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Presented By: Tom & Jo Kahnert, Presidents

Swinging Duos Square & Round Dance Club,
Strathroy, ON
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• Met at Western University; married for 46+ years; have 4 
sons and 7 grandchildren

• Lived in Saudi Arabia, Toronto, Burlington, Hanover, 
London (3 times) and now Ilderton, ON

• About 5 years ago, we ‘brainstormed’ (again!) about 
things we could do as a couple
• Usual ideas = bowling (again!), curling; church group …..

• Then the WELL KEPT SECRET of Square Dancing ‘found 
us’!!
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 How much does it cost?

 Personal commitment to the Club?

  Where is the dance location?

 How often do we attend and which night?

  Do we have to wear anything ‘funny’?
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 I knew that Jo wanted me to ‘try this new adventure’

 So, I figured that I would score points for attending

 However ……. what I did not mention to Jo was  -    
I planned to “pull the chute” after three nights!!

 I assumed that I could say - “Babe, at least I tried!!”
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 We had so much fun!!
 Laughed a lot!!
 Met other couples who were also new 

to square dancing. 
 Realized that we had no stress during a 

square dancing evening!
 We just HAD TO KEEP COMING 

BACK!!
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Costs increase 
Health related issues occur
Age creeps upward
Callers retire
Status quo ideas to attract new 
Members … fail
Clubs ‘fold’
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GOAL: 

INCREASE MEMBERSHIP
=   CLUB THRIVES !
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And the Fun 
Continues !! 
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 Designed to encourage you to think of new 
ideas so YOU  TOO CAN GROW YOUR 
CLUB !! 

 Use GROWTH OPPORTUNITIES for your 
unique market area.

 First step ….. form a Committee ….
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 Development Phase / Meeting(s)

 Promotion Phase
 Distribution of Promotion Items
 Communications

 Greeting Phase
 Welcome Desk & Set-Up
 Cookies, Mints & Water Set-Up
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 Brainstorm with Committee Members 
 Set ‘incredible’ goals to achieve!
 Outline how you will achieve those goals
 Ensure Committee Members have duties
 Set a separate day/evening/time dedicated 

to the new  dancers’ program
 Talk about low cost marketing items
 Keep your Club Members apprised 
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 Think ‘outside the box’ to come up with new 
ideas

 
 Use a different program title – “Introduction 

to Modern Square Dancing”

 Define your target market, themes and 
messages  - which support your goals

 Identify graphics person and printer
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 Outline a recommendation for the new 
dancers program, including the length of 
the program, evening offered and time:
e.g. Wednesday evenings, 7:30 pm to 9:00 pm, 12 
weeks

 Define the main objectives – To increase the 
number of Members in our Club by the 
beginning of January, 2019 and to break 
even on the program.



14

 Following negotiations for a location, 
estimate the total rent + liability insurance 
which would apply during the program

 
 Outline the target market (e.g. couples and 

singles – 45 years of age and up)

 Define the number of new dancers that you 
will target and obtain (e.g. 3.5 squares = 28 
new dancers)!!
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 Estimate the total fees payable for each new 
dancer in order to break even.  
NOTE: Program Fees payable in full on the first 
or second night and non-refundable

 
 Communicate / update other Members of your 

Club to keep them informed about goals, 
objectives, new dancers total.

 Develop your main theme(s):  “WE WANT YOU”; 
“OUR SECRET IS NOW OUT … “
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 Define your promotional items that you plan 
to use, including:

 Personal Notes and Calls to friends, family, etc.
 Flyers
 Obtain permission to put up flyers in all public areas 

including libraries, gyms, chiropractors, doctors, post 
office bulletin boards, arenas, community centres and 
numerous other locations

 Post Cards and Business Cards
 Press Releases – to media (ie. community newspapers) 

that target the same groups of people
 Paid Advertising (be careful with this one)
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TOTAL REVENUES          =  $______
COSTS:

CHURCH (OR OTHER) HALL  
CALLER FEES 
PRINTING / GRAPHICS COSTS
NAME TAGS FOR NEW DANCERS
MINTS AND COOKIES
PAID ADVERTISING

