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District Success Plan               Area ____________

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 opportu-
nity 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 officers and District leaders.

Team Composition
Name the members of the District’s core team.  Name the members of the District’s extended team.

Core Values
Toastmasters International’s core 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’ 
core values provide a means of guiding and evaluating the organization’s operations, planning, and envisioned future.

What are the District’s core values?

Team Operating Principles
What principles does the team hold? (These principles might include trust, safe learning, collaboration, etc.)
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Potential Obstacles
What obstacles will the team have to consider when strategizing? (These might include conflicting personal commit-
ments, distance, unresolved conflict, etc.)

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.)

Team Interactions and Behavioral Norms
How will decisions be made?

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

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.
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How will the team resolve differences of opinion? 

How will the team support one another? 

How will the team ensure equitable participation when completing activities? 

How will team members be held accountable for their responsibilities? 

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

Starting Number

Membership payments base

Club base

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% of Division and  Number of Division and Area Directors x 0.85 
Area Directors by September 30
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Goal 1: Membership Payments Growth

Distinguished Membership payments base x 1.015

Select Distinguished Membership payments base x 1.03

President’s Distinguished Membership payments base x 1.05

Smedley Distinguished 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.)

Strategy
What strategies 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 success-
ful? What could the District do to stretch this goal? (The strategy might include tactics, such as creating a contest promot-
ing early submission of membership-renewal dues.)

Tactic 1

Tactic 2

Tactic 3

Tactic 4

Tactic 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.)
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Assignments
Who is in charge of each tactic? Who is on each team? What are each team member’s specific responsibilities?

Tactic 1

Tactic 2

Tactic 3

Tactic 4

Tactic 5

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

Tactic 1

Tactic 2

Tactic 3

Tactic 4

Tactic 5
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Goal 2: Club Growth

Distinguished           Club base x 1.015

Select Distinguished           Club base x 1.03

President’s Distinguished           Club base x 1.05

Smedley Distinguished           Club base x 1.08

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 do not know how to generate interest in new clubs.)

Strategy
What strategies 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 success-
ful? What could the District do to stretch this goal? (The strategy might include tactics, such as appointing a club exten-
sion chair to pursue leads and scheduling demonstration meetings.)

Tactic 1

Tactic 2

Tactic 3

Tactic 4

Tactic 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.)

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

Tactic 1

Tactic 2

Tactic 3

Tactic 4

Tactic 5

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

Tactic 1

Tactic 2

Tactic 3
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Tactic 4

Tactic 5

Goal 3: Distinguished Clubs

Distinguished           Club base x 0.4

Select Distinguished           Club base x 0.45

President’s Distinguished           Club base x 0.5

Smedley Distinguished           Club base x 0.55

Situation Analysis
What is the current situation in the District? What percent of District clubs are typically Distinguished? Do members 
understand how to achieve success? Does the District have special challenges? (One situation might be that members in 
the District do not know how to achieve success. Another situation might be that the District has identified four solid new 
club prospects.)

Strategy
What strategies 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 suc-
cessful? What could the District do to stretch this goal? (The strategy might include tactics, such as training all Area and 
Division Directors on the Distinguished Club Program.)

Tactic 1

Tactic 2

Tactic 3

Tactic 4

Tactic 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 Area and Division Directors and the Distinguished Club 
Program and Club Success Plan (Item 1111).)

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

Tactic 1

Tactic 2

Tactic 3

Tactic 4

Tactic 5

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

Tactic 1

Tactic 2

Tactic 3
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Tactic 4

Tactic 5

Additional Goals
Answer the same types of questions to reach each additional District goal. Additional goals might have to do with align-
ment 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.)

Situation Analysis
What is the current situation in the District? Do members understand how to achieve success? Does the District have spe-
cial 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.)

Strategy
What strategies 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 success-
ful? What could the District do to stretch this goal? (The strategy might include tactics, such as assigning a District align-
ment committee to determine best options for realignment and collaborating with the District Leadership Committee 
to identify leadership opportunities.)
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Tactic 1

Tactic 2

Tactic 3

Tactic 4

Tactic 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 Leadership Committee.)

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

Tactic 1

Tactic 2

Tactic 3

Tactic 4

Tactic 5
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Timetable
When will each tactic item begin? When will each tactic item be complete? How will progress be tracked?

Tactic 1

Tactic 2

Tactic 3

Tactic 4

Tactic 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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Plan at a Glance
Use this page to keep the basics of your District Success Plan all in one place.

