
Time To Break The ‘One-Year-and-Out’ Cycle

M
ost Lodges and Chapters have experienced strong membership
growth in the final months of our 2008-09 fiscal year! 

This was likely in some part to the fraternity-wide “Moose Economic
Stimulus Plan” membership promotion, featuring a $0 application fee
from March 1 through April 30. It was readily apparent, just a few days
into this unprecedented program, that the stimulus plan was providing the
anticipated excitement and membership production boost.  Across the con-
tinent, the numbers of preferred members–those members who sponsor at
least one new member in a given campaign year--skyrocketed. At a casual
glance, this appears to be great news. However, when one pauses to ponder
this increased participation a more ominous picture can be drawn.

Thousands of members from across this fraternity went ten months
without sponsoring even one member.  When suddenly prodded by the
prospect of a zero-dollar enrollment, they heroically sprang to the call like
volunteer firemen to a midnight siren.

What about a zero-dollar application fee could so inspire so many?
Most prospective members are unaware whether our application fee is $0,
$20, or even $100 for that matter.  When most prospective members ask
how much to join, they wouldn’t even blink if told first year is $65, and
$45 after that.

Knowing this, why then does a zero-dollar application fee generate such
fervor among members?  Perhaps we should look beyond the members,
past the “Moose Economic Stimulus Plan” poster (which should have
come down by April 30), and examine the entire Moose Center and the ac-
tivities that happen, or are at least planned, within.

One could infer that the huge response to a $20 discount on dues may
be due to members, at least subconsciously, feeling that their Lodge is not
worth the combined cost of dues and a $20 application fee.  Regrettably, in
some cases, they might be right.

And therein lies the opportunity. 
An opportunity to talk to these “new” members in order to find out what

they “believe” they have become a part of.  My suspicion is that a lot of
these members were told a lot of different things to get them to join.  Re-
gardless of what they were told, every Lodge and Chapter has the opportu-
nity to tailor their local programs, within the laws of our Order, to meet the
expectations of these new members.

If a member joined because of how we help our community, perhaps
new community service efforts can be planned.  Possibly, new members
have new ideas for Lodge or Chapter sponsored community service.  Per-
haps one of them might want to be the driving force behind the new effort.

By talking to a new member, we can identify their expectations, formu-
late a plan to actively engage them in the activities of the Lodge and Chap-
ter, stimulate them to invite more of their friends, relatives and
acquaintances to join them in service and fun, and simultaneously begin
building a new foundation for membership growth.

Similar scenarios are easily foreseen for those new members expressing
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interests in sporting programs, Moose Rider groups--or even those just
looking to have a good time in the Social Quarters.

Additionally, you will have an opportunity to learn how much (or how
little) these new members know about the Moose organization as a
whole, and to teach some of these members the precepts and principles
that connect us at Moose. (Much of this teaching can be done with the
New-Member Package that now includes a brief, explanatory DVD!)  

Do they understand our Mooseheart and Moosehaven communities
and their role in our mission of caring for children and seniors in need?
Do they know that Moose Charities will provide them with an avenue to
support the ongoing embodiment of caring, compassion and humanity
that these campuses represent every single day?  Are they aware of our
partnerships with Special Olympics, Safe Surfin’ USA and Scouting,
which reinforce these beliefs on an international scale?   Do they know
how to become involved in these efforts or the many other programs en-
dorsed locally at your Lodge or Chapter.

With the short-term stimulus program completed, the challenge now
becomes how to reap the long-term benefit of these new members.  To do
this, I recommend following a simple three-step approach.

Step One: Engage the members. Talk to them.  More importantly, lis-
ten to them.  Use what you learn to provide them with more opportuni-
ties to become active in Lodge and Chapter activities.  Telling them how
their comments led to the development of a new activity or project just
might make them want to be actively involved in that, and subsequently
other parts of your multifaceted Lodge operation.

Step Two: Satisfy the members. Continually communicate with your
members.  While this is frequently accomplished on a broad scale with
newsletters, websites and e-mails, this is not enough.  The answer as to
whether you members are satisfied is more reasonably obtained in face-
to-face conversation.  You should also be aware that the things that are
not said are often as important as what was said.  (For example, when
asked how the picnic was, a response of “it was nice” or “okay” probably
means it wasn’t).  

