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viewpoint

The Value

of Vision

Toastmasters Interna
tional is devoted to

making effective communi

cation a worldwide reality.

This vision provides the
direction or focal point for

our strategic plan, as well as

a touchstone against which

we examine our major deci

sions. At every board meet

ing, we ask ourselves: Will

this decision, this action,

this new program contrib

ute to our vision of making

effective communication a

worldwide reality - or not?

Our vision is based on a

solid foundation: the phi
losophy of our founder. Dr.

Ralph Smedley.

Dr. Smedley provided

the most comprehensive

description of his philoso

phy in February 1957, on

the occasion of his 80th

birthday. He said, in part:

"1 believe that the ability

to communicate is a God-

given talent, which ought to

be used by all for the good

of all. It is our privilege to

help bring this talent into

greater usefulness, so that it

may be applied to the build
ing of a better world,
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through the building of a better society made

up of individuals who must act in groups."
So, in following with Dr. Smedley's re

markable vision, it is evident that Toastmas

ters International has had - and continues

to have - a clear sense of where it is headed

as an organization.

Whether you call it a "vision," or are

more comfortable with the term "mission"

or perhaps "long-term goal" doesn't really
matter - just as long as you have one. It

establishes the direction you want to go.

You'll notice I've said "...the direction

you want to go." The value of having a clearly
articulated vision isn't limited to large cor

porations and associations - it's every bit as

essential for individuals to have their own

personal vision.
There's a lot of truth in the old saying, "If

you don't know your destination, any road
will get you there." For a compelling per

sonal vision of where you want to be in five

or 10 years - one that represents a real stretch

- can be your personal road map to success.

Without such a vision there's a tendency

to drift along, whether it be in your career,
your personal life or your involvement as a

Toastmaster. And drifting means wasting

time - a truly nonrenewable resource.

Why not make your time more productive?

Let your personal vision serve as a guide while

moving along your personal road to success.
Challenge yourself, then follow through.

Perhaps you have just three or four speeches

to give before achieving your CTM. Create a

vision of yourself proudly wearing your

CTM pin by June 1. But regardless of whether
you're working on a CTM, ATM or some other

Toastmasters goal, you will achieve it if you

establish a clear vision, set your mind to it and

avoid drifting.

By holding to its own unique vision,

Toastmasters International comes closer to

realizing its dream of making effective com

munication a worldwide reality.

Neil Wilkinson, DTM
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WHY PAVAROni SPEAKS SOTTO VOCE

Whether you verbalize or vocalize,

exercise is the opera-tive word.
By Patrick Mott
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letters

PODIUM VS. LECTERN

As I read the article, "The

Agents of Imagery" (March),
I thought with amazement
that someone from my club
must have written it.

Our club had just gone
through the same type of dis
cussion about the meaning

of the words "podium" and
"lectern." Like Mr. Kessinger,
we found the same four defi

nitions for the word "po
dium," but in our Webster's

New World Dictionary, (pub
lished in 1988), we also

found a fifth definition: "lec

tern" (sense 2 - a stand for
holding the notes, written
speech, etc.).

For people who wish to
maintain a distinction be

tween these two words, the

answer is in the dictionary,
depending on which one
you use.

P.S. This was my first is
sue of The Toastmaster and 1

found it excellent.

JONATHAN FOX

RENAISSANCE SPEAKERS CLUB 2374-1

HOLLYWOOD, CALIFORNIA

MEMBERSHIP PAYS OFF

1 recently gave my first brief
ing to our company presi
dent and his staff. A few days
later, the group vice presi
dent told me, "Good job,
Paul. Your presentation was
easy to follow and under
stand." As 1 started to tell

him why 1 was able to do it,
he looked at me and said,

"Toastmasters!"

It felt good to see the train
ing 1 received at Toastmasters
was favorably recognized.
PAUL A. BACKLAS, ATM
JACKSON CLUB 807-62

JACKSON, MISSISSIPPI

COMPETITION PROMOTES

EXCELLENCE

Lauren Bradway's letter on
"Competition vs Cooperative
Learning" (March) caused me
more than a little concern.

This was mainly because
1 already think Toastmasters
International is at the fore

front of "cooperative learn
ing." A Toastmasters club is
the only place 1 know of
where one can practice the
skills of speechmaking,
evaluation and leadership in
a peer group whose only in
terest is to see you grow in

confidence and ability.
Ms. Bradway mentioned

"learning to take risks" as part
of the reason for joining a
club, and that seems an ideal

description of the Best Speaker
Award at each meeting. At my
clubs, this is conducted in a

very friendly manner. The
winner feels suitably pleased
with the recognition and all
speakers are encouraged and
supported by their evaluators
and fellow members.

Looking back to my first
years in Toastmasters, 1 re
member feeling a little put
out when my efforts fell short
of the coveted trophy. But
this was always short lived
because of the support of my
personal evaluator who said,
"That was a great speech.
Sorry you didn't win, but bet
ter luck next time." Not

much, but enough to moti
vate me to work on my next
assignment with enthusiasm
and confidence.

Don't be afraid to keep
the element of risk and com

petition in our clubs, because
it's that element that helps

us recognize the level of ex
cellence we all strive for.

MERYLL COE, DTM
ADVANCED SPEAKERS CLUB 91 53-71

OXFORD, ENGLAND

LET'S KEEP AN OPEN

POCKET POLICY

In response to the letter con
cerning burying back-pocket
speeches Qune), 1 say hog-
wash! 1 have heard some won

derful speeches that were so-
called "back pocket," many
times better organized, pre
sented and more suitable to

the manual assignment than
prepared speeches.

Let us instead bury the
thought that we must fit into
a rigid mold, and remember
that we are here to help one
another improve. If this in
cludes an occasional impro
vised speech, so be it!
TOM lAGANA, ATM-S
PLAZA TOASTMASTERS CLUB 8461 -18

WILMINGTON, DELAWARE

HELPFUL PR ISSUE

1  just finished reading my
second issue of The Toast-

master from cover to cover.

The July issue on public
relations really impressed
me! You provided page after
page of great ideas and prac
tical advice without becom

ing redundant. And somehow
you found a way to dress up
every article with different
and attractive illustrations

(about the same subject!). 1
will save this issue and refer

to it again and again.
This issue was incredibly

timely for me, because PR
and publicity are very im
portant to my fledgling en
trepreneurial efforts. Every
article about gaining public

ity for Toastmasters gave me
ideas about promoting my
own business efforts. 1 have

a much better idea of how

to prepare and use press re
leases, among other things.

Thanks to the inspiration
1 found in The Toastmaster, 1

now am all fired up about
how, as the newly elected
club newsletter editor, 1 can

help our Vice President of
Public Relations to bring in
new members.

LIZ MILLER

SAND AND SEA SPEAKERS CLUB 5983-1

SANTA MONICA, CALIFORNIA

ENDLESS OPPORTUNITIES

FOR PR

1 would like to compliment
Joe E. Holmes for getting

more than 50 Toastmasters-

related articles published dur
ing his term as Public Rela
tions Officer. It's great to see
officers and members fulfill

their duties to the best of

their ability. However, there
are countless ways to get pub
licity for Toastmasters.

It has been my experi
ence as District 12 Public

Relations Officer that our

press releases have not been
ignored; they have been
printed many times a week
to draw new members. We

have had dozens of press re
leases, articles and photos
published, as well as used a

variety of other creative ways
to gain publicity.

1 recommend that if each

club "brainstorms" about

where to aim their publicity,
they will find that the ideas
and opportunities are endless.
KAY PRESTO, ATM
ONTARIO-UPLAND CLUB 1 506-1 2

ONTARIO, CALIFORNIA

i
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THERE IS SUCH A THING

AS A PEREECT SPEECH -

AND IT LEAVES THE

AUDIENCE COLD.

they can change and grow as tall and reach

as far as they want."

This is not to say that we as speakers
should settle for giving anything less than
our very best when we are on stage. It's
when our perfectionism gets in the way of
communicating who we really are that we

are doing our audiences a disservice. When

Let Your Wrinkles Show
by Allen Klein

m I ONCE HEARD A SPEAKER

advise other speakers not

to sit down after dressing
for the platform in order to

avoid "crotch wrinkles."

I know the speaker meant

wrinkled clothing but the

comment also made me

think of intemal wrinkles. It

concerned me because I be

lieve that when we give
"wrinkle-free" presentations
we are showing only part of
ourselves to our audiences.

At one meeting, for ex

ample, I had the chance to

hear one of this country's
most renowned speakers.

He was warmly welcomed and gave a perfect

performance. Perhaps, too perfect, in fact.
Each move across the stage was timed to end
at a precise place. Every gesture was coordi

nated to emphasize a perfectly chosen word.
Each inflection seemed to be timed to a

millisecond.

The sum total of this wrinkle-free presen
tation left me cold. The following morning,
however, was different. I got to hear the

same speaker in an informal Sunday wor
ship service. His words were not rehearsed

and his gestures were not as polished as in
the previous day's program. This was, after
all, not his usual speech but rather an im

promptu sharing of his life's struggle. He let
his wrinkles show - his speech was not per
fect but it touched the audience.

Another first-class speaker once told me
she wanted her every word and syllable to

be exactly the same in each speech she gave.
While 1 admire that kind of pursuit of per
fection, I've long ago realized that that's not

the kind of speaker I want to be. 1 want to

have a conversation with my audience. I
want them to see some of my "wrinkles"
and imperfections so that they might iden
tify with their own.

Revealing less than perfect aspects of

ourselves makes our audiences aware, as

speaker Terry Paulson points out, "that we
are all in this human condition together."
Mort Utley, another popuiar presenter, says
he shares his mistakes and failures with

audiences "so that they will relate with me
and feel that 1 am like they are and that

perfection leads to wrinkle-free, carbon copy
presentations we become nothing more than
talking mannequins.

I once wimessed a highly sought after speaker
give his presentation for the very first time. He

did not have a particularly memorable opening
or closing. He frequently read from note cards.

He held up illustrations far too small for most

of us in the audience to see. Several times he

turned his back on the audience to get some
thing from a table behind him.

And you know what? In spite of all the

imperfections, he was dynamic. He was so

passionate about his topic that both he and

the audience were in tears.

Nobody cared about the note reading. No

body cared about the hard-to-see visuals. He

spoke from his heart to our hearts. He did all

the things Toastmasters have been told never
to do. And he received one of the longest

standing ovations 1 have ever heard.

The following year, I heard this speaker
give the same speech again. This time, how

ever, he had polished the material. He used

slides, film clips and original music. The

notes were gone, the fumbling was gone,

the glitches were gone - and sadly, so was

much of his passion.

In our effort to be the best we can be, we

try to iron out all our wrinkles. Sometimes,

however, I think we look best when we let

some of them show. Q

Allen Klein is a professional speaker living in
San Francisco. His most recent book is The

Healing Power of Humor.
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■ LUCIANO PAVAROTTI IS AN AWFUL

public speaker.

None of the bravura that can tear the

doors off concert halls is present when he

holds a press conference. If you didn't know

the man dealt in high C's for a living, you'd

think he was nursing a cold.

What he's doing, however, is saving his

voice for the next concert - giving the pipes a
rest. If he didn't have to baby his voice, you
could take away the microphones and hold
the press conference in Yankee Stadium.

So, how does he do it? The same way you

get to Carnegie Hall: with lots of practice.

Why Pavarotti
Speaks

Whether You

Verbalize Or

Vocalize -

Exercise Is The

Opera-tive Word

by Patrick Matt

Can you, as a speaker, do it, too? Yes, by
employing some of the same mental and

physical techniques and exercises that sing
ers routinely use to achieve greater beauty,
projection and clarity in their performances.

Janet Smith, a voice instructor at

Chapman University in Orange, California,
and a performing contralto much in demand

throughout Southern California, has helped
many singers and actors succeed through

vocal teaching. Singing and speaking, she
said, are the closest of cousins, and the same

techniques that enable a singer to perform a
beautifully focused aria can help a speaker
to project to the back of a large room with

minimum vocal strain. The key lies in some

thing we do involuntarily.

"As far as speaking goes, the most impor

tant thing, bar none, is breathing and un

derstanding the physiological mechanism -

how it works, how it happens," said Smith.

There is something of a paradox to proper
breathing. To learn it, you have to think
about it and practice it. To eventually do it
properly, however, it's necessary to do it

fciii

without thought or apparent effort. Basic to
this understanding is knowledge of the dia
phragm - a big muscle, attached to the ribs,

that regulates breathing.
When one breathes from the diaphragm,

the muscle actually drops about three inches
from its normally relaxed "up" position, the
entire muscular mechanism expands as the
lungs inflate. This doesn't mean a great vis
ible expansion of the chest. A proper dia
phragmatic breath will first cause the abdo

men to push out.

"It's a kind of up-and-under thing," said
Smith, "like feeding something up the
middle of an umbrella. You're trying to keep
that umbrella open as long as possible."

The proper singer's breath is a threefold

process. First, a diaphragmatic breath ex

pands the lower abdominal muscles and the

diaphragm; second, the muscles around the

rib cage expand; and third, a kind of extra
inflation Smith calls a "backpack" further
extends the diaphragm in the area of the

small of the back.

The trick is to learn to perform all three
stages of the breath simultaneously.

Here's an exercise that can help: Take a

full singer's breath over four counts, then

expel it slowly and consistently, making a
steady hissing sound. Time how many sec
onds you can keep the hissing constant with

out straining. Next, take the breath to a

count of three and repeat the process, then
to a count of two and finally to a count of
one. A first-timer likely will be able to hiss

no longer than 18 to 20 seconds.

6  THE TOASTMASTER/DECEMBER 1993



"You learn to relax, to open those
muscles," Smith said. "In a sense, you create
a vacuum so the air has no choice but to

flow in. There should never be a sense of

sucking in air. You're merely creating a space
for the air to flow freely. A lot of people
never think about that. It takes practice."

