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Overview

Tír Chonaill is a small, rural rugby club based in 

Carrickfinn Community Sports Field beside Donegal 
International Airport.

Their aim is to promote rugby in their area and offer 
rugby activities for children aged 6-16 years.

The club wanted to look at ways to overcome the 
challenges of being a small rural club with no 

clubhouse/noticeboard and patchy internet connectivity 
while ensuring members feel connected to the club 

and are kept up to date with important information.
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What was delivered?

• The development of an internal communications strategy to define how information is disseminated throughout the club in 
a targeted way to engage key audiences and keep people informed.

• The club put structures in place including 1 central administrator/moderator/key player who sends out the messages. 
While it does create work for this individual it ensures clarity and consistency.

• Club meets legislative/good practice requirements by having a way to share documents such as their Child Safeguarding 
Statement

Why was it successful?

The club identified how their members engage with technology/various social media platforms and decided how best to share 

different types of information. They feel that this puts members in control of what they want to see and how they want to 
engage while making it as straightforward for the club volunteers to administer as possible.
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Steps to success

The club put structures in place including 1 central administrator/moderator/key player who sends out the messages. While it does create work for this individual 

it ensures clarity and consistency.

Private Facebook Group – this is used like a noticeboard with relevant information shared from the club/IRFU/Ulster Rugby. The files can be uploaded and 

updated but they are always there for members to refer to. This is also used to share photos from training sessions which is appreciated by members who can’t 

always stay for training.

WhatsApp Groups – these are broken up into age groups and coaches. Membership of each group is refreshed at the start of each season as part of the 

registration process where permission to communicate in this manner is sought. This helps to ensure fair and relevant communication to everyone. The 
administrator aims to keep each message clear and concise, trying not to bombard people with too much information.

As this is broken down into age-groups parents get to know each other and there can be a little bit of chat and banter which is a great way to feel connected. 

The only downside is that because everyone is allowed to post in the group, the key message can sometimes get lost but the administrator keeps an eye on 
that. 

When an important document is added to the Private Facebook Group this is communicated through the WhatsApp Groups as not everyone is on Facebook or 
checks it regularly.

Emails – primarily sent to coaches with ‘just the right amount of information’. The administrator sees the value in sending people what they need to know to 

carry out their role rather than sending ‘an onslaught of information that is too difficult to wade through’.

Face-to-Face Meetings – when it comes to committee meetings and getting things done the club have realised that there is nothing like face-to-face contact to 

help people feel connected to the club. This is especially relevant when recruiting people to roles within the club – it’s much easier to ignore a WhatsApp 
message!

Unreliable internet accessibility and the varying levels of technical skills amongst club members make holding meetings via Skype/Zoom etc ineffective for the 

club. They feel that a start of season meeting with all the club members helps to get the ball rolling and then the WhatsApp communication takes over and 
works really well.
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Steps to success contd.

Prior to Covid-19 the club had started putting seats out to encourage parents to stay and this proved to be a good way to get 

more parents involved – ‘physically drawing them to the game led to physically drawing them into the club’.

Trickle-down Approach– when rolling out new systems the club tend to start with the coaching group, asking them to 
feedback on how the system feels, how it works and any issues so that they can work out how best to roll it out to other club

members and what kind of support might be required.

What has been the impact?

• Club members feel connected and included in decision making

• Coaching sessions are more organised as they can plan in advance for attendance of coaches and players

• The various methods of engagement serve specific purposes and people know they are going to receive information that 

is relevant to them

• Members are in control of what they want to see and how they want to engage while making it as straightforward for the 

club volunteers to administer as possible
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What are the key learnings?

• It’s important to understand your membership & what method of communication works best, it isn’t a ‘one size fits all’ 

approach.

• People tend to read the information they are sent because they know it is relevant to them. 

• More people feel engaged and support the club.

• The coaching sessions are more organised as they don’t have to wait until Saturday morning and see who turns up, thus 
leading to increased player retention.

• The club have discussed having a website but realise the work involved in keeping this up to date and relevant. Given the 
challenges around access to reliable internet they feel that this would not be the most effective way to communicate to 
their members.
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