temple. Conduct a first-impressions audit

of your lodge through the eyes of the new member. Develop a list of recommended

changes and a plan for achieving them during a specified period of time. Form a plan to

correct conditions causing bad first impressions.

10. What role does the spouse play in men joining? 

What role does the spouse play in men joining? It will not surprise most men to know

that wives play a critical role in the joining process. As importantly, that role has changed

over the years from one of virtually no voice, to a 21st century role where the words

partnership and parity more often describe the wife’s role in a man’s joining behavior.

When a man comes home from a meeting and his wife asks, “What happened?” and he

responds “Nothing” or “Not much, just a business meeting,” the wife’s next question will

be “Why are you going to these meetings if you’re bored and nothing happens?”

Try this:

1. Explain in precise terms the amount of additional time it takes at the beginning to both the man and to his wife.

2. Pay close attention to the wife and family early in his membership.

3. Check all lodge activities and events to see that they do not waste time.

4. Offer degree work only at an extra meeting.

5. Aim at having meetings end early.

Five reasons former members gave for leaving the Fraternity:

1. Masonry takes too much time.

2. It was not what I expected.

3. I was bored. Nothing ever happened in the lodge.

4. Lodge was a very unfriendly place.

5. The lodge leadership was not up to the tasks at hand. 
Get more PR for the lodge. Get more involved and have a greater relevance in your community. Get more involved with the family.

11.Summing it up

1. Men who join have very little time for the joining process and no time to be wasted.

2. Men who join have expectations for joining and if you know what they are, you can do something about meeting them.

3. Men who want to join will need to have the wives’ “approval” of their membership.

4. The more concrete benefits we can offer a man for his membership, the more value we create. As the leader, creating value is your job.

5. The positive first impression he receives is like money in the bank.

6. Communicating with him can make all the difference in the world.

7. Fellowship and new friends are at the heart of the reasons why most men join.

8. When you demonstrate good leadership, you are meeting two of his goals for joining, evidence of good leadership and an opportunity to lead. 
9. The Promise Keepers and other organizations are targeting the same men we need

to look at for Masonry.

10. What a man does not know about the organization can hurt you.

11. As the leader of the lodge, membership development and membership satisfaction

are your two most important jobs.

12. Because the goals for membership development and retention will take more than

one year, you will need a multi-year plan.

13. By developing a multi-year plan for membership, you are more likely to achieve

your goals.

SUSPENSION CHECKLIST

1. Survey all Lodge members who have been suspended for the last five years

A. List from Lodge Secretary or Grand Lodge Office.

B. Telephone or personally contact them.

C. Ask why they left the Lodge.

D. Ask what the Lodge could do differently to have kept them.

2. List of changes Lodge needs to make to keep the current members

A. Coordinate with Lodge Officers to make the changes

3. Invite the suspended members back after you have made the changes

4. Give Petition for Reinstatement after suspended members visit your activity

5. Millennium Fund – Delinquent, but not Suspended members

A. Establish a Millennium Fund

B. Send out letters – assist Lodge Secretary

C. Telephone calls and personal contact

INTRODUCTION TO LEADING CHANGE 
A. What you as a leader need to know

Just as the manager of a store and the employees are responsible for the customers they

gain, so are they responsible for the customers they lose. In some retail stores, losing a

customer is a cause for dismissal. As the leader of the lodge or Masonic organization, you

need to know that losing a member is your responsibility as well. It may not be your

fault, but it is clearly your responsibility.

B. What can we learn from men we’ve lost?

One of the right things you can do as the leader is to examine a list of those men you have

"lost" over the last five (5) years and assess the reasons why they may have left your

organization. Some answers may be simple: They moved to a different state. The more

difficult findings will include that they left because Freemasonry "was not what they expected."

Key Idea:

We won't make all Masons happy when we say this, but you may want to concentrate

only on your last five (5) years of inactive or "lost" members. After a few years of

inactivity, members are in reality lost to the organization and the resources committed to

renew their membership could be spent more productively in gaining and retaining new

members.

Try This:

1. Ask the Grand Lodge for a list of the names and addresses of all members

who have joined over the past three years.

2. Determine which of these have become suspended.

3. If your list is not too long, contact each personally by phone and determine

why their interest has waned.

