
Robert L.  Johnson, Jr. PDG passed from us on November 3, 2006.  Visitation was held at the Rapp Funeral 
Home, Frankstown Road, Penn Hills and the funeral was on November 7th at the Rolling Fields Baptist Church. 
 
PDG Bob was a true Lion and upheld the Lions Code of Ethics throughout his Lions career.  He originally was 
President of the Townville, PA Lions Club in PA District 14-F and as District Governor of that District in 1987-
1988.  When he moved to the Pittsburgh area he transferred to the Penn Hills Lions Club in PA District 14-B 
and served as their president.  When that club closed he transferred to the Monroeville Lions.  Always eager to 

Serve he was appointed to the District 14-B Cabinet serving as Eye Prosthesis Chairman and District Chaplain.  Bob was well known and 
liked by all Lions in District 14-F and was a avid participant in activities of his Home Club and District 14-B Lions. 
 
The prayers and condolences of all the Lions in our District 14-B and 14-F are extended to the Johnson family.  Bob was always there with 
hands outstretched offering to Serve his fellow man and community. 

� �� � � �� ��� 		
 � � 
 � 
 �� � � � � 
 ��

� � � � � � � �� � � � � � � �� � � � � � � �  
Monthly Newslet ter  for  the L ions of Al legheny County Dist r ict  14-B, Pit tsburgh, PA 

WWW.L I ONSOFAL L EGH ENYCOUNTY.ORG 

� � �� � � � � � � 	 � 
 � �� ��� � � � � 
 �� ��� � � � � � � ��� ���� � � �

District  
Governor 
James Hartman 
3520 Brinway Drive 
West Mifflin, PA 15122 
(412) 600-0229 (C) 
hartmanjw@comcast.net  

Vice District  
Governor 
 

District  
Cabinet Secretary 
Greg Borichevsky  
1512 Spruce St.  
Cheswick, PA 15024 
(724) 274-7426 (R) 
liongregb@yahoo.com  

District  
Cabinet Treasurer  
Roy Smith (Verna) 
5831 Dublin Road 
Bethel Park, PA 15102 
(412) 831-2006 (R) 
pavlov16@verizon.net  

IPDG/LCIF/  
Long Range Planning 
James Brubaker (Phyllis) 
372 Cavan Drive 
Pittsburgh, PA 15236 
(412) 653-1696 (R)
jasebru@aol.com 

Coordinator  
of District Activities 
Alison Weber 
501 Wabana Street 
Pittsburgh, PA 15214-1744 
(412) 939-0305 (R) 
(412) 281-1375 (B) 
aweber@hdscenter.org  
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DECEM BER 2006 

REGION I I   Fr iday, February 16, 2007  
Afternoon Session  —  NOON - 3:30 PM 
REGION I I I  Saturday, February 17, 2007  
Morning Session  —   8:00 a.m. - 11:30 a.m. 
REGION I  Saturday, February 17, 2007  
Afternoon Session  —  NOON - 3:30 p.m. 
REGION IV Sunday, February 18, 2007  
Morning Session  —  8:00 a.m. - 11:30 a.m. 
CABINET MEMBERS Sunday, February 18, 2007  
Afternoon Session  — NOON - 3:30 p.m. 

     This year the District is asking for a $25.00 donation from 
each club to offset the expenses of the tournament. Your 
Club's financial support is important to the success of the 
Blind Bowler's Tournament. Please make checks payable to 
Distr ict 14-B and mail to Lion Richard Keller, PDG, 1811 
Educational Drive, White Oak, PA 15131-2203 
     The Blind Bowlers also need your support of being at the 
bowling lanes to spot pins, and to make sure the computer 
works properly for scoring. Last year's plan of assigning bowl-
ing sessions to Regions worked out well. We will need 10 to 
15 Lions are needed for score keepers for Friday afternoon 
schedule, 20 to 25 Lions for both sessions on Saturday and 
Sunday. IF YOU THINK ABOUT THE NUMBER OF LIONS 
NEEDED PER SESSION, THAT WORKS OUT TO 2 LIONS 
PER CLUB! PLEASE COME OUT AND PARTICIPATE !  
     The Assignments of sessions per Region was completed at 
the August Cabinet Meeting. Each Region will be responsible 
for manning their session. PLEASE ARRIVE ONE-HALF 
HOUR BEFORE YOUR SCHEDULED SESSION SO THAT 
LANES CAN BE ASSIGNED! 

    I hope to see all the Lions, Lioness, and Leos of District 
14-B at this years tournament to make this 30th Keystone 
Blind Bowlers Tournament another success. If you have any 
questions please feel free to call me at (412) 672-7696 
 
Thank You and I hope to see you at the tournament ---  
 
LION Richard Keller, PDG  
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CLUB 

2006 
Total 

Chal-
lenge  

2007 
Total 

NOV 
‘06 

Club 
Points 

Dues 
Paid 

Oakmont 39 4(-3+3) 43 39 4000 L-S-D 

Ohio Valley  20 3 23 20 3250 L-D 

PItcairn 18 3(+1) 21 19 5665 L-S-D 

Pittsburgh Host 16 3 (+1) 19 17 3550 L-S-D 

Pgh. Shady/Sq. Hill 10 2 (+3) 12 13 4300 L-S-D 

Pgh. Beechview 15 3(+1) 18 16 3500 L-S-D 

Pgh. Brentwood 19 3 (+1) 22 20 5325 L-S-D 

Pgh. DeafBlind  16 3(-1+2) 19 17 5650 L-S-D 

Pgh. Grandview 25 4 (+1) 29 27 4550 L-S-D 

Pgh. Hilltop 23 4 (-2+3) 27 24 4050 L-S-D 

Pgh. North Side 20 3(-3+3) 23 20 4500 L-S-D 

Pgh. Oakland 13 3 (+1) 13 14  4250 L-S-D 

Pgh. Sunset Hills 12 3  15 12 5075 L-S-D 

Pleasant Hills 30 4(+1) 34 31 8205 L-S-D 

Robinson 19 3 (-2) 22 17 2000 L-S-D 

South Park 22 4 26 22 3300 L-S-D 

Sto-Ken-Rox  23 4(-3) 27 20 2000 L-S-D 

Tarentum Area 24 4 28 24 5350 L-S-D 

Upper St. Clair 35 4 39 35 2150 L-S-D 

Versailles 11 3 14 11 4300 L-S-D 

West Mifflin 61 8 (+7) 69 68 9275 L-S-D 

White Oak 31 4(-2) 35 29 6955 L-S-D 

Whitehall 32 5 37 32 4575 L-S-D 

Wilmerding 33 5 (+2) 38 35 4780 L-S-D 

 1110 170 1280 1126   

DISTRICT AT A GLANCE:  The above chart shows all the Clubs in the District and current statistics with LCI.  The last column shows if your 
dues were paid as of November 30, 2006.  All Clubs should strive to make their payments ASAP  “L”  denotes LCI dues paid,  “S”  denotes PA 
State Dues are paid, “D”  denotes District Dues are paid..  Challenge column shows in parentheses NEW Lions (+) or DROPPED LIONS (-). 