Starting Numbers

Membership payments base

Club base

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% of Division and Number of Division and Area Directors x 0.85 
Area Directors by September 30

Goals

Tracking
Use online reports, available at www.toastmasters.org/DistinguishedPerformanceReports, to keep track of the 
District’s progress toward its goals. Create milestones throughout the year to measure your progress.

Goal
Quarter 1 Quarter 2 Quarter 3 Quarter 4

July Aug Sept Oct Nov Dec Jan Feb Mar Apr May June

 Membership 
Payments Growth

Club Growth

Distinguished Clubs

Additional Goal 1

Additional Goal 2

Additional Goal 3

Additional Goal 4

Additional Goal 5

Membership  

Payments Growth
Club Growth Distinguished Clubs

Distinguished
Membership  
payments base x 1.015

Club base x 1.015 Club base x 0.4

Select Distinguished
Membership  
payments base x 1.03

Club base x 1.03 Club base x 0.45

President’s Distinguished
Membership  
payments base x 1.05

Club base x 1.05 Club base x 0.5

Smedley Distinguished
Membership  
payments base x 1.08

Club base x 1.08 Club base x 0.55


	Area_3: 39
	Name the members of the Districts core team: District Director (DD): Nancy PottsProgram Quality Director (PQD): Denise Alder GutherzClub Growth Director (CGD): Lance McMahanAdministration Manager: Minda FernishFinance Manager: Kristine PorterPublic Relations Manager (PRM): Veena Vijayaraj-KadidalImmediate Past District Director : Ed Johnson
	Name the members of the Districts extended team: Division Director A: Louisa Swann
Area Director A 11: Mike Sullens
Area Director A 12: Kathleen Sandoval
Area Director A 13: Jim Swann
Area Director A 14 :Art Grossman  
Division Director B: Laura Gregory
Area Director B 21: Paula Murphy
Area Director B 22: Laura Gregory 
Area Director B 23: William Inman  
Division Director C: Adrienne Haylor
Area Director C 31: Lisa Diamond
Area Director C 32: Lauren Carly
Area Director C 33:  
Division Director D : Lynda Mendez
Area Director D 41: Morgan Hathaway
Area Director D 42: Justin Gomez
Area Director D 43: Victoria Roseanna Burruel
Division Director E: Nisreen Jaradat
Area Director E 51: Louise Houdelette
Area Director E 52: Donna Lewis 
Area Director E 53: Donna Lewis
Area Director E 54: 
Division Director F: Amrik Chima
Area Director F 61:  
Area Director F 62: Robyn Dyer-Oliver
Area Director F 63: Divya Venugopaian
Area Director F 64:  
Division Director G: Patricia Knight
Area Director G 71: Grace Frasche
Area Director G 72: Sheikh Zulkader
Area Director G 73:  
Area Director G 74: Rose Cooke
Division Director H: Michael  Lamont
Area Director H 81: Tammy Pickens  
Area Director H 82: Greg Ruiz
Area Director H 83: Morgan Hathaway
Area Director H 84: Mandaris Moore
Division Director I : Jim Prestwood
Area Director I 91: Deborah Littleton
Area Director I 92: Kristen Bahler
Area Director I 93: Ann Owens
Area Director I 94: Susan Sontra
Division Director J: Jay Chacko
Area Director J 01: Lieutenant  Coopwood
Area Director J 02:  Rashmi Sahoo
Area Director J 03: Eva Clark
Area Director J 04: Cheri Long
Area Director J 05: Rozaida O'Neill 
Audit Committee Chair: Sondra Nunez
Club Extension Chair: Joey Waldrop
Club Retention Chair: Angie Rodriguez
Community Judging Chair: Herb Long
Credentials Community Chair: Susan Eisberg
DD's Advisor Team Chair: Russ Steele
District Leadership Committee Chair: Ed Johnson
District Parliamentarian: Rick Sydor
Hybrid Manager: Dylan Beck
Logistics Manager: Cindy Hatano
Pathways Manager: Angie Rodriguez
PDG Advisor: Russ Steele
PDG Advisor: Brian Hatano
PDG Advisor: Sondra Nunez
PDG Advisor: Wes Johnson
PDG Advisor: Joey Waldrop
PDG Advisor: George Jarosik
Proxy Chair: Louise Houdelette
Realignment Committee Chair: Jill Fay
Technology Manager: David Betowski
Webmaster: Wes Johnson
Zoom Manager: Linda Bedell

