Pur pose:

League counci

Navy League of the United States
Council Oficer & Board Menber Training

Counci | Bui |l di ng

To present and discuss guidelines for growing a Navy

by wutilizing all resources available and the

Board of Directors.

Learni ng Obj ecti ves:

Agenda:

Limt:
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To under st and t he scope of counci
accountabilities and possible activities that a
Navy League council may support.

To identify the resources available to a Counci
Board of Directors for conducting and supporting
council activities.

To prioritize and select council officers and
activities that conplenent council resources and
menber interest.

To establish short and long term goals for
sel ected counci | activities, i ncl udi ng
accountability for tracking indicators.

To develop an action plan for achieving council
goal s.

Di scuss the inportance of Board Recruiting.

Assess council and community resources.

Prioritize accountabilities and activities based
upon resources and council menber interests.
Establish short and long term goals for your
council, including appropriate neasurenents.
Finalize action plans, including preparation of
an Annual Plan and training for key officers.

2 hours
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The Chal | enge of Council Buil di ng

Navy League councils conme in all sizes with a diversity of
menbership and a variety of resources available to organize
activities and prograns. Some councils receive trenmendous

support from their comrunities: financial support, publicity,
sea services support (for nmenbers and their famlies) and youth
group support. Oher councils report financial difficulty, |ack
of volunteers, and aging nenbership. A new Council President
who assunes office with a desire to have a successful tenure
must focus first on the process of building the council to
achi eve success. The steps in this process are described in
t hi s wor kshop:
- Recruit a large, diverse Board of Directors;

Assess conmunity resources that can be utilized to
support your council activities and prograns;

Prioritize activities and progr ans to sel ect
accountabilities that your counci | is capable of
managi ng;

Assess nenbership talents and match people wth
accountabilities;

Establish reasonable and neasurable goals for your
sel ected activities and prograns; and
Forrmul ate a plan to nove your council forward.

The Council President should not attenpt to conplete these steps
in isolation, since running a successful council requires the
support and invol venent of many nenbers of the council and your
community resources. This is a Board of Directors activity and
should be acconplished during a Council Annual Leadership
Retreat/ Strategi c Pl anni ng Sessi on.

Recruiting the Board of Directors

Some Council Presidents will be blessed with a large, diverse
Board of Directors that have experience and are willing to work.
A review of the history of such councils usually reveals that
the large, diverse Board of Directors was recruited by a
farsighted Council President or Council Nomnating Conmittee
that realized that many hands reduce the work of everyone.
Stated another way, people will volunteer to join a large board
nore readily than a small board because the size of the board
gives them a |evel of confort that they will not be overworked
if they join the board. Small boards scare away potential board
menber s! Most councils, however, have small boards, often
popul ated with veteran Navy Leaguers who, though wlling, are
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tiring of board duties and are planning to retire! \Wat can you
do as Council President if you are in this situation? Recruit a
| arger Board of Directors!

Recruiting many board nenbers is not easy, as nmany Council

Presidents will attest. Many nenbers are “over commtted” and
do not want to take on additional responsibility. Sonme may be
facing ill health, or business denmands that prohibit extensive
vol unt eer work. Many objections will be raised, so the key
requirenment for success in board recruiting is to have a
conpel ling reason for sustaining the organization. Every Navy
League council was formed sone tinme in the past to neet a | oca

need — supporting local mlitary personnel, adopting nanesake
ships or stations, a belief in the need for strong sea services
as a maritime nation, or a nyriad of other reasons. ldentifying

these reasons is a starting point for your recruitnent efforts.
In addition, review the Mssion and Goals of the Navy League so
that you can rem nd nenbers why they joined in the first place.
Renenber, you nust be able to respond to the question *“Wy
should | join the Board of Directors?”

In searching for new board nenbers you should | ook outside the
boundari es of your existing mnenbership. There is an excellent
reference docunent titled “The X-Board Program for Counci
Organi zati on and Managenent”. Two key nessages of this docunent
are: (1) recruiting a large, diverse Board makes room for new
menbers of the Navy League, thus leading to growh of vyour
council (big board = big council), and (2) your Board should be
conposed of comrunity |eaders from many professions — attorneys,
busi ness executives, cl ergy, gover nirent adm ni strators,
educat or s, el ect ed officials & representatives, medi a
pr of essi onal s, vol unt eer | eaders and retired sea service
| eader s/ spouses. Your council needs the specific expertise of
nost of these personnel to support your prograns (for exanple,
accounting and financial nanagenent). Your youth groups may
need adult |eaders, adm nistrative help, or perhaps fundraisers.
In looking for such talent, an excellent source is conmunity
affiliate nenbers. If your council does not have an active
comunity affiliate recruiting program a workshop nmay be
scheduled and a goal set to recruit the community affiliate
menbers with the skills your council needs.

