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The Members’ Pathway - Who Dares Thrives! 

 

One of the most important programmes to enhance our own masonic journey and that of our 
Brothers is the Members’ Pathway. 

In Freemasonry we have studied the best way to ensure a happy, fulfilled and engaged 
membership which leads to the growth and success of your Lodge. The result is a fantastic 
toolkit called “The Members’ Pathway”. 

This guide is designed to help Lodges flourish and thrive. It provides a structured approach 
that every Lodge can follow, whatever the situation, to create enjoyment and added value for 
Members, whilst attracting and encouraging new candidates to join Freemasonry. 

The Members’ Pathway will allow members to get the best from their masonry following the 
masonic journey of self-development and learning from first interest through to Royal Arch 
and beyond. 

The Pathway, together with Mentoring and Learning & Development are the three clear 
golden threads which should run through every Lodge, so Members can be supported on 
every step of their Masonic journey. 

The Members’ Pathway is for every member in every Lodge. 

By engaging with and using the Members’ Pathway: 

 You will get more enjoyment, fun and greater satisfaction from your membership of 
Freemasonry 

 You will be part of a team, creating and nurturing a thriving, successful Lodge 
 You will have more opportunities to take on and succeed at new challenges on your 

life long masonic journey 
 You can help to shape the future of your Lodge and the Province 
 You will gain a greater and deeper understanding of Freemasonry in all its aspects to 

enhance your enjoyment 

 

STEP ONE - Lodge identity/Planning  

This step is intended to identify how a Lodge can consider and plan its future. It is 
recommended that every Lodge should assess themselves periodically, whether it is a 
successful Lodge, is just muddling along.  Failure to do so could place the Lodge in a difficult 
and potentially unattainable position. 

This means; who are you? What is your identity and what do you have to offer? For the 
Specialist Lodges this is easy. A lodge is the sum of its members. Each Lodge has a character, 



a personality; what is it? This is the starting point and when this is identified you have the 
‘sell’. 

Now that you know what you are then you need to decide where you are going. Lodges who 
have formulated a plan, and implement it, have been proven to be successful.  A plan gives 
direction and something to aim for.  All of the Lodge members need to commit to the plan 
and support each other with its implementation. A lodge plan is not a short-term objective, it 
will take time to bear fruit.  Where will the lodge be in 5 years? Without a plan a lodge will be 
traveling in circles, this will very quickly turn into a downward spiral. 

STEP TWO - Identifying prospective candidates 

(For a man known to existing members) 

We cannot disregard the contribution which could be made by younger members. The older 
generation have mostly introduced the people they know and the younger Light Blues are not 
sure of what they can say to potential members. New, young masons are important but we 
must also be mindful of older potential candidates.  

This is the 21st Century, we are not a secret society.  Often, if you don’t ask the question you 
won’t ever know the answer. Try not to be prescriptive with your outlook, consider and 
explore all options. 

It is hugely important that we match like for like whilst making approaches to ease subsequent 
conversations. Speak in a language the potential candidate understands. 

STEP THREE - Approaching prospective candidates  

(For a man not known by existing members) 

‘Cold’ approaching has some resistance from senior members, and rightly so. This view is 
recognised and respected. Social media and advertising create the opportunity for ‘new 
blood’. If a request is made to us then this does not mean the individual will make a good 
Freemason. Get to know them, build a relationship, potentially they may make a valuable 
member of your lodge.  Expect not to be successful with every approach and don’t be afraid 
to identify that the potential candidate will not be suitable for your lodge, they may be more 
suitable for another lodge.  Potentially they might be suited to masonry, be honest with the 
potential candidate, politely. 

STEP FOUR - Responding to enquiries from potential candidates  

(For all prospective and potential candidates) 

Match like for like and engage with potential members at a level they understand. Everyone 
has a part to play in this. Be mindful of the language you use. If we continue to use the current 
language, we will not attract the younger members. The emphasis is on enjoyment, charity 



and self-personal development. This means 80% listening firstly to identify what the potential 
candidate is seeking. An immediate interjection will lose 90% of the potential information. 
We are often guilty (mostly because we are proud to be masons) of telling individuals what 
we think they want to know as opposed to identifying what they really want to know. When 
we identify what the individual needs then we can tailor our answer to meet his expectations. 
This is all about building a relationship. First impressions are important, this works both ways. 

STEP FIVE - Preparing the prospective candidate for interview 

Be open, honest and clear about the commitment involved. Make him aware of the cost and 
time commitment required. There should be no surprises. The answers to any interview 
questions are of course entirely the responsibility of the potential candidate. Everyone joins 
for their own reasons. Don’t compare your standards to theirs. 

STEP SIX - Interviewing the applicant 

Do we really put a potential candidate in front of a panel? Get to know the individual in an 
informal environment and prepare them for the interview. Pick the correct members from 
your lodge and location that suits everyone.  If you have got to know the candidate during the 
formative steps, you should already know the answers they will give. 