But the practice eventually pays off. As a
student singer in college. Smith struggled
with breathing techniques until one day,
while lying on a couch watching television,
she noticed her natural breathing. It was her
stomach, not her chest, that was rising and
falling naturally.

"1 had changed my breathing," she said,
"and I didn't even know it."

Once you've learned to breathe correctly.
Smith warns, don't sabotage it by trying for an
unnaturally dramatic sound. Speak in an arti

ficially low voice for a moment. What you're
hearing is false projection and what you're
feeling are the vocal muscles depressing the
larynx. Don't do it. It defeats good breathing
and tends to make you hoarse quickly.

The answer: modulate the voice up, only
slightly. How? Imagine you're about to an
swer a question affirmatively, but instead of

"yes," you brightly say, "mm hmm." How

that little affirmation comes out. Smith said,

likely determines the pitch at which you
should be speaking.

We've now covered two of the three main

elements of proper singing/speaking: breath
ing and pitch, which largely determine power

and clarity. Now for the third element, which
has much to do with beauty of sound: vowel

production.

Smith said vowels are the only letters of
the alphabet that can be voiced, that is,

elongated into tones. They also determine
the regional accents or other vocal peculiari
ties that get in the way of good vocal pro
duction. Making them clear and beautiful

requires a bit of imagination.

Take the exercise of "lining up" vowels.
Say "A-E-l-O-U." Do the letters sound even,

consistent? Or is one conspicuously skewed?
Think of Eliza Doolittle, in My Fair Lady,
saying her vowels after Henry Higgins has
just pronounced them properly for her. She
blurts out, "eye-ay-oi-ow-yew" in a thick
Cockney accent.

"Generally," Smith said, "people have

one or two vowels that are consistently out

of line with one another. Learn to line them

up so they all match and you can have a

much more pleasant voice. Your speech be

comes even."

But that speech also should be resonant.

"We have four sets of sinuses and one of

their purposes is resonance," Smith said. And

singing is a very good way for speakers to

practice...because you get a real sense of the
roundness of sound."

Produce good, round vowels and you can

actually feel your sinuses vibrate. However,

when a vowel sound becomes too resonant

or buzzy, it sounds whiny. Singers refer to

this as "singing too far forward" or "singing
too much in the nose." Smith recommends

that all sound should feel "as though it goes

out of the top of your skull."

What happens when you want to stop all

this resonance temporarily in order to form

words? This is where consonants - and the use

of your mouth and tongue - come in to play.

To refine your pronunciation of conso

nants, know that the lips, teeth and tongue

are their primary articulators, and we are

often lazy in using them. For example, try
attaching a consonant - let's say the letter K

- to a vowel and repeating it rapidly:
KAKAKAKAKAKAKAKAKAKA. If you falter,

you're not unusual.

Exercises can help. Try touching the tongue

specifically to different parts of the mouth

and lips, slowly at first and then faster. And

keep pronouncing consonant-vowel combi

nations as fast as you can manage.

Smith even suggests watching Sesame

Street. This children's program regularly em

ploys a teaching device she recommends for

singers and speakers:

Take a word and divide it into all of its

sounds, one sound per letter. Pronounce each

letter individually. In this way, the word

"public" has six distinct sounds.

Once you get good at it, you might want

to try tougher words. Pavarotti, for instance.
You might even be able to pronounce it

better than Luciano himself! O

Patrick Matt is a freelance writer and a regular
contributor to the Los Angeles Times.

^^Singing is a very

good way for

speakers to practice,

because you get a

real sense of the

roundness of sound/'
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K was a routine morning jog in Williamsburg, Virginia
f mJ for then Governor Bill Clinton during his campaign

for President. He moved through the inevitable swarm

of people, shaking hands and flashing his confident smile.
But something was missing. Not usually a man of few

words, this time Clinton used body language instead of his
raspy voice to communicate with the public.

With the second presidential debate fast ap
proaching, the Arkansas governor was well aware
that he needed to preserve his vocal cords for

another televised battle with President Bush. So

although Clinton didn't avoid questions posed

by the people in Williamsburg, he did find a way
to respond to them inaudibly. For example, he
gave a "thumbs up" when asked how his running
mate. Senator A1 Gore, had done in the vice-presi

dential debate. And simply pointing to his throat

saved him from responding to an awkward question
about the debate performance of Ross Perot's running

mate. Vice Admiral James Stockdale.

The Arkansas governor's strategy worked well dur
ing that informal jogging encounter. But later, when

the debate mediator asked for a

two-minute response to Presi

dent Bush's foreign policy

strategies, it was obvious that
.^Clinton wouldn't be able to
rely on a simple shake of the
ead or a "thumbs down" signal.

The voice complications Clinton

kperienced on his campaign trail were
monitored by several doctors and a com

munications director. Yet, if Clinton had

een running for office 20 years ago, he might
have received adequate treatment. Fortu-

for the soon-to-be president, physicians now

place more emphasis on care and treatment of the
human voice, causing a new and much needed medical

subspecialty to emerge.

THE VOICE FOUNDATION

The physician who treated Clinton during the presidential
campaign. Dr. Wilbur James Gould, established The Voice
Foundation in 1972, which united speech pathologists,
singing and acting teachers, performers, laryngologists and
voice scientists in researching the voice and how it func
tions, paving the way for new technology and more sophis
ticated care.

HOW THE VOICE OPERATES

The voice is produced through three actions: inhalation
(bringing air into the lungs), exhalation (releasing air from
the lungs) and phonation (producing a sound). The air
brought in during inhalation passes through the top part of
an air tube, called the larynx or voice box. It then moves on
to the trachea, the lower part of the air tube, and finally

Of

nately

fills the lungs. During exhalation, the air is under pressure
as it travels through the trachea, larynx and the mouth or

nose. This pressure causes the vocal folds, or vocal cords, in
the larynx to vibrate. (The term cord is misleading because
the organs are pieces of horizontal flat skin located inside
the air tube.) When the vocal folds come together, air
pressure in the lungs forces the folds to open. The air
rushes over the folds and vocal sounds are produced.

When you use your voice under normal conditions, the
vocal folds gently come together. Problems start when
there is too much or too little tension in the muscles used

during breathing or phonation, or when the folds come
together too roughly. Nodules, or blisters on the folds,
develop after habitual voice abuse, just as blisters form on a
gardener's hands after extensive use of a wooden tool.

RX FOR BLISTERED CORDS

Healing the voice involves reduction of vocal abuse, mod
erate or complete voice rest, therapy or surgery. Physicians
use advanced equipment and procedures to properly diag
nose patients to see if their problems are mild or extreme. If
the vocal folds are not extremely damaged, then modified
voice rest - talking no more than three to four minutes a
day - is suitable. To help regain and maintain the voice,

^^67-
he voice isn't just the throat,

it's the whole body. The health of the

vocal instrument starts at the feet and

goes to the head.

speech pathologists teach patients how to speak properly,
reduce vocal strain, improve pitch, and increase or decrease
loudness through vocal therapy. If there are serious vocal
injuries, the growths are removed surgically and complete
vocal rest is required after the procedure. This involves no
talking at all for two to three weeks, to allow the vocal folds
time to heal.

STROBING THE FOLDS

Sophisticated tools have been the driving force behind the
advancements in voice science and speech pathology. Phy
sicians used to look at vocal folds by simply using a small
instrument which had a mirror at the end of it; as can be

imagined, the view of the folds was not clear enough for
proper examination. Now, methods such as strobovideo-
laryngoscopy are used. The technique involves placing a
thin metal instrument, the stroboscope, in the back of the
throat. With the help of fiber optics, a small camera at the
tip of the stroboscope produces a clear and enlarged image
on a video screen. The strobe effect, flickering of light inside
the camera, allows the physician to see the actual opening
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and closing of the folds as well as small masses, scars and
other abnormalities that may be causing probiems. Strobo-
scopes are very sophisticated and are still fairly uncommon
since they cost about $30,000 a piece.

Gould examined Ciinton using the stroboscope and
concluded that bis patient bad been overusing bis system

with too much talking, eating and coffee-drinking. The

acid in Ciintons stomach resulting from these overindui-

gences bad spiasbed up on bis esophagus and aggravated
bis aiready sensitive voice. Gould advised a five day rest
and iimited verbai communication. The pubiic was cer

tainly aware of Clinton's probiem,

and, in a press conference, the candi
date even admitted, "My vocai cords

are real bad." Dr. Bill Riley, a voice

trainer from Gouid's office, began to

pay ciose attention to Ciinton's hab

its and advised him to change them:

"The voice isn't just the throat, it's

the wboie body. The health of the

vocal instrument starts at the feet

and goes to the bead."

Quotem

Add Quota

ers and even an occasionai president need proper treat

ment not only for health maintenance, but aiso because
their reputations depend on the quality of their voices.

With increased understanding of voice science - how the

voice works, vocai abuses, therapy, toois and treatments -

the public will become more aware of the importance of a
heaithy voice. o

Melissa Pellegrin is a senior majoring in Engiish at the
University of Centrai Fiorida in Oriando, Florida.

HERE'S TO HEALTHY VOICES

Fortunately, those who have slight

or severe probiems with their voices
can now reiy on sophisticated medi

cal attention. Singers, actors, speak-

aster Plus
QrotatioK Jietiieval Software 6or

siiss WindowB tPOS * Wacwtosh

tions to your
Speeches/ Presentations, Letters,

A Articles

with

Quotemaster Plust

It's Elementary, My Dear, With
Quotemaster PlusI

• Use your;fersonal computi^r. to access
ovef906o literary quotations in
seconds.

• Sear^liior quoliations by subject,
name/era, and ev.en a word or

partial word.

Call 800-326-6145!

# Customize the datfthSliie by adding your
OWh favorite qudit^^bns.
• n^iport quotations directly into your

wordprocessoT.

; • Revolutionary Author Information disk
contains short bxpj^aphy^b 1600 authors
covered ih ilhipiidafebase.

• Cireat cure for Writers Block!

PennComp Software Development, P.O. Box 271529, Houston, Texas 77277-1529

"It Introducing Toastmasters to

YOURSELF
Artificial Inteliigence Software for Effective Communication

XPRESS YOURSELF is a CONVERSAJIONAL PARTNERIhal helps you explore, express, and organize your thoughts for solid content. Acting os o mentor
end confident, XPRESS YOURSELF steps you through the processes of thinking through your speech or presentotion. You will be
choilenged to deepen end expend your thinking os well os shorpen your focus. Moving coptured your ideas,
you moy pockoge them in o number of useful forms, including outlines, drofts, end full texts.

XPRESS YOURSELF is designed to get you to the heort of successful written and verboi
communicotion. Ail speokers foce the basic choiienge of erecting cieor,
expressive, end effective communicotions. You will be more productive
end powerful os you successfuiiy XPRESS YOURSELF.

This creotive Ai softwore oliows you to:

• Develop fresh ideas and approaches
• Discover new relationships among ideas
• Give direction to supporting research/documentation
• Select from various output formots

Toostmasfer

XPRESS YOURSELF

s

Introductory Offer!
HURRY! Expires 1/25/94.

XPRESS YOURSELF runs on IBM PC, PS/2 ond compotibie
personoi computers.

XPRESS PERFORMANCE
SUPPORT SYSTEMS

10001 Meadowbrook, Suite 100/ Dallas, Texas 75229

only $59.95
-I- tax (TX Res. Only)

(Regularly $79.95)

(214)761-0067 (800) 613-7518
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^'Garrison Keillor's stories are wonderful because they

entertain^ amuse and sometimes move a person to tears,

but it's bis voice that creates the real magic."

m IN THE DAYS OF SILENT

movies, the most popular

male actors were very at

tractive and let their dark,

piercing eyes convey the

depth of their desires and

intentions. Female movie

goers of that era would

stare were not enough to compensate for a
squeaky speaking voice.

The quality of a person's voice affects
others more than anything else about them.

My 6-year-oId niece. Holly, was totally

devoted to the furry beast in "Beauty and

the Beast" before she even saw the movie

because she had a record of the story and

resulted in a growing popularity that draws

listeners to their radios and consistently fills

concert halls and auditoriums. That appeal

is his rich, melodious and enchanting voice.

His stories are wonderful because they en

tertain, amuse and sometimes move a per

son to tears, but it's his voice that creates

the real magic.

Beauty Is in the Ear of the Listener
Good looks can never compensate for a squeaky voice.

swoon - a routine occur

rence in those days - when

they saw their voiceless

idols on the screen. That

no noise came from the ac

tors' mouth was not a

handicap because viewers
would imagine the sound

of their voices.

Then silent movies gave

way to talkies, and reality

hit like a sledge hammer.

Unfortunately, some of

those "objects of worship"

had brittle, shrill voices that

pierced the ear like finger

nails down a blackboard,

ending a few promising

screen careers quite abruptly.

What it came down to was

this: Exceptionally good

looks and a come-hither

by Joanne Sherman

had to imagine what the characters looked

like. Holly is in love with the furry creature.

She wants to marry him. Why? "Because he

has a very handsome voice," she explains to

her silly aunt. At the end of the story, the

beast turns into a handsome prince - but

Holly isn't interested in marrying the prince,

thank you very much. It was the beast with

the handsome voice she fell in love with

and to whom she remains loyal.

Holly's infatuation is similar to my own

involving Garrison Keillor, of Lake Woe

begone fame. Mr. Keillor is a contempo
rary American humorist and storyteller and

I was mesmerized by his voice long before

I ever saw him. Mr. Keillor is not, by stan

dard measure, handsome. Bear in mind that

this isn't merely my own opinion, but also

that of the two dozen fans (mostly women)

I polled. I'm sure Mr. Keillor's loved ones

might argue otherwise, but unfortunately,

they weren't in the local coffee shop when

I conducted my informal survey.

