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INTRODUCTION 

 
This Manual has been prepared with two major purposes in mind: 
 

To clarify the function and value of LEADS CLUB. 
 
To provide guidelines for the management of the Chapters. 

 
Sections in this Manual are devoted to and focused on the organizational structure 
of LEADS CLUB, and the Membership and Management of LEADS CLUB Chapters. 
 
The Manual is a LEADS CLUB, INC. handbook, and is intended to explain the 
responsibilities and outline programs that are necessary for a successful LEADS 
CLUB Chapter.  The Manual precisely outlines operating procedures; contains 
sample forms; as well as other aids. 
 
LEADS CLUB Manual is not a public document.  It is not intended for general 
circulation.  It is assumed that those possessing the Manual for their use in 
managing a LEADS CLUB Chapter will respect its confidentiality.  Further more, 
those using the Manual, in properly managing a Chapter, will return the Manual to 
the owner at the termination of their agreement or upon request. 
 

THE PURPOSE OF LEADS CLUB 

 
The sole purpose of LEADS CLUB is to provide weekly, in depth business promotion 
between business professionals and to provide business people with increased 
business with minimum time expended. 
 
LEADS CLUB is for success-oriented business people who are serious about 
increasing their business.  Members are business people who insist that the hours 
they devote to business development be spent effectively. 
 
It is appropriate and productive to state in LEADS CLUB what referrals we want and 
what areas we want to break into, and request inside information.  LEADS CLUB 
offers a strong network of success-oriented business people.  It is designed to 
enhance and supplement traditional avenues of advertising. 
 
The LEADS CLUB method of spaced, timed repetition of information produces 
quality business referrals that increase the Member’s business. 
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HISTORY 

 
The first Chapter was founded by Ali Lassen in 1978.  LEADS CLUB was originally 
created for business women.  Response was positive as Ms. Lassen received many 
requests to open additional Chapters.  As a result of these requests, Lassen 
formalized her system, allowing Chapters to be formed and operated worldwide. 
 
After numerous requests from business men, CONTACTS was formed in 1984, 
utilizing the same method that had proven so profitable for the Members of LEADS 
CLUB. 
 
In 1986, Chapters opened under the name SUCCESS SYSTEM, which included 
both business men and women.  This brought the LEADS CLUB method full circle, 
offering options suited to a wider range of individual needs. 
 
In 1990, it was determined there was confusion over the three names.  The method 
was the same for all three groups, so, it was decided to refer to all three groups as 
LEADS CLUB, with a division for women, one for men and a division for men and 
women.  Also in 1990, the first overseas Chapter of LEADS CLUB was formed in 
Adelaide, Australia, which made LEADS CLUB the International Networking Leader 
for women and men in business. 
 

ORGANIZATION 

 
Each LEADS CLUB Chapter has a maximum of 30 Members.  Members pay an 
initiation fee, plus monthly fees.  Members are guaranteed non-competition within 
their business category. 
 
All Chapters are operated by Leadership Teams, who are trained in the LEADS 
CLUB system at Orientations, held at changeover.  Each Team holds their position 
for the designated length of their term.  They are responsible for following the 
directions of the Manual and supportive materials, recruiting Members, conducting 
meetings, collecting fees and submitting to their designated office (see page 7), 
Chapter operation, and submitting copies of appropriate charts as designated further 
in this manual to their Regional Office. 
 
Regional Office oversees  and directs the Chapters within their Region.  They are 
business persons providing this service and the necessary materials to the 
Members. 
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The International Headquarters (HQ) trains and consults with the Regional 
Offices and Chapters so that a quality service is maintained for the Members. 
 
The operation of all LEADS CLUBS is uniform.  Meetings are scheduled weekly 
and follow the Manual’s procedure of spaced, timed repetition of specific information 
concerning each Member’s business and desired LEADS and referrals. 
 
SUMMARY: 
 

MEMBERS: Follow and use the LEADS CLUB system, as 
presented in the LEADS CLUB Member Handbook, a   
method of networking for business referrals. 

 
LEADERSHIP TEAM: Lead their Chapter according to the information in  the 

Manual and provided at the Orientation. 
 
CHAPTER CONSULTANT/ 
AMBASSADOR: Visits their designated Chapters regularly. Assists and 

instructs Leadership Teams and Members in order to 
produce good results for each Member. 

 
REGIONAL OFFICE: Oversees and directs the Chapter Consultants and 

Chapters within their region.   
 
INTERNATIONAL HQ Directs, trains, and consults with the Region Offices, 

also directly supervises and directs their Chapter 
Consultants and Chapters.  Provides research, 
develops programs for maintaining good results for 
the Members, produces and warehouses all materials 
used. 

 

PHILOSOPHY 

 
A business is an entity existing primarily in the financial world; however, LEADS 
CLUB believes that businesses must exist for some higher purpose than their 
financial aspects alone.  A business is not a master to be served by people, but 
should itself serve.  The reason for our existence is to serve the higher purpose of 
“helping people help themselves.” 
 
Our Services – should always be of superior quality – the very best that we can 
provide.  We refuse to offer a service in which we do not believe and cannot take 
personal pride.  We will always offer maximum value for every dollar invested. 
 
Members and Clients – They are the foundation of our business.  Our only true asset 
is our ability to serve them.  In all of our dealings we will be honest, truthful and 
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strive to serve their best interest and provide an effective means to increase their 
business. 
 
Associates – We respect the value of those associated with us as fellow human 
beings and their right of self-determination in setting their own career objectives.   To 
the best of our ability we will afford those associated with us a career opportunity 
where personal objectives may be reached.  The environment within our group shall 
be such that those who are so motivated can develop personally, seek 
advancement, and earn greater success. 
 
Competitors – We do not compete with those who serve.  We endorse their efforts 
and seek only to cooperate.   
 
Profit – We believe in making a fair and honest profit.  The continuation of our 
business and its ability to fulfill its purpose is dependent upon it.  We refuse to deal 
with any of our publics on an unprofitable basis, least we fail them all. 

 

MANUAL “HOW TO” 
 

The responsibilities of the Leadership Team are explained in detail in sections, 
labeled according to their title:  Director, Assistant Director and Coordinator. 
 
Charts and worksheets are provided in the Kits.  These are labeled according to the 
title of the Leadership Team Member. 
 
Additional materials are provided in the Kits given to each Member of the Leadership 
Team, and those materials correspond to the directions of the Manual. 
 
General information for all Members of the Leadership Team is labeled in the 
Manual. 
 
All materials are to be kept in the bag/container provided for you; either the Manual 
binder or the bag/Kit. 
 
All materials are to be returned to your area’s designated office at the end of the 
agreement date, or other termination of agreement. 
 

ADVERTISING FEES 
 

LEADS CLUB is a business that provides a specialized advertising service for 
business people.  All materials for the effective use of this method are available and 
provided.  A percentage of the fees are paid to the Regional Office by the 
International Headquarters. 
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It is often difficult to comprehend exactly how involved the LEADS CLUB system is, 
especially when a Chapter is running smoothly.  To better understand how this 
process works the following is a “behind the scenes” look at LEADS CLUB. 
 
INTERNATIONAL HEADQUARTERS:  With a staff on hand to assist with the day to 
day workings of the Chapters and assisting the Region Offices, the International 
Headquarters oversees the quality of networking activity as well as the quantity of 
LEADS and referrals received by each Member.  It is the purpose of the LEADS 
CLUB International Headquarters to simplify the networking process so that your 
Chapter is as efficient and productive as possible. 
 

REGIONAL OFFICES:  Regional locations throughout the U.S. and abroad, are on 
hand to assist you.  Not only do these offices handle the local aspects of our 
organization, but they are also responsible for monitoring Chapter activity and 
guiding any possible conflicts to a quick and equitable solution.  In addition, these 
offices ensure your Chapter has the tools it needs to maximize results-oriented 
networking activity. 
 
ORIENTATION: Leadership Orientations ensure that the Leadership Team 
transitions are expedited smoothly. Incoming Leadership Teams are orientated into 
the LEADS CLUB system and prepared to take over Chapter leadership.  Trained  
Consultants are also provided to offer insight and helpful suggestions during their 
regular visits to your Chapter.  As part of the closely monitored system, these visits 
not only give Members the opportunity to meet with the representatives of the 
LEADS CLUB organization, but they give the designated office for your area a hands 
on look at Chapter activity, allowing them to ensure that all Members are using the 
LEADS CLUB system to its fullest advantage.  The LEADS CLUB system firmly 
believes that the key to successful networking is effective, and open communication. 
 
RESEARCH AND DEVELOPMENT:  The extensive research and development that 
has been put into the LEADS CLUB system is what makes LEADS CLUB different 
from other organizations of its kind.  In order to keep current with the quickly 
changing business environment, and to maintain a high level of expertise, LEADS 
CLUB is constantly updating and fine tuning the system.  This is done by developing 
new geographic areas and by creating new methods of exposure.  The FOCUSED 
NETWORKING workshops are one example. 
 
Although there are imitators, LEADS CLUB remains the most efficient and results-
oriented method of giving your business the exposure it needs to be successful.  We 
put your fees to work for you by maintaining a closely monitored system. LEADS 
CLUB, with Region Offices and Consultants, is able to uphold the level of quality and 
consistency which separates LEADS CLUB from any other like organization. 
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DUTIES AND RESPONSIBILITIES OF LEADERSHIP TEAM 

 
Leadership Team Members have a high profile which will, in turn, give you the 
potential to experience a higher than average business increase. 
 

When you agree to be part of the Leadership Team of your LEADS CLUB Chapter 
you agree to: 
 

• Sign an agreement making a commitment for the designated time of term on 
the Leadership Team. 

 

• Attend an Orientation preparing you to effectively use the LEADS CLUB 
system. 

 

• Be at each weekly LEADS CLUB program 15 minutes early to greet Members 
and Visitors, and remain 15 minutes after end of program. 

 

• Assist in recruiting Members in order to maintain a 30 Member Chapter. 
 
These duties are discussed further in the manual and elaborated upon at the 
Orientation. 
 
DIRECTOR 

1. Conduct weekly LEADS CLUB program. 
2. Collect Member and Visitor fees. Remit to the International Headquarters or 

National Office. 
3. Confirm and instruct new Members. 
4. Keeper of the Contact Card File. 
5. Arrange replacement of LEADERSHIP TEAM Members at the end of your term 

or other vacancy. 
6. Coordinate and direct the efforts of the LEADERSHIP TEAM so that a full 

membership is maintained and the LEADS CLUB method, as outlined in the 
Manual, is carried out effectively. 

 
ASSISTANT DIRECTOR 

1. Schedule weekly speakers from the membership. 
2. Official Keeper of “LEADS and Referrals” Chart. 
3. Chapter Business Card File. 
4. Visitors Packets 
5. Publicity and Media. 

 
COORDINATOR 
1. Keeper of Member Attendance Chart. 
2. Time keeper of program. 
3. Liaison with the meeting place and in charge of food/beverage choices. 
4. Appoints Chair Positions. 
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You will receive all the necessary materials and training in order to produce and 
maintain an effective LEADS CLUB Chapter.  Your area’s designated office will 
provide supplies, training, monitoring and consultation so that good results will 
occur. 
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DIRECTOR DUTIES AND RESPONSIBILITIES 
 

Leads Club is eager to assist you in such a way that effective results are realized.  
We want this experience to be enjoyable and productive for you. 
 
You make this commitment by signing an agreement; beginning and ending dates 
are listed on the form. 
 
An Orientation is provided to give you the opportunity to become familiar with the 
LEADS CLUB method and procedures used to get good results for all of the 
Members. Before attending the Orientation, read the manual, look over the materials 
in your Kit, and note any questions. The Orientation agenda will cover the material in 
this manual, give you supplemental material, and information, and answer your 
questions. 
 
The materials checked out to you by your designated office remain the property of 
the office, and are to be returned to the office at the end of your agreement. 
 
The detailed duties of the Director are itemized below. A kit is provided that contains 
a supply of materials and files for this position, including the Contact Card file, 
trophy, master worksheets and LEADS signage. A summary checklist will follow the 
end of this section. 
 
Conduct weekly LEADS CLUB programs (Existing Chapters) 
 

Meet with Leadership Team before each weekly meeting.  
• Arrive at the venue 15 minutes early to meet with the Leadership Team 

and to greet Members, Visitors and Guests. 
• Review the past week’s activities and accomplishments. Brainstorm 

solutions and recommendations and determine what items need to be 
reviewed by your Region’s designated office. It is the Director’s duty to 
work with the designated office to report any unusual situations and get 
their directives on how to best handle each situation.  

• Assign business categories to the Team including yourself, to avoid 
duplications of effort in bringing in potential Members and filling your 
weekly goal of at least two (2) visitors. 

• Discuss contact cards and results. Keep extra Lead Cards and receipts 
in your kit as well. Furnish information and updated copies of your 
charts to the other Members of your Team for their back-up files. 

• Review attendance and fees and arrange for notifications that may 
need to be sent.  Members forfeit their membership on their 13th 
absence or after the second week of non-payment of fees (also see 
page 30).  The Coordinator is to notify you when a Member’s absences 
are close to the maximum allowed.  A form letter is provided for this 
use.  When a person has had their 13th absence in a 12 month period, 
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notify them by form letter that their membership is no longer valid.  See 
that their business cards are removed from the file. Remove their 
name from your master sheet, and open the category for someone 
new to join.  Check that the other Members of your Team have deleted 
the name from their lists.  Inform the membership that “so and so” is no 
longer a Member, and that Business Category is now open for another 
person.  Have the Coordinator notify your Regional Office of the drop. 

• Check on publicity with Assistant Director 
• Check on speakers schedule with Assistant Director 
• Give materials such as Dropped Member’s names, Alumni Status, 

Supplies needed, to Coordinator to send to your Region’s designated 
office. 

Alumni Status 
 When a Member leaves the Chapter with fees current and within 

the allowed absence limit, the Director presents the Member with 
their ALUMNI CARD. 

 When a former Member presents their ALUMNI CARD when 
applying for membership in another Chapter, their joining fee will be 
at the prevailing re-join rate. 

 The Member is not automatically accepted into membership, but 
must be approved for membership by the leadership of the Chapter 
under the same conditions governing any new Member. 

NOTE:  The leadership of the Chapter may present the ALUMNI 
CARD to the Member in a short ceremony at their last meeting, 
or mail it to the former Member. 

Supplies needed 
 Coordinator coordinates all supply requests.  Orders may be 

submitted online, faxed, emailed or mailed to your area’s 
designated office. 

 
Conduct program according to LEADS CLUB method. The LEADS CLUB 
method uses Spaced, timed repetition of information in such a way that 
produces positive results for the Members. This method has been researched 
and tested, and has successfully produced positive results for businesses since 
1978. Please; no changes, substitutions, or additions .  

 
• Follow the Program Outline provided in the kit. 
• Start each program exactly on time. LEADS CLUB respects the time 

commitment made by each Member. The program is designed to last a 
maximum of 1 hour and 15 minutes. To be certain the program stays 
on schedule, the Coordinator uses a timing device that sound when 
each person has used their allotted time. 

• The Director Introduces the Leadership Team, welcomes Members, 
Visitors and Guests. 
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• 30 seconds for each Member and Visitor to give: 
 Name 

 Business and location if appropriate 
 Request for specific LEADS and referrals 
 

 

• 10 minutes for: 
 Passing of LEAD CARDS to Members, with brief explanations 
 Referrals and recognition for past LEADS 
 Update on progress with those LEADS 

 

• 10 minute business promotion by 3 Members (assigned on a 
rotational basis) 

 

• Second 30 seconds:  Program Variations are suggested 
 Name 
 Business and location if appropriate 

 Request for specific LEADS and referrals 
 

• Director’s closing remarks, Thought for the Day 
 
Conduct weekly LEADS CLUB programs for “New” Chapters: 
(This section may also be used for those existing Chapters that desire a more in depth agenda) 

 

• Coordinate First Meeting 
 Venue:  Clear everything two weeks before first meeting, call again                
the day before the meeting, and thereafter check every week the 
day before the meeting. 

 

• Media Releases: They should be sent out 2-3 weeks prior to the 
first meeting,  together with corresponding photos. 

 

• Calls and Contacts:  You should have 3 times the number of people 
confirmed that realistically you will see at the first meeting.  Your 
goal is to have a minimum of 25 attendees.  Thereafter plan on a 
minimum of 2 Visitors at each meeting. This means that you have 6 
people confirmed. 

 
Arrive at the venue 15 minutes early to meet and to greet Visitors and 
Guests. 
 

• Conduct program according to LEADS CLUB method. The LEADS CLUB 
method uses Spaced, timed repetition of information in such a way that 
produces positive results for the Members. This method has been 
researched and tested, and has successfully produced positive results for 
businesses since 1978. No Changes, substitutions, or additions 
please.  
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Follow the Program Outline provided in the kit. 
 

Start each program exactly on time. LEADS CLUB respects the time 
commitment made by each Member. The program is designed to last a 
maximum of one (1) hour and 15 minutes. To be certain the program stays 
on schedule, the Coordinator uses a timing device that sound when each 
person has used their allotted time. 

 
• 30 second Director Remarks. 