	What are the Districts core values: Integrity, in everything we doRespect for the individual Service for the member Excellence in serviceCollaboration with all
	What principles does the team hold These principles might include trust safe learning collaboration etc_3: Collaboration
Open Communication
Positive demeanor
Open Discussion

	ments distance unresolved conflict etc_2: With COVID still causing clubs to choose between in person, hybrid and online meetings, it will be hard for clubs to standardize how they will operate this year. Diverse team members with various levels of experience will require being mindful of each other's strengths and weaknesses. The team will treat all levels of leadership with respect and helpfulness. Geographical separation.
	practices will be etc_3: The Trio (DD, PQD, and CDG), PRM, and Administration Manager will meet every Wednesday 7:30 AM and as frequently as needed. District Executive Committee Meetings (DECM) will be held on the second Saturday of each month except when the full District Executive Council (DEC) meets in September 2021 and May 2022. Core team will meet additionally as needed to conduct district business such as Budget and Success Plan. District Leaders will meet with their team on a regular basis. The Trio and PRM will meet with the Regional Advisor monthly. 
	How will decisions be made_3: Teams will work together with respect, positivity and collaboration.Trio members will meet weekly to discuss business.Items of importance will be voted on at DEC or Committee as required.District Director may consult with Advisors or Advisory team (Past District Governors/Directors), as needed.Consult the membership of District 39.
	What will be the teams method of communication Determine the teams first preference second preference and so on_3: 1. Email 
2. Text
3. Phone calls
4. Zoom 
5. In person meetings
	email whether the team sets up a weekly conference call or how often team members can expect to communicate_2: E-mail correspondence as needed. Use subject line alerts. Opening salutation line will contain the individuals who will need to respond or take action on the communication.Zoom calls or in person meetings as needed24-hour turn around on email responses. If more time is needed, provide the date the response will be provided.
	How will the team resolve differences of opinion_3: All core and team members will encourage open discussion and listen attentively to all opinions. If team cannot settle differences of opinions the team may reach out together to Past District Directors/Governors. If cannot be resolved internally, present Regional Advisors will be consulted for guidance.
	How will the team support one another_3: All team members will treat each other with respect, patience and kindness, both publicly and privately.All team members, regardless of title, will be treated as equals.Unified message from Trio. 
	How will the team ensure equitable participation when completing activities_3: Core and extended team members will be encouraged to work toward a common agreement on which duties will be completed by each team member. When activities are assigned, take into consideration their level of experience, time availability, as well as personal and professional obligations.
	How will team members be held accountable for their responsibilities_3: Core team members will submit monthly written and verbal reports at the DECM to advise the District of both successful accomplishments and possible challenges to meeting area, division and district goals. All DECM written reports are due to Administration Manager eight (8) days before to DECM meeting.
	How will the core team and extended teams be recognized for their efforts_3: 1) Verbal, public recognition2) Recognition via social media, website, district newsletter3) Trophies, ribbons, gift certificates, thank you cards
	Membership payments base: 4,050
	Club base_3: 125
	Number of Division and Area Directors: 48
	Number of Division and Area Directors x 085: 41
	Membership payments base x 1015: 4,111
	Membership payments base x 103: 4,172
	Membership payments base x 105: 4,253
	Membership payments base x 108: 4,374