NOVEMBER 2006 
George Londino - Pittsburgh Hilltop / Sponsor, Joseph Setticase 
George McCollum - Pittsburgh Hilltop / Reinstated 
Brian Patterson - Oakmont / Sponsor, Joseph Cosnotti 
William Putman - Oakmont / Sponsor, Joseph Cosnotti  
James Robinson - Oakmont / Sponsor, John Wilson 
Sandra Taylor - Pittsburgh Hilltop / Sponsor, Joseph Setticase 

 
CLUB 

2006 
Total 

Chal-
lenge  

2007 
Total 

NOV 
‘06 

Club 
Points 

Dues  
Paid 

Bethel Park 64 8(+1) 72 65 4795 L-S-D 

BLMF/Lawrenceville 10 2(-1) 12 9 4675 L-S-D 

B/G/MV 25 4 29 25 3750 L-S 

Braddock 22 4 26 22 4210 L-S-D 

Carnegie 11 3 14 11 500  

Central Elizabeth 21 4 25 21 6225 L-S-D 

Cheswick Springdale 28 4 32 28 4000 L-S-D 

Clairton 24 4(-1) 28 23 4500 L-S-D 

Coraopolis 12 3 (-1) 15 11 4100 L-S-D 

Elfinwild 29 4 (-3+1)  33 27 3450 L-S-D 

Elizabeth 17 3 (-3+1) 20 15 3475 L-D 

Forest Hills 14 3 17 14 4740 L-S-D 

Gibsonia/Hamp/Rich. 13 3(-1) 16 12 4000 L-S-D 

Glassport 30 3 33 30 5100 L-S-D 

Gtr. Pittsburgh Airport 9 2 (+1) 11 10 4050 L-S-D 

Homestead 39 5 44 39 6505 L-S-D 

Imperial 13 3 (-1) 16 12 2000 L-S-D 

Jefferson Hills 23 4(+2) 27 25 6725 L-S-D 

Liberty Borough 9 2 11 9 650  

McKeesport 25 4 (+6)(-1) 29 30 9,680 L-S-D 

Monroeville 25 4 (+1) 29 26 5995 L-S-D 

Mount Lebanon 23 4 (+2) 27 25 4175 L-S-D 

North Boroughs 18 3 21 18 1250  

North Suburban 13 3 16 13 4500 L-S-D 

Northern Allegheny 28 4(-3) 32 25 5350 L-S-D 

GOVERNOR’S CHALLENGE  
EXTRA BONUS POINTS 
The District Governor is adding an ADDITIONAL 500 
POINTS to all Clubs that make their Challenge quota of new 
Lions in their Club before 2007.  Originally there was to be 
awarded 500 points in making your Challenge by December 
2006.  Additional 500 points will be awarded to those getting 
them now.  ACT NOW!  This is the time to get your Lions! 
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Bethel Park: 65 L ions.  November  report: 
Bloomfield-Lawrenceville: 9 L ions. November  report: 
Boston-Greenock-Mt. Vernon:  25 L ions.  November  report: 
Braddock: 22 L ions. November  report: 
Carnegie: No reports filed since June 2005! 
Central Elizabeth: 21 L ions.  November  report: 
Cheswick-Spr ingdale:  28 L ions.  November  report: 
Clair ton: 23 L ions.  November report: 2100 ticket, brooms , trash bags, eye 
care, hearing aids. 
Coraopolis: 11 L ions.  October  report: Dropped 1 Lion.  Lion John        
Petrosillo received his 20 Year Monarch Award and Chevron.  Collected 22 
pairs of eyeglasses.  10 Members of the Ohio Valley Club visited to express 
their thanks for sponsoring their Club. 
Elfinwild: 27 L ions.  November  report: 
Elizabeth: 14 L ions.  November  report: 
Forest Hills:  14 L ions.  November  report: White Cane held in October. 
Lions Eye Seal mailing to 3,500 residents in November. 
Gibsonia-Hampton-Richland: 12 L ions.  November  report: Aluminum 
Cans $30.00 Blind Prevention $100, Brooms $64.00, Bags $182.00, Enjoy 
Books $335.00 
Glasspor t: 30 L ions.  November  report: 
Gr tr . Pgh. Airpor t: 10 L ions. November  report: 
Homestead: 39 L ions.  November  report: 
Imper ial: 12 L ions.  No reports since July 2006. 
Jefferson Hills: 23 L ions. November Report: DG visit in October.  Success-
ful White Cane . 14 members attended Rigatoni Night . 5 members attended 
Fall Rally. Recycled 1,554 aluminum cans in October, yearly total  4,802.  
150,00 pull-tabs in October — yearly total  2,393,710. 
L iber ty Borough: 9 L ions.  No report since June 2006!  
McKeesport: 31 L ions.  November  report: Inducted 3 New Lions. Success-
ful Spaghetti Dinner for CSFII was held in October. Submitted  three final 
Peace Poster entries to DG. 
Monroeville:  26 L ions.  November  report: 
Mount Lebanon:  25 L ions.   November  report: 
Nor th Boroughs: 18 L ions.  November  report: Holiday Nut Sale 

REGION 1 ZONE A 
None Assigned 
Position Open 
 
REGION 1 ZONE B 
None Assigned 
Position Open 
 
REGION 2 ZONE A CHAIR 
Geoffrey Temple 
156 Dutch Lane 
Pittsburgh, PA 15236-4327 
(412) 655-3321 (R) 
TEMPLE@ATT.NET 
 
REGION 2  ZONE B CHAIR 
Mary Jane Keller (PDG Rich) 
1811 Educational Dr. 
White Oak, PA 15131 
412-672-7696 (R) 
rkeller5@comcast.net 

DECEMBER 2006 
  6 - Bethel Park 
  9  - Homestead 
12-Grandview 
14-Versailles 
17-West Mifflin 
 
