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The President's Report
Hi Everyone
Another month has gone by and we’ve been busy, and more to come!
We set up at SpringInto Sanctuary Point on 7th September and had a
good response. About seven new people asked about joining and we
put the word out that Jervis Bay Lions would fill the gap left after
Sanctuary Point Lions disbanded, and that we would start by continuingthe Sanctuary Point Christmas Carols.
The team were out and about selling pins for legacy and did well.
Once again our number one salesman Bob had the highest tally, no surprise, and thanks and
well done to all who took part.
We also had the food van at the Hot Rod Show and by all accounts the event was a success.
Last night we had the food van at Husky for the International Fleet Review fireworks. Noone was sure how big the event would be and the turnout was a pleasant surprise!A large
crowd turned up, there was a queue at both our food van and the Marine Rescue sausage
sizzle, and Bob and Deborah sold every glow-stick we had!
The fireworks were synchronised to music and this added just that little bit extra to the
show, everyone seemed quite impressed.
Thankfully we didn’t have to do traffic control so most of us had the chance to actually
enjoy the show, somethingyou can’t do if you’re walkingaway from them with a large lollipop in your hand. Special thanks to the guys from Australian Fireworks for doing an excellent job. We’ll be seeing them again soon at the Shoalhaven River Festival.
Still to come is Driver Reviver on Saturday 5th October, Husky Markets as usual, Shoalhaven River Festival and the fund-raising Car Show at Husky, which should now be sometime
in November. (24th - Ed)
My special thanks to everyone for their all their efforts and good humour during this busy
time, it’s a privilege to be member of such a great team. We may be a small club but we get a
lot done and everyone should be proud of what we do. Thank you and well done to you all.
Lion John Brown
President
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From an appreciative customer - the eye has it!
TESTIMONIAL FOR
LIONS SAVE SIGHT FOUNDATION
As I grew up, I could never understand my father's
obsession with Lions Christmas Cakes.
My father, David Halliday was a Lion for many years,
and I think he even chartered the JERVIS Bay Lions
Club back in the 70’s or 80’s
He served as District Governor .....a year that saw he
and mum travel to the World Convention in New Orleans.
Our garage was stacked with these cakes every year.
Little did I know that in 2003 my left eye would receive
a donated cornea in Sydney Eye Hospital, situated next
door to the Lions Save Sight Clinic, where these precious corneas are stored..and my right eye received one
in 2012.

Catie's new cornea

I have keratoconus , which is a condition that distorts the cornea. Stitches are scheduled to
be removed 4th December 2013 and I am sure this will mean I can hang up my white cane
for good.
I will be eternally grateful for this gift...to the anonymous donors, and to the Lions who
work tirelessly for this awesome cause
THANKYOU.
Catie Halliday
This is what it's all about, this Lions stuff. The Lions Save Sight Foundation is one of the
Australian Lions Foundations we make contributions towards when it's time to hand out
funds. This is one direct result of our efforts along with the efforts of Lions everywhere
who have made possible the establishment of Lions Eye Banks in many parts of the world,
including right here!
- Lion Jeff, Editor
I am passing this along for the benefit of Lions everywhere.
Catie is a jazz singer and vocal teacher. She lives in Nowra. Her father was also a pastor at the
church in Nowra.
I asked her to share her story with you, it makes your fund-raising so real.
Use her story as you wish.
Regards
Narrell
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Out and about with Lions
A VISIT TO THE SHOALHAVEN CANCER CARE CENTRE
On Monday 16th September, a group of us had a
preview visit to the Shoalhaven Cancer Care Centre
built up near the Hospitalat Nowra.
Our Lions Club received an invitation to the event
because we have been involved with the "LINAC
Committee" basically since its inception. Backin the
formation days our late Member, Kevin Roberts
was one of the those instrumentalin settingup the
Committee and was a staunch and serving member
up untilhis untimely death - ironically due to cancer.