	making it necessary to hurry to meet goals: Existing Clubs are primarily considered in Goal 1.  D39 had 4,047 total payments in 2020/21, a decrease from payments in 2019/20. On July 1, 2021, D39 had 1,921 memberships. On July 1, 2021, D39 had 143 clubs, of which 125 (87.4%) were “Active,” 6 were “Low,” 3 were “Ineligible,” and 9 were “Renewals not here.” 18 clubs have 7 or fewer members. 29 clubs are at or above charter strength (20 members or more, including the 6 new clubs). 49 of the Active clubs are eligible for a club coach, of which 26 currently have a coach.  Wildfires are continuing to disrupt D39 communities, as is COVID. The transition from on-line meetings to hybrid has the potential to disrupt membership for many clubs. Membership payments and the total number of clubs in D39 have declined for several years. Membership payments decreased in part due to the loss of 21 clubs. Membership payments increased when 6 clubs chartered last year: two in the second payment cycle and 4 in the last week of the third cycle. Three clubs chartered with 25 or more members to earn a D39 incentive. Three new clubs took advantage of the TI incentive to avoid paying the charter fee and new member fees.  The primary impetus for three of the clubs was to earn a Distinguished Toastmaster (DTM) educational achievement under the classic program.  The last two incentives will not be available this year.
	ing early submission of membershiprenewal dues: Incentivize and recognize membership increases and early actions for clubs.  Incentives for clubs for Base+1 for 1st quarter; Base+2 for 2nd quarter; Base+4 for 3rd quarter;  Base+5 by May 5, 2022; Renew 8 Early. Incentives will be promoted at DECMs, on the website, and via e-mail.
	Tactic 1_13: Set up schedule to prepare flyers.
	Tactic 2_13: Create flyers per schedule.
	Tactic 3_13: Publish flyers as appropriate for target audience (current members).
	Tactic 4_13: At DECMs, advertise incentives and recognize accomplishments.
	Tactic 5_13: Issue the incentive awards.
	Toastmasters store: CGD & PRM teams work together to prepare schedule and advertise. Funds have been set aside in the budget (10 percent of budget) for current and new clubs for incentives. 
	Who is in charge of each tactic Who is on each team What are each team members specific responsibilities_5: The Club Retention Chair, Angie Rodriguez, leads the Existing Clubs Team.  Support includes the following: Administrative: Donna Lewis.  Training: Louise Houdelette, Grace Frasche, Marianne Ward.  Recruiting: Louise Houdelette, Grace Frasche, Marianne Ward.  Follow-up: Marianne Ward.  Promoting Membership Building: Donna Lewis.  Recognition: Donna Lewis.
	Tactic 1_14: Donna Lewis: Monitor Dashboard to identify clubs which increase membership and forward to CGD for DECM recognition.
	Tactic 2_14: Donna Lewis: Monitor Dashboard to identify Area Directors who have completed club visit reports and forward to CGD for DECM recognition..
	Tactic 3_14: Angie Rodriguez with support from CGT: Recruit and train club coaches and mentors.
	Tactic 4_14: Donna Lewis: Monitor Dashboard to identify clubs which complete club officer lists and forward to CGD for DECM recognition.
	Tactic 5_14: Lance McMahan: Develop and monitor strategies for membership building.
	When will each tactic item begin When will each tactic item be complete How will progress be tracked_5: Tactics 1, 2 and 3 are continuous. Tactic 4 takes place in November and December, and May and June. Tactic 5 is ongoing.  Tracking will take place via SmartSheets for the entire Club Growth Team and District Trio to review.
	Tactic 1_15: Donna Lewis: Monitor Dashboard to identify clubs which increase membership and forward to CGD for DECM recognition.
	Tactic 2_15: Donna Lewis: Monitor Dashboard to identify Area Directors who have completed club visit reports and forward to CGD for DECM recognition..
	Tactic 3_15: Angie Rodriguez with support from CGT: Recruit and train club coaches and mentors.
	Tactic 4_15: Donna Lewis: Monitor Dashboard to identify clubs which complete club officer lists and forward to CGD for DECM recognition.
	Tactic 5_15: Lance McMahan: Develop and monitor strategies for membership building.
	Club base x 1015: 125
	Club base x 103: 127
	Club base x 105: 129
	Club base x 108: 132
	Strategy: New Clubs are considered in Goal 2. D39 chartered 6 clubs last year, three in the second payment cycle and three in the third cycle. Three clubs chartered with 25 or more members to earn a D39 incentive. Three new clubs took advantage of the Toastmasters International incentive to avoid paying the charter fee and new member fees. The primary impetus for three of the clubs was to earn a DTM under the classic program. The last two incentives will not be available this year. Wildfires are continuing to disrupt D39 communities, as is COVID.
	sion chair to pursue leads and scheduling demonstration meetings: The CGD and the New Clubs Team (NCT), led by the Club Extension Chair, are developing a marketing plan which includes generating leads in all 10 divisions, with a goal to charter one or more new clubs in each Division.  The NCT will endeavor to respond to all leads within 48 hours of receipt. Incentives will be offered to encourage clubs to charter, to charter with more than 20 members, and to pay for the current and future term.
	Tactic 1_16: The Club Extension Chair leads all committees involved in generating, tracking, and converting leads to new clubs.
