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You've probably heard the phrase "crisis in leadership" used regard

ing everything from the decline in international relations to corporate

failures and the breakdown of the traditional family structure. But,
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as well as to the group.
The Communication and Leadership manuals are so named because Toast-

masters realize that a good communicator also will be in demand as a leader.
This is inevitable. Dr. Smedley once said, "The well balanced, intelligent
speaker is the natural leader in any group of which he is a part."
Corporations spend millions of dollars each year grooming personnel for
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to help you realize your leadership potential and demonstrate your abilities
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How to Start an

Advanced Tocutmasters Club
Offer the best possible programs and opportunities.
BY DONN LE VIE, JR., ATM
hat do you do when you want suggestions for improvement.
Membership in the Houston Speakers
something different from a
Toastmasters meeting? How Forum requires a Toastmaster to have
do you seek out new challen a CTM at the time of application. Most
ges and growth opportunities of our members are close to attaining
for your communication skills? In ATM status and want an accelerated
Houston, Texas, there was only one speaking schedule to complete the remaming advanced speeches. In District
alternative available; the Greater
Houston Speakers Association, a local 56, our clubs are brimming with so
chapter of the National Speakers much talent that it's often difficult to
get a speaking slot at the home club,
Association.
This represented the other end of the especially if the speech requires twen
public speaking spectrum; members of ty to thirty minutes. The advanced club
this organization were already profes provides this extra forum.
An advanced club also allows sea
sional speakers, trainers and seminar
leaders. What we needed was something soned Toastmasters to get together
in between what our regular Toastmas regularly to exchange ideas on presen
ters meetings were providing and tations, evaluations and outside speak
what the Greater Houston Speakers ing engagements. Moreover, it keeps
Association had to offer. We formed
and advanced Toastmasters club: the

Houston Speakers Forum.
Based on our experience, here are
some things to consider in starting a
successful advanced club.

Why do I want to start one?
Before you actually sign up people,
it's a good idea to hold an organiza
tional meeting to determine the
amount of interest among members.
Attempt to identify the new club's pur
pose, the structure of club meetings,
the criteria for membership, and how
the advanced club will interact with

"regular" clubs in the division or
district.

In our case, we had some specific
issues to confront that would be accept
able to the majority of the member

ship. We knew that in order for an ad
vanced club to succeed, it had to pro
vide a different atmosphere for growth

than typically found in the home club
(all our members are dual members).
At the organizational meeting, many
people voiced a desire for evaluations
with more "substance"—with stronger
The Toasfmasier

the inter-divisional communication

channels flowing smoothly, since mem
bers may come from several different
divisons.

How do I get started?
Write to World Headquarters and
obtain the New Club kit. The require
ment that charter members can't be
dual members is waived since the ad

(such as an attorney,
speech therapist, uni
versity professor, pro
fessional speaker or
writer).
7:30-7:40

Intermission

7:40-8:40

Three speeches from
advanced Toastmas
ters manuals and eval

uations by individual
evaluators or an

evaluation panel.
8:40-9:00

Business meeting, an

nouncements, agenda
for next meeting.
We don't conduct a Table Topics ses
sion, nor do we use an Ah Counter/
Grammarian, General Evaluator, or

vote for Best Speaker. Since these
functions are all performed at home
clubs, the emphasis is on promoting
the development of advanced public
oration and discourse skills. We do,

however, time all members' speeches
according to requirements and we
assign a Toastmaster to conduct the

vanced club falls under the category of evening's meeting.
"Special Clubs." Much of the material
you'll receive is more appropriate for How often should we meet?
chartering a club with brand new
Again, this must be determined by
members since Advanced Toastmasters the club, but I can offer some guide
Club materials do not exist. But we lines that have proven successful with
have been able to put practically all the Houston Speakers Forum.
Since our advanced club members all
material to use in one way or another.
Fill out the paperwork, send it to belong to other Toastmasters clubs, it
World Headquarters and you are on was important that we struck a balance
your way.
between meeting frequency and main
taining member interest and attend
What kind of format should I follow? ance. We finally decided to meet twice
That will depend on the needs of a month and our attendance has aver
members. Houston Speakers Forum aged seventeen members a meeting.
Those who have experienced start
meetings follow this format:
ing new Toastmasters clubs know the
7-7:30 p.m. Special presentation by hard work involved. Starting an ad
an outside speaker

vanced club is no different. To make

the task easier, make sure to present $50 for renting rooms. On the contract,
quality programming and unique I simply crossed this figure out and
educational sessions. As an added replaced it with "$25." The hotel ac
bonus, you might consider announc cepted the amended contract. You
ing outside speaking opportunities for won't know what you can do unless
members. Try to motivate members to you try it.
attend club meetings by offering the
best programs and opportunities
Do we still use the CMP?
possible.
We use the Club Management Plan,
but not to compete for Distinguished
What about meeting facilities?
Finding a meeting room for free can Club recognition. Our emphasis is on
be like the search for the Holy Grail. different areas. For example, the pri
If you meet at a restaurant, you pro mary concern of our members is to
bably have to make sure everyone
buys a meal in order to use the room
without charge. Try to avoid this—
costs can keep members from attend
ing, and the club will be responsible for

complete requirements for ATM, ATM
Bronze and ATM Silver as well as

fulfilling any prerequisites for DTM
status. We don't conduct Speechcraft,
Youth Leadership or Communication
and Leadership modules. We do, how
ever, pass requests for such programs
on to our home clubs where the CMP

points are better utilized. If one of our
members needs a Speechcraft credit,
we try to determine if that person's
club would like to handle it. This

works out great.
Continued on page 10

the difference between the number of

JOKES IIP SPEAKERS!

meals ordered and that guaranteed.

For Toastmasters, Business Executives, Club Officers,

We meet at a hotel located close to

Banqueteers, or anyone who has to talk.

most members. When negotiating with
the catering manager, we emphasized

An up-to-the-minute Topical Joke-Bulletin with approximately 100 funny

that this was a new club and we need

writers. A great source of fresh professional material to humorize your
speech for any audience; any occasion. Current issue; $8.50.

ed a meeting-by-meeting contract un
til we became firmly established. We

one-liners, stories and roast lines. Created by top Hollywood comedy

Our 16th Year. Send check or M.O. to:

were offered a ballroom but the cater

ing contract specified guaranteeing
twenty meals. If you run into this prolv
lem, don't worry, because everything
is negotiable. 1 simply crossed out the
"twenty" on the contract and wrote
"fifteen" above it. 1 requested a fullsize lectern, a notice stating "Welcome
Houston Speakers Forum Toastmasters"
to be placed on the marquee outside
the hotel entrance, and a guarantee
that the hotel wouldn't schedule any
potentially disruptive group or

JOKES UN-LTD.
8033 Sunset Blvd., Dept. 0-8, Hollywood, CA 90046

club, sales and

political nneetings
SURE NEED HUMOR!

meeting next to our meeting room.

YOU DON'T NEED THIS

...7/ you are perfect
The answer to a busy
professional's prayer:

Personal &
Professional
Growth —

They agreed to all conditions.
Arrange for the hotel to schedule
your meeting room next to an empty
room if possible. Establishing an at
mosphere conducive to speaking and
listening means attempting to have

SEND FOR

some control over outside noise. Our

THIS BOOK

htASTERDAYTO-DAY

In Privacy

COMPLEXITIES
EXERCISES 7D IMPROVE

IF YOU'RE

INVOLVED,

BE A BLUE CHIP'

COMMUNICATION

PERFORMER

SKILLS

4"'

very first meeting was held in a

MEMORY

J-.-

CONCENTRATION

restaurant that assured us that we
ATTITUDE

wouldn't hear the band. Just as I rose

to speak, the jazz band started to play
and practically blew the doors off our
meeting room. We learned to get all
such guarantees in writing.
At another meeting, an auto racing
club was holding a small convention
next door, and the noise from their rac

ing videotapes interfered with our
meeting. We mentioned this to the
catering manager(we had our guaran
tee in writing this time) and an adjust

CREATIVE lOWERS
•

"UNACCUSTOMED AS I AM"
. . . gives you 238 pages of good, current humor
Indexed for easy use. A bonanza for busy chair
men and editors. Good readina for anyone with
a sense of humor.

was made. We haven't had any prob

POWER

INTUITIVELY

Pointed material to fit any occasion compiled
by the International President of a world-wide
service club for his own personal use.

Second Prirning.
Send Check for t7.95plus k.95 Mailing or your
MosterCharge'Vlsa number, Indiana odd 4%Tax.

CAREER COMPATIBLE CASSETTES

For further information call:
T.A.C.T. WORKSHOPS

ment on the bill for the meeting room
lems since.

TAP INTO
YOUR
PERSONAL

THE LORU COMPANY
R0.B0X396,NCIf!TH WEBSTER,INDIANA 46555

11 Read Ct., Newton Center, MA 02159
(617) 244-2274 (Massachusetts)

The hotel where we meet charges
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depend on you, conflict and tension

Prescription

are inevitable.
Since friction is unavoidable in rela

tionships, the challenge really is how
to deal with it. Good problem-solving
skills are a valuable asset, but it's even

better to prevent problems from occuring. Fire prevention is better than
rushing to quench the latest blaze.
Learning to recognize potential prob
lems, therefore, is the key to effective
interpersonal communication. Follow
ing are some common communication

For Conflict

barriers:

BY MIKE LEFAN
• Tunnel Vision

Most of us evaluate everything from
our own particular perspectives. An
accountant thinks like an accountant,

a carpenter thinks like a carpenter, a
parent thinks like a parent. We all
think and perceive within the frame
work of our own field of experience.

r : i.;
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• Preconceived Ideas
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"You can't tell a book by its cover,"
advises the old saying—but we usual
ly try to, anyway. First impressions are
lasting—and they're often wrong. Yet,
when an idea gets into our heads, it's
hard to change it, and we end up in
"tug of war" battles with other people.
• Territorial Instinct

Many animals mark a territory with
their scents and then seek to drive out

«. r » M

Ik«

any intruders. Humans do that, too.
We're protective of our ideas, our jobs
and our attitudes. We become jealous
and try to chase away intruders—real
or imagined—and are always ready to
protect what we perceive to be our
territory.

• Wearing Sunglasses Indoors
Whether you want to dirty your

An ounce of

ppovonlion is
than a poimil of euro.
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he absence of tension in

hands with it or not, the truth is that

"politics" is a reality we all must con
tend with. Because people's expecta
tions, goals and ethics conflict, a cer
tain amount of politicking is inevitable.
You can try to wear "emotional sun
sultant and member of the American glasses" indoors to maintain your
"cool" image, but then you'll be blind
Psychological Association.
Tension and conflict occur wherever to what's happening in the shadows—
people interact. Tension doesn't occur and what you don't know can hurt you.
To some extent, these problems are
where people don't affect each other,
and interaction, after all, suggests preventable. But before you get the
mutual dependence. If you don't have idea that somewhere in your pilgrimage
expectations of a person, you're not you'll gain the ability to be totally fair,
going to have conflict. But when you stable and judicious—be warned: It's
depend on people, and when people not going to happen. Dealing with
an organization, as in a
human being, is not a
sign of happiness; it is a
sign of death," wrote
James J. Cribbin, a management con

T

"people problems" is a lifelong learn Be of One Mind
ing process, and no family, company,
That's the instruction of the apostle
club or person will ever be 100 percent Paul to a church mentioned in the
wise and fair. Somebody or something Bible—a church that was having inter
is forever throwing the proverbial nal problems. He didn't tell them all
monkey wrench into things. But if you to think alike, but rather to be "of one
feel that you're ambushed by circum mind." That means to be united in
stances more often than the laws of goals and in the willingness to work
probability would allow, then take together.
some preventive medicine.
Don't concentrate on jockeying for
John C. Talbot, a private consultant the limelight. In fact, do what you can
on interpersonal communication, has to make others look good. Whether it's
written that "effective management of your family, employer, club or soci
conflict between persons or groups re ety, seek to advance your group's best
quires recognition that the problem interests. If you're accomplishing
isn't the particular point of contention anything worthwhile, people will notice.
seen by the parties in conflict; the real
Of course, some problems aren't so
problem is the relationship between much interpersonal as they are sys
the parties."
temic. These problems result from the
In other words, the problem isn't nature of the group itself, and can also
labor versus management, husband often be prevented.
versus wife or parent versus child.
Those are just labels—they're imper Know Your Organization
sonal and can't interact. The real
Learn what the organizational chart
dilemma is the relationship between says—and then find out how the group
people who depend on each other in really works. Who are the real movers
various ways.

If you're serious about improving
skills to prevent conflict, you must pay
attention to certain pivotal areas:
• Make a mental note of what really
grabs the attention of those you're in
relationships with and what turns
them off.
• Understand the kind of behavior

that's subtly rewarded or punished.
• Use these insights to guide your ac
tions and be willing to evaluate them
on an ongoing basis.
Consider these strategies for handling
people-related problems:

group's inner workings, cliques, chan
nels or other unofficial rules that move

things along from day to day. Realize
that if you break certain internal
taboos, you've had it. Without sacrific
ing your principles, you must remember
the adage "When in Rome, do as the
Romans do."

Develop the ability to hear what's
said—and what's not said. After all,
forewarned is forearmed.
Paddle Your Own Boat

If you don't paddle your own boat,
nobody will. But be careful about mak
ing waves so high that you swamp
somebody else's boat. Strive for a har
monious blending of group and per
sonal ambitions.

Conflicts and tension may be in
evitable within any group, but your at
titude towards others in a conflict can

go a long way toward keeping relation
ships harmonious and productive. HI

Mike LeFan, of Temple, Texas, writes
a syndicated newspaper coJumn,"More
For Your Money."He is the author of
Learn to take advantage of any a book called Shopping Texas by Mail.

and shakers? Who is allied with
whom? This is valuable information.

A Wise Apppoacli to Conflict
BY MIKE LEFAN

The way you handle conflicts depends a lot on how you look at life.
If you have an authoritarian approach, you'll seek to resolve conflict in
terms of power struggle. In that case, the person with the greatest power
wins. That's simple, direct—and abusive. It creates winners and losers,
and the losers tend to resent the winners.