Although not handsome in the traditional
sense. Garrison Keillor's universal appeal has

Most of us spend a lot of time talking or
listening to disembodied voices. So just as

the viewers of silent movies conjured up a

voice to match the image on the screen, we

sometimes conjure up an image to match

the voice we hear on the telephone or the

radio. I know I'm not the only person who

jumps to conclusions and assumes the
woman with the low, purring voice will have

a gorgeous figure and lofs of hair. Or that

the man with the high-pitched, squeaky

voice probably looks like Mickey Mouse. And

I know I'm not the only person who's nearly

always wrong.

Recently, I met a gentleman with whom
I have had several telephone conversations.

The first time we saw each other he com

mented, "You know, on the telephone you

sound like a much taller person." I accepted

that as a compliment. But I didn't tell him
that on the telephone, he sounded like a
much taller person, too. Q

Joanne Sherman is a freelance writer and

columnist living in Shelter Island, New York.
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Follow these tips

and you'll never

have to sing the

vocal blues.

■ STEFFI GRAF CAREFULLY CHOOSES HER

tennis racquet before every tournament. Her

equipment is as important as her technique.
Watch musicians before and after a concert

and you'll notice that they treat their saxo

phone, guitar or violin as if it were a living,

breathing being. Professionals in every field

know how important it is to take care of the

instrument that makes them successful. Your

instrument as a speaker is your voice. If it's

^AKm^^ARE

by Laverne A. Slavin

of Your Voice
taken for granted or abused, it performs

poorly. If it's taken care of sporadically, it

performs at no more than a satisfactory level.
But if treated with care and used correctly, it

produces rich, resonant, rounded tones that
will entice any audience. Follow this user's

guide for your voice and you'll never have

to sing the vocal blues.

IThe pitch should be "just right."
Remember the chairs in the cottage of

the three bears? One was too high, one was

too low and one was "just right." Your over

all pitch should follow the same guidelines.

If you use an unnaturally low pitch to sound

older, sexier or more authoritative, you're

stressing your vocal cords. By keeping the
pitch too low, you reduce projection, pitch

variety and the endurance of your voice.

When the overall pitch is too high - due to

nervousness or perhaps a desire to sound
younger - nasality increases, volume is

reduced and your voice is more likely to

crack. Keeping your overall pitch in the

middle, at the optimal level, gives you maxi

mum power and clarity with minimal effort.

2Psst. Don't whisper.
Speakers often whisper in an effort to

save their voices for an upcoming presenta

tion or work around a sore throat. Yet whis

pering requires almost as much vocal cord

effort as speaking and is often difficult to
hear. Unless you're in the library or trying

to talk during a movie, don't whisper. In
cases of extreme vocal fatigue, communi

cate with paper and pen and allow your
voice to rest. If you must speak, stay at the

optimal pitch but keep the volume down.

3 Low muscles produce loud voices.
Trying to increase loudness by push

ing from your throat only irritates the
muscles. If you try to sound louder by
taking a big breath from your shoulders

and chest, you'll run out of air before you
run out of words. For breath support and
loudness you have to go lower, using the
muscles in your abdomen and diaphragm.
Your breathing musculature should oper
ate like a balloon: When you breathe in,
your midsection should move out. As you

begin to speak and use the air, it should

slowly sink in. One quick way to maxi
mize existing breath is to pause more of

ten and allow your body to take a deep
breath. Articulation exercises that increase

tongue and lip movement also improve

projection and efficient use of air.

4 No smoking allowed.
You already know that smoking is bad

for your voice, lungs, skin and overall health.
And people who rely on their voice profes

sionally rarely smoke. Did you know that
secondhand smoke is almost as damaging to
your voice as puffing on the cigarette your

self? It dries out your mouth, nose and tliroat

12 THE TOASTMASTER / DECEMBER 1993



and can lead to frequent throat clearing,
which irritates the vocal cords. If you can't
avoid smokers before your presentation, keep
drinking water. Use a warm salt water gargle
to eliminate dryness and excess mucous and
to keep the muscles lubricated.

5 Talk first, eat later.
Your body can't digest food and sup

port your speaking at the same time. Yet

you also need food before a presenfation for
energy. A good rule of thumb is to eat no

later than one hour before your speech. This
may be tricky if you've been asked to speak
after lunch or dinner. Some speakers don't
eat at all and use the time to talk with the

others at their table. Many speakers prefer to
pick at their food and eaf very small por
tions. It's always easier for your head and
body to enjoy a meal once your presenta
tion is over.

6 Choose foods wisely.
Now that you know when to eat, let's

talk about what to eat. Choose foods thaf

are healthful and easily digested such as
fruit, vegetables, fish and pasta. Take small
portions that will give you energy without
making you feel full. Stay away from heavy,
high fat foods and meats. Avoid milk prod
ucts, which will increase mucous in your
throat. Avoid spicy foods and sweets. Alco
holic beverages, carbonated drinks and caf

feine should be saved until after your speech.
Herbal teas and, of course, water are best for

your voice and should ideally be served at
room temperature.

7 Sing a song softly.
Singing in the shower or in the car can

be great fun, but it can also be very irritating
to the vocal cords. Trying to sing above the
noise of the water or above the sound of

traffic can strain the vocal cords and fatigue
the surrounding muscles. Sing into the noise
instead of above it. If you're trying to warm
up your voice on the way to your presenta
tion, use relaxation exercises for your head,
neck and shoulders. Take a few relaxing
yawns and sing a few choruses of "Happy
Birthday" for a simple vocal warm-up. You
can also warm up fhe facial muscles by de
livering the first few minutes of your talk
with a big smile on your face.

8 Bang the drum, not your vocal cords.
Every time you clear your throat, you're

banging the vocal cords together. If it hap
pens only once or twice a day, there's no
harm done. But repetitive throat clearing
irritates the vocal cords and might even lead
to a dry throat. If you feel something stick
ing in your throat, sniff and swallow. This

allows the muscles to clear whatever is in

your throat and channel it further down. If

that doesn't help, gargle with warm salt water
to get rid of the offender and lubricate sur

rounding muscles.

9 Know when to say when.
When your feet hurt, it's best to take

off your shoes. If your elbow Is bothering
you, you should put an end to your tennis
match. Likewise, when your voice tells you
it needs a rest, do just that. Continuing to
talk when your throat is sore or your voice
is hoarse or the pitch is cracking only com
pounds the problem. If the vocal problems
crop up during a presentation, complete
your talk, then rest your voice completely.
Complete voice rest means using paper and
pen to communicate and delegating con
versation to others. Your voice will recover

faster if you rest the muscles at the first

sign of a problem.

1  Work on your instrument.
Av/ You've advanced through the ranks
of Toastmasters by practicing and develop
ing your skills in front of a group. Develop
ing the components of your voice will add
maximum impact to any presentation. The
best speakers and broadcasters started by
doing 15 minutes of voice practice, five days
a week. Your routine should include articu

lation exercises that improve speed, scope
and precision. Add exercises that increase

flexibility through pitch variety and inflec
tion. The resonance in your voice will be

enriched when you add breathing exercises.
Tape record your voice on the first day of
pracfice and compare it to your voice after

one month of daily exercise. 1 can certainly
hear the difference. Can you? Q

Laverne A. Slavin is director of The Professional

Voice, a fully licensed consulting firm. Her
commenfary on public figures can be heard
on KNX news radio.

''Vour breathing

musculature should

operate like a

balloon. When

you breathe in,

your midsection

should move out.^^
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^^Focus on helping

more than

demanding^ on

listening more

than talking, on

problem solving

more than

persuading, on

long term goals

rather than one-

shot deals/^

By Joke Franklin, ATM-B

m WE AS TOASTMASTERS MUST ADAPT TO

the rapid changes in today's world if we are
to attract new members and allow future

generations to experience the benefits of
Toastmasters membership.

We can start by being flexible enough to

welcome change, and to grasp the oportunities

it generates. Joining Toastmasters signals a sig

nificant change in a person's life. Since most

people are afraid of change, it's natural

that fledgling Toastmasters will har

bor doubts or wonder if the pro
gram will meet their needs.

That fear of the unknown,

of not knowing what to

expect, is what prompts

potential Toastmasters

to delay signing their

membership applica

tion. So make it a

point to clearly explain

the Toastmasters pro
gram even before you

are asked - and be sure to

emphasize that the benefits

are available to anyone who

takes the time and effort to in

vest in self-improvement.

Quality service is the most powerful

tool in recruiting new members. Service

means meeting a guest's requirements the

first time he or she attends a meeting, and

every time thereafter. Start with a smile -

everyone appreciates feeling welcome. Con

stantly focus on what people expect from

Toastmasters. Our vision should be shared

with others in a way that their expectations

can be met with exceptional performance.

You can visualize this recruiting process by

mentally drawing two circles. The first circle

represents your expectations as a Toastmaster

recruiter; the second represents the expecta

tions of a guest asked to join a Toastmasters

club. These circles must overlap to ensure that
at least some of the expectations match. The

part of the first circle that does not overlap

represents the Toastmaster's unappreciated ef

fort; the part of the second circle that does not

overlap represents the guest's feeling of frus
tration. The useful recruiting effort is repre

sented by the amount of area which the first

circle overlaps the second.

Recruiting new members requires a con

scious effort. Sir Edmund Hillary did not just

go for a walk and end up at the peak of Mt.

Everest. He made a conscious effort to be the

first to conquer the world's tallest mountain.

We must generate feelings of trust with

potential Toastmasters. There must be a recog

nized commitment to excellence and a feeling

that we genuinely care about each club visitor

and member. Every club has its own "culture"

- values, beliefs, behaviors - so make sure your

club's culture is one that welcomes new mem

bers. Remember, there's no communication

without trust. We are making an impact on

people, whether or not we realize it.

Let the potential Toastmaster think about

the consequences of not improving his or
her communication skills. Explain that if we

do what we always did, we will get what we

always got. In short, there is always room

for improvement.

But keep in mind that each person re

sponds differently. We must be skilled listen

ers. Some people will want immediate action,

so be prepared with a membership applica

tion that can be completed on the spot and

given to the club's treasurer. Others need

time to think and may want to know how

Toastmasters can satisfy their emotional
needs. Explain how Toastmasters supports

their dreams and goals and be prepared to

answer all kinds of questions.

The key to keeping members, once they

join, is to create a high trust/low fear cli

mate so each person can openly and genu

inely communicate their feelings and reac
tions. Focus on helping more than demand

ing, on listening more than talking, on prob

lem solving more than persuading, on long

term goals rather than one-shot deals.

The impression a Toastmaster makes on
others is directly proportional to how satis

fied that person is with his or her own club

experiences. In this rapidly changing world,
the most important group we can belong to

is one that improves the communication

skills of listening, speaking and thinking. By

sharpening our recruiting skills, we can share

the fun of Toastmasters with everyone. O

Joke Franklin, ATM-B, is president of Crown
of Laurel Club 77-36 in Laurel, Maryland.
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■ WORLD HEADQUARTERS WANTS TO

hear your ideas and advice about how to
recruit and retain members in your club.

Here's your invi

tation to enter the

Toastmasters Top Five
Membership Cam

paign Contest. Just
submit a description of your club's program

before April 22, 1994, to the Membership

and Club Extension Department at World

Headquarters. Be sure to include in detail

the program's :

Objectives - How many members did you
start with? What was your goal?

Awards - What incentives did you provide
to your club members?

Calendar - How long did the program last?

A full year? Six months? Three months?

Promotion - How was the program pro

moted to club members?

Success - Did you reach your goal? Are you

on track to reach it by June 30, 1994?

If your program is selected, your club will be
recognized during the Hall of Fame ceremony

next August at the International Conven

tion in Louisville, Kentucky.

ATTENTION

The best membership building ideas will

also be prominently featured in The Toast-
master magazine.

This is what Dr. Ralph Smedley had to
say about "The Value of Membership

Growth" in his book. Personally Speaking:

"A good many of our Toastmasters Clubs

are working along with less than 20 active

members. It is my opinion, based on long
experience, that it is hardly possible for a

club to operate successfully with less than

20 people. 1 wish that no Toastmasters Club

would have less than this number and that a

majority of our Clubs would operate with a

minimum of 30 members.

"Here we are, with a tremendous opportu

nity before us. It is a goal which can be reached

and passed, if we put some thought and work

into the task of bringing it to pass. And so I

challenge you to get to work to bring our service

up to this higher level. Let us share with others

the benefits we have gained for ourselves."

Tell us your ideas

on how to recruit

and retain club

members!

Q^'^rnbership Building Materials
Available from World Headquarters

Success Starts With Toastmasters

This brochure promotes Toastmasters membership to individuals, stressing the
personal benefits of participation in Toastmasters. .155. Catalog No. 99.

Why Toastmasters is Smart Business
This brochure promotes Toastmasters membership and clubs to individuals
inside business, industry and government organizations. .155. Catalog No. 101.

Bringing Successful Communication Into Your Organization
An impressive colorful folder designed for promoting Toastmasters and
building clubs inside business, industry and government organizations. The
perfect calling card. .505. Catalog No. 103.

From Prospect, To Guest, To Member
This booklet takes each Toastmaster on a step-by-step how-to journey
through the new member recruitment process. .255. Catalog No. 108.

Aspirin or Toastmasters Flyer
This S'A" X 11" flyer promotes improved confidence and public
speaking skills through participation in Toastmasters. Set of 50,
$2.50. Catalog No. 114.

T

Get the Edge! Flyer
This 8V2" X 11" flyer promotes getting ahead on the job through skills acquired
while participating in Toastmasters. Set of 50, $2.50. Catalog No. 115.

All About Toastmasters

This booklet discusses the details of the purpose and organization of Toastmas
ters International and its clubs. .505 each. Catalog No. 124.

Membership Programs Flyer
Gives details of current membership building programs and awards. No Charge
Catalog No. 1620.

Membership Building Flyer
A simple framework for conducting a club membership building program. No
Charge. Catalog No. 1521.

Small Poster

This poster promotes Toastmasters, and can be used in conjunction with
Toastmasters' promotional pamphlets. Space provided to note club name
meeting time and place, and phone number. Set of five, $4.00. Catalog
No. 367.

