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INTRODUCTION

Membership is the life blood of the Order of DeMolay. Every DeMolay will one day reach his twenty-
first birthday and complete his time as an active member of the Order. Therefore, if DeMolay is to
continue to exist, a constant influx of new members is a necessity,

A DeMolay advisor said that he had recently sat in on a meeting of a chapter that two years ago was
on the verge of closing its doors., He said he remembered back to that time two years earlier when the
members were arguing amongst themselves and were basically not having a very good time at anything
they did. The only thing they could agree on was that they needed more members. They went about
putting on several rush parties and found out that getting new members was not all that easy, They
also found that once they did get a couple of young men to join, these new brothers quit because the
chapter was boring. After several rather unsuccessful membership campaigns they decided to better
organize themselves. This would enable them to do all the things they needed to do in order to have a
successful membership drive and still have time to plan for the activities that were important to the
members (dances, fishing trips, visitations, etc). The advisor said that the members themselves found
out that the more members you have the more fun the activities are, and with more members, activities
are a lot easier to put on.

The point: MEMBERSHIP (MORE MEMBERS) MAKES DEMOLAY WORTHWHILE!

Every DeMolay chapter is important to our current and future success. It is through chapters that new
members will discover the excitement of DeMolay. From the information in this booklet, your chapter
will be able to design a program that you can specifically tailor to meet your chapter’s needs. Whether
your chapter is from a large urban area or from a small rural town, the information in this booklet will
be of use to you, You need to read through the book and choose parts from it that will help your
chapter grow and become the chapter you want it to be.

MEMBERSHIP IS A HIGH PRIORITY CHALLENGE

This is your opportunity to accept the challenge.

When organizing to increase membership, one of the first challenges faced is recognizing that some of
our members and many of our advisors have difficulty with membership recruitment. However, most
can be trained and some grow into it, but you cannot force a member to participate if he is unwilling.

From the members of your chapter and your advisory council, you should be able to form an effective
membership committee, even if your chapter is very small. That just makes the challenge a little bit
bigger. Think about whom you want to work on your committee. Who will do the job asked of him,
Who will follow through on the plan that the group decides to undertake.



Now then, put the people best suited for the job on the committee and go to work.

When selling membership in the Order of DeMolay, ard specifically in your chapter, it is important to
understand SALESMANSHIP,

You can sell DeMolay in several different ways. Within this booklet there are different sections that
highlight a particular technique. Pick one or mix two or three that best suit your chapter’s
circumstances and needs,

This booklet is divided iato the following areas:

1. Introduction: How to organize a Membership Committee
and get started.

2. The SEVEN STEPS OF SELLING.

3. A "how to" guide for new member orientation.

4. Membership ideas.

5. A place to make notess We all make mistakes and we all have our moments of

brilliance. We need the experience of both, so make notes on how things go in order
to insure a smoother-running membership program.



SECTION #t1

HOW TO ORGANIZE A MEMBERSHIP COMMITTEE

Begin by selecting a membership advisor - more than one if your chapter is large. Next, sit down and
seriously look for other members of your committee, Some places to start might be:

Members of the advisory council.

Current chapter officers.

Motivated members.

Past Master Councilors.

New members.

Enthusiastic members of your Parents’ or Booster Club.

Dedicated Sweethearts, Mothers and Sisters,

Interested members of your sponsoring body or other
groups that meet within your building.

Be creative and look at all possibilities before making your final decision.

When you have completed the selection process, hold a membership committee meeting and go through
this book in detail. You need to be sure to take time to do this. Don’t cut corners. The entire group
needs to be a part of the planning end of your program so that they will work from a point of “"owning
a part" of the program. This will help them stay involved and excited about your plan., It would be a
good idea to hold this first meeting at someone’s home so everyone will feel relaxed. You should be
prepared to have some refreshments on hand as this first meeting may take a while. The commitiee
should be limited to no more than ten people. Ten is great, but five will work. The goal for the first
meeting should be to come up with a basic frame-work to build your program around. You, as the
leader of that first meeting, need to share the contents of this booklet with your committee members
and get them enthusiastic about working to come up with "OUR OWN PROGRAM". Impress upon
them the importance of their efforts now, and the need for good follow-up on each aspect of their
share: "TOGETHER WE CAN MAKE THIS PROGRAM WORK. "WE NEED TO MAKE THIS
HAPPEN IN ORDER TO MAKE OUR CHAPTER BIGGER AND BETTER." "WE NEED TO WORK
AS A TEAM."

TEN CHALLENGES FOR THE COMMITTEE
L. Concentrate on the challenge: Membership (more members) makes DeMolay

worthwhile. Recognize that, without members, your chapter will not exist.

2, Commit yourself to the challenge: Don’t wait for someone else to do it. He’s not
there. IF IT IS TO BE, IT IS UP TO ME.

3. Capitalize on all the advice, help, and ideas you can obtain.

4. Conceive your own solution. Create your own plan, one that you really believe will
work. Share ownership.

3. Communicate your plan to the chapter in a way that the members will become
enthusiastic about jt. Share ownership. Build enthusiasm.



6. Delegate the burden of tasks. You can’t do it all yourself. Make sure all bases are
covered.

7. Combine your efforts: Once you have your plan, involve as many pecple as possible,
Involve the advisors, sweethearts, Parents’ Club, Senior DeMolays, members of the
sponsoring body, or other groups that meet in your building.

8. Train your chapter members to convince prospects that DeMolay is truly the greatest
youth organization in the world.

g, Confer the best degrees within your chapter’s capabilities. If this means calling your
Executive Officer for help in putting a regional team together, then call him.

10. Live up to your obligation with your new members: Bring them all the way into the
brotherhood that is DeMolay. Involve them in every activity of your chapter. Share
DeMolay with them. Share the excitement and share the fun. Appoint them to an
office or a committee.

If you and the committee work together, there is nothing you can’t accomplish. Work to set reachable
goals. Push yourselves to do the best job possible. Think TEAMWORK. Meet your challenge head on!

THE FUTURE OF YOUR CHAPTER IS IN THIS BOOKLET.....FIND IT!!



SECTION #2

In this section we will discuss exactly what it is we are selling. Not just DeMolay, but what DeMolay
is. In order to sell a product, you have to know the product inside and out. You need to know what
your product can do and what it can not. You are required to know the specifications of your product.