The Director Introduces the Leadership Team, welcomes Visitors 
 and Guests. 
The Director Shares the Purpose of LEADS CLUB 
 

 “THE PURPOSE OF LEADS CLUB IS FOR YOU TO GET GOOD 
BUSINESS REFERRALS THAT PRODUCE YOUR CONTINUING 
AND EXPANDING BUSINESS SUCCESS. LEADS CLUB IS 
DEDICATED TO MAXIMIZING THE USE OF YOUR TIME AND 
RESOURCES TO GET GOOD BUSINESS REFERRALS.  TO 
ACCOMPLISH THIS GOAL, LEADS CLUB USES A METHOD OF 
SPACED, TIMED REPETITION OF INFORMATION.” 

 
• 30 second promotional for each Member and Visitor to: 

Say to the Visitors: “In 30 seconds give your name, name of your 
business and locations, several sentences about your business and 
the LEADS and referrals you want.  The Coordinator will alert you 
when your time is up.” 
Begin with yourself, followed by the Assistant Director, Coordinator and 
then designate who is to be next. Continue around the table until 
everyone has presented. 

 

• 10 minutes for exchanging LEADS and referrals.  
Explain:  “This 10 minute segment is devoted to exchanging referrals; 
however, because this is a new forming Chapter, I will explain briefly 
how we use this time.” 
Show the LEAD CARD and explain its use. 
Show the CONTACT CARD and explain its use. 
Explain what is considered a lead and referral: 

“A lead is a referral to someone outside of your LEADS CLUB 
Chapter.  A quality Lead will connect you with the decision maker 
who will be looking forward to meeting with you.” 

Allow for questions. 
 

• 10 minute business presentation by 3 Members  
  (assigned on a   rotational  basis) 

Explain that 3 Members speak for 10 minutes each on a rotational 
basis.  The 3 speakers for the first opening meeting are the Leadership 
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Team.  As soon as a person joins they are scheduled to speak in the 
first available meeting day.  With a full membership of 30, Members will 
have an opportunity to speak approximately once every 2 months. 

 

• Second 30 second promotional:  Program Variations are suggested 
Use the same procedure as at the beginning.  Refresh their memory by 
repeating what they need to tell.  “In 30 seconds give your name, 
business and location, several sentences about your business, and the 
LEADS and referrals you want.”  
Begin the procedure with yourself, followed by the Assistant Director 
next, the Coordinator after that, and then around the room noting, in 
turn, who is to speak next. 

 

• Director’s closing remarks, Thought for the Day 
 
Thank them for attending. 

 
Invite them to apply for membership and indicate where, in the room, 
they can approach you and how long you will remain to answer their 
questions and accept their completed applications and fees. 

 
NOTE:  When arranging for the Visitors to attend before the first 
meeting, it is important that they be made aware of the costs involved 
with their membership and how any food and beverage costs are to be 
handled, so that they are not presented with any surprises. 

 
Collect Member and Visitor fees and remit immediately to designated office.  If 
appropriate, place yourself by the entrance of your meeting area with necessary 
supplies. A receipt is completed by the Director for payments made by check.  
Credit Card payments must be submitted online or called into the International 
Headquarters.  A fees chart is available to document 6 months of activity. Make 
certain to record each Member as they join. A copy of this chart is sent to your 
Region’s designated office at the end of each month. At the end of your term, this 
chart can be passed on to the new Director. 
Visitors pay an Advertising Fee for each meeting attended. The fees are to 
be collected and sent to International Headquarter or National Office. 
New Members join LEADS CLUB and pay a Registration Fee and the monthly 
fee.  This monthly fee can be pro-rated, equivalent to the remaining weeks left in 
the month.  (Ex: monthly fee divided by 4, then multiply by # of weeks left for 
them to attend).  The following month would be at the regular monthly fee. 
Current Members pay fees at the first meeting of each month.  The fees may 
be paid by check, or online (Member should bring a copy of the email verifying 
payment to the Director).  Announce to the Members at the last meeting of each 
month that fees are due at the next meeting.  Payments are to be made out to 
LEADS CLUB. If fees become delinquent, send out appropriate form reminder. A 
late fee is assessed when a Member’s fees are not received at the first meeting 
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of the month.  A grace period of 2 meetings may occur before forfeiture of 
membership.  

 FORFEITURE OF MEMBERSHIP OCCURS AFTER THE SECOND MEETING 
WITH NON-PAYMENT OF FEES. 

 

Simple bookkeeping for the Chapter. 
 

Receipts: 
 

PLEASE PRINT CLEARLY 
Record the date 
Enter the Chapter name 
Enter the person’s name, even when an agent is representing and is the one 
making the payment. 
Enter the dollar amount received in appropriate space referring to transaction.  
DO NOT USE X’s OR CHECK MARKS, ENTER THE ACTUAL $ AMOUNT. 
Enter the total amount received from the Member. 
Check appropriate box:   Check and enter the check number in the space 
provided. 

 If credit card payment is preferred, refer Member to the Online Payment Center or 
call the International Headquarters. 
Separate bottom copy of the receipt and give to Member / Visitor. 
Place the top copy of receipt on top of the check received.  Note any comments 
necessary for special situations in the comments section (ex.: company check, a 
different Member’s check, two Members on one check). 

 

At the end of each meeting, mail all fees with the receipt slips (TOP COPY) to the 
designated office.  Include APPROVED NEW MEMBER APPLICATIONS & 
REGISTRATION FEES. 

 

NOTE:  The New Member Packet is sent after the office has received both the 
new Member Application and fees.  To avoid delay in new Members receiving 
their Packet, it is important that the application and fees are sent in the day of 
the meeting.  Be sure to check references, and sign the approval area prior to 
submitting. 

 
NOTE: Do not mail cash.  If you do accept cash, send your check for the 
amount being sure to place corresponding receipts with your check, noting 
the member’s information on the receipt. 

 
Confirm and instruct new Members. 

 
APPLICATION.  The applying Member fills in the application completely and 
signs where indicated.  They must list their business category and complete 
the summary description of their business in the space provided.  This later 
portion can be vital in case a question arises, at a later time, as to what 
business they represent with their membership. 
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Give the last copy (goldenrod) to the new Member, keep the next copy (pink) 
for your files, and send the top 2 copies to the designated office along with 
the registration fees. 
• Write in their name, business category and their join date (Ex.: 04/25/11) 

of their membership on the Master Membership Chart. 
• File your copy of their application in the file labeled “Member Applications” 

in your Kit. 
• Check with the Assistant Director and Coordinator to make sure they have 

added the information to their Charts. 
 
Confirmation 
 

Before a person may be accepted into membership, they must be confirmed 
by the Chapter Director who calls and checks their references (see Additional 
Tools section of this Manual for Reference Check  Script) which are provided 
on the application.  The Director signifies approval for membership by signing 
the space provided on the Member Application.   
 

If the Director suspects a conflict of business categories with the application 
of a new Member, follow this procedure: 

 

• Make arrangements for the two people to meet before the next program. 
 

• If a current Member believes there is a conflict, the applying Member may 
not be a Member in this Chapter however they may be placed on a wait 
list or referred to another Chapter. 

 

• If the current Member and prospective Member can come to an 
agreement that there will be no conflict, the current Member, signifies by 
signing their name in the appropriate space provided on the application. 

 
Instructing New Members 

 
They will receive a NEW MEMBER PACKET from International Headquarters 
office upon receipt of their application and payment.  Make an appointment 
with each new Member and go over the material in this packet with them. 
• Emphasize the information in the MEMBER HANDBOOK available online. 
• Show how the LEAD CARDS are used and filed. 
• Explain the use of the CONTACT CARD file and importance of Visitors. 

Explain how and when fees are paid. 
Explain the importance of weekly attendance at the meetings and the 
number of absences allowed before forfeiture of membership. 
Answer questions regarding presentations of weekly 30 second 
promotional and their 10 minute presentations. 
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Keeper of the Contact Card File 
 

You are responsible for the Contact Card File. 
 

Each week, Members give you their Contact Cards for people they have 
contacted since the last program. Contact Cards provide a simple way to 
track the people who have been contacted. These cards are a record of who 
has been making those contacts and provides information useful for possible 
future connections. 

 
The White sheet is given to the Coordinator, who sends them to your 
Region’s designated office each week. 
 
The Yellow sheet if filed in the Contact Card File after follow-up is 
complete according to the month the contact was made. 

 
A  Reservation Tab is located at the back of the Contact Card File.  Place 
signed applications from people wishing to participate in your Chapter if there 
is presently no space available for them (duplicate category, Chapter full, 
etc.). 

 
Develop a minimum of 10 signed applications in the Reservation File at all 

times.   
Contact Cards are kept for 12 months.  Before discarding, review and 
reconnect with potential Members.  Remember, their category may be 
available in another Chapter close by.  Leads Club grows by referral.  Pass 
on any Contacts that your Chapter cannot use to your Regional Office. 

 
Arrange replacement of Leadership Team Members at the end of your term or 
other vacancy. 

 
Change of Leadership Teams is not open to debate or vote within the 
Chapter. 

 
• No Chapter time is permitted to discuss this with the Membership.  This is 

the outgoing Director’s responsibility to arrange for 3 Members to take 
over the Leadership of the Chapter for the next term. 

 
• Start the process of looking for the replacement Leadership Team at least 

2 months prior to the end of your term: 
 

• Consider those Members who have successfully held Chair Positions.  
Discuss these candidates with your Regional Office prior to approaching 
the individuals.  Start with your own position.  After you have found your 
replacement, ask them for their suggestions for the other two Team 
positions. 
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• Submit their signed and completed Leadership Team Agreement to your 
Regional Office no later than one month prior to change over time. 

 
• Arrange to be available for their Orientation and attend in an advisory 

capacity. 
 
• You will receive detailed instructions for the change over procedure from 

your Regional Office. 
 

Coordinate the efforts of the Leadership Team to maintain full membership 
within the Chapter. 
 

As Director you will coordinate the gathering and maintaining of a viable 
membership by directing the efforts of yourself and the other Team Members 
in contacting people with business categories that are open in your Chapter. 

 
It is helpful to agree on a specific business category for each one of your 
Leadership Team Members to contact during the following week.  This keeps 
you from duplicating contacting efforts and helps develop a planned blend of 
business categories represented within your Chapter.  Involve the Members 
in this process by asking them what professions they would like to network 
with. 

 
An important part of the LEADS CLUB membership recruitment process and 
source of contacts and referrals for the Members is having a minimum of 2 
Visitors at each week’s program.   

 
It is your responsibility to coordinate this aspect of LEADS CLUB. Attracting 
Members is a “numbers game”.  This is particularly true in the forming of a 
new Chapter. 

 
We know that 1/3 of those making reservations actually show up.  We expect 
each Team Member to get a minimum of 2 reservations for each meeting.  This 
gives us 6 reservations for each program.  We can then be sure to have the 
minimum of 2 Visitors per meeting and at least one new Member a week. 
 
In forming a new Chapter, it is necessary for the Members to contact an average 
of 3 people daily, for 2 weeks, prior to the first meeting, in order to have a good 
turn out.  An attendance of 25-30 is expected at the first meeting.  After the 
opening meeting, the Team Members need to continue contacting until they each 
have 2 reservations for the next meeting. 
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When a Chapter has a complete Members of 30, continue contacting potential 
Members to build your Reservation file. 
 
Members must confirm reservations through you to insure that there is no 
duplication of business categories attending any program.  WE PROMISE NO 
COMPETITION WITHIN THE CHAPTER and it’s Members. 
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 DIRECTOR CHECKLIST 
  

 Meet with Team Members weekly, before program begins to coordinate. 
 Collect and file Contact Cards 
 Plan business categories to be contacted for the following week 
 Discuss attendance and fees and arrange for notification 
 Check on Publicity with Assistant Director 
 Check on Speakers scheduled with Assistant Director 
 Review 

 Member Applications and Payment 
 Contact Cards 
 Dropped Members 
 Alumni Status 
 Supplies needed 

  
 Conduct the meeting agenda according to Program Outline 

  
 Provide a New Member Orientation after program and go over 

 materials and methods of LEADS CLUB. 
  

  Post information on Coordinator Fees and Membership Charts. 
  
 Monthly Items: 

 Make three (3) copies of master Member List 
 Copy to your Region’s designated office 
 Copy for each Teams Back-Up File. 

 At pre-program Leadership Team meeting, update Team’s back-
up files. Be sure they have copies of the major charts from each 
Member of the Team, extra receipts, Member applications, etc. 
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ASSISTANT DIRECTOR DUTIES AND RESPONSIBILITIES 
 

Leads Club is eager to assist you in such a way that effective results are realized.  We 
want this experience to be enjoyable and productive for you. 
 
You make this commitment by signing an agreement with beginning and ending dates are 
listed on the form. 
 
An Orientation is provided to give you the opportunity to become familiar with the LEADS 
CLUB method and procedures used to get good results for all of the Members. Before 
attending the Orientation, read the manual, look over the materials in your Kit, and note 
any questions. The Orientation agenda will cover the material in this manual, give you 
supplemental material and information, and answer your questions. 
 
The materials checked out to you by your designated office remain the property of the 
office, and are to be returned to the office at the end of your agreement. 
 
The detailed duties of the Assistant Director are itemized below. A kit is provided that 
contains a supply of materials and files for this position, including the Business Card File, 
LEAD card file box and, master worksheets. A summary checklist will follow at the end of 
this section. 

 
Schedule weekly speakers from the membership. 

 
The Speaker Chart is in a file folder in the Kit and available online.  Directions for its 
use are on the chart.  Place all notations on the worksheet in pencil. 
 
Our only speakers are Members who speak on a rotational schedule.  Schedule 3 
Members for each program.  Schedule speakers at least one to two months in 
advance so Members have ample time to prepare.  At the beginning of each 
program announce the speakers for that meeting, and the following 2-3 meetings. 
 
It is the responsibility of the scheduled speaker to notify you if they will not be able to 
attend and arrange for a substite speaker from within the membership.  If a Member 
does not do this, arrange for Members who will be willing to substitute. 
 
By scheduling 3 speakers weekly, the Members of a “Complete” Chapter will be able 
to speak approximately once every 2-3 months.  With a Chapter of less than 30 
Members, they have the opportunity to speak more often.  This is an advantage to 
joining while the Chapter is small. 

 
Keeper of “LEADS” Charts 

 
The Leads Chart is in a file in your kit and available online.  At the end of each 
month, post Lead activity for each Member, using the Lead Card File Box and Dollar 
Value Slips as reference.  Post the total number of LEADS received & given.  The 
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color coding of PINK = R (received), YELLOW = G (given).  (See inside lid of LEADS 

Card File Box).  Be sure to complete reverse side of the Lead Chart with the dollar 
values generated.  At the end of the month, make 3 copies of each side; 1 for each 
Team Member’s back up file and 1 to give to the Regional Office. 

 
Chapter BUSINESS CARD FILE 

 
When a Member joins, put their name on a tab in the Chapter BUSINESS CARD 
FILE, and ask them to place a supply at least 100 of their business cards there.  
Place this file out prominently during each meeting.  From time to time, announce 
that you are passing the file around for Members convenience.  The Members refill 
their BUSINESS CARD HOLDER from this file with Member’s cards as needed. 
 
Use this card file as a source to fill the VISITOR PACKETS with each Member’s 
card.  When a Member has dropped, pull their cards out of this file and from any pre-
made Visitor Packets.  Also, remove their name from the tab in order to make room 
for a new Member. 

 
LEAD Cards and LEAD Card File Box 
 

LEADS are defined as follows: Outside Lead: A referral from a Member who is 
referring someone ‘”outside” of the membership.  Inside Lead: A lead where a 
Member utilizes the services of another Member.   Members conducting business 
with other Members, helps Members get acquainted with each other and can 
increase the potential of Leads. (See page 24 of Member Handbook). 

 
• LEAD Card File Box is to be used for storage, documentation and as 

reference for those giving and receiving a lead. 
 

• The LEAD Card 
Fill out the three part LEAD card: 
WHITE - Give to the LEAD RECIPIENT 
YELLOW - is filed in back of the name of the person GIVING the LEAD in 
the Lead Card File Box. 
PINK - gets filed in back of the RECIPIENT’S NAME in the Lead Card File 
Box. 

 
Exchanging LEADS 

 

There is a 10 minute portion of the program devoted to exchanging LEADS and 
referrals. 

 

The Director begins by asking who would like to start.  The Director indicates 
which direction the lead exchange is to go by calling on the person sitting either 
to the right or left of the initial person indicated. 
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When a Member has a lead for another Member or Members, they announce 
who they are for and very briefly, something about these LEADS.  They then 
pass the White copies around the room until they reach the Recipient. 

 

At the beginning of this lead exchange, the Assistant Director puts the LEAD CARD 
FILE BOX in front of the beginning lead giver, who then files the Yellow and Pink 
copies before passing the box in the direction that the LEADS are being exchanged.  
If a Chapter wants to keep track of Inside LEADS, fold the lead card in half when 
filing it in the LEAD CARD FILE BOX.  This makes it easier to differentiate Outside 
and Inside LEADS when posting LEADS Received and LEADS Given on the LEAD 
Chart. 
 