Toastmasters International
P.O. Box 9052 ■ Mission Viejo, CA 92690 U.S.A. ■ Tel.: (714) 858-8255 ■ Fax: (714) 858-1207
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Meet the Five

OUTSTANDI

of 1993

Annual poll shows

Toastmasters admire

communicators who

inspire, motivate

and orate.

Even the experts are not
perfect. Mario Cuomo ad
mits to giving occasional

"stinkers." Harvey Mackay says he

needs to work on transitions, Anthony

Robbins wants to learn brevity and Nina

Totenberg aspires to produce "majestic

rhetoric" at commencement ceremonies.

But while they may not regard themselves as having

reached the pinnacle of oratorical excellence, it is clear that

this year's Top Five Speakers inspire the many Toastmasters

who responded to our "Outstanding Speakers" poll. (See

this year's ballot form on page 23)
Last fall, we asked Toastmasters to name their favorite

speakers. They were to be selected from five different catego

ries and meet certain criteria. Nominees were chosen for

their achievements or contributions in the following areas:

1. Degree to which the person's success in any given field
can be attributed to his or her communication skills.

2. Amount of influence on public opinion.

3. Demonstration of leadership in any given field.
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4. Service to the community, state or nation.
5. Commitment to a cause, product, idea or business.

6. Ability to effect change.

7. Dedication to improving the lives of others.

Needless to say, the responses varied greatly; the same
ballot would often nominate, say, a local civic leader in

one category and the Pope in another. Still, a surprising

number of nominations were received for the same per

sons. The first part was easy - all we had to do was tally

the nominations and contact those receiving the most

votes. Then the tough part: As is the case with most

celebrities, this year's candidates lead busy lives and are

difficult to reach and slow to respond. Hence the long

delay in getting this story published.

...AND THIS YEAR'S TOP FIVE SPEAKERS ARE:

■ Commerce and industry: Harvey Mackay, Minneapo

lis business executive and author of best-selling books
Swim with the Sharks Without Being Eaten Alive, Beware of

the Naked Man Who Offers You His Shirt, and Sharkproof:

Get the Job You Want, Keep the Job You Love.

m GOVERNMENT: Mario Cuomo, Governor of the state of

New York.

■ INSPIRATIONAL OR MOTIVATIONAL: Anthony Robbins,

San Diego-based motivational speaker and author of

popular audio tapes and

best-selling books Unlim

ited Power and Awaken the

Giant Within.

EDUCATIONAL OR SOCIAL:

the Rev. Jesse Jackson,

civil rights leader and Presi

dent of National Rainbow

Coalition in Washington,

D.C.

MASS MEDIA OR ARTS: Nina

Totenberg, veteran legal

affairs correspondent for

National Public Radio in

Washington, D.C.

These five outstanding speakers all have resonant voices,

expert delivery and captivating messages. When they talk,
people listen. What can Toastmasters learn from them?

Each of these experts has valuable insights to share.

Keep in mind that their expertise didn't come easy - they
all possess certain talents and abilities which might have
lain dormant had they not been recognized, developed
and persistently honed over the years. Let's take a closer
look at the methods and recommendations of each of the

Five Outstanding Speakers of 1993:

oetry has everything

to do with speeches -

cadence, rhythm,

imagery, sweep, a

knowledge that words are

magic, that words like children

have the power to make dance

the dullest beanbag of a heart/'

— Peggy Noonan
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Harvey Mackay
Best-selling author and lecturer Harvey
Mackay, owner of the $35-million

Mackay Envelope Corporation in Min
neapolis, Minnesota, is dogmatic about

preparation. Before he accepts any in
vitation to speak, he goes to great lengths to get to know his
audience and makes sure his $20,000 fee will be money well
spent. "1 use the 'Mackay 66,' which is a 66-question cus
tomer profile to find out everything I can about the group
I'll be addressing," he says. "That includes demographics,
interests, political affiliations, favorite speakers, past success
ful topics, anything 1 can use when 1 step up to the podium."

For example, he tells how he prepared for a commence
ment speech at the Penn State business school by touring
the campus with a student host, donning a beard and
posing as the visiting "Uncle Ron." As a result, he says he
was able to speak about student life in the '90s "in a much

more convincing way."

Anyone who reads this book, who joins

Toastmasters for a year and doesn^t feel

the experience was worthwhile, can write

to me...and I will return your money.

Harvey Mackay

That preparation pays off. As a note from Ross Laborato
ries gushed after Mackay addressed its employees, "...Your
efforts to learn all you could about Ross...made your com
ments completely relevant."

Mackay's enthusiasm and common sense advice on how
to succeed in business and in life earn rave reviews from

both readers and listeners. Fellow Outstanding Speaker New
York Governor Mario Cuomo calls Mackay "one of those
rare people who can make extraordinary intelligence and
profound wisdom sound bright and stunningly simple."

Toastmasters especially appreciate how Mackay com
mands the attention of his audiences through personal
anecdotes and humorous aphorisms. The fact that he used
to be a Toastmaster doesn't hurt, either. He invariably
plugs Toastmasters membership in his speeches and his
most recent book even offers a personal money back guar
antee to people interested in joining a club:

"Anyone who reads this book, who joins Toastmasters
for a year and doesn't feel the experience was worthwhile,
can write to me ...and I will return your money," Mackay
writes on page 128 of Sharkproof.
On the benefits of public speaking to success in business,

he writes, "I've never met anyone who joined [Toastmasters]
who didn't think it was super valuable to their career. The
skills we learn by overcoming our terror of speaking in
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public carry over to every word we utter trying to motivate
and persuade others. We gain self-esteem, self-confidence,
assertiveness. This makes us better sales people, better man
agers, better leaders...and stand-out job candidates."

In his 1988 bestseller Swim with the Sharks Without Being
Eaten Alive, Mackay taught readers how to "outsell,
outmanage, outmotivate and outnegotiate your competi
tion." His 1990 follow-up. Beware the Naked Man Who Offers
You His Shirt, is an extended roadmap for career advance
ment. And his latest tome, Sharkproof, is, Mackay says, "50
percent about getting a job, 50 percent about life."

The Mackay message can be summarized in his four keys
to success:

1. Prepare to win. "The Michael Jordans of the world have

talent, yes, but they're also the first ones on and the last
ones off the basketball court."

2. Never stop learning. "Constantly work on your weak
nesses and develop your strengths."

3. Believe in yourself, even when no one else does. "A

goal is a dream with a deadline: in writing, measurable,
identifiable, attainable."

4. Find a way to make a difference.

If these ideas sound surprisingly simple, remember that
they are responsible for a very successful business, three
bestsellers and innumerable standing ovations. Maybe the
clue to Mackay's effectiveness is the fact that he talks from
experience and is deeply committed to the philosophies he
espouses; his isn't just another motivational pep talk. "I
learned at an early age the difference one human being can
make," he says.

As a civic leader and volunteer for charitable organiza
tions such as the United Way and the American Cancer
Society, he follows his father's advice that "20 to 25 per
cent of your life should go back to the community." In an
Entrepreneur magazine interview, Mackay credits his con
siderable speaking skills and selling power to the practice
he got giving "all those cancer and United Way speeches...
asking for hundred of millions of dollars and getting a lot
of doors slammed in my face."

His unofficial fifth key to success: "The best thing [any
one] can do is get involved in something as a volunteer.
Quite simply, you'll have a better chance to be successful
and happy."

Anthony Robbins
This young (he's 33) master motiva
tor of Del Mar, California, is a role

model to plenty of Toastmasters who
subscribe to his tapes, attend his semi
nars and read his best-selling books.
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Unlimited Power and Awaken the Giant Within. Like Mackay,
he's a hugely successful entrepreneur who has influenced

the public with a positive message of personal change

through never-ending growth and improvement. And

like Mackay, he draws largely on personal experi

ence and anecdotes to motivate his audiences

to action.

Starting his career in the motivational

seminar business after graduating from high

school, Robbins achieved early financial suc

cess - but then lost everything and found

himself "burned-out, overweight, lonely and 1]
depressed" by age 21. Had it not been tor a

presentation about Neuro-Linguistic Program

ming (NLP), Robbins says he would have

stayed in his 400-toot apartment and contin

ued his decline. Sparked by the positive prin

ciples of NLP, Robbins' self-help message now

reaches millions internationally through his
nine companies, celebrity-endorsed television

intomercials, books, seminars and audio and

video tapes.

Contrary to stereotypes, there's no magic in

Robbins' principles, no affirmations or secret

formulas. One of his most pervasive themes is

the need tor each individual to constantly grow,

expand and contribute to oneself, to others

and to society - as summed up in his favorite

acronym, CANI! (Constant and never-ending im

provement). His answer to creating personal power
and lasting change is three told:

I

TON'Y BOBBINS'
advice to would-be
communicators:

IUse your entire body to project your emotions. "You can't fake
it and really have an impact. Emotion is created by motion.

Increase the tempo, your vocal inflections and the amount of energy

you use. As a result, you'll feel more and you'll transfer that emotion

to the audience,"

Keep feeding your mind. "Always ask new questions. You must
m make constant deposits in your emotional and idea bank account,

so when you go to make a withdrawal, you have something to deliver

that really touches people."

Q Speak often. "Book yourself three times a day. There is no substitute
U for talking to a variety of groups on a variety of topics with all the

emotional intensity you have and to learn from each speech. Practice

the CANI! philosophy [of constant and never-ending improvement], "

4 If you can'f do something, you must do it. "Pretty soon, what
used to be hard is very easy, I think Toastmasters is a perfect

place to start and get quality feedback. But once you've done

that, take those skills and deliberately put yourself in other

environments to find out what you are truly capable of,

It doesn't matter if you can't give the perfect y'
speech, doesn't matter if everyone laughs,

That's how you grow," /'

.

■ Raise your standards

■ Change limiting beliefs

■ Develop effective strategies by modeling and modifying

the approaches of successful people.

Defining himself as a "success coach" or "peak perfor

mance consultant," Robbins spends more than 150 days

a year conducting seminars around the world, tor busi
nesses, sports teams, civic leaders, rock musicians - any

one who can afford his speaking tee of up to $100,000 a

day. In tact, he recently addressed the British House of

Parliament, being the first American to do so since Presi

dent Ronald Reagan. (His staff proudly points out that

Robbins received a standing ovation from this otherwise

austere audience.)

In a recent interview with The Toastmaster, Robbins

shared his thoughts on public speaking. While pleased to

be considered an outstanding public speaker, Robbins

sees himself as more of a communicator, someone who

talks with the audience instead of to it. "I'm really not

the most articulate speaker there is," he concedes, "but 1
am a passionate communicator. To me, the word is not

as important as the feeling. 1 don't want to just say

something, 1 want to persuade my audience, 1 want to
produce some kind of result."

Famous tor his rapid-tire motivational message and long
seminars, Robbins easily speaks tor eight to 12 hours a day
at seminars lasting up to 10 days. It is a tribute to his ability
as a communicator that his audiences usually remain hooked
the whole way through and eagerly credit him tor spec
tacular results in their lives.

^^Toastmasters is a phenomenal

opportunity for someone to develop them

selves logically^ emotionally and really

become a leader, not just a speaker/'

Anthony Robbins

Robbins' intense energy, perpetual motion and dramatic
gestures contribute to his hold on audiences, as does his
passionate, almost hypnotic speech pattern. But he sees as
his main strength his ability to establish rapport with any

audience, even hostile ones. "It you start speaking, and they
think 'So what?' you're losing it," he says. "But it they say.
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'Me, too,' you're making a real connection." As a case in
point, he mentioned speaking at New York City's Madi
son Square Garden last year for seven hours to an audi

ence of 15,000 and making them "feel like they'd been to
the best rock and roll concert they've ever been to while
learning a tremendous amount."

What does he think about the Toastmasters program
and the importance of good speaking skills?

"The value of public speaking is learning to articulate
your ideas and emotions so you can share them with
other people. 1 think most people hide so much inside,
they truly lead lives of quiet desperation. Toastmasters is
a phenomenal opportunity for someone to really de
velop themselves logically, emotionally and really he-
come a leader, not just a speaker."

ffow did he get so good at it? "1 live by the philosophy
that if 1 can't do something, 1 must do it. When 1 first began
speaking, 1 worked for a company where most people spoke
once a week. 1 realized that if I do that, it'll take 40 years
before I'm any good. So 1 booked myself three times a day
to anyone who would listen. In a period of a week, 1 had a
month's worth of experience, and in a few months, 1 had a

year's worth. So whenever anyone comes to me and says,
'Boy, aren't you glad you're such a great speaker?' 1 say, '1
just use the muscle more.'"

Having amassed huge personal wealth, Robbins main

tains that true happiness comes from personal growth
put to use in helping others. Aside from doing this
through dispersing information, he does it more tangi
bly by remaining active in philanthropic organizations
and donating funds to shelters for the homeless, scholar

ships for children, food and care for the elderly and
poor. He agrees with philosopher Mortimer Adler's dis

tinction between having a good time and having a good
life: "A good life only comes from who you become as a
person. We all want to feel that our life matters. We all

want to make a difference. The ultimate fulfillment comes

from making a contribution."

St

"Government is words," writes cel

ebrated presidential speechwriter
Peggy Noonan in her book. What I

Saw at the Revolution. "Thoughts are
reduced to paper for speeches which

become policy. Poetry has everything to do with speeches -
cadence, rhythm, imagery, sweep, a knowledge that words
are magic, that words like children have the power to make
dance the dullest beanbag of a heart."

Like the Rev. Jesse Jackson, New York Governor Mario

Cuomo is a poet, a modern day orator in a sea of posturing
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politicians who have given the word rhetoric a bad name.
His uncanny ability to transmit his vision via words and
charm has kept even critics among his fellow Democrats
hoping he'd run for president. A one-time adversary, former
New York City Mayor Edward 1. Koch, attributes the

governor's popularity to what he calls Cuomo's "cheer
leader quotient."