The Shoalhaven Cancer Care Centre Main Entrance

Since then others have tried to take his place, but compared to his efforts this has been but a token
place-keeping exercise. This is not to decry the efforts of Marie-Anne who has been constantly maintaining our presence on the committee since Kevin's passing and hence keepingus allinformed of their
progress.
There was a significant and major boost when the
Howard Government announced that they would
fund the bulkof the Centre with a $37 million contribution. This was to go towards the building construction and the supply of the much-needed Linear
Accelerator. This device is used for the bombardment of the cancer cells with high energy X-radiation
as part of the treatment regime of cancer these days.
The original concept of the committee was just to
raise funds for the Linear Accelerator itself (hence
the original name of "The LINAC Committee")
Some of the local Lions - including those from Jervis
however this grew to include a complete centre for
Bay in the accommodation section of the Centre
the generaltreatment of cancer with rooms for
specialists, therapists and social workers and an area for the administration of chemotherapy - and the
Linear Accelerator. The chemotherapy section has picture windows that look directly down the Shoalhaven River and if it weren't for the purpose of beingthere, it's a magic place to just sit and contemplate!
Once the contribution from the Government was taken on board, the Committee turned its efforts
towards supplying some suitable accommodation for both people receivingtreatment and their carers
and families.Adjacent to the main building where all the medical stuff takes place, there are ten motelstyle rooms that have been built just for this purpose. There is a communal kitchen, laundry and a
recreation area where out-of-town patients can relax and take a breather between their treatments as
well as stay overnight should they need to because of their circumstances.
Jervis Bay Lions can indeed be proud of their contribution towards the project - we have contributed
more that $16,000towards the cause over the years with the combined Lions of the Shoalhaven and
surrounds contributing over $100,000 towards the totalthe Committee has raised. That figure is now
over $1.3 million. This $100,000contribution from Lions includes a $75,000grant from the Lions
Clubs InternationalFoundation (LCIF) - the one we send money to every so often, and the one that
also allows us to present the prestigious Melvin JonesAwards to worthy recipients.
So Lions of Jervis Bay, stand up and be proud of your contribution to cancer care in the Shoalhaven, it
has been many years coming, but now we have the fruits of our labour set in concrete and almost ready
for action, helpingthose battlingthis disease in a real and meaningful way!
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Out and about with Lions - Part 2
HOT ROD SHOW IN NOWRA
Now your scribe wasn't at the Hot Rod Show in Nowra on Sunday, we were out otherwise enjoyingourselves havinga Fawlty
Towers Dinner, but that's another story for another time.
Anyway, it seems the Hot Rod Show was a success with plenty of
people around and lots of good cars to go and drool over - and a
Raffle!
There was over $700 taken on the day with Bruce, Sue, Bob, John,
Robyn CP Jeff, Wendy and Marie-Anne all goingalong to cook for
and serve to the masses - and a Raffle.

Set up ready to go at the Show

Now about the Raffle.
It seems it came to pass that our
Sue was admiringthe prizes on offer
in this Raffle and decided to buy
Some of the stars of the show
some tickets in it - just to support
the cause. There was one particular
prize that Sue admired immensely - and she won it!
Apparently Ray was so impressed with the prize that Sue brought home,
he made sure it was placed in a most prominent position in their unit so
that Sue could see it wherever she happened to be!
Sue and her Raffle Prize

From the picture opposite, you can plainly see why Sue and Ray were
so mightily impressed and excited! Welldone Sue!

BENDIGO BANK GRANT
There has been some good news about the Grant Application we made to Bendigo Bankand Shoalhaven Community Financial Services Ltd. Part of theApplication has been granted, that relatingto the
purchase for $1550.00 of the vinylcover for the back of the truck. Bendigo have agreed to pay for the
cover, so we willbe going ahead with that as soon as we get a bit of time!
INTERNATIONAL FLEETREVIEW FIREWORKS
Last night we had the InternationalFleet Review Fireworks Spectacular that was indeed spectacular.
We had $7000 to spend on fireworks that was supplied by Shoalhaven Council and their Holiday
Haven Tourist Parks who were the sponsors.
Your scribe contacted Australian Fireworks and they did us and themselves proud with the show they
put on last night. We had a large crowd who did let out a hardy cheer when it was all over, so we can
only assume that they liked what they saw! As well as that, for the first time in this part of the world, the
fireworks were set to synchronised music that just added to the spectacle of the show. We might pursue
this approach with a bit more gusto for the NYE Fireworks this year (assuming we will have some!)
Thanks allfor your help last night and in particular to President John for lending his professional sound
experience and expertise!
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Membership - Building our Club - Just Ask!
PART TWO
How will we promote our informational meeting?
Informational meetingsare intendedfor Lions and target membersto meet and build interest injoining
your Lions club.
•Askeach member of your club to bring one non-Lion to an informationalmeeting. Encourage
your members by letting them know that the first person they askmight turn them down, but
eventuallysomeone willbe interested.
•Use lists of target members to prepare invitations. Send invitations by postalmail or email. Be
sure the invitations include your club’s website and any social media sites. Make it clear that
invitees are welcome to bring others who may be interested.
• If sendingthe invitation by postalmail, include RSVP information. Consider following-up by
telephone if invitees don’t reply.
• If sending the invitation by email, consider usinga site that allows users to RSVP online.Also
consider following-up by telephone if you don’t receive replies.
• Consider placing an ad promoting your meeting in a local newspaper or in a newsletter or
magazine directed to your target members.
Tips for planninga greatinformational meeting:
• Hold the meeting at the same time and day your club normally meets.
• Serve light refreshments such as cookies and soft drinks, not a full meal.
• Have a short (one hour or less) prepared program focused on your club’s goals. Be sure to
give an overview of Lions activities andmembership benefits.Emphasize your club and discuss
its service, leadership development, networkingand family involvement inyour presentation.
• Use your program to create the agenda.
• Fully explain the cost of joining your Lions club. Be sure to includeinternational, multiple
district, district and club dues and explain what the money pays for.
• Communicate the date, time and place of your regular meetings and let the target members
know they are welcome to attend.
• Have members of your club available to speakone-on-one or in smallgroups while enjoying
the refreshments
Continued over....

