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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: 54
	Name the members of the Districts core team: District Director - Bonnie TippeyProgram Quality Director - Heather BlaseClub Growth Director - Darrel FeltyFinance Manager - Debra K. ToohillPublic Relations Manager - Sherri DeLeonardisAdministration Manager - Kari SusairajImmediate Past District Director - Maryann ReicheltDivision A Director - Lakshmi GopalakrishnanArea 10 Director - Estelle FosterArea 11 Director - Ron JonesArea 12 Director - Julia HsiaDivision B Director - Patrick OlsonArea 20 Director - Jana HergertArea 21 Director - Abraham GunaseelanArea 22 Director - Brijesh JanardhananDivision C Director - Gary VaughnArea 30 Director - Christina EvansArea 31 Director - Kim KaufmanDivision D Director - Dale PosantArea 40 Director - Steven VaccaroArea 41 Director - Kelly Nielsen
	Name the members of the Districts extended team: Alignment Committee Chair - Chris BoykStrategic Planning Advisory Chair - Chris BoykParliamentarian - Jim DicksonAudit Committee Chair - Abraham GunaseelanDistrict Leadership Committee Chair - Maryann ReicheltCredentials Chair - Tom WillisonLeadership Development Chair - Bala SreedharanTalent Development Coordinator - Dick PoirierDistrict Training Coordinator - Pathways Support Coordinator - Maryann ReicheltYLP & Speechcraft Coordinator - Wendy PesaventoClub Extension Chair - Club Retention Chair - Tom WillisonPrison Club Manager - Jon GreinerDistrict Webmaster - Dick PoirierClub Website Coordinator - Thad GrayHistorian - Catrina Eimer
	What are the Districts core values: In addition to the Toastmasters International Core Values, District 54's core values are:- Commitment to help all members and clubs/district officers meet their communication and leadership goals- Enthusiasm and passion regarding growth and vibrancy with in the district
	What principles does the team hold These principles might include trust safe learning collaboration etc_3: -To have confidence and trust in each member of the team-To provide a safe place for personal growth-To treat all with dignity and respect-To honor our commitments to all-To work hard and have fun while doing so
	ments distance unresolved conflict etc_2: Time commitments may be an issue as people struggle to find balance between home, family, work and personal growth.  Unclear communications can cause problems if not quickly resolved.  Resistance to change and trying new ways of doing things may cause anxiety and possible resistance.  Some district officers may not be able or are unwilling to devote the needed energy to accomplish goals. 
	practices will be etc_3: The District will hold in person meetings and events whenever practical.  We will follow WHQ protocol in regard to hybrid or virtual meetings.  The DEC will meet monthly excluding September and April.  The District Council meets during those two months.  The District Trio will meet at least monthly to discuss how to lead the District to success.  There will be Area and Director training following each DEC meeting.  The Trio will work with the Strategic Advisory and Planning Committee.  Each Trio member is scheduled to meet with a Region Advisor on a monthly basis.  
	How will decisions be made_3: The appropriate officer (i.e. District Director, Program Quality Director, Club Growth Director, Division Director, etc.) will make a unilateral decision when allowed to after consultation with the appropriate district officers and council as necessary.  Decisions requiring a vote will be enacted by the District Executive Committee or the District Council (whichever is applicable) after a motion has been introduced and discussed. 
	What will be the teams method of communication Determine the teams first preference second preference and so on_3: In person is always preferable.  If that is not possible, then the following choices:Zoom -whether as a team or one on onePhone callsEmails TextsDistrict WebsiteDistrict NewsletterDistrict Social MediaDirect Mail
	email whether the team sets up a weekly conference call or how often team members can expect to communicate_2: Preference will depend by nature and urgency of the communication.  We will strive to pick the best method available to communicate most effectively with the parties involved.
	How will the team resolve differences of opinion_3: Listen to all with respect.  Work to resolve with a win-win situation.  Ask how the decision will support the district mission.  Ask how it will benefit the member.  If needed, identify an unbiased observer to help determine a resolution.
	How will the team support one another_3: Acknowledge and celebrate all successes.  Work to be available to help each other.  Be supportive of each other.  Share knowledge with others.  Encourage teamwork.  Do not place blame for any failures or lack of success.
	How will the team ensure equitable participation when completing activities_3: Empower each member of the team.  Delegate outcomes and results instead of tasks.  Ensure proper authority is given to each role and encourage team members to step up.
