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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

https://www.toastmasters.org/resources/Division%20and%20Area%20Directors%20Training%20Report
https://www.toastmasters.org/resources/Division%20and%20Area%20Directors%20Training%20Report
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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

mailto:newclubs%40toastmasters.org?subject=
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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

https://www.toastmasters.org/resources/resource-library?t=1111
https://www.toastmasters.org/resources/resource-library?t=1111
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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

https://www.toastmasters.org/resources/Division%20and%20Area%20Directors%20Training%20Report
https://www.toastmasters.org/resources/Division%20and%20Area%20Directors%20Training%20Report
http://www.toastmasters.org/distinguishedperformancereports

	Area_3: 
	Name the members of the Districts core team: DD - Patti Howard, DTM

PQD - Karen Dew

CGD - Kesha Kent, DTM

PRM - Deborah Woods

Admin Mgr - Terri Orban

Div A Dir - Jim Zboran

Div B Dir - Xavier Blackwell

Div C Dir - Tim Scarbrough

Div F Dir - Burchell McGhee
	Name the members of the Districts extended team: Area Directors
Club Leaders
Club Members
District Support Team
Marketing Team
Public Relations Team


	What are the Districts core values: Integrity - Matching actions with words, demonstrating honesty and trustworthiness, communicating with sincerity and thoughtfulness, acknowledging mistakes, and striving to do the right thing.
Respect -Treating all individuals with dignity, welcoming diverse perspectives, acknowledging all contributions, believing in positive intent, practicing mutual accountability, and critiquing without demeaning.
Service - Providing high-value, exceptional support by being responsive, attentive, and passionate in fulfilling duties as individuals and as an organization.
Excellence - Consistently striving to meet or exceed expectations by upholding the Toastmasters Promise, nurturing a collaborative environment, innovating to deliver creative solutions, and optimizing quality to produce superior service
	What principles does the team hold These principles might include trust safe learning collaboration etc_3: Communication - commit to clear, open & timely communication.  Acknowledged each other's contributions & ideas with appreciation & respect. 
Authenticity - show up as our full, genuine selves, bringing our unique gifts, skill and experiences to the team
Respect - listen actively, value diverse perspectives, and learn from those who've come before us.  Honor each other's time, efforts & journeys.
Intentionality - purposeful in our actions - regularly checking in on our plans, progress & goals to ensure alignment and accountability.
Grace over Blame - focus on solutions rather than assigning fault.  Mistakes are seen as opportunities for learning, growth & support. 
Above & Beyond - go the extra mile - for one another, for our team and for those we serve - bringing energy, excellence and enthusiasm to all we do.

	ments distance unresolved conflict etc_2: Various time schedules to meet. Meeting in person will help us identify our priorities more effectively. While there may be different opinions and approaches, I believe we can work through them together and find common ground.
	practices will be etc_3: Team member will aim to respond to task-related communication within 48 hours to ensure steady progress
TRIO - meet weekly during the first quarter to build momentum and set goals; Reevaluate after Q1 shifting to 1 & 3rd weeks each month as needed.
DEC - Meet bi-monthly,  with  increased frequency as needed until goals and strategies are solidified
Agendas are used to allow participants to prepare in advance.
Minutes recorded and shared to ensure clarity & follow-up
	How will decisions be made_3: Decisions will be made through group discussion — a collaborative “group think” approach where we respond collectively  to foster a strong culture of collaboration throughout the year.

Once our goals are set, we’ll use them as the foundation for evaluating decisions and guiding our actions.

We’ll conduct quarterly reviews to assess progress and make adjustments as needed, ensuring our goals remain relevant and achievable.
	What will be the teams method of communication Determine the teams first preference second preference and so on_3: Use phone calls or Zoom for matters requiring immediate response or discussion.  Maintain written reports in a shared drive for easy reference and continuity.  When sending emails, clearly highlight the ASK, expected deliverables, and due dates to ensure clarity and focus. The Admin Manager will set up group chats to streamline communication and reduce scattered emails or text messages, ensuring smoother information flow.
	email whether the team sets up a weekly conference call or how often team members can expect to communicate_2: Use reports and logs stored in the shared drive to keep all Trio members informed of ongoing activities across different areas. This promotes transparency and helps reduce redundant updates. Allow reasonable time for others to respond, respecting individual schedules and sleep patterns.




