District Success Plan District 3

District Mission and Purpose
The district mission is to build new clubs and support all clubs in achieving excellence.

The district purpose is to enhance the quality and performance and extend the network of the
member clubs of Toastmasters International within the boundaries of the district, thereby offering greater
numbers of people the opportunity to benefit from the Toastmasters education program by:

» Focusing on the critical success factors as specified by the district educational and membership goals.
» Ensuring that each club effectively fulfills its responsibilities to its individual members.
» Providing effective training and leadership-development opportunities for club and district officers.

Team Composition

Name the members of the district’s core team. Name the members of the district’s extended team.
Keith Cumiskey - District Director All area and division directors (34), plus ...
Ed Thelen - Program Quality Director Julie Ritzman - Admin Mgr
Rozaline Janci - Club Growth Director Jason Fuecht - Finance Mgr

Jackie Breezer - Public Relations Mgr
Cindy Laatsch - Immediate Past District Dir
Theresa Flynn - Newsletter editor

Values

Toastmasters International’s values are integrity, respect, service and excellence. These are values worthy of a
great organization and should be incorporated as anchor points in every decision made within the organization.
Toastmasters' values provide a means of guiding and evaluating the organization's operations, planning and
envisioned future.

What are the district’s core values?

In addition to Toastmasters International values, we place priority on work/life balance and having fun
while we learn. Collegiality.

Team Operating Principles
What principles does the team hold? (These principles might include trust, safe learning, collaboration, etc)

We will trust and work collaboratively on issues that impact the entire district, while independently on
issues within our respective areas of responsibility. We will support each other within view of the the
district, but challenge and encourage each other within our team. We will always strive to make
decisions on what is best for our members. We will hold each other accountable for the roles for which
we were elected or appointed.
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Potential Obstacles
What obstacles will the team have to consider when strategizing? (These might include conflicting personal
commitments, distance, unresolved conflict, etc.)

Members of the team have different levels of education, experience, initiative, comfort/competence with
technology and level of commitment. Not everyone will engage or perform to our expectations.

Meeting Protocol
In general, how will the team process tasks? (For example, consider how often to meet or call, what the team’s
meeting practices will be, etc)

DEC (extended team) meetings monthly ... generally in person, with one division hosting each month. 4
hours long, including lunch. DEC meetings to include leadership training, skills practice, best practice
sharing and information updates. Regularly scheduled weekly Quad calls focused on
tasks/updates/brainstorming, with division directors included monthly.

Team Interactions and Behavioral Norms
How will decisions be made?

Whenever practical, input from team members is encouraged. This District Success Plan was prepared
with input from the DEC. PQD and CGD will initiate and frame decisions within their area of
responsibility, but solicit input from other members of the trio. Ultimately, the District Director is the final
word, but also responsible for making his vision clear enough so that each member of the team
understands which decisions can be made at appropriate levels.

What will be the team'’s method of communication? Determine the team's first preference, second preference
and so on.

Communication method is dependent on criteria of timeliness, data and sensitivity of message.

What will the communication parameters be? Parameters might include whether the team communicates by
phone or email, whether the team sets up a weekly conference call or how often team members can expect to
communicate.

Email is preferred for information exchange and generally avoided for complex or contentious issues.
Meetings should scheduled via calendars (District calendar for DEC meetings, .ics format for smaller
meetings such as weekly quad calls or specific-topic meetings). Telephone is preferred for one-on-one
conversations regarding specific topics, emergency or adhoc discussions. In person communication is
preferred for sensitive issues or where lengthly discussion/brainstorming must occur.
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How will the team resolve differences of opinion?

First, refer to Toastmasters values and policies as guides. Discuss openly. Second, affected parties
should attempt to resolve between themselves. Third, raise the issue to the next highest level within
the organization (continue to escalate when necessary). Whenever differences in opinion become
contentious, attempt to resolve face-to-face, with documented decisions afterward. Try to remove
emotion from the discussion.

How will the team support one another?

Cross-participation in each other's events (area/division contests, TLIs, etc.) Trio will strive to be visible
at these events. DEC members are encouraged to learn from each other and share successes (and
failures). Celebration of success and achievement. Ask for help. District Director to provide clear vision
of expectations.

How will the team ensure equitable participation when completing activities?

Division of labor is preferred, not only to share workload, but to insure multiple voices are heard and
leadership opportunities presented.