By developing a reputation of being open, concerned and responsive to
the enjoyment and satisfaction of the Lodge and Chapter members, the
task of soliciting their opinions will become much easier.  An important
word in that last sentence was responsive.

You may not be able to give every member exactly what they want
every time, but every member must know that their concerns are impor-
tant, and that when reasonable, they will be addressed promptly. 

Step Three: Repeat Steps One and Two as necessary. These three sim-
ple steps can help you to ensure that your members find value in belong-
ing to your Lodge or Chapter.  Sufficient values that they continually not
only want to, but also do, invite others to join with them in Moose mem-
bership.  Developing this level of satisfaction and devotion among your
members can maximize membership growth and financial prosperity for
years to come. �
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INSURANCE AND YOUR MOOSE CENTER
What Coverages Are Needed--and Why

swer is usually nothing at all.  This coverage helps to protect you and replace
the money that you lose through employee theft.  

It is up to each unit to decide for itself how much of this type of coverage is
needed.  In order to decide how much coverage to purchase, look at how much
money flows through your Lodge or fraternal unit and ask yourself, how much
could we afford to lose.  Then make sure you purchase enough insurance to
cover the amount of funds that flow through your unit.

4. Property/Fire Insurance (Building and Contents). Every Lodge that has a
Moose Center, whether owned or rented, must purchase this coverage.  Each
Lodge purchases this coverage individually.  A number of Lodges purchase this
coverage through the Moose approved provider, Lockton Risk Services (866-
836-3373).  This coverage protects your Lodge from losses from damage to its
building and contents.  Examples of such losses are fire damage, a collapsed
roof due to snow build-up, or a burglary.

The reason this coverage is necessary is protect one of your greatest assets---
your Moose Center.  The loss of your Moose Center or even damage to it, may
keep you out of the building for a period of time.  If you do not have this cover-
age, how would your Moose Center be able to make the needed repairs or pay
for an entirely new Moose Center?  Would your Lodge continue to thrive if you
were without your building for an extended period of time?  This coverage needs
to be purchased regardless of whether you own your own building or you rent.
If you rent, you still need to insure the contents of your Moose Center.  Addition-
ally, it is very likely that your lease requires you to carry a certain amount of
property coverage.  Failure to carry this coverage could put you in breach of
contract of your lease.

The decision as to how much coverage to purchase is up to each Lodge.  You
should ask yourself, how much would it cost to rebuild your Moose Center (if
you own the building) and replace the contents?  This is the amount for which
you should consider purchasing coverage.  Depending upon where you are lo-
cated, you may need additional coverages (known as endorsements to the pol-
icy) that another Moose Center would not.  Some examples of these coverages
are earthquake, flood, wind driven water, and hurricane.  You also should con-
sider purchasing business interruption and extra expenses coverage; this cover-
age will pay you if you are forced to shut your Moose Center for a period of time
and cannot operate your social quarters or other revenue generating activities
due to a covered loss.  

5. Workers Compensation. All Lodges with a Moose Center must purchase
this coverage.  Moose Centers located in Canada purchase this coverage from
their provincial fund.  Moose Centers located in North Dakota, Ohio, Washing-
ton, West Virginia, and Wyoming purchase this coverage from their state fund.
Moose Centers in Alaska purchase this coverage from Liberty Mutual Northwest
through Aon Risk Services (800-966-2708).  All other Moose Centers purchase
this coverage from The Hartford through Aon Risk Services (800-966-2708).  If
you have a Moose Center, you must purchase Workers Compensation even if
you do not have any paid employees.  This coverage pays for losses due to in-
juries to your employees that occur while on the job.  An example of a covered
loss might be a kitchen worker slipping and falling on a wet floor while work-
ing in the kitchen.

The reasons you must purchase this coverage are to comply with Provincial,
State, and Federal laws; to protect your Moose Center’s assets; to protect your Di-
rectors and Officers from negligence claims against them and their assets; and
to protect the assets of Moose International, Inc., Mooseheart, and Moosehaven.
Failure to have Workers Compensation coverage in place means that your
Lodge assets are at risk if there is a claim made against your Moose Center.
Your Lodge Directors and Officers also could be held personally liable for any
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I
n order to operate a Moose Center, certain insurance coverages must be pur-
chased and maintained in order to protect your Moose Center from financial
risk due to a loss and to protect the Lodge’s Directors’ and Officers’ personal

assets in the event of a loss.  The coverages you need to purchase and maintain
are listed below.