Work with People As They Are

"Quick sensitiveness is inseparable
from a ready understanding," wrote
Joseph Addison, the 18th century Eng
lish essayist. Learn the limits of peo
ple's perspectives. Empathize with what
they seek to protect. Get a glimpse of
their prejudices. Note their position in
the power structure. Be understanding
of the emotional need to "save face"

or look good.

Most of us have a hard time accep
ting people the way they are—we try
to influence them into becoming what
we want them to be. But nobody takes
kindly to the notion of having to change
to meet someone else's ideal. Each of

us is unique, and you're wise if you
appreciate that this individuality is a
strength.

The wisest strategy in a conflict is to look for a 'win-win' solution. Try
to let everybody win a little.

Another attitude toward conflict is 'rather switch than fight.' People with
this approach choose to do anything in their power—change jobs, mar
riage partners or friends— rather than face unpleasant situations. Unfor
tunately, the real problem often travels with us. Fleeing from conflict denies
our potential for growth.
You can also view conflict as an inherent part of all interpersonal rela
tionships, a challenge to be worked through. This attitude is more realistic,

since conflict is intrinsic to relationships. Achieving this frame of mind
requires an acceptance of responsibility.
The Japanese people have nurtured and capitalized on this approach.
They've learned a valuable lesson about developing team spirit laced with
personal excellence.
The question isn't whether we'll have conflicts or not. The real challenge
is, what will our attitude be in conflict? Do we simply want to end up with
winners and losers, or do we want to develop ways for the group to achieve
its greatest good, while encouraging each individual to advance as well?
Your approach to conflict will make the difference.

¥ebruary 1988 7

mm

EADEP5HIP
An Elusive Quoiiry
mf

/

BY PETER CRABTREE, DIM

Whatdif erentiates a boss from a leader?
Theodore Roosevelt once said, "The

leader works in the open, the boss in
covert. The leader leads, and the boss drives."

As a leader, you must be able to set goals and

priorities, plan, make decisions, manage time and
resources, and be a good listener. These skills can
all be learned. Skills make you "successful"—you
get things done.
But to be "effective"—that is, to get things done
and satisfy the needs of the people you are
leading—you need certain other characteristics;
these qualities are intangible, and can be learned
not in the classroom but only in the workplace of
life.
British author Gilbert K. Chesterton once

remarked that if he were to run a boarding house,
he would be more interested in the philosophies
of the residents than in their incomes. If the

residents had the right philosophy, Chesterton
would be sure of getting the rent. If they had the
wrong philosophy, he might never be paid, no
matter how much money they earned;they would
lack the intrinsic integrity that would make them
meet their responsibilities.
The leader is like the boarder with the right
philosophy—the philosophy that comes from
treating people with respect, and from meeting
commitments. Leadership qualities have to be
developed.They cannot be learned in the way that
skills can be learned. Let's look at five of these

qualities:
1. Desire to lead by being out in front
You are not afraid to be in the spotlight. You
have a vision of the future. Your inner force drives

you to lead fearlessly, despite being in the firing
line of people's abuse, mockery or direct op
position.
6
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"The best leader doesn't say much,
but what he says carries weight.
When he is finished with his work,

the people say 'It happened naturally.'"
Lao-Tzu, Chinese philosopher, circa 550 B.C.

Every day we meet opportunities to be out in
front. But if we ask ourselves "what will my
friends think?" or "will I be liked?" the chance
to lead is lost. Winston Churchill was not afraid

to be out in front. Long before World War II broke
out, he was warning ofthe dangers of Hitler's am
bitions and the growth of Nazi Germany. He was
ridiculedby many for his "war-mongering," and
was only vindicated years later when the war
came.

B

'e

treme,there are the cases where the improvement

people,

the other person'simprovement will have no im
pact on us; and at the other extreme are the cases
where we may appear to be threatened by the

sensitive

improvement.

to

criticism
2. Strength to stand alone
Do you know when you're right? I'm not refer
ring to stubbornness that refuses to acknowledge
error. I'm talking about a sincere confidence that
your vision, your decision on an issue, is the on

ly way to go. When you are in that position, you
have no concerns for the barbs of the non-

believers. You endure the insults, the mockery
and the skepticism because all your efforts are
directed toward your goal.
Mahatma Gandhi had this confidence. When

the young lawyer went to South Africa, he was
appalled by the injustices that were practiced
there against the non-whites—they had to carry
identification papers,could not travel in the same
part of a train as the whites, and could not move
about freely in their own country.
Gandhi began a campaign of passive resistance
in Africa,later continued in India against the pass
books, the obligation to buy English-made
clothing and the ban on Indians producing their
own salt. He was able to endure incredible

physical and mental abuse because he had the in
ner confidence of knowing that truth and justice
would ultimately prevail.

readily, let's think for a moment of the situations
in which we have a choice to make. At one ex

open to

John Brown stood out in front with his fervent

belief that slavery was evil. He was prepared to
give his life for this belief, and indeed did give his
life. He played his role in the movement that
ultimately led to the abolition of slavery.

4. Desire to help others grow
Do you find real pleasure in assisting others to
improve themselves?
Before responding "yes" to this question too

and

will benefit us; in the middle are situations where

As a leader, you don't consider the effect the
other person's improvement will have on
yourself. You have the self-confidence to know
that you can never be threatened by a friend, ac
quaintance or peer gaining more knowledge or ex
pertise. You're well aware that you can only
benefitfrom the improvement of anyone you can
assist.

willing
to

change.

In his book See You A t The Top,Zig Ziglar tells

a story that illustrates how hard this can be in prac
tice: "There was an old man sitting in the
cathedral, playing the organ.It was the end of the
day and the setting sun shining through the
beautiful stained glass windows gave the old man
an angelic appearance. He was a skilled organist
playing sad and melancholy songs because he
knew that he was going to be replaced by a
younger man.

"At dusk, the young man rather brusquely
stepped in the back door of the cathedral. The old
man saw him enter, removed the key from the
organ, put it in his pocket and slowly made his
way to the back of the cathedral. As the old man
was about to pass the younger man, he paused
for a moment, took the key from his pocket and
said,'You will need this."'The yoimg man walked
hurriedly to the organ, sat down on the bench,
inserted the key and started to play.The old man
had played beautifully and skillfully, but the
young man played with sheer genius. Music such
as the world had never known came from the

3. Understanding people's needs

As a leader you are sensitive to the feelings,
responsibilities and needs of the people you lead.
After all, you share the same feelings. Taking in
to account the points of view of your followers re
quires extra strength,because to do so often makes

organ. It filled the cathedral, the town and even
the countryside.
"This was the world's first exposure to the
music of Johann Sebastian Bach. The old man,

with tears streaming from his eyes,said to himself,

the decisions harder to reach.

'Suppose,just suppose I had not given the master
the key.'"

In his book Leadership, James J. Cribben sums
up the importance of this characteristic in a series

5. Recognizing your own fallibility

of questions:"Do you believe your subordinates
are essentially good? More good than bad? In
finitely perfectible? Bound by heredity and en
vironment? Capable of being programmed in a
predictable manner? Capable of learning, growth

This may be the mostelusive quality of them all.
Many people have achieved greatness, only to
lose it because of arrogance: Julius Caesar for be
ing aloof from the people; Napoleon for believ
ing he could conquer the Russian winter; Richard
Nixon for assuming he was above the law.

and self-fulfillment? Self-determining and ac
countable for their behavior? Honest answers to

these questions, singly and in combination, are

How difficult it is for us to recognize our own
mistakes, and then to acknowledge them and use

far more important ingredients of effective leader
ship than techniques are."

Continued on page 10
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LEADERSHIP

Continued from page 9

The key point is that leadership is not
a skill, at least not in the sense that com

munication, delegation, planning and
them for making making better deci listening are skills. The latter can be
sions. Michael Maccoby, in his book taught to us by others from outside our
The Leader, says, "Only the most selves, and we can take them in and
secure leaders with deep-rooted values learn from them. We then return them
of human development can open to society in the same(or similar)form.
themselves to criticism and make use
Using them make us managers.
of it while in a position of power."
On the other hand,leadership has to
What can we do to prevent our ego be generated from within us. Certainly
from being the instrument of our down we can make use of the skills, but we
fall? The direction is clear, but hard to overlay them with understanding for
follow; be open to criticism, sensitive to people—it's much like eating our food
people, and willing to change. For we and converting it inside ourselves into
are all human—only God is infallible. the energy that is displayed through our

described are based not on classroom

skills but on the belief that people are
more important than things or results.
Toastmasters is an excellent organiza
tion in which to foster these qualities
because it is a volunteer organization.
No one tells us to do anything. Our

Nothing says that you have to have
a title—captain, president, governor—
to be a successful leader. If you bring
the qualities you build in Toastmasters
into your daily tasks as manager,super
visor or group leader, you'll no longer
just be "successful"—you will become
"effective." In short, you will become
a better leader.

Toastmasters leaders have to think of

their followers and meet their needs, or

nothing will happen.

contest.

It's a great feeling to have members
such as these who live up to their com
mitments with club involvement. As

the first president of the Houston
Speakers Forum, I've yet to hear an ex
cuse from any of the members when
asked to participate at the next meeting.
What are the officers' duties?

Some of our club officers' respon
sibilities are a little different from those

President - usual functions
V.P. Education - Educational Pro

gramming Coordinator—coordinates

educational programs; responsible for
monitoring members' progress; sub
mits monthly educational article to
newsletter.

V.P. Administration - Outside Speech
Coordinator—arranges for outside
speakers to present informative topics
Peter Crabtree, DTM,
on all aspects of effective verbal com
|ij

a Toastmastersince

1972,is a member of
Oakville Toastmasters
Out 2245-60in Oak

A Top Ten Tool

second annual tri-divisional debate

of an ordinary club.

activity.

Leadership—generated from within.
The qualities of leadership 1 have

station to see if they would be in
terested in televising several of our
meetings, or perhaps the upcoming

ville, Ontario, Can

For Your Club's

ada. A former District

Personal Computer

Governor, he also
was a member of
ToastmastersInternationalBoard ofDirec
torsin 1^4-1986. Heis director ofHuman

Resources for Ontario's Ministry of
Environment.

munication; also announces outside

speaking engagements available to
members.

Publicity Coordinator - Assistant to
V.P. Administration—responsible for
press releases announcing club events,
and public service announcements for
radio and television.

Secretary/Treasurer -usual functions
Sergeant at Arms - usual functions

Parliamentarian - provides guidance
on correct usage of Roberts Rules of
Order.

Bulletin Editor - usual functions
ADVANCED CLUB

Meeting schedules and agendas.
Education planning. Club Manage
ment Plan, Member Progress charts.
Reminder letters. Guest Status,

Guest letters. Mailing list. Letters,
Year end status. Checkbook,

Dozens of reports. Club History,
Plus much much more ...

There you have it. I hope the lessons
learned by us along the way will help
you plan for the successful organiza

We welcome all guests and especial tion of an advanced Toastmasters club.
ly try to recruit new CTMs. Any guests It may be just the "shot in the arm"
you need to accelerate attainment of
new to Toastmasters are directed and
encouraged to join the club that best the ATM, ATM Bronze, ATM Silver or
[T]
fits their schedule and geographic loca DTM award.

workalike with 380K RAM,Two

tion. 1 guess we act as a sort of
Toastmaster "steeringhouse."
One of the great things about an ad

floppy disk or one hard disk.

vanced Toastmasters club is the ex

ATM, President of

tended networking that takes place

Houston Speakers

with committed members from differ

Forum Club 6514-56

Requires: IBM/PC/XT/AT or

See September 1986 issue of
Toastmaster Magazine which describes
the personal computer tool as it was
used to make Top 10.

ent divisions. Several weeks ago, it
came to our attention that a new public

Send $42.00 for four disk set to
ATC,804 Jordan Lane,
Huntsville, Alabama 35816.

soon go on the air and that it was look
ing for programming. Being seasoned

Satisfaction Guaranteed.

Toastmasters (which means we make

(205)895-9187
10

Continued from page 5

The Toastmaster

access cable television channel would

Donn Le Vie, Jr.,

and Area Governor,

f

is a former geologist,
oceanographer and
Mission Specialist
Candidate bx NASA's

Space Shuttle Program. He writes and
opportunities happen), we thought it speaks on communication and conducts
would be a good idea to contact the writing seminars around the country.
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Appreciate Your Audience

Irecently heard a story about a

speaker who appeared for his
performance and found only one
person in the audience. The old
"show must go on" adage pre
vailed and he began his presentation.
He soon surrendered, though, because
his listener wasn't even listening; he
was reading a magazine.

BY GENE FERRET

You can have an
audience without a

speaker, but you can't
have a speaker without
an audience.