How will team members be held accountable for their responsibilities?

Team(s) should document responsibilities with defined due dates. Team leader will communicate
progress. Team members who repeatability fall short of their responsibilities will be contacted by the
next person higher in the organization to determine causes. Team leaders shall develop and
communicate remediation plans.

How will the core team and extended teams be recognized for their efforts?

Everyone is motivated differently. We shall strive to recognize each team member in a manner most
acceptable to the individual and commensurate with the level of effort. Area and Division incentive
programs will be developed and communicated to DEC.

Starting Number

4,827 | Membership payments base

128 Club base

34 Number of division and area directors

Qualifying Requirements
Submission of District Success Plan by September 30

Submission of Division and Area Directors
Training Report for 85 percent of division and 29 | Number of division and area directors x 0.85
area directors by September 30
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Goal 1: Membership Payments Growth

Distinguished 4972 | Membership payments base x 1.03

Select Distinguished 5069 | Membership payments base x 1.05

_ 5214 | Membership payments base x 1.08

Situation Analysis

What is the current situation in the district? How many membership payments did the district have last year?
Does the district have special challenges? (One situation might be that membership payments usually arrive
close to deadline making it necessary to hurry to meet goals.)

Over the past several years, membership payments has been the most difficult goal to achieve.
Turnover about 25% per semi-annum (which | believe is not unusual for a district). Strength - We have
a solid base of about 250 members with 10+ years experience. Threats - Potential loss of members
due to Pathways.

Strategy

What actions will the district take? What has worked in the past? What has not? What new programs or incentives
could the district implement? How will the district promote existing programs? How have other districts been
successful? What could the district do to stretch this goal? (The strategy might include actions, such as creating a
contest promoting early submission of membership-renewal dues.)

Continue popular incentives such as Club Ambassador and Triple Crown that have fostered member
engagement. The District will offer membership retention and growth programs to clubs.

Action 1 Incentive challenge for Area and Division Directors

Action 2 New District newsletter targeting specific groups

Action 3 | Create and publicize incentive membership retention and growth programs.

Action 4

Action 5

Resources

What people, equipment, meeting places and money does the district have at its disposal? What committee
could work toward the goal? Are any members interested in heading projects toward leadership goals? How
much money has been budgeted for achieving this goal? (Resources might include area and division directors
and gift certificates to the Toastmasters store.)

District Funds allocated for area director and other incentive programs.
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Assignments
Who is in charge of each action? Who is on each team? What are each team member’s specific responsibilities?

Club Growth Director, Area and Division Directors on early payment incentive program. CGD will put
an article since Tl has begun to accept payments early.

Action 1 | Rozaline Janci as CGD is working on incentive payment

Action 2 | Theresa Flynn as newsletter editor will be targeting material to specific audience
Action 3 | Trio members will create programs to incentives in discussion with DEC members
Action 4 | Matt Wuteska as district webmaster will update website with info

Action 5

Timetable

When will each action item begin? When will each action item be complete? How will progress be tracked?

Throughout the TM year

Action 1

Action 2

Action 3

Action 4

Action 5

Early incentive program will coincide with Fall and Spring dues periods

Newsletter is an ongoing initiative

Area Director incentive will be discussed at DEC meetings
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Goal 2: Club Growth

Distinguished 132| Club base x 1.03

Select Distinguished 135| Club base x 1.05
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Situation Analysis

What is the current situation in the district? How many clubs did the district add last year? Does the district have
special challenges? (One situation might be that members in the district don't know how to generate interest in
new clubs.)

We do not have an established club coaching program or committee. Experience with club building is
limited to a very few people who are not. DEC members do not realize that club building (or at least,
new club leads) is part of their duties. Many clubs have struggled at, or near, minimum membership
number for years, yet will not request coaches. There appears to be considerable interest in new
(corporate, or closed) clubs. Limited experience with Lead Management System (Insightly) for tracking
new club leads.

Strategy

What actions will the district take? What has worked in the past? What has not? What new programs or incentives
could the district implement? How will the district promote existing programs? How have other districts been
successful? What could the district do to stretch this goal? (The strategy might include actions, such as appoint-
ing a club extension chair to pursue leads and scheduling demonstration meetings.)

Offer member incentive to identify new club leads. Create and deploy training to DEC and members
“sales” training that give members the tools to create good, qualified leads. Develop online and video
training library or resources for DEC and members to use.