4. Develop an action plan for each who gives you any sign that they might be

interested in renewing their interest and becoming active once again.

5. Inquire and make a list of all the reasons why the member let his

membership lapse.

Key Idea:

1. The vast majority (66%), indicate that Masonry was not what they expected. When asked to explain in more detail, they said they were not prepared for the initiation, it surprised them and they were uncomfortable. The initiation was very uncomfortable for many.

2. They said that no one had told them what to expect and this made them uncomfortable and even embarrassed.

3. To learn the ritual took too much time away from their family or job.

4. The meetings they did attend were too long and boring. "Nothing happened." They were disappointed at the lack of effective leadership. Members were "cliquish" and aloof.

Try This:

Before you can begin to take corrective actions, you need to get over the "shock" of

reading a list of circumstances that can be very damaging to the lodge. What these

members were saying is that most of the early stages of their membership were filled

with negatives. Now it is true that your lodge may have handled these issues and made

the appropriate changes, but if you have not, you should use this information as a place to

begin your study of why men leave after joining. Consider:

1. Developing a more comprehensive explanation of the initiation and discussing it with the candidate before he experiences it.

2. Meeting with the candidate after each degree and handling his concerns at that time.

3. Asking him frequently during the first six months of his membership, "How are you doing and what questions do you have?"

C. What do we do with this boredom thing?
Let's consider this one carefully because it is at the root of many of the difficulties the

lodge is facing and the solution rests squarely with the leadership of the lodge.

Boredom comes from repetition and from sameness - characteristics of too many lodges

in North America. Interestingly, the leaders of the lodge do not see this in the same light

as the member because they are at least involved in some actions related to the lodge.

Members, on the other hand, simply sit out there and take it.

The degree work, which admittedly does not occur at every meeting, even when it is done

very well, becomes old hat and uninteresting to the men sitting on the sidelines. It may be

interesting for those on the degree team, but for the members it is a time of sameness and

some men may even doze off. The evidence is clear that it does not create sufficient appeal to keep men coming back to the lodge.

Key Idea:

The solution, therefore, must lie elsewhere. Here are the key ideas:

1. Every lodge meeting - special and stated - needs to be planned around an agenda

that offers interest and involvement to members.

2. Good fellowship prior to the meeting is essential.

3. Programs that delight members are key to their interest.

4. Regular assessments of how well you reduce boredom help.

Try This:

1. Appoint an active member to a lodge program team and work to develop a year-long

agenda.

2. Test each suggested program against some quality measurements to see if it will

"delight" your members.

D. What are the telltale signs of losing interest?

You might think this is obvious, "he stops coming to meetings!" But there are some

telltale signs some men display before this occurs.

Early in the process, during the time he is receiving his degrees, he will appear

increasingly less attentive, resist making friends and appear removed from the process; sure signs that he is questioning what he has joined. He will be late for scheduled classes or miss more than others. He may become removed from the group and appear shy. He will show little interest in advancing to the next degree and may have to be "pushed" a bit to make the commitment. He may drop out of sight after the initial degree-then you'll clearly see something's wrong. During the first several months after he has completed his degree work, he will avoid attending meetings, show no interest if he does and not volunteer for activities sponsored by the lodge. If he's married, his wife will not make appearances at lodge events and he will not make new friends among the members. He will not respond to phone calls, answer letters and may say things to his friends about his decision to join. After the first year, more than 80% of all new members fail to return to meetings and remain active in their lodge. 80% is a huge number and should be of concern to every Masonic leader. Something is happening that is serious and damaging to the lodge. In fact these men are all but lost to the lodge and may never return. Think about all of the time and effort you put into locating this man and making him a Mason only for him to vote with his feet that Masonry is not for him and to disappear forever.

Key Idea:

1. There are right things you can and should do at each of these three stages.

2. Failing to take action puts all membership development at risk.

3. A man begins his dissatisfaction very early in the joining process.

Try This:

1. Assign a mentor or big brother to each new member for a period of up to one

year.

2. Ask each new member frequently about his continuing interest and satisfaction.

Pay attention to what he tells you. Probe for additional details. Ask his wife if

you're not sure.