1. General Liability (including Liquor Liability). These coverages are provided
through the Risk Pool.  Participation in the Risk Pool is mandatory.  General Lia-
bility provides coverage for losses due to injury that occur on your property for
which you are at fault.  Examples of such losses include slipping and falling on
ice or snow, tripping and falling on floor mats or carpeting, or being hit by falling
objects.  These are just a few examples.  Liquor Liability provides coverage for
losses due to the over service of alcohol.  An example of this type of loss is a DUI
incident where the accused driver had been drinking at your Moose Center and
an accident occurs injuring one or more persons.

The reason these coverages are necessary is the most basic:  to protect your
Lodge and its assets.  You and your members have worked hard over the years in
order to obtain and maintain your Moose Center.  Why put it at risk by not having
the insurance coverage you need to protect it?  Maintaining this insurance also
serves to protect the assets of Moose International, Inc. and, perhaps even more
importantly, the assets of Mooseheart and Moosehaven.  Often when a loss gets to
the point of a lawsuit being filed, not only is the Lodge named as a defendant, but
Moose International, Inc. also is named as a defendant.  In some cases Moose-
heart and Moosehaven have even been named as defendants.  Moose Interna-
tional, Inc., Mooseheart and Moosehaven generally able to be dismissed from
these lawsuits in part because it is shown that the Lodge has sufficient coverage to
pay any loss.

2. Director’s and Officer’s Liability. This coverage is provided through the Risk
Pool.  Participation in the Risk Pool is mandatory.  Director’s and Officer’s Liabil-
ity provide coverage for losses that arise out of certain wrongful acts, errors, or
omissions of the Lodge’s Directors and Officers in performance of their duties as
Directors and Officers of the Lodge.  Examples of such losses include wrongful ter-
mination of employment, employment discrimination, and sexual harassment.

The reason this coverage is necessary is to protect your Lodge’s assets and to
protect the personal assets of your Directors and Officers.  The Directors and Offi-
cers contribute so much of their time and effort to make your Moose Center a
place of which to be proud.  It is only fair that they be protected if someone ac-
cuses them of being negligent in the performance of their duties.  Maintaining
this coverage gives your Directors and Officers the peace of mind that while they
are giving to your Lodge, their personal assets are protected.  As is the case with
the General Liability and Liquor Liability coverages, maintaining this coverage
helps to protect the assets of Moose International, Inc., Mooseheart, and Moose-
haven.  If Moose International, Inc., Mooseheart or Moosehaven are named in a
lawsuit brought against your Lodge, they generally are dismissed, in part because
of the ability to prove that the Lodge has coverage for the claim.

3. Employee Theft Coverage (sometimes known as Fidelity Bond Coverage). Each
fraternal unit purchases this coverage individually.  Many fraternal units pur-
chase this coverage through the Moose approved provider, Lockton Risk Services
(866-836-3373).  This coverage protects your fraternal unit from the loss of
money, securities, or other property resulting from theft committed by an identi-
fied employee or volunteer.  An example of such a loss would be deposit slips into
a bank account that are less than the money collected and shown on the records.

The reason this coverage is necessary is to protect the money that your frater-
nal unit has worked so hard to raise.  Although none of us wants to believe that
one of our members would steal from fellow Moose members, much less from
the money raised to support our children at Mooseheart and our seniors at
Moosehaven, it does happen.  How much could your unit afford to lose?  The an-

(continued on page 38)

By CYNTHIA TRAYNOR/Senior Staff Attorney
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loss, if your Moose Center does not have this coverage to pay for a claim.
In addition to the five types of coverages listed above there are times when your

Moose Center will also need to purchase . . . 
6. Hall Rental Insurance. Hall Rental Insurance is required when you rent

your hall or Moose Center property and alcohol is being provided, served, sold, or
consumed at the rental.  This coverage is provided through Aon Risk Services
through a link on the Risk Management section of the Moose International, Inc.
website (http://www.mooseintl.org/portal/RiskMgmt/default.asp). If you wish to
purchase this coverage from another source, the policy language, endorsements,