Action 1 | Create and publicize new club lead-to-charter incentive

Action 2 | Create sales collateral

Action 3

Action 4

Action 5
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Resources

What people, equipment, meeting places and money does the district have at its disposal? What committee
could work toward the goal? Are any members interested in heading projects toward leadership goals? How
much money has been budgeted for achieving this goal? (Resources might include a club extension committee,
a demonstration team and newclubs@toastmasters.org.)

District funds and experienced Toastmasters to create collateral.

Assignments
Who is in charge of each action? Who is on each team? What are each team member’s specific responsibilities?

Rozaline Janci (Club Growth Director) and Cindy Laatsch (Club Extension Chair - non-Milwaukee
divisions). John Scott, Judy Bauer, Cindy Laatsch, Laurie Baker for sales collateral.

Action 1 | Publicize incentive program

Action 2 | Create sales collateral

Action 3

Action 4

Action 5

Timetable
When will each action item begin? When will each action item be complete? How will progress be tracked?

Lead incentive by September 30. Sales collateral by October DEC meeting.

Action 1

Action 2 | Front Load incentives as much as possible, Do Not wait until 2018

Action 3
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Action4 | Promotion for clubs to do a demo meeting and nurture a new club

Action 5 | Develop materials for session and marketplace at Fall conference to share resources

Goal 3: Distinguished Clubs

Distinguished 52 | Club base x 04

Select Distinguished 58 | Club base x 0.45

Situation Analysis

What is the current situation in the district? What percent of district clubs are typically Distinguished? Do mem-
bers understand how to achieve success? Does the district have special challenges? (One situation might be
that members in the district don't know how to achieve success. Another situation might be that the district has
identified four solid new club prospects.)

The current situation in the District is that we meet the Distinguished District goal for Distinguished
Clubs each year, but we are not ranked very high worldwide. There are various levels of knowledge
with respect to the Distinguished Club program - some clubs/members have no knowledge of the
program and/or how to achieve the goals. A special challenge to District 35 is that there is a cultural
gap between different parts of the District with respect to understanding/following the program and
achieving Distinguished Club status. The District has to balance a fine line between encouragement
and pushiness with the clubs in working toward being Distinguished.

Strategy

What actions will the district take? What has worked in the past? What has not? What new programs or incentives
could the district implement? How will the district promote existing programs? How have other districts been
successful? What could the district do to stretch this goal? (The strategy might include actions, such as training

all area and division directors on the Distinguished Club Program.)

District 35 will implement both new and existing incentives to encourage clubs to work toward
Distinguished Club status. Successful past incentives include completing a Club Success Plan,
completing Moments of Truth, earning a new banner/banner stand for achieving Distinguished,
Distinguished by December and receiving an Advanced Communication manual for achieving an
Advanced Communicator award. Other Districts have been successful with similar programs.
Determining proper motivation of members and structuring incentives accordingly will help achieve the
greatest success in having more clubs achieve Distinguished Club Status.

Action 1 | Ask the members of District 35 what incentivizes/motivates them to achieve goals.

Action 2 | Identify a toolkit of Distinguished Club resources and make available to the members.

Action 3 | Focus on advanced members for member retention.

Action 4 | Have tiered incentives for clubs to focus on both short term and long term DCP planning.

Action 5 | Provide knowledge/information on a timely basis to help members/clubs achieve their goals.
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Resources

What people, equipment, meeting places and money does the district have at its disposal? What committee
could work toward the goal? Are any members interested in heading projects toward leadership goals? How
much money has been budgeted for achieving this goal? (Resources might include area and division directors
and the Distinguished Club Program and Club Success Plan (Item 1111).)

The District will have enough money to budget for any incentives/programs it wants to undertake as the
incentives will fall under marketing which has no percentage restrictions as with other categories. The
Program Quality Director will work with the District leaders to implement the necessary programs.
Additional resources identified beyond the District leaders include DTMs and those working toward a
DTM in some particular capacity whether it be those with advanced awards or those who have just
finished a CC and a CL and are taking those first steps.

Assignments
Who is in charge of each action? Who is on each team? What are each team member’s specific responsibilities?