The assistant Director is to count the total number of Outside and Inside LEADS 
given at each meeting and announce those numbers at the end of each meeting.  At 
the end of each month the Assistant Director removes the LEAD Card copies from 
the file box and posts the monthly lead total on the LEAD Chart.  The LEAD Cards 
may then be returned to the person whose name they appear behind. 

 
Dollar Value Slips 

 

Dollar Value Slips are used by Members to document their Lead results to the 
Chapter (Also reference the “Lead Generation” chapter of the Member 
Handbook).  The slips allow Members to give their results on dollars generated 
from specific LEADS, anonymously, to the Assistant Director for tracking.  
Remember that the reported amount is the net value of the Lead result.  All 
Members should have a supply of Dollar Value Slips in their possession so they 
can document their results in a timely manner.   
 

Documenting Lead Results 
In order for you to confirm that LEADS Club is a viable marketing resource for 
your business, we encourage documenting your results.  Complete a Dollar 
Value Slip for each Lead that generates results.  
 

Encouraging Quality LEADS: 
 

Different months will be designated for following special processes that are 
designed to stimulate the exchanging of quality LEADS among Members.  
Participation in these processes is encouraged. We give recognition and show 
appreciation to those Members who generate the highest number of quality 
outside LEADS and Dollar Values. Recognition is provided by giving the Trophy 
and Star Awards monthly. 

 
Publicity 

 
There is a media information sheet in a file folder in the Kit.  As you accumulate the 
information, update it as needed.  Be sure to send a copy to your Regional Office. 
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Arrange to have your Chapter information, “meeting day, time and contact 
information” listed in the local media’s calendar of events on a regular basis. 

 

Send in media releases at least once a month.  Include photos, video and 
information about newsworthy events within your group. 
 

A newsworthy event would be the opening of a New Chapter, new Leadership 
Team names, photos of the Leadership Team, topics of their 10 minute talks, and 
information about the purpose of LEADS CLUB, and Testimonials. 
 

At the beginning of every week, send releases about your LEADS CLUB Chapter 
and include the speakers and their topics for the meeting 2 weeks in advance or 
as specified by each media source.  Include the Chapter Director’s contact 
information for reservations.  Sample forms of Media Releases are included in 
your Kit. 
 

It is helpful in getting media coverage to meet with or speak with the editor of the 
publication personally.  Ask them what form they prefer you to use in submitting 
press releases, i.e.: email, fax or mail.  This personal consideration can make a 
difference in the frequency and quality of what will be printed and posted. 

 

NOTE:  At the end of the month, provide copies of releases to your Region’s 
designated office.   

 

Leadership Team Responsibilities 
 

• Make contacts in your assigned business categories, each week, until you 
have at least 2 reservations for the next meeting.  Confirm all reservations 
with the Chapter Director to avoid duplications of business categories. 

 

• Use the CONTACT CARDS to record the people you have contacted, 
whether or not they plan to come as Visitors or possible Members.  Turn 
these into the Director each week at your Leadership Team meeting. 

 
 

Visitor Packets 
 

Visitor Packets are provided in your Kit to fill and give to Visitors.  Include the 
following in each Visitor Packet (envelope): 
 

Members Marketing material  One of each Member’s business cards. 
Payment Option Sheet Events and Mixer notices 

 

Make up a small supply of Visitor Packets in advance of each meeting to give to the 
Visitors.  Give the Director and Coordinator a few to keep in their kits as well.  
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√ ASSISTANT DIRECTOR CHECKLIST 
  

 Meet with Team Members weekly, before program begins to coordinate 
responsibilities. 

  
 Schedule 3 speakers from the membership. 

 Schedule 4 -8 weeks in advance 
 Announce speakers for meeting day and following weeks. 
 Follow directions on chart. 

  
 LEADS and referrals file. 

 Keep records of LEADS exchanged. 
 Keep supply of LEAD CARDS available for Members. 

  
 Chapter Business Card File. 

 Keep updated with active Members and filled with Members’ 
cards. 

  
 Visitor packets prepared for Visitors. 

  
 Publicity. 

 Monthly listing with local media in “calendar section of events”. 
 Media Releases of newsworthy Chapter events. 

  
 Recruit at least 2 Visitors weekly. 

  
 At end of each month make 3 copies of LEADS Chart (Both sides) and  

Speaker Schedule.  Give 1 copy to each of the other Team Members  
and one to the Regional Office. 
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COORDINATOR DUTIES AND RESPONSIBILITIES 

 
Leads Club is eager to assist you in such a way that effective results are realized.  We 
want this experience to be enjoyable and productive for you. 
 
You make this commitment by signing an agreement with beginning and ending dates are 
listed on the form. 
 
An Orientation is provided to give you the opportunity to become familiar with the LEADS 
CLUB method and procedures used to get good results for all of the Members. Before 
attending the Orientation, read the manual, look over the materials in your Kit, and note 
any questions. The Orientation agenda will cover the material in this manual, give you 
supplemental material and information, and answer your questions. 
 
The materials checked out to you by your designated office remain the property of the 
office, and are to be returned to the office at the end of your agreement. 
 
The detailed duties of the Coordinator are itemized below. A kit is provided that contains a 
supply of materials and files for this position, including the Timer and master worksheets. 
A summary checklist will follow at the end of this section. 

 
Member Attendance Chart. 
 

The Attendance Chart is in a file folder in the Kit and available online.  Directions for 
its use are on the chart. 
 
The LEADS CLUB method relies on each Member receiving the full impact of every 
Member’s information and taking action on that information during the following 
week.  The Members rely on every other Member to participate fully in this process.  
When a Member is not at the meeting or at only part of a meeting, the rest of the 
Members are not receiving the maximum benefit of their advertsing.  Everyone loses 
when a Member is absent. 
 
The Member Handbook and Member Application state the maximum number of 
absences as 12, during a 12 month period.  With the 13th absence, the Member 
forfeits their membership. 

 
Attendance Policy 

 

• Incomplete meeting attendance:  Members arriving 15 or more minutes late 
or leaving 15 or more minutes early are absent. 
 

• Remind the Member when they are close to their 11th absence – by form 
letter provided.  Following their 13th absence advise them of Forfeiture of 
Membership by form letter provided. 
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Leave of Absence:  Leaves of absence are not granted.  However, Sabbaticals 
are granted in certain circumstances and can only be approved by your Region’s 
designated office.  See page 33 of this Manual for information on Sabbaticals. 

 
An AGENT is the representative of a Member who is unable to attend.  It is the 
Member’s responsibility to select a competent Agent who is well versed in the 
Member’s business and familiar with the LEADS CLUB process.  A Member may 
not be an Agent to another Chapter.  Sending an agent is recorded as an 
absence; however, it is to the Member’s advantage for the following reasons:  
continued weekly promotional; timely exchange of LEADS; additional exposure for 
Members. 

 
Time Keeper 

A timing device is in your Kit.  Become familiar with its use so that you can time the 30 
second promotionals, Leads Passing and the 10 minute presentations. 
 

Time the program to ensure it starts and ends on time.  If a person continues to speak 
after the timer goes off, let it continue to “sound” until they have stopped speaking. 
 

For the 10 minute presentations, time for 8 minutes and let it “sound” for a short 
warning sound, then reset time for the remaining 2 minutes.  Notify the speakers as to 
your process of timing, so they can request special timing options, such as 6 and 4 
minutes instead of 8 and 2. 
 

Give the timer to someone else while you speak.  Also, the timer can be delegated to 
another Member each week. 

 

           Official Liaison with meeting place and in charge of food and beverage. 
The food & beverage sign-up sheet is in a file folder in the Kit. 
• Choose 3 different meal choices from the menu.  The choices should include 

a light, medium and ample meal, including a vegetarian dish. 
• Price the choices by discussing it with the venue and include any taxes and 

gratuities necessary.  Some places may allow each person to order off the 
regular menu. 

Choose which ever option is least disruptive. 
 

Working successfully with Servers 
 

Make sure the server understands the procedure used for ordering and paying.  
They are usually cooperative and appreciate the ease with which they can handle 
a large group. 
 

Explain the purpose of LEADS CLUB and why it is important that there are NO 
interruptions during the meeting. 
 

 

SERVING TIME:  Arrange for the server to pick up the “CHOICE” SHEET 5 
MINUTES AFTER THE MEETING HAS BEGUN.  Specify the exact time you want 
it served, as it is VITAL that everyone is served promptly. 
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STRAGGLERS:  Late comers need to contact the server themselves and arrange 
for service. 

 

• Location – You and your materials 
 

You should be located close to the entrance of your meeting room.  Place the Food 
and Beverage sign-up sheet, and a pen at the entrance.  Point them out to new 
Members.  
 

        Request Chapter supplies from your Regional Office. 
      Supplies are available from the National Office or International HQ 

 
         Distribute Chapter Chair Positions. 

 
Appoint a Mixer Chairperson to organize the monthly mixers.  A Mixer Manual is 
provided in your Kit.  This is to be given to the person you appoint.  Introduce the 
Mixer Chairperson at the appropriate time of the program so that they can inform 
the Members who to contact regarding signing up to host a mixer.  Notify your 
area’s designated office.  Give the name of appointed Mixer Chairperson.   
 

Leadership Team Responsibilities 
 

• Make contacts in your assigned business categories, each week, until you have 
at least 2 reservations for the next meeting.  Confirm all reservations with the 
Chapter Director to avoid duplications of business categories. 

 

• Use the CONTACT CARDS to record the people you have contacted, whether 
or not they plan to come as Visitors or possible Members.  Turn these into the 
Director each week at your Leadership Team meeting. 
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THINGS TO DO MONTHLY, LAST  MEETING OF THE MONTH 
 

Send to your Regional/Designated Office, the following: 
 
 

From Chapter Director: Copy of Membership List 
 White copies of Contact Card activity for month. 
 Copy of Fees Chart 
 

From Assistant Director: Copies of News Releases published. 
 Copy of Lead Chart (Both Sides) 
 Copy of Speaker Schedule 
 
From Coordinator: Copy of Attendance Chart 
 Monthly Summary 
 
From Mixer Chairperson: Mixer time, date, place and host’s name and business. 
 
Note any change of meeting place, including date the change will take place.  
Include new name, address and website, email and phone number. 
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√ COORDINATOR CHECKLIST 
  

 Meet with Team Members weekly, before program begins to coordinate 
responsibilities. 

 Discuss last week’s meeting and who/what business categories 
are to be contacted the following week. Confirm 2 Visitors, non-
conflicting business categories each week. 

 Identify Chapter problems; discuss possible solutions and make 
recommendations to your area’s designated office. 

  
 Member attendance records. 

 Notify Members when they are close to their limit of 12 absences. 
Also notify the Chapter Director. 

 Notify Chapter Director of a Member’s 13th absence and of 
Forfeiture of membership. 

  
 Official time keeper of program. It is your responsibility to keep the timing

Procedure at each program.  Inform the Members and Visitors as to the 
  procedure. 

  
 Liaison with meeting place and food/beverage procedures 
  
 Weekly reporting to designated Region office. 

Get list of supplies that need to be replenished from other 
Team Members.. 

  
 Notes: 
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WORKSHEET/FORMS/BACK-UP FILES 

 

Worksheet/Forms Director Assistant 
Director 

Coordinator

Absence Form Letter   X 
Alumni Form Letter X   
Attendance Record   X 
Delinquent Fees Letter X   
Food and Beverage Choice Form   X 
LEADS and Referrals Given  X  
Master Fees Chart X   
Master Membership List X   
Media Information Sheet  X  
Membership Forfeiture Letter X   
Mixer Announcement   X 
Press Release Forms  X  
Receipts (2 part form) X   
Speaker Schedule  X  

 
 

Back-up File 
Completed by/copied to all 

Director Assistant 
Director 

Coordinator

Attendance Record   X 
Food and Beverage Choice Form   X 
LEADS Chart  X  
Master Fees Chart X   
Master Membership List X   
Mixer Announcement   X 
Speaker Schedule  X  
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MEMBERSHIP 

 
Conditions of Membership 

 

The maximum membership for a Chapter is 30 Members. 
 
There may not be any duplication of business categories represented within the 
Chapter.  Each Member is guaranteed category exclusivity.  Example: one Financial 
Advisor, one Accountant, one Business Opportunity, etc. 
 
In the event of a possible duplication of business categories, the Director is to 
reference the Membership Applications and consult with the current Member.  If the 
current Member is not sure, make arrangements for the two people to meet before 
the next program. 

 
• If the current Member and prospective Member can come to an agreement that 

there will be no conflict, the current Member signifies by signing their name in 
the “Approved by Member” space provided at the top of the  Membership 
Application. 

 
• If the current Member feels there is a conflict, the applying Member may not be 

a Member in this Chapter, but may be placed on a wait list and referred to 
another Chapter. 
 

Business Opportunity:  The first person in a Chapter who has a Business 
Opportunity along with their product or service may select to include this in their 
category.  Any business with an Opportunity, who joins after this person, may only 
promote their business category unless the first person voluntarily relinquishes the 
Opportunity category.  This category option must be noted on the Membership 
Application. 
 
Any business person may be considered for membership.  LEADS CLUB works 
most effectively for those who prefer to do business by referral.   
 

Membership is not transferable (Company Memberships are not accepted) 
 

When a Member drops in good standing they become an Alumni and may rejoin 
after a 6 month waiting period at the current re-join rate.   
 
Transfers are allowed in certain circumstances and must be pre-approved by the 
Regional Office: 

A. When a Member changes careers and that category is filled in their 
Chapter. 

B. When a Member moves more than a 25 mile commute to their present 
Chapter. 
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The membership goes with the departing or transfer Member.  In other words, 
someone from the same company or the same category can not take over the 
membership of the Member that is leaving. 
 

Forfeiture of Membership 
 

• More than 12 absences within a 12 month period 

• Delinquent fees of more than 2 weeks 

• Representing a business other than the signed category listed on the 
application 

• Representing and/or promoting anything which is deemed detrimental to a 
professional business meeting, such as, but not limited to charitable, political or 
religious causes. 

 
Sabbaticals 

 

Sabbaticals must be Pre-approved by your Region’s designated office. 
Sabbaticals may last no longer than 3 months and Members must keep their fees 
current during this time.  Reasons that qualify are:   

• Serious personal illness 

• Unresolved business category conflict* 

• Activities adversely affecting the membership’s ability to exchange referrals* 

• Maternity 
 
*This time is for solving the individual’s situation.  The Director is to immediately 
notify your Region’s designated office of the need for a Member to have a 
sabbatical.  The office will advise as to the steps to take, according to LEADS CLUB 
policy.  In most situations your Region’s designated office will handle it so that you 
are not involved. 
 
The Member on sabbatical must keep their fees current.  The Director should 
contact the Member on or before the 3 months have elapsed as to the status of the 
person’s membership; and if the Member is not returning, the Director can open that 
category for a new Member to join. 
 

Agents 
 

An AGENT is a representative of a Member who is unable to attend.  It is the 
Member’s responsibility to select a competent Agent who is well versed in the 
Member’s business and the LEADS CLUB process.  A Member may not be an Agent 
to another Chapter. 
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Sending an agent is recorded as an absence for the Member; however, when a 
Member knows in advance that they will be absent, it is to a Member and Chapter’s 
advantage that a qualified Agent is sent for the following reasons: 
 

• Continued weekly promotional impact. 
• Exchanging the Member’s LEADS in a timely manner. 
• Introducing the Members to a new person to Network with 
• Potential to give and receive LEADS to a new contact. 

 
Member Tools: 

 

Members are expected to keep the LEADS CLUB Business Card File filled with their 
fellow Members business cards and a supply of LEADS Cards and Dollar Value 
Slips with them at all times.  Space for these items is provided in their business card 
holder. 
 
Members are expected to give out their fellow Member’s business cards and to 
complete a LEAD CARD to give to that Member explaining the referral. 

 
Member Responsibilities: 

 

• Attend the entire weekly LEADS CLUB meeting, or send an agent. 
 

• Use their best efforts to give at least 2 LEADS per week.  Enthusiastically       
promote Members’ businesses.  The reputation of the person giving the LEAD 
is on the line.  Members should follow through in a timely manner and use good 
business ethics at all times. 

 

• Present a 10-minute promotion of their business, on a rotational schedule 
(approximately once every 2 months), and present two 30-second promotionals 
at the beginning and ending of each meeting. 

 

• Promote ONLY their designated business during the meeting.  Any other 
businesses that they are affiliated with or causes they espouse are not given 
time nor permitted during the program.  In addition, it is considered unethical to 
promote these during the “captive time” before and after the program in the 
general area of the meeting place.  This includes but is not limited to the 
following topics: Politics, Religion and Philanthropic Efforts. 

 

• Use their best efforts to introduce new Members for open business categories 
in order to help the growth of their Chapter. 

 

• Pay fees on time (first meeting of the month). 
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VISITORS 
 

Visitors are an integral part of the LEADS CLUB system, as they are usually 
potential new Members. 
 
Two Visitors weekly is the minimum goal of the Leadership Team. 
 
Inform the Visitors in advance, to prepare a 30-second promotional.  Inform them as 
to the payment procedure for their food/beverage and the advertising fee so there 
are not any surprises or misunderstandings.  If they choose not to pay the 
advertising fee, let them know they may still attend as a Silent Visitor and should be 
instructed what to do (see Introducing Visitors below). 
 

