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Miranda Laney - Sales

Manager

Miranda is an experienced real estate
agent and was working with Harcourts
Gold Papanui for 6 years prior to her
Ravenswood appointment.

She has a wealth of experience in sales,
customer relationships, and business
management.

In addition, she taught English as a
second language in Japan for 2 years and
spent 4 years in Edinburgh as the Sales &
Marketing Manager for a very successful
bar, restaurant & nightclub running events

GUEST SPEAKER MIRANDA LANEY

and looking after over 500 exclusive
members.

She has a diploma in professional cookery
and an advanced certificate in tourism,
and in her spare time, she loves to keep fit
by going to the gym and running, along
with keeping up with her three children’s
sports.
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“What really matters when you build a home?
Family comes first. You want to be sure theyre happy, healthy and have
the best start in life - or every reason to keep coming back home.”

DG Tracy

It was a pleasure to visit wit

members of Rangiora.

h the Club and to be able to

induct a new member, and to share fellowship with not
only the members of Woodend-Pegasus. But also

Zone Chair, Bernie Walls, caused some laughter when he
presented the “Chaser Award” to the Club and now they
must ensure that they visit another Club and pass it on.

He assured everyone that the “award” was new .....

It’s always been said that youth are the future of Lions,
and this is very true. But we must also retain the
members that we have and encourage them to take on
positions of responsibility within our Clubs and District
In coming months you will hear about the Global
Membership Approach and I encourage you to embrace
this initiative.

Again, thanks Woodend-Pegasus for a great night and I
wish you all a very happy and safe Christmas, and

fondest best wishes for 2022.

Tracy
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INDUCTION OF NEW
MEMBER

DG Tracy inducted

Jeff Taylor— Hayhurst
at the Dinner meeting
held at

Five Peaks Brew Co in
Kaiapoi on the
18th November.

On the right is Jeff’s

Sponsor
Brian Attenborough.

Congratulations Jeff

Welcome to Lions

Zone 5 Chairperson Bernie Walls (right) , presenting the Chaser Trophy to Acting President Ian Lennie

The Chase

Rules of Participation

1. Must pass on to another club.

2. Let “The Chaser” know it has
been presented elsewhere.

3. Can take it to Zone 4, but
“The Chaser” must know
what club it has gone to.
This is to avoid “losing” it
again.

4. If caught with the Trophy by
Rangiora, a fine is payable to
Lloyd Morgan Charitable
Trust of $100.00

The Chase is on!

The Chaser is
Zone 5 Chairperson
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Need Facemasks while out and about?
Lions Clubs of NZ branded facemasks will be available from MD202 Club Supplies available now at $7.50 each
including GST plus delivery.

Clubs could order for members to reduce shipping costs.
Order from our club supplies shop online

Nz$7.50
Mask with three fabric layers, internal

pocket to allow insertion of filters,
adjustable ear straps and squeeze

tight secure nose clip

Premium face mask that's Order by ringing the staff at

washable and reusable time and Lions NZ Head Office or email
again. 2 layers of cotton and 1 of

polyester. Blue with a black Phone: 0800546672
border. For an extra comfortable Email:

fit there are to over ear straps, md202.secretary@lionsclubs.org.nz
adjustable in length using a simple
slide mechanism. A squeeze tight,
secure nose clip provides better
protection. The mask features an
internal pocket to allow the wearer
to insert an extra layer of

protection.

The mask is a non medical device
but will protect against solid
particles and droplets. Hand
washing in a mild detergent is Kia Manaaki/We S
recommended after each use, e
rinse well and dry before using

again.