How it works, what makes it go, where its real strengths are, and how much of your product is in
circulation. (Number of members,)

THE SEVEN STEPS OF SELLING

The Seven Steps of Selling are universal and apply to any product. They apply to selling shoes just as
well as to selling houses or to selling DeMolay., The Seven Steps are not new. They are not a big
miracle of salesmanship. They are the most basic components needed to make a sale. These are the
same Seven Steps that Harvard teaches their M.B.A. (Masters of Business Administration) students. The
same Seven Steps that your mom or dad may use everyday when selling a product for their employer,
The same Seven Steps that the crazy car salesman on TV uses. They are the same Seven Steps that can
make your chapter grow and prosper to be the chapter you want it to be.

Step #1
PRODUCT KNOWLEDGE
Know what it is you are selling.

Step #2
PROSPECTING
Who are you selling to?
SUSPECT/PROSPECT

Step #3
THE APPROACH
How to go about contacting the prospect.
MAKING THAT FIRST CONTACT

Step #4
ESTABLISHING NEEDS
What is the prospect looking to receive from membership in DeMolay?
FEATURES/BENEFITS

Step #5
THE PRESENTATION
How to package the sale,
ONE ON ONE, TEN MOST WANTED PROSPECTS, RUSH PARTY, OR
THE SMALL GROUP APPROACH

Step #6
THE CLOSE
How to get that signed Membership Application.
ASK THE PROSPECT TO BUY,
THE BIG O

Step #7
FOLLOW-UP
INITIATION, EVALUATION OF PROGRAM (and start over with Step #1).



STEP #1
PRODUCT KNOWLEDGE

WHAT IS DEMOLAY?

DeMolay is for young men between the ages of thirteen and twenty-one.
DeMolay is a fraternity.

DeMolay teaches young men to be better persons.

DeMolay has all kinds of activities:
Sof'tball
Basketball
Swimming Parties
Dances
Ski trips
Camping & Hiking
Etc,

DeMolay does all sorts of things:
Helps clean city parks
Collects food for the poor
. Raises money for seriously and/or chronically ill children
Works at the local County or State fairs
Visits senior citizens and retirement homes
Helps local charity groups
Donates flags or services to their local city or town
Etc.

DeMolay teaches young men:
Reverence to one’s own beliefs and respect for others’ beliefs
Love of parents
Courtesy
Comradeship {Brotherhood)
Faithfulness to a trust
Cleanness
Patriotism

In DeMolay we do all these things and more.

BUT, WHAT IS DEMOLAY?

WELL, QUITE SIMPLY PUT, DEMOLAY IS FUN,

We as DeMolays have fun at most everything we do. Granted some more than others, but whenever we
get together it is bound to be fun. We have fun at our dances. We have fun when we get together to
clean the city park, and yes, we even have fun when we work hard at ritual. DEMOLAY IS FUN!!
THINK ABOUT IT.



STEP #2
PROSPECTING

Who are you selling to?
"Oh, sure, that's easy."

Must be a young man

Between 13 & 21 years of age

He must have a belief in a supreme being
And he must be a good guy

That’s it. These four things are the only requirements to be eligible to join DeMolay. So, anyone who
is a young man between the ages of 13 and 21, who is basically a good guy, who believes in a supreme
being, is a suspect of becoming a member of your chapter.

That means a SUSPECT is anyone who;
Is a young man
Between 13 & 21
Is a good guy
And believes in a Supreme Being

Now then, the way we turn a suspect into a prospect is by: EDUCATION

There are literally hundreds of thousands of suspects walking around out there. The way you turn a
suspect into a prespect is by educating him about DeMolay.



STEP #3
THE APPROACH

The way you turn a suspect into a prospect is by educating him. You need to make contact with the
potential buyer. You have got to make the first step toward introducing him to DeMolay, because
more than likely, he doesn’t even know DeMolay existss BUT HOW? How do you take that first step?
It's a lot easier than most people think. Just tell him what you like about DeMolay. Talk about your
own past experiences in your chapter. Tell him about your camping trips, about the dances, (yes, with
girls!), and tell him about the hayrides. (Yes, again with girls!) Don’t make such a big deal out of what
to say, just say what you feel ... the rest comes easy.



STEP #4
ESTABLISHING NEEDS

Establishing needs: Find out what the customer wants to buy. If you can find out what the prospect
wants to receive from an organization, it will be easier for you to turn him into a new member. You
can do this quite easily if you KNOW YOUR PRODUCT (DeMolay). You should know all the things
or features DeMolay has to offer. Then, in turn, fit those features to what your prospect is looking to

buy. For instance, you know that one feature of DeMolay is the Ritual and you find out that the
prospect likes drama; you've got a great selling point!

“What does that mean?", you ask. Well, the feature of Ritual is a benefit of membership to someone
who likes to act. So, the next step is to find out what the prospect wants to buy. He says he likes
sports but is not very good at them. Well, in DeMolay sports, everyone plays. That's a good benefit a
person derives from belonging to DeMolay. You might find out that this guy is new to the area and
does not have many friends. Well, in DeMolay he can make life-long friends. Friendships that can
truly be described as brotherly. Not only that, but when he travels on vacation to another town, he
will have the opportunity to call on other DeMolays who will treat him like a f riend, even if they don't
know him. Now that is a great benefit of belonging to DeMolay!

You will find listed below FEATURES & BENEFITS that you should go over with your chapter
members. It is important to remember that, although the features of DeMolay stay basically the same
and have for the past seventy-plus years, the benefits change from person to person, What this means
is, the feature of ritual may have a different benefit from one person to the next. One member may
benefit from Ritual because it has helped him get over his fear of public speaking, and the next
member may benefit because he likes drama and he just plain thinks it's fun.

Work through the Features and Benefits list below with members of your committee, and then with the
chapter as a whole,

FEATURES BENEFITS
RITUAL DRAMA, PUBLIC SPEAKING, MEMORY




In order to establish a person’s needs, you must ask him what he likes to do, or better yet, what he
would like to do in the future. The following is a list of DeMolay selling points. These were compiled
at a recent DeMolay Leadership Training Conference. At the conference, the DeMolays were asked
what they thought was the best benefit of DeMolay. They may aid you in coming up with some of
your owi.