	Tactic 2_16: Appoint a Marketing Team chair 
	Tactic 3_16: Appoint a PR Team Chair
	Tactic 4_16: Appoint a Demo Team Chair
	Tactic 5_16: Appoint a Hybrid Club Chair
	newclubstoastmastersorg: The Club Extension Chair leads the New Clubs Team, which includes: Club Extension Committee; Marketing Committee; PR Committee; Demo Meeting Committee; Hybrid Club Committee. Funds have been set aside in the budget (10 percent of budget) towards club growth. 
	Who is in charge of each tactic Who is on each team What are each team members specific responsibilities_6: Marketing Team Chair: Tina Machado, with Bill Rogers, Emil Davis, Pat Knight.  PR Team Chair: Lynda Mendez with Eliza Yam. Rotary Team Chair: Melanie Stark with Jon Greene.  Demo Team Chair: Joey Waldrop, with Cliff Brackett, Melanie Stark, Louise Houdelette, Jonathan Cullifer, Marianne Ward, Jill Fay, Eliza Yam, Lynda Mendez, Donna Lewis.  Hybrid Manager: Dylan Beck. Hybrid Meeting Chair: Theo Pope.
	Tactic 1_17: Lance McMahan: Determine the Chairs and Committee Members needed for the CG Team.
	Tactic 2_17: Lance McMahan: Contact the Division Directors and Area Directors to build relationships.
	Tactic 3_17: Working with the PQD's Training Manager, include Club Quality training of Division Directors, Area Directors, and Club Sponsors.
	Tactic 4_17: Joey Waldrop: Collaborate with members to seek out new clubs and host demo meetings for prospective clubs. Track Toastmasters International Leads with continuous follow up.
	Tactic 5_17: Club Growth coordinate with Web team for updates for review by Branding Committee and approval by District Director.
	When will each tactic item begin When will each tactic item be complete How will progress be tracked_6: Club Growth Team will contact and coordinate with the Division Directors Assistant Club Growth. Encourage all committee members to attend appropriate trainings offered by Program Quality team. Following new clubs leads and developing new clubs leads will be on going. With Public Relations Manager and her team update and refresh Web pages, Facebook, Meetup, and all social media frequently.
	Tactic 1_18: Begin immediately and complete by the September DECM.
	Tactic 2_18: Begin immediately and work with District Director to determine Division and Area Director’s needs.
	Tactic 3_18: Begin immediately work with PQD to provide Club Quality training throughout the year. Present at DECMs.
	Tactic 4_18: Begin immediately and monitor new club leads throughout the year. Present at DECMs.
	Tactic 5_18: Begin immediately monitoring the effects of our social media program on our club growth. Present at DECMs.
	Club base x 04_2: 50
	Club base x 045_2: 57
	Club base x 05_2: 63
	Club base x 055: 69
	club prospects: The Dashboard is displaying fewer Clubs have reached Distinguished as compared to previous years. Historically, 40% clubs are distinguished or better. On June 30, 2021, 26% (36 clubs) were distinguished or better. [33 Presidents Distinguished; 5-Select Distinguished; and 1-Distinguished].Over 78 clubs (57%) have less than 5 DCP points, 131 clubs (96%) are not charter strength.82 clubs (60%) have fewer than 12 members.
	Division Directors on the Distinguished Club Program: Every D39 club aim for Presidents Distinguished. Set mid-year goal/incentive of earning 1,3,5,7 by December 31, 2021. By March 15, 2022, incentive for earning President's Distinguished, Select Distinguished, and Distinguished. Provide continuous training in Pathways. Coordinate Master Classes or Summit to include major keynote offering training.
	Tactic 1_19: Pathways: Get 100% members enrolled. Locate clubs with low adoption and provide support/incentive.
	Tactic 2_19: Member Mentor Help Desk dedicated to supporting the member.
	Tactic 3_19: Enhanced recognition program to acknowledge members who are supporting their clubs, area, division and district.
	Tactic 4_19: Begin developing programming, which will increase communication and create opportunities for members.
	Tactic 5_19: Create a timeline for special events and programming and create appropriate committees to meet these goals.
	Program and Club Success Plan Item 1111: The PQD is responsible for encouraging and tracking progress toward the DCP. The PRM will help promote incentives and will publicize achievements through D39's newsletter, social media, and the website.Create committees and identify members to be be involved. The budget cost analysis for each activity and be fiducially responsible
	Who is in charge of each tactic Who is on each team What are each team members specific responsibilities_7: Training Manager - Russ SteeleSpecial Programs Manager - Kathie O'RayRotary Coordinator - Jon Greene & Melanie StarkYouth Leadership Coordinator - Gary PettigrewFacilities - Marcy JohnsonPlease note: Additional committee members will be added as new positions are identified.