Can you think of additional sources for board nenbers? Pl ease
share your ideas wth the group.

Next we wll discuss the process for recruiting comunity
| eaders to your Council Board of Directors.

Council Building.doc 3
WJW 03/12/2003 © 2002 Navy League of the United States



Council Building Workshop

The Board Menber Recruiting Process

Recruiting new Board nenbers is closely related to the scope of
activities your council currently delivers or could deliver with
addi ti onal hel p. The key activity is to develop a Council
Annual Plan and recruit volunteers to execute this plan. Before
we can develop a plan, a review of what notivates people to join
the Navy League and participate in council activities is useful.

Navy League Menbership Survey - 1999

An extensive survey was conpleted in 1999 with Navy League
menbers answering questions about their satisfaction with the
Navy League. The results are insightful and should help us
design our Board recruiting strategy and Council Organi zati on.

What are the strengths of the Navy League?
The top four strengths identified were:

1. Support and recognition of sea services personnel;

2. I nfl uence | egislation that supports the sea services;
3. Provi de opportunities for young people; and

4. Support the community.

Lack of awareness and interest at the council |evel; and

Correspondi ngly, two strong weaknesses were identified:
1.
2. Agi ng nmenber shi p.

What are the npst conpelling reasons to join the Navy League?
The top four reasons to join were:

1. Want to support the sea services;
2. Patriotism
3. | nt er est in Navy League Prograns (especially youth

prograns); and
4. Menber shi p benefits.

What is nost satisfying about nenbership in the Navy League?
There were five responses nost cited:

1. Participation in social prograns at the |ocal |evel;

2. Qpportunity to tour ships and interact wth enlisted
per sonnel ;

3. Support of the sea services;

4. Sea Power mmagazi ne; and

5 Support of youth prograns (schol arshi ps, See Cadets).
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O her studies have shown that people volunteer for one of three
reasons:

Achi evenent — they want to give sonmething back to society
(the charitabl e inpul se).

Affiliation — they want to neet new people or associate
wi th people who share their val ues.

Power — they want to be in a |eadership position and

i nfluence the direction of the organizati on.

Now that we have a better understanding of what attracts people
in general to the Navy League and what nptivates volunteers,
here is a six-step process for recruiting new Board nmenbers in
your conmunity:

Assess your comunity’s strengths.

Est abl i sh progr amns t hat conpl enent comunity
i nterests.

Devel op your sal es presentati on.

Practice sales presentation and identify objections.
Prepare a prospect list of potential Board nenbers.
Initiate Board nenber recruiting.

N -

© oA w

Let’ s get started!

1. Assess Conmunity Resources. There is a council in your
comunity for a reason. The reason may no |onger be valid,
but that doesn’'t nean we should ignore it. Sone reasons

councils were formed include:
A desire to support and interact with personnel at |oca
mlitary facilities — ships, bases, stations or reserve
centers in one of our sea services (Navy, Marine Corps,
Coast CGuard or Merchant Marine);
A desire to sponsor |ocal ships or host ship visits in your
conmuni ty;
A large population of mlitary retirees who want to
mai ntain their connection with the sea services;
Supporting the conmm ssioning of a ship, particularly a

“nanesake” ship (naned for t he comruni ty, st at e,
geographical area, local resident or |local historical
event);

Adoption of the community’s “namesake” ship;

Yout h group support — Naval Sea Cadet Corps, Naval Junior
ROTC, Marine Corps Junior ROIC, Young Marines, Sea Scouts
or NROTC units found in many comunities;

A parent’s desire to support a child involved in the sea
services or a youth group;
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A desire to support a sea services historical platform
(ship, base, site); or

A desire to denonstrate support of our country (patriotism
and the sea service personnel fighting to protect our
freedons.

Exerci se
Pur pose: To sunmmari ze the strengths of your conmunity.
Agenda: 1. List below the reasons you believe a council

exists in your conmmunity.
2. List below reasons |local ~citizens support a

council in your comunity.
3. Rank your responses in inportance to the
communi ty.
Community Strengths Rank Citizen Support Rank
Limt: 15 m nutes

This list helps prioritize your council prograns.

