ONE VOICE * ONE HEART * ONE MISSION

OLD NORTH STATE COUNCIL

ANNUAL MEMBERSHIP GUIDE

A UNIFIED SYSTEM. A SHARED COMMITMENT. A GREATER IMPACT.

STRONG UNITS
ATTRACT FAMILIES

GREAT FIRST

THE CYCLE
CONTINUES AND E;::f;':;‘:::
GROWS

INVITE OTHERS 5 WELCOME

Empower families and > g Create a great first
youth to invite their impression and help
friends and grow new families feel

our Scouting family. <
MISSION

IMPACT 586
More Youth Served. '.‘

Stronge

RETAIN R R R e ENGAGE

Build strong Deliver a fun,
relationships and an meaningful program
experience worth that keeps youth

staying for year coming back.
after year.

SATISFIED FAMILIES 4 DEVELOP ENGAGED YOUTH
STAY AND Help youth grow, lead, BUILD STRONG
SUPPORT \ and achieve through / UNITS

advancement and
recognition.

YOUTH GROWTH
CREATES CONFIDENCE

A Thrivin,
More Youth A Stronger Grester - Stronger e
4 Community Z Future for
Served Units Council 2
Impact 8] Scouting

TOGETHER, WE INVITE, , AND

—— MORE YOUTH IN SCOUTING. ——

“ EVERY YOUTH DESERVES AN INVITATION.




Contents

e Chapter 1 - Introduction

e Chapter 2 - Guiding Principles

e Chapter 3 - Common Definitions

e Chapter 4 - The Membership Growth System

e Chapter 5 - Executing the Membership Growth System

Chapter 1 | Introduction

Purpose

The Old North State Council Annual Membership Guide establishes one membership growth system for the
council. It provides a consistent approach for recruiting new families, welcoming them into Scouting, and
helping them become active members.

This guide is written for unit volunteers. Whether you are a Cubmaster, Scoutmaster, Committee Chair, New
Member Coordinator, Membership Chair, Chartered Organization Representative, or Commissioner, this
guide explains how the Old North State Council grows Scouting.

How to Use This Guide

Read this guide to understand the Membership Growth System. Use the Annual Membership Toolkit to put the
system into action.

THE MEMBER%HIP FLYWHEEL

ONE SYSTEM. ONE VOICE. ONE MISSION.

Consi actions create drives mission impact.

STRONG UNITS
ATTRACT FAMILIES
o / \ -
EXPERIENCES

CONTINUES AND
Grows (6)
[
o,
pod
‘outreach.
(— INVITE OTHERS WELCOME
KEY DRIVERS MISSION THE RESULTS
@ Unit Leadership |MPACT 00 @ More Youth
@ New Member '.‘ Soved
Coordinator @ Stronger Units
© Qualty Program ENGAGE © Higher
@ Parent B fun, R
Engagement @ More Leaders
@ Effective Developed
Communication © Groater
@ Recognition Community
and Celebration Hel od, Impact
o \ / .
YOUTH GROWTH
CREATES CONFIDENCE
WHENWEFOCUSON | @  YOUTH uNITS. | o®g FAMILES | COMMUNITIES 7~y SCOUTING
THE FLYWHEEL, ” Grow and /ﬁ\ Stronger and m Connected and @ Positive Impact Stronger Today,
EVERYBODY WINS. Theive Healthior Sopported and Tt R socnges Tomorow

TOGETHER, WE INVITE OME, AND RETAIN MORE YOUTH IN SCOUTING.

EVERY YOUTH DESERVES AN INVITATION.

COUNCIL STANDARD

The Old North State Council has one membership growth system. Every district and every unit is expected to use the
standards, terminology, and processes described in this guide.




Chapter 2 | Guiding Principles

The following principles establish how the Old North State Council approaches membership growth. Every
district and every unitis expected to apply these principles throughout the year.

1. Membership Begins with Relationships

Scouting grows one relationship at a time. Strong relationships build strong units and sustainable
membership.