The overall responsibility for meeting our Distinguished Club goal is the Program Quality Director, Ed
Thelen. A number of Area Directors, Division Directors and other District officers are currently on the
sub-team for planning this portion of the District Success Plan. However, all District officers and those
designated in the resources will be responsible

Action 1 | Survey monkey sub-commitee - Kelly Huttelmaier, Deb Martin and Angela Graham

Action 2 | Toolkit subcommittee - Rick Griggs and Julie Ritzman

Action 3 | Ed Thelen as Program Quality Director will be responsible for laying out incentives

Action 4 | Incentives subcommittee - Kelly Huttelmaier, Shae Schonherr and Deborah Ginsburg

Action 5 | All District officers will be responsible for timely communication through various channels.

Timetable
When will each action item begin? When will each action item be complete? How will progress be tracked?

Each action item has begun with the planning of our items and determining a balanced set of action
items that can be completed throughout the year. Progress will be tracked based upon the creation of
the necessary documents/items noted in our action items and participation by the clubs. Success will
need to continue to be reevaluated throughout the year as defined by the District officers.

Action 1 | Completion Date - August 31

Action 2 | Completion Date - October 31 - Marketplace booth at Fall Conference

Action 3 | Incentive created by September 1 in budget by September 30 - incentive period OPEN
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Action4 | Incentive created by Sept. 1, budgeted by Sept. 30, - incentives ongoing through TM year

Action5 | *intermediate deadlines - weekly update for incentives, toolkit - monthly follow-up after Conf.

Additional Goals

Answer the same types of questions to reach each additional district goal. Additional goals might have to do
with alignment challenges, new leadership opportunities or better service to members. Where else is there room
for improvement in the district?

Goal
What specific, measureable, attainable and relevant additional goal can the district meet? (An example of a goal
is to add one new division and three new areas.)

1. Website - Deploy new format website (wordpress) by October 1, 2017

2. Leadership pipeline - By April 2018, develop process to continually identify future leaders (2 years
and beyond) and provide the tools necessary for these individuals to develop and grow.

3. Document repository - Create a repository for all relevant district data (not already provided by
Toastmasters International) and develop a process to maintain this data by June 2018. Identify District
Document Manager by June 2018.

4. Develop strategy to address lack of Fall Conference 2018 and beyond ... by October 31, 2017

Situation Analysis

What is the current situation in the district? Do members understand how to achieve success? Does the district
have special challenges? (One situation might be that areas and divisions have reached their maximum capacity
causing service to the members to suffer and limiting leadership opportunities.)

1. Our current website (freetoasthost) lacks flexibility and pizzaz.

2.We struggle to consistently fill enthusiastic and competent members to fill area and division
leadership positions. We do not have a common understanding of what "success" looks like. Like many
districts in the U.S. our membership skews older.

3. Finding historical (even year-to-year) information is tribal knowledge (if it exists at all).

4. We have generally high participation at our conferences (15%) compared to other districts, so losing
the Fall Conference in 2018 and beyond will be unpopular in our District.

Strategy
What actions will the district take? What has worked in the past? What has not? What new programs or incentives
could the district implement? How will the district promote existing programs? How have other districts been
successful? What could the district do to stretch this goal? (The strategy might include actions, such as assigning
a district alignment committee to determine best options for realignment and collaborating with the district
nominating committee to identify leadership opportunities.)

1. Develop transition plan

2. Engage PDG/PDDs

3. Create scope document
4. Brainstorm options
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Action 1 | Develop proposal and transition plan

Action 2 | Approach PDG/PDD with problem statement and ask for them to develop solution

Action 3 | Develop proposal

Action 4 | Brainstorm options, gather input from other districts

Action 5

Resources

What people, equipment, meeting places and money does the district have at its disposal? What committee
could work toward the goal? Are any members interested in heading projects toward leadership goals? How
much money has been budgeted for achieving this goal? (Resources might include past district directors, area
and division directors, the district website and the district nominating committee))

1. District funds to host new website.

2. About 12 PDG/PDD are still active in the District, with varying interest and engagement. If even a
small number take on this task, we'll have some improvement

3. Cloud hosted services, members in the district with IT expertise

4. No resources required

Assignments
Who is in charge of each action? Who is on each team? What are each team member’s specific responsibilities?

1. Matt Wuteska (lead). Kelly Huttelmaier and Robert Wall (committee members), Jackie Breezer
(Public Relations)

2. Keith Cumiskey

3. Keith Cumiskey

4. Ed Thelen (lead). Assistance from other trio members, past conference chairs and Kris Pool (Siting
committee chair)

Action 1

Action 2

Action 3

Action 4

Action 5
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Timetable
When will each action item begin? When will each action item be complete? How will progress be tracked?