An older gentleman was on the operating table awaiting surgery and he insisted that his son, a renowned
surgeon, perform the operation.
As he was about to get the anesthesia, he asked to speak to his son.
“Yes, Dad , what is it?”
“Don’t be nervous, son; do your best, and just remember, if it doesn’t go well, if something happens to
me, your mother is going to come and live with you and your wife....”
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STEP 3:
IMPLEMENTYOUR CLUB GROWTH PLAN
Reach out to your target members
The outreach Lions should take the lead on this. When recruiting new members, it is important to ask
them what they thinkis important when it comes to volunteering. Canyour club fulfill their wishes and
needs? If they are not the right fit for your club, consider helpingthem start a new club or find a
neighboring club to join.
There are many ideas for reaching out to target members. LCI has developed a script for recruiting,
which is included in this guide. The script is most effective when it is adapted to your own personality
and when you speak from the heart.
• When recruiting, always ask, “Has anyone asked you to join the Lions club?” If the answer is
“no,” ask them if they are interested in givingback to or servingthe community in some way and
then talkabout your club and its service. If the answer is “yes,” find out why they didn’t join and
see if they are willing to try again or share the name of someone who might be interested.
• If you are making personalvisits to local businesses and offices:
• Do not wait more than 10 minutes.Your time is best spent contactingmultiple prospects.
Instead, ask if there is a convenient time to meet.
• If asked what your visit is regarding, simply say that you are recruitingfor a Lions club in your
community andonly need3-5 minutes of the person’s time.
• Take clues from the offices. You can tell a lot about a person by looking at the décor on the
walls of their office. Do they have a family, a hobby, a humanitarian interest? Often awards,
pictures and other items in their office can provide such clues.
• Limit the materials you carry. Only bring invitations to the informational meetingor to a service
project. Otherwise, the prospect may ask you to leave information for their review. However, if
they are too busy to speak with you, are they likely to read the material? Explain that more
materials will be available at the meeting.
• Always be positive. Remember, you are providing the opportunity to change their lives, not
selling a product! If prospects do not appear interested, thank them for their time, askfor a
referral and move on.An irritated individual willnot join and have only negativethoughts of
Lions.
Host the informational meeting
Use the meetingto show your target members what is specialabout Lions and your Lions club.
Before the meeting:
•Call or email target members who indicated they would attend to remind them of the date,
time and location. Remind them they are welcometo invite their friends, family or other community-minded individualswho might be interestedin joining.
•Have an agreement from your board members that they are willing to accept the potential new
members.
At the meeting:
•Set the room for fewer people than you have invited since a few “no-shows” are common.
Have additional chairs available in case more people attend.
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• Dress in a professional manner but do not wear a Lions vest or too many pins. Research
shows these customs are better introduced as your new members are engaged in service activities. Club customs and traditions should be explained duringnew member orientation, not at the
informationalmeeting.
•Personally welcome each participant.
•Start the meeting on time. The meeting should not last longer than 60 minutes.
• Follow your agenda as closely as possible.
• Explain to your target members what your club does and why you need them. It is best if you
can show pictures or video from service projects. Talkabout the outcome of your club’s
projects and the impact they have had on people’s lives.
•Provide accurate estimates of the commitment of time and money to be a member of your
club.
•Askattendees to suggest new projects for your club. Ask them to thinkabout what role they
would like to take in these projects.
• Distribute MembershipApplications, and if possible, collect them with the entrance fee before
the target members leave the meeting.
Follow-up with meeting participants
Follow-up with any target members that attended the informationalmeeting but did not fill out a membership application.
Have your outreach Lions coordinate the follow-up. Be sure to assign someone to each name and
request an update at the next meeting.
•Contact the participants to thank them for their time. Confirm their interest and invite them to
attend your club’s next meeting or a service project. Encourage them to give you names of
people they know who may be interested in joiningthe club.
•Make follow-up contact by phone, emailor letter within 48hours of the meeting.
Review your Club Growth Plan
Regularly review your goals and your schedule to ensure you are on track. Adjust the timeline and goals
as necessary.
STEP 4:
WELCOME NEW MEMBERS
Conduct a new member induction ceremony
An induction ceremony is the symbolic beginning to a member’s service as a Lion, and is key to lifelong
retention of a member. The welcoming Lions should plan these activities usingLCI’s New Member
Induction Ceremonies Guide. Be sure to order a free New Member Induction Kit from the club supplies shop for each new member.
Offer your new members orientation and mentoring It is important for newmembers to feel welcome
and to receive information about your club and the larger association.
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• Orientation – The importance of new member orientation cannot be emphasized enough.
Orientation provides a foundationfor your new members by helpingthem understand how your
club functions, what their roles willbe, and what the bigpicture of their district, multiple district
and LCI is. Informed new members are more likely to feel comfortable with your club and
become actively involved right away.A properly oriented member is also one who is likely to
remain in Lions for years.
• Conduct orientation using the Lions New Member Orientation Guide within the first three
months of membership.
• Mentoring – The Lions MentoringProgram helps every member achieve the goalof better
serving his or her community. It is a program of personaldevelopment to help your members
realize the potential of their unique skills and knowledge. The mentoringprogram prepares them
for leadership in Lions and in their personallives, as well. For LCI, this means more hands and
better service for the people who need it most.
• LCI suggests that levelone of the Basic Mentoring Program be completed duringthe same
time period as orientation. The New Member Orientation Guide closely follows the goals and
activities required for completion of level one of the Basic MentoringProgram.
New members should be offered these programs through their sponsors. Sponsors should contact their
GLT district coordinator for information about these programs, as well as training.

