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Inside this guide: 
Input for this series of guides was obtained through an extensive survey conducted at 
International Convention 2001.  The survey respondents included over 160 members 
from 27 out of the 30 districts, and represented clubs at all types of schools.  The 
Michigan District extends its sincerest thanks to all who completed our survey.   
 
The information in this series is intended to supplement the existing recruitment 
resources provided by Circle K International, some of which are listed on the final 
page of the Member Recruitment Guide #1.  This guide contains information on 
recruitment methods proven to be particularly successful for your school type.  
Please also consult the Member Recruitment Guide #1 in this series for information 
on recruitment methods appropriate for all school types.  Methods not discussed here 
or in the Member Recruitment Guide #1 may not be successful for your school type.   
 

This guide is designed 
for… 
 

Medium  
Four-Year  
Suitcase 
Schools 

 
… such as regional 
public universities and 
larger private schools.  
“Suitcase” refers to a 
campus where stu-
dents primarily live on 
or near campus during 
the week but generally 
spend weekends and 
other free days out of 
town.    If this is not 
your school type, 
please consult the ap-
propriate guide in this 
series as well as Mem-
ber Recruitment 
Guide #1.   

 
Free promotional items introduce the idea of Circle K to 
potential members, and attention-getting or reusable 
items help to keep Circle K in the forefront of their 
minds.  See the list in 
Member Recruitment 
Guide #1 for sixty-nine 
suggested promotional 
items.  Use the “Pencil 
Drop” idea in the unique 
recruitment ideas article in 
Member Recruitment 

Guide #1 to raise curiousity about Circle K, and use 
themed promotional items – such as Hawaiian food and 

leis – to portray the fun side of Circle 
K.  But keep in mind that many or-
ganizations give away promotional items, so yours will need to be 
different to be effective.  And steer clear of giveaways of valuable 
items, since you don’t want to attract students for purely materialis-
tic reasons.   

Promotional Items 
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An information booth is an excellent way 
to enhance awareness on campus about 
your Circle K club.  Especially if your 
school has several competing student or-
ganizations, students can use as much 
information as possible about each or-
ganization to make the best choice, and 
this method provides that necessary infor-
mation.  Motivated students will stop to 
learn about Circle K’s opportunities, and 
on a campus where students are already 
motivated to serve the community, that 
awareness may be all it takes to increase 
your membership.  But personal contact 
with a recruiter and friendly follow up 
efforts can motivate even the most apa-
thetic passer-by to consider Circle K.  At 
a small or medium school, an organiza-
tional fair is likely to be busy enough to 
interact with a lot of people, but not so 
congested to inhibit one-on-one conver-
sations with potential members.  
 
Design a large and easily visible display 
for your table to attract attention from 
afar, and use pictures on the display 
board to entice students to look closer.  
Pictures of club activities can also be 
easy conversation-starters with students 
who stop and look.  Fill out your display 
with your club’s banner, gong, gavel, and 
scrapbook.  Be prepared with handouts, 
such as the free brochures available from 
the international office or handouts you 
create yourself.  Distribute candy, attach-
ing information about the next club meet-
ing, perhaps with a witty message as dis-
cussed in the unique recruitment ideas 

article in Member Recruitment Guide #1.  
Provide sign up sheets for students who 
would like additional information, and try 
to encourage everyone who stops to talk 
to provide their contact information to 
you.  You can even add fake names to the 
sign up sheet to make it look popular and 
gender-balanced – just keep track of 
which names are real and which are fake!  
Consider having sign up sheets for up-
coming projects available at the booth as 
well.   
 
The behavior of recruiters at your infor-
mation booth can make or break the en-
deavor.  At least two members should 
staff the booth at all times.  Recruiters 
should be enthusiastic and proactive, ini-
tiating conversation with passers-by 
rather than waiting for them to stop and 
look.  Without excited recruiters, an in-
formation booth is too passive to be ef-
fective.  Recruiters should emphasize the 
fun and service aspects of Circle K, but 
should also be prepared to talk about 
leadership opportunities, the Kiwanis 
family, and interaction with other Circle 
K clubs.  Ensure that the conversation 
with a potential member is two-way.  Af-
ter a brief introduction, ask the visitor 
about his ideas and interests, and high-
light projects that fit his interests.  Al-
ways remember to mention the date, time, 
and location of the upcoming meeting to 
students you talk to at the booth!  For 
more guidelines for recruiter behavior, 
see the word of mouth article and the 
“Come Play With Circle K” idea in the 

unique recruitment ideas article, both in 
Member Recruitment Guide #1.   
 