	Tactic 1_20: Begin developing programming, which will increase communication and create opportunities for members
	Tactic 2_20: Create a timeline for special events and programming and create appropriate committees to meet these goals.
	Tactic 3_20: PQD, with assistance from training manager, will create and conduct the fall and spring training schedule for club officers and District leadership.
	Tactic 4_20: Create, implement and incentivize the DCP for membership, education awards, training, and administration
	Tactic 5_20: Create, implement and incentivize a recognition program for education awards, members, clubs, areas, and division.
	When will each tactic item begin When will each tactic item be complete How will progress be tracked_7: These items, except for Speech Contests, Leadership Gatherings and Spring Convention will occur year round.
	Tactic 1_21: Ongoing - All year
	Tactic 2_21: Ongoing - All year
	Tactic 3_21: Ongoing - All year
	Tactic 4_21: Ongoing - All year
	Tactic 5_21: Ongoing - All year
	one new Division and three new Areas: Minimize club loss by providing officer and members ongoing training. Lose no more than ten clubs .By educating Leadership in the value of creating new clubs encourage 20 new clubs to cover loss plus the ten new clubs required for District Recognition President's Distinguished.Establish an event team to create expertise and excitement for the upcoming District 39 events: virtually or in person as applicable possible (picnic, awards celebration, Humorous Fall Contest season, Winter summits, Spring Conference, virtual event night etc.)Meet/Increase number of Distinguished Toastmasters (50) (69 Smedley) and Educational Achievements by 10%Club Coach Training to help build struggling clubs through education and encouragement.
	to the members to suffer and limiting leadership opportunities: COVID restrictions are challenging membership, education and advancements by the normal process. Resistance to change including zoom meetings, Hybrid meetings, Legacy Program ended, Pathways adoptions challenges continue to hold progress back.Club resisting Club Coaches and members resisting coaching opportunities. 60 clubs eligible and 47 with no coaches assigned.Training which encourages Area and Division Directors to take possession of their responsibilities and goals to achieve distinguished which are designed to benefit the club members thus retaining members.
	to identify leadership opportunities: Submit the Division and Area Directors Training Report to World Headquarters by September 30 showing that 85% of Division and Area Directors were trained. Submit the District Success Plan to World Headquarters by September 30.Achieve 1.5% to 8% membership payment growth over our base currently 125  (4,111 current membership base) (4,374 Smedley distinguished)Achieve 40% to 55% Distinguished club growth club over our base currently 127 (135 Smedley distinguished)Tracking Distinguished by December-President Distinguished by May 2022
	Tactic 1_22: Officer training, Zoom, Hybrid, Pathways, Area and Division Director Training
	Tactic 2_22: District 39 Website, Calendar, Facebook and various Public Relations
	Tactic 3_22: Distinguished Toastmaster and Education Tracking
	Tactic 4_22: Eight memberships by February 29, 2022 membership drive
	Tactic 5_22: Tracking Distinguished in December - President's Distinguished in May
	website and the District Leadership Committee: District budgeted 24 Zoommasters under District Director: Nancy Potts, Denise Alder Gutherz, Lance McMahan, Linda Bedell, Angie Rodriguez, Two Zoommasters per Division.Training CommitteePathways CommitteeZoom CommitteeHybrid CommitteeEducation, DCP and DTM Committee Committee
	Who is in charge of each tactic Who is on each team What are each team members specific responsibilities_8: Training is ongoing. Zoom and Pathways additional training events monthly.  The Webmaster keeps D39 website updated, branded and fresh. PRM keeps all current events distributed to the entire District in a timely fashion in multi-media platforms possible or appropriate. DTM program ongoing with excitement and completion. Officer Training in both sessions and ongoing as determined. Special Events, Conferences, Picnic as determined with PQD selecting Chairs and Chief Judge with Trio approval. Added Humorous Speech Contest to Fall venue. Records updated as determined and required by Toastmasters International.
	Tactic 1_23: Denise Gutherz, Russ Steele, Angie Rodriguez, Linda Bedell, Wes Johnson
	Tactic 2_23: Linda Bedell, Veena Vejayaraj-Kadidal
	Tactic 3_23: Training manager: Russ Steele; DTM Encourager, Guleenna Bakshi
	Tactic 4_23: Lance McMahan, CGD
	Tactic 5_23: Denise Alder Gutherz, PQD
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