NEW-UNIT CAMPAIGN KICKOFF

CRADLE OF LIBERTY COUNCIL
April 8, 2017



Welcome & Introductions
Mark Chilutti

Council Membership Chair



Why Scouting?

““The goal is not to do business with those who need
what you have. The goal is to do business with those
who believe what you believe.” — Simon Sinek

* Why are we here and what do we believe?

* Start new-unit discussions with the why; focus on the
how and the what later.

* Use the Tufts Study if prospects want proof of our
organization accomplishing the why.






Unit Performance Guide
Methodology

1.
2,

Volunteer-driven, professionally guided.

A new-unit commissioner is assigned at the
very start of the new-unit organization process.

Organize every new (non-LDS) unit with at least
10 youth.

Recruit at least five adult unit volunteers.

Develop the unit Key 3 concept.

6. Focus on organizing the whole Scouting family.



Four Pillars of New-Unit
Organization and Retention

1. Know the Market
2. Make the Call
3. Build the Unit
4. Grow the Unit



Objectives for Today

1. Review steps and resources for starting
sustainable units.

2. ldentify areas to start units and potential
chartered partners.

3. Develop/fine-tune new-unit prospect lists.
4. Learn how to make a new-unit sales call.

5. Understand best practices for building and
growing units.

6. Develop a plan to start new-units in your district
this year.



Campaign Overview

Greg Osborn
Director of Field Service/COO



Volunteers

Teams: * District Commissioner
1. Membership Team * District Membership
2. Relationships Team Chair

3. Organizing Team * District Professional

4. Unit Support Team * Institution Head
* Influential Scouters
* New-Unit Organizer
* New-Unit
Commissioner
* Training Committee



Goals
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Timeline

* Plan for success. Start no unit before its time.

* Have enough prospects to reach your goal.



Know the Market



Make the Call

Lonce Scott
Field Director — Philadelphia






" BUILDING THE UNIT




" BUILDING THE UNIT




" BUILDING THE UNIT
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BUILDING THE UNIT




‘ BUILDING THE UNIT




" BUILDING THE UNIT




' GROWING THE UNIT




" GROWING THE UNIT




" GROWING THE UNIT




" GROWING THE UNIT




" GROWING THE UNIT




Thank you for
doing all that you

do for Scouting!!!
k——

If you have any questions, please
feel free to contact me:

Ed Griv
egrivher@comcast.net

215-593-7148




District Reports



Working Lunch

* William D. Boyce New Unit Organizer Award
* Next Steps

* Closing Comments



Thank You!