JANUARY 2007 
 3   - Upper St. Clair 
 4  -  Hilltop 
 9 -   Oakland 
10 -  Cheswick-Springdale 
15  -  White Oak 
16  -  Clairton 
23 - Imperial 
24 - Monroeville 
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Club Membership & Activity reports MUST be filed monthly to LCI 
and the District.  Mail form to District Governor or you can submit 
your Club report online at the District website. 
www.lionsofalleghenycounty.org 

Planning "Walk for the Blind" in the spring! 
Nor th Suburban: 13 L ions.  November  report: Raised money through 
working the kitchen at a local bingo hall.  
Nor thern Allegheny: 25 L ions. November  report: 
Oakmont: 39 L ions.  November report: Inducted 3 new Lions and lost 3 
Lions. Successful “Hole-in-One” Contest.   Annual Fall Show was a success 
with 850 attending (230 more than last year).  ZC Pat Lorinc and DG Jim 
Hartman visited club in November. Annual Christmas Party December 2nd. 
Ohio Valley: 20 L ions.   November  report:  
Pitcairn: 19 L ions.  November  report: Successful 5K Run for Sight with 
partner Monroeville Lions Club with all profits going to SIGHTFIRST II 
and B&VRS (PVS), working on Koeze Nut Sale, Holiday Fruit Sale, Enjoy 
Book Sale. Service Projects and Community Activities...Decorating Lions' 
Park on Broadway (Rte. 130) on 11-25-06, cooking Hot Dogs at Pitcairn Old 
Fashioned Christmas celebration on 11-26-06 
Pittsburgh Host: 16 L ions.  November  report: 
Pgh. Beechview: 16 L ions  November  report: 
Pgh. Brentwood:  19 L ions. September report: no activities. 
Pgh. DeafBlind: 17 L ions.  November  report: 
Pgh. Grandview: 27 L ions.  November  report: Participated in Halloween 
parade,  Donations to Pre-school and Cub Scour Pack #305. 
Pgh. Hilltop: 21 L ions. November  report: 
Pgh. Nor thside: 20 L ions. November  report: 
Pgh. Oakland: 13 L ions.  November  report: 
Pgh. Shadyside Squir rel Hill:  13 L ions.  November  report: 
Pgh. Sunset Hills: 12 L ions.  November  report: 
Pleasant Hills: 31 L ions.  November  report: 
Robinson: 17 L ions. November  report: 
South Park: 22 L ions. No reports to District since June 2006! 
Sto-Ken-Rox: 23 L ions. No reports to LCI/District since 2/2006! 
Tarentum Area: 24 L ions.  November  report: Dr Donna Corbin & Dr. 
Amy Peterson presented a check for our Charity Fund, in the amount of 
$418.00, raised from a Steeler Basket raffle held at their two offices. 
Upper St. Clair : 35 L ions. No reports filed since July 2005! 
Versailles:  11 L ions.  November  report: 
West M ifflin: 68 L ions.  November  report:  Lions Seal mailing. 
White Oak: 29 L ions.  November  report: Successful Pancake Breakfast 
held November 19th.   Collection of medical supplies for Global Links is 
ongoing.  Club sold hot dogs at White Oak Holiday Light-Up Night.  12 
members attended Zone meeting. 
Whitehall: 32 L ions.  November  report: Lion Mary Ann Dayton from 
Brentwood spoke to us about the importance of membership growth. Oct - 
10-14-06 White Cane Day, raised $688 for Charity Fund. Selling ENJOY 
and Entertainment Books. Stuffed and sent out our Holiday Mailing-$1400 
rec'd so far. Started Holiday Nut Sales. Collected blankets for operation 
Safety Net 
Wilmerding: 35 L ions.  November  report: Successful “Night at the Races 
held in November. 

REGION 3 ZONE A CHAIR 
Barbara J. Schimmel (PDG Jack) 
530 Osceola St. 
Pittsburgh, PA 15224-0222 
(412) 683-4828 (R) 
(412) 578-5754 (B) 
BJSCHIMM@VERIZON.NET 
 
REGION 3 ZONE B CHAIR 
Patrick Lorinc (Marlene) 
500 Tenth St. 
Pitcairn, PA 15140 
(412) 373-3948 
PLORIN500@VERIZON.NET 
 
REGION 4 ZONE A 
Maryann Dayton 
3290 South Park Rd. 
Bethel Park, PA 15102-1260 
412) 833-4267 (R) 
maryanndayton@access995.com 
 
REGION 4 ZONE B 
James Engel 
3290 South Park Rd. 
Bethel Park, PA 15102-1260 
(412) 833-4267 (R) 

FEBRUARY 2007 
 6 - Ohio Valley 
 7  -  Bloomfield-Lawrenceville 
13  -  Pitcairn 
 
APRIL 2007 
18– Bethel Park Lioness 

Please notify the District Governor at 
jwhart@adelphia.net or by phone  
(412) 600-0229 ASAP if your Club cannot  
arrange that date. 
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Sale Starts Now ! 
Bethel Park Lions Club 

HOLIDAY CITRUS SALEHOLIDAY CITRUS SALEHOLIDAY CITRUS SALE 
Texas Ruby Red Grapefruit  

20#   $13.50 
Navel Oranges  20# $14.50 
Half & Half Box  20# $14.00 

Pecans—shelled halves 1# $9.50 
Contact Lion John Andrejko  

412-833-8324 

Brentwood Lions Club 

17th ANNUAL 17th ANNUAL 17th ANNUAL    
BREAKFAST BREAKFAST BREAKFAST    
WITH SANTAWITH SANTAWITH SANTA   

Saturday December 9, 2006 
Brentwood Presbyterian Church 

3725 Brownsville Rd., Pittsburgh 15227 
$4 per child includes picture with Santa 

 
CHRISTMAS CHRISTMAS CHRISTMAS    

AUCTIONAUCTIONAUCTION 
Brentwood Presbyterian Church 

3725 Brownsville Rd., Pittsburgh 15227 
Saturday, December 9, 2006 

6—9 PM  
No charge for admission! 

Full kitchen 
New Toys—Gift Ideas & more! 