Insurance And Your Moose Center: What Coverages Are Needed--and Why
(continued from page 36)
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Will Your Moose Legion Reach Its Goals in 2009-2010? 
START PLANNING NOW! By SHAWN BAILE/Director, Moose Legion

S
pring is a time of year that many of us look forward to.  It means tempera-
tures are getting warmer and daylight is lasting a little longer.  It also means
that another Moose Legion year is coming to a close, and a new year begins

on May 1.  New Boards of Directors will be taking office and a 12-month journey
to be successful and prosperous gets underway. 

The new Directors take their new positions with an idea of increasing member-
ship, meeting financial obligations and holding fun activities that their members
want to be a part of.  They are excited about the opportunity to get the Lodges
within the jurisdiction to be active in the Moose Legion program, and to offer
those additional opportunities for fellowship and service that Moose Legionnaires
enjoy so much.  

There are major differences between Moose Legion units that succeed and
those that are stagnant or are struggling.  Successful Moose Legions set goals for
the year and all members of the Board of Directors are on the same page to ensure
progress toward meeting the set goals.  In addition to setting goals, the successful
units also plan ahead.  They develop a game plan and a system to track how they
are doing throughout the year.

So, if you are one of the members of the incoming Board of Directors of your
Moose Legion, are you going to take the time to formulate goals and develop
strategies to meet them?  Here are just a few things to consider as May 1 ap-
proaches:
� In May, your Moose Legion Secretary will receive information on the num-

bers your unit will have to achieve to earn the Moose Legion Fraternal Service

Award.  This will include target numbers for membership, Endowment Fund
contributions and the next capital project, which will be announced at the
Moose Legion Breakfast during the International Convention.
� Your Moose Legion Secretary must submit the names of the members of

the Board of Directors via LCL.Net by May 10.  This will satisfy one of the five cri-
teria for the Fraternal Service Award.
� The Moose Legionnaire of the Year nomination forms will be mailed to the

Moose Legion Secretary during the last week of April.  He should distribute one
form to each lodge in your jurisdiction.  Once completed, the form should be
separated.  The half with the nominee’s name and the signatures of the Selec-
tion Committee is sent to Moose International; the other half is sent to the Moose
Legion Secretary.  Both documents must be postmarked by July 15.
� There are numerous fundraising efforts that the Moose Legion takes on

each year.  Are you emphasizing the importance of the Endowment Fund Com-
petition?  How will you meet your goal for the new capital project?  Will you raise
$100 for Special Olympics this year?  Are you going to meet your obligation for
the Youth Awareness scholarships?

Legendary former UCLA basketball coach John Wooden once said: “Failing to
prepare is preparing to fail.” He obviously made sure to prepare, as he led the
Bruins to 10 NCAA championships in 12 years.  Your Moose Legion can realize
similar success year after year with just a little bit of planning and preparation.
Please make it a point to invest that time now, so you may enjoy the reward in
the months and years to come.�

Necessary Beverage Server Training Made Easier – Online!
By SUSAN HAWKINS/Director, Education & Training

H
ealth Communications, Inc. (HCI) continues to offer a discount for servers
taking the online course. Most states are still evaluating the course for certi-
fication, but this course is sanctioned in some states.  Moose International

does recognize this course and it does meet our requirements. Most major insur-
ance companies already recognize this course as a legitimate server-training
course.

If you want to know if your state recognizes eTIPS, go to the following URL:
www.gettips.com/eTIPS_stateregs.shtml

HCI is providing Moose servers with a 40% discount (that’s a $16 savings off the
regular price of $40) when registering for the eTIPS course. The only requirement
is that you must type “Moose08” in the promotion code field on the “Review Reg-
istration “ page. 

Here are the instructions:
1. Go to www.gettips.com/eTIPS.shtml

2. Click on “Take Online Course”.
3. Complete the registration form and click on “Register”. You will receive a

short state regulatory message before coming to the payment form.
4. On the payment form, be sure to type Moose08 in the promotion code field.
5. Complete the payment information (credit cards only) and take the eTIPS

course.
Don’t let a server step behind the bar untrained!  It’s your responsibility to

make sure that they have appropriate training, prior to employment.
If you need to add a new server, this course is a recommended measure and

may also be used for recertification.  If there is no TIPS trainer in your immedi-
ate area and no class is being offered before the server begins their employment,
please consider the eTIPS program.