	How will team members be held accountable for their responsibilities_3: - Make sure members understand the task and the timeline- Make sure members know they are appreciated-Resolve any conflicts in private
	How will the core team and extended teams be recognized for their efforts_3: Public recognition of accomplishments/successes at TLIs, DEC meetings, District Council meetings, social media, district website, district newsletter
	Membership payments base: 1636
	Club base_3: 53
	Number of Division and Area Directors: 14
	Number of Division and Area Directors x 085: 12
	Membership payments base x 1015: 1653
	Membership payments base x 103: 1686
	Membership payments base x 105: 1718
	Membership payments base x 108: 1767
	making it necessary to hurry to meet goals: District 54 has been consistently losing members for the past five years.  We are predominately a district of small towns and agricultural communities.  Large businesses have changed their work force by either laying off employees or utilizing work from home.  Many of our clubs struggle with meeting virtually or hybrid.  Many members still do not like Pathways and have issues around accessing the information.  The recent WHQ website issues have not helped the situation.  We struggle to find new leaders and therefore our past district leaders are stepping up again.  The goal is to meet the membership requirement to achieve Distinguished District status. 
	ing early submission of membershiprenewal dues: We will work to ensure every member feels valued and every club feels valued.  We will acknowledge educational and leadership achievements through various district outlets.  We will make sure all clubs are aware of WHQ membership growth campaigns. 
	Tactic 1_13: Provide incentives for improving meeting quality, meeting membership and educational goals.
	Tactic 2_13: Provide PR materials for guests and new member packets.
	Tactic 3_13: Work to ensure all clubs understand the importance of an excellent member orientation and how a mentoring program can encourage member retention.
	Tactic 4_13: Educate and train club officers to ensure they understand their job duties as well as how to be leaders.
	Tactic 5_13: Provide resources such as Pathways Coordinator, Speechcraft Coordinator, etc.
	Toastmasters store: The Club Growth Director as well as the Marketing Team will work with the District Trio, the DEC, Division and Area Directors to ensure necessary resources are available.
	Who is in charge of each tactic Who is on each team What are each team members specific responsibilities_5: The entire District Core Team is responsible for this goal.
	Tactic 1_14: The Club Growth Director will work with the Newsletter Editor to ensure all clubs are familiar with various  incentives.  Will work with the Finance Manager to determine which incentives will be most appropriate.
	Tactic 2_14: The PRM and Club Growth Director will work to provide guest and new member packet information
	Tactic 3_14: The Program Quality Director will work with VPEs to develop effective new member orientations as well as a mentoring program.
	Tactic 4_14: The Program Quality Director will work with TLI Deans and Conference Chairs to ensure Club Officers are trained in their duties. 
	Tactic 5_14: Have the Pathways Coordinator work with the clubs to help increase our new member engagement in Pathways.
	When will each tactic item begin When will each tactic item be complete How will progress be tracked_5: One-half of all TLIs are complete, remainder will be complete by March 2023Committee training will begin October 1, 2022 and will be complete by Nov 30 2022Reach out to potential Prospects in every major market Advertise in every major market.
	Tactic 1_15: The CGD and Marketing Team will work throughout the year to ensure clubs are aware of the membership campaigns "Smedley", "Talk Up Toastmasters" and "Beat the Clock".
	Tactic 2_15: The PRM and CGD will provide materials for packets electronically by October 15, 2022.
	Tactic 3_15: The PQD and Pathways Coordinator will work with VPEs to help develop effective new member orientation so members are enrolled in Pathways as soon as they are a member. ations
	Tactic 4_15: The District Trio and Finance Manager will include incentives in the District Budget.
	Tactic 5_15: The Pathways Coordinator will work with clubs throughout the year to help clubs increase new member engagement.
	Club base x 1015: 53
	Club base x 103: 54
	Club base x 105: 55
	Club base x 108: 56
	Strategy: Situation in District 54 is one of greatly reduced membership and a loss of about 25% of our clubs. District Leadership is suffering because the remaining members are not volunteering for the roles we need filled.While D54 added 2 clubs last year, our year end club count dropped by 6.  Members in the District are unsure of  how to generate interest in new clubs. We have 24 clubs needing coaches and only 8 coaches assigned. Our Market has huge potential. District 54 needs 60 clubs by June 30, 2024.
	sion chair to pursue leads and scheduling demonstration meetings: We have completed a District Market Analysis, identifying major employers in all our major population centers.Create a training plan for generating interest in new clubs. showing how to contact new entities for the purpose of starting a new club. Find and appoint a Club Extension Chair with two sub-committees, a Club Recovery Subcommittee and a Marketing Training Subcommittee. Create an advertising program to promote D54 to our market audience. 
	Tactic 1_16: Create District Market Analysis to identify major employers in every major population center
	Tactic 2_16: Train a New Club Team, to learn how to contact and approach Corporations and major employers in every market
	Tactic 3_16:  Find and appoint a Club Extension Chair, even if temporary. Fill all committee positions
	Tactic 4_16: Create and implement an advertising program to promote D54 to our market audience.
	Tactic 5_16: Create Club Recovery Subcommittee under Club Extension Chair to reconstitute clubs that have closed in the past two years.
	newclubstoastmastersorg: CGD, PQD, DD, Division and Area Directors, Marketing Team, PR Manager, Finance Manager. No leadership projects are identified yet. The marketing/advertising budget will be the maximum amount allowed by WHQ.D54 is fortunate to have a couple of Past International Leaders, and several dedicated Past District Leaders
	Who is in charge of each tactic Who is on each team What are each team members specific responsibilities_6: See each Tactic
	Tactic 1_17: District Market Analysis is complete and will be posted on District Website
	Tactic 2_17: The Club Growth Director will find and appoint a Club Extension Chair
	Tactic 3_17: The Club Extension Chair will create and train a New Club Team 
	Tactic 4_17: The Club Growth Director with the Public Relations Manager will create and implement an advertising program for the District.