Sales statistics to date:

* 30,500kg coins
s £,545,300 Total number of coins

* 19,300 bank notes “Enns

* 5640,445 value |:0|]
Disposal of coins and bank notes: “I Klns
. . 50[““0"“
* Pre-decimal coins and bank notes ] NEW VALUE

o Pre 1947 coins to Wellington collector @ 15 x face value
o Post 1947 coins (year of minting and condition dependant) to Wanganui coin
collector @ 2 x face value
o Bank notes to Wellington coin collector at agreed price
* 0Old decimal coins to Reserve Bank at face value
* 0Old bank notes to Reserve Bank at face value
s N7 Pennies, Half-pennies, 1 and 2 cent coins to Macaulay Metals @ ruling rate for copper
o These coins are mostly 95% copper content
= Foreign coins to Australian company
o Crate and freight at their cost
o Value received calculated as:
= Currency Value @ Percentage agreed (by currency) x Exchange rate
=  Differs on percentage paid due to ease of disposal of coins
s  Foreign bank notes to Wellington collector
o Rated by currency, physical condition of notes, ease of disposal.
s  Current coins and bank notes deposited with Westpac Bank at face value
# Occasional private sales to individuals:
o E.g. 5600.00 of 10c pieces to a bloke for use in old slot machines

Have you got

Any of these -

Old NZ Coins
Old Decimal
Current coins
Or

Foreign




100 Ideas to Recruit New Lions

1. Ask someone. Ask One!

2. Bring a guest to meetings

3. Advertise in newspapers & cable TV

El Have a dlear club goal & a strategic plan

5. Letters or personal contact with local businesses

6. Contact with Chamber of Commerce

7 Place customized bookmarks in library books

8. Have public meetings at malls, outdoors, etc.

El Have a booth at malls, fairs, festivals etc.

10. Place pamphlets in doctors’ offices, hospitals, cafeterias, libraries, etc.

11. Create videos of your events and promote your Club on YouTube

12. Host an Open House

13. Hold a dub assembly only on membership

14.  Ask former Leos, Effective Speaking Contestants, Lions Quest grads, Vision Screening school contact, ete.

15.  Make the membership chair an active Club Officer that reports at each meeting

16. Put together guest information packets (see Family recruitment Brochure / Campus Club recruitment
brochyre / Standard recruitment brochure / Club recruitment brochure template)

17. Service projects that serve a need in the community

18.  Inwvite family members to join

19. Send letters to people in the néws with an invitation to visit the club

20. Print dub business cards with club meeting location and time

21. Distribute extra copies of UON magazine and attached information about your club in waiting rooms, etc.

22. Hold high-profile meetings (all candidates meetings, special guests, etc.)

23.  Hold wine and cheese receptions for prospective members

24.  Ask for help from your Region Chairperson/Zone Chairperson/GMT Coordinator /DG Team

25. Have a special guest day

26. Send club members to a district membership seminar

27.  Make prospective members feel important

28.  Honour outstanding community members with awards like Meldvin Jones, Awards by Club (certificates), etc.

29. Don't take age into consideration

30. Make some meetings social events

31, Build a dub web site and a social media presence

32.  Use email contacts to promote your club

33.  Put posters in public areas (see “We are Lions” dub recruitment poster / look at posters other Lions
created Pinterest page of posters / or be inspired by Our Global Causes)

34, Ask corporations and employers to sponsor or subsidize membership

35.  Mave a reward/recognition program for those who bring in new members at Club level

36. Create more fun

37. Give a money-back guaranteée—if after 3 months a new member does not want 1o stay, return their fees

38,  owvite the media to cover well-known speakers

39.  Use word of mouth

40. Network with coworkers, friends, and family

41,  Follow up with guests

42,  Place a coloured dot on the watch of every member to remind them to bring a guest

43, Lead by example—how many members have you recruited?

44, Mave members give talks at other organizations

45, Provide guests with free meals

46,  Update your club's satisfaction surveys, Your Cub Your Way / Know your Ratings / CQ¥

47.  Look for members in ethnic groups not represented in your club

48, Provide brochures for new employee packets in local companies with approval from MR/owner

49,  Advertise at sports events

S0,  Ask the district for help

51-100 are available