DEMOLAY SELLING_POINTS

DEMOLAY:
Builds Confidence
Teaches Responsibility
Teaches how to Work with Adults
Community Service
Teaches how to Get Along With Others
Personal Growth
LEADERSHIP
Travel
Helping Others
Connections
Meeting New People
Trust
Respect
Brotherhood
Fraternity
Scholarships
Sharing

Other ideas which the members at L.T.C. considered attributes of membership in DeMolay are:

Activities
Morals
Honor
Virtues
Pride
Cleanness
Sports

Social Events
Learning
Planning
Drama
Public Speaking
Citizenship
Competition
FUN
Lovalty
Friendships
Ritual
History
Patriotism
and others.............
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STEP #5
THE PRESENTATION

The Presentation, or sales package that you and your membership committee decide upon will be one of
your most difficult decisions. The Presentation is basically your plan of attack. How you are going to
get the prospects to join your chapter. We have included in STEP FIVE several different Presentation
styles for you and your committee to look over and then discuss. Which one will best fit your needs?
They are:

1. The "One-on-One" sales approach

2. The "Large Prospect Party"

3. The " Small Prospect Party"

4, The "Special Team" approach

5. The "Ten (10) Most Wanted" approach
In addition to the above, review the Membership Ideas in the back of this booklet!
ONE-ON-ONE:
This js the oldest and best way of selling DeMolay. It’s how DeMolay started and is the approach
advocated by our founder, Dad Frank S. Land. This approach involves each salesman contacting young
men he (or she) knows in school, church, the neighborhood, etc., telling them about DeMolay, asking

them to join the Fraternity and helping them to complete the membership application. Salesmen can be
DeMolays, sweethearts, mothers, fathers, advisors, etc.

This approach requires the salesman to be knowledgeable and articulate about DeMoglay. In addition,

each salesman must be willing to try and sell his/her teenage male friends on DeMolay. And, that he or
she not be demoralized or put down by a refusal to join,

Some young men are not able to handle failure well. They equate a young man's refusal to join
DeMolay with failure. How many DeMolays out there have asked one friend to join DeMolay, and
upon his declining to do so have never repeated the experience? Having 100% success is rare, but if
you ask enough young men, you'll have no trouble exceeding your growth goal.

This approach can be used everyday of the year. Virtually everyone associated with DeMolay has some

contacts with other groups. Some of these that have been successful in terms of new members or
referrals of new members are:

Friends and younger brothers of existing members
Church youth groups

PTA groups

Job’s Daughters

Rainbow Girls

Sports groups -- Little League, Pop Warner, Ete.
Boy Scouts

ROTC

Junior Achievement

Campfire

11



THE LARGE PROSPECT PARTY:

Holding a large prospect party can be exciting and a great boost to membership. You must follow
through with the plan completely, and leave out nothing. A large prospect party takes a lot of planning
and a lot of work, but it can also reap large rewards.

Planning is essential to your success. Compile a list of everything you want or have to do...IN
ORDER. Be sure and use a calendar to plan out each day. "Lots of names" is your working principle,
because more names means more members, and more members, the better the chapter, and the more
you all get out of DeMolay!!

A prospect party is a good way to sell DeMolay -- it's your opportunity to explain the DeMolay story
to a lot of people. You can call this A Buddies Night, A Get Acquainted Night, A Friendship Night,
A Prospect Party -- or whatever you like, The idea is to give the prospective DeMolays in your area
a really good idea of what DeMolay is.

After you have introduced them to DeMolay, do not leave your new members waiting around. After
they’ve expressed their wish to join, your chapter must be ready to interview, ballot, and initiate. Ask
yourself this question: If you wanted to join a group and they said, "We'll have to do a few things first
and we'll let you know", and a month later they phone and say, "Okay, you can join now", would you
be impressed and still enthused?

When you're ready to make a Master Check list, here are some suggestions of things you will want to
remember to do: They will be explained in more detail as you read on. For now just make note of
them, as this will become a very important list to follow if you should choose to use the Large Prospect
Party method,

Set your goal for the year -
60 members or 300 names
Set your goal for your first "Get To Know Us Night" -
20 members or 100 names
Set your date and place -
(Approximately 4 weeks to 2 months ahead or more.}

Plan your entire campaign to last 8 to 12 weeks from the gathering of names through the DeMolay
Degree Presentation.

12



CHECK OFF LIST:

[] I Call a "names meeting” to obtain the names. (Don’t
settle for 97, but cut it off at 120 names)

['1 2. Schedule the date, place, and time, then announce
to the chapter.

{1 3. Print and send letters of invitation - 10 days before
the "Get To Know Us Night".

[] 4. Arrange for refreshments.

[ 5. Arrange for any pamphlets you might need, don’t forget
membership applications.

[] 6. Arrange for a slide show or video presentation,

[] 7. Arrange for any members or advisors, that you need, to make
presentations or give explanations,

[l 8. Make first phone call five or six days before the "Get
To Know Us Night",

[1 9, Arrange rides for those who need them.

[ 10. Make second phone call - The night before.

] 11, Be there early to make sure everything is ready.

You don’t want to be doing that while your guests are arriving.
12. Hold the "Get To Know Us Night".
13, Arrange for and conduct visitation/interviews,
4, Ballot and Initiate.
I5, Start plans for next "Get To Know Us Night",
16. Keep a list of names used, then follow up with those
who were not interested in DeMolay on the first go
around.

PREPARING A LIST OF 100 NAMES:

Some of the easiest prospects to get into a chapter are the friends of your newest members. You have
already sold your product, DeMolay, to these new members. Get them involved with the membership
campaign and show them how to sell DeMolay to their friends. SHARE THE DEMOLAY
EXPERIENCE WITH YOUR FRIENDS. Tell your new members that the chapter would be even more
fun with their friends in it. This is really an area that chapters miss out on. Help them follow up on
recruiting their friends.

Next, ask your members to give names. Some will say that they have already tried to get some of their
friends into the chapter but they just don’t want to join. Well, now that we're getting organized, it
doesn’t hurt to try again.

Check with members of the Masonic bodies that meet in your building, Arrange to attend a meeting of
the various groups that meet within your building. At that meeting, you should be able to get a good
tist of names. Ask the Job’s Daughters and Rainbows about their brothers and their friends at school.
Ask the Masons, Eastern Star, Amaranth, Shriners, Scottish Rite, everyone connected with Masonry,
about their sons, nephews, grandsons, neighbors, paperboys, ETC, ETC, ETC.!
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When you have a spare moment at school, ask your teachers, principals, and advisors for names. Most
schools have one or more Masons who will gladly help you out if you ask. You just need to ask around
to find out who they are. They may help you get a look at some truly excellent candidates such as
members of the dean’s list or honor society.

Little league coaches are an excellent source of names for prospects. If you know of someone involved
with little league sports, it’s a great way to have an ongoing list of 12-year-olds just waiting to turn 13.

