
by Sara Johnson

Growthmasters,
#4801, was char-
tered in 1987 at
the “local” State
Farm Insurance
corporate campus.
Primarily composed
of State Farm em-
ployees, the club
never really went
past charter
strength as there
was significant
turnover in mem-
bership. As a re-
sult, there were
few educational
awards achieved
(and very few
advanced awards)
and the club

didn’t reach Dis-
tinguished Club
Status. They
were also a com-
munity club – but
seemed more like
a private corpo-
rate club.

Growthmasters Club—District 2

In Praise of Sara
I'm the outgoing
president of
Growthmasters.

I met Sara Johnson
when I was search-
ing for a Toast-
masters club. I
had attended two

other clubs before
visiting
Growthmasters.
Sara spent quite a
bit of time with
me after the meet-
ing talking about
the benefits of
joining a small

club. I decided
to join Growthmas-
ters because I
would be able to
deliver a lot of
speeches in a
short amount of
time and because
Sara projected the

Our mission is to
prevent isolation,
present ideas and
provide inspiration
to club coaches
throughout the

world.
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I was originally
the Area Gover-
nor, 2008-2009,
and saw how much
the club was
struggling. The
State Farm build-
ing required
signing-in, name
badges, being
buzzed through
doorways, and of-
ten being ousted
if another meet-
ing was being
held. The com-
pany was also not
sponsoring mem-
berships, as it
had in the past,
and the employees
needed to main-
tain their own
membership pay-
ments (due to the
turnover, State
Farm wasn’t see-
ing any return on

their invest-
ment). The most
senior Toastmas-
ter in 2008 had
been a member for
about two years,
the next most
senior member had
been in Toastmas-
ters for three
months. Although
the club often
had open houses,
guests did not
join. To help
the club with a
“senior” Toast-
master for guests
to talk to and to
see the stages of
achievement, I
joined the club
in 2009.

The main issues
we had: a corpo-
rate setting for
a community club,
low membership,

poor retention,
and no sense of
“fun” at the
meetings. As a
result, we were
down to six
“real” members
with about three
ready to leave.

The second step
was to have a
planning meeting
with the current
members about 1)
becoming more in-
volved with the
club, 2) scouting
out a new meeting
location, 3) having
a “Finding New Mem-

Assessment

Step One
As State Farm had
been the original
sponsor of the
club, we also
tried to connect
with the adminis-
trative and de-
partment heads at
corporate campus

to see if we
could garner sup-
port and rein-
vigorate the club
with State Farm
members. Neither
of these solu-
tions worked.

Our first step
was to move the
meeting day from
Wednesday to
Thursday, to see
if this would
make a difference
at our current
location.

“ . . main issues

we had: a

corporate setting

for a community

club, low

membership,

poor retention,

and no sense of

“fun” at the

meetings. “
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What is the
problem?



member can’t be
at the meeting,
we receive an e-
mail with their
regrets…even if
they are not on
the agenda. Our
website has
been revamped
with new infor-
mation, great
downloads, club
details, and
more. We com-
municate regu-
larly, have a
variety of pre-
pared speakers,
and fun with

We will be a
President’s Dis-
tinguished Club…
for the first
time this year.
We have a strong
membership base,
a supportive lo-
cation, great
meetings, and re-
turning guests.
One comment we
often receive is
that we are a fun
and supportive
club where every-
one is welcome
and wants to be
here. When a

Table Topics. In
short, not just
by Toastmasters
International
standards, but
also by our own,
we are distin-

Step Two

Results

Page 3Volume 1, Issue 1

The second step
was to have a
planning meeting
with the current
members about:
1) becoming more
involved with
the club
2) scouting out
a new meeting
location
3) having a
“Finding New
Members” planning
session
4) recommitting
– not just to
Toastmasters,
but to
Growthmasters.

Our core members
took on officer
roles to help sup-
port the club.
These new officers
found a new meet-
ing location, and
as a result, we
moved and gained
11 new members in
about three
months. We are
supported by our
new location, have
never been
“bumped” for a
room, and have be-
come proactive in
having guests at
every meeting.