All begin immediately and status at each DEC meeting.

Action 1

Action 2

Action 3

Action 4

Action 5

Signatures

District director Date
Program quality director (1) Date
Program quality director (2) Date
Club growth director (1) Date
Club growth director (2) Date
Team member and role Date
Team member and role Date
Team member and role Date
Team member and role Date
Team member and role Date

For your district to qualify for the Distinguished District Program, this entire plan must be submitted online
through District Central by September 30.
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	District Success Plan - District: 35
	District's core team: Keith Cumiskey - District Director
Ed Thelen - Program Quality Director
Rozaline Janci - Club Growth Director
	District's extended team: All area and division directors (34), plus ...
Julie Ritzman - Admin Mgr
Jason Fuecht - Finance Mgr
Jackie Breezer - Public Relations Mgr
Cindy Laatsch - Immediate Past District Dir
Theresa Flynn - Newsletter editor

	District's core values: In addition to Toastmasters International values, we place priority on work/life balance and having fun while we learn. Collegiality.

	Team operating principles-3: We will trust and work collaboratively on issues that impact the entire district, while independently on issues within our respective areas of responsibility. We will support each other within view of the the district, but challenge and encourage each other within our team. We will always strive to make decisions on what is best for our members. We will hold each other accountable for the roles for which we were elected or appointed.
	Potential obstacles-3: Members of the team have different levels of education, experience, initiative, comfort/competence with technology and level of commitment. Not everyone will engage or perform to our expectations.
	How will the team process tasks?-3: DEC (extended team) meetings monthly ... generally in person, with one division hosting each month. 4 hours long, including lunch. DEC meetings to include leadership training, skills practice, best practice sharing and information updates. Regularly scheduled weekly Quad calls focused on tasks/updates/brainstorming, with division directors included monthly.
	How will decisions be made?-3: Whenever practical, input from team members is encouraged. This District Success Plan was prepared with input from the DEC. PQD and CGD will initiate and frame decisions within their area of responsibility, but solicit input from other members of the trio. Ultimately, the District Director is the final word, but also responsible for making his vision clear enough so that each member of the team understands which decisions can be made at appropriate levels.
	Team's method of communication-3: Communication method is dependent on criteria of timeliness, data and sensitivity of message.
	Communication paramenters-3: Email is preferred for information exchange and generally avoided for complex or contentious issues. Meetings should scheduled via calendars (District calendar for DEC meetings, .ics format for smaller meetings such as weekly quad calls or specific-topic meetings). Telephone is preferred for one-on-one conversations regarding specific topics, emergency or adhoc discussions. In person communication is preferred for sensitive issues or where lengthly discussion/brainstorming must occur.
	How will the team resolve differences of opinion?-5: First, refer to Toastmasters values and policies as guides. Discuss openly. Second, affected parties should attempt to resolve between themselves. Third, raise the issue to the next highest level within the organization (continue to escalate when necessary). Whenever differences in opinion become contentious, attempt to resolve face-to-face, with documented decisions afterward. Try to remove emotion from the discussion.
	How will the team support one another?-3: Cross-participation in each other's events (area/division contests, TLIs, etc.) Trio will strive to be visible at these events. DEC members are encouraged to learn from each other and share successes (and failures). Celebration of success and achievement. Ask for help. District Director to provide clear vision of expectations.
	How will the team ensure equitable participation when completing activities?-3: Division of labor is preferred, not only to share workload, but to insure multiple voices are heard and leadership opportunities presented.
	How will team members be held accountable for their responsibilities?-3: Team(s) should document responsibilities with defined due dates. Team leader will communicate progress. Team members who repeatability fall short of their responsibilities will be contacted by the next person higher in the organization to determine causes. Team leaders shall develop and communicate remediation plans.
	How will the core team and extended teams be recognized for their efforts?: Everyone is motivated differently. We shall strive to recognize each team member in a manner most acceptable to the individual and commensurate with the level of effort. Area and Division incentive programs will be developed and communicated to DEC.
	Membership payments base: 4,827
	Club base-10: 128
	Number of division and area governors: 34
	Number of division and area governors x 0: 
	85: 29