Pitcairn Lions Club 

HOLIDAY CITRUS SALEHOLIDAY CITRUS SALEHOLIDAY CITRUS SALE   
Navel Oranges 

20#  $15.00  
Texas Ruby Red Grapefruit 

20 #  $14.00 
Half & Half Box 

$15.00 
Contact Lion George Myers 

412-372-4451 

KOEZE NUT SALEKOEZE NUT SALEKOEZE NUT SALE   
30 oz Decanter (Cashews) $26.00  

30 oz Decanter (Mixed)  $26.00 
20 oz Decanter (Cashews) $21.00  

20 oz Decanter (Mixed) $21.00  
16 oz Foiled Can (Cashews) $15.00 

16 oz Foiled Can (Mixed) $15.00  
Milk Chocolate Puddles $23.00 
Contact Lion Mike Castagnero 

412-372-9198  

     The Challenge for December is to increase our membership by a mini-
mum of 50 Lions. 
 
     The District Governor is feeling like SANTA and giving additional BO-
NUS POINTS to all the Clubs in the District.  Now is the time to make 

POINTS in the Governor’s Challenge Contest by getting your new Lions now.   
        All Clubs will receive the usual 50 points for a new Lion but if you have them registered dur-
ing the month of December you receive 200 additional points for each new Lion.  If you make 
your Governor’s Challenge quota you will receive 500 points plus an additional 500 points 
(That’s 1,000 points!)  What a challenge for your Club.  All must be entered on your December 
reports to get those points! 
        The New Year is approaching very fast.  Whew, just about 6 months of my term of District 
Governor has just flown by.  The first of the year will bring statements from LCI, the State and 
District   14-B membership dues.  This should be paid within a 30-day period of receiving them.  
Don’ t forget there are Challenge Points awarded when you pay them. 
        In November we were saddened to receive the resignation of our Vice District Governor 
Michele Matuch.  Pressing work with the McKeesport Hospital Foundation (of which she is the 
Executive Officer) was the main reason for her resignation.  Lion Michele felt that it would be 
unfair for her to remain in this position and not be able to Serve her fellow Lions in District 14-B 
as District Governor for the 2007-08 term.  We know that Lion Michele will still be as active as 
she always is in her home club of McKeesport and also in District affairs.  The District Cabinet 
will meet on December 7th at a special meeting to seek out a prospective candidate to fill this 
void. 
        At the end of November I will have visited some 33 clubs in the District.  I would like to 
thank all those that I have visited for the pleasant visits that I have had with them.  It is great to 
know that all the Lions in the District are working for a common goal of increasing their member-
ship along with helping their communities! 
        Speaking of Club visits . . .  .  I must really comment on the Oakmont Lions Club visit.  This 
Club should be a model for the District in their operations.  There were 22 members in attendance 
(of the 39 members) and a very enjoyable dinner was served at the Elks Club in Oakmont.  Their 
meeting is run in a very business like manner.  Each working committee is handled by one of the 
three vice presidents and a report is given by that VP and the committee as to its progress.  A 
nicely done monthly newsletter is mailed to each member monthly announcing these activities 
along with the dates of accomplishments and results.  The Club just sponsored its 52nd Annual 
Lions Show.  There were 850 people in attendance (an increase of 230 over last year).  The event 
is heavily publicized in the community.  Having this event every year lets the community know 
of their Lions Club.  Is your Club making a presence in your community? 
        At my Sunset Hills Lion Club visit they presented their new Club brochure.  This brochure is 
being used as an addition to their Lions Seals mailing.  All Clubs should and must have a Club 
brochure telling the public about their club and what they do for it.  Does your Club have a bro-
chure?  There is a easily downloadable template on the LCI website that can be used . . . Just add 
your information. 
        This issue of the CAULDRON is jam-packed with ideas on membership and retention ideas 
for your club.  Please read everything over and use it to get your club going in the new year.  
Make it your club’s New Year’s Resolution.  If you need assistance please fill free to contact any 
member of our MERLOW team for help.  They are: PDG Kenneth Lloyd 724-274-5509, PDG 
Michael Vudragovich 412-531-3512, Alice Jones 412-394-5940, Barbara Schimmel 412-683-
4828 or PDG Pauline Waide 412-681-9055.  These Lions are waiting for your call when you need 
help.  You got questions?  They have answers! 
        The Third State Council Meeting will be sponsored by District 14-E on Friday, February 2 
and Saturday, February 3, 2007 at the Sheraton Four Points Hotel on Route 30 in Greensburg.  
All Lions should take an interest in International, State and District affairs.  Plan to attend the 
Seminar on Saturday for informative Seminars that can help you as a Lion and your Club.  Let’s 
have a nice turn out of Lions from District 14-B.  More information will follow in the January 
Cauldron for Seminar times.   
        Coming up really fast is February and the 30th Annual Blind Bowlers Tournament.  District 
14-B has sponsored this well-known event ever since its inception.  Make plans to have your 
Club help out at this grand event . . .  If you have never been to one —  you should plan to be 
there.  All clubs have been mailed letters concerning the tournament.  If you have any questions, 
please contact PDG Rich Keller (Tournament Chair) 412-672-7696.   
 
Let’s continue to Build for the Future ! 
Jim Hartman, District Governor 14-B 

District Governor’s Message  
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Getting Those New L ions 
 
       Bringing additional members into your 
club is a responsibility of every member. Just 
ask!  Don’ t assume someone doesn’ t want to 
become a member.  By not asking, you are 
getting a “ NO”  answer before you even ask 
the question!  
 
Recruiting Techniques 
 
       There are many different ways to identify 
potential new members.  There are traditional 
methods, such as preparing a prospect list, and 
some innovative techniques, such as target 
marketing.  Along with more formal recruiting 
programs you may have committee members 
conduct, it is vitally important that you impart 
to every club member that they should con-
stantly be on the look out for quality new 
members.  While some members will not be 
comfortable asking others to become mem-
bers—no matter how much they believe in the 
benefits of becoming a Lion—they can still 
keep their eyes open for potential new mem-
bers. 

Prospecting Lists 
       An excellent way to stimulate ideas for 
new members is to create a prospecting list.  
Prospecting lists allow club members who 
are not comfortable asking others to become 
members to still be involved in the process.  
By using a prospecting list, all club members 
can participate in generating leads, but indi-
viduals who truly enjoy recruiting new mem-
bers can do the actual recruiting.  When you 
get a “ maybe”  or “ not now”  answer from a 
prospect, be sure to follow up with them in 
the future!  Ask those who are interested in 
possibly joining later when you should fol-
low up with them.  Invite “ maybe”  prospects 
to a club meeting, service activity or fund-
raiser so they can see your club in action!  
 
Club Social Night 
       Add a twist to your recruiting efforts by 
inviting community leaders and other pro-
spective members to a special Club Sponsor 
Night recruitment dinner.  During the event, 
introduce invitees to the outstanding services 
your club provides to the community, as well 
as highlight the benefits of club membership. 