Should you require further information or instruction, please contact the Ed-
ucation & Training Department at 630-859-6635.�

and declaration page must be approved by the Risk Management Department
prior to purchase.  This coverage protects your Moose Center if a General Liabil-
ity loss or a Liquor Liability Loss arises out of the rental.

We realize that it is difficult to pay for something that you cannot see or hold
such as insurance coverage.  However, insurance coverage is necessary to protect
those things you can see---your Moose Center and assets, your members’ health
and well being, your Directors’ and Officers’ personal assets, and perhaps most
importantly, the assets used to support our children at Mooseheart and our sen-
iors at Moosehaven.  The proper insurance coverage helps you help and protect
your Moose Center. �



C
ongratulations to the 2009-2010 Women of the Moose officers, ap-
pointed officers, and committee chairmen.  Each of you have made a
commitment to your Chapter and have taken on a leadership role

that should not be taken lightly.  Taken together, you will ultimately be the
cause of the success, or failure, of this Chapter year.

As a leader of your Chapter, you have a responsibility to gain the neces-
sary knowledge to make certain your Chapter is operating within the
guidelines of the Women of the Moose, and to help ensure that the Chapter
is on track to earn the Award of Achievement.

Now is the time for the Board of Officers to meet, prepare a plan to en-
sure the Chapter’s success, and follow that plan throughout the year.  If
necessary, the plan may need to be adjusted, but it is the responsibility of
the entire board to ensure the Chapter is on track.

Make sure you read the Officers’ Handbook, as well as the
Recorder/Audit Handbook, to become aware of responsibilities, reporting
periods, deadlines and suggestions for the successful operation of the
Chapter.  Far too often officers’ say, “they said”.  Make sure that what
“they” are saying is correct—as you are the one responsible.

The Women of the Moose General Laws book is one of the most valuable
resources you as officers possess, to ensure that procedures are being prop-
erly followed.  The General Laws are in place for a reason.  Make sure you
use them.

The Senior Regent should immediately plan a meeting with all commit-
tee chairmen to explain their responsibilities to the Chapter and to assist
them with guidelines to ensure successful fundraising projects and to

make that certain each person attempting to qualify for the Academy of
Friendship degree can do so.  These are typically the fairly new members
of the Chapter who are just beginning (hopefully) a long-term WOTM ca-
reer.

Make sure each officer, appointed officer and chairman is planning to
attend the Women of the Moose Training Sessions to gain additional
knowledge of chapter operations.  Through the expertise of the session
leader and experience of other Chapters in attendance, each person in at-
tendance will certainly gain valuable information.

The Recorder and members of the Audit Committee should be planning
to attend a 2-HOTT Training Session to understand proper use of LCL.Net
and to understand how to audit the Chapter books.  The information pro-
vided in this training session is invaluable.

Above all, make sure you are holding interesting, informative and fun
meetings.  Plan activities and social time before and after your meetings
so that members have a reason to attend.  Invite your new members to at-
tend the Welcome Reception held in their honor prior to your meeting.
(If you don’t invite people, how will they know to attend?)

Please remember, each of you is a member of the Women of the Moose
Chapter Team.  By working together in harmony you will gain many new
friends, learn new ideas and most importantly, help to ensure the success
of your Chapter.  As Arthur Christopher Benson once said: “Very often a
change of self is needed more than a change of scene.” It’s up to you.

If we can be of any assistance to you on your journey of success, please
do not hesitate to contact our office at 630-966-2243. 

Starting the New Chapter Year Right!
By BARBARA McPHERSON/Grand Chancellor, Women of the Moose

As a New Officer, Chart Your Course to Success!
By STEVEN F. GREENE PSG/General Governor

N
ow that you are a new officer in your Lodge or Chapter, where is that Lodge
or Chapter going? You are now part of a team that should be making every
effort to ensure that your Moose operation will be successful. 