2. Select Council Prograns to Support. Counci | prograns shoul d
be selected to align with the mssion and goals of the Navy
League, yet align wth comunity strengths and interests.
Let’s review the Mssion and Goals of the Navy League before
deciding what progranms to continue supporting, or to start
supporti ng.

The mi ssion of the Navy League is to inform the Anerican
people and their governnent that the United States is a
maritinme nation and that its’ national defense and econom c
wel | being are dependent upon strong sea services — United
States Navy, United States Mrine Corps, United States
Coast CGuard and United States Merchant Marine.
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The Navy League acconplishes its’ mssion by focusing its’
efforts on meeting four goals:

1. Educate national |eaders and the nation.

2. Support the nen and wonmen of the sea services.

3. Provide assistance to the sea services.

4. Support youth prograns.

To conplete the remainder of this workshop, a review of
brainstormng is needed. Structured brainstormng has three
phases (steps):

1. Generation

2. Carification

3. Eval uation

Brainstormng is always conducted to answer a question. The
guestion is witten on the easel pad or board so that the group
can focus on possible answers. A facilitator controls the

process and a scribe captures responses. Here's the process:

Ceneration: During the generation phase, we want to collect the
i deas of the participants in the quickest, nost efficient manner
possi bl e. We acconplish this objective by followng the Rules
of Brainstorm ng:

Only one person may speak at a tine.

All ideas are recorded on an easel or board and kept

vi sible to everyone.

Express your idea using the KISS principle (keep it

short and sweet).

Each person contributes only one idea when it is his

or her turn.

Everyone is given a turn in sequence.

It’s OKto pass if you can’t think of another idea.

Don’t repeat ideas already |isted.

Build on the ideas of others.

No criticism or discussion of ideas as they are being

gener at ed!
Clarification: The «clarification phase gives everyone an
opportunity to ask questions about any idea |Iisted. The

objective of this phase is to ensure that everyone has the sane
under standi ng of the idea that has been recorded.

Eval uati on: The eval uation phase gives the group an opportunity
to conbine ideas that are simlar and elimnate ideas that don’t
appear to fit the question.
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Exerci se

Purpose: To prepare a |ist of progranms your council supports.

Acti on: 1. List the prograns your council currently supports
on the worksheet bel ow.

2. Review the goals of the Navy League and the |ist of
community strengths. Brainstorm possible new
prograns using the question “Wat new prograns
support the Navy League goals and align with our
community’s strengths?” After eval uation, add
proposed new prograns to the worksheet bel ow.

2. Determne what action is necessary to inplenent
each proposed new program

3. Complete an action plan to obtain resources
(people, facilities, funding) to inplenment new
prograns sel ected.

Limt: Thi s exercise should take 30 m nutes.
What prograns Current | Resources Action to | Remarks
could the council |[or New? |needed to conpl ete (ldentify
support? i mpl enent ? (5WLH) Go/ No Go)
Council Building.doc 8
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3. Prepare the Sales Proposition. Wiy should a business or
community |leader join the Navy League and becone involved in
your Council Board of Directors? Wat are the benefits to the
| eader? These are two inportant questions that you nust be
prepared to answer before attenpting to expand your Board of
Directors. Here are sone benefits you mght want to include
in your sales proposition:

Patriotism Al though the events of September 11'" are not as
fresh in our mnds today as they were in 2001
there is still a lingering question in the mnds

and hearts of many Anericans: “Wiat can | do to
support the War on Terrorisn?” Turn the question
around and you have your initial approach to any
busi ness or comunity | eader: “What are you doing
to support the young nen and wonen fighting the
War on Terrorisn?” |If the respondent is unsure,
followup with the conpelling question “Do you
want to do sonething to support the young nen and
wonen fighting the War on TerrorisnP” If the
answer is positive, then tell them about the Navy
League (Note: you will probably be recruiting the
| eader as an individual nenber and a Board nenber
at the sanme tine).

Net wor Ki ng: In many conmunities the Chanber of Commrerce gives
its nenbers the opportunity to network and seek
new business opportunities. Your Navy League
council can give a business |eader the sane
opportunity, often at |ess cost than the Chanber
(we don’t want to conpete with the Chanber of
Commerce, we want to conplenment then). If you
have mlitary facilities in your commnity,
potential Board menbers may seek the opportunity
to neet mlitary leaders in a social setting. An
active Community Affiliate recruiting program
also focuses on networking as a benefit of
i nvol venent in the Navy League.