E. What role does the cost of membership play?

Masonic leaders are often tempted to consider the costs of Masonry as a burden to

joining. Among the early strategies, some leaders consider reducing the annual dues to

some lower level hoping to reduce or eliminate the objections that it costs too much to be

a Mason.

The facts, however, do not support this either among those men who are members or

among those who are considering the organizations. Therefore, any attempts to increase

new membership and improve retention by financial methods are most likely ill advised.

The facts are that it costs less to be a Mason for a year today than it does to get your

newspaper delivered to your home for a month! Therefore, reducing the cost is not as

significant a strategy as increasing the value of membership.

Perpetual memberships, so popular among some jurisdictions and in many lodges may

offer what appears to be a benefit to the member, but this one-time payment often fails to

take into account the costs of inflation and the increased costs of lodge operations in a

declining membership.

Key Idea:

The solution to declining membership, to the difficulties of locating and enrolling new

members, and in retaining new members once they have joined is not related to the costs

of membership in the Masonic lodge. Look elsewhere for a strategy.

Try This:

1. Review the date when invoices are sent to the home. If it's right around the

holidays, consider changing the mailing date.

2. Consider increasing the dues by adding value.

3. Do an analysis of the consequences of perpetual membership and determine ways

to cover the increased costs to the lodge over the average life of the agreement.

4. Develop a programmatic plan for the lodge and a budget and seek the support of

the lodge to increase dues to support its implementation.
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F. What steps can YOU take when the signs first appear?

Some people say members who are unhappy with the organization, vote with their feet.

They simply don't come back. There's probably a lot of truth to this statement.


Unhappy members don't support a volunteer organization. So what steps can you take if

and when you learn the member is unhappy?


The right course of action for the leader of a lodge to take is to never let your customer -

your member - get to the stage where he is unhappy. The other areas in this Handbook

have been directing you to take the kinds of steps to insure his satisfaction is high from

the very beginning. Here are six ideas you might want to try:

1. From the very beginning make sure your new member understands the

organization he is joining, what Masons stand for and where he fits into the lodge he is joining.

2. Make him very comfortable with the routine of lodge, the words and grip that will

be part of his recognition, the protocol of lodge and the way he addresses lodge and Grand Lodge officers.

3. Make sure he is at home and comfortable - never looking lost. Introduce him to a

man his age and help him make new friends.

4. If he misses a meeting, ask a friend to call him and find out why. If he's new to the area, call him yourself.

5. Demonstrate your interest in meeting his needs by finding out what they are.

6. Ask him to help out in your lodge with something you have planned. Asking him

to show an interest in the chairs may not be a right move this early in the process.

Key Idea:

Even though he has joined of his own free will and accord, this does not mean we can

ignore his needs. As a member he needs the nourishment of a sapling tree until his roots

are fixed firm into the organization.

Try This:
Consider developing a mini-action plan around any of the six points mentioned above

and implementing these activities in your lodge. 

G. How can we enlist others to save the man?

There are probably only three people who can effectively make a difference with a man

who has begun to lose interest in the Craft. In reality, none of them will be really

effective if the man has decided he doesn't want to be a member.

Let's begin with who can make the most immediate difference. You. As the leader of the

lodge, you have the ability to make his membership meaningful, interesting and exciting.

You and your members working together can overcome almost any objection. If he is

moving, working the night shift, totally without resources or other conditions, you

probably will need to consider other arrangements. But if he is too lazy or too bored, you

can overcome these objections. This handbook is filled with the "how's" to do this.

His friends can make a difference. His recommender, his buddies, those he has met since

he joined and others with whom he is close in the lodge can take him aside and be helpful

in resolving his concerns. It may be as simple as needing a ride or help explaining the

organization to his wife and family.

His family: wife, children, father, mother and relatives who understand the organization

and support his involvement can answer his questions and support and encourage his

involvement.

Key Idea:

The important consideration is that his continued interest and involvement needs to be "of

his own free will and accord." Just as it was when he joined. Pressuring a man to come

back to lodge or asking others to bring pressure will not be as effective as learning of his

concerns and needs and taking actions to increase his satisfaction.

Try This:

1. Try to determine the single most important reason for his loss of interest and

activity.