• Visitors are to be welcomed by the Greeter when they arrive. 
• The Greeter then introduces them to the Coordinator who shows them how 

to sign in for any meal choice options and to pay the Advertising fee.  
• The Coordinator then introduces them to the Assistant Director in order to 

obtain a Visitor Packet. 
• The Assistant Director then introduces them to the Director who obtains their 

business card in order to introduce them professionally. 
• The Director assists them in finding a seat and introduces them to the 

Members seated on either side of them. 
A Visitor is sure to feel good about Leads Club with a warm welcome and 
introduction to at least 7 people before the meeting starts. 
 

A Visitor may attend a maximum of 2 times before making a decision regarding 
membership.  They may visit the same Chapter twice, or two different Chapters once. 
 
Visitors may not attend if there is a conflict with the business category of a current 
Member or be a Silent Visitor 
 
A Visitor is given a Visitor Packet containing the Chapter Member’s business cards and 
any other Marketing materials Members wish to provide.  The outside of the Visitor 
packet gives them information on what to expect from the meeting and membership in 
LEADS CLUB. 
 
Before the Chapter has reached the maximum number of 30 Members, Visitors are a 
source for membership and expanded Lead exchange potential.  After you have 
reached 30 Members, Visitors are a source for Leads and future Members when an 
opening within the Chapter occurs (see below) 

 
If they wish to join and the Chapter is “Complete” at 30 Members, they complete and 
sign an application which is placed in the reservation file by the Director, who will 
contact them when there is an opening.  Your goal is to have a reservation file with a 
minimum of 10 signed applications. 
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Visitors are an excellent source for LEADS and referrals for the Members.   
 
Introducing Visitors: If someone has arranged for the Visitor to attend, they should 
introduce them to the Director prior to the beginning of the meeting.  If they have paid 
their Advertising Fee, the Director welcomes and introduces them at the beginning of 
the program with their name and company and invites them to pass their business cards 
and marketing materials around the room to each Member, providing there is no conflict 
with a current Member (present or not). 
 
If they have not paid the Advertising Fee, they are introduced with their name only and 
that they are participating as a Silent Visitor.  

 

MANAGING A LEADS CLUB CHAPTER 

 
The Leadership Team will manage the Chapter according to the guidelines set out in 
this manual, the Orientation and the supplemental materials. 
 

How to Begin 
 

At the Leadership Team Orientaiton, decide what business categories will be 
contacted to offer membership.  Make a list of people each one of you already know.  
Divide the contacts known and categories wanted among the Leadership Team and 
the Membership Chair Person.  Each Team Member will then contact those people 
and categories on their list. 
 
In the beginning, contacting people is a “numbers game”.  We work on the premise 
that you can expect one “Yes” to attend a meeting for every 6 people contacted.  We 
expect at least half of the Visitors will want to join. 
 
Each Member of the Leadership Team is expected to contact a sufficient number of 
people to attain Visitor goals. 
 

Who do you contact? 
 

People you already know.  Contact them and ask them who they know.  Then 
contact them.  Ask them who they know.  Contact them. 
 
When someone gives you a contact, ask them if you can use their name before 
contacting that person. 
 
Be specific when asking for a contact.  Ask who they know in a specific profession in 
the geographic area that is an expert in their field or industry with a high ethical 
standard. 
 
Personal contact and follow up is the most efficient way to contact people. 
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Sources other than the people you know 

 

• Responses to your media releases 

• Visitors 

• Classes and Workshops 

• Chamber of Commerce 

• Contacts from other clubs or organizations you belong to 

• People advertising 

• People prospecting you for business 
Remember, we are not selling anything we are inviting them to attend a 
business meeting 

 
Recording Contacts: 

 

Use the CONTACT CARD to keep a record of the people contacted.  Complete at 
the time of contact.  Please PRINT as these cards must be legible. A file is provided 
for storing the copies of the CONTACT Card.  It is kept in the possession of the 
Chapter Director.  The cards are stored by the month of contact made.  The Top 
White copies are sent to your Region’s designated office monthly. 
 
These contacts may be used by the Members.  However, the cards are not to leave 
the possession of the Chapter Director. 
 

What to say to a Contact? 
 

Briefly explain the purpose of LEADS CLUB.  For example:  “I’m a Member of (or) 
I’m starting a professional organization called LEADS CLUB and our sole purpose is 
to generate business LEADS for each other.  Are you looking for more new 
business?”   If their answer is “Yes”, invite them to visit the next meeting.  If they are 
not sure, you can refer them to the website and offer to give them a pamphlet.  Ask  
them if you can follow up with them in a few days. (See Additional Tools section of 
Manual for phone script) 
 

Follow Up 
 

The CONTACT CARDS have spaces for notations for 3 follow-ups.  If they do not 
visit after you have contacted them 3 times, note it on the card and place their card 
back in the Contact Card File for future events. 
 

Choice of meeting place 
 

Although it is the responsibility of the Coordinator to choose the food/beverage 
menus and maintain the relationship between the venue and the Chapter, it is 
recommended that the whole Teams discuss decisions on venue changes. 
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The venue should be easy to find, offer a meal and have an area that is separate 
and quiet so that there is no interruption from others.  Although moderate in price, 
the food should be acceptable and the service efficient and quiet. 
 
Be sure that the management of the venue understands and agrees to your needs.  
Careful checking at the beginning and good ongoing communication will take care of 
most problems.  Don’t assume anything.   
 

Beginning on time 
 

Notify everyone in advance that they are expected to be there in ample time to order 
their food, sign in, and to be seated by official time the meeting begins.  Unless you 
set the ground work for a prompt beginning, before the meeting, your schedule may 
not go as smoothly. 
 
 The Leadership Team should arrive at least 15 minutes early. 
 
Be sure the room has a table at the entrance for the Coordinator.  Lights, music, air-
conditioning and heat, check to see that all are on or off as needed. 
 

Greeting the Members and Visitors 
 
Breakfast meetings usually begin at 7:15am. 
Lunch meetings usually begin at 11:30 or 11:45am. 
Meetings are not recommended on a Monday or Friday. 
 
The Leadership Team should plan on having their pre-meeting conference 15 
minutes before the first people begin arriving. 
 
Example of meetings: 

• 7:15am Breakfast Meeting . . .  Arrive at 7:00am; finish your Team 
conference, greet Visitors and early arrivals.  Start Meeting on time. 

• 11:45am Lunch Meeting . . . . Arrive by 11:30am; finish your Team 
conference, greet guests and early arrivals.  Start Meeting on time. 

 
WHEN A VISITOR ARRIVES THEY WILL HAVE BEEN GREETED BY THE 
LEADERSHIP TEAM OR GREETER CHAIR, PAID THEIR ADVERTISING FEE, 
ORDERED THEIR FOOD, DIRECTED TO A SPECIAL SEAT AND INTRODUCED 
TO THE PEOPLE NEXT TO THEM. 
 
BE SURE THEY HAVE MET FIVE PEOPLE, BEEN GREETED WARMLY AND 
MADE TO FEEL WELCOME. 
 

1. START  AND END ON TIME! 
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AWARDS 

 
A LEADS CLUB TROPHY is included to encourage positive reinforcement and 
recognition.  The TROPHY is primarily intended to be used to recognize those who 
generate a large number of quality, outside LEADS. 
 

 
Presentation Procedure 

 

The TROPHY is awarded to the Member who passed the most quality, Outside 
LEADS.  This is given at the first meeting of each month.  When a Member is 
awarded the TROPHY, the presentation is made by the Director at the beginning or 
each meeting, giving the name of the winner, their business and what the awarding 
of the TROPHY represents.  It is then placed in front of the winner.  Encourage 
applause. 
 
Presentation of the TROPHY is a newsworthy event.  Arrange to take pictures and 
send / e-mail in with media release. 
 

Possession 
 

The Trophy remains in the possession of the Director. After each meeting the 
Trophy returns to the Director, who keeps it until the next meeting. 
 

Gold Decal/Star and Presentation Card 
 

A gold decal / star is also given to the winner of the TROPHY.  This decal is to be 
placed on the outside of the Member’s business card holder. 
 
Giving of the gold decal is accompanied by a special recognition card. 
 
A supply of the gold decals is provided in the Director’s Kit.  There are enough for 6 
months of presentations.  Additional decals are available from your Regional Office. 
 

Other suggestions for recognition 
 
On a monthly basis present to the Member who: 
 

• Brings the Most Visitors 

• Visits the Most Members at Their Place of Business (Visitation Chart) 

• Generates the Highest $ Value of Business with their Passed LEADS 

• Has the Perfect Attendance for a minimum of 3 months 

• Has been a Member the Longest 

• OPEN – Leadership Team Choice: 

• What else have you been trying to promote in your Chapter? 
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NOTE:  The following INCENTIVE STARS are also given with the TROPHY for 
the following categories: 
 
GOLD STAR: Member who passed the most Quality, Outside LEADS. 
 
SILVER STAR: Perfect Attendance for a minimum of 3 months. 
 
RED STAR:  New Leadership Team – presented every 6 months by  
   outgoing Team. 
 
GREEN STAR: Highest $$ Value 
 
BLUE STAR: Member who brings in a new Member. 
 
 

LEADS CLUB IS DIFFERENT… 

 
We DO NOT use name tags as it hinders your ability to get to know your fellow 
Members quickly. 

 
We DO NOT charge fines, for any reason during the meeting 

(with the exception of a fee for delinquent fees.) 
 

We DO NOT endorse or sponsor anything or anyone. 
 

MIXERS 

 
 
Mixers are held at a Member’s place of business, once a Chapter has 15 or more 
Members. 
 
Up to3 Members may co-host a Mixer, depending on the size of the Chapter. 
 
A nominal fee should be collected in advance from Members and at the door from non-
Members, to cover the refreshments costs and encourage attendance.  Any additional 
expense is absorbed by host (esses). 
 
Mixers are designed to promote the Members’ businesses in a relaxed and unstructured 
atmosphere.  They SHOULD be publicized.  The Assistant Director submits a Media 
Release announcing the specifics.  All Members are encouraged to attend the MIXERS. 
 
Visitors are encouraged, consider friends, business associates, family, spouses and 
people who have not visited your Chapter, to your Members. 
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ALLOWED EXPENSES / REIMBURSEMENT 

 
Leads Club provides all of the tools and materials necessary for the running of 
the Chapter.  Additional expenses related to managing the Chapter MUST BE 
PRE-APPROVED by the Region’s designated office and be accompanied by a 
receipt. 

 

CONCLUSION 

 
LEADS CLUB, as practiced since 1978, has been an effective method for people to 
increase their business through quality LEADS and referrals. 
 
As Members become aware that their success depends, to a great extent, on the 
success and growth of the other Members, they develop a commitment to their own 
success as well as a commitment to the success of the Members in their Chapters. 
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APPENDIX A: PROGRAM VARIATIONS 

 
Please use only those PROGRAM VARIATIONS that have been certified by the 
International Headquarters to create added value to the Members. 
 
When you come across innovative and creative ideas, PLEASE pass them on to the 
International Headquarters for review.  Those that meet the necessary criteria will 
then be field tested and the results analyzed.  Those Program Variations that have 
proven to be effective in enhancing all aspects of our system, will then be made 
available for use. 
 
PURPOSE: 
 
• To provide “variation of the theme”, excitement, challenge to creativity and further 

bonding  
 
• To provide additional information that will enhance the system’s ability to produce 

good results for the participants. 
 
• To provide an opportunity for the participants to get “FEEDBACK” as to their 

effectiveness in promoting their business, within the Chapter. 
 
• To provide an opportunity for certain Members, in difficult business categories, to 

get quality Leads. 
 
 
SUGGESTIONS ON HOW TO USE PROGRAM VARIATIONS: 
 
1. Most are designed to be announced at the beginning of the meeting, and used 

during the last 30-second promotional. 
 
2. Some need several weeks “set up”. 
 
3. Others may be carried on for some weeks, together with other weekly 

PROGRAM VARIATIONS. 
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TOPICS FOR PROGRAM VARIATIONS 
 

The Program Variations below are listed by topic, and then by Variation number for 
the topic.  Use this index when seeking the perfect Variation for your goals. 
 
TOPICS: 
 

Avoiding Leads that are NOT Valuable 34 
 
 

Business Education for Members 11, 14, 18, 32 
 
 

Encouraging Listening During Meetings 11, 14, 18, 32 
 
 

Focusing on Members 27, 29, 48 
 
Generating Quality Leads 5, 6, 7, 26, 49, 56 
 
 

Helping a “Low Lead” Member 24, 28 
 
 

Improving 30-second Promotional 7, 16, 17, *19, 23, 32, 47 
 
 

Increasing Credibility 33, 48, 49, 60, 63, 67, 68, 71 
 
 

Increasing Enthusiasm 4, 9, 14, 51, 74 
 
 

Increasing Membership 3, 37, 38, 40, 44, 46, 73 
 
 

Leadership Team Exposure/Recognition 1, 2, 30 
 
 

Learning more about Individual Member 7, 17, 21, 33, 41, 42, 48, 50, 51, 52, 53, 
54, 55, 57, 58, 61, 62, 66, 69, 71 
 
 

Member Appreciation  8, 22, 30, 31, 44 
 
 

Member Goals 15, 35, 45, 64, 70, 72 
 
 
Quality Leads 5, 6, 7, 10, 11, 12, 13, 14, 15, 16, 17, 18, *19, 22, 24, 25, 26, 29, 32, 
33, 34, 39, 41, 42, 43 
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1.     PROGRAM VARIATION: INTRODUCTING NEW LEADERSHIP TO THE 
CHAPTER AT LAST MEETING OF YOUR TERM. 
 

PURPOSE:  High profile and recognition for Chapter Leadership. 
 
VARIATION:  Allow some time at the end of the meeting to: 
 

1. Introduce new Leadership Team Members 
 

2. Prepare for comments and appreciation from outgoing Team Members 
 

3. Allow time for comments from incoming Leadership Team 
 

4. Encourage applause 
 
 
2. PROGRAM VARIATION: FIRST MEETING OF YOUR TERM; SPECIAL 

RECOGNITION FOR FORMER LEADERSHIP 
TEAM. 
 

PURPOSE:  Provides high profile and extra recognition for past contributions. 
 
VARIATION:  After opening remarks and before the Regular Program begins: 
 

1. Make some special appreciative remarks concerning the former 
Leadership team’s contributions to the prosperity of each Member, etc. 
 

2. Encourage applause in recognition for their many Chapter contributions 
since they began their term 
 

3. Add any other comments you feel appropriate 
 
 
3. PROGRAM VARIATION: RECRUITING NEW MEMBERS AND VISITORS 

 

PURPOSE:  To provide an opportunity for the Members to participate in 
securing QUALITY Visitors and prospective New Members that will be 
beneficial to their business. 
 
MATERIALS NEEDED: 
 

1. Check to see if you have ample marketing materials 
 

2. Order Pamphlets from your Regional office if needed 
 

 
VARIATION:  Pass out 6 Leads Club Pamphlets to each Member 
 

1. Ask them to think about who they know in the business categories not 
already represented in the Chapter Membership 
 

2. Ask them to fill complete the invitation portion of Pamphlet in preparation 
for distribution to their target business category 
 

Ask them to follow up with their contact each week and report back 
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3. PROGRAM VARIATION: DOOR PRIZES 
 

PURPOSE:  To provide an additional high profile and promotion to the 
participants – the prize donor and winner. 
 
VARIATION:  During your opening remarks, ask for volunteers who would be 
willing to donate a gift to use as a door prize, one for each week in this coming 
month and ask them to contact you after the meeting if interested. 

 

1. Tell them that beginning next week, those giving OUTSIDE Leads will be 
eligible to participate in the drawing 

 

2. Schedule one for each week of the following weeks. 
 
DIRECTIONS:  During the 10- minute time for exchanging Leads, if eligible 
they will put their business card in the drawing container (Provide something for 
them to place their business card in, as they go around the room giving leads). 
 

Right before the last 30-second promotional, announce who is donating the 
door prize for that day and give them an opportunity to talk about the prize and 
have them.  (Some Chapters have the 10 minute Speakers bring the prize) 
• Draw the winner 
• Present the prize (additional remarks are encouraged from the recipient) 

 
 

5. PROGRAM VARIATION: WHAT CAN YOU DO FOR ME? 
 

PURPOSE: 
1. Provide Members with the opportunity to understand how they can be alert 

to the possibilities to give more Leads. 
 

2. Provides opportunity for Members to show the range of products and/or 
services within their business category. 
 

VARIATION:  Announce during your opening remarks:  “During our last 30-
second promotional today, pretend that I am planning on retiring in one month – 
What can you do for me?” 
 

6. PROGRAM VARIATION: WHAT CAN YOU DO FOR ME? 
 

PURPOSE: 
1. Provide Members with the opportunity to understand how they can be alert 

to the possibilities to give more Leads. 
 