'Tou still hope it rains. You hope

they^11 call up and say they have to

cancel, the rabbits sick.^'

Mario Cuomo

Cuomo has, in fact, convinced voters to elect him three

times, setting state popularity records in his 1986 and '88
re-elections. In the 1988 and '92 presidential races, he was
urged to run but at the last moment decided not to. In April
this year, he turned down the opportunity to fill a vacancy
on the Supreme Court. ("1 concluded very swiftly that,
apart from what 1 would enjoy most, the place 1 could do
the most good is here and now in New York," Cuomo told
Newsweek magazine.)

His communication skills are key to his popularity. He
spends much of his day talking to constituents over the
phone, on radio talk shows of the "Ask the Governor" type,
at press conferences and, of course, in presentations to
everyone from nursing home residents to community lead
ers and fellow politicians. Sometimes giving up to six
speeches a day, Cuomo admits to giving occasional "stink
ers" and concedes that soaring oratory doesn't come easy.
"You still hope it rains," he says. "You hope they'll call up
and say they have to cancel, the rabbi's sick."

"1 don't like speeches," he readily complains. "1 don't
like making them. 1 don't like preparing for them." This, no
doubt, is because Cuomo takes the task seriously and often
struggles through 10, 15 drafts for major presentations,
fine tuning cadences, logic and structure. The delivery
comes easy, however, the result of natural talent and years
of practice in politics and law. He does his fair share of

impromptu speeches as well, and prefers speaking without
a prepared text: "When you're swimming with the waves
and taking the waves, that's the best way to do it."

The governor rates himself favorably as a speaker, but
with a reservation. With trademark wit and self-efface

ment, he told a New York Times reporter asking about his
being chosen Outstanding Speaker by Toastmasters, "1 think
I'm better as a voice-over, and 1 wish I could speak from
behind a curtain like the Wizard of Oz does because I think

1 look funny. 1 think 1 have a future in radio."
An admirer of Abraham Lincoln, Cuomo served as co-

editor of Lincoln on Democracy, a compilation of Lincoln's
speeches, writings and conversations about political life. A
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book of Cuomo's best speeches will soon be published,
adding to his other two books, Forest Hill Diary: The Crises

of Low-Income Housing and Diaries of Mario Cuomo.

His main advice to Toastmasters? "Believe in what you

say. Don't say it unless you believe it."

Jesse Jackson
Toastmasters who nominated the Rev

erend Jesse Jackson for Outstanding

Speaker in the Educational and Social
category all mentioned the same

things: His speeches at the last three
Democratic National Conventions, his emotion, his po

etry. As one Toastmaster put it: "His [1992] speech brought

me to tears...he has the capacity to deliver his message

right to the listener's heart."

The ability to translate vision into words certainly is a
must for any leader, and by many accounts, Jackson does
it better than most. "Jesse is a poet," wrote Time

magazine's political columnist Hugh Sidney in 1988.

"He looks and listens to America, to his aides and even to

reporters. Their feelings, their moods, their words flow
through his system. His lines come from his soul, and

they have swirled around deep down in there, marinated

in his special anger and ambition, sometimes for weeks.

Then he speaks them into a tape recorder and hears them

come hack at him. And he tunes them and times them,

then lofts them to the misty-eyed worshipers who are

swept with him into the clouds."

This tireless civil rights activist and two-time presiden

tial candidate speaks with the evangelical fervor and con

viction of a Baptist minister - which he is. At the 1992

Democratic convention, Jackson started out like a locomo

tive, strong, slow and relatively quiet, and then gradually
huilt up steam until he was roaring and the audience stood

up, cheering and chanting.
In that speech, Jackson spent most of his time advocat

ing the position of the nation's poor by focusing the public's
attention on oppressive work conditions and unemploy

ment. "There is a harshness to America that comes from

not seeing and growing mindless materialism," he said.

Peppered with slogans like "This land is our land," "It is

time to rebuild America" and "Let's put America back to

work," his speech exhorted listeners to consider principles,

to grasp the ethical and moral wrong and right, rather than

political left and right:

"History will remember us not for our positioning but

for our principles. Not by a move to the political center,
left or right, but rather by our grasp on the moral and
ethical center of wrong and right.

We who stand with the working people and poor

have a special burden. We must stand for what is

right, stand up to those who have the might, reduce

those grounded in the faith that that which is morally

wrong will never be politically right; but if it is morally

sound it will eventually be politically right."

Besides rhyme and lofty phrasemaking, Jackson also

employed standard oratorical tools such as alliteration ("We

must turn pain to power, pain to partnership and not pain

to polarization") and "the rule of three": ("Vanity asks: Is it

popular? Politics asks: Will it win? Morality and conscience

ask: Is it right?")

Jackson is known internationally as an independent

diplomat for human rights. His adroit negotiations have
often succeeded where official diplomatic channels have

failed. In 1984, he secured the release of captive U.S. Navy

Pilot Robert Goodman from Syria, and in 1987 he negoti

ated the release of 48 Cuban and Cuban American prison

ers. He was the first American to bring hostages out of

Kuwait and Iraq in 1990.

As president of the National Rainbow Coalition, a civil

rights organization in Washington D.C., Jackson sees him

self as the "conscience of the nation." He often speaks at
labor rallies, walks picket lines and mediates labor disputes.

He is committed to youth programs and is said to have

visited "thousands" of high schools, urging students to stay

off drugs and aspire to excellence.

^^Church was like my laboratory, my first

actual public stage, where I began to

develop and practice my speaking

powers with more and more confidence/^

Jesse Jackson

Jackson began his activism as a student leader in the sit-

in movement at North Carolina's A & T State University,

where he discovered the effect of his dramatic oratory.

"People always seemed to look at me expecting me to make
something happen," he recalls.

After attending the Chicago Theological Seminary, Jack

son left to work full time for his hero and mentor, Martin

Luther King, Jr., who soon put Jackson in charge of Operation

Breadbasket, a national program to secure more jobs and

services for the black community through the strategic use of
boycotts and picketing. He was with King at the time of his

assassination in Memphis, Tennessee, on April 4, 1968.

Influenced by the oratorical raptures of black church ser
vices in his home town of Greenville, South Carolina, Jackson

decided early on to become a preacher. He overcame his

childhood lisp and stammer by regularly presenting reports

about Sunday school conferences to the congregation.
Continued on page 27
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SPEAKING TIPS from the experts
All five of our Outstanding Speakers were asked to answer the following
questions. Unfortunately, Jesse Jackson was unable to respond. But here
are some valuable tips from four experts:

IWhat do you consider your greatest strength as a speaker and
communicator?

Cuomo: "Believing what I say and being specific enough about it to
allow listeners to connect. One of the key elements for me has been
paying attention to the details and providing people the specifics that are
important to them. When you speak about people's families, jobs,
communities, values, you have to make sure you refer to what is real in
their lives."

Mackay; "My staff and I go to great lengths to get to know the audience
before a major speech."

Robbins: "My deep caring for the audience and my passion about my
subject."

Totenberg: "Telling behind-the-scenes anecdotes."

2
if you could improve one aspect of your speaking style, what would
that be?

Cuomo; "My ability to communicate complicated messages in short
sound bites...For the broadcast media, that sometimes means you have
to [argue policy and present complicated concepts! in 28 seconds. If you
communicate live, you have to do it in nine seconds. That can distort
our messages and it has changed the way we communicate."

Mackay: "Transitions. I get so excited to get to the next point, I some
times forget to take everyone else with me."

Robbins: "My sense of time - brevity is power. I rarely speak for less than
eight hours, so I've recently started giving shorter speeches, 'only' two to
three hours long, to work on this skill. "

Totenberg: "Majestic rhetoric at commencements."

3
which do you consider the best speech you've ever given?
Why?

Cuomo: "Although the speech I gave at the 1964 Democratic National
Convention is more well known, my favorite is one I delivered later that
year at the commencement ceremony of lona College in New Rochelle,
New York. This isn't a great speech and certainly others have received
more attention. But, personally, this speech addressed what is most
important to me - that nothing counts in life unless we have something
real and larger than ourselves to believe in."

Mackay: "My most unforgettable speaking experience occurred two
years ago in Moscow in front of 300 Russian business people. Before I
went, I studied Russian through the Berlitz Language Schools for 200-
plus hours. Then I worked with a translator to enable me to give the first
eight minutes of my speech in Russian. You should have seen their faces
when the American business speaker stood up and spoke to them in
their own language!"
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Robbins: "My last one! My goal is to always make each speech better
than the last."

Totenberg: "A speech to the California Bar Association. The audience
laughed at everything I said that was remotely amusing."

4 Have you had any role models when it comes to public speaking?
If so, who?

Cuomo; "Abraham Lincoln. He was a profound and passionate believer
who communicated his ideas and feelings with an artistry and elo
quence and a power that has never been matched."

Mackay; "Dr. Norman Vincent Peale is a great speaker and I think that's
because he is a great listener. That focused intensity...(makes! you feel he
is speaking to you, whether you're in a room of 10 people or a thousand."

Robbins: "People like Winston Churchill, John F. Kennedy, Robert
Kennedy, Martin Luther King...l believe these people cared intensely
and gave every ounce of themselves. They had tremendous passion. I
aspire to have that kind of emotional impact, while not necessarily their
same style."

Totenberg: "No."

* What do you consider the single most important element of an
0 effective speech?
Cuomo: "Have something important to say that you believe in deeply.
The second most important thing is to write, then rewrite and rewrite
and rewrite."

Mackay: "Knowing your audience. The better you understand who
they are and what they have come for, the more you'll be able to deliver."

Robbins: "Passion about your subject, and total belief that it can make a
difference for your audience."

Totenberg: "Interesting information."

6 What would be your first advice to anyone wanting to become a
better communicator?

Cuomo: "Believe in something and say it your own way, as well as you
can, working on it until you think you can't make it any better."

Mackay: "Practice does not make perfect. You have to add one word:
Perfect practice makes perfect. I believe in continuous improvement,
and to achieve it you must get constant, immediate, unfiltered feedback
from your audience. For the past 25 years, I've been telling people to
pick up the phone and call Toastmasters."

Robbins: "One, use your body more. Emotion is created by motion.
Two, you must have something to say that you feel passionate about.
You must constantly feed your mind. Third, speak often. You've got to
practice your verbal, mental and emotional muscles. Fourth, learn from
each speech. If you sincerely ask yourself how to do a better job, you
will get the answer."

Totenberg: "Speak vividly. Think of the narrative. Be funny where
possible. Don't be long-winded."
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■ Toastmasters International wants to know who you admire as a public

speaker and why. We want to select and publ iciy honor Five Outstanding

Speakers; one each from the specific categories listed below. By
recognizing individuals for their communication skills, we hope to create

greater public interest in, and understanding of, the art of speechmaking.

You are invited to fill in the nomination form below and send it,

or a copy of it, to World Headquarters. The Board of Directors will

review the nominations receiving the most votes and select the Five

Outstanding Speakers. The final list of names will be published in

this magazine and distributed via press releases to the media.

CRITERIA GOVERNING NOMINATION

Nominees wil l be selected based on their achievements or

contributions in the following areas:

1. Degree to which a person's success in any given field can be

attributed to his or her communication skills.

2. Amount of influence on public opinion.

3. Demonstration of leadership in any given field.

4. Service to the community, state or nation.

5. Commitment to a cause, product, idea or business.
6. Ability to effect change.

7. Dedication to improving the lives of others.

JUDGING CRITERIA

The nominees' abilities as "outstanding speakers" will be evaluated

in terms of message and delivery. A great speaker has "something to

say," so factors such as importance, timeliness and relevance of the

message to the audience will be considered.

Please Note:

■ This year's and last year's Top Five Speakers and members or employees

of Toastmasters International are not eligible for nomination.

■ All ballots must be postmarked by March 1,1994.

You may nominate only one person per category. Feel free to use extra paper if I think this person is an Outstanding Speaker because

you run out of space. PLEASE TYPE OR PRINT CLEARLY:

1. Commerce or Industry

Nominee's name and title_

Where and how to contact this person.

I think this person is an Outstanding Speaker because

2. Government

Nominee's name and title

Where and how to contact this person.

I think this person is an Outstanding Speaker because

4. Educational or Social

Nominee's name and title.

Where and how to contact this person.

I think this person is an Outstanding Speaker because

5. Mass Media or Arts

Nominee's name and title.

Where and how to contact this person.

I think this person is an Outstanding Speakers because.

3. Inspirational or Motivational

Nominee's name and title

Where and how to contact this person.

Submitted by:

Please mail this form by March 1,1994 to:

Toastmasters International, P.O. Box 9052, Mission Viejo, CA 92690
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ikL inu^t people, you can probably create a great speech in your mind.
On rhe way t^ meeting, you visualize yourself giving a dramatic opening,

1 progressing into a smooth discourse on your chosen topic, sprinkling a little humor
for effect and closing with insight and pizzazz. Then - on the way home - your mind is
flooded with all the things you should have said.

At the meeting, you found yourself wondering, "Why is my voice so high-pitched?
Why am 1 clutching the lectern?" Even worse, you couldn't coordinate what you wanted
to say with the words that actually came out of your mouth.



Great public speaking, like great athletics, is highly physi
cal. And you can't wish physical proficiency. You've got to
develop muscle.

Not to worry though. Jyst as you can learn athletic skills

through a series of exercises, you can learn speaking skills.
Think of the remarkable television sports announcers. They
can describe what's happening on the field, cite names and

numbers of players and give interesting sidelights about

the history of the game - all in one breath. And, in addi

tion, they're charming. Sportscasters like Bob Costas, Dick

Enberg and Vin Scully acquired their skill through training
and practice. So can you.

Saying what you really want to say is only part of how to
be the speaker you want to be. If you look like a wimp, you
look frightened or bored; if you talk too fast; if your voice

sounds like a rusty hinge - your words of wisdom will have

little or no impact on your audience.

That actor, singer or speaker who looks so natural and

magnetic and can be heard so easily is applying centuries-
old techniques that you too can acquire. All it takes is a little

time and lots of dedication and concentration.

