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MRP Background and Time-Line: 
 

 The Member Retention Project [MRP] was initiated by District Director Brion Keller in July 2015 
and Sam Mehta was asked to lead the project. 

 

 A preliminary presentation on MRP was made by Sam Mehta at the Leadership breakfast at 
Waterloo, NY venue on September 12, 2015. This was based on the information provided and 
available at the time. 

 

 A team of MRP committee members was formed in September/October 2015 time-frame. The 
members of the MRP team include: Warren Musselman, DTM representing division ‘D’ and Mike 
McDermott, DTM representing divisions ‘B&C’ and Jennifer Czapla, ACB CL, representing division 
‘A’ and Sam Mehta, DTM representing division ‘E’ and as chair of the MRP.  
 

 A list of selected clubs was identified in all five divisions, based on their low retention rates 
during 2014-2015 

 
The MRP Project Approach: 
 

 The initial project phase was based on contacting selected clubs based on their low “percentage 
of retention” rates [50% or less]. In the opinion of the project committee members, the 
information collected to-date as a result of the interviews and member input was not broadly 
representative and therefore a second phase was initiated [in December/January 2016 time-
frame] and developed to include additional clubs that may have higher retention rate [i.e., 50% 
to as high as 70% retention rates] but also had a high number of their respective members 
leaving the club (e.g. 10+ members leaving the club during the year).  

 

 The general information on members by club was provided to the MRP team by the District 
Director, Brion Keller. The MRP team used the information available on TI website showing  
membership activities numbers during the Toastmaster year 2014-2015. [July 1, 2014 to June 
30, 2015].  
 

 MRP committee chair also communicated with Toastmaster International [TI] in order to seek 
certain clarifications as to the precise way TI calculates “member-retention” numbers. TI uses a 
slightly different approach in tracking individual members with their respective IDs and dues 
payment over two consecutive renewal periods, etc. Since this detail information was not 
readily made available to the MRP committee; the attrition and retention percent rates were 
appropriately calculated based on the turnover of members in each of the clubs in district 65; 
including new members recruited during the course of the year, with opening and closing 
membership numbers. This information then became the basis of MRP and the calculation of 
retention rates for each of the clubs in district 65.   
 

 The leadership and members of more than 1/3 of the clubs [30+ clubs] in district 65 were 
contacted and the pertinent data/responses collected.   



 

 It was decided early-on that in order to receive factual & accurate information as well as have 
candid discussions with the club officers/members about the members who left the clubs; that 
all information obtained from individual clubs and individual members and especially from 
members who have left the clubs, will remain confidential and therefore anonymous, for the 
purpose of this report.  The MRP team believes that it is important to develop an environment 
of confidentiality for a successful execution and completion of the project.   
 

 The names of the selected clubs contacted as well as the names of dozens of the club 
officers/club members and especially members who have left the Toastmaster clubs therefore 
are not shown in the report and will continue to remain anonymous. The MRP team believes 
that this approach will help future project teams to build-on this member retention report and 
doing so continue to have the confidence and support of the membership-at-large.  
 

 College clubs and clubs chartered during the Toastmaster year [2014-2015] were not included in 
the study.  

 
The MRP Objective: 
 

 The goal/objective of the project team was to collect data as to (1) reasons behind club 
members leaving a given Toastmaster clubs; and (2) subsequently leaving the Toastmaster 
organization. 
 

 The MRP project team encountered several unanticipated delays and issues in collection of the 
data. These included contacting and communicating with [a] leaderships in respective clubs; [b] 
contacting members currently functioning in the clubs; [c] members who left the TM 
organization. In addition, issues surrounding the integrity and verifications of the 
data/information provided.   

  
MRP findings and observations:  
 
As a result of survey/interview of clubs with low member retention rates during Toastmaster year 2014-
2015; the following reasons [in order of priority] were given to the MRP committee members as to why 
members in about 1/3 of the clubs in district 65 [approximately 30+ clubs] left their respective clubs. 
 
Summary Table: 

1. Work related commitment: 25% 
2. Moved out of the area: 15% 
3. Reached educational goal [CC Award]: 15% 
4. Family/Personal issues: 15% 
5. Other reasons: 15% * 
6. Health related issues: 10% 
7. Lack of connection with other club members: 5% 

 
*Other Reasons [breakdown] why members left the clubs: 15% 

1. Expected Toastmasters program to be magic bullet  
2. Social component missing 
3. Frustrations due to continual small membership size of the club 



4. Poor quality of club meetings [lack of protocols; printed agendas; and time-schedule]  
5. Lack of mentors/experienced Toastmasters for support and guidance 
6. Not enough members to fill the club meeting roles 
7. Requiring higher level of commitment than originally expected.  
8. Politics and personal agendas  
9. Member fatigue/member burn-out 
10. Lack of trained club officers 

 
 
Recommendations on how to reduce the flow of members leaving the clubs:  
 

1. Every club meeting should have a built-in membership building program. Membership 
campaigns must be an on-going part of club program, irrespective of the size, performance, or 
the past history of the club.  

2. Each club member should be made to feel special and important part of the club membership 
and his or her success needs to be made a priority and tied to the club's strength and 
performance.  

3. Every club meeting needs to be creative, innovative, and exciting.  
4. Have a different theme for each club meeting and a printed agenda of roles and responsibilities.  
5. Make the club’s website inter-active and keep it up-to-date. Plan and place club meeting 

schedules for 3 to 4 weeks in advance. 
6. Have the club secretary post the minutes of the meeting on the club web site for those 

members who could not attend the meeting.  
7. When a club member does not show-up for two consecutive club meetings; the VP Education 

and/or the VP Membership, must follow up with a call (not e-mail) to find out the reasons, and if 
the club leadership can be of any help and/or assistance.  