2. Provides opportunity for Members to show the range of products and/or 
services within their business category. 
 

VARIATION:  Announce during your opening remarks:  “During our last 30-second 
promotional today, pretend that I am a new Bride/Groom – Tell me what you can do 
for me.” 
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7. PROGRAM VARIATION: “ONE ON ONE” CONFIRMATION 
 

PURPOSE: 
1. To ensure all Members understand the other Members’ businesses and 

the exact types of Leads and referrals needed. 
 

2. To promote a better understanding of other Members’ businesses and 
your own business on a personal level. 

 

3. To enhance the ability to feel more comfortable giving Leads and referrals 
to friends or business associates. 

 
MATERIALS NEEDED: 
 

1. The “Member Visitation Chart” provided. 
 
VARIATION:  Meet “One on One” with each Member.  Make an appointment to 
meet at the Member’s place of business.  If your place of business is not 
appropriate, select a mutually convenient location. 
 

1. Meet “One of One” – Not during a Club Meeting Day or Mixer evening. 
 

2. Confirmation procedure:  Have the Member with whom you initiated the 
meeting sign the back of your business card and date it. 

 

3. Time allotment:  One month (Announce ending date). 
 

4. Computing winners:  Choose a Member to be in charge of this event. 
 

5. Pass “Member Visitation Chart” around during the meeting each week for 
Members to note their progress. 

 

6. Announce progress at the end of each meeting thus far. 
 

7. On the ending date, have event chairperson collect the business cards 
from Members and tally and announce the top 5 or 6 scores. 

 
 GOAL:  TO HAVE 100% 
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8. PROGRAM VARIATION: YOU ARE SPECIAL TO ME. 
 

PURPOSE:  This is an opportunity for them to publicly give thanks and 
recognition for the contributions of the Member they are “Pinning”. 
 
VARIATION:  During your opening remarks: 
 

1. Announce to the Members that you will be passing around some ribbons 
and pins.  Each of them is to take one and save it for the end of the 
program when they give their 30-second promotional. 

 

2. Allow some time for them to pin the person sitting next to them (indicate 
whether it is to be the person to their left or right), while they say 
something that will indicate why they consider that person “special” to 
them. 

 

3. You begin – to help them get started 
 
9. PROGRAM VARIATION: VERBAL SUCCESS STORY 

 

PURPOSE: 
1. Members are encouraged when they hear of another Member’s success. 
 

2. Encourage other Members to share their successes too.  Arrange for one 
or two Members to share their successes each meeting for a few weeks.  
This will encourage them to spontaneously share during the 10-minute 
Lead exchange. 

 
VARIATION:  Before the program begins, ask one of your most enthusiastic 
Members to share with the Chapter a Success Story from a Lead. 
 
Encourage Statistics:  How many sold? How much earned? Spin-offs and 
their value? 
 

10. PROGRAM VARIATION: COMPLIMENT 
 

PURPOSE:  Provides the other Members with helpful things to relate to when 
securing a Lead for another Member. 
 
VARIATION:  During your opening remarks, ask each person to add to their 
last 30-seconds: 
 
“Relate one compliment you have received on your business” 
 

1. Hand a piece of paper to each person for them to write the compliment on. 
 

2. Have a volunteer create a document with the Member’s name, business 
and the compliment. 

 

3. Make copies for each Member and distribute at the next meeting. 
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11. PROGRAM VARIATION: INTRODUCING YOUR NEIGHBOR 
 

PURPOSE: 
1. Encourages Members to listen more carefully to other Member’s 

promotional. 
 

2. Prepares Members to be better able to secure Leads for fellow Members. 
 

3. Can give insights to Members on how well they are getting their message 
across. 

 
VARIATION:  Begin the program by reminding Members that during their last 
30-seconds the will be introducing the Member sitting to the right of them.  They 
should introduce them to the Membership as if no one there had ever met them 
before. 
 

1. What would you say? 
2. Keep in mind that you are introducing them to your dynamic, success-

oriented Chapter Members. 
 

During the last 30-second promotionals, ask the Members to introduce the 
Member sitting on their right. 

 
12. PROGRAM VARIATION: BEST LEAD RECEIVED 

 

PURPOSE:  To heighten awareness of Members to the kinds of Leads needed 
by other Members. 
 
VARIATION:  At the beginning of the program, let the Members know that they 
will have an opportunity to share their best Lead Received, during the last 30- 
second promotional. 
 
Remind them at the last 30-second promotionals to share: 

1. What is the best lead you have ever received? 
2. Why was it the best? 

 
13. PROGRAM VARIATION: BEST LEAD GIVEN 

 

PURPOSE: 
1. Assists the Members to assess the various components that produce 

quality Leads. 
 

2. Listening to other Members relate the best Leads they’ve given and “why 
they were the best” helps the other Members think of ways to produce the 
“Best” Leads. 

 
VARIATION:  Read during your opening remarks:  “During your last 30-
seconds, include what you think is the best Lead you’ve ever given?  Why was 
it one of the best? ”Remind them again, before their last 30-seconds, by re-
reading. 
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14. PROGRAM VARIATION: THE SUPER SALES PITCH 
 

PURPOSE: 
1. Encourages re-thinking the information given at each meeting. 
 

2. Encourages “sparking-up” the 30-second promotionals. 
 

3. Encourages putting as much information as possible into their 30-
seconds. 

 

4. Encourages usable script to use with agents, when necessary. 
 

VARIATION: 
1. Alert the Members that, next week, everyone is being asked to prepare a 

“Super Sales Pitch”, in place of their regular 30 second promotional. 
 

2. The “Super Sales Pitch” is to last 30-seconds and is to be written down on 
an index card. 

 

3. Members are to read it at both 30-second promotional times. 
 
Your suggested announcement script: 
 

“If I only met you once and you knew that was the only time I would get to 
hear about your business, what would you say to catch my interest and make 
a lasting impression?  You will have 30-seconds to do this.  You may use 
props if you wish.  Please write it down and time yourself.” 
 
NOTE:  File them for future use by agents (or substitutes). 
 

15. PROGRAM VARIATION: IDEAL LEAD FOR THIS YEAR 
 

PURPOSE: 
1. Encourages Members to express their business goals. 
 

2. This knowledge permits the other Members to be aware of the goals and 
needs of the Members. 

 
VARIATION:  Please read the following statement during your opening remarks 
and again right before the last 30-second Member promotional. 
 
What if you could receive only one Leads this year.  What would you want that 
Lead to be?” 
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16. PROGRAM VARIATION: IDEAL LEAD 
 

PURPOSE:  Assists Members to express clearly and concisely: 

1. The kind of Lead wanted 
 

2. What makes an ideal Lead for them? 
 
VARIATION:  Read the following statement during your opening remarks.  Let 
the Members know that they will be doing this during their last 30-seconds. 
 
“What if someone asked what your ideal Lead would be?  What would you 
say?” 
 

17. PROGRAM VARIATION: 30-second IMPRESSION 
 

PURPOSE: 

1. Assists Member to know the pertinent and crucial facts about the other 
Members. 

 

2. Assists Member to promote their fellow Members more effectively. 
 
VARIATION:  Please read the following during your opening remarks: 
 
“What if you were given only 30-seconds to make a lasting impression on 
someone?  What would you want them to remember about you and your 
business? 
 
Introduce this again, right before the Members closing 30-second promotionals. 
 

18. PROGRAM VARIATION: YOU ARE ANOTHER MEMBER 
 

PURPOSE:  This promotes careful listening and attentions, while the others are 
speaking. 
 
VARIATION:  Read the “What If” and ask the Members to put their business 
card in a small container which you will begin passing around. 
 
Tell them you will pass the container around again, just before the last 30-
second promotionals.  When the container comes to them they are to draw out 
a card and become that Member, giving that Member’s promotional. 
 

 What if you were another Member?  What would you say for their promotional?” 
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19. PROGRAM VARIATION: ROLE PLAY 
 

PURPOSE: Role playing is an excellent learning tool – for the participants and 
observers. 

 

1. The discussion following can give good insights to the process of getting 
quality Leads. 

 
VARIATION: 

1. Plan ahead of time to arrange with the Assistant Director to schedule this 
special segment, instead of one of the 3 speakers. 

 

2. Arrange with two Members who are enthusiastic and outgoing to take 
roles.  Let them know that this will be additional business promotion for 
them.  Approach them privately, outside of the programmed meeting time.  
Give them the accompanying script example to work from in order to form 
their script.  Give the two Members chosen a week to plan and write their 
Presentation. 

 

3. One Member plays themselves and the other Members acts as some 
“Other Person” not in the Chapter. 

 

4. a. Member #1 talks to the “Other Person” about a Member’s service or 
product and why they would be good to use. (See Script Example on 
next page) 

 

b. They give out the business card. 
 

c. They get the “Other Person’s” card in return. 
 

d. They ask the “Other Person” if it would be all right to have that Chapter 
Member call them. 

 

e. They then write up the Lead Card to bring to the next meeting. 
 

5. Time Frame:  5 minutes for the role play and 5 minutes for questions 
and/or discussion. 

 

6. Make arrangements to tape their presentation and email it to your 
Regional Office for addition promotion.   
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ROLE PLAY EXAMPLE SCRIPT:  ‘HOW TO GENERATE A VALUABLE LEAD” 
 
“Other Person”: “I just spent 6 hours at Wallpapers To Go, trying to find the 

right paper for our bedroom.” 
 
Member: “What kind of problems have you been having?” 
 
“Other Person”: “We just can’t decide what pattern will work best for us.  

Nothing seems quite right.” 
 
Member: “How about using a decorator to give you a hand?” 

 
 
“Other Person”: “Are you kidding.  I can’t afford a decorator!” 
 
Member: “I thought the same thing.  But I know a decorator who would 

be happy to just do a consultation with you for an hour, and 
you can still buy the wallpaper yourself if you want.” 

 
“Other Person”: “Well how can she help me?” 
 
Member: “What amazed me was how much you need to know before 

you go out and pick something.  She can listen to your needs, 
and let you know what you need to consider – like size of 
pattern for your room, colors available (did you know that 
certain colors were “in” and other can’t be found?), textures, 
difficulty in hanging and all sorts of stuff I never thought of.” 

 
“Other Person” “Oh, I don’t know . . . ” 
 
Member: “She’s really a good person.  She knows her stuff and she’s 

really good working with people.  Why don’t you just talk to 
her?  That won’t cost you anything as her initial consultation is 
free!  Here is her number and I will email you both so you can 
see if it is workable.  I know you’ll really like her . . . “ 
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20. PROGRAM VARIATION: GROUP BUSINESS DISCUSSION 
 
VARIATION:  Use ONCE every 6 month term. 
Note: Plan ahead.  You will need two 10-minute slots – schedule this with your 
Assistant Director. 
 
One week before the Program Variation is to be done, after your opening 
remarks, please announce to the Members: 
 
“Next week we will take the opportunity to discuss some topics related to our 
businesses.” 
 
“I will be passing around a sheet for you to list some of the business topics you 
would like discussed next week.  Please complete them and turn them into me 
before leaving today.” 
 
Some examples of topics you may want to discuss are: 

� Marketing  � Taming Clutter 
� Time Management  � Business Etiquette  
� Follow-Through in Business  
� Collections 

 
This Variation takes extra attention to timing. 
 
SUGGESTED PROCEDURE: 

1. Allow maximum of 20 minutes for discussion. 

2. Pick 3-4 topics from the Members’ lists. 

3. Director to be moderator for the discussion.  Keep it moving along. 

4. Coordinator to assist with timing.  Use timer to limit time on each topic. 

5. Arrange for a volunteer to take notes and distribute to the Members. 

6. Encourage discussion and emphasize the positive aspects of the Variation. 

 
*** SEE NEXT PAGES FOR FORMS TO USE FOR PROGRAM VARIATION *** 

 
Form #1:  List of Topics:  Pass a copy to each Member to complete. 
 
Form #2:  Summary Form 
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LIST OF TOPICS: 
Please list all the topics you would like discussed.  For example: Marketing, 
Collections, Taming Clutter, Follow-Through in Business, Business Etiquette. 
 
1. ________________________________________________________________ 

2. ________________________________________________________________ 

3. ________________________________________________________________ 

4. ________________________________________________________________ 

5. ________________________________________________________________ 

6. ________________________________________________________________ 

7. ________________________________________________________________ 

8. ________________________________________________________________ 

9. ________________________________________________________________ 

10. ________________________________________________________________ 

11. ________________________________________________________________ 

12. ________________________________________________________________ 

13. ________________________________________________________________ 

14. ________________________________________________________________ 

15. ________________________________________________________________ 

16. ________________________________________________________________ 

17. ________________________________________________________________ 

18. ________________________________________________________________ 

19. ________________________________________________________________ 

20. ________________________________________________________________ 
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SUMMARY FORM 
 

 
DATE: __________________ CHAPTER: _________________ 
 
 
TOPICS DISCUSSED: 
1. ________________________________________________________________ 

2. ________________________________________________________________ 

3. ________________________________________________________________ 

4. ________________________________________________________________ 

5. ________________________________________________________________ 

COMMENTS:  (was this enthusiastically received by all of the Members?  Where 
were the difficulties, if any, encountered?) 
 
___________________________________________________________________

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________ 

 
PLEASE SHARE A COPY OF THIS FORM WITH YOUR REGIONAL OFFICE  
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21. PROGRAM VARIATION: SPOTLIGHT 
 

VARIATION:  Please read this right after your opening remarks, and then pass  
the sign up sheet around. 
 

“In a few moments, I will be passing around a “Spotlight Sign Up Sheet.  This 
is your opportunity to request special information or assistance.” 
 
“For Example:  You may be looking for part-time employees for a special task 
or you may need a source for some special item.” 
 
“Right after today’s speakers, I will give some of you an opportunity to state 
and elaborate on your request for 30-seconds each.” 
 
“Members who believe they can help them with their requests; let them 
know!” 

 
Note:  Choose no more than 3 people from the sign-up list on any one day.  
Ask the Coordinator to time their segments for 30-seconds.  Continue choosing 
3 Members to be spotlighted each program until all current Members have had 
an opportunity to request their topic.  Introduce the list at the last meeting of 
each month for additional Spotlighters to sign up. 
 

SPOTLIGHT SIGN UP SHEET (EXAMPLE) 
 
REQUESTS OTHER THAN A BUSINESS LEAD: 
 
NAME    TOPIC 
 
____________________ ________________________________________ 

____________________ ________________________________________ 

____________________ ________________________________________ 

____________________ ________________________________________ 

____________________ ________________________________________ 

____________________ ________________________________________ 

____________________ ________________________________________ 

 
Use this as an example to follow.  Allow enough lines for each Member. 
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22. PROGRAM VARIATION: “TOOT YOUR OWN HORN” 
 

PURPOSE:  To provide Members with additional information to use in acquiring 
Leads. 
 

VARIATION:  During your last 30-second promotional, tell the group why you 
think you are the best in your business. 
 

23. PROGRAM VARIATION: PROMOTIONAL EXCHANGE 
 

PURPOSE: 
1. Encourages quality, informative 30-second promotionals. 
 

2. Gives Members an opportunity to hear how their information sounds when 
it is presented by another person. 

 

3. Encourages Members to create 30-second promotionals that are concise, 
informative and result-oriented. 

 

4. After listening to someone else present their promotional, they may want 
to make revisions, deletions, or additions to their following weeks of 30-
second promotionals. 

 
VARIATION: 

1. The week before - tell Members to bring their 30-second promotionals in 
written form on an index card. 

2. This will be presented by another Member. 

 

Methods of exchanging these written 30-second promotionals: 

• Exchange with the person to your right (or) left 

• Place in a container during the first 30-seconds and draw one at the 
last 30-seconds and BE that person. 

 
24. PROGRAM VARIATION: THE FORUM 

 

PURPOSE: 
1. This permits the Members to ask questions requiring an answer longer 

than the usual 2 minute allowance. 
 

2. These questions and answers can help the Members produce more 
quality Leads. 

 
VARIATION:  Reverse the time sequence on the 10-minute talks. 
 

1. The speaker talks for 2 minutes and then welcomes questions about the 
their business for the remaining 8 minutes. 

 

Announce this to the Chapter as an option for the next 2 months.  Those 
speakers opting to use this will need to announce their intention at the 
beginning of their scheduled 10-minute talk. 
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25. PROGRAM VARIATION: KNOW A MEMBER 
 

PURPOSE: 
1. Provides opportunity for Members to focus on a particular Member and try 

to meet their Lead and contact needs. 

2. Encourages more quality Leads. 

 
VARIATION: 

1. Prepare a container with every Member’s business card. 

2. Announce during your opening remarks that each Member is to draw a 
business card from the container being passed around. 

3. At the last 30-seconds they are to do that person’s promotional and during 
the week, generate a Lead for that person. 

 

Tell them:  “If it is a business that seems difficult for you to generate a Lead 
for, plan on meeting with that Member, one-on-one, to find out how to 
generatet a Lead for them.” 

 
26. PROGRAM VARIATION: HOW TO GET A LEAD 

 

PURPOSE: 
1. Provides immediate information on how that Lead was obtained. 

2. Helps give insight to other Members on how they can generate more 
quality Leads. 

 
VARIATION:  Announce to the Members during your opening remarks and 
again right before the 10-minute Lead exchange: 
 

“Pick one of the Leads you are giving today and tell how you generated that 
Lead.  You have 20 seconds to do this” 
 

27. PROGRAM VARIATION: SURVEY 
 

PURPOSE: To assist in identifying areas of interest or growth potential. 
 