We are becoming
more organized,
have special
event meetings
every month (see
below), and are
having “fun” at
every meeting.
In fact, that is
a goal…to grow
as a club, as a
group, as Toast-
masters, and as
people.

Try these
special
Growth-
masters
theme meet-
ings:

Move ahead
meeting – when a
member completed
their CC, everyone
else that wanted to
could move ahead
one speech with
them.

Taboo Table
Topics – Describe
your topic without
saying what it was
and the audience
guesses

Evaluation – One
speaker, then eve-
ryone participates
as an evaluator
(one starts, then
another takes over,
etc)

Backwards
meeting – evalua-
tions first, then
speakers

Table Slang-
opics – using cur-
rent slang for Table
Topics

Ice-Breaker-A-
Thon – all new
members do their
ice breakers to-
gether (we had 5)

Debate meeting
– Table topics and
impromptu speak-



john.murphy@dist8tm.org
dwwilsondtm@earthlink.net

phill063@bellsouth.net

Club Coach Weekly is a
combined effort of Dr.
John Murphy, DTM,
Douglas Wilson, DTM
and Patricia Hill, DTM.
John is the 2010-2011
Club Coach Chair for
District 8 and is re-
sponsible for the Club
Coach stories. Doug-
las and Patricia are
Past District Gover-
nors from District 58.
Douglas is responsible
for letters of praise.
Patricia is responsible
for graphic design, ed-
iting and layout. Please
contact them with any
questions, comments
or possible content.

OUR MISSION IS TO
PREVENT ISOLATION,
PRESENT IDEAS AND

PROVIDE
INSPIRATION TO CLUB

COACHES
THROUGHOUT THE

WORLD.

With so many new
members, we had a
“how to succeed at
Table Topics” pres-
entation before
starting Table Top-
ics. We use inno-
vation of meeting
styles, topics, and
more to give vari-
ety. We have had
guests who re-
turned, just to see
what we were going
to do the next
week. We also
celebrate our suc-
cesses – through
awards, parties,
e-mails, pretty
much anything that
helps us to give
recognition to what
we do.

I think that one of
the key reasons
that Growthmasters
is successful is
because we don’t
follow a “standard”
meeting format.
Although we might
have the typical
meeting roles, we
have variety and
spice in how we use
them. For example,
when our resident
linguist was the
Toastmaster, we all
got a gram-
mar/English lesson
about words we use,
how we use them,
and what words
mean. When our
computer consultant
was Toastmaster, he
shared some com-
puter tips and
tricks that Toast-
masters can use.
When a speaker was
going to give a
PowerPoint presen-
tation, there was
an opening speech
on how to success-
fully use Power-
Point in a speech.

The Harvard Busi-
ness School stated
that there are
three things that
motivate people in
the workplace – I
would argue that
these three things
motivate people
anywhere. Achieve-
ment – to be proud
of one’s accom-
plishments and to
help others to
achieve as well.
Equity – to be
treated fairly, re-
spectfully and
equally. Camarade-
rie – to have good,
productive rela-
tionships. We have
these three in
abundance at
Growthmasters and
we are motivated to
succeed. That mo-
tivation is evi-
denced through our
communication and
leadership awards,
our members will-
ingness to be offi-
cers, and the suc-
cess of our club.

Lessons LearnedWe’re on the web!
www.dist8tm.org/

clubcoach.html

In Praise of Sara (from page 1)

aura of a winner.
Within a few
months, I became
the president of
Growthmasters.
My role was that
of cheerleader,
but Sara did most
of the work. She
was constantly
thinking of ways
to improve the

meetings and de-
liver more value
to our members.
Even in the face
of declining
membership and
member apathy,
she maintained
high energy lev-
els and a posi-
tive view toward
the future for

Growthmasters.
Sara is also hum-
ble, but as with
most great people,
her humility is in
inverse proportion
to her abilities
and accomplish-
ments.
I am a great fan
of Sara Johnson.

Don Crawley