The speaker said, "This is kind of
silly. Why don't I just send you a copy
of my speech so you can read it at your
leisure and I can go home?" The man

the lectern under all the lights. The
speaker is the one whose picture is in

in the audience shook his head. The

the program. Why is the audience sud

speaker had to continue.
It got no better. He finally pleaded

denly supreme?

with the man to let him end his

Feedback
The first reason the audience is so

speech. Again, the suggestion was
rejected.
Finally, the speaker asked,"Why are
you doing this to me? Why force me to
go on when you're the only person in
the audience? The gentleman replied,
"Because I'm the next speaker."
This is a funny story with a serious
point. You can have an audience
without a speaker, but you can't have
a speaker without an audience.
I remember attending a service club
meeting once when the program chair
man said, "Our next speaker needs no
introduction. He didn't show up." The
meeting continued. But no speaker
would continue if the audience didn't

show up.
The audience is tremendously im

valuable to us is because, to put it

bluntly, it feeds our egos. We stand up
and speak because we want to be
heard. We tell a joke or story because
we expect to get laughs. We finish with
a strong ending because we like to step
away from the microphone to the
sound of applause. Most of us relish

response is indifferent, the speaker has
only himself and his presentation to
blame. The jury's verdict is that the
performance needs fine-tuning.
Inspiration
In addition to offering feedback, the
folks in the hall provide encourage
ment and inspiration, and actually
become a part of the delivery. I do a
lot of comedy in my presentations. It's

prepared and practiced, but I do it
slightly differently each time. Why?
Because I'm responding to my au
dience. They actually regulate my
delivery.
Most comedians wouldn't perform
without a live audience. With televi

sion's technical advances they could,
but they won't. An audience is a
crucial part of a comedy performance.
Another reason performers need a
public is that the audience determines
our success. We receive instant gratifi
cation by applause or cheers, but the
more lasting effect is when listeners teU

that attention and there's nothing

those who missed our lecture, "You

wrong with that. It's precisely this ad
featured George Burns as performer

really should have been there. The lun
cheon speaker was great." We become
stars when they tell the program chair
man how much they enjoyed our pre

and Bob Hope as emcee. Burns did

sentation.

diction that makes for great entertainers.
I once wrote for a benefit show that

I'm always amused to read about
celebrities who don't give autographs
at the time. Afterward, Hope said, or who hate the public. The public

almost an hour of comedy, dancing

and singing. He was about 89 years old

tors and a whole bunch of other folks.

buys the tickets. A star can demand
outrageous fees only if people will
repay that with their attendance.
Naturally, celebrities don't owe the
public their entire private lives, but
audience.
Bob Hope was scheduled to take a they—and speakers, too—do owe
CD
quiet, week-long vacation just to relax "fans" some gratitude.
and do a little fishing. He came home
early. I asked him why. He told me,

Rarely have I heard people thank their

"I came home when I found out that

Gene Ferret, a com

audiences.
I believe that no one will ever

trout can't applaud."
Craving that response is not only
normal; it's healthy. But you can't ap

edy writer for such
famous performers
as Bob Hope,Phyllis

"George, how can you work that hard
at your age?" Burns said, "I couldn't
do it. Bob, if I wasn't getting laughs."
should fear the audience, but all They all love the response of the

portant to any lecturer, but especially
to anyone doing humor. No speaker
should respect it.
I've listened to many platform per
formers receive awards, honors and

testimoruals. They all thank their men

become a polished platform performer
Diller and Carol
without recognizing, respecting and plaud yourself and you'll feel silly if
Burnett, spoke at
appreciating the impact of the listeners. you're the only one laughing at your
Toastmasters 1986
Why place so much emphasis on the own jokes. You need the audience and
International Con
contribution of the people in the audi its feedback.
The audience is like a jury. If the vention. Mr. Ferret's column on humor
torium? After all, the speaker is the one
with the microphone and the notes. response is warm and enthusiastic, the and speaking appears bimonthly in
The speaker is the one who stands at speaker absorbs it and glows. If the The Toastmaster.
February 1988
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The Key to Audience Behavior
BY KATHERINE HANLEY

have different "listening styles." Based
on research conducted by psychiatrist
Carl Jung and refined by many later
studies, the notion of personality types
is today receiving attention in many
areas. Its value for speakers is con
siderable since a good presenter

<

\

At the end of a party an
extrovert will say with
regret, "the party's

Asevery Toastmaster knows,
developing rapport with an
audience is viti to the suc
cess of a presentation. There
are many ways by which

over," and look for this rapport may be achieved; the most

somewhere else to go.
An introvert wUl say
with relief, "the party's
over," and happily head

valuable and widely used tools are the
use of humor, personal anecdotes or
incidents connected with the location

of the presentation.
In order to develop rapport with
people, you need to know something
home. about them. What do you and they
have in common? How might they be
expected to react? What are their
preferences and interests? Sometimes
this preparation requires research or
interaction with a contact person.

prepares with as much information as

possible. Basic to the study of per
sonality types is the principle that at a
very young age (some say infancy),
people develop either an extroverted
or introverted perspective. These terms
have become fairly commonplace al
though they're often misused. What
do they signify for the Toastmaster?
Extroverts make up about 75 percent
of the population. These persons are
"turned on" by the world around
them. They are apt to be sociable,
talkative, at home in groups and at
ease in discussions. Highly extroverted
persons may enjoy performing and
might do well at social events (some

are born storytellers). They're often
assertive and spontaneous and are fre
quently perceived by others as being
well-rounded. This is not to say that
extroverts aren't shy; only that they
tend to develop public skills with more
ease than do introverts. The key fac
tor is not so much how they behave,
but how they perceive the world or a
speaker—you, for instance.
In contrast, introverts are more

"turned on" by their own inner world.
These people, about 25 percent of the
population, internalize their percep

tions of reality and are in many ways
the opposite of extroverts. They tend
to be less sociable, less apt to assert
themselves, more contemplative and
more apt to think before they speak.
There are a few secrets, however, For example, at the end of a party an
which characterize any group of extrovert will say with regret, "the par
listeners. A good Toastmaster, possess ty's over," and look for somewhere
ing these secrets, can adapt his or her else to go. An introvert will say with
delivery to suit the audience.
relief,"the party's over," and happi
One secret is the fact that people ly head home.
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Are You an Intpovopt?
BY KATHERINE HANLEY

Shades of Gray
Both of these characteristics are, of

course, manifested in degrees: Some
one may be strongly introverted or
moderately extroverted. The preference
may also fluctuate with mood and
undergo a shift with age.
Extroverts do well in fields requiring
extensive human interaction, such as

sales, public relations or personnel.
They tend to be good speakers, and it
is likely that most Toastmasters are ex
troverts. Introverts do well in fields re

quiring solitude or one-on-one interac
tion; they're often found in research,
accounting, counseling or service

Carl Jung's estimation that 75 percent of the population are extroverted
probably still holds true. If you are among the 25 percent who are in
troverted, however, you may answer "yes" to several of these questions:
• Do people find you a bit difficult to approach?
• Are you often weary after a social event?
• Do you often feel overwhelmed by crowds?
• Do you have a high need for private space?
• At a party, are you apt to gravitate toward one person rather than
circulate?

• Are you willing and apt to visit cultural spots or sightsee by yourself?
• Is the idea of an evening with nothing to do and nowhere to go
appealing?
• Do you prefer to work alone?
• When a speaker proposes small group discussion, are you annoyed
rather than pleased?
• Do you find that others usually enter a discussion before you do?

careers. Toastmasters who are in

troverts probably are persons whose
professions require them to make
presentations and who have determined
to acquire public speaking skills so that
they can perform credibly. I'm a
member of this group myself.

visible ways. They may take notes and
their body language may be subtle.
Given the opportunity for questions,
they will take time to carefully articu
late the question before asking it; thus,

lish a good audience rapport, but you
may ultimately project more sincerity.
Highly introverted people may want to
rely occasionally on good audio-visual

the first hands raised tend to be those

More information about these two

of extroverts. Strong introverts, in fact,
may prefer the opportunity to submit
questions in written form. Many in
troverts aren't shy; they're simply more

on a screen. This allows the speaker to
step out of the spotlight for a moment
and save energy for the return to active
speech. Some of the skills at which ex
troverts often excel may prove difficult

concerned with the inner world.

for introverts. An introverted friend of

basic personality types can be obtained
by studying Carl Jung's writings on the
topic.

As you prepare your presentation, it
will be helpful to keep a few hints in
mind. The introverts in your audience
may distance themselves from you,
perhaps sitting toward the rear of the
75 extroverts and 25 introverts. This room or on the side; they may react
means that you need to expect major less and need more time to ask ques
differences in the way the two groups tions or make comments. Many profi
listen and interact with one another cient speakers yield to the temptation
and with you as a speaker.
to focus on more active listeners. While
Extroverted listeners probably will this isn't necessarily wrong, it leaves
give you better eye contact and more out 25 percent of the listeners.
In an audience containing a high
feedback; they're more likely to ap
plaud and laugh at yom wit. They tend percentage of introverts, a speaker
to welcome discussion and question needs to remember that the typical
sessions and may in fact ask questions signs of approval will be less visible.
without being invited to do so. They I once addressed a group of highly
also may whisper to their neighbors sophisticated researchers. They paid
during your speech. This behavior is complete attention to my presentation
not deliberate rudeness; they are pay but projected almost no response.
ing you the compliment of listening ac However, I later received a letter from
tively. Because extroverts are turned the group coordinator who said that
on by the world around them, they'll they had given my talk highest com
get involved in the presentation, pro mendation.
viding that the speaker is good and
works for warm rapport, good eye con The Introverted Speaker
tact and high identification with the
If you tend to be introverted your
self, you should realize that addressing
audience.
Introverted listeners, in contrast, may a large group of people, no matter how
make less eye contact and lead the strong your motivation, is to act against
speaker to believe that they aren't lis your basic nature, and that any strain
tening. This may not be true, however; you may feel is natural and healthy.
they just "process" the speech in less You may have to work hard to estab

Implications for Speakers
The implications of this material for
Toastmasters is fascinatingly simple:
In any audience of one hundred peo
ple you can expect, according to Jung,

materials to focus audience attention

mine, for instance, diligently tried to
begin presentations with a witty anec
dote. It simply wasn't her style and she
eventually gave up and moved directly
into her message. She was much more
at home in this manner and her audi
ence relaxed as she did.

The Extroverted Speaker

Extroverts generally tend to be bet
ter speakers, but their very success
may make them overlook the in
troverts in the audience. When fielding

questions, it's important to give the in
troverts a chance to collect their

thoughts and contribute. Don't
assume that listeners who don't make

eye contact aren't interested.
It's helpful to know something about
listening styles and personality types
since the focus of Toastmasters is on

people speaking to people; the more
we learn, the more effective we can be.

As you gain proficiency and ease,
you'll notice even more subtle dif
ferences in your listeners than those
outlined here. Good luck!

H]

Katherine Hanley is a professor of
English at the College ofSaint Rose in
Albany, New York. She has twenty
years experience in teaching speech
courses.
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dinated the activities. Joe Rochelle im
personated Abraham Lincoln as he led

Table Topics at one meeting.
Guest speaker Charles Levendosky,
a nationally known authority on the
First Amendment and a columnist for

the Casper newspaper, addressed the
topic of "Freedom of Speech." Club
member David Kinsky spoke about
"Jefferson and Religion" and "Freedom
of the Press;" Roger Tanner's subject
was "The Constitution, a Guiding Light
For Many Nations;" and Dennis Leek
concluded with a speech titled "I am
the Symbol of Freedom."

'

Toastmasters Celebrate Constitution Day—From left: Donna Hunt,Jack Mills,

Dennis Leek
Pioneer Club 97-26

Casper, Wyoming

Margaret Pickell, William Thomas and John Williams.

Toastmasters Plant Tree
n ConsWufloii Day
On Constitution Day, September 17,
1987, the Energy Systems Toastmasters
Club in Oak Ridge, Tennessee, held a
special program to commemorate the
200th anniversary of the signing of the
U.S. Constitution.

The program, held at the American
Museum of Science and Energy, fea
tured patriotic music, period-dressed
speakers, an essay on "Why I'm Glad

Hospital Honors Historic Event
Following up on a call in the May
issue of The Toastmaster "to join in the

celebration of the 200th anniversary of
the U.S. Constitution," the Toastmas

ters at Northeast Florida State Hospital
in Macclenny, Florida, organized their
own bicentennial celebration on August
19. More than 300 patients and staff
members attended the morning festi
vities on the hospital lawn.
The program featured several speech

Offlclal Youtt MoiDl
Members of the Peterbilt Qub 5067-57
in Newark and the Fun Club 3317-57
in Fremont, California, conducted the

eight-week Youth Leadership program
during the fall for junior and senior
high school students.
Several District 57 officers and club

members helped coordinate the pro
gram and served as guest speakers.

The mayors and city council members
es, patriotic music and a welcome ad
to be an American" by a fifth grade dress by Bud Stotler, who informed the of Fremont and Newark issued procstudent, as well as a speech by Presi audience on the historical importance mations officially declaring October,
dent George Washington—enacted by of the day. Patients wore early Ameri 1987 a Youth Leadership Month.
Toastmaster Jack Mills—on the "Bless
In order to attract adults, a "parents
can costumes, and were awarded prizes
ings of Liberty."
evening" was organized, where parents
for the most authentic dress.
The planting and dedication of the
of student participants attended the
Charlene Grafton regular club meeting of the Peterbilt
Tennessee state tree, the tulip poplar,
on the front lawn of the museum

highlighted the ceremony.

Orange Park Club 1980-47
Jacksonville, Florida

Margaret Pickell, a club member and

Toastmasters club.

The graduation ceremony, which fea
tured a speech contest, was held at

Area 8 Governor, said the club chose

Peterbilt Motors on November 14. The

to "plant a living legacy" to com

event was attended by parents and

memorate this historical event. "Trees

are symbols of strength, growth and

longevity," she said. "They are among

SpeaUni Dp For freedoni
In keeping with the Bicentennial

participants as well as District Gover

nor Marion Kiebel, Newark City Coun

cil member Shirley Sisk and Fremont
the few living things in 1987 that were theme of "Freedom and the Constitu City Councilman Bill Ball.
tion," the two Toastmasters clubs in
alive when the Constitution was signed
The young people of the Tri-City
by our forefathers in Philadelphia 200 Casper, Wyoming—Pioneer Qub 97-26 area greatly benefited from the pro
and Morning Tour Club 2503-26—
years ago."
gram, and parents, teachers and civic
Pickell said the tulip poplar was combined their efforts and celebrated leaders appreciated the initiative of
chosen because "it was used by Ten with three special meetings in the Toastmasters in helping train the youth
nessee pioneers to construct their month of September.
The meetings, advertised in the of today to become leaders of tomorrow.
homes, barns and other buildings
newspaper and on local television and
Satya Sarkar, ATM
while settling here."
radio stations, generated much in
Area 13A Governor
Regina Clark terest. Six new members signed up.
Peterbilt Club 5067-57
Energy Systems Club 3753-63
Patricia Leek chaired the planning
Fun Club 3317-57
Oak Ridge, Tennessee
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committee and Marie Neville coor

Dublin, California
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1842

1810

1843

1917

1984

1978

1977

1976

1980

1844

1840

Honor club members' achievement with distinctive awards. Each of these new Toast-

masters awards is unique and offers recognition with quiet grace and elegance. Perfect
for saluting—and inspiring—excellence in communication.
INTERNATIONAL CUP COLLECTION

We take pride and pleasure In Introducing these
new colorful bowl awards. Goldtone figure and
blue cup on a walnut base.
1993 19"
$33.00 plus S8.00 S&H
1994 17"
$30.00 plus S5.50 S&H
1995 14"
$26.00 plus $5.00 S&H
GOLDEN Tl FIGURE

The beautiful Tl figure and logo on a handsome
walnut base makes this the perfert recognition
for Area and Divisional Speech Contests.
1984 12"
$26.00 plus $5.00 S&H
1985 10</2" $24.00 plus $4.00 S&H
1986 9'/*'
$22.00 plus $4.00 S&H
GEOMETRIC BEAUTY

The modern Tl speaker figure stands In goldtone
backdropped by a striking walnut triangle with
a goldtone Tl logo. Walnut base. A uniquely
contemporary award.
1987 12"
$22.00 plus $4.00 S&H
1988 lOVi" $21.00 plus $4.00 S&H
1989 9>/4"
$20.00 plus $4.00 S&H
ELEGANT CUP TROPHY

Goldtone figure and cup on walnut base.
1983

10"

$16.00

plus $4.00 S&H

SPEAKER RECOGNITION

1976 - A handsome plaque with modern Tl
speaker figure. Large engraving plate allows
space for recognition of dignitaries or contest
winners. 7" x IO'/j" $24.00. plus $4.00 S&H.