VARIATION:  Announce to the Chapter at the beginning of program:  “We 
welcome your input and look forward to reviewing your comments and  
suggestions. 
 

1. Make copies to give to Members at the beginning of the meeting.   
2. Collect at the end of the meeting.  
 (Survey Form on Next Page) 

 
Leadership Team reviews surveys and discusses content with their 
Regional Office. 
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CHAPTER SURVEY 
 

NAME:  _______________________________ DATE:  _________________ 
 
CHAPTER:  _____________________________________________________ 
 
1.  I am satisfied with my Membership results because: 
 

_______________________________________________________________
_______________________________________________________________
_______________________________________________________________
_______________________________________________________________
2.  I am dissatisfied with my Membership results because: 
_______________________________________________________________

_______________________________________________________________

_______________________________________________________________ 

_______________________________________________________________ 
_______________________________________________________________
_ 

3.  What I need from the other Members to support my success is: 
_______________________________________________________________

_______________________________________________________________

_______________________________________________________________

_______________________________________________________________

_______________________________________________________________

_____________________________________________________________ 

 

4.  What I can do to support my success is: 
 

_______________________________________________________________

_______________________________________________________________

_______________________________________________________________

_______________________________________________________________

_______________________________________________________________

_______________________________________________________________

_______________________________________________________________ 

Thank you for your feedback. 
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28. PROGRAM VARIATION: “SOFT LEAD OR CONTACT” 
 

PURPOSE:  The reason for this technique is to make the job easier for those 
Members who need to make many “Cold Calls” and to gain the advantage of 
many Members working for them to receive Leads. 
 
1. NOTE:  Soft Contact – may be used in conjunction with “FOCUS WEEK” 

(Program Variation #29) 
 

2. You may do this once a month to assist a different “Low Lead” Member to 
increase their good results. 

 
VARIATION: 

1. Choose a Member who hasn’t been receiving many Leads (source - 
Leads Chart). 

 

2. Instruct all the Members to collect at least one business card, preferably a 
few, from potential customers or clients for that designated Member. 

 

a. Instruct Members to alert the potential Lead/Contact that the Member 
will be calling them about their particular goods or service. 
 

b. Give potential contact the business card of the chosen Member. 
 

3. Sign the business card with your name. 
 

4. Give them to the recipient during the next meeting’s 10-minute Lead 
exchange. 

 
29. PROGRAM VARIATION: FOCUS WEEK 
 

PURPOSE: 
1. Assists to reinforce the memory of the needs of the other Members. 
 

2. Develops a focused approach toward producing more quality Leads and 
 contacts for all Members. 
 

VARIATION: 
1. Place business card from each Member in container. 

2. Arrange for one card to be drawn. 

3. Tell Members, “try to produce at least one (1) Lead this week for chosen 
card Member.  Focus this week on the Member’s Lead needs.” 

4. Give “Chosen” Member an additional 30-second spot, right after their card 
has been drawn. 

Remind Members that focus week for a particular Member is in addition to 
keeping in mind all of the Members’ Lead and contact needs. 
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30. PROGRAM VARIATION: VIP AWARD 
 

PURPOSE: 

 Recognition and appreciation by their peers for recipient of VIP award. 

 
VARIATION:  At the last meeting of the month, Members will be voting on who 
will receive the VIP Award. 
 

Suggestions for Award: 
1. Consistent early arrival 

2. Consistently brings quality Leads 

3. Consistent attendance 

4. Other ideas you feel valuable to encourage 

 
Read the voting criteria when announcing the VIP award. 
 
Voting Procedure: 
1. Suggest each Member write their choice on the back of their OWN 

business card. 

2. Place in envelope passed around. 

3. Assistant Director tabulates votes. 

4. At end of meeting, Assistant Director will announce the recipient of the VIP 
Award. 

5. Provide time (30-seconds) for recipient to respond and make a few 
remarks. 

 
31. PROGRAM VARIATION: “ZIGGY” AWARD 
 

PURPOSE:  Provides recognition and appreciation for Members who contribute 
on different levels, other than giving Leads. 
 
VARIATION:  Get a “Ziggy” from American greetings (note any famous 
character doll i.e.; Garfield, Charlie Brown; etc. would do if you can’t find a 
Ziggy) at a local card shop.  Award the “Ziggy” each week to a Member 
 
A criterion for award is at your discretion. 
 
Some Suggestions: 

• Someone who made a big effort to come early and help the Team. 

• Someone who has brought in New Members, has really been out there 
promoting and representing the Chapter. 
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32. PROGRAM VARIATION: PRESENT ANOTHER MEMBER’S 30 SEC. 
 PROMOTIONAL.  GUESS THE MEMBER! 

 

PURPOSE: 
1. To stimulate careful listening techniques and memory. 

2. Good “feedback” for Members on information retention and understanding 
of their business. 

 
VARIATION: Announce to the Chapter at the beginning of program: 

1. Ask Members to place their business card in the container passed during 
their first 30-second promotional. 

 

2. The container will be passed again at the beginning of the last 30-
seconds.  Each Member is to draw a card and be that person, giving their 
promotional. 

 

3. Do not give the Member’s name or their business name in the 
promotional. 

 

4. SEE IF THE OTHER MEMBERS CAN GUESS WHO THE MEMBER IS 
AND THEIR BUSINESS! 

 

Visitors who have paid their Advertising Fee do not participate in this program 
change, but are to give their own 30-second promotional. 
 

Note:  If a Member draws their own card, they should put their card back and 
draw another. 

 

33. PROGRAM VARIATION: STARTING YOUR BUSINESS 
 

PURPOSE: 
1. This will provide the other Members with insights that can assist them to 

provide quality Leads and referrals. 

2. This information can provide background for each Member that can assist 
them in providing increased credibility when seeking Leads and referrals 
for other Members. 

VARIATION:  Announce to the Chapter at the beginning of program: 

“Include in your last 30-seconds – WHO or WHAT was instrumental in YOU 
starting your business.” 

 

34. PROGRAM VARIATION: WHAT IS NOT A GOOD LEAD 
 

PURPOSE:  Assists Members to generate Leads that are considered valuable 
to the recipients.  This will educate Members so they can avoid giving Leads 
that are not useful for the recipient.   
VARIATION:  Announce to the Chapter at the beginning of program: Announce 
to them that you would like them, during their last 30-second promotion, to add 
examples of what would NOT be a good Lead for them. 
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35. PROGRAM VARIATION: NEW YEAR’S BUSINESS GOALS 
 

PURPOSE:  When each Member is clear about the goals and direction of each 
of their fellow Members, they are increasing their ability to provide truly valuable 
Leads, referrals and inside information. 
 
VARIATION:  During your opening remarks and announcements, I would 
appreciate it if you would read this New Years Greeting to your Chapter, that 
Lisa Bentson, Leads Club CEO wrote. 
    
“My wish for each of you is that this New Year fulfills your business goals 
beyond your wildest dreams and that your success journey is filled with joy” 

          
        Share your Goals for the coming year. 
 
36. PROGRAM VARIATION: TRENDS IN YOUR BUSINESS 
 

PURPOSE:  Encourages Members to bring their fellow Members into their long 
range plans and goals so that long range Leads can be developed. 
 
VARIATION:  During your opening remarks: 
Announce to the Members that you would like them, during their last 30-second 
promotional, to add information about trends and the effect it could have on 
their business. 
 

OR Tell of trends in their own business. 
 
37. PROGRAM VARIATION: SYNERGISTIC MEMBERSHIP 
 

PURPOSE:  Involve present Members in the choice of categories and 
Memberships to recruit for their benefit. 
 
VARIATION:  During your opening remarks, pass out a sheet of paper to each 
Member, saying: 
 

“Please list the business categories with which you can best exchange Leads.  
Note any names and contact information of people or companies that you know 
of in these businesses.  Remember, we want the best.  Sign your sheet and 
pass it in at the end of this meeting so that appropriate follow-up can occur.” 
 
The Leadership Team or Membership Chair will review these sheets and 
decide the most appropriate method to contact these potential Members. 
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38. PROGRAM VARIATION: BUILDING MEMBERSHIP CATEGORY BY 
 CATEGORY. 

 

PUROSE:  To involve the Members in selection of new Members and insure 
business categories represent the kinds of businesses with which the Members 
can best exchange Leads, thereby increasing their business. 

 
VARIATION:  During your opening remarks say: 

 

“What business categories do you want represented in our Chapter as 
Members?  Here are 3 categories that we, your Chapter Leadership Team feel 
would work well.  What other categories do you want represented?”  
 
(Read 3 categories you have listed below.  Add to the list any suggestions from 
the Members.) 
 
Businesses      Member Name 
 
_________________________   _______________________ 
 
_________________________   _______________________ 
 
_________________________   _______________________ 
 
“If you know someone, or think you can find someone in one of these business 
categories, let me know.  Arrange for them to attend our next meeting.  Be 
prepared to introduce your visitor with a few words.”  (Fill in Member name 
besides category of their choice.) 
 
 
Businesses      Member Name 
 
_________________________   _______________________ 
 
_________________________   _______________________ 
 
_________________________   _______________________ 
 
_________________________   _______________________ 
 
_________________________   _______________________ 
 
_________________________   _______________________ 
 
_________________________   _______________________ 
 
_________________________   _______________________ 
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39. PROGRAM VARIATION: FANTASY 
 

PURPOSE: 
1. When Members think through what products or services of their fellow 

Members that they would want, this will assist them to promote their fellow 
Members in a positive manner. 

 
2. This will also give the Members ides for promoting their fellow Members in 

such a way that they can provide greater numbers of Leads. 
 

VARIATION: Announce during your opening remarks: 
 
“During our last 30-second promotionals, if you could use the services or have 
the products of a fellow Member, what would they be and why?” 
 
 

40. PROGRAM VARIATION: INCREASING THE NUMBER OF MEMBERS  
     AND VISITORS 

 

PURPOSE:  Involving the Members in selecting quality new Members. 
 
VARIATION:  During your opening remarks ask Members to take one of the 
Contact Cards (pass the cards around).  Tell them their Chapter is actively 
looking to fill the following categories.  (CHOOSE ONLY 3 CATEGORIES) 
 
________________________________________________ 
 
________________________________________________ 
 
Describe the kind of Members, within these categories, you are looking for. 
For Example:  People who are experts in their field, with a good standing in the 
business community, and have ethical business practices. 
 
Ask them to bring the completed Contact Cards (include telephone #, address, 
and in the comments sections – any information that will be helpful in 
contacting them i.e.; e-mail address, times, etc.) be sure they sign and date 
them, and turn them in to the Director for appropriate follow-up. 
 
If any of the Members want to arrange to bring one of these chosen categories 
contacts to a meeting, make sure that all reservations are cleared through the 
Chapter Director (avoids duplications). 
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41.   PROGRAM VARIATION: FAMOUS PEOPLE 
 

PURPOSE: 
1. Provides insight into the Members day to day experiences outside of 

Leads Club. 

2. Can provide additional assistance in giving quality Leads and referrals for 
the Member. 

 
VARIATION: During your opening remarks, ask Members to relate during 
their last 30-second promotional, their connection on any level, to a famous 
person and what the circumstances were? 
 

42. PROGRAM VARIATION: HOBBIES & SPECIAL INTERESTS 
 

PURPOSE:  Gives insight to the Members, thereby providing additional 
opportunities to make connections for the purpose of exchanging Leads. 
 
VARIATION:  During your opening remarks, ask the Members to relate, during 
their last 30-second promotional, references to any hobbies or special interests 
they have.  In addition, relate some of the satisfactions they receive from these 
interests. 
 

43. PROGRAM VARIATION: “TUNING IN” 
 

PURPOSE:  Increases Member’s awareness as to possible Leads for other 
Members. 
 
VARIATION:  During your opening remarks, ask the Members to think of a 
“Catch Phrase” that another person might hear in a casual conversation that 
would “Tune Them In” to giving that Member a QUALIFIED LEAD.  Be ready to 
relate these during the last 30-second promotional. 
 
OPTIONAL:  Pass around a sheet of paper at the beginning of the meeting to 
each person.  Have the Members write down their “Catch Phrase” or comment.  
Have someone compile the information and distribute to each Member. 
 

Example: “I can’t stand this heat” (Maybe a Lead for a pool contractor, air 
 conditioning person, travel consultant, clothier, etc.) 
 

“We have decided to move our store to a higher traffic area in 
order   increase business.”  
(May be a Lead for commercial real estate agent, local mover, 
technology consultant, interior designer, insurance agent, etc.) 

 
 
 
 



67 

44. PROGRAM VARIATION: WHAT BROUGHT ME TO THIS CHAPTER? 
 

PURPOSE: 
1. Provides insight for Members regarding the many avenues taken by 

Members to participate in their group. 

2. There is an opportunity for Members to express their appreciation to those 
people who put them in touch with this group. 

 
VARIATION:  During your opening remarks, ask the Members to share during 
their last 30-second promotional “What brought me to this Chapter”. 

 
 
45. PROGRAM VARIATION: LONG RANGE GOALS 
 

PURPOSE:  To familiarize your fellow Members with your Long Range Goals 
for Success. 
 
VARIATION:  Announce during your opening remarks: 

“During your final 30-second promotional, finish this sentence:” 
 
“I will know I have made it when . . .” 

(or) 

“I knew I had made it when . . .” 

 
46. PROGRAM VARIATION: BENEFITS OF LEADS CLUB 

 

PURPOSE: 
1. Recognition and acknowledgement of Membership benefits. 

2. Practice in verbalizing benefits which will help Members bring in visitors. 
 
VARIATION:  Announce during your opening remarks: 

“Include in your closing promotional:  If you had only 30-seconds to sell the 
benefits of LEADS CLUB, what would you say?” 

 
47. PROGRAM VARIATION:  SELLING YOURSELF 

 

PURPOSE:  Gives you practice in selling yourself and your business to another 
person. 
 
VARIATION:  Announce during your opening remarks: 

“We are all in sales, selling ourselves and our businesses each time we make a 
business contact.  During the last 30-seconds, imagine you’re stuck in an 
elevator with a person who has the power to triple your business immediately.  
You have 30-seconds to impress this person – What do you say?” 
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48. PROGRAM VARIATION:  VARIATIONS ON 30-SECOND PROMOTIONALS 
 

PURPOSE:  Provides an opportunity for Members to share why they are 
successful. 
 
VARIATION:  After reading the purpose and any memos from the Office, 
announce this variation to their 30-second promotionals “Please give your 
regular 30-second promotional; your name, name of your business, what you 
do, leads you are looking for.  In addition, tell us . . .” 

 “What is the key to your Success?” 
 
49. PROGRAM VARIATION: VARIATIONS ON 30-SECOND PROMOTIONALS 

 

PURPOSE:  Provides the other Members with special insight that can assist 
them to provide quality Leads and referrals. 
 
VARIATION:  After reading the purpose and any memos from the Office, 
announce this variation to their 30-second promotionals.  “Please give your 
regular 30-second promotional; your name, name of your business, what you 
do, leads you are looking for.  In addition tell us . . .” 

 “What is the one word that best describes you or your service?” 
 

50. PROGRAM VARIATION: VARIATIONS ON 30-SECOND PROMOTIONALS 
 

PURPOSE:  Assists Members to promote their fellow Members more 
effectively. 
 
VARIATION:  After reading the purpose and any memos from the Office, 
announce this variation to their 30-second promotionals.  “Please give your 
regular 30-second promotional; your name, name of your business, what you 
do, leads you are looking for.  In addition tell us . . .” 

 “What is your biggest challenge?” 
 
51. PROGRAM VARIATION: VARIATIONS ON 30-SECOND PROMOTIONALS 

 

PURPOSE:  Gives additional insight about fellow Members. 
 
VARIATION:  After reading the purpose and any memos from the Office, 
announce this variation to their 30-second promotionals.  “Please give your 
regular 30-second promotional; your name, name of your business, what you 
do, leads you are looking for.  In addition tell us . . .” 

 “How would your personalized license plate read?” 
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52. PROGRAM VARIATION: VARIATIONS ON 30-SECOND PROMOTIONALS 
 

PURPOSE: 
1. To promote a better understanding of other Member’s business. 

2. Assists Members to promote their fellow Members more effectively. 
 
VARIATION:  After reading the purpose and any memos from the Office, 
announce this variation to their 30-second promotionals.  “Please give your 
regular 30-second promotional; your name, name of your business, what you 
do, leads you are looking for.  In addition tell us . . .” 

 “What is your creed?” 
 
53. PROGRAM VARIATION: VARIATIONS ON 30-SECOND PROMOTIONALS 

 

PURPOSE:  Gives insight about fellow Members, thereby providing additional 
opportunities for exchanging leads. 
 
VARIATION:  After reading the purpose and any memos from the Office, 
announce this variation to their 30-second promotionals.  “Please give your 
regular 30-second promotional; your name, name of your business, what you 
do, leads you are looking for.  In addition tell us . . .” 

 “I knew I’d made it when . . .” 
 