Begin developing your verbal skills by
performing communication "push

ups" - a series of exercises much

like those used to train actors in

method acting. Just as boxers

skip rope or hit a punching bag
to develop coordination be

tween eye and muscle response,

these exercises will help you de
velop coordination between what

you want to say and what you ac

tually do say.

When you

EXERCISES TO DEVELOP SPEAKING IMPACT

SESSION 1

1. Energize: A few minutes of pushups, jumping jacks,
aerobics or dancing will get your motor going - espe
cially if you've had a bad day and don't feel up to
practicing. In theater, this is called "energizing."

2. Read Out Loud: Select a newspaper or magazine article,

or a portion of a novel. Reading aloud is helpful because

you get used to hearing yourself say the words and you
gain confidence about how to pronounce them.

3. Sportscaster Exercise: If possible, work this section with

a tape recorder. Select an object in the room - a lamp,

chair or table. Describe it out loud. Don't think about

what you're going to say - just talk. Don't hesitate. Keep
going, even if you stutter. Think of the play-by-play
announcer. Avoid "dead air" by describing as many
details as you can - height, color, large, small, nice, ugly.

Listen to the tape. Check your observations as you
play it back. Did you leave out any details? Do it again.

Try to fill in more detail. Check yourself again.

Repeat several times.

talk using the

mouth only, you^re speaking

monaurally. And everyone is

born with a stereo system.

THE WARM UP

In the first sessions, you'll begin with a warm-up. It helps
relieve the stress of moment-by-moment living, gives you the
proper mindset for what's to follow, and helps dissolve the

"cellophane wrapper" many of us wrap ourselves in.
What do I mean by cellophane wrapper? Observe a

number of adults as they walk and talk. Some are vibrant -

their faces look alert, their walk is spritely and their ges
tures are enthusiastic. Others have expressionless or strained

faces, their posture is poor, and their gait is shuffling. I see
this group as protecting themselves by wrapping them
selves in a cellophane wrapper, similar to those packages of
succulent-looking cashews or pineapple slices you see in
the gourmet section of your food store - beautiful but

untouchable. Do you, as attractively as you're groomed,
present an image of being unreachable and wrapped in

cellophane? Each of us has the potential to be an exciting,
charismatic speaker. It starts with shucking off that cello
phane wrapper.

Just as a baseball pitcher, tennis player, musician or

dancer psychs himself or herself up to performance pitch,
so must the speaker.

SESSION 2

1. Energize.

2. Read Out Loud: Follow di

rections in Session 1.

3. Sportscaster Exercise: De

scribe a picture of a person or

scene in the same way you de
scribed the lamp or the chair.

You can use a photograph or a

magazine illustration. As in the pre

vious session, use a tape recorder, then
listen and check yourself. Repeat the exer

cises, adding your impressions and perhaps an anecdote

inspired by what you see.

SESSION 3

1. Energize.

2. Read Out Loud.

3. Sportscaster Exercise: Go to a window and describe what

you see. Describe the people - what they're wearing, their

posture, their walk. If you know them, discuss anecdotal

material. Describe the trees, fences and houses.

The above exercises are all designed to help you become

more articulate and to develop a strong, rich voice that

projects well. This depends on two factors: breath support

and voice placement.

ENRICH YOUR VOICE WITH BREATH SUPPORT

Too many times, lack of breath support produces a weak

voice. For good projection, start with your lungs full of air.

Take a nice, leisurely deep breath. Don't strain. It must feel
comfortable. Then at every pause, usually at a comma or
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semicolon, take a little catch breath to replenish your sup
ply of air. At the end of the sentence, take a full breath.

You'll achieve two desirable results: Your voice won't

peter out before reaching the end of the sentence, and you
won't swallow those last few words.

Exercise: Find something to read aloud, then mark the script
for each catch breath (brief pause - use a slash mark) and each
full breath (full pause - use an X mark). Read your selection
aloud into a recorder over and over again. This repetition wiil
give you three benefits:

■ You'll develop a stronger, sustained voice.
■ You'll eliminate voice strain.

■ You'll achieve a more natural reading style.

PROJECT YOUR VOICE WITH VOICE PLACEMENT

Your voice does what you tell it to do. Like a computer, it
commands. When you tell it to go soft, it does. When you tell it
to go loud, it does. When you want to sing "Melancholy Baby,"
it doesn't sing "St. Louis Blues." Proper voice placement is
essential to your development as a speaker because it
allows you to speak loudly without hurting
yourself. The big secret of proper piace-
ment is to focus your voice properly.

Your voice is initiated by a col

umn of air from the lungs caus
ing the vocal cords to vibrate,

creating sound. This sound then

proceeds to the mouth cavity
where, with the help of your lips,
tongue and teeth, it forms the

voweis and consonants that be

come words. From your mouth, your
words are directed ̂ tjihe audience.

But many people use only their mouths to
project their voice and, as a result, are inaudible to anyone
beyond the first row. If only the mouth is used as a resonat
ing chamber, less than half of the voice's potential is ex
posed. By using the mouth cavity only, you must use your
throat muscles to achieve more volume, which causes stri
dency and sore throats.

Think of it this way: when you talk using the mouth
only, you're speaking monaurally. Everyone is born with a
stereo system. The primary amplification and resonating mode
is located above and below the eyes in the sinus passages.
Hollow sinuses act as high fidelity baffles in that they take a
thin sound, reverberate it, enrich it and enlarge it.

Professionals refer to the area between your eyebrows
and lower lip as the mask of the face. To achieve a beauti
ful, fully-balanced voice that projects, you must learn to
thrust your voice through that mask.

HOW TO REFOCUS YOUR VOICE

To get your voice into the mask, imagine a hole in the top of
your head about an inch in diameter. Projecting from that hoie,
picture a tube about 10 inches long. Now you're ready to begin.

These exerc

Exercise: As a practice selection, read this (from The

Rubaiyat of Omar Khayyam):

The Moving Finger writes; and, having writ,
Moves on: nor all your Piety nor Wit
Shall lure it back to cancel half a Line,
Nor all your Tears wash out a Word of it.

Recite the passage twice in quick succession into your re
corder. The first time, start with an easy breath, and say it the
way you normally would. The second time, instead of sending
your voice from your mouth, direct it from your throat, up past
your nose and eyes and thmst it through the imaginary tube. Try
to make each word ricochet forcefully off the ceiling.

On the second try, expect a 15 to 75 percent enrichment
of your voice. If you have a nasal twang, placing the voice
in the mask of the face wiil eliminate it in short order.

Caution: Don't strain! And don't be an eager beaver. These
are exercises, and any exercise that's overdone can have nega
tive effects. Begin by exercising for five minutes a day. Then,

in the second week, do 10 minutes daily. Twenty
minutes a day shouid be sufficient.

ises will help

you develop coordination

between what you want to say

and what you actually do say.

IMPROVING YOUR PRONUNCIATION

NATURE'S WAY

Why do French children speak
French? Why do Southerners

sound Southern? They learned
by listening.

If you aren't happy with your
regional accent, use nature's way

of improving. Listen to your news
casters in particular. They were all

taught to use standard American pronun
ciation. Read out loud from a newspaper or

news magazine. Pronounce the words the way your broad
caster did. Record yourself. Listen, then correct your pro
nunciation. You'll feel a little awkward at first, but with

practice it gets easier and more naturai.

Warning! As a result of these exercises, you're going to
sound better. But don't keep it to yourself. Bring the im
provements into your office and home, and don't feel self-

conscious or tempted to slip back into your old, bad habits
when your co-workers and family notice the change.

And they will notice a change. They'll hear a more
pleasant voice, and admire the initiative that it took to

create that voice. In fact, you'll probably get all sorts of
compliments.

By practicing these exercises, you'll be well on the road
to saying what you want to say the way you want to say it
at the time you want to say it. Like a professional, you'll
express yourself with style and grace. Q

Excerpted from The How-To of Great Speaking - Stage
Techniques to Tame Those Butterflies, by Hal Persons with
Lianne Mercer. (Austin: Black and Taylor Publishers, 1992).
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Continued from page 21

"Church was like my laboratory, my first actual public stage,
where 1 began to develop and practice my speaking powers with

more and more confidence. After a while, 1 got to where you
couldn't hardly hold me back," Jackson told The New Yorker in
1992. With King as his role model, he said he chose seminary
over law school to equip him for his plans to change society

"because it was broader, because it involved everything - poetry,
history, sociology, philosophy, the whole picture."

Nina Totenberg
This highly respected journalist was
chosen not so much for the way she

presents her information, but for how
she obtains it, checks it and analyzes

it, and for the far-reaching impact of

her carefully chosen words.

Totenberg's persistent and thorough reporting on legal
affairs for National Public Radio (NPR) and for television's

MacNeil Lehrer News Hour has earned her prestigious profes

sional awards. But most Toastmasters know her as the one

who "dropped the bomb" on Supreme Court Nominee
Clarence Thomas in October 1991, by unearthing a confi
dential affidavit charging sexual harassment by former em
ployee Anita Hill. Totenberg's reporting seriously endan
gered Thomas' nomination and exposed the Senate Judi
ciary Committee for failing to investigate the charges and
for pushing a candidate whose outstanding character was

supposed to cover for thin legal qualifications. The result
ing televised investigation of Hill's charges set viewing

records and prompted international discussion on the issue
of sexual harassment.

After almost 30 years as a reporter, Totenberg is one of the
most admired - and feared - reporters in the nation's capital.
Her investigative skills have led to frequent newsbreaks, which

often lead to criticism of the "shoot the messenger" nature.

This was especially apparent with the Thomas-Hill story, but
NPR's managing editor Bruce Drake came to her defense. In a

1992 Newsmakers interview, he said, "She's one of the best

reporters I've ever worked with in print or broadcast journal
ism. First of all, she works very hard at making contacts

around town. She knows everybody in Washington. So it's

very hard to keep anything from her. And she's an extremely
methodical reporter. She runs every angle into the ground.
It's combination of those things that result in a payoff."

Take the Anita Hill story, for example. Being typically
strict about substantiating her story, Totenberg spent months
gathering evidence before breaking the news. In the Febru

ary 1992 issue of Mirabella magazine, Totenberg explained

that the story wasn't simply a matter of an affidavit landing
on her desk by means of a mysterious leak:

"I'd heard rumors and then 1 started checking them. And
then 1 started checking Hill. And then 1 got a corroborative

witness... And then 1 got Hill's affidavit and then she agreed to

talk to me. So 1 had an interview and an affidavit and a

corroborative witness. And then 1 delayed the story essentially

a whole news cycle - one day - to get the Judiciary Committee's
reaction to why they hadn't looked into these stories."

In February 1993, Totenberg was subpoenaed by conser

vative senators in an attempt to force her to disclose the

identity of the Senate staff member who leaked the affida
vit to the media. However, the subpoenas failed to be

enforced by the Senate Rules Committee, and Totenberg
was spared a First Amendment battle from which she would
have been unlikely to back away.

At NPR, Totenberg enjoys plenty of prestige, but not
necessarily material rewards. Her salary is a fraction of the
earnings of her network colleagues; she doesn't even have

a private office or secretary. But in exchange she is given
plenty of airtime to showcase her reporting skills: the aver
age NPR spot is four and a half minutes, compared to the
45-second bites given to network correspondents.

Her calm but persistent voice, at once commanding and
soothing, can be heard on NPR's daily news shows. Morning
Edition and All Things Considered, as well as on Weekend

Edition. "She has a voice that people never tire of listening
to, a voice that says, "I have some bad news, but there's
nothing to worry about," one reporter commented in Vanity
Fair magazine.

'^Speak vividly. Think of the

narrative. Be funny where

possible. Don^t be long-winded.^^

Nina Totenberg

Not surprisingly, Totenberg considers the most impor
tant element of an effective speech to be "interesting infor
mation." Her advice to any speaker is, "Don't be long
winded." And what does she consider her greatest strength?
"Telling behind-the-scenes anecdotes."

It is clear that these five speakers have a lot to offer in
terms of communication and leadership skills. Toastmasters

International proudly salutes the Top Five Speakers of 1993
for their impact on the art of public speaking - Tony Robbins
and Harvey Mackay for their motivational messages, Mario
Cuomo and Jesse Jackson for their poetry, and Nina Totenberg
for her analytical fact finding. As Peggy Noonan has pointed
out, the person who learns how to make the most beanbags
dance will remain in the public eye. O

Suzanne Frey is manager of the Publications and Public
Relations Department at World Headquarters and serves as
editor of The Toastmaster magazine.
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IH
hall of fame

DTM

CongratulationstotheseToastmas-
ters who hove received the Distin

guished Toastmaster certificate,
Toostmosters International's high
est recognition.