2. Every Youth Deserves an Invitation
Every youth deserves the opportunity to experience Scouting. That opportunity begins with an invitation.

3. Youth Don't Join Because We Don't Ask Them
Most youth become Scouts because someone personally invited them.

4. Recruitment Is a System, Not an Event

Preparing, promoting, recruiting, welcoming, and retaining families are all part of one membership growth
system.

5. School Access Determines the Recruitment Pathway
School access determines the recruitment pathway—not unit preference.

6. Community Recruitment Supports the System

Community recruitment strengthens the membership growth system. Every unit conducts one annual
recruitment event: School Night for Scouting or Unit Open House, as determined by school access.
Community recruitment and year-round registration opportunities supplement—but never replace—the unit
annual recruitment event.

7. Every Booth Creates an Experience
Families stop where children are engaged. Do not advertise Scouting. Demonstrate Scouting.

8. Program Drives Membership

Outstanding program attracts families, keeps Scouts engaged, and creates opportunities to invite new
families into Scouting.

9. The First Adventure Begins Retention

Every new Scout should participate in a meaningful First Adventure within the first 30 days of joining.



Membership Growth Commitment

Membership growth is not the responsibility of one volunteer, one committee, or one event. It is the shared
responsibility of every district, every unit, and every leader in the Old North State Council.

We believe:
e EveryYouth Deserves an Invitation.
e Every Unit Can Grow.
e Relationships Come First.
e Membership Growth Is a System, Not an Event.
e Qutstanding Program Builds Lasting Membership.

By using one Membership Growth System, we provide every family with a consistent, welcoming, and
meaningful Scouting experience—from their first invitation through years of active participation.

When every district and every unit speaks with one voice, follows one system, and works toward one mission,
we strengthen Scouting for every youth we serve.

One Council. One Voice. One Mission.

Every Youth Deserves an Invitation.



Chapter 3 | Common Definitions

Using common terminology is essential to executing one Membership Growth System. The following
definitions are used throughout this guide.

Principal Visit

A meeting between the District Executive and a school principal to build relationships, assess school access,
and develop the school's annual recruitment plan. District Executives may invite unit leadership to the
Principal Visit.

School Access
The level of opportunity a school provides to promote Scouting. School access determines whether the unit
conducts a School Night for Scouting or a Unit Open House.

Individual Membership Plan (IMP)
The annual membership plan developed by the unit in partnership with district leadership and the District

Executive. The IMP establishes the unit's membership goals, recruitment calendar, annual recruitment event,
First Adventure, and year-round membership strategy.

Recruitment Opportunity
An activity that introduces prospective families to Scouting and invites them to attend the unit's School Night

for Scouting or Unit Open House.

Back-to-School Night (BTSN)
A school-sponsored event that allows units to meet prospective families and invite them to the unit's School

Night for Scouting or Unit Open House. This is a unit’s first opportunity to capture the attention of prospective
Scouts and families. Therefore, a unit should provide a hands-on activity, rather than just a table.

Scout Talk
A brief presentation conducted during the school day that introduces youth to Scouting and invites them to

attend the unit's School Night for Scouting or Unit Open House. Scout Talks are meant to be high energy to
build excitement for youth to join.

Recruitment Event
The unit's annual event where prospective families learn about Scouting and register. Every pack and troop

conducts either a School Night for Scouting or a Unit Open House. The type of event is dictated by school
access and should never be replaced by a community event.

School Night for Scouting (SNFS)
The council's preferred annual recruitment event when school access allows. The event is a stand-alone

recruitment event held at the school. It should be no longer than 30 minutes and result in all youth in
attendance registering for Scouting.

Unit Open House
The annual recruitment event used when school access does not allow a School Night for Scouting. It serves

the same purpose as School Night for Scouting by introducing families to Scouting and registering new youth.
Itis critical that invitations and flyers make it clear that all families are welcome to attend and join Scouting,
no matter where the meeting is held.



Registration Opportunity

A council or district event where prospective families can register and immediately become involved in
Scouting. These opportunities supplement—but never replace—the unit's annual recruitment event. These
opportunities include community events, district, and council activities.