54. PROGRAM VARIATION: VARIATIONS ON 30-SECOND PROMOTIONALS 

 

PURPOSE: 
1. Gives insight about fellow Members, thereby providing additional 

opportunities for exchanging Leads. 

2. Provides information about Members’ varied experiences. 
 
VARIATION:  After reading the purpose and any memos from the Office, 
announce this variation to their 30-second promotionals.  “Please give your 
regular 30-second promotional; your name, name of your business, what you 
do, leads you are looking for.  In addition tell us . . .” 

 “What was your first job?” 
 
55. PROGRAM VARIATION: VARIATIONS ON 30-SECOND PROMOTIONALS 

 

PURPOSE:  Provides additional information about Members. 
 
VARIATION:  After reading the purpose and any memos from the Office, 
announce this variation to their 30-second promotionals.  “Please give your 
regular 30-second promotional; your name, name of your business, what you 
do, leads you are looking for.  In addition tell us . . .” 

 “Something about yourself that we don’t already know.” 
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56.   PROGRAM VARIATION: VARIATIONS ON 30-SECOND PROMOTIONALS 
 

PURPOSE:  Provides specific information to enhance lead exchange. 
 
VARIATION:  After reading the purpose and any memos from the Office, 
announce this variation to their 30-second promotionals.  “Please give your 
regular 30-second promotional; your name, name of your business, what you 
do, leads you are looking for.  In addition tell us . . .” 

“About a major catastrophe and how your business provides a means to deal 
with it.” 

 
57.  PROGRAM VARIATION: VARIATIONS ON 30-SECOND PROMOTIONALS 

 

PURPOSE: 
1. Assists Members to know pertinent facts about other Members. 

2. Assists Members to promote their fellow Members more effectively. 
 
VARIATION:  After reading the purpose and any memos from the Office, 
announce this variation to their 30-second promotionals.  “Please give your 
regular 30-second promotional; your name, name of your business, what you 
do, leads you are looking for.  In addition tell us . . .” 

 “Why you are the best at what you do.” 
 
58. PROGRAM VARIATION: VARIATIONS ON 30-SECOND PROMOTIONALS 

 

PURPOSE:  Provides Members with specific information to generate Leads. 
 
VARIATION:  After reading the purpose and any memos from the Office, 
announce this variation to their 30-second promotionals.  “Please give your 
regular 30-second promotional; your name, name of your business, what you 
do, leads you are looking for.  In addition tell us . . .” 

 “What are you celebrating today, this week, this month, this year?” 
 
59. PROGRAM VARIATION: VARIATIONS ON 30-SECOND PROMOTIONALS 

 

PURPOSE:  Provides Members with additional information to use in securing 
Leads. 
 
VARIATION:  After reading the purpose and any memos from the Office, 
announce this variation to their 30-second promotionals.  “Please give your 
regular 30-second promotional; your name, name of your business, what you 
do, leads you are looking for.  In addition tell us . . .” 

 “What’s new in your business?” 
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60. PROGRAM VARIATION: VARIATIONS ON 30-SECOND PROMOTIONALS 
 

PURPOSE:  Provides Members with additional information that will assist them 
to provide quality Leads and referrals. 
 
VARIATION:  After reading the purpose and any memos from the Office, 
announce this variation to their 30-second promotionals.  “Please give your 
regular 30-second promotional; your name, name of your business, what you 
do, leads you are looking for.  In addition tell us . . .” 

 “What you would win an award for in your business?” 
 
61.  PROGRAM VARIATION: VARIATIONS ON 30-SECOND PROMOTIONALS 

 

PURPOSE:  Assists Members to promote their fellow Members more 
effectively. 
 
VARIATION:  After reading the purpose and any memos from the Office, 
announce this variation to their 30-second promotionals.  “Please give your 
regular 30-second promotional; your name, name of your business, what you 
do, leads you are looking for.  In addition tell us . . .” 

 “What have you done for yourself / your business lately?” 
 
62.  PROGRAM VARIATION: VARIATIONS ON 30-SECOND PROMOTIONALS 

 

PURPOSE:  Can provide insights to the Members varied experiences. 
 
VARIATION:  After reading the purpose and any memos from the Office, 
announce this variation to their 30-second promotionals.  “Please give your 
regular 30-second promotional; your name, name of your business, what you 
do, leads you are looking for.  In addition tell us . . .” 

 “What have you done for your community lately?” 
 
63.  PROGRAM VARIATION: VARIATIONS ON 30-SECOND PROMOTIONALS 

 

PURPOSE:  This information can provide background for each Member that 
can assist them in providing increase credibility when seeking Leads and 
referrals for other Members. 
 
VARIATION:  After reading the purpose and any memos from the Office, 
announce this variation to their 30-second promotionals.  “Please give your 
regular 30-second promotional; your name, name of your business, what you 
do, leads you are looking for.  In addition tell us . . .” 

 “One way in which you impact your clients/potential clients.” 
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64.  PROGRAM VARIATION: VARIATIONS ON 30-SECOND PROMOTIONALS 
 

PURPOSE:  This knowledge permits the other Members to be aware of the 
wishes and needs of Members. 
 

VARIATION:  After reading the purpose and any memos from the Office, 
announce this variation to their 30-second promotionals.  “Please give your 
regular 30-second promotional; your name, name of your business, what you 
do, leads you are looking for.  In addition tell us . . .” 

 “What do you want for your business?” 
 
65.  PROGRAM VARIATION: VARIATIONS ON 30-SECOND PROMOTIONALS 

 

PURPOSE:  Provides Members with additional information that will assist them 
to provide quality leads and referrals. 
 
VARIATION:  After reading the purpose and any memos from the Office, 
announce this variation to their 30-second promotionals.  “Please give your 
regular 30-second promotional; your name, name of your business, what you 
do, leads you are looking for.  In addition tell us . . .” 

 “A fascinating fact about your field of expertise.” 
 
66.  PROGRAM VARIATION: VARIATIONS ON 30-SECOND PROMOTIONALS 

 

PURPOSE:  Provides Members with additional information that will assist them 
to provide quality Leads and referrals. 
 
VARIATION:  After reading the purpose and any memos from the Office, 
announce this variation to their 30-second promotionals.  “Please give your 
regular 30-second promotional; your name, name of your business, what you 
do, leads you are looking for.  In addition tell us . . .” 

 “One benefit of being self-employed / an entrepreneur.” 
 
67.  PROGRAM VARIATION: VARIATIONS ON 30-SECOND PROMOTIONALS 

 

PURPOSE:  This will provide the other Members with insights that can assist 
them to provide quality Leads and referrals. 
 
VARIATION:  After reading the purpose and any memos from the Office, 
announce this variation to their 30-second promotionals.  “Please give your 
regular 30-second promotional; your name, name of your business, what you 
do, leads you are looking for.  In addition tell us . . .” 

 “What do you do that makes a difference?” 
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68.  PROGRAM VARIATION: VARIATIONS ON 30-SECOND PROMOTIONALS 
 

PURPOSE:  Provides Members with additional information that will assist them 
to provide quality Leads and referrals. 
 
VARIATION:  After reading the purpose and any memos from the Office, 
announce this variation to their 30-second promotionals.  “Please give your 
regular 30-second promotional; your name, name of your business, what you 
do, leads you are looking for.  In addition tell us . . .” 

 “What do your clients appreciate most about you?” 
 
69. PROGRAM VARIATION: VARIATIONS ON 30-SECOND PROMOTIONALS 

 

PURPOSE:  Gives insights to the Members, thereby providing additional 
opportunities to make connections for the purpose of exchanging Leads. 
 
VARIATION:  After reading the purpose and any memos from the Office, 
announce this variation to their 30-second promotionals.  “Please give your 
regular 30-second promotional; your name, name of your business, what you 
do, leads you are looking for.  In addition tell us . . .” 

 “What do you want to change about your business?” 
 
70. PROGRAM VARIATION: VARIATIONS ON 30-SECOND PROMOTIONALS 

 

PURPOSE: 
1. Encourages Members to express their business goals. 

2. This knowledge permits the other Members to be aware of the wishes and 
needs of the Members. 

 
VARIATION:  After reading the purpose and any memos from the Office, 
announce this variation to their 30-second promotionals.  “Please give your 
regular 30-second promotional; your name, name of your business, what you 
do, leads you are looking for.  In addition tell us . . .” 

 “What is your goal for the month, quarter, and/or year?” 
 
71. PROGRAM VARIATION: VARIATIONS ON 30-SECOND PROMOTIONALS 

 

PURPOSE:  Gives insights to the Members, thereby providing additional 
opportunities to make connections for the purpose of exchanging Leads. 
 
VARIATION:  After reading the purpose and any memos from the Office, 
announce this variation to their 30-second promotionals.  “Please give your 
regular 30-second promotional; your name, name of your business, what you 
do, leads you are looking for.  In addition tell us . . .” 

 “What do you do to continue to educate yourself in your business 
 and/or for personal growth?” 
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72. PROGRAM VARIATION: VARIATIONS ON 30-SECOND PROMOTIONALS 

 

PURPOSE:  When each Member is clear abut the goals and direction of each 
of their fellow Members, they are increasing their ability to provide truly valuable 
Leads, referrals and inside information. 
 
VARIATION:  After reading the purpose and any memos from the Office, 
announce this variation to their 30-second promotionals.  “Please give your 
regular 30-second promotional; your name, name of your business, what you 
do, leads you are looking for.  In addition tell us . . .” 

 “What is on your wish list for your business?” 
 
73. PROGRAM VARIATION: VARIATIONS ON 30-SECOND PROMOTIONALS 

 

PURPOSE:  To involve the Members in selection of new Members and insure 
business categories represent the kinds of business that the Members can best 
exchange Leads with, thereby increasing their business. 
 
VARIATION:  After reading the purpose and any memos from the Office, 
announce this variation to their 30-second promotionals.  “Please give your 
regular 30-second promotional; your name, name of your business, what you 
do, leads you are looking for.  In addition tell us . . .” 

 “Who (what category of business) is a good Power Partner for you?” 
 
74. PROGRAM VARIATION: VARIATIONS ON 30-SECOND PROMOTIONALS 

 

PURPOSE:  Shows how Members all interact and connect with each other. 
 
MATERIALS NEEDED:  A ball of yarn. 
 
VARIATION:  After reading the purpose and any memos from the Office, 
announce this variation to their 30-second promotionals.  “Please give your 
regular 30-second promotional; your name, name of your business, what you 
do, leads you are looking for.” 

“When you are done with your promotional, hold the end of the yarn and toss 
the ball of yarn to another Member.  Everyone repeat this process.” 
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APPENDIX B: THOUGHTS FOR THE DAY 

 
1 “Life is either a daring adventure or nothing.” 
 Helen Keller 
 
2 “Patience is bitter but its fruit is sweet.” 
  Author Unknown 
 
3 “Those who bring sunshine to the lives of others cannot keep it from 

themselves.” James Barrie 
 
4 “Success seems to be largely a matter of hanging on after others have let go.” 
  William Feather 
 
5 “You are only what you accept.” 
  Author Unknown 
 
6 “Always remember that your own resolutions to succeed are more important 

than anything else.” Abraham Lincoln 
 
7 “The lure of the distant and the difficult is deceptive.  The great opportunity is 

where you are.” John Burroughs 
 
8 “Take time to think.  It is the source of power.  Take time to read.  It is the 

fountain of wisdom.” Author Unknown 
 
9 Courage is resistance to fear, master of fear – not absence of fear.” 
  Mark Twain 
 
10 “Remember, no one can make you feel inferior without your consent.” 
  Eleanor Roosevelt 
 
11 “Your mind is as the earth.  Whatever you plant will grow.” 
  Author Unknown 
 
12 “The difference between greatness and mediocrity is often how an individual 

views a mistake…” Nelson Boswell 
 
13 “Every situation, properly perceived, becomes an opportunity…” 
  Helen Schucman 
 
14 “I look at my possibilities and expect them to happen.” 
  Author Unknown 
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15 “All great achievements require time.” 
  David Joseph Schwartz 
 
16 “I gain strength, courage and confidence by every experience in which I must 

stop and look fear in the face.  I say to myself, I’ve lived through this and can 
take the next thing that comes along.  We must do the things we think we 
cannot do.” 

  Eleanor Roosevelt 
 
17 “A turtle makes progress only when it sticks its neck out.” 
  Author Unknown 
 
18 “Far away there in the sunshine are my highest aspirations.  I may not reach 

them, but I can look up and see their beauty, believe in them and try to follow 
where they lead.” Louisa May Alcott 

 
19 “Every great mistake has a halfway moment, a split second when it can be 

recalled and perhaps remedied.” Pearl S. Buck 
 
20 “The world may owe you a living, but it’s up to you to collect.” 
  Author Unknown 
 
21 “To love what you do and feel that it matters – how could anything be more 

fun?” Katherine Graham 
 
22 “The first problem for all of us, men and women, is not to learn, but to 

relearn.” Gloria Steinem 
 
23 “Fortunes gravitate to people whose minds have been prepared to attract 

them just as surely as water gravitates to the ocean.’ Author Unknown 
 
24 “Nothing in life is to be feared.  It is only to be understood.” 
  Madam Curie 
 
25 “Opportunities are usually disguised by hard work, so most people don’t 

recognize them.” Ann Landers 
 
26 “Life without goals is like a basketball game without hoops.” 
  Author Unknown 
 
27 “Courage is the price that life exacts for granting peace.” 
  Amelia Earhart 
 
28 “We are not interested in the possibilities of defeat.” 
  Queen Victoria 
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29 “A certain amount of opposition is a great help.  Kites rise against the wind.” 
  Author Unknown 
 
30 “You have to accept whatever comes and the only important thing is that you 

meet it with courage and with the best you have to give.” 
  Eleanor Roosevelt 
 
31 “I don’t know anything about luck.  I’ve never banked on it, and I’m afraid of 

people who do.  Luck to me is something else; hard work and realizing what 
is opportunity and what isn’t” Lucille Ball 

 
32 “The smallest deed is infinitely better than the greatest of intentions.” 
  Author Unknown 
 
33 “The price of greatness is responsibility.” 
  Winston Churchill 
 
34 “When in doubt, tell the truth.” 
  Mark Twain 
 
35 “Progress involves risk.  You can’t steal second base and keep your foot on 

first.” Author Unknown 
 
36 “As I grow older, I pay less attention to what people say.  I just watch what 

they do.” Andrew Carnegie 
 
37 “Small opportunities are often the beginning of great enterprises.” 
  Demosthenes 
 
38 “Success requires no explanations; failure permits no alibis.” 
  Author Unknown 
 
39 “You can’t build a reputation on what you are going to do.” 
  Henry Ford 
 
40 “The sweetest of all sounds is praise.” 
  Xenophon 
 
41 “Just remember – when you think all is lost, the future remains.” 
  Author Unknown 
 
42 “Be content to act, and leave the talking to others.” 
  Baltasar Gracian 
 
43 “Worry is interest paid on trouble before it comes due.” 
  William Ralph Inge 
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44 “Leads Club Members see problems as opportunities to challenge ability.” 
  Author Unknown 
 
45 “The pessimist sees the difficulty in every opportunity: The optimist, the 

opportunity in every difficulty.” L.P. Jacks 
 
46 “Desire creates the power.” 
  Raymond Holliwell 
 
47 “A ship in harbor is safe – but that is not what ships are for.” 
  Author Unknown 
 
48 “You grow up the day you have your first real laugh – at yourself.” 
  Ethel Barrymore 
 
49 “When people say: She’s got everything.  I’ve only one answer – I haven’t had 

tomorrow.” Elizabeth Taylor 
 
50 “Courage is the power to let go of the familiar.” 
  Author Unknown 
 
51 “You cannot shake hands with a clenched fist.” 
  Indira Ghandi 
 
52 “It isn’t the common man at all who is important; it’s the uncommon man.” 
  Lady Nancy Astor 
 
53 “A smile is an inexpensive way to improve your looks.” 
  Author Unknown 
 
54 “Ideas are powerful things, requiring not a studious contemplation but an 

action, even if it is only an inner action.” Midge Decter 
 
55 “Your only obligation in any lifetime is to be true to yourself.” 
  Richard Bach 
 
56 “Every good thing in the world was once only a dream.  Dream your own 

great dreams.” Author Unknown 
 
57 “It is worse than folly . . . not to recognize the truth, for in it lies the tinder for 

tomorrow.” Pearl S. Buck 
 
58 “When you cease to make a contribution you begin to die.” 
  Eleanor Roosevelt 
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59 “A smile is to life what sunshine is to flowers.” 
  Author Unknown 
 
60 “Don’t compromise yourself.  You are all you’ve got.” 
  Betty Ford 
 
61 “Character contributes to beauty.  It fortifies a woman as her youth fades.  A 

mode of conduct, a standard of courage, discipline, fortitude and integrity can 
do a great deal to make a woman beautiful.” Jacqueline Bisset 