1977 - A uniquely dimensional design In walnut
and goldtone finish provides an affordable way
to recognize your speakers or contest winners.
7" X 9"(Engraving plate 5" X 2") $22.00, plus
$4.00 S&H.

1978 - Large Tl emblem In goldtone finish mount
ed on beveled walnut panel. Engraving plate In
corporates modern Tl speaker figure In color.
Perfert contest recognition award. 7'A" x 11"
$23.00, plus $4.00 S&H.

See the 1987 Supply Catalog for a special fourcolor insert Introducing these and other elegant
awards In Toastmasters' line of trophies and
plaques. Engraving is 20 cents per letter (allow
4 weeks).

TOASTMASTERS INTERNATIONAL

P.O. Box 10400, Santa Ana, CA 92711
Club No.

District

Name
Addrsss

FOR THE DESK TOP AND BOOKSHELF

1842,1843,1844 - Male, female and Tl goldtone speaker figures (respectively) on walnut
bases. Each 7" $12.00, plus $3.00 S&H.
1917 - Stunning goldtone medallion award with
Tl logo. 6" $10.00, plus $3.00 S&H.

CHy
State/Prov..

-ap-

.1993

1978

.1994

1842

1995

1843

1984

1844

1810 - Solid walnut lectern and goldtone en

.1985

1917

graving plate. SVi" $11.00, plus $3.00 S&H.

.1986

1810

.1987

1840

1840 - The Bull Thrower, a unique trophy for
speaking events, especially for Tall Tales.
Goldtone figure, walnut base.
6yj" $12.00, plus $3.00 S&H.

.1988

1811

.1989

1812

.1983

1813

.1976

1841

Other sizes:

.1977

1811
1812

12"
13</2"

$22.00
$25.00

Add shipping and handling |S4H| as In

1813

16"

$29.00

dicated. California residents add 6% sales

1841 - Goldtone ear of corn Is perfert for those
humorous award occasions. On walnut base.

6" $12.00, plus $3.00 S&H.

tax. Please print or type copy for engrav
ing on separate paper.
Total amount enclosed $

The most pres ure-packed communi

cations spotlight in the world follows
the president of the United States,
and on the morning of Wednesday,
October 8, 1984, the pressure on
Ronald Reagan was particularly intense.
The press had pretty much decided that Walter

Mondde had won the first television debate with

Reagan in Louisville the night before. Specula
tion swept the country that there was hope for
Mondale yet, and that maybe, just maybe, he
could pull the election out over the popular
73-year-old president, who had appeared so
tired and confused to the nation's viewers.

A couple of days later, I received a call from
the White House. Up to that point, I had played
a small, creative consulting role on the presi
dent's Tuesday Team, the group masterminding
the reelection campaign. Now some of the presi

You Arc

The Message
The importance of communicating
your composite personality:
A case history.
BY ROGER AILES with jon kraushar

dent's staff wanted me to come down to Wash

ington and see what I could do about averting
a second TV debate disaster, an event even they
feared could cost Ronald Reagan the election.
There was great resistance to bringing me in,
because many people felt that the president had
been over-coached for the first debate. Nancy
Reagan was upset that the president had per
formed so badly against Mondale after all that
coaching, and since she didn't know me, she
probably thought, "God, that's all we needone more consultant. We had too many the first
time." She wasn't wrong, but my aim was to
provide the structure needed to bring the presi
dent back to basics.
The Reassurance Issue

What the American people wanted from the
president, I felt, was some reassurance that he
wasn't too old for the job, and given that, they
would reelect him. Clearly, they hadn't received
that reassurance in the first debate, although his
supposed "losses" from that performance were
exaggerated. Although there had been a drop in
Reagan's polling results in the large cities of the
Northeast—which are not his natural constituen

cy anyway—I was told his numbers stayed even
or actually went up in places like Texas after the

first debate. Nevertheless, it was important for
the president to do well in the second debate.
When I arrived at the White House, the first

thing Reagan's top aides, Jim Baker and Michael
Deaver, told me was that I would not be talking
to Mr. Reagan directly. They said, "We'd like
your ideas, and if we think they're good, we'll
present them to the president." So I said fine,
and we got down to business.
Source: You Are the Message: Secrets of the
Master Communicators, by Roger Ailes with Jon
Kraushar. Dow Jones-Irwin, 1818 Ridge Road,
Homewood, IL 60430. ($19.95)
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"I will not make age an issue of this
campaign. I am not going to exploit for
political purposes|ny opponent's youth

and inexperienca|l|k

^^HkRonald Reagan, 1984

Defining Goals

"What are the president's goals for the second
debate?" I asked. Their replies were vague, so
1 went through a checklist of possible objectives.
Finally Baker said,"Maybe you ought to go to
the debate practice this afternoon. Don't say
anything, just sit in the back and watch, and give
us your observations."
At 4 p.m., I arrived at the little theater in the
Executive Office Building next to the White
House. There were two lecterns on the stage,

u

nless

you

identify
yourself

with Reagan standing at one and his budget di

rific answer!" Reagan flashed me a big smile and
seemed to grow about four inches. He was like
a guy in a batting slump who finally puts one
over the wall. He really needed someone to give
him a cheer.

Two days later, 1 met with Reagan and his
aides. Again, I asked the question, "Mr. Presi
dent, what's your goal in the second debate?"
He obviously hadn't thought much about it,
and finally he said, "Well, Mondale's saying
some things that aren't true and I've got to cor
rect the record."

rector David Stockman at the other. Several mem

as a

bers of the administration were set up as a panel

walking,
talking

Let Reagan Be Reagan

there, but this mock debate was on his schedule.

message,

Stockman's Other Book

you miss

picked defense, which is the weakest possible
position. If you do that, you'll lose again." That
got his attention. Then 1 talked to him about com

of questioners. The moment I walked in, I could
see that the president was uncomfortable, out of
sorts and tired. He clearly didn't want to be

Someone fired a question at Stockman and he

"Mr. President," I said, "there are five

strategies you can choose from. You can attack,
defend, counterattack, sell, or ignore. You've

munications, about debates, and what I thought

gave a perfect answer, reading it out of some the critical the public expected. I said, "You didn't get
elected on details. You got elected on themes.
notebook put together by Ph.D.s. In response,
the president ad-libbed, fumbling around a bit.
Then back to Stockman, who read a perfect
rebuttal and buried the president again, making
him look confused about the facts. Every time

they finished a round, somebody in the audience
would raise a hand and say,"Mr. President, the
tonnage on that warhead is wrong. The date of
that treaty was so-and-so," and they'd correct
him.

I watched this performance for about 20
minutes, with Stockman's written answers an

nihilating the president, and Reagan trying to
remember all the detailed facts and statistics as

he had in the first debate. I signaled for Deaver
and Baker to come out into the hall. "If you think
he was bad in Kentucky, wait 'til he gets to Kan
sas City. It'll be a disaster if you keep this up."
Well, what do we do?" they asked.

point.

Every time a question is asked, relate it to one
of your themes. You know enough facts, and it's
too late to learn new ones now, anyway."
After about 15 minutes of conversation, Mike

Deaver, the man who knew the president best,

slipped me a note that said, "He's really tuned
in. Keep going!"
The Pepper Drill
After that, we did what I call a pepper drill.

We fired questions at the president and he had
about 90 seconds for each answer, which was

considerably less time than he would have in the
actual debate.

"What I want you to do, Mr. President, is to

go back to your instincts. Just say what comes
to you out of your experience."
I asked others in the room not to interrupt the
drill but to make a note of anything they thought
should be corrected later. That was a little risky

Access to the President

1 told them to cancel the mock debates, get

everyone off his back, and give me access to him
for a couple of hours between then and Sunday,
when the second debate was scheduled. I also
asked for the last half hour before the debate

because there were a lot of high-powered peo

ple there, but I knew I was in charge and that
I had to remain in charge of that session until the
president regained his rhythm and confidence.
For the next hour, we fired away at him. Every
time he'd start to stumble, I'd ask, "What do

alone with the president. "If you give me that,
"I told them,"he'll win. If you don't, he'll prob
ably lose." I realized that sounded presump
tuous, but actually I was gambling on Reagan
and his innate gift of communication. I felt pret
ty sure that if I could get him back to being
himself again, he'd be okay.
When I went back into the theater, they were
still at it, correcting everything the president
said. Finally, someone asked him a fairly tough
question, and he gave a brilliant answer. There
was complete silence. So I stood up in the back

your instincts tell you about this?" and he'd
come right back on the track. He was very good.
Finally, I said, "Mr. President, if you do that on
Sunday night, you're home free."

and called out, "Mr. President, that was a ter-

or concerns about the debate, and if he has, we'll

The Unmentionable Topic

On Saturday, 1 met with Mike Deaver in his
office prior to my 90-minute meeting with the
president in the White House residentid quarters.
Before going upstairs, Deaver warned me,
"Don't introduce anything new at this meeting.
Let's just see if the president has any questions

February 1988
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go over them."
I said, "I have two concerns. One, the close

campaign. I am not going to exploit for political

that the president prepared is too long. It won't

perience." It was not just the president's words.
It was his timing, inflection, facial expression,
and body language which made the moment

purposes my opponent's youth and inex

fit in the time allotted."

It's too late to change it," Deaver said. "The

president's working on it. He's got it."
I offered a second close, which was much

shorter. Deaver rejected it. Then I asked, "Has

anybody talked to the president about the age

ords
themselves
are mean

issue?"

ingless

Deaver replied,"We don't want to introduce
anything new."

unless the

1 took that to mean that they'd already dis
cussed it, that it was none of my business, and
that they didn't want me to get into that sensitive
area with the president.
On the way to the president's residence,

Deaver and 1 met up with Robert McFarlane,
who was then National Security Advisor, and we
all went upstairs to join the president. He came
in carrying his yellow pad, looking relaxed in
casual slacks, loafers and a polo shirt.
The four of us discussed several issues and the

president read through his closing statement.
Then, as we were walking out toward the securi
ty elevator, I realized that no one had discussed

the age question. Although I had been warned
not to bring up anything new, I was sure some
reporter would ask the question. So I said,"Mr.
President, what are you going to do when they
say you're too old for the job?"
He stopped cold and blinked. Silence.
"It's critical that you get by that issue suc
cessfully," 1 said.
He thought for a moment. Then he smiled and
said, "Well, there's an old line I've used before

rest of you
is in

synchroni

powerful.
As far as I was concerned, the debate was over.

The news media had their lead quote for the next
day, and everybody had a laugh. 1 watched Mondale's face. Even he broke into a smile, but 1
could see in his eyes that he knew it was over,
too. I could almost hear him thinking, "Son-of-a-

gun, the old man got away with it! He got a
laugh on that line, and I can't top it." The public
had the reassurance they were looking for, and
Reagan had the election won.

zation.
The Composite You

This story wraps up everything I've ever learned

about successful communication. It says, "You
are the message." What does that mean exact

ly? It means that when you communicate with
someone, it's not just the words you choose to

send to the other person that make up the
message. You're also sending signals of what
kind of person you are—by your eyes, your facial
expression, your body movement, your vocal
pitch, tone, volume and intensity, your commit
ment to your message, your sense of humor, and
many other factors.

The receiving person is bombarded with sym
bols and signals from you. Everything you do in
relation to other people causes them to make
judgments about what you stand for and what
your message is. You are the message comes

down to the fact that unless you identify yourself

about..." and he told me what he planned to

as a walking, talking message, you miss the

say.

critical point.

"Fine," I said. "That's a good answer. But
whatever happens, say that and nothing else.
Don't get drawn in the age question at all. Just

the rest of you is in synchronization. The total

say your line and stand there."
"I got it," he said. We left.

On Sunday, in Kansas City, 1 met with the
president in his hotel suite just before the debate.
He led me into a back bedroom where there was

one chair and a bed. I expected him to take the

chair, but he took off his jacket, bounced up on
the bed, and said, "Okay, coach, what do we
do?"

We ran through the strategy one more timehow to go on offense, when to move, what to

hit on. He had it down pretty well. Then I gave
him a pep talk and asked him if he was ready.
"Let's go get 'em," he said.
One For the Gipper
During the debate, I sat in a room under the

stage watching the monitor. Sure enough, some
one asked the age question. Everybody around
me groaned. "Don't worry," 1 said."Here comes

a home run." Up on stage, Reagan was saying
that, of course, he felt up to the job, and then

he let Mondale have it: "...and I want you to
know that I will not make age an issue of this
18
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The words themselves are meaningless unless
you affects how others feel about you and res
pond to you. In the case of the Reagan-Mondale

debate, the audience really had just one thing on
its mind: Is the president too old to serve another

term? Reagan was very popular with the majority
of voters. But was he physically capable of hand
ling a second presidential term? The president
could have insisted in words that he was feeling
fit and able. And he certainly did that. But that
was only a small part of the message.
In the first debate, the president seemed tired
and nervous and even confused at times. He
now needed to demonstrate that he was still the

same Ronald Reagan the voters had elected in
1980. My role in coaching him was to remind him
that his objective in the debates was to com

municate that composite personality which the
voters liked so much. My advice to the president
was simple: "You are the message."
[T]
Are You a Winner?