2. Speak with a close friend or his wife to see where you may have missed an

opportunity you can still salvage.

3. If you don't know where to begin, consider saying to this member, "Look, it

seems we may not have handled your membership well up to this point. What is

there that I can do personally that will make a difference in your decision to

leave."

H. Summing it up

It may sound negative to end this Handbook with a section on losing members. But every

enterprise that has members or customers has to have a contingency plan to handle those situations when a customer or member no longer appears satisfied and supportive of the enterprise. We have offered leaders of Masonic lodges the following key ideas and suggestions:
1. As the leader of a Masonic organization, membership retention is your responsibility.

2. Members who leave the organization can provide valuable insights into the reasons why the organization is not fulfilling the expectations.

3. Boredom and "sameness" are critical concerns in many lodges and the leader has

to take action to eliminate both.

4. The effective leader can tell when a member is not satisfied by observing his behavior - principally his attendance and aloofness.

5. The Imperial Shrine has research that clearly defines reasons why men become

dissatisfied and fail to renew their membership!

6. Cost of membership - particularly the annual dues - is not in and of itself reason

for most men to let their membership lapse.

7. The effective leader can learn a great deal by having a one-on-one with his members.

8. Taking actions when the first signs of dissatisfaction appear is critical to changing his direction.

9. Other members should be asked to solve retention issues.

10. Phase II research completed by the Masonic Renewal Task Force gives vital

information about why men are not happy with their membership.

11. One-day classes present opportunities and challenges.

12. Time plays a critical role in member satisfaction and interest.

13. Members who have been inactive for years should be approached very carefully.

We can learn about members by watching how businesses handle customers. Lost members can create significant bad will.

Delinquent Members

The increasing numbers of Masons being suspended for non-payment of dues each year is alarming. While we must actively work on procuring new members, we must also be careful to see that once they have joined the Fraternity, they will not become disenchanted and show up on the suspension list after a few years.

The Lodge Chairman assigned to RETENTIONS should obtain from the Secretary a list of all Members who are in arrears. This should be done shortly after the beginning of each year. 
A letter from the Master of the Lodge to those Members on the list to advise that their dues are in arrears and to encourage remittance of same.  A follow-up letter from the Master of the Lodge could be sent to those who have not yet responded after a certain period of time.
For the Members who have still not responded, the most successful method is PERSONAL CONTACT – either in person or by phone – Although the Master, other officers of the Lodge, or a Past Master, could contact the Member, perhaps it is best for his petition signers (if possible) or a member of the Membership Committee. Preferably a Member who is acquainted with him should make contact. In some cases, a Brother is unable to pay his dues because of financial reasons. In these situations, the Lodge could remit his dues as provided by the "Millennium Fund." Remember, the Masonic principals of brotherly love, relief and truth should not allow a member to be dropped from the roles for non-payment of dues. The names of those who are in need of assistance must be maintained in the strictest of confidence.

These are but some guidelines the Lodge Membership Committee may use to assist them in retaining their members. Additional dues notices may be sent, as well as developing a letter to send to the Brothers who signed the delinquent member’s petition.

THE “MILLENNIUM FUND”

Brotherly Love, Relief and Truth

A “Millennium Fund,” would accomplish two important goals by practicing charity among our brothers and our local community, both important Masonic teachings.

The monies received by the Millennium Fund would first, pay for the annual Grand Lodge per capita for members who, for whatever reason, have not paid their annual dues. It may be that a brother is in a care facility, has health problems, is financially distressed, or simply that he has not been brought into the fellowship of the Fraternity. It would not be considered Masonic to drop these members from the membership rolls. To do so, they would lose several important benefits: eligibility for membership awards, membership in appendant bodies, availability of Masonic Funeral Services, and all rights and privileges normally afforded a Master Mason in good standing.

After taking care of your own members, the remaining funds could be used to augment annual fundraising projects for the lodge to be used in the community, such as scholarships and community charities, or carried forward for future remissions.