	How will the team resolve differences of opinion_3: Acknowledge that none of us know everything and that collaboration is our strength.  Speak respectfully to one another. Listen and welcome diverse opinions.  Ask questions to seek resolution not blame.
	How will the team support one another_3: Check-ins: Regularly ask, “How are you doing?” to support one another beyond tasks.

Supportive Attitude:  Ask, How can I assist? Be open when you need help - asking is a strength, not a weakness.

Time-off Awareness:  SHare upcoming time-of schedules so team can plan ahead and offer support as needed
	How will the team ensure equitable participation when completing activities_3: As we monitor District goals, we will support one another to ensure success across all objectives. Openly identify our indiviudal strengths & weaknesss to maximize team effectiveness.
	How will team members be held accountable for their responsibilities_3: Each member will define their individual goals and deadlines that will be aligned with the district. Progress toward goals will be reviewed during check-ins and tam meetings.  When a deadline approaches or is missed, a private and respectful follow-up will be made by their team leads. 
	How will the core team and extended teams be recognized for their efforts_3: Always acknowledge wtih heartfelt thanks. Make recognition frequesnt and visible.  Offer meaningful incentives that are deliverd promptly at the end of the incentive period to reinforce motiviation.Celebrate contributions in the District Newsletter, on the DIstrict Webiste and Facebook page. Highlight both completed milestones & ongoing efforts.
	Membership payments base: 2242
	Club base_3: 67
	Number of Division and Area Directors: 20
	Number of Division and Area Directors x 085: 17
	Membership payments base x 1015: 2265
	Membership payments base x 103: 2310
	Membership payments base x 105: 2355
	Membership payments base x 108: 2422
	making it necessary to hurry to meet goals: Lost 1/3 of membership (700+); loss of 9 clubs which left us 290 memberships less than previous year.  We were able to attract 450 new members. No new clubs.  Lack of Pathway engagement. Not meeting members personal goals.   Not identifying sponsors & mentors for members. Connect with Corporate decision makers to offer other TM resources to them. No excitement for Membership drives.
	ing early submission of membershiprenewal dues: Club ambassador program. PQD setting up incentive for Oct/APR Renewals; CGD set up incentive for TI membership drives. Encourage & recognize sponsors for new members. Review club mentor program. Recognize membership goal accomplishments – highlighting new members. Promote TI membership drives
	Tactic 1_13: Promote clubs helping one another thru Ambassador Program
	Tactic 2_13: Review of MOT with clubs and feedback during Area Director Club Visit  
	Tactic 3_13: Promote 3 TI membership drives – Open Houses to correspond with incentive
	Tactic 4_13: Review clubs’ new member club orientation & district orientation.
	Tactic 5_13: Promote Club Coaches for clubs with 12 or less than 12 members
	Toastmasters store: TI programs SME to provide trainings on MOT, Success Plans, Distinguished Club Dashboard (DCP).  Dashboard for tracking; Area & Division Council Meetings. District Trio to meet with current corporate decision makers .Members working towards their DTM
	Who is in charge of each tactic Who is on each team What are each team members specific responsibilities_5: Area/Div Directors – review dashboard and review with club their renewals. Along with review of MOT on Area Director Club Visit Reports
PRM – Work with VPPRs & VPMs in highlighting membership drives with AD & DivDs reinforcing
PQD – Training offerings scheduled & promoted - Pathways; Prospective Membership Management in Club Central; MOT & CSP
CGD – Club Retention – Club Coaches