TOTAL COSTS =  $______        

TOTAL PROFIT (SHORTFALL)  =   $_______



18

 Important to have ‘happy
people’ in promotion 

Material

(Purchase needed photos through
iStock.com or other photo suppliers)
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 Important to show people
in casual attire 
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Appears 
on 

Page 99
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Maintaining the
Theme, benefits

Who to contact
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• Same Themes

• Name tags are
proudly worn
every night!!
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 Obtain approval to proceed with the Plan

 Communicate with Club Members and outline 
the objectives

 Invite new dancers to special Club events (e.g. 
Christmas Dance & Lunch);  indicate to all 
Members that everyone gets up to dance
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• CRITICAL:

•Following the promotion start-up 
with flyers, press releases, etc., it is 
critical to consistently communicate 
with all new dancers before, during 
and after the program.
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 When prospective new dancers call one of the 
two contacts to pre-register, ensure you 
collect the following information:
 Name(s) 
 Telephone Number
 Email Address(es)
 How did you find out about the program ?

 Send an email to indicate that you are looking 
forward to meeting them.
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 Hi Everyone –

 It was great meeting you on Tuesday evening this week!  Based on the laughter, the 
constant big smiles and the symmetry of all of the squares that we noted, everyone has 
seized the biggest offering of square dancing, which is - ‘having fun’!!  We also know 
that a number of people mentioned to us that they embraced or experienced the many 
other benefits including exercise, social aspects, concentration, etc.  

 
 We are looking forward to seeing you next week – same night, same time!  

 Also, we will have printed name badges for you  which you are encouraged to use 
throughout the next 7 weeks of the programme.

 Should you have any questions, please call me at (519)709-8665 or my wife, Jo, at 
(519)200-2715.

 Tom & Jo.
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TOTAL = 40 New Dancers

1. Press Releases  *  = 35  %

2. Club Members -Friends/Acquaintances  = 35  %

3. Flyers  (Business Cards & Post Cards)   = 28  %

4. On-Line   =   2  %

*  Some in combination with Advertisement
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 “Wonderful program. You did an amazing job!  Caller was great! We especially liked the 
way that you got information out to everyone (weekly emails, announcements) and kept 
the enthusiasm going.  Nothing to improve upon”.  

 “Great idea to offer the program on a separate night. Tom (caller) is excellent, patient and 
very clear.  No negative comments”.  

 “I was glad the program added an additional 8 weeks (16 weeks in total). I learned a lot. 
Tom (caller) made me feel at ease with the calls. The Angels always made you feel 
‘welcomed’. No one points out any mistakes.  Looking forward to joining the Club and 
reinforcing the calls each week. Definitely was fun”.  

 “We enjoyed it!  Well done as we think you did a great job!!  We had a great deal of fun!”  

 “Liked the start and finishing time (7:30 pm to 9:00 pm) each evening.  Each night was 
not too long (1.5 hours).  It was nice to have snacks and drinks available (cookies, water).  
The Angels were very helpful.  Parking was great, no problems.  Having the tables behind 
the chairs was a good idea (allowed us to put water bottles on the table behind our 
chair).” 
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• Have a Marketing Plan
• Aim high !
• Define your key theme (e.g. WE WANT YOU)
• Press Releases with interesting messages
• Talk to everyone about your new program
• Communicate consistently with Club members 
and new dancers – through emails and weekly 
announcements

• Enjoy the benefits of growth = FUN!!
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• We are continuing our Introduction to Modern 
Square Dancing program for Fall 2018 and 
Winter 2019  (10 weeks & 12 weeks)

• From last year’s promotion efforts alone, we 
already have 18 interested people

• We will aim high to have 5 squares or more!!



37

 There is only one way to grow your Club – 
ATTRACT  NEW  MEMBERS! 

 Form a Committee, set each member’s 
responsibilities, decide on the "incredible 
goals” and follow a plan.

 Let the secret out to everyone -Square 
Dancing is fun + lots of other benefits!!
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A true story …………
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Thank you for allowing us 
to share our recent 
experience on growing our Club 
with you!! 
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