Providing relief by practicing charity is a foundation within our Masonic teachings and

establishment of a “Millennium Fund” offers that opportunity.
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Frontier Lodge #48

A∴F∴ & A∴M∴
322 W. Miller Ave. 
Stillwater, OK 74074
(1st Dues Notice)

Dear Brother _____________________,

It is time for payment of your annual membership dues to Frontier Lodge #48.   Your continued membership and support are greatly appreciated by the other brothers of the Lodge. 
Frontier Lodge has established a Millennium Fund which is used for assisting in the payment of dues for brethren of the Lodge who are unable to meet their dues obligation. The Masonic principles of brotherly love, relief and truth should not allow a member to be dropped from the rolls for nonpayment of dues. Should funds be remaining at the end of the year, they may be used to augment charitable giving or fundraising by the lodge.

Should you desire to contribute to the fund, simply include an additional amount on your dues check. Your contribution and the names of those who are in need of assistance will be maintained in the strictest of confidence.

Fraternally,

Secretary

Your 200____ Lodge Dues are __________
Our records show arrears dues of ________
Total Outstanding ____________
Please contact the Secretary if your records do not agree
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Frontier Lodge #48

A∴F∴ & A∴M∴
322 W. Miller Ave. 
Stillwater, OK 74074

(Second Dues Notice)

Dear Brother ___________________,

In reviewing the lodge records, I notice that I have not received your _________ dues payment. Frontier Lodge is required to send the per capita payment to the Grand Lodge

prior to the _____ day of ____ of each year, so your cooperation in remitting payment at this time would be greatly appreciated.

If you find that you are unable to comply with your dues obligation at this time, please let me know. Frontier Lodge has established a fund to assist those brothers in such a situation. It’s part of our obligation as Masons to do so and will be done in strict confidence.

Thank you for your support of Frontier Lodge and Oklahoma Masonry.

Fraternally,

Secretary

Your 200____ Lodge Dues are __________
Our records show arrears dues of ________
Total Outstanding _________
Please contact the Secretary if your records do not agree
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Frontier Lodge #48

A∴F∴ & A∴M∴
322 W. Miller Ave. 
Stillwater, OK 74074

(Third Letter Re: Dues)

From the Master

Dear Brother ___________________,

I have been advised by the Secretary that you have not, for whatever reasons, responded to his notices regarding your Frontier Lodge dues.

We have determined that, if we truly live by those great Masonic principles of brotherly love, relief and truth, no member should ever be dropped from the rolls for nonpayment of dues. To do so would harm the brother by losing his ability to visit other lodges, his eligibility for membership awards, his membership in appendant Masonic bodies such as the Shrine, the honor of a Masonic Funeral Service, and all the rights and privileges afforded a Master Mason in good standing.

Because of this and the generosity of your brothers at Frontier Lodge through the Millennium Fund, I am pleased to enclose your 200__ dues card. Be assured that this is done in the strictest of confidence.  If we can be of further assistance to you or should circumstances change that would enable you to meet your dues obligation, please contact me.

Fraternally Yours,

Master
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Frontier Lodge #48

A∴F∴ & A∴M∴
322 W. Miller Ave. 
Stillwater, OK 74074

(Letter to Brother When Dues Received)

Enclosed is your 200____ Masonic Dues Card!  We thank you…

Your remittance has been received and it is a pleasure to enclose your 200____ dues card. Sign the card and always carry it with you. It is your record of good standing in this lodge and, upon proper examination, will entitle you admission in lodges around the world.

Your support of Freemasonry, and Frontier Lodge No. 48 in particular, is appreciated and we offer the best wishes and kindest regards from the officers and your fellow brethren.

If you know of a prospective member for our beloved Fraternity and don’t have a petition or are uneasy in contacting him, please contact the Secretary!

Lodge meets on the second and fourth Thursday of each Month at 7:30 p.m.

Please join us for fellowship.

THE RESTORATION CALLING PROCESS

File No. _________

Name: Member # Suspension Date: ____/____/____

Address: City: Zip:

Home Phone: Work Phone:

Occupation:

Age: Annual Dues When Suspended: $

Top Line Signer: Home Phone: Work Phone:

Raised Date: ____/____/____

CALLING PROCEDURE

$ Needed to Restore

Date of 1st Call: ____/____/____ Time Called: 
Contact Made: Yes_________ No_________

Why Did Member Drop?:
What Was Your Response?:
Next Steps:

Committee Making Call:

Home Phone:

* * * * * * *

Date of 2nd Call: ____/____/____ Time Called: 
Contact Made: Yes_________ No_________

Prospect’s Response:
* * * * * * *

Will Member Reinstate? Yes_________ No_________ Home Appointment Made? Yes_________ No_________

Date of Appointment: ____/____/____ Time: __________ 
Petition & Fees Received? Yes_________ No_________

Follow-up Activity Required:
Responsible Mason:
Membership Questionnaire
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Frontier Lodge #48 

A:.F:.& A:. M:.