	Tactic 1_14: AD review with clubs plan of action with MOT
	Tactic 2_14: Member orientation - club & district level
	Tactic 3_14:  Promote clubs helping clubs and as coaches
	Tactic 4_14: New Member Orientation - cover Pathways & District
	Tactic 5_14: Training regarding club coaches
	When will each tactic item begin When will each tactic item be complete How will progress be tracked_5: AD visits optimal time is Jul - Aug. 
TI Membership drives promos begin 2 weeks prior with postings
Identify initial membership incentives by Sep
New Member Orientation offered minimally quarterly
Coach training - once a quarter with monthly calls with those assigned
	Tactic 1_15: Div Director review club visit reports with Area Directors; PQD review with Div Directors
	Tactic 2_15: Promotion of membership incentives
	Tactic 3_15: Incentives for clubs & club coaches that achieve distinguished
	Tactic 4_15: Speechcraft incentives
	Tactic 5_15: 
	Club base x 1015: 68
	Club base x 103: 70
	Club base x 105: 71
	Club base x 108: 73
	Strategy: Bring awareness to Div & Area Directors the impact they bring to identifying leads for new clubs.  We have relied on leads coming through TI. We need to generate leads from members.  While 0 clubs started last year, 2 leads from last year started 1st quarter of this year. Several corporate clubs downsized which impacted those clubs. Establish 5minimum of 5 new clubs.  
	sion chair to pursue leads and scheduling demonstration meetings: 3 clubs in the pipeline - followup to get them chartered (Coldwell Banker, Gates Ag One & GardaWorld); Establish a demo team from each area/division.  Challenge/incentives for each area & division director to build a club.  Build New Club Sponsor and Mentor training so as new clubs come on board, members are ready to assist new clubs. Promote Why you are a Toastmaster - need to communicate values of being a Toastmaster rather than what happens during Toastmaster meetings. (Terry the Toastmaster)
	Tactic 1_16: Assign mentors/sponsors to those clubs that haven't gotten 20 members for charter strength
	Tactic 2_16: assemble and practice with demo teams
	Tactic 3_16: Incentives for leads, demo, and chartering of clubs
	Tactic 4_16: Team to contact closed leads in LMS.
	Tactic 5_16: Host informational meetings to build Toastmaster awareness
	newclubstoastmastersorg: CGD & Marketing Team; Potential DTMs to be assigned as Club Mentor;or Sponsors.  Past Trio & Marketing Team Members. D8 New Club Mentor and D8 New Club Coach manuals. TI manuals/videos. Incentives are available. Budgeted money available for informational meetings. DTM Committee. Marketing Analysis Plan
	Who is in charge of each tactic Who is on each team What are each team members specific responsibilities_6: CGD & team to assign club mentor
Area & Division Directors to help identify new leads and help recruit/build demo teams.
	Tactic 1_17: Check Potential DTM listing for current sponsors/mentors
	Tactic 2_17: Assign sponsors/mentors to help get potential clubs to charter strength
	Tactic 3_17: Identify locations for informational meetings to start new clubs
	Tactic 4_17: 
	Tactic 5_17: 
	When will each tactic item begin When will each tactic item be complete How will progress be tracked_6: Potential DTMs are being contacted by DTM Committee
Assignment of sponsors/mentors of clubs in pipeline to be ASAP
Development of sponsors/mentors is an ongoing process.
	Tactic 1_18: Have quarterly meeting on what a New Club Sponsor/Mentor responsibilities are
	Tactic 2_18: Based on the Marketing Analysis Plan, host 4 meetings
	Tactic 3_18: 
	Tactic 4_18: 
	Tactic 5_18: 
	Club base x 04_2: 31
	Club base x 045_2: 34
	Club base x 05_2: 37
	Club base x 055: 41
	club prospects: Lack of understanding of the DCP. Following implementation of Pathways, 25-28% of district clubs have achieved distinguished.  Currently 31 clubs are eligible for a Club Coach.  Better recognition of member & club achievement. Few clubs completing the Club Success Plan.   83% members enrolled in Pathways with only 43% completing 1 level and 15% completing 1 path.
	Division Directors on the Distinguished Club Program: Emphasizing clubs complete the CSP.  Encourage district leadership team to lead their own clubs in understanding Pathways and complete one Path.   Use social media avenues in recognizing member achievement.  Identify incentives
	Tactic 1_19: Area Director reviewing and offering assistance.
	Tactic 2_19: DD to followup with leadership team
	Tactic 3_19: List Pathway achievements in Communic~8
	Tactic 4_19: Membership incentive to assist clubs with base + 3
	Tactic 5_19: 
	Program and Club Success Plan Item 1111: Club officers, Area/Division Directors & PQD; Education Committee.  Dashboard  & Education Reports
Giving list to PRM to be included in Communi~8.  Incentives have been budgeted