Other places that are often overlooked for names are the local churches in your town, Ask your
members about people they know from church, If that doesn’t work out, give the churches a call and
explain to the Minister, Reverend, Priest, Sunday school teacher, whoever, that you are from DeMolay
and what DeMolay is. You might be surprised at how easily you can get names by doing this.

These are only a few of the places that have potential for gathering names. There are many others out
there, all you have to do is look around and ask.

LETTERS:

Your letters should be typed and printed well in advance of your mailing deadline. Each one should be
signed personally by the Master Councilor. Signing each letter reinforces a good first impression and
makes the prospect think he’s being personally invited. If possible, use a computer to personalize each
letter. You can do this by merging prospects’ names in appropriate spaces.

Use chapter stationary!!l Remember you can only make a first impression once. If you don’t have
chapter stationary, decide to spend a little money and get some, We are a first-class organization. Let’s
make sure we put out that first-class first impression.

The letters should be mailed no less than 10 to 12 days in advance of the "Get To Know Us Night".
This allows you time to contact the prospect, well in advance, to ensure he does not aiready have plans
the evening of the event.

For every letter you send out to a prospect, one shouid go out to the prospect’s parents. T his letter
should be signed by the Chapter Advisor and should also be on chapter letterhead.

The following two letters are examples you may use as a guide when deciding on the content of your

chapter's letter. Note the difference between the letter to the parents and the letter to the prospective
member. ‘
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FRANK S, LAND CHAPTER
ORDER OF DEMOLAY
2609 NORTH POINT DRIVE
ELLENSBURG, WASHINGTON 98055

Joe Prospect
11251 Elm St.
Ellensburg, WA 98055

Dear Joe:

Do you enjoy ski trips, pizza parties, dances, canoe trips, hiking, and camping? Well, if you like to do
one or more of these things then DeMolay International wants you. Being a member of DeMolay
means that you help plan the activities that your local chapter takes part in. In addition to that you are
virtually guaranteed to make new friends and discover the excitement of what DeMolay is all about.

Frank 8. Land Chapter, Order of DeMolay is located right here in Ellensburg, and is planning a "Get
To Know Us Party" just for you, and guys like you. The party is set for Saturday, October 24, 1990.
The party has been set up so you can come and meet with us and find out how much FUN DeMuolay
can be. The FUN starts at 7.00 p.m. at the above listed address. We will be starting things off with
some slides about our chapter and DeMolay. We are then going to have a short question and answer
period for anyone who may have questions. THEN.... it’s off to the high school swimming pool for
FUN!! We have rented the entire high school gym so, if you want to go swimming, you can, or if you
would rather shoot hoops, that’s okay too.l! There will also be soda and munchies on hand, so it
promises to be a great time. Your parents will also be invited to attend part of the evening’s activities
so they can learn about DeMolay too. Through this fun filled evening you will meet young men like
yourself who are interested in the same things you enjoy and are ready to share their friendship with
you.

For more information about the party, please feel free to call one of the phone numbers listed at the
bottorn of the page. Rides are also available to anyone needing one,

Join us! Bring a friend or two. You can help DeMolay continue to be the WORLD'S LARGEST
fraternity of young men. :

See You There!

Sincerely,
Bob Wright

Master Councilor (President)

FOR INFO CALL: Doug Miller 828-0934 or Randy Stapp 828-4789
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FRANK S. LAND CHAPTER
ORDER OF DEMOLAY
2609 NORTH POINT DRIVE
ELLENSBURG, WASHINGTON 98055

Dear Mr. & Mrs, Prospect:

Frank S. Land Chapter, Order of DeMolay cordially invites you and your son, Joe, to a "Get To Know
Us Party", on Saturday, October 24, 1990. The evening of information and fun will begin at 7:00 p.m.
at the above listed address. The first half an hour or so we will be showing some slides to you and
your son and explaining in more detail just exactly what DeMolay i, We will then be moving the
party to the high school where we have secured the use of the swimming pool and gym. We will at
that time also be serving light refreshments. You are welcome to attend the second half of the
evening’s activities if you wish, or we can have one of the DeMolay adult leaders bring your son home.

Enclosed you will find a brochure about the Order of DeMolay which was founded in 1919 in Kansas
City, Missouri. DeMolay currently has about 30,000 members in about 1000 chapters throughout the
world. Its purpose is to encourage youth to become better citizens and leaders within their
communities. Members of DeMolay chapters plan and carry out their own activities with the help and
guidance of adult advisors.

We hope you and your son will be able to attend. For more information about the evening's activities
or about DeMolay, please feel free to contact one of the men listed at the bottom of this letter. I look
forward to meeting you on October 24th!

Sincerely,

Dennis Wilson
Chapter Advisor

For more information:
Dan Johnson, Advisor: 828-2112
Bill Stafford, New Members Chairman: 828-5099

Enclosure: 1
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TELEPHONE CALLS:

Proper telephoning is very important. Callers should remember that the prospect probably doesn't
know anything about DeMolay and has no idea about who will be at the "Get To Know Us Party."

Often when a prospect says; "No I don’t think I can make it" or that he is busy that night, he is doing
so because he simply is worried about what is going to happen. He needs more information. Tell him
how much fun it is going to be. Tell him there will be lots of guys there from his school. Make it
easy for him to say "yes"!!!

A good telephone presentation can do just that. If your telephone calls are well thought out and cover
all the basics, you will double the attendance you might otherwise have. If parents are attending, your
advisory council members should make telephone calls to them.

You and the committee should make the first telephone calls at least 5 or 6 days before the event. It is
important to have your master check list by the telephone when calling people. No one likes to go
where they don’t know anyone. This way, you can tell a prospect who else from his school may be
going,.

How you handle the first telephone call is important. As said before, the prospect probably doesn’t
know much about DeMolay. A real effort to get him to come should be made. Use the following
"First cail guide" to be sure you cover all points. Try to get a commitment to attend and don’t forget
to offer a ride.