WHAT’S NEXT?
INVOLVE YOUR NEW MEMBERS!
People join Lions to serve.After welcoming your new members, it is important to make sure they
become actively involved in your club and your service projects to ensure they have a good experience.
If new members feel welcome and engaged, and if they are involved in service, they will stay part of the
club for a long time.
Members get involved for a number of reasons:
•To serve their community
• To be involved with a specific service or cause
• To be with friends
• To become a leader in the community
• To be with other family members who are members
How can your club provide these experiences to all of your members?
Members feelinvolved when you ask for their opinion. The New Member Questionnaire in this guide is
a good way to learn what your new members expect from your club and what their ideas are for future
club projects and activities.
LCI recommends using the questionnaire in this guide as a template to create a customized survey for
your club.
LCI has developed a Membership Satisfaction Guide to assist clubs in providingthe best experience
they can to their members.
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Wat's On?
OCTOBER
Wednesday 2nd
Thursday 3rd
Saturday 5th
Sunday 13th
Monday 14th
Thursday 17th
Friday 18th
Saturday 19th
Sunday 20th
Thursday 24th
Saturday 26th

IFR Fireworks  - Done
Lions Meeting
Driver Reviver Sussex Inlet
Markets
Light the Night Leukemia Fundraiser
No Lions Social
Ulladulla Convention
Convention
Convention
Lions Social at Bob & Deborah’s
River Festival

NOVEMBER
Tuesday 5th
Thursday 7th
Saturday 9th
Sunday 10th
Monday 18th
Tuesday 19th
Wednesday 20th
Thursday 21st
Thursday 21st
Friday 22nd
Sunday 24th
Wednesday 27th
Saturday 30th

Melbourne Cup Day at Bob & Deborah’s
Lions Meeting
Vincentia Public School Food Fair
Markets
SKYDS
SKYDS
SKYDS
SKYDS
Lions Social
SKYDS
Car Show at Husky
Combined Lions Dinner for Linac
Bunnings