       You will need about 3 months to prop-
erly plan this event.  Solicit your club mem-
bers’  support and ask them to provide you 
with a list of people they feel would be in-
terested in Lions club membership.  Then, 
add community leaders to the list.  (As you 
develop a list, keep in mind approximately 
50 percent of those invited will attend.)  
Send invitation letters.  Be sure to use your 
club letterhead and proofread the document 
for spelling and grammar.  List a contact 
name for the reply, as well as a deadline 
date for responding. 
       Have your members follow-up with the 
people they recommended.  Keep in mind 
that at this point, you are only trying to get 
people to attend this affair, not convince 
them to join your club. 
       Look for a site that is large enough to 
accommodate your guests and that has some 
privacy.  Decorate the tables and choose a 
menu that will be appropriate for this event.  
At each place setting have a program for the 
evening’s event, your club brochure and 
perhaps a response card.  

MAKING YOUR  MEMBERS  
— LIONS 
       There’s more to being a Lion than simply 
being inducted into a club.  That puts your 
name on the membership roster, which is an 
important first step, but that doesn’ t automati-
cally make someone a Lion.  Becoming a Lion 
involves developing a vested interest in the 
club and, in turn, feeling like an important 
part of the club. 
       Developing this vested interest in the club 
takes time and the active involvement of the 
member’s sponsor, the club leadership and the 
entire membership.  It is essentially a three-
step process of  INDUCT, ORIENT and IN-
VOLVE. 
 
INDUCT: The first step is a meaningful in-
duction ceremony.  Holding a meaningful in-
duction ceremony helps the new member feel 
that membership in the club is important and 
valued.  Induct new members promptly and be 
sure your ceremony is special. 
 
ORIENT: Next, new members need to thor-
oughly understand what it means to be a Lion.  
Brief them on the responsibilities and benefits 
of membership, club projects and goals, the 
association as a whole, etc.  Give new mem-
bers ample opportunities to ask questions and 
provide them with printed resource materials 
they can keep on hand as a reference.  (It is 
always a good idea to refer them to the Lions 
Clubs International official Website for help-
ful background information. 

 
INVOLVE:  The last step is to involve them 
in the club.  There are several ways to in-
volve your members.  Members need to be 
involved on a social level with other mem-
bers of your club.  Make sure that your cur-
rent members are friendly and welcoming to 
new members and ask that the sponsor help 
facilitate members’  entry into the club.  Iden-
tify the new members’  skills and interests 
and assign responsibilities to him/her that 
make the best use of his/her specific talents. 
 
       Effectively guiding new members 
through these steps will help make the transi-
tion from new recruit to active Lion.  How-
ever, your job doesn’ t end there.  Lions  — 
both new and longstanding  — need nurture 
and care throughout their tenure.  Keep kin-
dling their vested interest and involvement in 
your club by continually showing them that 
you care about their welfare and satisfaction 
with being a Lion.  The result?  A club filled 
with active, satisfied members dedicated to 
serving your community and interested in 
sharing their positive experience with poten-
tial new members. 

Create a “ Sell Sheet”  
 
       While a primary motivation to join a Li-
ons club is the desire to help those in need, 
membership in a Lions club offers benefits 
beyond humanitarian service, and these are 
important “selling points”  when approaching 
prospects.  Develop a “sell sheet”  for your 
club members that  lists all the reasons why a 
person would want to join your club.  Use the 
examples below and supplement them with 
your own ideas. 
Some reasons to become a Lion: 
· Share in the growth and improvement of 

his/her community. 
· Actively help those in need in his/her 

community and worldwide. 
· Be part of the world’s largest service 

club organization that has an unparalleled 
history and reputation for service. 

· Be involved in an organization that is in 
the forefront of helping the blind and 
visually impaired. 

· Impact the lives of young people in the 
community through Lions youth activi-
ties. 

· Develop leadership skills. 
· Meet peers in the community. 
· Have the opportunity to travel and meet 

Lions from all over the world during the 
annual international convention. 

· Expand personal and professional net-
work. 

· Build prestige as an active community 
volunteer. 
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Retention Tips and Techniques 
 
At their most basic level, clubs that function 
successfully  —  have appealing service and 
fundraising projects; hold interesting meet-
ings; involve all members; communicate ef-
fectively both within the club and the commu-
nity; have members that work well together 
and are a valuable part of the community.  
Efficient clubs will be able to retain their 
members far more easily than one that is un-
successful in those areas.  Shaping up reten-
tion and membership strategies may take more 
work for some clubs than for others.  But even 
if your club has some serious issues to ad-
dress, most of these can be corrected with a 
unified, honest commitment from club leaders 
and members working together.  The bottom 
line is  —  whether your club is well run and 
productive or is facing some major chal-
lenges  —  retention is something that must be 
continually addressed and not taken for 
granted.  An effective membership retention 
effort doesn’ t just happen; it has four equally 
important working parts: 
        1.  The cooperation of your club’s  
             officers and directors. 
        2.  The work of the membership and  
             retention chairpersons   
           (and committees, if applicable). 
        3.  The understanding and cooperation of  
             all cub members. 
        4.  A well-planned, efficiently executed  
            membership retention  program. 
 
In addition to the tips included in the Presi-
dent’s Retention Campaign Clinic Series,  
there are an abundance of strategies that         
you can use to combat retention challenges. 
 
New Member Strategies: 
� Hold a Round Table Discussion:  Plan a 

meeting with the sponsor, prospective 
member and a small group of club mem-

bers (including the club president, club 
secretary, one or two members of the board 
of directors and one or two additional 
members) to discuss various aspects of be-
ing a Lion.  Discussion items include what 
is expected of the prospective member, the 
cost of being a Lion, club goals, as well as 
planned events.  This round table discus-
sion should take place immediately follow-
ing the regular meeting attended by the 
prospective member.  This is an excellent 
way to ensure that the new member under-
stands exactly what to expect during his/
her membership. 

� Plan a Social Gather ing:  Have new 
members meet with the club president and 
other officers in an informal way, outside 
of the club environment, giving them a 
chance to get acquainted and ask questions 
regarding club operations. 

� Assign Greeter Duty:  Ask new Lions and 
their sponsors to stand at the entry for the 
next six weeks to greet the members.  This 
gives them an excellent opportunity to 
know club members better. 