First Adventure
The first meaningful Scouting activity after a youth joins. Every new Scout should participate within the first 30

days. This can be as simple as a unit hike, campout, campfire, or similar.

New Member Coordinator

A unit volunteer responsible for ensuring every new family has a successful start in Scouting. The New
Member Coordinator welcomes new families, provides timely communication, connects them with unit
leadership, supports parent onboarding, and helps every new Scout participate in their First Adventure. The
role serves as the primary connection between recruitment and long-term retention.

COUNCIL STANDARD

Use these definitions consistently throughout the council. Acommon language creates a common

understanding and leads to consistent execution of the Membership Growth System.
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Chapter 4 | The Membership Growth System

The Old North State Council uses one Membership Growth System. Every district and every unit follows the
same standards, terminology, and processes to recruit, welcome, and retain families.

Why One Membership Growth System?
Using one Membership Growth System gives every volunteer clear expectations, enables districts to provide
consistent support, and creates a consistent experience for families across the council.

Every Unit Follows the Same System

Every unit is different. Some meet in schools. Some meet in churches. Some have full school access. Others
have limited access.

Those differences do not change the membership growth system.

Every unit:

¢ Builds relationships.

¢ Develops an Individual Membership Plan.

¢ Conducts either a School Night for Scouting or a Unit Open House.

* Welcomes new families.

¢ Delivers a quality program.

The recruitment pathway may change. The expectation does not. Packs recruit through elementary schools,
and troops may recruit through middle schools using the same BTSN, School Night for Scouting, and Unit
Open House model.

How the System Works

MEMBERSHIP GROWTH SYSTEM

A CONTINUOUS SYSTEM FOR MORE YOUTH, STRONGER UNITS, GREATER IMPACT
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Understanding the Three Types of Activities

Recruitment Opportunity

Recruitment Event

Registration Opportunity

Purpose:

recruitment event.

Examples:

BTSN

Scout Talks
Community Events

Invite families to the annual

Purpose:

Introduce families to
Scouting and register new
youth.

Examples:
School Night for Scouting
Unit Open House

Purpose:
Provide additional
opportunities to join.

Examples:
Fishing Derby
Howl-o-Ree
Camporees

Merit Badge Colleges

COUNCIL STANDARD

Every unit will develop an Individual Membership Plan, conduct either a School Night for

Scouting or a Unit Open House, invite every new Scout to a First Adventure within the first
30 days, and participate in year-round membership growth.

Chapter 5 | Executing the Membership Growth System

Understanding the Membership Growth System is important. Putting it into action is what grows Scouting.
Successful recruitment begins months before a School Night for Scouting or Unit Open House.

Annual Membership Calendar

JULY | PLAN AND PREPARE
e Review and update the IMP

e |dentify the New Member Coordinator
e Schedule the First Adventure
e Begin Principal Visits

AUGUST | BUILD THE PLAN
e Complete Principal Visits

e Determine school access

e Schedule BTSN

e Schedule School Night for Scouting or Unit Open House — based on school access
e Recruitvolunteers

LATE AUGUST - SEPTEMBER | RECRUIT
e Participate in Back to School Night (BTSN)

e Conduct Scout Talks
e Deliver flyers within one week of the recruitment event
e Conductthe recruitment event — School Night for Scouting or Unit Open House, based on school access

SEPTEMBER - OCTOBER | WELCOME
e Welcome new families

e Contact every new family
e Conduct the First Adventure within 30 days



THE 6 PHASES OF MEMBERSHIP GROWTH
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When we work together across every phase with clarity and consistency,
we invite, welcome, and retain more youth in Scouting.

Phase 1 | Prepare

Preparation is the foundation of a successful recruitment season.

Council Standard Primary Owner Support

Complete IMP UnitKey 3 District Executive
Determine school District Executive Unit Leadership
access

Schedule recruitment District Executive & Unit School Administration
event Leadership

Identify New Member Committee Chair Unit Leadership
Coordinator

First Impressions Matter
A family's first impression may happen long before they attend a Scouting event. Every interaction should

leave families wanting to learn more.