8. Make every club meeting a “fun” meeting and constantly create and nurture a warm and 
friendly environment of learning, camaraderie, and fellowship.  

9. Give equal time and equal opportunities to ALL members (new, not so new, and veteran 
members) to excel in their personal and professional goals.  

10. Provide the necessary presentation tools (flip charts, LCD projectors, videotaping, etc.) to make 
the speeches and presentations, closer to the "real" world experience. 

11. Provide excellent and positive evaluations and genuine display of support for each speaker, each 
evaluator and each table-topic participant.  

12. Consider and plan joint-club meetings to enhance and support membership in each other’s club  
13. Make every member feel that the “club” [members and especially club officers] really care for 

their individual success and “value” their membership in the club.  
14. Discourage the formation of any kind of “membership clicks” and also deject any form of 

“internal politics” to offend any member or group of members.  
15. Membership building campaigns and membership retention programs must become part and 

parcel of every club’s “continuous improvement programs.” 
16. Ideally most club meetings should plan to have at least one or more guests attend the meeting 

at most of the club meetings.  
17. Consider using latest and available technologies such as Toastmasters real-time mobile app to 

help members perform meeting roles such as Ah-Counter; Grammarian; Word of-the-Day and            
Timer functions.  

18. Promote, advertise and capitalize on your club’s uniqueness and character in order to sustain 
and attract new members.  



19. Make sure that all of the club officer attend the club officer training program (TLI] twice a year; 
irrespective of some officers repeating the officer positions and/or have received similar 
trainings in the past. Attending club officer’s training demonstrates commitment and an 
example in serving the members of the club.   

20. Refrain from taking a single member for granted, under any circumstances.  
 

Case Study Example:  
For those club officers and club members who are a bit skeptic and say that we have "tried some or all 
of these recommendations” in the past and it has not worked, etc. To them I say you may not have tried 
it hard enough or long enough or more often. There are no silver bullets in any program. Here is an 
analogy. Just about 35 years ago, General Motors [GM] had 51% of the market-share, over 450,000 
employees, building 4.2 million vehicles each year, with revenues of $105 billion and profit of $1.5 
billion. In the year (2009) GM’s market-share was just about 23%, had less than 92,000 employees [a 
loss of 80%]; producing 2.9 million vehicles, with revenues of $149 billion and a loss of 31 billion! What 
happened? Among other things, the company and the leadership lost its focus, compromised on quality 
and took its customers for granted. A toastmasters club is not GM. However, a club and its leaders can 
lose focus, compromise on quality meetings and take its members for granted. Membership to a 
Toastmasters club is what profitability is to GM.  
 
General Observations:  
No member or club president wants to see the membership of their club go down and/or remain 
stagnant with low membership numbers. There are emotional and psychological bonds that are created 
between members within a given club and over a period of time the members become like an extended 
family members or part of a [club] household. No Club President wants to lose a single member on his or 
her watch. Every effort should be made by club officers and club members to help and sustain a healthy 
membership level [charter-strength or 20+ members] at all times. A specific plan-of-action should be put 
in-place, for each of the low and/or struggling membership clubs, in order to boost their membership 
roster and turn the clubs around for success. [However, a time comes in every club's life, to make the 
tough decision - to continue the resuscitation of the club week-after-week; or month-after-month or 
even year-after-year, or pull the plug! A struggling club with perpetual low membership has a 
demoralizing effect on its remaining members. Only the club members can collectively and candidly 
decide the faith of their clubs and make the tough decision.]  
 
Conclusion:  

 The MRP committee believes that overwhelming comments relating to reasons why members 
leave are fair representation of the many reasons members have left a given Toastmasters club 
and subsequently the Toastmaster organization, during the Toastmaster year 2014-2015 in 
district 65.  
 

 Statistical data for district 65, as calculated by Toastmaster International and forwarded to 
District Director dated December 23, 2016 indicates a retention rate 59.5%.  This translates into 
approximately two out of every five members leaving the clubs in the district in a given year.   
 

 The district 65 member status as of 3/25/2016 is 32% of the clubs having 20+ members; 57% of 
the clubs having 10 to 19 members; and the remaining 11% of clubs having less than 10 
members. Wit almost 70% of the clubs [72 clubs] in district 65 functioning below charter 
strength; member-retention initiative will be crucial in successful functionality of the clubs, 
going forward.     



 

 Issues pertaining to ‘member retention’ will continue to be a challenge in the foreseeable 
future. The district leadership needs to continue being cognizant of this predicament and come 
up with creative and practical way in addressing this issue. The incentives programs pertaining 
to member-retention will be help, however the district needs to develop a specific plan-of-
action in helping clubs reduce their respective member attrition numbers and thereby stabilize 
clubs.  
 

 The MRP committee also recommends that all future club officer training programs should 
include a member-retention component module to inform, educate and train club officers and 
other attending members in the techniques of member retention.  

 
 
Final Comment:  

 First impressions are strong, lasting, and decisive impressions. The club "environment" is the 
single most important factor in the decision making process for a prospective member. The 
$64,000 question needs to be asked? All things considered: which of the two clubs will a 
prospective member join? A club having a handful of stagnant membership in attendance, week 
after week; or a club with 15 or more lively and energetic membership? A warm, friendly, 
vibrant, creative, sociable, fun-loving, educational, professional and dynamic club environment 
will not only attract potential members, but more importantly sustain existing members from 
leaving the club.  

 
The members of the MRP committee thank District Director, Brion Keller for giving the opportunity to 
serve the district in this important and pertinent project. 
 
Sam Mehta, DTM 
Chair – MRP Committee 
March 2016 
 
 