	Who is in charge of each tactic Who is on each team What are each team members specific responsibilities_7: Area Director - weekly check with clubs.  Just need to start and submit as this is a living document.  Each leadership team member is responsible for completing.  PRM & PQD and team.  PQD create incentives. 
	Tactic 1_20: Calls, texts then email
	Tactic 2_20: Submit CSP & Pathway level
	Tactic 3_20: Provide education achievements monthly to PRM by the second week of the month
	Tactic 4_20: Publish incentives
	Tactic 5_20: 
	When will each tactic item begin When will each tactic item be complete How will progress be tracked_7: Sept 1 - tracked by DSP;  If no response from initial email followup with call
Monthly reports to PRM.  PQD to review quarterly and make adjustments on incentive.  PQD Team member to be assigned for tracking incentive.
	Tactic 1_21: Initial publication of incentives by Sep 30th
	Tactic 2_21: 
	Tactic 3_21: 
	Tactic 4_21: 
	Tactic 5_21: 
	one new Division and three new Areas: 1. Update the D8 Website home page to be outward focused on what TM is and value it brings to members & organizations
2. Market Speakers Bureau to outside and inward
	to the members to suffer and limiting leadership opportunities: 1. Current D8 website is primarily member focused - visitors have to click to their information.  Curent website doesn't show up in search engines. 
2. Members aren't fully aware how they can use Speakers Bureau or be a part of it.
	to identify leadership opportunities: 1. Update website to emphasize leadership development, networking, fellowship and speaking benefits along with modernize branding and visuals that mesh with TI branding standards.  Have D8 website be listed # 1 in communication/leadership/public speaking searches.
2. Promote Speakers Bureau
	Tactic 1_22: Simplify navigation & menus; Look at adding local focus to with SEO content
	Tactic 2_22: Speakers Bureau page to identify purpose and how to request a speaker
	Tactic 3_22: Speakers Bureau page to identify and promote our D8 speakers
	Tactic 4_22: 
	Tactic 5_22: 
	website and the District Leadership Committee: Received grant from SteadyRain to provide these updates.  Have budgeted money for software upgrades
Speaker Bureau Chair to suggest page layout to have more robust information on speakers and topics
	Who is in charge of each tactic Who is on each team What are each team members specific responsibilities_8: Website committee - Tom Coscia, Deborah Woods, Terri Orban to start
Speaker Bureau Chair with website team
	Tactic 1_23: Meet at least bi-weekly with SteadyRain to review recommendations
	Tactic 2_23: Design process for requesting speaker & being a speaker
	Tactic 3_23: 
	Tactic 4_23: 
	Tactic 5_23: 
	When will each tactic item begin When will each tactic item be complete How will progress be tracked_8: Start Week of Sep 1 and will continue throughout the year. Will work around SteadyRain's timeline.