	Tactic 5_17: The Club Retention Chair will provide Club Coach training.  
	When will each tactic item begin When will each tactic item be complete How will progress be tracked_6: 
	Tactic 1_18: District Market Analysis is complete
	Tactic 2_18: Club Extension Chair will be appointed by October 15, 2022
	Tactic 3_18: New Club Team will be created and trained by January 1, 2023
	Tactic 4_18: Create advertising program by  September 30, 2022 and begin implementation by October 15, 2022
	Tactic 5_18: The Club Retention Chair will provide Club Coach training by October 1, 2022
	Club base x 04_2: 22
	Club base x 045_2: 24
	Club base x 05_2: 27
	Club base x 055: 30
	club prospects: The District had only seven clubs achieve distinguished or better status last year.  We have not met the required minimum for several years.  Last year, we had 23 clubs complete five or more goals which is close to 40%.  This is great!  However, our membership numbers appear to be the downfall of most of our clubs.  
	Division Directors on the Distinguished Club Program: Utilize the temporary requirements for clubs to become distinguished (three new members instead of five for those clubs below charter strength).  Help clubs work to retain members by encouraging Pathways participation.  Help club develop ways to attract guests and turn them into members.  Work with club officers to ensure club meetings are both quality and productive.
	Tactic 1_19: Ensure all clubs are aware of the temporary change to requirements to be distinguished
	Tactic 2_19: Help clubs work to have quality meetings to ensure member retention and Pathways participation
	Tactic 3_19: Provide incentives to inspire clubs to have membership drives to attract new members
	Tactic 4_19: Encourage Area Directors to complete club visits and provide helpful feedback to all clubs
	Tactic 5_19:  Provide training, including Club Coach Training, to help struggling clubs improve club meeting quality
	Program and Club Success Plan Item 1111: District Core TeamPathways CoordinatorPublic Relations TeamTraining Coordinator
	Who is in charge of each tactic Who is on each team What are each team members specific responsibilities_7: Program Quality Director                      Club Growth DirectorPathways Coordinator                          Finance ManagerDivision Directors                                 Area Directors
	Tactic 1_20: Public Relations Manager will notify clubs about the change to the DCP for 2022-2023 and 2023-2024 by September 10, 2022
	Tactic 2_20: Throughout 2022-2023, Pathways Coordinator will conduct rudimentary training via news articles, webinars and Zoom meetings to help members learn to take the assessment and to navigate through Base Camp.
	Tactic 3_20: Work with Program Quality Director, Club Growth Director and Finance Manager to develop and implement incentives for membership drives at the club level by September 30, 2022
	Tactic 4_20: Area Directors visit each of their assigned clubs, complete and submit Visit Reports by the deadlines
	Tactic 5_20: Club Retention Chair and TLI Deans provide necessary training
	When will each tactic item begin When will each tactic item be complete How will progress be tracked_7: There will be staggered times based on tactics and leader availability.  All tactics will be ongoing throughout the year.
	Tactic 1_21: Public Relations Officer will notify clubs about the change to the DCP for 2022-2023 and 2023-2024 
	Tactic 2_21: Pathways Coordinator will conduct rudimentary training via news articles, webinars and Zoom meetings to help members learn to take the assessment and to navigate through Base Camp.
	Tactic 3_21: Work with Program Quality Director, Club Growth Director and Finance Manager to develop and implement incentives for membership 
	Tactic 4_21: Area Directors visit each of their assigned clubs, complete and submit Visit Reports by the deadlines for each time frame.
	Tactic 5_21: Implement Club Coach Training to help new club Coaches. Implement Marketing Team Training to train a Marketing Team to approach prospective Corporate Sponsors..
	one new Division and three new Areas: 
	to the members to suffer and limiting leadership opportunities: 
	to identify leadership opportunities: 
	Tactic 1_22: 
	Tactic 2_22: 
	Tactic 3_22: 
	Tactic 4_22: 
	Tactic 5_22: 
	website and the District Leadership Committee: 
	Who is in charge of each tactic Who is on each team What are each team members specific responsibilities_8: 
	Tactic 1_23: 
	Tactic 2_23: 
	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: 
	Tactic 1_24: 
	Tactic 2_24: 
	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: August 31, 2022
	Date_16: 
	Date_17: 
	Date_18: 
	Date_19: 
	Date_20: 
	Date_21: 
	Date_22: 
	Date_23: 
	Date_24: 
	Membership payments base_2: 1636
	Club base_4: 53
	Number of Division and Area Directors_2: 14
	Number of Division and Area Directors x 085_2: 12
	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: 