FIRST CALL CHECK LIST/GUIDE:

Ask for prospect by name.
Identify yourself and that you are from Chapter.
Ask if he got our letter,
Tell him that the "Get To Know Us Party" is in
days and that you hope to see him there!
[1 5. If at this point he says he can’t make it, you should
tell him; "I sure hope you can", "that there will be
lots of guys there from his school”. "Do you know
or both of them wiil be there."
[1 6. "Do you need a ride? It will be no problem for someone
from the chapter to swing by your house and pick you
up.ll
] "We can pick you up at about a.m./p.m. Is that okay?"
8. BE SURE YOU TELL HIM WHAT TO WEAR. This is a real informal
affair; just wear jeans.
1 9. Thank him for deciding to come.... or
] 10, Tell him you will call him back to see if he can make
it after all,
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If the prospect is not home at the time of your telephone call, you should do the following:

Introduce yourself

Say why you are calling

Teil them that you will call back at a later time.

DO NOT LEAVE A MESSAGE FOR THE PROSPECT TO CALL YOU
BACK. WHO LIKES TO CALL STRANGERS ON THE TELEPHONE?
Not mel!ll

B -

SECOND CALL-CHECK LIST/GUIDE:

The night before the "Get To Know Us Night Party", it is time to put your telephone fingers to work
again. If the prospect refused a ride before, ask if he would like one now. If he accepted a ride, tell
him who is going to pick him up and at what time. The second call should be a reminder and kept
very informal.

] 1 If he was one of the people who said that they did
not want to come, try again to get him to go.
(Unless of course, he already had plans that he
told vou about earlier,)

[ 2, The prospect may be a little nervous, considering
the party is the next night/day. Call him by his
first name. Say, "Hi "

[1 3. Identify yourself.

[] 4, Tell him you are just calling as a reminder about
tomorrow night.

[1] 3. Tell him who will be picking him up, or ask if his
folks need directions.

11 6. Tell him again that it is informal and remind him
if he needs to bring anything. IE: swimming suit.

[1] 7. Tell him again about the guys that will be there
from his school.

[1] 8. Get the commitment. It’s up to you, the caller.
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TELEPHONE CALL INFORMATION SHEET
(To be used by the person making the call)

You should make an information sheet about DeMolay. But more to the point, information about your
chapter, so that you will be able to answer frequently-asked questions. They will be asked.

INFORMATION/TELEPHONE CALLS

An important aspect of DeMolay is the fact that our events are run by DeMolay members. Advisors
only advise. Many young men are familiar with organizations whose programs are laid out for them.
The opportunity to be involved in planning and organizing are worth mentioning.

QUESTIONS AND ANSWERS:

Who gave you my name? Where did you get my name?
One of the members of our chapter recommended you
as the kind of person who might be interested in
DeMolay. (If you know who recommended him, teli
him,)

> e

What’s it all about?

Well, we have a great organization for guys, and

we would like you to join us. We are holding this
"Get To Know Us Night" to explain about our chapter’s
activities so you can see if you are interested.

>0

Is it a religious group? What about religion?

No, we are not connected with any church, but we
do encourage a high standard of living and practice
respect for religious beliefs.

>

Who sponsors it?

DeMolay is sponsored by individual Masonic groups.
However, we are not directly affiliated with the Masonic
Lodge.

>

What do you do there?

Well, I can tell you what we are doing now or have
done lately, like sports, parties, camping, but the
real answer to your question is -- What do you like
to do? Our program and activities are planned by
our members. If you join us, you can help decide
what to do.

> o

What age group is it?
Most of our members are 13 to 18.

What does it cost?
There is a nominal fee to join which gives you a
membership for life,

o PO
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TRANSPORTATION:

Offering rides is very important, Many prospects have left home for the "Get To Know Us Night" and
have then failed to arrive because they were uncertain about going. After the first telephone call, have
your Master Check Lists returned so you can arrange rides for all those who need them., Leave room
in each car for rides which are requested from the second telephone call. Try to make all "nick ups" in
one area. Give your transportation sheets to your drivers after the first telephone calf and telephone
drivers to add additional names after the second telephone cail. Don’t forget that many of your
members also need rides. You will want to arrange for as many drivers as possible.

If parents are invited, less rides will be required, but don’t forget to offer them. Use transportation
sheets to assign pick-up responsibilities, Remind everyone NOT to honk for the prospect to come
outside. Go to the door, introduce yourself, and then walk with him to the car.

NOTE: A total of six persons per vehicle should be a maximum, unless the advisor driving has a
station wagon or van.

The following is an example of a Driver Information Sheet.

Dad or Mrs. . Our "Get To Know Us Night" will be held

at on , at p.m. We
would appreciate it if you would pick up the following prospective members:

Name Address Telephone Number
2.
Name Address Telephone Number
3. ETC.......
will ride with you and will go to the door at each of the houses to pick up the
prospect, )

Thanks for your time and help in making this evening a success.

The members of Chapter.
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THE "GET TO KNOW US NIGHT"

WHEN:

Do not delay your "Get To Knmow Us Night". Plan it within 4 weeks of the starting of your
membership campaign. This will allow enough time for your chapter members to prepare, but won't
ailow them time to lose their excitement and enthusiasm for the event. It is best to keep your program

short. Give yourselves enough time to talk about DeMolay and your chapter, BUT DON’T LET IT GO
ON SO LONG THAT 1T BECOMES BORING.

WHERE:

If you plan to invite the parents, arrange for a place where you can all meet together. Show your
chapter slides or one of the several International Supreme Council slide shows or video cassettes. Talk
a little bit about the chapter's history then split the prospects off into another room to continue talking
about the chapter and all the fun activities, while your advisors talk to the prospects’ parents about
DeMolay, its virtues and some of its programs.

Choose your location according to the number of people you are expecting. A room that will
comfortably seat 40 is perfect for a group of 50. This will make sure that no one feels left out of the

group and it will also give the impression that the meeting is packed with guys who want to find out
how they can join DeMolay.

This "Get To Know Us Night" is an important night for the chapter, so make sure all of your members
are in attendance,

This evening should be very informal. Make your prospects feel at ease and already a part of your
chapter,

If your chapter is planning on some type of activity after the program portion of the evening, make

sure it is not a dance. This is very important because your own members will become more interested
in girls than with prospects.

THE "GET TO KNOW US NIGHT" PROGRAM:

Assign portions of the program early so people will have a chance to prepare. The following is a
suggested program, but as always, use what is best for your chapter.

WELCOME BY MASTER COUNCILOR;
Explain why everyone was invited.
Mention DeMolay in general,
Talk about recent and upcoming events. Invite them!
Explain who runs the chapter. (The members)
Explain the roll of advisors.
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SECOND SPEAKER:
How big DeMolay is: over 1000 Chapters,
DeMolay has had over 2,000,000 members,
Started in Kansas City, Missouri, in 1919,
Talk a little bit about Jacques DeMolay.
Again, mention that DeMolay chapters are run by
the members and not the advisors.
The International Headquarters is in Kansas City, Missouri.
Mention some FAMOUS senior DeMolays.