Speakers Bureau meeting with past chairs and DD through Oct.
	Tactic 1_24: Receive analytics on current website
	Tactic 2_24: Have revised Speaker Bureau page by Nov 1
	Tactic 3_24: 
	Tactic 4_24: 
	Tactic 5_24: 
	District Director: 
	Program Quality Director 1: 
	Program Quality Director 2: 
	Club Growth Director 1: 
	Club Growth Director 2: 
	Team member and role_13: 
	Team member and role_14: 
	Team member and role_15: 
	Team member and role_16: 
	Team member and role_17: 
	Date_15: 
	Date_16: 
	Date_17: 
	Date_18: 
	Date_19: 
	Date_20: 
	Date_21: 
	Date_22: 
	Date_23: 
	Date_24: 
	Membership payments base_2: 2243
	Club base_4: 68
	Number of Division and Area Directors_2: 20
	Number of Division and Area Directors x 085_2: 17
	JulyClub Growth: 
	AugClub Growth: 
	SeptClub Growth: 
	OctClub Growth: 
	NovClub Growth: 
	DecClub Growth: 
	JanClub Growth: 
	FebClub Growth: 
	MarClub Growth: 
	AprClub Growth: 
	MayClub Growth: 
	JuneClub Growth: 
	JulyAdditional Goal 1: 
	AugAdditional Goal 1: 
	SeptAdditional Goal 1: 
	OctAdditional Goal 1: 
	NovAdditional Goal 1: 
	DecAdditional Goal 1: 
	JanAdditional Goal 1: 
	FebAdditional Goal 1: 
	MarAdditional Goal 1: 
	AprAdditional Goal 1: 
	MayAdditional Goal 1: 
	JuneAdditional Goal 1: 
	JulyAdditional Goal 2: 
	AugAdditional Goal 2: 
	SeptAdditional Goal 2: 
	OctAdditional Goal 2: 
	NovAdditional Goal 2: 
	DecAdditional Goal 2: 
	JanAdditional Goal 2: 
	FebAdditional Goal 2: 
	MarAdditional Goal 2: 
	AprAdditional Goal 2: 
	MayAdditional Goal 2: 
	JuneAdditional Goal 2: 
	JulyAdditional Goal 3: 
	AugAdditional Goal 3: 
	SeptAdditional Goal 3: 
	OctAdditional Goal 3: 
	NovAdditional Goal 3: 
	DecAdditional Goal 3: 
	JanAdditional Goal 3: 
	FebAdditional Goal 3: 
	MarAdditional Goal 3: 
	AprAdditional Goal 3: 
	MayAdditional Goal 3: 
	JuneAdditional Goal 3: 
	JulyAdditional Goal 4: 
	AugAdditional Goal 4: 
	SeptAdditional Goal 4: 
	OctAdditional Goal 4: 
	NovAdditional Goal 4: 
	DecAdditional Goal 4: 
	JanAdditional Goal 4: 
	FebAdditional Goal 4: 
	MarAdditional Goal 4: 
	AprAdditional Goal 4: 
	MayAdditional Goal 4: 
	JuneAdditional Goal 4: 
	JulyAdditional Goal 5: 
	AugAdditional Goal 5: 
	SeptAdditional Goal 5: 
	OctAdditional Goal 5: 
	NovAdditional Goal 5: 
	DecAdditional Goal 5: 
	JanAdditional Goal 5: 
	FebAdditional Goal 5: 
	MarAdditional Goal 5: 
	AprAdditional Goal 5: 
	MayAdditional Goal 5: 
	JuneAdditional Goal 5: 
	JulyAdditional Goal 6: 
	AugAdditional Goal 6: 
	SeptAdditional Goal 6: 
	OctAdditional Goal 6: 
	NovAdditional Goal 6: 
	DecAdditional Goal 6: 
	JanAdditional Goal 6: 
	FebAdditional Goal 6: 
	MarAdditional Goal 6: 
	AprAdditional Goal 6: 
	MayAdditional Goal 6: 
	JuneAdditional Goal 6: 
	JulyAdditional Goal 7: 
	AugAdditional Goal 7: 
	SeptAdditional Goal 7: 
	OctAdditional Goal 7: 
	NovAdditional Goal 7: 
	DecAdditional Goal 7: 
	JanAdditional Goal 7: 
	FebAdditional Goal 7: 
	MarAdditional Goal 7: 
	AprAdditional Goal 7: 
	MayAdditional Goal 7: 
	JuneAdditional Goal 7: 