Principal Visits

Purpose

Principal Visits establish relationships with school administrators, determine school access, and lay the
foundation for the unit's annual recruitment plan.

Councll Standards

e Meet with every assigned principal before school begins.

e Determine the school's level of access.

e Schedule Back-to-School Night participation when available.

e Determine whether the unit will conduct a School Night for Scouting or a Unit Open House base on school
access



e For middle schools, ask whether a troop may set up a model campsite outside the school or conduct an

assembly for sixth graders.

e District Executives may invite unit leadership to participate in the Principal Visit.

Quick Check
[0 Was every assigned principal contacted?

0 Was school access determined?

[0 Was Back-to-School Night participation scheduled where available?

[0 Was the annual recruitment event identified as School Night for Scouting or Unit Open House?

[0 Were next steps documented for the unit's IMP?

Field Note

Strong relationships with principals create
opportunities that emails and phone calls
alone cannot. Membership begins with
relationships.

Individual Membership Plan (IMP)

Purpose

The Individual Membership Plan is the unit's
roadmap for membership growth. It connects
the council's Membership Growth System to
the work of each individual unit.

Counclil Standards

e Establish the unit's membership goals.

e |dentify the annual recruitment event based

on school access.
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Every Youth Deserves an Invitation.

e Review the IMP with district leadership and District Executive.

e Schedule the First Adventure.
e Assign volunteer responsibilities.
o Review progress throughout the year.

Quick Check

[JHas the IMP been completed or updated?
1 Are membership goals clearly stated?

O Is the recruitment event scheduled?

O Is the First Adventure on the calendar?



[0 Does every key volunteer know their responsibility?

Field Note

Units that consistently use their IMP are better prepared for recruitment and retention. The IMP should be a
working plan, not a form that is completed once and filed away.

Phase 2 | Promote

Promotion creates awareness and encourages prospective families to attend the unit's annual recruitment
event.

Packs recruit through elementary schools. Troops may recruit through middle schools using the same school-
access pathway and required recruitment-event model.

Back-to-School Night (BTSN)

Purpose

Back-to-School Night is often the first opportunity to meet prospective families. The goalis to create
excitement and invite families to the unit's School Night for Scouting or Unit Open House.

Council Standards
e Participate in every assigned Back-to-School Night.

o Create an interactive display—not just a table.

e Use activities such as a Pinewood Derby track, Rain Gutter Regatta, model campsite, or STEM activity.

e Fortroop recruitment at a middle school, ask permission to set up a model campsite outside the school.
e Personally invite families to the School Night for Scouting or Unit Open House.

e Distribute flyers.

Tips for Success
¢ Keep the display active and interactive throughout the event.
¢ Position volunteers and Scouts in front of the table to greet families.
¢ Let Scouts demonstrate activities and share their experiences.
¢ Personally invite every interested family to the recruitment event.
¢ End every conversation with a clear invitation and a flyer.

Quick Check

[0 Did children stop and participate?

[0 Did families receive a personal invitation?

[0 Did every interested family receive a flyer?

[ Did families know when and where to attend the recruitment event?

[0 Would you stop at your own display?



Field Note

Children stop for activities. Parents stop because their children stopped. Do not advertise Scouting.
Demonstrate Scouting.

Think Like a New Family

¢ Would | stop at this display?

¢ Does my child want to participate?
* Do | know exactly what to do next?

Scout Talks

Purpose
A Scout Talk is a personal invitation for youth to attend the unit's annual recruitment event.
Council Standards

e Classroom Scout Talks are the preferred method.

e Use PE Class Scout Talks when classroom talks are unavailable.

e Use Lunchroom Scout Talks when appropriate.

o Use assemblies only when necessary.

e Fortroop recruitment, a sixth-grade assembly may be used when approved by the middle school.
e Personally invite every youth.

e Give every youth a flyer during the Scout Talk.