Janice F. Baylis, 2230-F
Marsha James, 212-1
Kathy Collins, 499-3
Richard W. Moon, 4130-5
William P. Freeman, 4152-5
Hoi Slater, 5315-5
Dee Kristian, 2748-6

Bruce Trippet, 4701 -6
Michele lone Pierce, 4935-6
Keith Andre Hardy, 7548-6
Down M. Sursely, 9196-6
Irita J. Miller, 8511 -8
Kathleen R. Probasco, 7285-9
Darrell D. Grimes, 4081-11
George A. Gore, 242-13
Walter Zurowski, 3348-14
Marjorie Smith, 454-16
Lonnie Henderson, 2042-16
Mardo Dixon, 3383-16
Steven A. Van Dyke, 8727-20
Eileen Hooyberg, 1591-21
Lorraine S. McNish, 3767-21
Paul Hirmer, 1470-25
Earl W. Armstrong, 7502-25
Steven Hesprich, 8358-26
Douglas S. Jones, 1762-27
Van B. Cunningham, 2412-27
Rodger D. Baker, 4817-27
Rosemary E. Senneff, 5986-27
Bill Stull, 3533-33
Jack M. Anderson, 5575-33
Philip Raneri, 8487-33
Walter H. Long, 1152-36
Graham Leadbetter, 3039-36
Tom Johnson, 661 -37
James L. Price, 7679-37

Jon S. Greene, 5739-39

Arne Sampe, 9102-39
Cynthia Wright, 3258-41
Karen A. Egge, 3489-42
Judith R. Dola, 5330-42
Jim Powers, 8005-42

Alice M. Horrigan, 218-47
Gloria D. Kemp, 1066-47
John Michael Kavanagh, 1463-47
Theresa N. Waters, 2084-47
Mary Ellen Gillan, 2284-47
Peggy Dossey, 6690-47
Wayne L. Craft, 6690-47
Ernest H.S. Chen, 8455-51
Dan P. Gormley, 2243-56
Johnnie J. Salozar, 4984-56
Carol Hartland, 5047-56
Lynda L. Shaw, 5556-56
Velma P. Latmore, 5458-61

Barclay F. H. McMillan, 5789-61
Antoinette Renaud, 5842-61
Muriel Smith, 3814-69
Sally Rippingale, 3783-70
Nigel Mattison, 3593-72
B. T. Eddy, 113-74
John Bertram Lindsay Hopkins, 920-74
John Graham Joscelyne, 7740-74
Teodoro (Teddy) A. Papa, 4086-75

ATM Silver

Congratulations to tfieseToaslmas-
ters who have received the Able

Toastmaster Silver certificate of

achievement.

Delores Howe, 460-F
Vandye Joseph Forrester III, 280-1
Stephen Loeb, 2646-1
David J. Keen, 5144-2
Gloria Langston, 7137-2
Jay Fischer, 7137-2
Jean Miller, 5233-11
Glen F. Biesinger, 6470-15
Catherine Hiebler, 2884-18
Melanie Dharmagunaratne, 6572-25
Allan Grady, 2412-27
Jon J. Martindale, 5986-27
Jospeh H. Wissmann, 726-28
John Harrison Haw, 4335-37
Wayne E. Baughman, 1249-40
Thomas W. Tobin, 1066-47
William W. Lang, 5614-53
Ed Jones, 79-54
Tom Yang, 4762-57
John V. Stucko, 2836-62

ATM Bronze

Congratulations to theseloastmos-
ters who hove received the Able

Toastmaster Bronze certificate of

achievement.

Philip Guy Rochford, 5796-U
Jay Fischer, 7137-2
Francine Sample, 801 -3
Mary Lee Madison, 1918-3
Irma O. Perry, 3834-5
Susan Lee Navratil, 430-6
Harry H. Malvin, 7543-11
Marvin A. Allen, 4941-14
Merlin S. Swanson, 5845-19
Steven A. Van Dyke, 8727-20
Ruth Kraft, 2499-24
Heloise C. Bresley, 5468-24
Robert G. Powell, 3302-27
Ruth E. Phillips, 3614-27

Herbert N. Fowler, 8508-31
Patsy L. Wilson, 690-32
Richard F. P. Olson, 2780-35
William W. Franklin, 77-36
Robert O. Case Jr., 3456-40
Roberto. Rounsefell, 8317-43
David M. Wood, 5193-47
John W. Horch, 6221-48
David G. Nelson, 127-54
Krystyna Szawelski, 4460-57
Shelley Walker, 313-64
Martha L. Saxenmeyer, 2644-65
Bev Keesler, 2661-66
M. Helene Buckman, 880-70
Leonard Alan Newland, 2130-70
Mabel Nancy Mclntyre, 3047-72
Jan Martyn, 3185-72
Rodger Henry Whitley, 6944-72

ATM
Congratulations to these Toast-
masters who hove received the
Able Toastmaster certificate of
achievement.

Shinya Toda, 3162-U
Carolyn Quadt, 519-F
Garry Lee Hickman, 8735-F
Christopher M. J. Hopper, 1016-1
Earl Lee McDowell Jr., 5662-1
James B. Bukowski, 7091-1
Judith A. Hanson, 2889-2
Scott Jonas, 3491 -2

Jay Fischer, 7137-2
Richard J. Dyer, 7137-2
Donald E. Collins, 1715-3
Michael L. Cantor, 4770-3
Cynthia Kerford, 5072-3
Richard E. McMahon, 7982-3
David G. Robins, 4515-4
Diane Vaughn, 6044-4
Glen Norman, 8113-4
Gary Evans, 8266-4
Jonathan Frank, 3589-5
Charles A. Byrne, 7224-5
Donald Kramer, 134-6
C. Dwight Townes, 2140-6
Todd Richard Post, 2140-6
Allan Anderson, 4026-6
Shirley Lye, 4687-6
Clay De Forge, 364-7
Shelly Kaye Senter, 997-7
Cheri Shearer, 3964-7
Hanea El-hizawi, 7512-7
Dolores Raymond, 7637-7
Erwin Norris, 2842-8

Rodney D. Johnson, 993-9
Ernest Fowler, 4599-9
Tripp A. Broden, 2917-10
Alan M. Swenson, 4742-11
Lowell H. Bamford, 1043-12

Victorino "Vicky" Peralta, 4440-12
Timothy F. Mockesey, 266-14
Adrian M. Mallin, 4349-14
Willie D. Drain, 5405-14
Patricia J. Fiene-Voyna, 8352-14
Dale R. Javino, 8716-14
Emma L. Smith, 2439-15
Wayne L. Jeffs, 4846-15
Stephen Binsz, 1367-16
Gary Parker, 1566-16
Charles A. Lung, 1692-16
Earnie Gray, 4104-16
Niki Rae Carlisle, 4906-16
Roger D. McKinney, 6705-16
Joyce Putsche, 2269-17
Mary Haglund, 4880-17
William R. Ecker, 2077-18
Jean R. Toy, 2297-18
Barbara E. Green, 4614-18
Hughrine Dannette West, 7513-18
Vicki Manning, 8645-18
Michael E. Schertz, 9060-19
Lawrence Keenan, 5139-21
Eva S. G. Wieczorek, 6095-21
James T. Walker, 7262-21
John R. McLaughlin, 458-22
Richard N. Cercone, Jr., 4322-22
Elizobelle E. MacKenzie, 5228-22
Frances L. Brown, 955-24

Dorrita L. Helm, 5468-24
Marty W. Murphy, 1644-25
Robert D. Richardson, 6191 -25
D. LeAnn Skinner, 7104-25
Mary L. Taylor, 7789-25
Charles W. Houser, 4469-26
David H. Raab, 7162-26
Eldon J. Halingstad, 7162-26
Betty J.Taylor, 1765-27
Sherry C. Picciolo, 8858-27
David Kirk Palmer, 3851-29
Nancy N. Smiegowski, 2679-30
Antony D. Susai, 3503-30
Joe Anderson, 4789-30
Susan Lynn Hartung, 5004-30
Charles Newhall, 5242-31
Herbert N. Fowler, 8508-31
William F. Smith, 3704-32
Cheryl Brant, 1224-33
Agnes M. Knoblock, 4893-33
Ma. Del Socorro Langarica De Bravo,
5627-34

Rosemarie Mitchell, 1758-35
Gail P. Runnels, 4596-35
Nancy Sack, 4937-35
Kantila L. Kunwarji Gala, 1212-36
Roy F. Nelson, 1314-36
James L. Hall, 2157-36
Oceola Y. Briscoe, 3594-36
Lorry Lawhon, 6974-36
Daniel Thomas, 8642-36
Conrad Kinton, 439-37
Ronald M. Stewart, 4625-37
Margaret L. Williams, 1540-38
Filmore Richter, 2264-38
Joel Shupok, 4361 -38
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Robert Pochadt, 8892-38
Tony Bell, 8892-38
Morcia L. Sydor, 985-39
Floyd V. Cothron, 1390-39
Juliette PoHker, 1528-39
William G. Posztor, 2695-39
Susan Eftekhori, 3359-39
Kevin Woods, 4089-39
Teresa F. Finkley, 5728-39
Renate E. Daniels, 5739-39
Barbara I. Cooper, 6047-39
Melba L. Fryer, 6895-39
Howard L Caston, 1941-40
Larry E. McVey, 2120-40
Alvin L. Wittwer, 2949-40
Koki Theodore Asakura, 3718-40
Judy Shurkey, 4271 -40
Rita Souiek, 509-41
Muriel Gates, 5772-41
Ron G. Pederson, 1512-42
Dennis Burnside, 2382-42
Peter D. Shargool, 2882-42
Cheryl Kuzyk, 3146-42
Laurence W. Bader, 3296-42
Bonnie D. Crawford, 3489-42
V. Hawkins, 5921-42
Erika Washburn, 6901 -42
Mike Sutton, 6901 -42
Rose Mary Peel, 6901 -42
Vi Scott, 6901-42

Janet Morgan, 7318-42
Linda Haidway Adams, 243-43
Sarah Hughes, 211 -44
Sue Pardue, 1061-44
Joel A. Beesinger, 1145-44
Martha Gable Bland, 3165-44
Sandy Fortenberry, 6599-44
Richard J. Obyc, 7682-45
Paul F. Keber, 863-46
Jacqueline A. Rice-Valentine, 1012-46
Roxanne Jacoby, 2286-46
Dennis L. Hartenstine, 2895-46

Carlos Enrique Leon, 4229-46
Robert M. Pinchak, 4229-46
Linda Trignano, 5265-46
J. H. Cutcliffe, 546-47
Lemira H. Hinson, 1980-47

Selma C. Kahan, 2096-47
Theodore J. Mowen, Jr., 2582-47
Constance F. Ganci, 3001 -47

Florence Hirsch, 3001 -47
Albert Leon, 3003-47
Barbara L. Murray, 3397-47
Lloyd G. Miller, Jr., 3674-47
William P. Valentino, 3695-47
Gory Ferguson, 3771 -47
Joseph M. Guarine, 5547-47
Francisco Benitez, 5807-47

Ray Crozier, 6026-47
Camilla M. Venable, 6273-47
Cheryl A. Reynolds, 6273-47
Marie P. Berning, 8679-47
Jonathan T. Cung, 4181-48
Kenneth R. Sims, 4838-48
Lisa Mclntosh, 5732-48
Wanda J. Harper, 5732-48
William H. Stevenson, 6201-48
Ann Colvin, 8336-48
Tim Keck, 520-49
Maria J. "Jo" Farina, 4624-49
M. H. Muller, 147-52
Steven Holloway, 2900-52
James Wardell McAvoy, 919-53
Bernard E. Hrubala, 6613-53
Gene Hoffmann, 6983-53

James F. McLean, 8340-53

Donald Oest, 1196-54
John S. Froehling, 11 96-54
Joseph Tomich, 1196-54
Wendell W. Umborger, 1196-54
John Hutchins, 1711-54
Edward E. Slininger, 2068-54
Janeese S. Fuller, 3228-54
Curtis W. Maki, Jr., 3570-54
Becky Shaw, 5765-54
Samuel E. Sisk, 5765-54
Christine Fitzsimmons, 7253-54
Layna L. Lackey, 7253-54
James W. Morrison, 745-56

Niels A. Aolund, 745-56
Laurie Sherry, 944-56
William M. Stevens, 966-56
Harold Collins, 2048-56
Huskell Boring, 2892-56
Lelo M. Burgess, 2995-56
Mark D. Lee, 2995-56
Evelyn Albrecht Garland, 3116-56
Cathy L Harris, 3245-56
Sharon M. Sharp, 3439-56
Kurt H. Weger, 3730-56
Delores Delsing, 3731 -56
Charles William Long, 5047-56
Edna M. Robbins, 5166-56
William H. Weir, 5530-56
C.J. Bark, 6482-56
Leonard E. Pohler, 6701-56
Colleen Westmoreland, 8368-56
Brenda Dickerson, 9037-56
Lindy Sinclair, 635-57
Larry B. Heischman, 31 37-57
George White, 5500-57
Helen K. Nielsen, 9070-57
Rachel Harjes, 7150-58
Donald H. Souter, 7199-58
William C. Plumstead, 7785-58
Felix J. Forshtendiker, 312-60
Inge Wells, 2729-60
Ron Toivanen, 5425-60

Nancy McLean, 5692-60
Patricia Ann Marie Hills-Culp, 5712-60
Tim Bergman, 571 2-60
Douglas R. Stokes, 5961-60
Merv Courtney, 6494-60
Donald L. Giberson, 7976-60
Doug Walker, 8277-60
Tara Rishter, 8630-60
Rodrigue Leblanc, 721-61
Pierre Ferlond, 1261-61
George L. Richardson, 2827-61
Patrick M. Lynch, 3045-61
Louise Barbeau, 3679-61
Stephane Savard, 3679-61
Stu Higdon, 5458-61
Velma P. Latmore, 5458-61
Fran Doy, 5789-61
Ella M. Gibson, 1021-62
Ted Green, 1407-62
Arlene E. Roman, 5239-62
Cayetano D. Dous, 6188-62
Janet Wiedmayer, 8003-62
Kai Arthur Sorensen, 8535-62
Harry Tilford, III, 3753-63
Lamar Laws, 4253-63

James E. Erwin, 7130-63

Martha J.C. Hawk, 7989-63
Jovita Asuncion-Agpalza, 4729-6-
Sonya Farmer, 1498-65
George A. Reed, 1515-65
M. Carol Reed, 1515-65
Joyce Haines, 2993-65

D

Dorothy E. Latrogna, 4799-65
Edward Borkowski, 5473-65
Thelma M. Manley, 5659-65
Sharon A. Middleton, 6740-65
Vickie E. Crissell, 8360-65
Frank P. Connelly, 2661 -66
Naomi L. Weathers, 2661-66
Corbett L. Ourso, 3386-66
Ronald P. Sampley, 3423-66
Wanda C. Parnell, 3428-66
Grace E. Brown, 3431 -66

Rodney L. Wilson, 3633-66
Michael G. Monroy, 5037-66
David Carl McClees, 5099-66
Melton E. Beane, 5099-66
Sarah E. Ray, 5099-66
Charles P. Bennett, 5802-66
Joseph C. Harper, 6822-66
Bruce E. Boyd, 8108-66
Corey Potier, 234-68

ANNIVERSARIES

Golden West, 2427-39
Eloquentia, 3679-61
Hamilton, 1893-72

25 years

Real-Time Ambossadors, 1497-1
World Way, 2596-1
Mc Cook, 2888-24
Stag, 2908-53

20 years

Lunchtime Linguists, 1472-10
Windjammers East, 2530-30
Frankstan, 1851-73

1 5 yeors

Redeemer Speechmasters, 3630-36
Granite City, 2390-37
Sioux Volley Hospital, 1561 -41
Brookings, 3712-41
Narth Augusta, 2947-58
Tamatea, 1920-72

45 years 1 0 years

Twin Rivers, 667-42

40 years

Creston, 804-19

Anthony Wayne, 1380-28
Fremont, 1402-28

Comrose, 1432-42

Columbia, 1393-58
Main Street, 1407-62

Twin City, 1410-62
Richmond, 1397-66

35 years

Northwest, 2855-30

30 years

Fukuoko, 3405-U
Derbytown, 3688-11

Rose Hills, 1058-F
Rise and Shiners, 5341 -F
Wizards of Id's, 5338-6
Wayne Caunty, 295-10
Reserve Comment, 1842-14

Croig County Communicators, 3239-16
Johnston, 4605-19
Forbidden, 3984-21
Denton Toostmosters, 3055-25

Harbor, 1793-32
Mainstream, 2480-37

Parsons Brinckerhoff, 2223-46
Speokeosy, 5340-53
Dixon Area, 4113-54

Single, 5339-57
Inter-City, 1522-64
Link, 2848-65
P.M. Lockport, 5337-65
Limerick, 5342-71

ELIVER GREAT SPEECHES!
"Delivery is the final step to eloquence" -wiiiiam Safire

Develop great speeches with rhythm, flare and perfect timing using:
the Assist from PCvoice.