� Build Social Bonds:  Make a very special 
effort to integrate new members into social 
aspects of the club.  Members should try to 
socialize with new Lions during and out-
side of club meetings.  In this way, mem-
bers feel a strong attachment to the group.  
Also, share  personal experiences with 
your fellow Lions: a birthday, an anniver-
sary, a son’s or daughter’s marriage should 
be known by the whole group.  Members 
should be at a fellow Lions’  side on happy 
occasions, as well as on those of sadness. 

 
Involvement Strategies 
· Involve New Members Promptly:  After 

the induction ceremony, immediately as-
sign the new members to active commit-
tees that meet their interests or give them 
tasks of their own choosing.  These should 

be tasks through which meaningful 
contributions to their club and the asso-
ciation can be made.  New members 
should be teamed with their sponsors or 
veteran members, but should not be 
overwhelmed with duties. 

· Create a Rookie Committee:  Create 
a rookie committee of all new mem-
bers.  The members of this committee 
are asked to help develop new projects 
for their group as well as participate in 
other club activities. 

· Assign Accountable Responsibilities:  
Involve all members (new and old) 
with responsible and accountable tasks.  
The three club vice-presidents should 
be constantly involved in overseeing 
committee activities to ensure adequate 
performance with necessary changes to 
accomplish their goals. 

· Increase Responsibility:  Assign sen-
ior members tasks commensurate with 
their years and capabilities.  Care 
should be exercised not to demand 
more than they can give. 

· Rotate Assignments:  If they are will-
ing, rotate committee members every 
year for different projects with specific 
job responsibilities.  This encourages 
members to become more active and to 
increase their knowledge of the club. 

· Involve Members’  Families:  This 
gives the membership an extra boost 
and encourages members to remain ac-
tive.  There should be activities for 
members and their families that are not 
club projects but a time to relax, such 
as a picnic, Christmas party, Valen-
tine’s Day dinner, etc.  Further, plan 
projects where the Lions’  family mem-
bers work side by side with the club 
members. 

Transition Lions Clubs 
        District 14-B is presently in a “ transition”  status with Lions 
Clubs International.  This means that we are below the required mini-
mum requirement of 1,250 Lions to keep our district.  Every Club in 
our district must strive to increase their membership with new Lions 
and to retain their members instead of just dropping them. 
        Our district is in transition because we also have “ transition”  
clubs.  To retain your Club Charter you should and must have a mini-
mum of 20 members.  When a charter is granted by LCI for a new 
club they must have 20 members to receive it.  Is your club below 
that magic “20”  number?  If you are, then your officers and members 
must seriously rebuild it to 20 or more Lions. 
        Presently we have 49 clubs within our District.  There are 20 
clubs below the minimum required membership of TWENTY !!! 
      The following Clubs that are in “ transition” : 
Bloomfield-Lawrenceville                 9  needs 11 
Carnegie                                           11  needs 9 

Coraopolis                                         11   needs 9 
Elizabeth                                           15   needs 5 
Forest Hills                                       14   needs 6 
Gibsonia-Hampton-Richland           12   needs 8 
Greater Pittsburgh Airport               10   needs 10 
Imperial                                             12   needs 8 
Liberty Borough                                 9    needs  11 
North Boroughs                                18   needs 2 
North Suburban                                 13   needs 7 
Pitcairn                                              19   needs 1 
Shadyside-Squirrel Hill                    13   needs 7 
Pittsburgh Host                                 16   needs 4 
Pittsburgh Beechview                      16   needs 4 
Pittsburgh DeafBlind                       17   needs 3 
Pittsburgh Oakland                          14   needs 6 
Pittsburgh Sunset Hills                    12   needs 8 
Robinson                                           17   needs 3 
Versailles                                          11   needs 9 13
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Year-Round Growth Award 
       Year-Round Growth is the primary international membership 
initiative.  It was created to replace the periodic, cyclical recruiting 
programs of the past.  Year-Round Growth emphasizes the impor-
tance of identifying and recruiting new members throughout the 
year. 
       Through the Year-Round Growth Program, club members are 
rewarded for their efforts to identify and recruit potential members 
throughout the year.  Club members earn awards based on their re-
cruiting success: for one new member, the sponsor receives a per-
sonalized letter from the International President; for three or  more 
new members, a sponsor receives the Membership Excellence Lapel 
Pin. 
       Because membership development is a team effort, clubs are 
also recognized for their achievements.  Banner patches are awarded 
to clubs based on their club sizes and the number of new members.     
· Clubs with 41 or  more members need to bring in eight or  

more members during the year.   
· Clubs with 22 to 40 members need to bring in five or  more 

members during the year.  
· Clubs with 21 or  fewer  members need to bring in three or 

more members to earn the banner patch.   
     In addition, three clubs (one from each size category) from each 
constitutional area adding the greatest number of new members dur-
ing the year will receive a colorful international flag set as a re-
minder of their impressive achievement. 
 
       The Year-Round Growth Program is administered by the district 
governor. 
       The Membership Key Program recognizes the number of new 
members recruited and sponsored by individual Lions.  This pro-
gram features 17 membership keys to acknowledge different levels 
of recruiting achievement—from two-member  Membership Key to 
the 500-Member Supreme Key.  Membership Keys are an excellent 
way to motivate members to sponsor additional members. 

PRESIDENTIAL DIAMOND CHALLENGE 
 
A special diamond pin will be awarded to Club Presidents who have 
a net membership increase for the 2006-07 fiscal year. 
 
  2 Member Net Increase  -  Single Diamond Pin 
  4 Member Net Increase  -  Two Diamond Pin 
  6 Member Net Increase  -  Three Diamond Pin 
  8 Member Net Increase  -  Four Diamond Pin 
10 Member Net Increase  - Five Diamond Pin 
 
Awards will be sent to the club  
at the end of the fiscal year. 
 
District 14-B would be really proud if every 
Club would honor their current president by 
participating in this LCI Challenge.  Let’s fig-
ure this out 49 Clubs by a minimum 2 Member Net increase per club 
would give us 98 L ions and close to 1,250 L ions.   
 
Three Clubs have already met their District Governor’s Challenge so 
far.  McKeesport (6), West Mifflin (8-close to having a 5 Diamond 
pin!), Shadyside-Squirrel Hill (3) and we have TWENTY clubs that 
can add additional Lions to acquire this prestigious pin.    
 
Let’s work to make District 14-B a 100% participating District! 