What does aU this mean to you in terms of get
ting what you want by being who you are? What
it means is that your composite message deterContinued on page 29
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Jon Kraushar:
Professional
Communicator

I

L

E

educational philosophy when coaching clients.
For instance, when preparing volunteer speakers
for the 1984 Reagan-Bush presidential campaign,
he taught them his "five essential components
to effective presentations," which are as follows:
• Be prepared—know your subject.
• Be absolutely committed to what you are say
ing. In order for others to believe you, they
must realize that you firmly believe in your
own message.
• Establish a comfort level with the audience.

Don't focus on your own discomfort; concen
trate on making your information accessible
to the audience, making them understand
your viewpoint.
• Be interesting. Organize your material and
try to present it in a thought-provoking man
ner. Use rhetorical questions, fascinating
facts and personal experiences. "In other
words, follow all the advice given in a basic
Toastmasters manual."

• "The Magic Bullet"—Be likeable. "This, of
course, means different things to different
audiences," Kraushar says, "But as a rule
of thumb,know the composition of your au
dience. And don't speak from your head,
speak from your heart. Your sincerity is what
makes you likeable."
Kraushar, whose innovative work in commun

"Acquiring
communica

tions skills is

a life-long
endeavor.
It's like

playing
golf—you're
only as good
as your own
last best
effort. There
is no such

thing as a
perfect
game."

ications has been covered by The New York
Times, The Chicago Tribune, The Washington
Post and other media across the country, was in
troduced to the Bryant Park Toastmasters club
seven years ago when a friend invited him to a
is co-author with Roger Ailes of the book. lunch meeting.
"1 was simply astonished by what 1 saw," he
You Are The Message: Secrets of the
Master Communicators.(Dow Jones-Irwin). recalls. "The level of professionalism was in
As a senior vice president and head of credible and the intellectual stimulation com
traming at Ailes Communications, Inc., Kraushar pletely bowled me over. Here was a group of ac
works with Ailes in preparing elected officials complished professionals who gave fascinating
and senior executives from corporations such as accounts of their lives and careers. 1 decided that
IBM, American Express, Mobil and Merrill Lynch these were people 1 wanted to exchange ideas
to meet the press, testify before Congressional with."
Calling Toastmasters "a great organization,"
committees and address stockholders, clients
and employees. Kraushar also has been a con Kraushar says he never fails to learn from club
sultant to the National Republican Congressional meetings. In order to get maximum benefit out
and Senatorial Committees and to the 1984 of Toastmasters membership, he feels that "peo
ple should stay with a club over a long period
Reagan-Bush campaign in New York.
Kraushar emphasizes that interpersonal com of time and use it as a personal speaking
platform."
munications skills are crucial in all forms of ef

JonKraushar,aToastmasterofseven years,

fective communication. "Words themselves are

"Exposure doesn't begin and end at the club

meaningless unless they synchronize with your
composite personality," he says. "But acquiring
communications skills is a life-long endeavor. It's
like playing golf—you're only as good as your
own last best effort. There is no such thing as
a perfect game."

level," he maintains. "The club lectern can be

used as a launching pad for addressing com
munity groups and seeking out specialty speak
ing engagements."
The father of a 2-year-old son and an eightmonth-old daughter, Kraushar says he hopes to
An active member and former club officer of enroll his children in Youth Leadership in a few
the Bryant Park Club 2895-39 in New York, years. "I'm pleased to pass on 'the good news'
S]
Kraushar incorporates much of Toastmasters' about Toastmasters to others," he says.
February 1988
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A TiwiianiBiit of Ckaniiloiis
I really enjoyed the November issue
on speech contents. Author Thomas
Montalbo, DTM, was right on the
mark when he wrote, "There are no

losers in speech contests." It's up to
district and club officers to reinforce

this important lesson.
When announcing the results, the
presiding officer should state, "The
third place winner is... the second

place winner is... and the first place
winner is..." instead of "our second

runner up is... our first runner up
is...and the winner is..." The latter

method only reinforces the competitive

the Table Topics Contest, wouldn't
you want that time to bring the next
contestant into the room? And finally,
imagine that you're one of the con
testants. Wouldn'tyou take advantage
of that extra minute to collect your
thoughts and squelch any nervousness
you might have?
It's easy to criticize the contest pro
cess when you are not involved. If you
were to judge, participate, or other

NovooAiop boio Loudod
Your November issue on speech con
tests was probably the best issue 1 have
read since I joined Toastmasters in
1974.

1 have participated in the interna
tional speech contest at club, area, divi

sion and district levels. I also have par
ticipated in humorous speech contests
and evaluation contests. I have judged
wise become involved in the contest, at all levels and served as counter,
you could appreciate why we have that chief judge and pace-setter speaker for
minute of silence after each speaker. our area evaluation contest this year.
What I am trying to say in this round
about way is that 1 learned a great deal
Robert Handel, ATM

aspect of the contest, not the benefits.

Blue-Gray Club 2459-48
Montgomery, Alabama

John Peuser, DTM,Toastmaster of the

Day at my Division speech contest,
didn't call the event a speech contest, Toasting Toastmastops
but a tournament of champions, because
The cover picture on the December
all division contestants were champions. issue goes against the tradition of
They entered the room as champions Toastmasters events we received from
founder Ralph Smedley. Here's a brick
and they left the same way.
It's also up to the audience to em bat toast to that editorial error!
We remember well the International
phasize that there are only winners. If
you liked a speech, don't hesitate to let Convention in Seattle when Doctor
the contestant know,even if he or she Smedley's presence greatly added to
didn't win. As a past district contestant the event. No alcohol appeared at the
1 know this means a lot. If you can't head table. (Even though some may
understand the results, tell the have smuggled such drinks in from the
speaker. Although I didn't gamer first, bar to the distant tables...)
second or third place in a recent con
As Dr. Perry Gresham pointed out
test, it was coniforting to hear com in his article, "Return of the Toast,"
ments like "I had you tied for second the toast need not be offered with
on my ballot."
alcoholic beverages, but can be given

from your excellent and thorough
edition.

Anne M. Thompson, A TM
Daybreakers Club 2429-26
Rocky Ford, Colorado

BrMgkii llio toji
When reading Hall of Fame in the
September issue of The Toastmaster,
I was delighted to note the achieve
ments of members in District 70.

I have been away from my home in
Australia since December 13,1986, but
1 plan to return to Australia soon. As

a former member of the Woden Valley
Club 494-70 and of the Weston Creek

Club 5483-70, both in Canberra,
Australia, I was elated to see some of

my friends' names in print. I par
ticularly want to congratulate Simon

phasize that all participants are win

with water. In his book. Toasts—Plain, Osborne for his outstanding perfor
Spicy and Wry, he says, "It is a mance in reaching his ATM Silver

ners, more members will want to enter

mistake to assume that toasting is

If Toastmasters are careful to em

status.

limited to wine. Many happy toasts
Being so far away from home for so
have been given with a cup of cold long proved to me that being a
Michael Ditkoff,ATM
water.... The toast is a moment of Toastmaster bridges the distance and
Suitland Federal Toastmasters 3349-36
deep sharing and mutual delight."
makes one feel proud to belong to such
Suitland, Maryland
speech contests.

In Toastmasters, let us eschew use

CMcsotratm Cowls

This is a response to Bill Walling- Instead, let us cultivate, as Dr.
ford's letter in the August, 1987 issue Gresham does, the creation of toasts
of The Toastmaster opposing the min in words that sparkle while our hands
ute of silence following each contest
speech.

Wallingford said that silence may be
golden in a hospital or "where intense
concentration is required." How true
this is in a speech contest, after each
speech! The judges need that time to
score each speaker and mark their
ballots. Put yourself in the shoes of a

judge. Could you do an adequate job
of scoring each speaker if there wasn't
a minute of silence after each speech?
If you were the Sergeant-at-Arms of
20
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an important organization.

of alcoholic drinks in proposing toasts.
Rita Van Veen, CTM
Millwoods Vocabulaires Club 4383-42
Edmonton, Alberta, Canada

hold up a glass of water that leaves no
offense or regretful reminder of earlier

tragedy.

The Toastmasters of Calgary, Alberta
How about a cover picture showing in Canada want to invite you to our city
several different drinks—water, juice, for the Winter Olympic Celebrations.
coffee—raised in a toast by Toastmas
Please contact us so that we may tell
ters? Why not also include at least one

you times, locations and directions to

woman's hand in the group? It does club meetings or special events.
seem a needed follow-up to the
December cover.

A1 Foster

(403)249-8964
Fred W. Decker, Ph.D.

District 42

Oregon State Club 3722-7
Corvallis, Oregon

2636 Lougheed Dr. SW
Calgary, Alberta, Canada

EXPERIENCE A CAPITAL ADVENTURE IN

WASHINGTON.D.C
Toastmasters International's 57th Annual Convention will be held at the

• Enjoy many outstanding educational sessions on personal growth,

Washington Hilton and Towers in Washington, D.C.

club success and professional development.
• Dine and dance in elegance at the President's Dinner Dance.

August 16-20,1988

• Represent your club in the election of your International Officers

The Washington Hilton and Towois
• Luxurious guest rooms with extra long beds and refrigerators.
• Walking distance from embassies, buses, the subway, sights and

• Witness the World Championship of Public Speaking.

and Directors.

Washington, D. C.
• See the United States Capitol and its 180-foot white dome. Take a
free tour and see where congress meets to shape U.S. legislative
poliq.
• Explore the National Air and Space Museum. 'View the 1903

shops.

• Lighted, championship-caliber tennis courts.
• Enjoy weight, game and exercise rooms.
• Relax in a Finnish sauna or whirlpool jacuzzi, or swim in an
Olympic size swimming pool.
• Rent bicycles for short sightseeing or shopping trips.
• Gracious convention facilities and meeting rooms.

k

• Easy access to Washington National, Dulles International,
and Baltimore Washington airports.

i.L

Wright Flyer, Lindbergh's Spirit of St. Louis,John Glenn's Friend
ship 7 Space Capsule, the Apollo 11 Command Module — and
touch a piece of the moon!
• Tour the White House, home of every U.S. President
since the year 1800.

The Events

• See and hear dynamic speakers, including Brian
Tracy, Larry Wilde and Dr. Amold G. Abrams.
• Experience the exciting Opening Ceremonies

II I I I I I I \

and colorful Parade of Flags.

• Enjoy that old time rock 'n' roll at the

111111! 111 i

American Graffiti Fun Night.
• See and hear Rear Admiral Grace Hop
per, DSN (Retired), recipient of the

t V * * *'
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1988 Golden Gavel Award.

View the Declaration of Independence, Constitution
and Bill of Rights at the National Archives.
• Visit the Bureau of Engraving and Printing,
where billions of dollars and stamps are printed
each year.
• Experience the theaters, concerts, restau
rants and cafes which make this a truly
cosmopolitan city.
• Discover the many monuments and
memorials of this city. Travel to the
top of the Washington Monument,
the world's tallest masonry structure.

• Jump on the bandwagon and
party at the Proxy Prowl.

. -"isriut.
m

8""

m

I

«itl * ^

'

-

tr

•»

mm

m

I I

.

IT*

•a
Aw

»

I

i:

LXJ

^8

*.» ii

N

kili!

¥

m

m

h

n

LISTENING

Lra Loud and Ciear
BY MARY JOYCE PORCELLI

I don't know what the problem is/'
Jim complained to his friend.
"Whether I'm speaking profes
sionally or on a personal basis, I can't
seem to get people to listen—I mean
really listen to me.
"Take my business partner, Tom,for
example. Just yesterday, late in the

afternoon, I was getting ready to ask
if we could get started on some reports
we need to deliver next week. 1 knew

Tom would ask to get them done early
and I wanted to be sure we got Satur
day off. But before 1 could get the
words out of my mouth, he suggested
we do the reports this weekend. With
the staff there, 1 could only say yes or
risk looking as though I had less in
terest in my own business."

Tom, though, has a different story.
"Jim used to be great to work with,"
Tom complained to his wife. "But he
doesn't want to accept the fact that life
isn't all business now.

"Yesterday, even though I'd men
tioned we had plans for dinner, he
came up, as usual, with something else
to do in the late afternoon just as 1 was
finishing my day. Those annual
reports could have been done any time
next week, but just to pacify him I sug
gested Saturday because I know he
wants them done early." Tom sighed.
"Things sure aren't the way they used
to be between us."

Concentrate and Clarify
Things "aren't the way they used to
be" because both Tom and Jim have

become victims of ineffective listening.
Each thought they understood the
other, but by making assumptions
about what would be said, they simp
ly jumped to the wrong conclusions
about the other person's desires.
As a result, both individuals ended

up angry and frustrated. That misery
22
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to care anymore about keeping good
books."

Rpoject interest
with eloquent
listening skills

Instead of becoming flustered or tak
ing offense, try this reply: "Do I hear
you saying that you're dissatisfied with
the way 1 keep our business records?"
Imagine your surprise if your col
league answers, "Certainly not. I was
just offering an opinion about the state
of national consumer affairs today." In
any case, you'll have opened up
positive lines of communication so that

the problem can be quickly curtailed.