Visibility: Closely related to networking is visibility in
the comunity. Al though you are targeting
comunity |eaders for recruiting, many business
| eaders  want greater visibility for t heir
busi ness. Counci | Board nenbers should be
featured in your council’s newsletter, website,
and other pronotional material (event flyers,
newspaper articles, etc.). Sponsor shi p
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opportunities provide visibility for the business
| eader in a positive way — supporting our troops!
Many council events, such as sea service famly
appreci ation events, providing your Board nenbers
visibility.

Youth Groups: Many comunity | eaders want to support the youth
in the community, and the Navy League can hel p!
Your council may support the Naval Sea Cadet
Corps (NSCC), the Naval League Cadet Corps
(NLCC), the Naval Junior Reserve Oficer Training
Corp (NJROTC), the Marine Corps Junior Reserve
O ficer Training Corps (MZJROTC), Young Marines,
and the Naval Reserve Oficer Training Corps
(NROTC) . The young people supported by Navy
League councils are the future |eaders of our
country, and many comrunity |eaders are proud to
support them

Ship Visits: | f your council is |ocated near a body of water,

ship visits are possible. Navy, Coast Guard and
Mlitary Sealift Comand ships <can also be
toured, as well as any nilitary base, station or
facility. Reserve Centers are |located across the
United States and are the only mlitary presence
in sone conmunities. Meeting the young people on
active or reserve duty in the sea services is a
benefit of Navy League invol venent.

Adopti on: Many councils adopt ships, stations and units of
the sea services. Community | eaders wel cone the
opportunity to participate in the adoption of
mlitary units. The council w1l also sponsor

specific awards for the adopted wunits, which
i ncreases satisfaction with the rel ationship.

Soci al : Sonme councils use an active social calendar to
attract comunity |eaders, particularly those
Wi th previous service in one of the sea services.

These are sonme of the benefits reported by other councils that
help recruit comunity leaders to their Board of Directors.
Your council wll need to prepare a detailed listing of the
benefits being offered to prospects for your Board of Directors.
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Exerci se

Purpose: To prepare a list of benefits your council offers to
potential Board nenbers.

Acti on: 1. Brainstorma list of potential benefits your
council could offer to conmunity | eaders.

2. Determne what action, if any, is necessary to
nmake each potential benefit available to comunity
| eaders.

3. Prepare an action plan to gain approval for the
benefit and make it operational.

What action is Who wil | Is Board |Wien wl| Remar ks
needed? conpl ete approval action be
this action? |required? |conpleted?

4. Schedule a follow-up neeting to review progress
and conplete the final benefit |ist.

Limt: 15 m nut es.

Recruiti ng new Board nenbers should not be attenpted until your
council has conpleted a “List of Benefits for Board nmenbers -
XXXXXXX Council”. This list should be produced on counci

| etterhead and nmade avail able to your Board recruiters, who wll
be identified in the next step.

4. Select & Train Recruiters. Your recruiting team is your
current Board of Directors. Council nenbers who are well known
and respected in the coomunity are al so excellent candi dates for
recruiting, but they nust be trained. The recruiters need to
know the Navy League and be conversant in what your council
does! Therefore, preparation and practice are inportant to the
success of your Board recruiting canpaign.
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For best results, schedule a working neeting (at |east one hour)

to prepare and practice presentations. The basi ¢ approach has
three elenments: An opening, the “elevator speech”, and the
cl osi ng.

Qpening. The openi ng needs a “hook”, a question that begs for a
response and nakes the prospect want nore information. The
question cited earlier works well for nost Board recruiters:

“What are you doing to support our young nen and wonen fighting
the War on TerrorisnP”

An alternative (softer) approach is:

“Do you want to do something to support our young men and wonen
fighting the War on TerrorisnP”

|f the community | eader does not respond affirmatively to these
guestions, consider a youth group question, such as:

“Do you want to support (do nore to support) the youth in our
comruni ty?”

The initial approach is nore likely to be successful if you know

the “hot buttons” of the comunity [ eader. Does hi s/ her
organi zati on support a youth sports team for exanple? |If so,
the “youth” approach may be successful. What ot her

organi zations does the comunity |eader support (look at the
decals on the w ndow of the business)? Do they provide a
logical link to Navy League activities, and thus a hook? Does
anyone in your council know the owner? |If so, can they provide
insight into the |eader’s “hot buttons” and can they introduce
the leader to the council? “Know your prospect” is inportant
for inmproving your success rate in recruiting.