	Membership payments base x 1: 
	03: 4972
	05: 5069
	08: 5214

	What is the current situation in the district?: Over the past several years, membership payments has been the most difficult goal to achieve. Turnover about 25% per semi-annum (which I believe is not unusual for a district). Strength - We have a solid base of about 250 members with 10+ years experience. Threats - Potential loss of members due to Pathways.
	What actions will the district take?: Continue popular incentives such as Club Ambassador and Triple Crown that have fostered member engagement. The District will offer membership retention and growth programs to clubs.
	Action 1 - Strategy-5: Incentive challenge for Area and Division Directors
	Action 2 - Strategy-5: New District newsletter targeting specific groups
	Action 3 - Strategy-5: Create and publicize incentive membership retention and growth programs.
	Action 4 - Strategy-5: 
	Action 5 - Strategy-5: 
	What resources does the district have at its disposal?: District Funds allocated for area director and other incentive programs.
	What are each team member's specific responsibilities?-5: Club Growth Director, Area and Division Directors on early payment incentive program. CGD will put an article since TI has begun to accept payments early.
	Action 1 - Assignments-5: Rozaline Janci as CGD is working on incentive payment
	Action 2 - Assignments-5: Theresa Flynn as newsletter editor will be targeting material to specific audience
	Action 3 - Assignments-5: Trio members will create programs to incentives in discussion with DEC members
	Action 4 - Assignments-5: Matt Wuteska as district webmaster will update website with info
	Action 5 - Assignments-5: 
	When will each action item begin, be complete?-5: Throughout the TM year
	Action 1 - Timetable-5: Early incentive program will coincide with Fall and Spring dues periods
	Action 2 - Timetable-5: Newsletter is an ongoing initiative
	Action 3 - Timetable-5: Area Director incentive will be discussed at DEC meetings
	Action 4 - Timetable-5: 
	Action 5 - Timetable-5: 
	Club base x 1: 
	03: 132
	05: 135
	08: 139

	What is the current situation in the district? 2: We do not have an established club coaching program or committee. Experience with club building is limited to a very few people who are not. DEC members do not realize that club building (or at least, new club leads) is part of their duties. Many clubs have struggled at, or near, minimum membership number for years, yet will not request coaches. There appears to be considerable interest in new (corporate, or closed) clubs. Limited experience with Lead Management System (Insightly) for tracking new club leads.
	What actions will the district take? 2: Offer member incentive to identify new club leads. Create and deploy training to DEC and members “sales” training that give members the tools to create good, qualified leads. Develop online and video training library or resources for DEC and members to use.
	Action 1 - Strategy-6: Create and publicize new club lead-to-charter incentive
	Action 2 - Strategy-6: Create sales collateral
	Action 3 - Strategy-6: 
	Action 4 - Strategy-6: 
	Action 5 - Strategy-6: 
	What resources does the district have at its disposal? 2: District funds and experienced Toastmasters to create collateral.
	What are each team member's specific responsibilities?-6: Rozaline Janci (Club Growth Director) and Cindy Laatsch (Club Extension Chair - non-Milwaukee divisions). John Scott, Judy Bauer, Cindy Laatsch, Laurie Baker for sales collateral.
	Action 1 - Assignments-6: Publicize incentive program
	Action 2 - Assignments-6: Create sales collateral
	Action 3 - Assignments-6: 
	Action 4 - Assignments-6: 
	Action 5 - Assignments-6: 
	When will each action item begin, be complete?-6: Lead incentive by September 30. Sales collateral by October DEC meeting.
	Action 1 - Timetable-6: 
	Action 2 - Timetable-6: Front Load incentives as much as possible, Do Not wait until 2018
	Action 3 - Timetable-6: 
	Action 4 - Timetable-6: Promotion for clubs to do a demo meeting and nurture a new club
	Action 5 - Timetable-6: Develop materials for session and marketplace at Fall conference to share resources
	Club base x 0: 
	4: 52
	45: 58
	5: 64

