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Session 2 Pre-work

Prospective Member Journey JEAE5 D1 Z I

Read the following descriptions of the phases and give personal examples that you have
experienced with a product or service. [%152LL I BHWRIE , FH45 B EAE ™ ek iR S5 75 T
I NG

Awareness — During this phase, a prospective member is aware of challenges or opportunities
in their life that they need help with. They are looking for products and/or services that will
address their needs and wants. They will search for products and services and be receptive to
offers on social media and dig into brands. EIR—FEM B, BAES SRR EM 1A TE TR
S DA EE . AT IEAE S REAS 1 LT SR i A/ B SS o AT 2R
RS, Hs Al iR ERgsy, 12980 .

Evaluate - During this phase, a prospective member needs to gain confidence that

Toastmasters and your club can really help them achieve success. PEA-fEIIT B,
BES R ERBE D, HEHEFSTER 22 Re0s B IER B b (TS R .

Join - In this phase, the prospective member receives the offer to join and goes through

the process of joining. IMA-FEULHT B, EAES SRR IS IG I e oA

Support - After a prospective member has transitioned into membership, they will need
support in understanding how to achieve their goals, maximize the opportunities that your
club offers, and help in pushing through any obstacles in continuing their journey with
your club. SCHF-FEVEAES U 4 DR, M HRE SRy, DL iy seal 5 2 i
HbR, SoRBREEHF A 2R AERIMLS, I B s R4k Se 5 70 & B VR BT B

1. Awareness. Describe a need or a want that made you search for a product or service.
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2. Evaluate. How have you tested products or services to make sure that they fit with what
you were looking for? How was this useful? ¥4l A0 Ml igs, AR e
MFFEERNTR? XA 22
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