Your work is not done when you take 
down the display.   Follow up is crucial.  
Since the list will probably be too long 
for one person to handle, split up the 
names of potential members among sev-
eral current members for individual fol-
low up.  Follow up persistently with those 
who signed up, through a combination of 
phone calls, e-mails, and newsletters.   
 
At most types of schools, an information 
booth is most effective at an organiza-
tional fair, usually held at the beginning 
of each term.  Organizational fairs are 
especially well-attended by freshmen, 
who are attractive potential members be-
cause they have years left to contribute to 
the club and may not be involved yet in 
other extracurricular activities.  If your 
organizational fair has a large freshmen 
attendance, encourage students to ask 
general college-related questions, too.  
This can break the ice and initiate a 
friendly conversation with a recruiter.  
All students, freshmen or otherwise, who 
attend an organizational fair are there 
because they want to get involved with 
something, and even those who many not 
think they’re looking for a service organi-
zation may become interested through 
talking with your recruiters at the fair.   

Information Booth at Organizational Fair 

Table tents are another way to catch 
the eye of interested students.  These 
three-dimensional information 
cards – placed on tables in campus 
dining halls, food courts, restaurants, 
or commons areas – provide tidbits 
of information about Circle K for 
students to digest along with their 

lunch.  Everyone eats, so this method 
reaches most of the student popula-
tion.  Before putting out table tents, 
check with the administrative or jani-
torial staff for that area of campus to 
ensure that the table tents will not be 
discarded.   
 

A table tent template is available in 
digital format along with this series, 
along with a ZIP file of special fonts 
which is necessary to open the docu-
ment.   

Table Tents 
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The mass meeting is a critical element of the recruitment process at most schools, and is often the culmination of a 
membership drive.  Of course, to be effective, the mass meeting must be preceded by publicity through several other 
techniques, such as those discussed elsewhere in this series.   
 
At the mass meeting, your club is able to disseminate more detailed information than through any of the other means of 
publicity.  And the mass meeting is an opportunity for potential members to interact with enthusiastic members, and per-
haps to feel welcomed during the awkward discomfort of being a new student.  Not only should you inform and wel-
come potential members about Circle K, but you should also provide ways for them to have their questions answered 
and to become involved right away.   
 
The mass meeting should be enjoyable as well as informative for a potential member, even if that means significantly 
altering the regular format of your meetings.  Tailor the atmosphere of your mass meeting to the sentiment of students 
on campus.  Will students at your school be attracted by a fun social atmosphere?  By an earnest, reflective focus on 
service?  By an ambitious, go-getter climate?  Design your mass meeting to reflect the aspects of Circle K that you think 
will be most attractive to attendees.   

Mass Meeting 

Key Club Outreach 
Students who were in Key Club – or Builders Club or K-Kids Club, for that matter – come to college equipped with a 
familiarity and loyalty to the Kiwanis family.  Also, these students have a demonstrated commitment to service.  Capi-
talize on this connection in recruiting members for your club.  Contact your school’s admissions office or your district’s 
Kiwanis family relations chair for a list of Key Club alumni attending your school.  Target these students for intense fol-
low up, including a letter writing campaign, postcards, or e-mails.  A personal touch will reinforce the idea that these 
Kiwanis family alumni are welcome in Circle K, but be careful, because a generic or impersonal letter may turn them 
off more than it would help. 
 
Even if you are unable to get a list of Key Club alumni attending your school, you can still implement limited Key Club 
outreach recruitment by mentioning Key Club or the Kiwanis family in your general recruitment materials.   
 
However, club-level outreach to students currently in Key Club for recruitment purposes may not be particularly fruitful 
at traditional four-year colleges and universities, because college students tend to come from high schools ranging far 
beyond the local community. 