THIRD SPEAKER:
The serious side of DeMolay.

NOTE: If you keep the parents together with the prospects, make sure that it is a DeMolay and not an
advisor who presents this portion of the program.

HAVE SOMEONE IN CHARGE OF THE MEDIA PRESENTATIONS
HAVE SOMEONE IN CHARGE OF REFRESHMENTS
SPEND SOME MONEY, HAVE SOME GOOD EATS!!

THE SMALL PROSPECT PARTY:

The "Small Prospect Party” is easier for a small-to-medium sized chapter to handle. The small party
works best if held in someone’s home. An ideal number of guests would be 3 to 10 prospects and the
same number of DeMolay members. The active membership of your chapter should each bring at least
I prospect to the party.

The best approach for the party is to have it start around 6:30 p.m. with pizza and sodas. As the guests
arrive have someone designated to great each person and give them a name tag. Even your own
members should wear a name tag. The chapter Sweetheart might be a good person to hand these out.
At about 7:15 p.m., 3 of the members should start the program. The first member should speak on the
background of DeMolay. The second speaker can speak about the chapter and how it is organized.
The third speaker might want to speak about upcoming events or conclave.

Be sure to have a representative from the Parents’ Club give a short talk. If your chapter has a
Sweetheart, allow time for her to give a short talk also.

Next you should be ready to show a slide show or video about your chapter or DeMolay in general,
Afterwards, have the prospects pair off with members to fill out membership applications.

If your party goes smoothly up to this point, it should be about 8:30 p.m. You could now take your
prospects home, or if it is a week-end, you might want to continue the evening watching videos or by
going out to a movie.

These "Small Prospect Parties" are usually highly successful. You should be able to expect a 50%

success rate. These parties are easy to put on, so your chapter could put one on every month or so.
They only take a small amount of preparation.
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The following is an outline of material to be covered by the 3 DeMolay speakers at the "Small Prospect
Party™:

Speaker #1 - Welcome
- Why prospects were invited
- INTRODUCTIONS OF EVERYONE IN ATTENDANCE
- WHAT IS DeMOLAY - Fraternal Organization
for young men 13-21, builds better
citizens, We have social activities, sports,
and service activities,
- Talk about the fun activities that your
chapter has had in the past and about
upcoming events.

Speaker #2 - Famous DeMolays
DeMolay, "How it all began" (1919, Kansas
City, Frank S. Land, 9 young men, ETC.)
- International Supreme Council (Kansas City
H.Q.), Supreme Councils in; Philippines,
Canada, Brazil, Australia.

Speaker #3 -  The Chapter
- The Officers
- The Advisors
-  The Parents’ Club
-  The Sweetheart
-  The Sponsoring Body & Masons

Other areas you may want to cover are:

Fraternal Activities:
Visitations
Instaliations
District/Regional activities
Conclave and other state events

Leadership Training Conference:
Sponsored by DeMolay International
Different locations around the c¢ountry and Canada
One week long/A TRULY GREAT TIME.

Service and Special Activities:
Masonic service
Civic service
Events that are special to your chapter:
Annual camp out
Annual blood drive
Halloween party
ETC,
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THE SPECIAL TEAM APPROACH:

To use this approach, organize a team of one articulate advisor and two articulate DeMolays. Using
names supplied by the chapter members, make appointments to call on the prospect and his parents.
These visits should only last an hour or so. Your team should offer to mest with the prospect and his
parents at the prospect’s home because he will feel most comfortable in his own home. The objective
of this meeting is to leave with a signed MEMBERSHIP APPLICATION and a membership fee.

This team should be well dressed. Remember we are a first-class organization,

The two DeMolay members should use the first half-hour or so talking about DeMgelay in general.
They should talk about all the activities DeMolay has to offer, about all our various programs.

Then the advisor should talk more to the point of what the parents want to hear; adult supervision,
cost, Seven Cardinal Virtues, etc. At the end of the advisor's talk, the DeMolay members should show
the prospect the MEMBERSHIP APPLICATION and offer to help him fill it out. A DeMolay video
may be a good sales tool to take with you. Most households have a VCR.

If you leave without a signed application or membership fee, be sure to make an appointment to pick
them up in a couple of days.

Success using this approach is high, usually around 80%, but it all depends on the ability of the team.
The team is the key here.

SETTING UP THE VISIT

The initial contact should be made by mail. You can adapt the letters shown in the "Large Prospect
Party" portion of this booklet or you can write new ones. Remember, we are a first-class organization.
Check vour spelling and grammar! Two letters should be sent; 1 to the prospect and 1 to the prospect’s
parents. The one to the parents should include an informational pamphlet about DeMolay. The letter
to the prospect should be mailed about 2 or 3 days after the letter to his parents. The letter to the
prospect should include a copy of the chapter’s upcoming events.

The first letter is sent to the parents because it is an educational letter about DeMolay. If they are not
familiar with DeMolay, they can not explain it to the prospect when he goes to them with questions
after he receives his letter. Chances of success with a prospect are much, much better if his parents
know about DeMolay. Convincing a prospect to join is much easier if his parents are supportive.
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Both letters should indicate that someone from the chapter will be in touch by phone to set up a
visitation appointment so you can better explain the fraternity, Call within 2 or 3 days after they
receive the letters to set up the appointments. When you call, do NOT say; "When can we come over
and talk to you about DeMolay?" Instead, offer a suggested date; "We would like to come over and talk
to you about DeMolay. We have appointment times still available on Tuesday and Thursday. Which
would be best for you?"

THE VISIT

Ideally two DeMolays, one an experienced DeMolay salesman and one who knows the prospect, should
go on the visit, again, with one advisor. Your appearance is important, The first impression you make
is important. Remember, even if you know the prospect, you are now representing DeMolay. A coat
and tie is not absolutely necessary, but you should be very neat and clean. Jeans and sneakers are NOT
appropriate, '

WHAT TO SAY

Knowing what to say when selling DeMolay is often thought to be the most difficult part of getting
new members. Simply be prepared by practicing your presentation with other members of the group.
Speak about what you feel comfortable talking about. Speak on what you like about DeMolay and why
you are a member. One DeMolay should not do all the talking. Encourage questions. The advisor
MUST allow the members to present the major portion of the presentation.