Tips for Success

o Keep the presentation energetic, interactive, and under 10 minutes whenever possible.

e Focus on creating excitement rather than explaining every aspect of Scouting.

o Use age-appropriate language and enthusiasm.

e End every Scout Talk with a clear invitation to the School Night for Scouting or Unit Open House.
e Coordinate flyer distribution before leaving the school.

e Thank school staff for their support and partnership.

Quick Check

[0 Were classroom Scout Talks requested first?

1 Did every youth receive a flyer during the Scout Talk?

[0 Did the presentation create excitement?

0 Did youth know the date, time, and location of the School Night for Scouting or Unit Open House?
[ Did the Scout Talk end with a clear invitation?

Field Note

The goal is to get a young person excited enough to go home and ask, 'Can we go?"'



Think Like a New Family

e Does my child sound excited about Scouting?
e Dol know when and where to attend?
e Dol understand why this would be fun for my child?

Flyer Distribution

Purpose

Flyers reinforce the personal invitation and provide families with the information needed to attend the unit's
School Night for Scouting or Unit Open House.

Counclil Standards

e Order flyers through your District Executive. Allow a week’s lead time when ordering.

o Deliver flyers no more than one week before the School Night for Scouting or Unit Open House.

o Distribute flyers during Scout Talks.

e Distribute flyers at Back-to-School Night.

e Use approved school distribution methods.

e Packs should ask the school for permission to distribute flyers during bus or car-rider pickup and drop-off
lines.

Quick Check

I Were flyers ordered on time?

I Were flyers delivered no more than one week before the School Night for Scouting or Unit Open House?
I Were flyers distributed during Scout Talks where permitted?

L1 Were flyers available at Back-to-School Night?

U] If appropriate, did the pack request permission to distribute flyers during pickup or drop-off?

1 Did every flyer clearly state the date, time, location, and how to join?

Field Note

Families are much more likely to attend when the invitation is fresh. Flyers distributed too early are often
forgotten before the event.

Promotion Best Practices
Promotion is most successful when families receive multiple invitations through different methods.

Best Practices
e Personalinvitations from Scouts and parents



e Back-to-School Night

e ScoutTalks

e Flyerdistribution

e Unitsocial media

e Peer-to-peerinvitations

e Troop support at pack School Nights for Scouting and Unit Open Houses

e Den chiefs who strengthen the ongoing relationship between packs and troops
e Community events

e Yard signs (where permitted)

e Unitwebsite

Field Note
Families often need to hear about an event multiple times before deciding to attend.

Phase 3 | Recruit

Recruitment converts interested families into registered Scouts.

THE RECRUITyENT FUNNEL

ONE SYSTEM. ONE VOICE. ONE MISSION.
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Every Youth Deserves an Invitation.

School Night for Scouting

Purpose
Provide a welcoming experience, complete registrations, answer questions, and clearly communicate the
next meeting and First Adventure.

Council Standards
* Personally welcome every family.
e Complete registration whenever possible.



¢ Explain next steps before families leave. This model applies to packs recruiting at elementary schools and
troops recruiting at middle schools.

Tips for Success

e Limit the presentation to 20-30 minutes and spend the majority of time talking with families.
* Assign greeters, registration helpers, and youth activity leaders before families arrive.

¢ Have an engaging activity ready for prospective youth.

¢ Display the BeAScout QR code and keep paper applications available.

¢ Introduce every new family to at least one unit leader.

¢ End every conversation by explaining the next meeting and First Adventure.

Quick Check

O Families welcomed.

L1 Registration completed.

[0 Next meeting communicated.

Field Note
Families decide within minutes whether they feel welcome. Personal conversations and a clear explanation of
the next step matter more than a polished presentation.

Think Like a New Family

¢ Do | know where to park?

e Was | greeted when | arrived?

* Does my child look like they are having fun?
¢ Do | understand what happens next?

* Am | excited to come back?

Unit Open House

Purpose
Provide a welcoming experience, complete registrations, answer questions, and clearly communicate the
next meeting and First Adventure.