Check Body Language
Outlining what you think you have
of them had listened effectively.
heard is an excellent way to become an
Good listening isn't easy. That's effective listener. So is learning to read
because we think faster than we talk. body language.
Our minds tend to race ahead to other
Take a cue from the speaker's body
details while someone speaks. How language to gauge how to react con
ever, since its imperative in a suc structively. Does the person talking
cessful relationship or public forum to seem angry, eager, anxious? Whatever
really hear and understand what the the situation, try to respond with ap
other person is saying, it's important propriate feedback to let the speaker
for everyone involved to learn the know you really are listening.
skills of effective listening.
For example, although someone may
The first step is to take a deep breath be speaking quietly, if you see clenched
and relax your mind. You need to con fists, you're facing an angry person.
centrate on yourself and the speaker. Someone with arms tightly crossed
Not only is it essential that you hear against the chest is probably feeling
and see the speaker's words and ac threatened.
tions, it's also necessary to study your
Check your own body language to be
own role in the conversation. What are sure your stance isn't contributing to
your reactions? What is your body this problem. Keep your body loose,
language saying? You must concen relaxed. Give an occasional, reassuring
trate on your total being as well as the smile.
speaker's.
Initiate a receptive attitude by lean
Avoid making assumptions about ing forward slightly and opening your
what you're going to hear. Listen arms a bit, as if to welcome the speaker
carefully to what's actually being said into your space. Remember, too, that
and clarify anything you don't under a speaker welcomes eye contact. Even
stand by repeating the speaker's if you're nervous, try not to stare down
statements in the form of questions. at your feet or shift your glance about
For instance, suppose a coworker the room while someone is talking.
says, "I'm getting tired of everyone be
While an intense stare isn't necessary
ing lax about finances. Nobody seems (a quick glance to the side for brief inmight have been avoided if at least one

tervals is okay), keep your focus on the
person talking to show that the conver
sation is important to you.
Be Constructive

Try to make your replies as construc
tive as your body language. Someone
who's angry will feel better if you
acknowledge the anger.
You might say, "I can see you're
very upset about this, so we need to
start working now to resolve the pro
blem." Or you could answer, "While
I can't completely agree with you, 1 do
hear your complaints and will consider
your viewpoint." Any positive state

ments that can be honestly expressed
should be used to promote effective
listening.
You won't be an effective listener if

you're easily distracted during a con
versation. So what if the aide you're
talking with is wearing a brightly col
ored shirt or someone in the group
you're addressing has a bizarre
hairstyle? Forget such details—
however fascinating—for the moment,
and concentrate on the message the
speaker's trying to convey.
Depending on the importance of a
discussion at the office (you should
listen effectively to any conversation,
but some are more significant than
others), have someone else answer the

telephone. Unless the call needs to be
answered immediately, say that you'll
return all calls. In other words, keep
your concentration focused on your
conversational partner as much as pos
sible.

If other people try to divert your at
tention, simply indicate you'll get back
to them. Only interrupt the speaker
long enough to tell the intruders that
you can't talk at the moment.

You could politely say something
like, "I'm afraid your business will
have to wait until later. I'm in the mid

dle of something else right now, but I'll
get back to you as soon as possible."
Remember, though, that despite
your best intentions there will be times
when its mandatory to halt the conver
sation in progress. Don't let such situa
tions fluster you. Just take care of
whatever is pressing and resume the
discussion as soon as possible.
No, effective listening isn't easy. It
takes concentration and studied self-

Cultivate AudieuGe Feedback
BY DIANE BONE

Asspeakers, we don't think of ourselves as listeners. We assume

that we talk and the audience listens. Such assumptions are general
ly true, but there is more to it than that. Successful speakers under
stand the power of audience feedback through verbal and nonverbal
messages.

We listen to our audiences for two reasons; 1) to verify that they heard
what we said; and 2) if we don't listen to them, they won't listen to us.
Here are some useful guidelines for listening more effectively to our
audiences.
Verbal Feedback

• Encourage participation. To encourage trust and build rapport, get
the audience to interact with you. Ask questions, take a poll, or do a
survey. When someone asks a question, look directly at the person and
pay close attention to what is said. Lean forward, nod in agreement, look
interested. Make sure your own nonverbal feedback shows acceptance.
• Acknowledge the audience. People want to be recognized. The way
we respond as speakers makes a difference. Treat all comments with
respect and thank audience members for their participation.
Be careful not to start formulating your answer to someone while the
person is speaking. Give the person your undivided attention. Repeat what
they said for clarity, pause a moment to think, then answer. You can give
a C+ answer without thinking, but you can give an A+ answer if you
pause to organize and frame your response.
• Repeat what you hear. Take the time to paraphrase or repeat a ques
tion word-for-word. Try to pick up the feelings in the question and feed
that back as well, especially if the question is challenging or hostile:
Q. "How can you justify these prices?"
A. "You feel our prices are too high?"
Repeat the question for your own understanding and for the benefit of
others in the audience who may not have heard it. If you are taping your
speech, Be sure to repeat the question for the tape.
Nonverbal Feedback

• Watch your audience. To gauge an audience's response, look for signs
of restlessness or dissent—heads rotating side-to-side, rigid body posture,
folded arms across the chest, rolling or narrowing eyes, scowling. Develop
sensitivity to this feedback. Be aware that the audience can affect you
positively or negatively with its nonverbal behavior.
• Make eye contact. See your audience as individuals. Establish eye con
tact with as many people as possible in different parts of the room. Look
directly at people for 3 to 5 seconds. Eye contact is the speaker's best
nonverbal tool for connecting with the audience, and getting their
feedback.

• Pay attention to non-word signals. Listen for restlessness: coughing,
talking or shuffling. These nonverbal behaviors may be a sign of boredom.
Tell a story, add humor, change your volume, or your rate of speech.
Good speakers pay close attention to their audiences. They care about
audience participation, and in building trust and gaining rapport. As a
speaker, put yourself in your audience's shoes. Would you want to listen
to yourself?
Diane Bone is president of Diane Bone and Associates, a communications
consulting firm based in Palo Alto, California.

awareness. It also takes time and ef

fort. And it takes practice.
Reprinted with permission from Powerspeaking News, Fall 1987.
But, like any other endeavor, prac
tice approximates perfection. You can
drastically improve personal and busi and social skills, by learning to listen Mary Joyce Porcelli, a seminarleader,
[j] lives in Norfolk, Virginia.
ness relationships, as well as speaking loud and clear.
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Beneath this deceptive exterior lay one of the
greatest fighting spirits American woman
hood ever knew. This was Mother Jonesorator, union organizer and hell-raiser,

Today women speak in Toastmasters

and on platforms all over the world.

We've made a lot of progress in the
past 150 years!

In the early 19th century, women

simply did not speak in public. For one thing,
many people were convinced that women's

SPIRITED
SISTERS

voices weren't loud enough to be heard in large
groups. Others believed that any woman brazen
enough to appear on a public platform— before
a mixed audience of men and women—was com

mitting an irreligious act.

In spite of public opinion, however, a young
Scotswoman, Fanny Wright, would not be silenced.
In 1829 she gave lectures to mixed audiences.
One male critic denounced her as "a shameless

and impious woman." The press dubbed her
"the monster female" and the clergy spoke of
her as "the great red harlot of infidelity."
Opponents heckled her, then turned out the

BY NANCY L. HOWELL lights. One critic pictured her as a goose in a
24
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dress. Another said she wanted to "turn the
world into a universal brothel."

Sisters in Spirit
Following closely behind Fanny Wright were
two Quaker sisters, Angelina and Sarah Grimke,
who'd left their aristocratic home in South

Carolina to live in Philadelphia and become ac
tive in women's rights and the abolition of
slavery.
The Congregational clergy of New England de
nounced the sisters, saying
they "masqueraded as
public lecturers." But
the crowds that came
to hear them over

w

omen s

voices

would
never

again
be stilled.

Rights and Reform
Once women began speaking in public, they
used their voices and the podium for reform.
One such female pioneer was a plump old
woman in a mid-Victorian black dress with lit
tle ribbons and bows. A black lace bonnet trimm
ed with violets and lavender ribbons framed her

rosy cheeks.
Beneath this deceptive exterior lay one of the

greatest fighting spirits American womanhood
ever knew. This was Mother Jones—orator,

union organizer and hell-raiser.

Mary Harris Jones was the young wife of a
miner living in Memphis, Tennessee, when an
epidemic of yellow fever broke out. One by one
she watched her four children get sick and die
of the fever. Her husband also died.

flowed the halls,

A half-century later, when the women of

spilled out into the

Ludlow, Colorado, saw their husbands shot

aisles and left those

down and their children burned to death dur

outside straining to

ing a miner's strike, she knew what they suffered

hear.

One of the great ora
tors of the day, Wendell
Elizabiih Cniixf Sfaiiton
Phillips, said Angelina spoke
with "eloquence such as never has been heard
from a woman." Because Fanny Wright and the
Grimke sisters paved the way, women's voices
would never again be stilled.
One of the most prolific speakers and writers
among women was Elizabeth Cady Stanton. She
was born in 1815 and became the organizer of
the first women's rights convention in Seneca
Falls, New York. She also ran as a candidate for

the United States Congress and was founder and
first president of the National Woman Suffrage

and was there, not only speaking out against the
violence, but injecting energy and determination
into the crowd. She also held the widows'

hands, bathed sick children and brought food to
the hungry.
Mother Jones devoted her life to organized

labor. She went to prison rather than give up the

fight. Today her name and work live on in the
national magazine that carries her name. Mother
Jones.
There were other women

who spoke for the op
pressed and exploited—
Susan B. Anthony,
Charlotte Gilman,

Throughout her life, Stanton was a controver
sial figure. At one time she scandalized the na
tion by wearing a dress that stopped just below

Margaret Sanger.
They advocated
women's rights and
spoke out against

the knee with trousers made of the same mater

women working 12-

ial. She did this at a time of such high sexual an
xiety that table legs were covered with cloths that
hung to the floor and women did not admit to
having ankles. The dress was, of course, the

hour days in the mills.
For this they were criti

Association.

Bloomer dress.
Stanton was the first woman ever invited to
address a committee of the New York State

legislature, a move that gained her the reputa
tion as the legal brain of the women's movement.
She had many great skills as an orator, not the
least of which was her ability to use her enemies'
wrath to gain the public's attention, and her abili
ty to articulate an issue and orchestrate demands

cized and humililated, but

Suiutv B. Aiilhony

they would not be silenced.
More recently, the voices of Eleanor Roosevelt,
Coretta Scott King and Gloria Steinem have
echoed across America. These are controversial

voices and the message they bring often makes

people feel uncomfortable and threatened. But
these are the voices of reform that rouse public
sentiment and effect change.

We can credit Fanny Wright and others like
her, who dared to defy convention and speak out

for reform.

in public, for the very fact that today women are

During her lifetime, she saw family and friends
turn against her and scorn her work, but when
she was 80 years old, she was given a birthday
party attended by more than 3000 people. When
she died at age 87, her friend Susan B. Anthony

accepted into Toastmasters.

wrote of her death in a note, "Well, it is an awful
hush."

[r]

Nancy L. Howell is a member of Vienna Club
1762-36 in Vienna, Virginia. She is an insurance
underwriter and is studying sociology and
journalism.
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GET THE WINNING EDGE WITH ADVANCED PSYCHD CYDERNETICS
(There is no similarity between cybernetics and dianetics)

Paul G.Thomas

psychofeedback.

This discovery is so very profound because it shows, that
contrary to the long held belief, in their goal seeking
activities human beings are not hostage to the Law of

advanced

computer known -
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Cause and Effect.

Mr. Thomas is the first to give a full explanation of psycho
cybernetics and his book is recognized as the most im
portant ever written on motivation. Defining motivation as
"the energizing and control of purposeful behavior
towards specific goals" he explains the exact neurological
process which releases the latent power in the greatest

13

2
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British philosopher Paul G. Thomas discovered the great
truth that it is impossible to achieve any goal without using

CYBERNETICS
AND

PSYCHOFEEDBACK
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THE HUMAN BiOCOMPUTER

What do you
really want out
of life?
Surely you want to earn more money and
enjoy greater career success, don't you?
Don't you also want increased happiness
and personal growth? Develop a more dy
namic personality? Always have the ability of
using good judgement whenever you make

WHAT OTHERS SAY:

"Mr. Thomas has done everything Dr.
Maxwell Maltz did not do in his PsychoCybernetics. And i speak with the authority of
one who had previously used the Maitz
program as a motivational tool since its

more successful if they use the Advanced

Psycho Cybernetics program."
Richard Ossinger, Amway Crown Dist.

Mitchell Resnick, President,
Dictograph.

"in my career at the Academy, I think I
have examined every seif-heip, self-develop
ment program every produced. I say, without

Everybody has problems and often they
become the source of paralyzing discourage
ment. Don't you want to always solve your

hesitation, that the Advanced Psycho Cyber
netics program is not merely the best, it's the

problems with confidence and assurance?

Dr. William A. Foster, Faculty Member,
Training Programs, U.S. Postal Service
Management Academy.

chosen religion.

Whatever it is you want out of life, many
books and self-improvement programs have
been published promising to bring you these
and other benefits.

Promises, Promises! And when you don't
get the results you're looking for, you con

most fantastic i have examined and used."

"Paul Thomas should be proud of his great
work. Advanced Psycho Cybernetics will
benefit ail people throughout the world now
and one hundred years from now. He has
revealed matters which have only been hint
ed at since time immemorial."

Robert Sturner, President, Superlife.

tinue your search, it's because no self-im
provement program has explained the exact

"There have been so many "discoveries'
in the past on the mental frontier that the
programs without a strong scientific founda

process at work in the human mind - a

tion suffer somewhat. Which is why this pro

processvitaliy importantto knowabout if you
are to achieve ever increasing success.

Samuai Yates, Vice President, Sutro & Co.

NOT UNTIL NOW

Finally, there is a program which will show

you, scientificaiiy and logically, the easy way
to initiate positive action in your life. Positive
action that will mean great success and
happiness for you immediately.
Paul G. Thomas reveals how anyone,
regardless of color, creed, sex or education,
can get the winning edge and experience an
entire spectrum of benefits, ranging from
increased wealth to improved personality to

they can release the potential within them
selves. It's impossible for people not to be

apearance in 1960."

decisions?

Maybe you want to play better golf, tennis,
bowl or any other recreational activity? Per
haps lose unsightly weight? Or maybe, deep
en your relationship with the Diety of your

"I intend to see to it that ail the distributors
in our organization are made aware of how

gram is so far ahead of the others."
Contributing author The Stock Market
Handbook.

"Mr. Thomas has discovered some great
truths. The program is one of the most

"This program is packed with power! You
already know if you follow my reviews - i do
not generally like, or have any use for this
type of thing. The reason for that is the
superficiality and generalized nature of the
beast. This program is different. You will use

it and use it and it will, for most of you, be the
first to make an impact on your life."
David Saltzman, Editor, MLUA's Forum.

USE THE ADVANCED PSY
CHO CYBERNETICS PROGRAM
AND VERIFY THE TRUTH OF
THE STATEMENTS MADE IN
THIS ADVERTISEMENT.
READ

PAUL

THOMAS'

WORDS,LISTEN TO HIS VOICE,
PUT HIM TO A TEST.

Discover how you can now
achieve in days or weeks quan
tum leaps that once took years!

exciting things which can happen to a
person."