STEP SEVEN - Preparing the candidate for initiation 

If an individual wants to know what we do then they only need to look it up on the web. Why 
are we pretending? We should be as truthful as we can without spoiling it for the individual. 
Warn him of the collection in Lodge, ensure that they know about their reply at dinner and 
write it out for them (I’m fairly sure we do this anyway). Let’s concentrate on making it a 
pleasant experience and not secret mumbo jumbo. 

STEP EIGHT - Supporting the new Freemason 

Statistics show that this area is where we are vulnerable, we lose too many members in the 
first five years. What are you doing about it? The support starts from the second you meet 
the individual. After initiation, and within a very short time period, invite the candidate to 
observe another initiation at another lodge. You have then introduced visiting, education and 
enjoyment; the process has begun. 

Often lodges push members through an Office to fill their vacancies, in some circumstances 
the individual may not want to progress as quickly.  Learning our ceremonies is a fundamental 
element of our proceedings, sometimes the pressures upon young men make this difficult.  
Consider if you have three new members to split some of the ritual, for example the long 
version of the second degree tools.  They learn together and deliver together.  Similarly, for 
more experienced masons, why not split up the second degree tracing board? 



A good suggestion (identified by Bracknell Lodge) is to have a newer member read a short 
explanation from Solomon; a daily advance in masonic learning. 

Engagement with all members at all times will always be rewarding but don’t over stretch the 
individual. 

Personal Mentors and Lodge Mentors need to be alive to the dynamics and situations 
developing within the Lodge, their role is critical. 

STEP NINE - Introducing the Royal Arch 

Clearly the candidate needs to be aware that the Royal Arch is a natural step in his masonic 
journey.  The needs of the individual will be different for every new mason, the skill is to 
measure these needs and introduce them to the Royal Arch at the correct time for them.  This 
will vary dependent on the individual.  To rush a new member into the Royal Arch could be 
counterproductive which will undoubtably result in a decrease in enjoyment and possibly a 
resignation.  Timing is critical. 

STEP TEN - Retaining our members 

A major cause of dissatisfaction and resignations arises from people issues such as personality 
clashes, decisions or the way they are made, being overlooked or not being treated as one 
feels one ought. Understanding and looking after the interests of each member as an 
individual, with his own needs and characteristics, balanced against the needs of all the 
members and the Lodge itself, can often avoid dissatisfaction and minimise resignations. By 
their conduct the senior members set the tone of the Lodge. Other members follow their 
example. Seniority brings responsibility.  

In the unfortunate event of a member resigning, the damage has already been done and the 
chances of recovering the member is slim. Ideally the dissatisfaction should be identified and 
dealt with appropriately at the earliest opportunity, this may result in some uncomfortable 
discussions in the early stages but is more likely to end in a satisfactory conclusion.  

Neutral, impartial advice will be available from your Visiting Lodge Officer. 

This step is a natural progression from step eight, when our members are engaged and 
enjoying their masonry then their retention is guaranteed. A rehearsal is a ‘dry run’ for a 
ceremony.  A class of instruction should be educational and enjoyable, senior members 
should take time to educate and support. Often social events will be extremely beneficial. 

STEP ELEVEN - Retrieving members 

The term ‘closing the stable door after the horse has bolted’ springs to mind.  The obvious 
option is compliance with step 10; however, this may not be achievable in some 
circumstances.  More often than not the root cause of the situation may be really insignificant 
on the face of things, probably unintended Consequently it has spiralled out of control; an 



adult conversation and an apology may suffice to resolve the predicament.  The member may 
also be slightly embarrassed with a change of circumstances so tact and diplomacy will be 
required. 

Regardless, unless the situation is blatantly obvious and non-recoverable then every step 
should be taken to resolve any situation.  However, there is a ‘line in the sand’ and any 
attempt at arbitration should be measured and not intrusive.  

The Provincial Membership Team 

For some years now this team has been tirelessly working to assist the Lodges.  They will work 
with you but they won’t do it for you. 

Iain Marnock Provincial Membership Officer PMO@berkspgl.org.uk   
Steve Croston Deputy Provincial Membership Officer Recruitment@berkspgl.org.uk  
Paul Youngman Secretariat  
Bill Rymes Transition  
Steve Ricks Development PRO@berkspgl.org.uk   
Fred Clark Outdoor events  
Bob Spooner Outdoor events  
Colin Payne Outdoor events  
Steve Graesser Transition  
Dave Whyatt Social Media  

 

The Province has invested in some quality equipment for outdoor events.  The Gazebos’ and 
ancillary equipment are ‘high profile’ and professional looking.  THIS IS YOUR EQUIPMENT, 
BAUGHT FOR YOU. If you wish to use this equipment the contact Steve Croston.  

In conclusion 

The Members’ Pathway has been designed for the ground up. It has been built by masons and 
is intended to be used by masons.  Collectively, there are decades of experience involved in 
this programme. 

It works, try it! 

 

 