Council Standards

* Personally welcome every family.

e Complete registration whenever possible.
¢ Explain next steps before families leave.

Tips for Success
e Choose a location that is easy to find and clearly visible.

o Place clear directional signs from the parking area to the meeting location.

e Station greeters in the parking lot and at the entrance to welcome every family.

e Begin youth activities before families arrive so the room is active and engaging.

e Have Scouts demonstrating hands-on activities and sharing their Scouting experiences.

e Use name tags so families can easily identify leaders and volunteers.

e Avoid volunteer-only conversations that unintentionally exclude new families.

e Clearly communicate that Scouting is open to every eligible family and that everyone is welcome.
e |ntroduce every new parent to an experienced Scouting parent before they leave.



e End every conversation with a personal invitation to the next meeting and the First Adventure.

Quick Check

O Families welcomed.

[ Registration completed.

[ Next meeting communicated.

Field Note
A Unit Open House should never feel like a private meeting. Every detail should communicate that new
families are expected and welcome.

Think Like a New Family

e Would | know where to park?

* Would | know which door to use?

* Was | welcomed within a few seconds?

¢ Did someone explain what happens next?
¢ Did my child leave smiling?

Phase 4 | Welcome

The Welcome phase turns new registrations into engaged Scouting families.
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New Member Coordinator

Purpose
Coordinate the first 30 days for every new family.

Objectives
* Make every family feel welcome.

* Ensure every family knows what happens next.
* Remove barriers to participation.
¢ Help every new Scout attend the First Adventure.

Council Standards
e Contact families within 24 hours.
¢ Welcome them at their first meeting.



e Connect them with leaders.
¢ Ensure participation in the First Adventure.

Tips for Success
e Contact every new family within 24 hours of registration.

e |earn every new Scout's name before the first meeting.

e Personally introduce new parents to unit leadership.

e Follow up after the First Adventure.

e Continue checking in with the family throughout the first month.

Quick Check
[ Contact completed.
I First Adventure scheduled.

Field Note
Retention begins with the first conversation after registration.

Think Like a New Family
e Dol know who to contactif | have questions?

e Dol feellike someone is expecting us?
e Dol understand what happens next?

Parent Orientation
Explain uniforms, calendar, communication, costs, and volunteer opportunities.

Think Like a New Family - Do | understand what my family needs to do before the next meeting?

Phase 5 | Engage
Engagement builds lasting participation through program quality and relationships.
First Adventure

Purpose
Help every Scout and family become active participants.

Council Standards

¢ Deliver within the first month.
¢ Involve parents.

e Communicate regularly.

Think Like a New Family - Would my child be excited to come back after today?
Parent Involvement

Purpose
Help every Scout and family become active participants.



Council Standards

¢ Deliver within the first month.
¢ Involve parents.

* Communicate regularly.

Program Quality

Purpose
Help every Scout and family become active participants.

Council Standards

¢ Deliver within the first month.
¢ Involve parents.

e Communicate regularly.

Phase 6 | Retain
Retention is the outcome of consistently delivering the Scouting promise.
Save-a-Scout

Purpose
Re-engage families before they leave Scouting.

Council Standards

¢ Follow up promptly.

* Re-engage inactive families.
* Recruit throughout the year.
¢ Review the IMP annually.

Attendance Monitoring

Purpose
Identify declining participation early and respond quickly.

Council Standards

¢ Follow up promptly.

¢ Re-engage inactive families.
¢ Recruit throughout the year.
¢ Review the IMP annually.

Year-Round Recruiting

Purpose
Build the habit of inviting families throughout the year.

Council Standards
¢ Follow up promptly.
* Re-engage inactive families.



¢ Recruit throughout the year.
¢ Review the IMP annually.

Annual Membership Review

Purpose
Evaluate results, update the IMP, and prepare for the next recruitment cycle.

Council Standards

¢ Follow up promptly.

¢ Re-engage inactive families.
¢ Recruit throughout the year.
¢ Review the IMP annually.