Here are a few points to consider:
 Each officer should be working toward making your Lodge a Premier Lodge

Award winner, or making sure your Chapter will receive its honors.
Make sure, Brother Governor, and Senior Regent, that you have appointed

the required Committee Chairmen—and that each chairman knows the require-
ments and expectations of his or her position.
 Inform all Lodge or Chapter officers of the policy regarding absences of offi-

cial meetings and how to notify the presiding officer of your absence.
 Plan your family activities for at least three months in advance and appoint

who will chair each event to make it successful.  Activities should be planned for
all members of all ages.
 Start making plans for fundraising events for your Lodge or Chapter.  Every

Lodge or Chapter may hold two like fundraising events annually. (Different events
can be held throughout the year.)
 Ensure that all Lodge and Chapter bills and taxes are paid on time and that

all insurance requirements have been met.
 Ensure that the Lodge and Chapter are sponsoring new members and the

Lodge membership quota is being worked toward.
Make sure that Endowment Fund donations are not retained, but remitted

to Moose Charities on a regular basis.
 If your Lodge does have an affiliated Women of the Moose Chapter, start

making plans now so both Lodge and Chapter coordinate to have a successful
year together.  Lodge and Chapter boards should  meet at least once a month 

 Find ways to get involved in your community.  Highway cleanup – Sup-
port Boy/Girl Scouts – Youth League Baseball – Veterans’ Hospital – Special
Olympics – and many more! (Contact your Regional Manager or the Fraternal
Programs Department at 630-966-2224 for particulars.)
 Invite community leaders to speak at your Lodge meetings.
 Plan for officers to attend Moose leadership training classes in your State or

Provincial Association.
 Start early with fundraising to ensure enough funds will be available to

send representatives to International and Association Conventions and confer-
ences.
Make sure your Lodge and Chapter members are informed about all up-

coming events well in advance, via newsletter and/or website.
Generously recognize all officers and volunteers for the work they do for

your Lodge and Chapter.
 Be a mentor for future officers among your Lodge and Chapter member-

ship.
Work as a team: “A burden heavy to one is borne lightly by many.”
This year can be a rewarding time for each new Lodge and Chapter officer.

Everyone can make a difference in the future of not only your Lodge and chap-
ter, but for our entire fraternity.

Let me encourage you to aspire to be the best of the best.  Learn the General
Laws of the Order, especially those that are required by the office you hold.  Make
good decisions remembering that you represent the members of your Lodge or
Chapter, not just yourself.  Be fair in decisions that will be required of you as a
member of the House Committee.

Plan your course well—and stay the course for success!
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T
here is a quote from John Maxwell: “If your epitaph were being
written today, how would it read? What would it say about you
and what you are leaving behind? Would it describe how you

touched the world in a positive way or would it be blank? You may
not think of it often, but your epitaph really is being written today--
and you’re writing it. It is the sum of wall you say and do each day.
So give all you can to whatever you can. Leave the world better than
you found it.”

It is heartwarming to know that we, the members of this great Moose or-
ganization, have the opportunity (and the responsibility) to touch the lives
of others in a positive and caring manner. Not only do we invite others to
join the Moose, we invite others to join and help us maintain our mission
--that of caring for children and seniors and our communities, while cele-
brating life.

Our Lodges, Chapters, Associations and members of the Higher Degrees
are tireless in their efforts to raise funds for Mooseheart and Moosehaven,
and having a wonderful time doing it. They do so by hosting dinners,
dancers, bazaars, rummage sales, raffles, auctions, walk-a-thons, rock-a-
thons, used-book sales, bake sales, golf tournaments and motorcycle
events.

Our members demonstrate their love and compassion for the children
and seniors who depend on us, by giving unselfishly to the extent of their
ability--through monetary donations in addition to their volunteer hours.
Our members donate to the Endowment Fund and to “Gimme Five,” plus
bequests in memory of  loved ones lost and in honor of loved ones still with
us, as well as to specific projects. Moose Charities exists to encourage and

receive donations for the continued operation of Mooseheart Child City &
School, and of Moosehaven, our City of Contentment. And, all donations
are carefully recorded and deposited exactly as specified by the donor.
We have donor-recognition programs to honor and thank these special in-
dividuals for their dedication and commitment to Mooseheart and Moose-
haven.