Effective Or ientation: Essential to a Healthy Club  
      New Lions have joined your club, men and women eager 
to become involved in community service and to enjoy the fel-
lowship as members of the world's largest service club organi-
zation. Their sponsors have explained the basics of the associa-
tion, the activities of the club they are joining and what their 
responsibilities will be. Still, although this information is valu-
able, these individuals still are not aware of the magnitude of 
the structure and programs of their club and the association 
and the true extent of their participation. For this reason, an 
effective orientation is necessary, provided by members totally 
familiar with the objectives and workings of their own clubs 
and of Lions Clubs International.  
    This orientation should be conducted as soon as possible af-
ter induction. It doesn't matter if this orientation is provided for 
one or more new members; the format can be structured appro-
priately. What is crucial is that every new Lion becomes to-
tally familiar with this opportunity to assume a leadership role 
in the community, and it is the responsibility of the club's lead-
ership to ensure that this orientation is factual and inspiring. 
 
Three Or ientation Formats  
     Three specific formats have been outlined for Lions clubs 
to conduct their new member orientations. These orientations 
are highly interactive and, in addition to the trainers, can in-
clude the sponsors, membership chair and other interested club 
members. One can be selected which best meets the needs of 
the club and adapted, if required, to be most effective. The es-
sential difference in these formats is the number of sessions 
and length of time devoted to each element of the subject mat-
ter.  
     Each of these orientation formats includes time for ques-
tions and answers and a short review to determine how well 
the participants have learned the material. 
     A detailed Orientation Guide is available on the LCI Web 
site or on the District Web site.  It contains a precise outline of 
the subjects covered in each session of the orientations along 
with a wealth of reference material and a workbook for the 
new member. These Orientation Guides are also included in 
each New Club Kit and Certified Guiding Lion Kit and are 
provided to district governors and council chairmen.  
     Although the outline for the orientation sessions are de-
tailed in nature, it is important for the trainers to nonetheless 
personalize the presentations as much as possible. The more 
the material is relevant to local realities, the more effective 
each of the sessions will be. 
 
Added Value 
The Orientation Refresher Series is designed to renew sea-
soned member's knowledge of your club and association. 



Three-Person Membership Committee 
 
Make a commitment to strengthening your Club’s Membership 
Growth, Extension, Retention & Leadership Activities by forming a 
Three-Person Membership Committee. 
 
        Since its inception in 1989, the Three-Person Membership Com-
mittee has helped Lions clubs worldwide strengthen their member-
ship growth, retention, extension and leadership activities by having 
a unified team oversee these critical functions.  Clubs implementing 
this dynamic structure have found that the committee’s coordinated 
efforts have resulted in a solid, more productive club. 
        The committee is composed of three elected members serving 
three-tear terms on a rotating basis.  This system allows the commit-
tee members to gain experience and provides the club with continuity 
in its crucial membership-related activities. 
        Each committee member’s performance is reviewed on an an-
nual basis by the club’s board of directors.  Renewal of the next one-
year term is based on the committee member’s accomplishment and 
positive contributions to the club’s growth and development. 
 
Three-Person Membership Committee Benefits 
¨ Creates a stronger membership committee. 
¨ Ensures proper emphasis on four important aspects of club op-

eration. 
¨ Encourages ongoing communication about membership issues 

with the club’s board of directors. 
¨ Gives continuity to the committee’s efforts. 
¨ Provides a direct link to the district and multiple district MERL 

teams. 
 
The FRESHMAN member with three years remaining is responsible 
for membership.  Responsibilities  include: 
· Establish goals and create an action plan. 
· Motivate members to set their own membership recruitment 

goals. 
· Coordinate and conduct club workshops on membership. 
· Initiate regular communication with the board of directors. 
· Involve previous club membership chairmen on the program de-

velopment 

The JUNIOR (Vice Chairman) member with two years remaining 
focuses on leadership and retention.  This member also serves as 
the vice chairman of the committee.  Responsibilities include: 
· Set leadership and retention goals and develop an action plan. 
· Organize and promote annual officer club training. 
· Work with the district leadership chairman to conduct annual 

club officer training. 
· Coordinate and conduct club workshops on leadership and reten-

tion. 
· Assist club committee chairmen in developing their own work-

shops, seminars, conferences and other meetings. 
· Prepare articles on leadership and retention for club and district 

publications. 
· Involve previous club leadership chairmen in developing leader-

ship. 
 
The SENIOR (Chairman) member with one-year left concentrates 
on extension.  This member is also the chairman of the committee 
and serves on the club’s board  of directors.  Responsibilities include: 
· Conduct research and identify areas where extension is possible. 
· Establish extension goals and create and action plan. 
· Organize and oversee a group of extension-minded Lions inter-

ested in chartering new clubs. 
· Encourage, coach and motivate Lions involved in extension ef-

forts. 
· Communicate with the board of directors regularly regarding 

extension activities. 
· Prepare articles on extension for club and district publications. 
· Attend district and multiple district extension workshops. 
 
      To ensure the success of the committee, it is vital that the elected 
members meet specific qualifications, including a comprehensive 
understanding of the association, the desire and ability to work coop-
eratively with others, and effective communication and presentation 
skills.  It is also essential that the committee members enjoy credibil-
ity with other Lions and are willing to commit to a three-year term. 
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District 14-B Pins are available.   
 
The cost is $5.00 per set (postpaid)  
 
Check payable to District 14-B Lions 
 
Mail to: 
DG Jim Hartman 
3520 Brinway Drive 
West Mifflin, PA 15122-2612 

Campaign SightFirst I I  
 
We are entering into the most crucial part of the 
SightFirst II campaign. Currently many Districts 
have committed to donating money over the next 3 
to 5 years. 14 B has committed $67,000 from all of 
our 49 clubs. International projects that our district 
should be donating about $125,080 dollars. We still 
have a long way to go to reach our International 
goal.  
 
Our Zone chairpersons will be visiting clubs help-
ing us to spread the word about SightFrist II. If you 
need a speaker or need more information concern-
ing SightFirst II please contact either PDG Dennis 
McCarthy @ 412-751-8119 or District Coordinator 
Greg Borichevsky @724-274-7426. Remember for 
every $1,000 donated a Melvin Jones Fellow can be 
designated.   



LIONS SMILE  
 
     A woman came home, screeching her car into the driveway, and ran into the 
house.  She slammed the door and shouted at the top of her lungs, “Honey, 
pack your bags. I won the lottery!”  
     The husband said, “Oh my God! What should I pack, the beach stuff or the 
mountain stuff?”  
      “Doesn’ t matter,”  she said, “Just get out.”  
 