Frederick A. Stoutland, C.L.U. Vice Presi
dent, New York Life Insurance.
"The Advanced Psycho Cybernetic tech
niques created by Paul Thomas are simple

PREVIEW THIS FANTASTIC
PROGRAM FOR ONLY
POSTAGE AND

greater success in any and every endeavour.

and sound. Brokers will run better offices

HANDLING

IT'S ALL IN HIS LANDMARK ADVANCED
PSYCHO CYBERNETICS PROGRAM CON

SISTING OF THE HARDCOVER BOOK AND

hassle, when they have learned and dili
gently applied the principles."
Dr. Dick McKenna, Consultant to Century

CASSETTE ALBUM SHOWN ABOVE.

21 International.

and agents will make more money, with less

73$ 1st class postage
27$ handling
$1 Total

CLASSIC PUBLISHERS, 150 S. Barrington, #13, Los Angeles, California 90049

With no obligation, I want to preview the program. Here is $1.00 for 1 st class post & handling for the "INTRODUCTION TO
ADVANCED PSYCHO CYBERNETICS" PACKAGE CONSISTING OF ONE FREE CASSEHE AND THE 8 PAGE BOOKLET.
(NO REQUEST ANSWERED WITHOUT $1. FOREIGN COUNTRIES - SEND $3 U.S. FOR AIRMAIU IN CANADA THE BOOK ONLY IS SOLD BY W. H. SMITH BOOKSHOPS.
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Congratulations to these Toastmasters who have received the

Distinguished Toastmaster
certificate, Toastmasters Inter

national's highest recognition.
Lorna Doman, Fort Nelson
4557-21, Ft. Nelson, BC,
Canada

Sid Gilman, Mid-Cities
Noon-Time 2476-25, Husrt,
TX

Carol I. Cole, TLC 6708-33,
Fresno, CA
James S. Buchanan,
Greeensboro 439-37,
Greensboro, NC

Tom Gage, Sodak 224-41,
Sioux Falls, SD

Kathryn Hoenecke, CBA
2882-42, Saskatoon, Sask.,
Canada

Joseph Simms, Valley
5906-53, Naugatuck, CT
Les J. Hewett, Napier
1542-72, Napier, New
Zealand

ceived the Able Toastmaster
Bronze certificate of achieve

Orange, CA

Ont., Canada

Kenneth E. Hitch, Robert

Roy N. Metzger,

ment.

Service 4478-U, Anchorage,

Mike Purtscher, "Liber
tines" 4369-1, Lakewood,
CA

Len Jennings, Toro Prose
5369-6, Bloomington, IN
James C. Casterline,
Filibusters 1262-7, Portland,
OR

Clifton Sanders, Conoma

454-16, Oklahoma City, OK
Raola M. Giles, NADL Ear

ly Risers 3595-19, Ames, lA
Loma Doman, Little Giant

3811-21, Chetwynd, BC,
Canada

Dennis West, RME 426-26,
Broomfield, CO

Marc Sullivan, Wind Bagger
1535-28, Farmington, MI
David Richey, Ventura
Sunrise 5575-33, Ventura,
CA

Wlliam G. Pasztor, Mather
2695-39, Rancho Cordova,
CA

Diane K. Rutshilling,

► ATM SILVER
Congratulations to these
Toastmasters who have re
ceived the Able Toastmaster
Silver certificate of achieve

Grand Lake 5136-40, Celina,
OH

Jack Gallagher, Ala Moana
3701-49, Honolulu, HI

Ronald Gordon Haynes,
Chesapeake 3142-66, Ports

ment.

mouth, VA
Ronald McDowell, In-

Darold Westbrook,

gleburn 4213-70, Ingleburn

Hollywood & Vine 328-1,
Hollywood, CA
Mike Purtscher, "Liber
tines" 4369-1, Lakewood,
CA

Ronald Edson, 1-5 3091-7,
Vancouver, WA
Clifton Sanders, Conoma

454-16, Oklahoma City, OK
Bettye Lewis-Underhill,
Capitol Hill 1460-36,
Washington, DC
William G. Pasztor, Mather
2695, Rancho Cordova, CA

Kent D. Keelyne, Pierre
1195-41, Pierre, SD

Sonny D. Reynolds, Heart
of Tennessee 1757-63, Murfreesboro, TN

Mary Elizabeth Davis,

NSW, Australia

Russell John Woods, Three
Kings 5991-72, Auckland,
New Zealand

Aida "Baby" Guerrero,
Square and Compass
4749-75, Manila, Philippines
► ATMs

Congratulations to these
Toastmasters who have re
ceived the Able Toastmaster
certificate of achievement.

Jerry Everett, High Noon
1026-F, Victorville, CA

Marjorie Stevenson, Sun
City 1677-F, Sun City, CA
William C. Gedney, Red-

RAAP 3633-66, Redford, VA

lands Citrus AM 4659-F,
Redlands, CA

► ATM BRONZE

Chevron 5270-F, La Habra,

Stephen Edward Kaye,
CA

Congratulations to these

Walter Albert Lowery, Ulti

Toastmasters who have re

mate Achievers 6138-F,

AK

Mike Purtscher, "Liber
tines" 4369-1, Lakewood,

Myrtlewood Hootowlers
158-7, Coos Bay-North
Bend, OR

Lois A. Schreck, Vigo

CA

332-11, Terre Haute, IN

Michael E. Bondor, North
Star 3696-2, Seattle, WA

F. Gerard Feeney, Tuesday
Night 394-11, South Bend,

Shelly L. Miller, Tele-Talk

IN

Paul R. Wyatt, Murat Shrine
1211-11, Indianapolis, IN
Glories 3693-3, Phoenix, AZ Robert C. Taylor, Northeast
Elsie Eichelberger, Chirp 'n' 2000-11, Indianapolis, IN
3016-3, Phoenix, AZ

Robert Lynn Noe, Morning
Choke 5027-3, Phoenix, AZ

Carol Mull, Downtowners

Robert A. Donley, Village
Speakers 6580-3, Phoenix,

2944-11, Indianapolis, IN
Russell F. Miller, Early Bird
3293-11, Ft. Wayne, IN
Larry L. Porter, Executive

AZ

3429-11, EvansvUle, IN

Peggy Funk, Verde Valley
5142-3, Cottonwood, AZ

Robert D. Bisaillon, Sequoia
1689-4, Los Altos, CA
Alan P. Wood, Los Habla-

dores 1952-4, Sunnyvale,
CA

Gil Johnson, TGIF Manage
ment 3328-4, Santa Clara,
CA

Adelin L. Montgomery,
Greater Greenwood 4081-11,
Greenwood, IN

Ruth C. Werning, Concordia
5332-11, Ft. Wayne, IN

Barbara A. Nagjer, Marietta

Tower 1613-14, Atlanta, GA

Laura H. Phillips, Colum

Arliss A. Freeman, Escondido 1546-5, Escondido, CA
Sarah M. Clarke, Fred H.
Rohr 2518-5, Chula Vista,

bus Uptown 2037-14, Col

CA

GA

Robert L. Wicker, Sr., Fred
H. Rohr 2518-5, Chula
Vista, CA

Kennesaw College 3592-14,

umbus, GA

William A. Eger, Jr.,
Valdosta 2906-14, Valdosta,
T. Olin Sturdiuant, IV,
Marietta, GA

Mary Ellen Drummond,

David A. Young, Fountain

North Coast 4356-5, Del
Mar, CA

GA

City 3871-14, Columbus,

George F. McCane, Jr.,

Allene M. Goforth, Metro

Christian 4525-5, Chula
Vista, CA
Claudia Records, RB
Filibusters 5528-5, Rancho
Bernardo, CA
Akira Murakami, Borderline
5727-5, Yuma AZ
Robert L. Boos, Granite

719-15, Salt Lake City, UT

City 679-6, St. Cloud, MN

Sarah Germain, Land o'
Lakes Buttermasters 1505-6,
Ardent Hills, MN
Sharon E. Stone, Land o'
Lakes Buttermasters 1505-6,
Ardent Hills, MN

Gregory C. Fritz, Sunrisers
2140-6, Robbinsdale, MN
Steven Paul Steuck,
Sunrisers 2140-6, Rob
binsdale, MN

Harry Kenneth Beers,
Honeywell Masterblenders
4756-6, Hopkins, MN
Terry Stone, Sunset Coun
try 5846-6, Ft. Frances,

Clifton Sanders, Conoma

454-16, Oklahoma City, OK
Rita G. Williams, Conoma

454-16, Oklahoma City, OK
Doris R. McGuire,

Claremore Community
806-16, Claremore, OK
Irvin C. McGuire,

Claremore Community
806-16, Claremore, OK

Don Hunt, Noon Flight
1062-16, Tinker AFB, OK
Lloyd Gorrell, Tinker
1362-16, Midwest City, OK
Gregory Alan Ford,
Technical Talkers 1691-16,
Bartlesville OK

Evelyn E. Greeson,
Muskagee 1859-16,
Muskagee, OK
Barbara Harrison, Indian
Meridian 2361-16, Oklahoma

City, OK

Larry Henderson, Indian
February 1988
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Meridian 2361-16, Oklahoma Wilma F. Sheets, Haworth,
Wichita 193-22, Wichita, KS
A. T. Shackelford, Craig
Daniel L. Schmidt, Power
County Communicators
Masters 3985-22, Overland
3239-16, Vinita, OK
Park, KS

City, OK

Robert A. Nance, Flyers
and Floaters 5467-16,

Richard E. Petty, Sandia
765-23, Albuquerque, NM

Oklahoma City, OK

Arlington Heights 1087-30,
Arlington Heights, IL

Jerald H. Reckner Spectacle

Alyce L. Pinnola, Abbott

City 2602-35, South

Obispo, CA

2679-30, North Chicago, IL

Milwaukee, WI

Betty J. Phillips, Johnson

C. Thomas Cutts, Sunburst
5454-35, Racine, WI

Products 2766-30, Chicago,
IL

Sinchau Steven Chang,
Mitre Washington 571-36,

Martin Cornish, Border
Arlene Smith, Enid 5514-16, Toasters 2127-23, El Paso,
Enid, OK
TX

William E. Strawbridge,
Chicago Heights 3648-30,
Chicago Heights, IL

L. Bruce Langham, 1630
Twilight 6012-16, Tinker

Marty Morris, El Paso
Natural Gas 2461-23, El

Park 4868-30, Deerfield, IL

AFB, OK
Leo Pittman, Sooners on

PAso, TX
Charles M. Gable, Universi

tal Service Corp. 1232-31,

Guard 6365-16, Tulsa, OK

ty Park 2984-23, University

Boston, MA

Michelle Kitson, Speakeasy

Park, NM

Mary E. Donnelly, Minute-

291-17, Great Falls, MT

Stephen P. Welsch, Noon
day 3109-23, Roswell, NM
Bruce L. Gilmore, NPPD

James Austin Diggs,

1237-36, Washington, DC
Ede Deneberg, Silver
Spring, 1314-36, Silver
Spring, MD
Harold F. Golding, Silver
Spring 1314-36, Silver
Spring, MD

Honeywell Communicators
3326-31, Waltham, MA

Beatrice S. Dukes, HUD
Toastmasters 1795-36,

Martha Fritts, Deerbrook

Maria Wheeler, BC-BS Den

men 2288-31, Waltham, MA

Ruth J. Patrick, Missoula
347-17, Missoula, MT
Nancy Espy, Roadrunners

1029-24, Columbus, NE

825-17, Broadus, MT

John J. Knapp, Challengers

Mike Smith, Chief Joseph

Mary T. Pogash,

1297-24, Nebraska City, NE

Chelmsford 4031-31,

McLean, VA

Sharon A. O'Brien, George
Washington University

1177-17, Laurel, MT

Vianne J. Gardine, CB

Chelmsford, MA

Gretchen Olheiser, City of

Washington, DC
Lawrence A. Duewer, Fair
fax 1889-36, Fairfax, VA

Communicators 2114-24,
Council Bluffs, lA

James B. Sampson, Com-

Robert N. Epperson, Jr.,

municats 4816-31, Milford,

Paul Baburek, Plattsmouth

MA

3560-24, Plattsmouth, NE
Evaline H. Kahlke, PlusTwo 349-25, Ft. Worth, TX
Delores Osnik, Texins

Frederic Moore, Auburn

VA Gavaliers 2920-36,
Washington, DC
Phillip W. Harlan, USDA

Gold 2067-17, Helena, MT
Dennis L. Goodheart, Sun-

risers 2269-17, Billings, MT
Glenn E. Beidel,

Chambersburg Area YMCA
1981-18, Chambersburg, PA

Morning 329-32, Auburn,
WA

3294-36, Washington, DC
Robert M. Quigel, USDA
3294-36, Washington, DC

Charles H. Haug, Puget
Sound Naval Shipyard

Charles L. Reed, Defense

1174-32, Bremerton, WA
Vicki L. McKenna,

Frank Stayduhar, Eagles

Mapping 3660-36,
Washington, DC

Lakewood-McChord

4108-25, Dallas, TX

Theresa Flaherty, Plaza
3776-36, Arlington, VA

Robert Martin Holdar, Irv

1594-32, McChord AFB, WA
Dwight D. Lentz, Sun

ing Noon 4344-25, Irving,

Jim O'Connor, Franconia

downers 5325-32, Olympia,

Orators 4566-36, Alexandria,

TX

WA

VA

Sandra A. Mcllvain,

Marie MacMartin, Santa
Maria 89-33, Santa Maria,

James L. Bulla, High Point
582-37, High Point, NC

Harvey Armour Harrison,
Boone 184-19, Boone, IA
Herbert J. Mullins, Ex
ecutives 335-19, Des