One of Moose Charities’ most important recognition programs is the
League of Guardians--honoring those individuals or couples who give at
least $1,000 to Moose Charities over the course of a year. It is important to
understand that each and every donation to any Moose Charities pro-
gram from an individual and his/her spouse is combined and totaled at
the end of the Moose fiscal year (May 1-April 30). If all of his/her/their
donations total $1,000 or more, the donor and spouse qualify for the
League of Guardians.

Moose Charities is also responsible for securing funding from Moose
members and friends through periodic mail appeals, company matching-
gift programs, tribute contributions and other giving opportunities--in-
cluding planned-giving donations such as wills and bequests,
charitable-gift annuities, stocks, life insurance, other appreciated securi-
ties, real estate, etc.

So--in answer to John Maxwell’s questions about your epitaph, the
members of the Moose who give of themselves in service to those who are
dependent upon us will definitely be able to say honestly and clearly: “Yes,
I am leaving the world better than I found it.”

As always, we thank you for your generosity, your dedication and your
commitment. �

What Do Want Your Epitaph To Be?
By JANET FREGULIA/Executive Director, Moose Charities

What Makes for a Winning Lodge/Chapter Website?
By KURT WEHRMEISTER/Director, Communications & Public Affairs

I
t was December 1997 when we first wrote in Moose Magazine about the grow-
ing fact of Moose Lodges and Chapters establishing sites on the World Wide
Web. We estimated at that point that there were “roughly 60” Lodges and

Chapters which had created and posted their own sites. Indeed, Moose Interna-
tional’s own  Mooseintl.org, had only “gone live” just four months before.

In late ’97, the common view was that our websites were essentially electronic
billboards; venues to show the viewer what we were all about and what we offered.
So our concerns, as expressed in that article, basically had only to do with the ne-
cessity of ensuring that all information about the Moose program was accurate,
and that  any screen promoting beverage or meal sales, or any members’ activity,
clearly carry the words “Members Only.” And, we noted in ’97 that while any
Lodge/Chapter website was welcome to link to Mooseintl.org, that Mooseintl.org
did not link to Lodge/Chapter sites because it “would imply our control over and
ongoing supervision of such sites.”

Today, we’ve all had nearly a dozen years’ constant exposure to the Web. Not
only have Mooseintl.org, Mooseheart.org, Moosehaven.org and
MooseCharities.org all expanded greatly, but the function is much more than that
of a “billboard”-- the websites are an interactive clearinghouse for all sorts of free
materials that in times past took money and time to place in the mail, and the
Online Catalog serves as a convenient method to purchase both necessary
Lodge/Chapter equipment and gift items.

Also, instead of “roughly 60” Lodge/Chapter websites, we estimate today that
there are nearly 1,000 websites of Moose Lodge/Chapter combinations, plus Asso-
ciations, Moose Legions, Districts and Higher-Degree Councils.  And, as Web users

long ago stopped assuming that linking to a site implies any sort of control or
supervision of the linked site, there is now a link on Mooseintl.org for any
Lodge/Chapter or Association website wishing to establish it--at
www.mooseintl.org/portal/publications/websites.asp. 

Since 2004, Moose International’s annual Moose Journalism Awards pro-
gram has added categories for judging of Lodge/Chapter Websites and Associa-
tion Websites. What are the International Publications Committee judges
looking for in this competition? They have established the following criteria:

� Ease of navigation, of “getting around” the website in an easily under-
standable fashion.

� Consistency of appearance, of style, of presentation of information on all a
website’s pages.

� An emphasis on the fraternal functions of a Lodge/Chapter--Community
Service events, Sports, and Family Activities--over simply offering an electronic
advertisement of the Social Quarters and beverage pricing.

� Originality of material; not simply copying and pasting off Mooseintl.org,
Mooseheart.org and Moosehaven.org.

� Opportunity for members to offer feedback, via email to officers or to the
Webmaster.

� Any advertising in good taste, and limited to roughly 10% of the total page-
space of the site.

Thanks largely to Moose International Webmaster Steve Speaks, there is a
helpful “Webmaster Resources” page on Mooseintl.org, at
www.mooseintl.org/portal/webmaster/default.asp. �
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