Marriage is a relationship in which one person is always right, and the other is 
a husband. 
 
     A Polish immigrant went to the DMV to apply for a driver’s license. 
     First, of course, he had to take an eye sight test.  The optician showed him a 
card with the letters: C Z W I X N O S T A C Z.”  
     “Can you read this?”  the optician asked. 
     “Read it?”  the Polish guy replied, “ I know the guy.”  
 
    Mother Superior called all the nuns together and said to them, “ I must tell 
you all something.  We have a case of gonorrhea in the convent.”  
     “Thank God,”  said an elderly nun at the back. “ I’m so tired of chardonnay.”  
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PA Lions Beacon Lodge Camp 
 
A poem says, the Holiday Season is about “Hope Born Again.”   
When you donate to Beacon Lodge Camp, “Reborn Hope”  is 
just one of the many things you give to our special needs popu-
lation.  During this special time of the year, Beacon Lodge 
takes this opportunity to “Thank You”  for your continued sup-
port, with warmest wishes for a wonderful holiday season and 
a new year of peace and happiness. 
 
Beacon Lodge Liaison, Lion Tim Hurrell 

LIONS OF PENNSYLVANIA FOUNDATION 
 
        The Foundation is a public, non-profit, tax exempt corporation, 
as described in Section 501 (C ) (3) of the U.S. Internal Revenue 
Code of 1954.  The Foundation was incorporated as the Charitable 
arm of the Pennsylvania Lions.  The “Mission”  of the Foundation is 
to assist those afflicted with sensory impairment, particularly those 
relating to vision and hearing. 
 
        To award grants in support of meritorious projects and programs 
for the sensory impaired and to join with individual Lions Clubs in 
responding to local community, and regional needs in Pennsylvania. 
 
        The Foundation is governed by a Board of Directors comprised 
of one member from each sub District of Lions MD 14 
(Pennsylvania).  The Directors are appointed to serve a 3 year term.  
The Eye Research Foundation and Hearing Research Foundation 
each have a member appointed to the Board of Directors. 
         
        The Lions of Pennsylvania Foundation raises funds through a 
variety of activities carried out by thousands of individual members 
of Lions Clubs throughout the Commonwealth.  The Foundation is 
funded by the following programs: 
 

“ The L ions of Pennsylvania Fellows Program”  
Memorial Programs 

Club Recognition Programs 
Mint Program and Candy Day 
Grant Requests to Corporations 

 
        The Foundation seeks out and recognizes the excellent work of 
meritorious programs and organizations throughout Pennsylvania.  It 
also responds to individual needs and emergencies when such assis-
tance is consistent with its Mission.  In its good works, the Lions of 
Pennsylvania Foundation seeks the advice of an outstanding commit-
tee of practicing professionals in the areas of education, medicine, 
community support and human development.  The Foundation will 
award grants in support of meritorious projects and programs to as-
sist the sensory impaired.  In addition the Foundation may endorse 
fund raising efforts of such organizations and provide a source or 
matching grants to encourage philanthropy relating to sensory im-

paired individuals.  The Foundation may make grants to organiza-
tions in support of research that may alleviate sensory impairment.  
The Foundation will join with individual Lions Clubs in responding 
to local, community and regional needs that are appropriate to the 
missions of Lions International. 
 

The LIONS OF PENNSYLVANIA FELLOW PROGRAM 
       This is a program where a Lions Club may recognize a Lion, 
Lioness or Leo for years of Service to Lionism.  They may also rec-
ognize an individual within their community who has served the 
community well.  It is also an avenue where-by individual Lions may 
help the foundation reach their goals to help those in need. 
 
       A minimum contribution of $500.00 is required to qualify as a 
“Lion of Pennsylvania Fellow.”   The gift levels are as follows: 
 
Level 1 Gift (Initial)           $500      Lions of PA Pin & Bevel Plaque 
Level 2  (Additional)         $250      1  -  Diamond 
Level 3  (Additional)         $250      2  -  Diamond 
Level 4  (Additional)         $250      3  -  Diamond 
Level 5  (Additional)         $250      4  -  Diamond 
Level 6  (Additional)         $250      5  -  Diamond 
 
One Time gift of $1,000 after initial $500  
would receive 5 DIAMONDS 
 
       The Foundation realizes that while some can write a check for 
$500, others can not.  Therefore, a $100 down payment and the bal-
ance payable over 3 years would be acceptable.  The Foundation’s 
objective is that all who aspire to become a Lion of Pennsylvania 
Fellow, should have the opportunity to achieve this honor.  The funds 
received from the LIONS OF PENSYLVANIA FELLOWS PRO-
GRAM is held in a rust fund and the interest derived from that is 
how grants are awarded. 
 
For more information on how your Club can apply for a Fellowship 
Award please contact the District 14-B Foundation Board Member 
PDG Dennis McCarthy at 412-751-8119 or by Email at                  
dennismccarthy9@msn.com.  PDG Dennis McCarthy can also be 
arranged to speak to your Club about the Foundation. 

Lions Smile this month courtesy of Oakmont’s 
monthly newsletter, “ The Oak Lion.”  

PA COUNSELLORS AWARD 
 
Please note that your Club application must be in before the end 
of December if you wish to nominate any Lion for this award.  
See November Cauldron for the application. 
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P E N N S Y L V A N I A  L I O N S 
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Application is also available by contacting District Governor Jim Hartman by Email at hartmanjw@comcast.net  
or by phone at 412-600-0229 
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2006 – 2007 State Council  
Set of Pins (19) 

This year the kites represent Chicago, (the windy city). Each kite is different and unique. You may order as many sets as 
you want. The cost per set of nineteen is $45.00. The pins can be picked up at the February State Council meeting or at the 
PTCP pin swap held in March. You can add $4.00 postage if you want them mailed to you. 
This is a pre-order; no extra sets will be available.  

Name ________________________ 
 
Address ______________________ 
 
City ______________________ State ___ Zip __________ 
 
Phone ______ _______ ________ 
 
______ Set of (19) pins @ $45.00 $______.____ 
 
______ Postage if needed @ $4.00 $______.____ 
 
Total $______.____ 

Deadline for  order ing is December  15th 2006 
Make checks payable to P.T.C.P. and mail to; 

Larry L. Shaull PDG 
543 Buckthorn Drive 

York, PA. 17406 
Payment in full must be included with each order 



Lions Club of Allegheny County 
c/o DG James Hartman 
3520 Brinway Dr. 
West Mifflin, PA 15122 