WHAT YOU SHOULD TAKE WITH YOU TO THE VISIT

It is important that you have materials available to aid you in your presentation. Items that are helpfut
include:

MEMBERSHIP APPLICATIONS

Visitation questionnaire

DeMolay pamphlets

Copies of the most recent CORDON

A calendar of the chapter’s upcoming activities

.A chapter scrapbook

A copy of your chapter newspaper (If you have one)
A DeMolay video

You need to always be prompt, positive, and enthusiastic. Your enthusiasm will be noticed. On the
other hand, DON’T SELL TO HARD.

An honest presentation will sell DeMolay on its own merit.

FOLLOW-UP
Not everyone will signh a MEMBERSHIP APPLICATION right away. Parents and the prospect often
like to discuss the presentation privately after you leave, This is O.K. Let them know that you will
come back again in a couple of days to check on their decision and to pick up the APPLICATION. Be

sure to invite your undecided prospects to your next activity. Those that attend are almost certain to
become new members !
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THE TEN MOST WANTED:

At a meeting of the MEMBERSHIP committee, or at a regular chapter meeting, a list of 10 names is
compiled. These are names of the guys most wanted within the chapter’s membership. These should
be names of people who will contribute to your chapter’s well-being, If your chapter is sorely lacking
someone to take the role of Jacques DeMolay in the DeMolay Degree, you might consider someone who
excels in your school’s drama program. Perhaps your chapter is in need of someone who can be
sroomed for a leadership position in your chapter. If this were the case, you should consider someone
who is active in student government. From the list gathered, the group decides on the "TEN MOST
WANTED". Then, each member of the chapter is given a copy of the "TEN MOST WANTED" list.
The members need to be told that these "TEN MOST WANTED" prospects should be approached at
every opportunity by every member of the chapter. This will show the prospect that the chapter really
wants him to join. It will make him feel special and wanted. When one of the "TEN MOST
WANTED" names has been added to the chapter’s membership roster, a new name that the group agrees
upon is added to the bottom of the "TEN MOST WANTED" list. The key is to have everyone working
on the same target. If your chapter draws its membership from more than one school, you can be
working on one of the "TEN MOST WANTED" people from each school.

A "TEN MOST WANTED" example: Say Pete Prospect is walking to class next Monday morning.
Someone from your chapter stops him and tells him that members of your DeMolay chapter spoke of
him at your last meeting. Don’t you think he would wonder what was said about him? The chapter
member could then tell him how, out of all the people mentioned, they wanted him in the chapter the
most.

Later that day someone else from the chapter sees Pete. This member tells him that although he does
not know him very well, he heard a lot about him at his last DeMolay chapter meeting, He just
wanted to introduce himself. This is really going to start Pete thinking.

The next day, a couple of the guys from the chapter see Pete in gym class. They go up to him and
start talking to him about DeMolay and how the chapter would really like him te join. Out of
everyone who was considered for membership this last go around, his name was one of the top vote
getters!!

The very same afternoon at basketball practice, two more of your chapter members go up to Pete and
tell him that they are from DeMolay. Although he doesn’t know them, they sure know of him and of
his skills at basketball. They tell him of the state basketball tournament that is coming up in the near
future. Even though he may not be a starter on the school’s team, they would like him to consider
joining DeMolay and serving as co-captain of the chapter's team. They could sure use someone like
him. NOW THIS HAS REALLY GOT PETE THINKING ABOUT DEMOLAY.

The following day, Pete is asked to join by three different members of the chapter. Now at this point
in time, Pete Prospect usually starts asking questions of his own. Like, "What is DeMolay?", "What do
you guys do?", "What can I do to join?" Then the next thing you know, Pete’s a new member,

Although everyone who is a target of the "TEN MOST WANTED" program may not join, the success
rate is very, very good. Again, the whole key to making this plan work is; concentrating your efforts.
In the example, not just ong brother asked Pete to join, but he was asked by several different members
of the chapter. Make the prospect feel special.
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STEP #6
CLOSE THE SALE

The close of a sale is not complete until the customer, in this case the prospect, joins the chapter, This
does not mean that you have a signed MEMBERSHIP APPLICATION and the membership fee. Tt
means that the prospect is no longer a prospect but rather a member of the chapter. Make sure you
have plenty of MEMBERSHIP APPLICATIONS for your chapter when you go to start your
membership campaign. You have got to explain to your members that they have to make the time to
sit down with the prospect and help him fill out the APPLICATION. This should always be done in
person. If the prospect wants to talk to his parents about joining, that’s fine, but have your member
sign the prospect’s APPLICATION in front of him as he tells him how glad he is that he has the
opportunity to bring him into the chapter and to share the FUN of DeMolay,

Now then, if you have gone through STEPS 1 THROUGH 5 and the prospect still does not want to
join, what do you do? What has happened? What went wrong? You think to yourself, what could
have gone wrong? 1 learned more about DeMolay (Product Knowledge). I figured out what
prospecting meant and learned how to turn this guy from a SUSPECT into a PROSPECT. 1 took the
first step toward making him a new member by making the APPROACH. 1 ESTABLISHED HIS

NEEDS by finding out what he would like to receive from DeMolay. And, I made a good
PRESENTATION.

Well you've hit what some people call "THE BIG Q".

"THE BIG O" STANDS FOR OBSTACLES

At this point of explaining the program to your members, you need to ask them what are some of the
OBSTACLES that face young men joining DeMolay. A list is provided for you and is as follows:

PARENTS:

THEY HAVE HEARD OF DeMOLAY AND THINK THAT IT IS SOME TYPE OF GANG,
OR A GROUP OF DEVIL WORSHIPERS. (Don't laugh, I've heard that one!)

CHURCH:

A PROSPECT MAY TELL YOU THAT HIS CHURCH DOES NOT WANT HIM TO
JOIN. SOME MAY SAY THEY ARE CATHOLIC AND CAN'T JOIN.