El evator speech. The 2-minute “el evator speech” is your answer
to the question “Wat is the Navy League?” Your presentation
should tell them about the Navy League in two mnutes or |ess.
The “M ssion and Goals” card is a good job aid for your elevator
speech, but you need to be able to deliver it wthout reading
t he card!

Cl osing. The prospect should be given a summary of benefits,

both national and local, wusing the prepared materials as a
presentation guide. Don’t go on too |ong about the benefits -
your prospect will give you visual clues when to stop! The nost
Council Building.doc 13
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i nportant part of the closing is to ask the prospect to join the
Navy League first, then followup by requesting that s/he join

the Board of Directors! This request should be natural, in your
own words, and sincere. For exanple: “I would |like to have you
as a valued nenber of our council and the Navy League - please
join us by conpleting this application and giving nme your check
for nmenbership.” At this point the prospect will say yes, or
rai se objections. You should anticipate possible objections and
practice responses to the ones you identify. Once again,
preparation and practice will inprove your success rate.

Each recruiter needs their own script so that their approach is
natural and confortable. Witing the words (script) on a 3x5
card and practicing delivery with other nenbers of your Board
will give you confidence. The next exercise wll get you
started.

Exerci se
Purpose: To prepare Board recruiters during a practice session.

Acti on: 1. Working individually, prepare your opening and
your “elevator speech”. Wite out vyour final
version on 3x5 cards.

2. As a group, review NLUS nmarketing materials, your
list of council benefits and organize your
benefits sunmary.

3. Brainstorma |list of possible objections that you

anticipate from prospects. Eval uate and delete
the least |likely objections.

4. Brainstorm responses to the objectives. Eval uat e
them for effectiveness and keep two or three per
obj ecti on.

5. Prepare a sunmary table of obj ections and
responses (next page).
6. Schedule a one-hour practice session wth al

Board recruiters. Each recruiter should prepare
and present their opening approach, elevator
speech, summary of benefits, and cl osing. The

recruiting team can give each other presentation
feedback and raise objections to afford practice

in respondi ng to obj ecti ons. Mul tiple
presentations by each Board recruiter will inprove
del i very.

Limt: The preparation session should take one hour; The

practice session takes another hour.
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Anti ci pated bjections to Board Menbership

oj ecti on Responses

1.

2.

3.

Wth practice and experience, asking a local comunity or
busi ness | eader to join the Navy League as a Board nenber w ||
becone easier.

5. Prepare a Prospect List. The preparation of a prospect |ist
is best done with input fromthe entire Board of Directors, as
wel |l as influential council nenbers. Menber s of your Board nay
identify dozens of Ilocal comunity |eaders as prospects -
| eaders wth whom they have a rel ationship. The next exercise
is be conducted with your council’s Board of Directors and your
current influential community and busi ness | eaders.
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Pur pose:

Acti on:

Limt:

Exerci se

To prepare a |ist of Board nenber prospects for your
council and assign a recruiter to contact each
pr ospect .

1.

5.

Call a special neeting of your Council’s Board of
Directors or extend your regular neeting by 30
m nutes; include your current comunity | eaders.

. Pass out lined sheets of paper to each attendee.

Ask each attendee individually to wite down the
name of every community or business |eader they
encounter daily.

. Next, ask each attendee to wite down business

contacts from past enploynent, nenbership in civic
groups, associ ations and fraternal organizations.

. As a group, wite each prospect down on the contact

action list below and determne who wll nmake the
initial contact.
Schedul e fol l owup neetings to track progress.

30 m nutes

Board Candi date Cont act Action List

Who is the
pr ospect ?

Wio knows the |Who will contact VWhen wil |l
communi ty the community contact be
| eader ? | eader ? conpl et ed?

Council Building.doc
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Plan to discuss results at subsequent nonthly board neeti ngs:
Nunber of community | eaders contacted
Nunber of Board nenbers recruited
Success rate (#j oi ned/ #cont act ed)
Probl enms bei ng encount ered

6. Start Recruiting! Recruiting new Board nenbers is a personal
event that is often built on existing relationships. Face-t o-
face contact is necessary to properly deliver your nmessage.
Board recruiters should try to neet the community or business
| eader, or call on the phone as a less attractive alternative.
New Board nenbers will often recommend other community | eaders
for Board nenbership.