322 W. Miller Ave.

Stillwater, OK 74074

Date


Address

Dear Brother (First name),
I am writing this letter to ask you a favor.   It is a small one by our measure of requests, but one that may be a major issue for you.    We are asking for you to return to the lodge.  

For whatever reason, a number of brothers no longer attend.  Whether it was some personal issue with a member, inability to see a benefit, or just boredom, we ask you to give us another chance.  

The lodge membership and internal appearance has changed a lot in the last year or two.  We are finishing up a repainting of the interior walls and have just completed replacing the old tiled floors with a beautiful hardwood floor.    Our membership is rejuvenated and recharged with some new, young blood in the lodge.   We have dinners at least once a month, recently held a movie night, and are trying to come up with innovative ways to make the meetings more enjoyable by including an educational section in the schedule.  

If you have a specific reason for not returning to the lodge, please take a few minutes and fill out the enclosed questionnaire to let us know why.   If we sense a common reason for losing attendance, we will make it our goal to correct that problem to get you back and to keep others coming.   Do not let your “loss of the word” be a reason for not coming back.  We will be happy to schedule a “rusty nail” meeting to help refresh everyone’s memory.  Also, transportation will be arranged for anyone who needs help getting to the lodge.   We meet on the second and fourth Thursday of each month.  Try it again twice before making your decision to give up on the lodge. 

Freemasonry is more than membership and paying dues.  It is the opportunity to exchange ideas and gain friendships through the fellowship gained by sitting in the lodge.  We miss your input and support, and look forward to having you return. 

Fraternally Yours, 

(Worshipful Master’s signature) 

Membership questionnaire
Name : ________________________________

Date last attended lodge: __________________

Reason for no longer attending:  

⁭   Too busy with current work 

⁭   No means of transportation

⁭   Disagreement with lodge members

⁭   I am not comfortable learning language and floorwork
⁭   Meetings were not productive

⁭   Was not getting anything more out of membership

⁭   Other (please explain) __________________________________________________

Thank you for taking the time to return this survey.  We hope it serves to make Frontier Lodge #48 a better place.   
Let's Go To Lodge Tonight 

My brother, let's go to Lodge tonight;
You haven't been for years.
Let's don our Lambskin Apron white
And sit among our peers.

We'll meet the Tyler at the door
and though he'll hesitate,
we'll hear him say just as before,
"Come in or you'll be late."

So come!  Pass up that picture show,
or your wrestling bout or fight;
Switch off that TV set! Let's go!
Let's go to Lodge tonight.
Lodge Mini Action Steps





Make sure your new member understands the organization he is joining, what Masons stand for and where he fits into the lodge he is joining. 


Make him very comfortable with the routine of lodge, the words and grip that will be part of his recognition, the protocol of lodge and the way he addresses lodge and Grand Lodge officers. 


Make sure he is at home and comfortable -never looking lost. 


Introduce him to men his age and help him make new friends.


If he misses a meeting, ask a friend to call him and find out why. If he's new to the area, call him yourself.


Demonstrate your interest in meeting his needs by finding out what they are. 


Ask him to help out in your lodge with something you have planned. 


Asking him to show an interest in the chairs may not be a right move this early in the process.








KEY POINTS





SPEAK WITH PRIDE ABOUT MASONRY!





MAKE THE FIRST EXPERIENCE DELIGHTFUL





GET FEEDBACK FROM NEW MEMBERS








Time is not  wasted, Fellowship is real,


Events are fun, Food is good,


Value is received, Cliques disappear.


Joining is easy, Friends are supportive,


Meetings aren’t boring, Leaders know their jobs,


Wives like what we’ve done; Pride is a result


Make sure to ask new members “How are we doing?”


Report the results to the lodge.
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