	What is the current situation in the district? 3: The current situation in the District is that we meet the Distinguished District goal for Distinguished Clubs each year, but we are not ranked very high worldwide.  There are various levels of knowledge with respect to the Distinguished Club program - some clubs/members have no knowledge of the program and/or how to achieve the goals.  A special challenge to District 35 is that there is a cultural gap between different parts of the District with respect to understanding/following the program and achieving Distinguished Club status.  The District has to balance a fine line between encouragement and pushiness with the clubs in working toward being Distinguished.
	What actions will the district take? 3: District 35 will implement both new and existing incentives to encourage clubs to work toward Distinguished Club status.  Successful past incentives include completing a Club Success Plan, completing Moments of Truth, earning a new banner/banner stand for achieving Distinguished, Distinguished by December and receiving an Advanced Communication manual for achieving an Advanced Communicator award.  Other Districts have been successful with similar programs.  Determining proper motivation of members and structuring incentives accordingly will help achieve the greatest success in having more clubs achieve Distinguished Club Status. 
	Action 1 - Strategy-7: Ask the members of District 35 what incentivizes/motivates them to achieve goals.
	Action 2 - Strategy-7: Identify a toolkit of Distinguished Club resources and make available to the members.
	Action 3 - Strategy-7: Focus on advanced members for member retention.
	Action 4 - Strategy-7: Have tiered incentives for clubs to focus on both short term and long term DCP planning.
	Action 5 - Strategy-7: Provide knowledge/information on a timely basis to help members/clubs achieve their goals.
	What resources does the district have at its disposal? 3: The District will have enough money to budget for any incentives/programs it wants to undertake as the incentives will fall under marketing which has no percentage restrictions as with other categories.  The Program Quality Director will work with the District leaders to implement the necessary programs.  Additional resources identified beyond the District leaders include DTMs and those working toward a DTM in some particular capacity whether it be those with advanced awards or those who have just finished a CC and a CL and are taking those first steps.
	What are each team member's specific responsibilities?-7: The overall responsibility for meeting our Distinguished Club goal is the Program Quality Director, Ed Thelen.  A number of Area Directors, Division Directors and other District officers are currently on the sub-team for planning this portion of the District Success Plan.  However, all District officers and those designated in the resources will be responsible
	Action 1 - Assignments-7: Survey monkey sub-commitee - Kelly Huttelmaier, Deb Martin and Angela Graham
	Action 2 - Assignments-7: Toolkit subcommittee - Rick Griggs and Julie Ritzman
	Action 3 - Assignments-7: Ed Thelen as Program Quality Director will be responsible for laying out incentives
	Action 4 - Assignments-7: Incentives subcommittee - Kelly Huttelmaier, Shae Schonherr and Deborah Ginsburg
	Action 5 - Assignments-7: All District officers will be responsible for timely communication through various channels.
	When will each action item begin, be complete?-7: Each action item has begun with the planning of our items and determining a balanced set of action items that can be completed throughout the year.  Progress will be tracked based upon the creation of the necessary documents/items noted in our action items and participation by the clubs.  Success will need to continue to be reevaluated throughout the year as defined by the District officers.
	Action 1 - Timetable-7: Completion Date - August 31
	Action 2 - Timetable-7: Completion Date - October 31 - Marketplace booth at Fall Conference
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	Action 4 - Timetable-7: Incentive created by Sept. 1, budgeted by Sept. 30, - incentives ongoing through TM year
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	Additional goal: 1. Website - Deploy new format website (wordpress) by October 1, 2017
2. Leadership pipeline - By April 2018, develop process to continually identify future leaders (2 years and beyond) and provide the tools necessary for these individuals to develop and grow.
3. Document repository - Create a repository for all relevant district data (not already provided by Toastmasters International) and develop a process to maintain this data by June 2018. Identify District Document Manager by June 2018.
4. Develop strategy to address lack of Fall Conference 2018 and beyond ... by October 31, 2017
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2.We struggle to consistently fill enthusiastic and competent members to fill area and division leadership positions. We do not have a common understanding of what "success" looks like. Like many districts in the U.S. our membership skews older. 
3. Finding historical (even year-to-year) information is tribal knowledge (if it exists at all).
4. We have generally high participation at our conferences (15%) compared to other districts, so losing the Fall Conference in 2018 and beyond will be unpopular in our District.
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2. About 12 PDG/PDD are still active in the District, with varying interest and engagement. If even a small number take on this task, we'll have some improvement
3. Cloud hosted services, members in the district with IT expertise
4. No resources required
	What are each team member's specific responsibilities?-8: 1. Matt Wuteska (lead). Kelly Huttelmaier and Robert Wall (committee members), Jackie Breezer (Public Relations)
2. Keith Cumiskey
3. Keith Cumiskey
4. Ed Thelen (lead). Assistance from other trio members, past conference chairs and Kris Pool (Siting committee chair)
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