Conpl eting the Plan for Success

Successful councils report that a large, active Board of
Directors is one key elenent for increasing the size and
strength of a council. Two other key elements are an Annual Pl an
incorporating diverse prograns and an effective council
or gani zat i on.
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Bui I ding a successful council requires devel opnent of a plan for
council activities that incorporates all constituencies in the
council — the retired mlitary personnel that want to get
updates on what’s happening in the sea services, the younger
menbers with famlies that want prograns focused on support of
sea services personnel and youth groups, and the business
personnel that want to network with mlitary |eaders, conmunity
| eaders and each other. Previ ous exercises in this workshop
have identified prograns that appeal to comunity and business
| eaders. These prograns nust now be incorporated into the
Counci| Annual Plan. The Council Annual Plan is tracked using
council goals wth neasurable indicators. The responsibility
for creating this diverse plan falls to the Council Oficers and
the Board of Directors, since these are the |eaders of the
council .

Measuring results and tracking progress are inportant for two
maj or reasons:
Reporting results is a notivator because “Wat you mneasure
Is what you expect!” Smart managers know that neasurenent
I s managenent’s hi dden persuader. Peopl e are accountable
when they know results are being tracked and reported.

Success requires recognition to be sustained. Cont ests
anong sal es people are well known in business because the
best sal es people are conpetitive and want recognition.

The Council Annual Plan should be wi dely conmunicated to counci
menbers through the council newsletter and website.

Many councils conplete their Annual Plan at their Annual
Leadership Retreat/Strategic Planning Session. This session is
normal Iy planned by a conmttee chaired by the Council President
Elect. Al Board nenbers attend. The basic session takes two
hours; a guide of 30 m nutes per program scheduled for the next
year is in addition to the basic planning session. The planning
session incorporates the council building activities fromthis
wor kshop.

The council organization selected is based upon supporting the
council’s mjor progranms and providing for basic |eadershinp.
Each mmjor program has to have a Council Oficer or Conmttee
Chair responsible for planning the program and supporting it
with people, facilities and noney. Counci | Posi tion
Descriptions should reflect these accountabilities. Ceneric
Council Position Descriptions start the process of establishing
an organi zation chart and assigning responsibilities.
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Council and comunity resources can be suppl enented by outside
resour ces from National Headquarters or ot her sour ces
(Regi on/ Areal/ ot her councils). The basic questions that need to
be asked are:

Do we have enough volunteers to support the progranf

Do we need training to properly inplenent the progranf

Do we need additional facilities or equipnent to properly

support the progran?

Wio is the NLUS Headquarters staff support person for this

pr ogr anf?

Are there other councils that perform this program well

that m ght assist us?

Finally, when building the Council Annual Plan, beware of
vol unteer overload: “If you try to do everything, you wll
acconpl i sh not hing!”

Exerci se

Purpose: To prepare a Council Annual Plan that incorporates
your community’s strengths, Board nenber expertise and
di verse prograns.

Acti on: 1. Call a special neeting of the Board of Directors.
The purpose of the neeting is to conplete the Annual
Leadership Retreat/ Strategic Pl anni ng Sessi on.
Schedul e at | east two hours for the neeting, plus 30
m nut es/ program support ed.

2. Establish the neeting schedule and format for Board
of Director neetings. I ncorporate changes from
wor kshops conpl et ed.

3. Review the Navy League goals and identify council

prograns that align wth each goal. I ncl ude
prograns from the list created in the Exercise on
page 8 of this workshop. Update the Ilist to

i ncorporate the subsequent actions of the Board (new
Board nenbers recruited, resources obtained, etc.)

4. Establish goals for each program that can be
nmeasured and reported to the Board nonthly. Goal s
shoul d include both activity and results. The Vice
President for each program nust agree wth the
goals. Finally, recognition should be incorporated
into the plan (how will we celebrate attaining our
goal s?)

5. Schedule activities and/or events for each program
The council conmttee involved in supporting each
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program should submt a proposed schedule of events
to the Board of Directors before the planning
retreat. Funding for each activity nust be included
(either from existing funds or fundraising). O her
resources, if required, should also be listed. Each
activity/event proposed should denonstrate a link to
nmoving the indicator for the associated council
goal .

6. Review Council Oficer accountabilities to verify
that each program has an accountable officer or
comm ttee chair on the Board.

7. Conpl ete an Action Plan for each approved program
8. Establish reporting requirenents for nonthly board
meeti ngs (which indicators, how often?).
Limt: Two hours plus 30 m nutes/program
Program Action Pl an
What actions do Whi ch counci | VWio will do Vhen wil | What ot her resources are
you plan to take? |indicator is it? it be requi red and how will we obtain
i nked? done? t hen?
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