A teddy bear is working on a building site.
He goes for a tea break and when he returns he notices his pick has been stolen.
The bear is angry and reports the theft to the foreman. The foreman grins at the bear and
says “Oh, I forgot to tell you, today’s the day the teddy bears have their pick nicked.”
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On the Lighter Side
On their wedding night, the young bride approached her new husband and
asked for $20.00 for their first lovemaking encounter.
In his highly aroused state,her husband readily agreed.
This scenario was repeated each time they made love, for more than 40 years, with him
thinking that it was a cute way for her to afford new clothes and other incidentals that she needed.
Arriving home around noon one day, she was surprised to find her husband in a very drunken state.
During the next few minutes, he explained that his employer was going through a process of corporate
downsizing, and he had been let go.
It was unlikely that, at the age of 59, he’d be able to find another position that paid anywhere near what
he’d been earning, and therefore, they were financially ruined.
Calmly, his wife handed him a bank bookwhich showed more than forty years of steady deposits and
interesttotaling nearly$1million.
Then she showed him certificates of deposits issued by the bank which was worth over $2 million, and
informed him that they were one of the largest depositors in the bank.
She explained that for more than three decades she had ‘charged’ him for sex,these holdings had multiplied and these were the results of her savings and investments.
Faced with evidence of cash and investments worth over $3 million, her husband was so astounded he
could barely speak, but finally he found his voice and blurted out, ‘If I’d had any idea what you were
doing, I would have given you allmy business!’
That’s when she shot him.
You know, sometimes, men just don’t know when to keep their mouths shut

A Kiwi and an Australian go to a pastry shop.
The Kiwi whisks three biscuits into his pocket with lightning speed. The baker doesn’t notice.
The Kiwi says to the Australian, “You see how clever we are ? You’ll never beat that !!”
The Australian says to the Kiwi, “Watch this - an Australian is always cleverer than a Kiwi.”
He says to the baker, “Give me a biscuit - I can show you a magic trick !!”
The baker gives him the cookie which the Australian promptly eats.
Then he says to the baker, “Give me another biscuit for my magic trick.”
The baker is gettingsuspicious but he gives it to him. He eats this one too.
Then he says again, “Give me one more biscuit.”
The baker is getting angry now but gives him one anyway. TheAustralian eats this one too.
Now the baker is really mad, and he yells, “And where is your famous magic trick ?”
TheAustralian says, “Look in the Kiwi’s pocket !!”
12

Birthdays
Congratulations to :
Lion Partner Kristy Evans

9th October

Lion Jeff Thomas

15th October

I

Anniversaries
Commiserations to:
None this month!

Lion's Anniversaries of Joining
None this month!
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LIONS CLUBS INTERNATIONAL
LIONS CLUB PURPOSES
TO ORGANIZE, charter and supervise service clubs to be known as Lions Clubs.
TO COORDINATE the activities and standardise the administration of Lions Clubs.
TO CREATE and foster a spirit of understandingamong the people of the world.
TO PROMOTE the principles of good government and good citizenship.
TO FUND and otherwise serve the civic, cultural, socialand moralwelfare of the community.
TO ASSISTfinancially, culturally, socially, and morally the disabled, disadvantaged and infirm of the
community both directly andalso indirectly.
TO UNITE the clubs in the bonds of friendship, good fellowship andmutualunderstanding.
TO PROVIDE a forum for the open discussion of allmatters of public interest; provided, however,
that partisan politics and sectarian religion shallnot be debated by club members.
TO ENCOURAGE service-minded people to serve their community without personalfinancial reward, and to encourage efficiency and promote high ethical standards in commerce, industry, professions, public works and private endeavours.

LIONS CLUB CODE OF ETHICS
TO SHOWmy faith in the worthiness of my vocation by industrious application to the end that I may
merit a reputation for quality of service.
TO SEEK success and demand all fair remuneration or profit as my just due, but to accept no profit or
success at the price of my own self respect lost because of unfair advantage taken or because of
questionable acts on my part.
TO REMEMBER that in buildingup my own business it is not necessary to tear down another’s; to
be loyal to my clients or customers and true to myself.
WHENEVER a doubt arises as to the right or ethics of my position or action towards others, to
resolve such doubtagainst myself.
TO HOLD friendship as an end and not a means. To hold that true friendship exists not on account of
the service performed by one to another, but that true friendship demands nothingbut accepts
service in the spirit in which it is given.
ALWAYS to bear in mind my obligations as a citizen to my nation, mystate and my community, and to
give them my unswerving loyalty in word, act and deed. To give them freely of my time, labour and
means.
TO AID others by givingmy sympathy to those in distress, my aid to the weak, and my substance to
the needy.
TO BE CAREFUL with my criticism and liberal with my praise, to build up and not destroy.
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