• PC-based portable digital voice recorder (IBM compatible).
• Easy to install and even easier to operate.
• Familiar cut, copy, paste voice editing commands.

• Includes Voice Organizer software (both DOS and Windows)

Special Toastmasters price $198, Free Fed-Ex Delivery!
Call today and receive your free Speech Writer's Instruction Manual

Phone 404-343-8201 Fax 404-442-3156. AMEX, VISA, M/C accepted.

PCvoice-
11205 Alpharetta Hwy. - Suite C-4 - Roswell, GA 30076



Board of Directors Issue/Pg
You Be the Judge
Debbie Horn Nov/14

TI Board Report: A Call for
Leadership May/20

Your 1993-94 Officer Candidates June/28

Your 1993-94 District Governors Aug/21

District Governor Directory Aug/30

Meet Neil Wilkinson, DTM Sept/24

Tl Board Report Nov/27

Club Meetings

On Becoming a l oastmaster
Ned Olmstead, CTM

Synergizing Your Club
Mary Keiffer

Toastmasters of Disability
Scott H. Lewis

Helping the loastmaster
of Disability
Sharon Lynn Campbell

Fellow Toastmasters and

Honored Guests

A. ]. Love, CTM

Issue/Pg

Jan/5

Jan/7

Feb/5

Feb/12

Feb/20

Membership Building ' Issue/Pg

Maximize Your Membership
Madeline L, Kaloides, ATM Jan/6

New Members Give Your

Club the Winning Edge Jan/13

Sponsor a Toastmasters Club
Colata "lady" Marian, ATM Jan/27

Start New Clubs the Easy Way
S.R. Dunn, DTM July/5

Taking Your Show on the Road
AI Cooper, CTM July/6

What's PR? July/8

Why Build Membership? July/12

Sharing the Frequency
Rebecca Mickey July/16

Unleash Your Club's Public

Relations Power!

Mitchell Friedman, DTM July/19

Getting the Word Out
Kay Presto, ATM July/22

5
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Keep Your Club Healthy
Pat Fox, ATM

We Hold These Truths
Dr. Ralph C. Smedley

Adding Energy and Ecstacy
to Club Elections
Kimberly Thackray, CTM

The Quest for Quality in
Toastmasters
Thomas Montalbo, DTM

Playing the Toastmasters Game
Jennifer LaFleur, CTM

Speaking on the Same
Wavelength
Frank Jongema, CTM

An Open Letter From Your
Club President
Bill McGraw, CTM

Your Next Speech
Steven Presar, CTM

On a Moment's Notice
Tom Hoyum

Perfect Attendance Makes
Perfect Sense
Frank Jongema, CTM

Moments of Truth
Thomas Montalbo, DTM

The Purpose of Speech Contests
Dr. Ralph C. Smedley

Experience your Worst Fear
in Toastmasters
Judith Price, DTM

Feb/22

April/5

April/22

May/16

May/28

July/15

Sept/5

Sept/19

Sept/21

Sept/22

Oct/16

Nov/5

Nov/6

Grow New Members With
Grassroots Publicity
Pamela Hegarty

A Matter of Growth
Frat7k D. Tehel, ATM

July/24

Oct/20

Filling Empty Seats
Pam Price, CTM Qct/22

Join the Circle
Joke Franklin, ATM-B Dec/14

1 Communication Issue/Pg

What To Do When You
Meet a Stutterer
James Stout Feb/6

Positive Images for Those
of Disability
Lydia Webster, ATM Feb/8

Eight Dangerous Assumptions
Speakers Make About Listeners
Kitty Watson & Larry Barker Feb/16

Understanding Cross-Gender
Misunderstanding
John Cadley March/8

Homemakers and Toastmasters:
A Perfect Match
Tarnra Orr May/5

Small Talk: Big Results
Richard C. Ensman, Jr. May/6

What Is Effective
Communication?
Jim Schnaedter, ATM June/5

12 Steps to Better Newsletters
Mike Drummond, CTM

As Editor, You Are Responsible
for Widows and Orphans
Kenneth T. Pawulski, CTM

Have Fun With Your
Club Newsletter
Ethel E. Keller, CTM

Gather All the News That's
Fit to Use

Members in the Line of Fire
Karen Joyce Bell, ATM

Beauty Is In the Ear of the Listener
Joanne Sherman

Sept/8

Sept/10

Sept/12

Sept/14

Oct/5

Dec/11

Famous Speakers Issue/Pg
Tecumseh: Voice of Resistance

Tom Laichas Jan/24
A King's Farewell

Janet Whitcomb Feb/24
Tommy Douglas: The Mouse

That Roared
Tom Laichas May/14

Mr. Churchill's American
Mentor
Thomas Montalbo, DTM Aug/16

Ben Franklin: Toastmaster
Ed Bliss Sept/16

Edmund Burke: Voice of
Liberty
Tom Laichas Oct/24
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John F. Kennedy: The
Neglected Voice
Tom Laichas

Meet the Outstanding
Speakers of 1993
Suzanne Frey

Humor

Why Humor?
Robert Orben

Silence of the Hams

John Kinde, DTM

Laughter Is the Best
Medicine

Diane Suchetka

Lessons from a Comedic

Legend
Gene Ferret

The Worth of Mirth

Joel Goodman, Ed.D

Spur On Your Wit
Stewart Marsh

Nov/22

Dec/16

Issue/Pg

March/6

March/12

March/14

March/16

March/24

March/20

Language & Speechwriting Issue/Pg

Building the Listener
Friendly Speech
Robert Keeler jan/11

Agents of Imagery
Dennis Kessinger, CTM March/5

It Tasted Good

Carol Richardson March/19

Colorful Language Beats
Audience Boredom

Charles Francis June/24

Put a Fresh Spin on an
Old Cliche

Henry Ehrlich June/22

Trippingly on the Tongue
Carol Richardson June/27

That's Incredible!

Joe Holmes, ATM Aug/8

It Takes More Than Just
a Speech
Dr. Ralph C. Smedley Aug/5

Become a Temporary Expert
Karen O'Connor Aug/14

Start at the End

John Ziemba Oct/6

Leadership Issue/Pg

Personal Ethics and the

Character of Society
Robert McGarvey May/24

Great Expectations
Richard G. Ensman, Jr. June/6

Creating a Top Team
Dr. Ken Blanchard June/8

Lincoln on Leadership
Donald T. Phillips June/11

Communication and

Leadership...Under Fire
Chris K. Ford, DTM Sept/6

Contestibus Blabbibus and

Hostages of the Contest
Charles A. Jones, CTM Nov/17

1 Personal Growth Issue/Pg

Mission Possible: Five Steps to Success
Marty Maskall, DTM Jan/8

How You Can Benefit from Self-Talk

Judith Pearson, DTM Jan/14

On Monday I'll Get Organized
Lauren R. Januz & Kim M. Magon Jan/16

Our Habits - Servant or Master?

Dr. Charles Dickson Jan/19

Saying "Yes!" to Life
Victor M. Parachin Jan/20

Be a Winner at Work

Charles Dickson, Ph.D June/14

Take a Chance

Dana LaMon, J.D., ATM, A.S. Nov/8

It's Possible: Secrets of a Champion
Otis Williams, CTM Nov/12

Failure is Never Final

Victor Parachin Nov/24

Of Winners and Losers

Joanne Sherman Nov/19

1 Speaking Techniques Issue/Pg

The Five L's of Speaking Success
Mike Ryan, Jr., CTM Jan/23

Lights! Camera! Memorization!
Peter Garland, CTM Feb/28

The Visual Factor

Bert Decker April/24

The Five Biggest Mistakes
Speakers Make
Vince Reardon, CTM May/29

And the Speaker Is...
David Roper June/16

Smell It, But Don't Swallow It
David Roper June/19

Hook'em, Hold'em and
Haul'em on Board

Allan M. Gathercoal July/28

What Should 1 Do With My Hands?
Thomas Leech Aug/6

Let Your Skills Do the Talking
Marty Morris, DTM Aug/11

Staged Right
Mard Naman Aug/24

Using the Overhead
Kathy A. Rogers Aug/27

Let Your Wrinkles Show

Allan Klein Dec/5

Why Pavarotti Speaks Sotto Voce
Patrick Mott Dec/6

Cordless in Virginia
Melissa Pellegrin Dec/8

Taking Care of Your Voice
Laveme A. Slavin Dec/12

Great Speaking Takes Muscle
Hal Persons and Lianne Mercer Dec/24

1 Miscellaneous Issue/Pg

The Toastmaster Turns 60!
Janet Whitcomb April/8

The Evolution of Toastmasters —

Education

Debbie Horn April/15

Your Vote Counts April/27

World Headquarters: Here to
Serve You May/8

1993 Golden Gavel Recipient:
Peter Legge May/22

Two States Recognize
"Toastmasters Week" May/13

In Memory of Past International
President Alex Smekta Aug/20

Australian Toastmaster Talks

His Way to World Record
Pixie Pagan, CTM Sept/27

Toronto: What a Feeling
Highlights of the 1993 Convention Oct/8

Delegates Pass 2 of 11 Proposals Oct/14

International Hall of Fame Oct/27

International Speech Contest Rules Nov/20

TO
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Showing Up Is Half the Battle
Lesley Smiley, CTM Feb/11

Lending a Helping Hand
Steven A. Bard, DTM April/6

Special Issues

Humor

Public Relations

Newsletters

Speech Contests

Issue/Pg

March

July

September

November
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essential tools help your Club easily present professional, efficient

meetings, making your meeting more enjoyable and informative for

your entire membership.

Lectern, Wood (foldable) #379 $ 55.00

Lectern Banner #235 $ 3.25

Gavel #375 $ 9.95

Meeting Excellence Video Cassette #2l6-V, #2l6-P $ 14.95

Club Officer Handbooks (set of 7) #1310-H $ 8.00

.Master Your Meetings #1312 $ 3.00

Table Topics Game, Stand Up & Speak #1316 $ 6.50

Table Topics Game, Stand Up & Speak II #1317 $ 6.50

Club Letterhead Stationery (set of 100) #351 $ 5.00

Envelopes (set of 100) #350 $ 5.00

Note Cards & Envelopes (set of 25) #352 $ 5.25

Invitation to Membership (set of 25) #348 $ 5.25

Charter Program Cover #97 $ .12

Place Mats (set of 25) #90 $ 3.00

Place Cards #96 $ .05

Large Place Cards #91 $ .12

ORDER TODAY
Mail to: Toastmasters International, P.O. Box 9052. Mission Viejo,
OA 92690 USA or call (714) 858-8255 or FAX to (714) 858-1207.

PAYMENT MUST ACCOMPANY ORDER

Q Enclosed Ls my check in the amount of $ tus. fundsi

0 Please charge my .MasterCard / Visa (cmciE onei

Card No..

Name.

Club No._

Address.

City _

Distria No. _

. State/Province ,

Country. .Zip.

. 379 ® S55.aO

. 235 ® $3.25

. 375 e $9.95

, 216-V @ $14.95

, 216-P @ $14.'95

,  1310-H @ S8.00

1312 0 $3.00

1316 0 $6.50

1317 0 $6.50

351 0 $5.00

350 0 $5.00

352 0 S5.25

348 0 S5.25

97 0 $.12

90 0 $3.00

96 0 $.05

91 0 $.12

Domestic Sliipping Prices

For ordeis shipped outside of the continental United Sutes estimate
Airmail at 30% of total, surface at 20% (minimum $1.50). Any excess
will be billed through your Club's account. Califorrtia residents add
7.75% sales tax, Canadian residents add 7% GST. See the Toastmasters

International Supply Catalog for complete descriptions of these items.

Order Total
Shipping
Charges

Shipping
Order Total Charges

$0.00 to $2.50 $1.10 35.01 to 50.00 5.80

2.51 to 5.00 2.05 •50.01 to 100.00 6.80

5.01 to 10.00 2.65 100.01 to 150,00 8.95

10.01 to 20.00 3.65 150,01 to 200.00 10.95

20.01 to 35.00 4.95 200.01 to —  Add 6%
of total price


