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	Become knowledgeable about all aspects of The Rotary Foundation and its programs.
	To be a valuable resource to Rotarians in your districts, you'll need to be able to convey each of the Foundation's programs and procedures.

	
	Proactively monitor district and club activity by initiating and maintaining regular contact with club and district leadership.
	Don't wait to receive summary reports, you'll lose valuable time.

	
	Always show appreciation for the efforts of Rotarians in your respective districts.
	 

	
	Arrange for at least 24 club-speaking engagements each year, which include visits with large club boards (coordinated with RRFC & DG).
	DGs and district leadership team need to know they're a critical part of the zone team, their involvement is an asset to the zone, and that they always have support.

	
	Regularly communicate  messages on TRF fundraising ideas, motivating stories, deadlines and performance figures to district leadership (1-2 e-mails and calls monthly).
	It's nice to be reminded of how important your work as a volunteer is.

	
	Support MGA efforts for  developing major gifts and work with district leadership to identify major gifts to the Annual Programs Fund.
	Optimize district visits with major donor prospect meetings.

	
	Participate in bi-monthly Zone conference call, hosted by AGO.
	This call helps build the zone team and is instrumental to a successful year.

	February

 
	Make all of your introductory calls to district leadership following the International Assembly.
	Use the time for relationship-building, educating DGs that goal forms are critical management tool and can help identify future district leadership.

	
	Maximize club visits and attend district events.
	Keep the good works of The Rotary Foundation in front of members.

	March
	Participate in PETS.
	Use this time to relationship-build with incoming club presidents and to collect their goal forms at PETS. Encourage the establishment of or increase of membership in PHS to help districts exceed previous year's fundraising efforts. Be sure to have a current APF progress report with you.

	April

 
	Hold one-on-one meetings with DGEs.
	Establish mentoring relationship:  help them prioritize, avoid pitfalls, learn time management techniques.  Introduce Coach's Playbook. Offer to speak at 2-3 clubs in district after 1 July to kick off TRF fundraising effort.

	
	Participate in bi-monthly Zone conference call, hosted by AGO.
	This call helps build the zone team and is instrumental to a successful year.

	March-May
	follow-up on submission of goal forms bi-weekly.
	Many DGs will mistakenly believe they'll only need to ask for the goal forms just once or twice! Not true! These should be collected prior to the convention in order for the trustees to announce their goal for the next Rotary year.

	May-June

 

 
	Set dates for district Foundation seminars and talk with district leadership about creative ways to attract new participants. 
	Help DGs set goals such as having two members from each club attend Foundation seminar. Monitor progress with follow-up phone calls.

	
	Plant seed for leadership gifts to TRF.  
	Encourage them to give personally and, in turn, to ask each president to lead their club with a gift to TRF. 

	
	Get contact info from DGE or district Foundation Chair for entire districts Foundation committee, including middle management.
	Know who is on the team and how to best communicate with them.

	June
	Be sure DGs know how to access reports on-line. 
	 

	July
	Ensure EREY middle management team is in place. Make personal gift to the Annual Programs Fund/Bequest Society member. Contact district foundation chairs to assist with district seminars. 
	Identify the districts that lack organizational structure. If possible, sit in on DG club visit presentations to offer additional feedback and coaching

	August

 
	Work with RRFCs to assist, plan and participate in regional Foundation training seminars.  
	Establish relationships with entire district leadership and middle management team.

	
	Contact DGs and DRFCs about a possible district/area TRF event in November
	This is a good opportunity to award PHFs and further inspire a large group

	Aug- Oct
	Participate in GETS training at Zone Institutes.  Provide DGEs with practical tips on club goal-setting, middle management team, etc.
	Help build a sense of team in zones.

	September
	Review planning for district seminars.  Re-emphasize Coach's Playbook as a training tool.
	Share techniques to encourage attendance. Help ensure high-quality  speakers, presentations, etc. 

	November
	Quarterly review  and assessment with DGs regarding first three months:  Identify strengths and weaknesses and provide support and guidance where needed.  Plant seed for a PHS event in February - Rotary's birthday.
	Recognize early trends and potential areas of concern. Did every club president lead with a gift? Are there many non-giving clubs? Has contact been made with the boards of large clubs, etc?

	December
	Remind districts of performance results year-to-date, Encourage year-end giving and be sure they know how to send in contributions.
	Many club treasurers still do not know where to send contributions!

	January
	Once December's final numbers are in, hold meeting with DG and district leadership team for a six-month review of district activity.  Begin talking with DGEs about club goals forms and pre-PETS.
	Encourage DGEs to hold pre-PETS to educate club presidents on the importance of goal setting. Goal forms can be collected at PETS. 