PEER PRESSURE:

''VE HEARD OF DeMOLAY AND THOSE GUYS ARE ALL NERDS AND WIMPS.
THEY ARE A BUNCH OF GOODIE-GOODIES",

SCHOOL SPORTS:
BACK WHEN DeMOLAY WAS IN ITS HAY DAY, WHEN THERE WAS A DeMOLAY
CHAPTER IN MOST TOWNS, AN AVERAGE HIGH SCHOOL FOOTBALL TEAM HAD
MAYBE 15 OR 20 PLAYERS. TODAY, A "AAA" HIGH SCHOOL FOOTBALL
TEAM HAS OVER A 100. THERE IS THE VARSITY, THE JUNIOR VARSITY,
AND THE FRESHMEN TEAM. THEN THOSE TEAMS ARE BROKEN DOWN INTO
SPECIALTY TEAMS. HIGH SCHOOL BASKETBALL TEAMS NOW HAVE UP TO
50 PLAYERS INVOLVED IN THE PROGRAM.
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DRIVING & GOING PLACES:
AGAIN, WHEN DeMOLAY WAS REALLY BIG, MOST FAMILIES ONLY HAD ONE CAR.
TODAY, MOST FAMILIES HAVE 2 AND MAYBE EVEN 3!!

TELEVISION:
AND AGAIN, WHEN DeMOLAY WAS BIG, MOST FAMILIES DID NOT OWN A TV,
POLL YOUR CHAPTER TO SEE WHO GOES HOME FROM SCHOOL AND WATCHES TV
FROM THE TIME HE GETS HOME UNTIL IT’S TIME FOR SUPPER. IF AT LEAST
HALF OF THEM DON'T RAISE THEIR HANDS, THEY ARE KIDDING YOU!

GIRLFRIENDS:
0.K., YOUR RIGHT, DeMOLAYS DID HAVE GIRL FRIENDS BACK IN THE
"GOOD OL’ DAYS",

The list of OBSTACLES can be quite large, but we can overcome them. There are several ways to get
through OBSTACLES. (Notice I said "get through", not "get around"!)

The first way of getting through OBSTACLES like PARENTS thinking DeMolay is a group of devil
worshipers, the prospect’'s CHURCH not wanting him to join, and the PEER PRESSURE example of
"“Those guys in DPeMolay are wimps", is to simply think back to what turns a SUSPECT into a
PROSPECT. ***EDUCATION*****  Educate them. Educate the parents about DeMolay. Educate
the prospect who thinks DeMolay is for wimps. And, yes, educate his local church about DeMolay.
Tell them about the SEVEN CARDINAL VIRTUES, tell them what we believe in. Many Catholic
priests support what DeMolay teaches its members and have no problem with members of their parish
joining. Granted, some do. All we can do is try.

The second thing we have to do to get through "THE BIG Q" is to realize what it is we are up against.
What do SCHOOL, SPORTS, BEING ABLE TO DRIVE AND GO PLACES, TELEVISION, and
GIRLFRIENDS all have in common? -- TIME --. We have got to compete for a young man's TIME,
There is a lot of activities available out there for him to be doing -- Scouting, pep-band, video clubs,
sports, etc. The list goes on and on. We have to put on good programs and hold great, not just good,
activities,

NOW, if you have talked about all the possible OBSTACLES there might be and your prospect still
does not want to join, what can or should you do? The answer is more than likely that his needs have
changed. Go back to STEP #4 and RE-ESTABLISH HIS NEEDS. Before, his main need from
DeMolay may have been to have the opportunity to meet girls that would talk to him, He may now
have a girlfriend, so his needs have changed. Perhaps he is looking for, or is in need of, help trying to
get over his fear of public speaking. Well, now sell him on Ritual or the fact that we speak to a good
size group while we are in open chapter, but it is not so bad because everyone there is a friend.

If you have done everything that has been discussed so far and the prospect still does not want to join,

you simply must realize that we can’t win them all. There are plenty of guys out there who would
jump at the chance to join a fraternity like ours. Then, get back to work!
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STEP #7
THE FOLLOW UP

THE UNFINISHED IS NOTHING

This section is intended to remind you to go bevond just the selling or joining aspect of DeMolay.
Address the issue of what needs to be done once the prospect signs on the dotted line. STEP #7, THE

FOLLOW UP, leads to another part of bringing new members into your chapter. The ORIENTATION
AND RETENTION of your members.

The appendices of this booklet contain forms that your chapter should be using to make sure you do all
you can to insure the success of your chapter and the retention of your new members.

Sample forms are found in the following appendices:

A chapter age analysis

Visitation (investigation) questionnaire
New member interest survey

A form for new members to fill out with
the names of their friends that they would
like to join DeMolay, etc.

uowy

After you have finished Step #7, you should review the program you developed. See what you can do
to better it, then start over again with Step #1
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SECTION #3
ORIENTATION---A NECESSITY FOR RETENTION

An important part of every membership program is the orientation of new members. It does little good
to recruit new members, only to lose them a few months later. A dictionary defines orientation as:
"familiarizing or acquainting a person with new surroundings or circumstances; an introduction; and a
lasting direction of thought. Orientation is a necessity in DeMolay if you want your new initiates to
become active, functioning members of the chapter.

QOrientation of DeMolay really begins with the first contact. In his efforts to obtain the prospect’s
signature on an application, the first line signer explains something about who DeMolays are and what
the chapter does. If he is successful in bringing in a signed application, the investigating committee
may continue the education process during its visit. Too frequently, however, it all stops there. Let’s
think about a program that doesn’t stop with the investigating committee, but goes on to see that the
new initiate becomes active,

Consider starting a "Big Brother" program. This program has proven itself successful. It involves
assigning a chapter member to serve as a "Big Brother" to the new initiate, guiding him through the
orientation period. The orientation period is defined as beginning when the prospect is elected to
receive the Degrees and ending when the new brother has successfully returned his DeMolay Degree
obligation and received his obligation card. During this period the "Big Brother" should:

1. Call the prospect on -the night of his election to membership in the chapter,

' congratulate him on his election to receive the Degrees and convey a sense of
enthusiasm for the future., He should tell the prospect when and where he will
receive the Initiatory Degree and what he should wear that night (preferably jacket
and tie, minimum dress: shirt and tie with slacks). Note: this call should not replace
the official letter notifving the prospect of his election and the date of his initiation
which the Scribe should still send. It merely provides advance notification, a
demonstration of personal interest, and an opportunity for personally conveying
congratulations, Tell him of any upcoming chapter events or functions and invite
him to attend, if appropriate. Offer to arrange transportation, If he attends, be sure
he is introduced to everyone and make him welcome. Don’t leave him alone.

2. Call the prospect again a day or so before the Initiatory Degree. Remind him of the
initiation and dress for the evening, and tell him what time you will pick him up to
take him to the meeting.

3. Attend the Initiatory Degree.
4, Stay with the new initiate after the degree. Introduce him to everyone and be sure

he has the chance to shake everyone's hand. Don’t leave him alone. Give him a ride
home after the meeting