 
62 “When a happy person comes into the room, it is as if another candle has 

been lit.” Author Unknown 
 
63 “Unless you try to do something beyond what you have already mastered, 

you will never grow.” Ralph Waldo Emerson 
 
64 “Don’t be afraid to take a big step.  You can’t cross a chasm in two small 

jumps.” David Lloyd George 
 
65 “How beautiful a day can be when kindness touches it.” 
  Author Unknown 
 
66 “The fragrance always stays in the hand that gives the rose.” 
  Hada Bejar 
 
67 “Prefer a loss to a dishonest gain; the one brings pain at the moment the 

other for all time.” Chilon 
 
68 “If my mind can conceive it, and my heart can believe it, I know that I can 

achieve it. “ Author Unknown 
 
69 “The worst bankrupt in the world is the person who has lost enthusiasm.” 
  H.W. Arnold 
 
70 “He conquers who endures.” 
  Persius 
 
71 “If you find a path with no obstacles, it probably doesn’t lead anywhere.” 
  Author Unknown 
 
72 “Behavior is a mirror in which everyone displays his image.” 
  Goethe 
 
73 “Yesterday is a canceled check; tomorrow is a promissory note; today is the 

only cash you have, so spend it wisely.” Kay Lyons 
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74 “Even if you are on the right track, you’ll get run over if you just sit there.” 
  Author Unknown 
 
75 “Good merchandise finds a ready buyer.” Plautus 
 
76 “I am only one; But still I am one.  I cannot do everything, but still I can do 

something:  I will not refuse to do the something I can do.” Helen Keller 
 
77 Praise is like champagne:  it should be served while it is still bubbling.” 
  Author Unknown 
 
78 “People who fight fire with fire usually end up with ashes.” 
  Abigail VanBuren 
 
79 “Success is a journey, not a destination.” 
  Ben Sweetland 
 
80 “Joys shared are doubled.  Sorrows shared are halved.” 
  Author Unknown 
 
81 “Kindness is a language which the deaf can hear and the blind can read.” 
  Mark Twain 
 
82 “Self-expression must pass into communication for its fulfillment.” 
  Pearl S. Buck 
 
83 “Snowflakes are one of nature’s most fragile things, but just look at what they 

can do when they stick together.” Author Unknown 
 
84 “This became a credo of mine . . . attempt the impossible in order to improve 

your work.” Bette Davis 
 
85 “I’ve been rich and I’ve been poor.  Rich is better.” 
  Sophie Tucker 
 
86 “Happiness may be had by helping others find it.” 
  Author Unknown 
 
87 “The only limits are, as always, those of vision.” 
  James Broughton 
 
88 “It is not fair to ask of others what you are not willing to do yourself.” 
  Eleanor Roosevelt 
 
89 “A diamond is a chunk of coal that made good under pressure.” 
  Author Unknown 
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90 “In spite of the cost of living, it’s still popular.” 
  Kathleen Norris 
 
91 “Being powerful is like being a lady.  If you have to tell people you are, you 

aren’t.” Margaret Thatcher 
 
92 “The one who says. “It can’t be done”, is interrupted by the one who is doing 

it.” Author Unknown 
 
93 “Though we travel the world over to find the beautiful, we must carry it with us 

or we find it not.” Ralph Waldo Emerson 
 
94 “Some people strengthen the society just by being the kind of people they 

are.” John Gardner 
 
95 “Money is the fringe benefit of a job you like.” 
  Author Unknown 
 
96 “People forget how fast you did a job, but they remember how well you did it.” 
  Howard W. Newton 
 
97 “Some people regard discipline as a chore.  For me, it is the kind of order that 

sets me free to fly.” Julie Andrews 
 
98 “All the flowers of all the tomorrows are in the seeds of today.” 
  Author Unknown 
 
99 “I never notice what has been done.  I only see what remains to be done.” 
  Madam Curie 
 
100 “When one tugs at a single thing in nature, one finds it attached to the rest of 

the world.” John Muir 
 
101 “The difference between perseverance and obstinacy is that one comes from 

a strong will and the other from a strong won’t.” Author Unknown 
 
102 “Let everyone sweep in front of his own door, and the whole world will be 

clean.” Goethe 
 
103 “People who matter are most aware that everyone else does too.” 
  Malcolm Forbes 
 
104 “Patience – In time the grass becomes milk.” 
  Author Unknown 
 
 



82 

105 “Desire is the key to motivation, but it’s the determination and commitment to 
an unrelenting pursuit of your goal – a commitment to excellence – that will 
enable you to attain the success you seek.” 

  Mario Andretti 
 
106 “We all live with the objective of being happy; our lives are all different and yet 

the same.” Anne Frank 
 
107 “I am a great believer in luck, and I find the harder I work the more I have of 

it.” Stephen Leacock 
 
108 “The greatest calamity is not to have failed but to have failed to try.” 
  Author Unknown 
 
109 “The journey of a thousand miles starts with a single step.” 
  Chinese Proverb 
 
110 “Strength does not come from physical capacity.  It comes from an 

indomitable will.” Mahatma Gandhi 
 
111 “In order to be motivated, you must be self-confident.  If you believe in you, 

others will too.” Author Unknown 
 
112 “Courage is the secret of power.” 
  Homer 
 
113 “The most important thing about goals is having one.” 
  Geoffrey F. Abert 
 
114 “The greatest artist was once a beginner.” 
  Author Unknown 
 
115 “What I do today is important because I am exchanging a day of my life for it.” 
  Hugh Mulligan 
 
116 “Image creates desire.  You will what you imagine.” 
  J.G. Gallimore 
 
117 “Each day comes bearing its gifts.  Untie the ribbons.” 
  Author Unknown 
 
118 “A good memory is one trained to forget the trivial.” 
  Clifton Fadiman 
 
119 “Work joyfully and peacefully, knowing that right thoughts and right efforts will 

inevitably bring about right results.” James Allen 
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120 “Failure is not the worst thing in the world.  The very worst is not to try.” 
  Author Unknown 
 
121 “In the middle of difficulty lies opportunity.” 
  Albert Einstein 
 
122 “Nothing is impossible to a willing heart.” 
  John Heywood 
 
123 “Today is a wonderful day to expand our thinking.  Today is a day to know 

that we are filled with potential and possibility, ready to claim our good now.” 
  Author Unknown 
 
124 “The greatest thing in this world is not so much where we are, but in what 

direction we are moving.” O.W. Holmes 
 
125 “People with goals succeed because they know where they’re going.” 
  Earl Nightingale 
 
126 “Success is failure turned inside out.” 
  Author Unknown 
 
127 “You are never given a wish without also being given the power to make it 

true.  You may have to work for it, however.” Richard Bach 
 
128 “Wisdom is knowing what to do next, skill is knowing how to do it, and virtue is 

doing it.” David Starr Jordan 
 
129 “Enthusiasm stimulates action.” 
  Author Unknown 
 
130 “Great minds must be ready not only to take opportunities but to make them.” 
  Colton 
 
131 “I keep the telephone of my mind open to peace, harmony, health, love and 

abundance.  Then whenever doubt, anxiety, or fear tries to call me, they keep 
getting a busy signal and soon they’ll forget my number.” 

  Edith Armstrong 
 
132 “One of the most difficult things to give away is kindness – it is usually 

returned. Author Unknown 
 
133 “After the verb “To Love”, “To Help” is the most beautiful verb in the world.” 
  Bertha Von Suttner 
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134 “Life’s victors aren’t always fast starters, but rather those who don’t give in.  
For the ultimate winners – never quit, and the quitters never win.” 

  Author Unknown 
 
135 “The future belongs to those who believe in the beauty of their dreams.” 
  Eleanor Roosevelt 
 
136 “A winner is someone who sets his goals, commits himself to those goals, 

and then pursues his goals with the ability given him.” 
  Author Unknown 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



85 

APPENDIX C: SUPPLY SUPPLEMENT 

 
Leads Club has numerous support items that are provided for the Chapters.  The 
Leadership Team Kits contain many of these items and the following are those that 
are used most frequently. 
 

You will need to order from your designated Office to replenish your Chapter 
supplies.  There is a space provided on the Monthly Summary for you to list items 
that you will need. 
 
Member Application 
 
All potential Members need to complete the entire Member Application. 
 
When the applicant has been approved (references checked) and signed by the 
Director’s signature, give the goldenrod copy to the Member, retain the pink copy for 
the Chapter’s records and mail the white and yellow copies, together with fees to the 
designated office:  US Chapters - to the International Headquarters; International 
Chapters - to their designated Regional Office. 
 
When the designated office has received the completed application and membership 
fees and has accepted their membership, the new member materials and 
instructional information will be sent immediately. 
 
Pamphlet 
 
The Pamphlet is multi-functional.  It contains basic Leads Club information a well as 
a space for Chapter information and acts as a “Free First Visit” coupon.  It can be 
given to prospective Leads Club Members and left in appropriate locations that 
potential Members frequent. 
 
Receipt  
 
The Receipt is a 2-part form.  At the end of each meeting, mail top copies of receipt 
slips, corresponding checks, together with New Member applications to your 
designated Office:  US Chapters - to the International Headquarters; International 
Chapters - to their designated Regional Office. 
 
 
Monthly Summary  
 
The Monthly Summary is a 2-part form.  At the end of each meeting the statistical 
information is filled in. Complete all appropriate information (New and dropped 
Members and Supplies needed) and mail top white copy to your Regional Office. 
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Lead Card  
 
The Lead Card is a 3-part form and is completed by the Member who gives the 
LEAD.  The top white copy is given to the Lead recipient, the pink copy is filed in 
back of the recipient’s name in the Lead Card File Box and the yellow copy is filed in 
back of the person giving the Lead. 
 
Dollar Value Slips  
 

Dollar Value Slips are used by Members to document their Lead results to the 
Chapter.  The slips allow Members to give their results on dollars generated from 
specific leads, anonymously, to the Assistant Director for tracking purposes.  
Remember that the reported amount is the net value of the Lead result. 
 
Lead Activity Chart  
 
Each New Member receives a Lead Activity Chart.  They are used to track the 
number of Leads received and given.  There is additional space on the reverse side, 
providing enough room to track 6 months of Lead activity. 
 
Visitor Envelope  
 
The Visitor Envelope is given to all visitors.  These can be prepared in advance, and 
should include each Members business card from the Business Card File as well as 
the Members Marketing materials. 
 
Contact Card  
 
The Contact Card provides a simple way to track the people who have inquired 
about a Chapter or those who have been contacted by someone in the Chapter.  
They are also a record of who has been making those contacts.  It provides 
documentation useful for future connections for Mixers and Membership drives. 
 
Introduction to 10-Minute Talk Card 
 
Each Member receives this Introduction Card.  It is used to prepare their introduction 
that the Assistant Director will read prior to their 10-minute presentation. 
 
Award Card 
 
The Award Card comes with a gold decal/star that can be placed on the Member’s  
business card holder.  Award Cards are given to the monthly winner of the trophy 
and for recognition of outstanding contributions within the chapter. 
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APPENDIX D: ADDITIONAL TOOLS 

 
 
The following pages include additional tools Leads Club has developed to assist the 
Chapter Director in various ways including how to check New Members References 
as well as tools to grow and motivate the Members and build a successful Chapter. 
 
The materials include: 
 

 Chair Positions List & Chair List Form    Page 88 

 Directors Chapter Chair List          Page 90 

 Power Wheel Example & Blank Power Wheel Worksheet Page 91 

 

Copies of these materials are only to be distributed within your Chapter or as 
designated by your Regional Office. 
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CHAIR POSTIONS 

TO: COORDINATOR 

• During your first week in Leadership, please choose Members to fill these important 
positions. Our experience shows that when members are actively involved the 
chapter is more productive. 

• At your next meeting introduce and give recognition to these Chair members. 

• Post their names and Contact information by each position on the accompanying 
chart.  Send a copy to your Regional Office immediately and notify your designated 
Office when changes in Chairs occur. 

• Refer to your Manual for specific instructions necessary for them to understand 
LEADS CLUB policy and procedures for their position. Give them the 
charts/instructions for their position. Take time to discuss their goals. 

 

MEMBERSHIP CHAIR 

• You may appoint someone to take charge or assist the Director in identifying and 
contacting potential Member candidates, interviewing and screening applicants, 
and checking on references 

• The Chair person helps in motivating Members to seek potential Members in 
their power partner professions, and in  follow up with contacts, visitors, and 
prospective Members. 

• Seek someone who is talented in "closing the sale". The Director makes final 
decisions on applicants. 

 

MIXER CHAIR 
 The Mixer Chair serves for 6 months. Provide them with the Mixer Folder of instructions and 
master charts. The Coordinator meets with the Mixer Chair on a regular or as needed basis 
to keep track of planned Mixers. 
 

LEAD & DOLLAR GENERATION CHAIR 
� Choose a dependable person to tabulate weekly leads and announce that number at the 
end of each meeting.. 
 

� At the end of each month they tabulate and post on the LEAD CHART the Leads given 
and received by each member. They tabulate and post the dollar value as submitted by 
each member. The monthly total 
of leads and dollar results are announced to the Membership at the end of the last meeting 
of each month. They prepare the LEAD FILE BOX for the first meeting of the next month. 
 

� The charts and LEAD FILE BOX are under the direction of the Assistant Director who will 
conference with this chair person on an as needed basis. 
 

MEDIA CHAIR 
� Choose someone who likes to do Public Relations and has some experience writing and 
sending out media releases, and is enthusiastic about getting press coverage for your 
chapter.  
 

� Information is located in the Assistant Director kit. In addition, the designated Office can 
give advice and assistance. 
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(PR Cont.) 
 
   � Your choice of Media Chair will report and confer with the Assistant Director on an as needed basis. 
 

NEW MEMBER MENTOR 
   �  In a newly formed chapter, the Director acts as Mentor for new Members. With an established 

chapter, the Director chooses someone to act as Mentor for all new Members. However, you may 
need more than one Mentor, depending on the number of new Members. Reference: Manual pages 
and Member Handbook. 

 

   �  A Mentor agrees to meet with each new Member as soon as they join, go over the Member 
Handbook, new Member materials and resources. The also assist in composing the new Member's 
30 second promotional preparation of the first 10 minute presentation, encourage the new member 
to set up appointments to meet all present members one on one, and be available to counsel the 
new Member for their first 3 months of membership. 

 

   �  Former Chapter Leadership is a good source for Mentors. 
 

GREETER CHAIR 
   �  It is important to have someone greet Members and Visitors when they arrive and help Visitors get 

orientated, in addition to dealing with late arrivals. Collect a business card from all Visitors so they 
can be introduced professionally. 

 

   �  At the end of the meeting the Greeter should be positioned so that they can say goodbye to 
everyone, thank them for attending, and arrange for visitors to receive adequate information and 
follow up. 

 

�  Choose a dependable Member who will be at each meeting 15 minutes before the meeting begins 
and remain for 15 minutes after the meeting is over. 

 

TIMER CHAIR 
�  This position may be a traveling position with a different Member timing the meeting each month, or 

you may want to have the same person hold this position for the entire 6 months.  
 

�  The timer stays in the possession of the Coordinator who will conference with this chair on an as 
needed basis. 

 

SPECIAL EVENTS CHAIR 
�  You may want to choose this person on an event by event basis or appoint someone for the entire 6 

months. This person should be creative and able to motivate the Members to participate in Chapter 
activities. 

 

�  Events may be contests to stimulate chapter Membership growth, Visitor attendance, or increased  
lead generation. Our office has ideas which we can provide. 

 

�  According to your Chapter dynamics you may want events, such as a golf tournament, or a holiday 
potluck at someone's home. 

 

�  This Chair needs to be willing to work closely with the Director and Mixer Chair before deciding on 
what events and/or contests are in the Chapter's best interests. 

 

�  Contests or events need to be cleared through the regional office in order to experience the best 
outcome. 
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DIRECTOR’S CHAPTER CHAIR LIST 

 
CHAPTER:  _________________________   

DIRECTOR NAME:  __________________       

TELEPHONE #:  _____________________ 

 

CHAIR 
POSITION 

 

NAME 
 

EMAIL 
 

TELEPHONE # 

 
Membership 
Chair 
 

   

 
Mixer Chair 
 

   

 
Lead & Dollar 
Generation Chair 
 

   

 
Media Chair 
 

   

 
New Member 
Mentor 
 

   

 
Greeter Chair 
 

   

 
Timer Chair 
 

   

 
Special Events 
Chair 
 

   

 

International Headquarters:  P.O. Box 279, Carlsbad, California  92018-0279   
Toll Free 800-783-3761   Fax: 760-729-7797 
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PROSPECTIVE MEMBER SCRIPT 

Begin with two (2) Power Partners for each existing Member’s category.  As 
the Power Partners join, keep thinking of new Power Partners for the 
Member’s category and start a new list to recruit from. 

POWER WHEEL 

Massage 
Therapist 

 
Acupunct

urist

Current Members 

• Web Designer 

• Bookkeeping 

Service 

• Mortgage 

Broker 

• Skin Care 

Consultant 

Graphic 
Artist 

 
Computer 
Consultan

Jewelry 
Sales 

 
Fashion 

Coordinat

Feng Shui 
 

Flooring 
Sales 

CPA 
 

Attorne
y 
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Begin with two (2) Power Partners for each existing Member’s category.  As 
the Power Partners join, keep thinking of new Power Partners for the 
Member’s category and start a new list to recruit from. 

POWER WHEEL 

 

 

 

 
 

 