3859-25, Dallas, TX

Moines, lA

Donald D. Brinser,
Muscatine 685-19, Nebraska
City, NE
Joan K. Davis, Amana

Gregory D. Stone, Piano
Talkers 4015-25, Piano, TX

Refrigeration 1824-19,

Generally Speaking 4432-25,

Amana, lA

Ft. Worth, TX

CA

Mabel Jeanne Scharch Ar

Marcia R. Frank, Denison
3288-19, Denison, lA

Bill K. Arena, TNT 4533-25,

Thomas H. Phelps, Delco

Dallas, TX

878-33, Goleta, CA

lington Annex 4857-36,
Washington, DC

Gregory J. Crawford,
Daybreakers 1388-33,

Catawba Valley 1193-37,
Hickory, NC

Elinore D. Diehl, Diplomats Jeffrey Tobe, Plaza 5830-25,

Lynne Crowell Kevitt,

3298-19, Des Moines, lA
Alan Pick, Johnston
4605-19, Des Moines, lA

Sharon Lee Clay, Bell Plaza

Modesto, CA

5928-25, Dallas, TX

Stanley C. Kuhn, Ankeny

Frank R. Nolimal, High

Jim Motz, Littleton 2177-26,

Darrell C. Venable, Forsyth
1278-37, Winston Salem,
Six-O 1312-37, Charlotte,

Dallas, TX

4477-19, Ankeny, lA

Littleton, CO

Dennis E. West, Grand

Roberta W. Sevey, Buffalo

Noon Lectern 2462-33, Las
Vegas, NV
Herb Smelser, I'll Drink to

Forks 273-20, Grand Forks,

2438-26, Denver, CO

That 3254-33, Las Vegas,

ND

Tracy E. Perry, Storage Talk

NV

NC

Robert Thomas Mata,
Delano 3470-33, Delano, CA

Don L. Ramsay, Paradise
299-39, Rancho Cordova,

Bryant William Wisheropp,

CA

Christian I. Hansen, Minot, 4071-26, Louisville, CO
636-20, Minot, ND
Laxmidas V. Popat, TriskelTed H. Haugan, Minot
ion 4853-26, Englewood, CO
636-20, Minot, ND
Carl A. Thomason, Jr.,
Jack T. Mattson, Minot
Triskelion 4853-26,
636-20, Minot, ND
Englewood, CO
Jean Helgaas, Pride of the
Robert McClelland,
Prairie 1073-20, Jamestown, Carousel 5587-26, Burl
ND
ington, CO
William Uganecz, Pioneer
Lon E. Osten, The Oral Ma
331-21, Victoria, BC, Canada jority 3748-28, Plymouth, Ml
Peter Myskin, Pentincton
Mary Kelly, Downtown
2392-21 BC, Canada
Lillian Noble, Kelowna

2796-21, Kelowna, BC,

2815-29, Mobile, AL
Lorraine T. Johnson, Oak
Park 614-30, Oak Park, IL

Canada

Laveme Erdmann Johnson,
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Delano 3470-33, Delano, CA

Harold L. Schmidt, Singles
3968-33, Fresno, CA
Bernard Cannon, Point Con

ception 4184-33, Lompoc,

NC

Murahari R. Rao, Monday

Douglas Frank, Just Us
Orators 2349-39, Sacramen
to, CA

William G. Pasztor, Mather
2695-39, Rancho Cordova,

CA

CA

Dennis L. Cote, Sunrise
4333-33, Merced, CA

Jeanni S. Conlan, Oasis
3130-39, Fallon, IW

Meredith D. Hughes,
Sunrise 4333-33, Merced,

Jose Lopez Gallego, El

CA

CA

Constance M. Lee, Coast
Toasters 4392-33, San Luis

4352-39, Sacramento, CA

Bohemio 4163-39, Stockton,

Larry A. Myer, Capital 1

Richard R. Wilford, Los
Oradores 4706-39,
Sacramento, CA

Corrine Shepherd Lundy,
Best by a Dam Site 5113-39,
Oroville, CA

ton & Auburn 1741-45,
Lewiston, ME
Herbert H. Kiehn, Mutual
Benefit Life 2616-46,
Newark, NJ
Sandra Brier Bennett, State

Sam 1138-53, Troy, NY
Paul W. Von Hardenberg,
Sikorsky 5642-53, Stratford,

2959-61, Cornwall, Ont.,

CT

dicott 2584-65, Endicott, NY
Daniel A. Yanchisin, VCU
4649-66, Richmond, VA

Marcia A. Kirby, Havana
2594-54, Havana, IL

Canada

Michael J. Skrepcinski, En-

Louis R. Tourvile, Best by a

Farm 1178-47, Jacksonville,

George C. Pickens, 1960 N.

Linda B. Watkins, Kingfish

Dam Site 5113-39, Oroville,

FL

Houston 2659-56, Houston,

CA

Ladonna Shaw, Top o' the

TX

Dale E. Froehlich, Yawn
Patrol 1187-41, Sioux Falls,

Rock 2155-47, Jacksonville,

Frances Arrowsmith, Metro

906-68, Baton Rouge, LA
Trip French, Opelousas
5388-68, Opelousas, LA

FL

politan Executive 3393-56,

Janet Wohlhom, Talk of the
Town 5390-47, West Palm
Beach, FL

Austin, TX
Donald G. Ketteman, Austin
4256-56, Austin, TX

George W. Gray, Redstone
1932-48, Montgomery, AL

Tower 4632-56, Houston, TX

SD

Geraldine Frances Ray, River
City 4018-41, Pierre, SD
Adrian Marshall, Rocky
Mountain 2730-42, Calgary,

Wayne F. St. Germain,

Bette Howard, Ipswich
3410-69, Ipswich, Qld.,
Australia

Anthony Prichett, Sunrise
3844-69, Brisbane, Qld.,
Australia

Alta., Canada

Carroll W. Puckett, Montala

Mavis Stegen, Dinosaur

2482-48, ,Montgomery, AL

3903-43, Brooks, Alta.,

Jerry Hunt, Lubbock 884-44,

Leonard J. Corcoran,
Twickenham 4272-48, Huntsville, AL

Eastern 5268-56, Houston,

Australia

Lubbock, TX

Fanny T.F. Vyas, Hawaiian

TX

Charles W. Sargant, Lub

Electric 1416-49, Honolulu,

bock 884-44, Lubbock, TX
Ruth H. Marstaller, Lewis-

HI

Leo M. Epperson, Skywest
3137-57, Hayward, CA
Nurit Kochav, Seaway

Bryce John Peddle,
University 4974-70,

Canada

Sheila J. Randall, Uncle

Steven L. Shapiro, Texas

Trent Rodger Cheese,
Hervey Bay 6024-69,
TX
William W. Slaughter, Texas Hervey Bay, Qld.,
Eastern 5268-56, Houston,

YOU ARE THE MESSAGE

Continued from page 18
mines whether you're going to be successful in
whatever career you've chosen, whether you're
going to move up in the management of your
company, whether you're going to be a winner
or a loser, whether you're going to succeed in
negotiating situations, whether you're going to
become a superstar or just another droning voice
who eventually gets a wristwatch at retirement.
The stakes are that high. It's important for you
to accept that you (the whole you) are the
message—and that message determines whether
or not you'll get what you want in this life.
Over the past 25 years, I've worked with
literally thousands of business and political
leaders, show business personalities and men
and women who just want to be successful. I've
helped many of them learn to communicate more
effectively, control communication environments,
make persuasive presentations, field hostile
questions from journalists or irate corporate
shareholders, and generally handle the everchanging communication situations we all find
ourselves in every day. The secret of that train
ing has always been you are the message. If you
are uncomfortable with who you are, others will
be uncomfortable, too. But if you can identify
and use your good qualities as a person, others
will want to be with you and cooperate with you.
A Personal Inventory
Take a piece of paper and list personal assets
that help you communicate. Consider your
physical appearance, energy, rate of speech,
pitch and tone of voice, animation and gestures,
expressiveness of eyes, and ability to hold the
interest of people who listen to you. Perhaps you

I

f you

are

uncomfort
able with

who you
are, others
will be
uncomfort

able, too.

Canberra, ACT, Australia
Cecil Ash, Illawarra Sun-

can add other qualities. These assets form the
best part of the composite you. Study the list to
see which areas you wish to improve. Those
categories you feel less confident of are also part
of your total message. You need to learn how to
accentuate the positive and eliminate the negative.
You are the message is a new way of looking
at yourself and others. Sometimes, we can make
mistakes about others if, as we view them, we

segment them and only get a partial picture. This
person has good looking hair; that person has
no hair. This person should lose weight; that one
should gain weight. We look at all these parts
of people, but then we quickly perceive the per
son in totality. You can have the greatest head
of hair in the world, or the greatest smile, or the
greatest voice, or whatever, but after two
minutes you're going to be looked at as a whole
person. AH of those impressions of your various
parts will have been blended into one complete
composite picture, and the other person will
have a feeling about you based on that total im
pression. Enough of that image has to be work

ing in your favor for you to be liked, accepted
and given what you want.

HI

Roger Ailes, a communications coach and
television producer, is president of Ailes Com
munications, Inc., a communications and polit
ical media consulting firm in New York.
A former White House Communications Con

sultant, Ailes has advised and helped elect many
candidates for office, including 12 current U.S.
senators. He is Senior Media Adviser to several

1988 political campaigns.
In television, AUes is best known for his work

as executive producer of NBC's "Tomorrow
Show" and the Emnriy Award winning "Mike
Douglas Show."
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day Morning 6034-70,

716-B Main St., (503)

HurtsvUle, NSW, Australia
Krista Greenwood,

656-8888
5296-8 Postmaster

CONFERENCE/CONVENTION

Dynamic Dora Creek

St. Louis, MO—Tues. &

CALENDAR

6419-70, Dora Creek,
NSW, Australia
John I. Barren, New

TOASTMASTERS INTERNATIONAL

1988 REGIONAL CONFERENCES

► REGION i/Jun* 17-18

SEATTLE AIRPORT HILTON, Seattle, Washington
Contact: Linda Smith, ATM, 15914 South East 148th Street
Renton, WA 98056

Plymouth 2833-72, New
Plymouth, New Zealand
Marion Bogie, Lower

Waikato 3157-72, Taupiri,

New Zealand

Wed., 7 p.m.. Post Office,
1720 Market St.
1584-11 The Heartland
Classics

Elizabethtown, KY—2nd &

4th Mon., 6 p.m., Christ
Episcopal Church, 122 N.
Mulberry St., (502) 737-2338
6752-14 Bellsouth

Lina M. Tan, Dagupan
5383-75, Dagupan City,
Philippines

Peachtree St., NE, (404)

TROPICANA, Las Vegas, Nevada
Contact: Judy Clinton, DTM, The Vista Group,
2295-A Renaissance Drive, Las Vegas, NV 89119

►NEW CLUBS

767-4682
6746-19 Golden Circle

5110-U SIM II

► REOiON iii/Jun* 17-18

Singapore—1st & 3rd Fri.,
7:30 p.m.. Mandarin Hotel,

Golden Circle Incubator,

MARRIOTT EL PASO, El Paso, Texas

333 Orchard Rd., 8th fl., S.

6757-24 Blue Ah Busters

5150-U Tudor

Omaha, NE—1st & 3rd
Tues., 7 a.m.. Blue Cross &

► REOiON Il/Jun* 10-11

Contact: Louise Perkins, DTM, 4508 R.T. Cassidy, El

Paso, TX 79924

^ REOiON iV/Jun* 3-4

SIOUX CITY HILTON INN, Sioux City, Iowa
Contact: Kevin Heinrichs, ATM, 6008 Four Seasons

Drive, Sioux City, lA 51106
REOiON V/Jun* 24-25

BRECKENRIDGE FRONTENAC, St. Louis, Missouri
Contact: Jack Rardin, DTM, 617 18th Street, Charleston,
IL 61920

wing

Atlanta, GA—Thurs., noon.
Southern Bell Ctr., 675 W.

Ankeny, lA—Tues., 7 a.m..

2010 Ankeny Blvd., Bldg.

19, (51) 964-6725

Anchorage, AK—Anchorage

Blue Shield of Nebr., 7261
Mercy Rd., (402) 390-1800

Augsburg, Germany—Fri.,

5496-25 The Speaking

Transit Bldg., (907) 786-8405
6747-U Augsburg,

11:30 a.m., Augsburg Rm.,
Flak Kaserne, (089) 791-4174
6749-U Tampico
Tampico, Tamaulipas,
Mexico—Wed., 8:15 p.m..
Burger King, Ave. Hidalgo,
(12) 13-33-94
6761-U San Vito

San Vito Air Stn., Italy—1st

ext. 262

Connection

Ft. Worth, TX-Tues., 6:30
p.m., Ramada Inn Central,
2000 Beach St., 1873 Rm.

6748-25 AT&T Pro Speakers

Irving, TX—Thurs., 1 p.m.,
AT&T 545 E. Carpenter

Fwy., (214) 830-8351

6756-45 Voices from Within

^ REOiON Vi/Jun« 10-11

& 3rd Wed., noon, con

Hillsboro, NH—Tues., 7
p.m., Hillsboro Correctional

HYATT REGENCY, Hint, Michigan

622-3515
6750-1 Founder's

Inst., RED -2 H.O.C., (603)

Kalamazoo, Ml 49003

Los Angeles, CA—Thurs., 7
p.m., D. Westbrook Prod.

^ REOiON Vii/Jun* 3-4

Studio, 7150 Sunset Blvd.,
(213) 851-0818

6745-47 GTEDS Microchips
Temple Terrace, FL—Thurs.,
4:30 p.m., GTEDS Tech.
Ctr., One East Telecom

Mesa, AZ-Wed., 11:30

Pkwy., (813) 978-4128
6762-47 River City Singles

Contact: Bill Anderson, DTM, P.O. Box 2493,

SHERATON TARA HOTEL, Framingham, Massachusetts
Contact: Lew Mutty, DTM, 129 Nimrod Drive, Concord,
MA 01742

► REOiON Viii/Jun* 24-25
AIRPORT SHERATON, Charlotte, North Carolina

Contact: Bucky Sutton, DTM, 1313 Pinecrest Drive,
Rockhill, NC 29730

1988 INTERNATIONAL CONVENTION
WASHINGTON HILTON AND TOWERS

August 16-20
Washington, D.C.
1989 INTERNATIONAL CONVENTION
MARRIOTT'S DESERT SPRINGS

August 15-19
Palm Desert, California

so

Thf 1oasimasfcr

solidated open mess, (AV)

5597-3 Mesa Red Tape

a.m.. Mesa city council
chambers, 57 E. First St.,
(602) 834-2069
6759-4 Audibles

627-5620

Jacksonville, FL—Mon., 6:30

p.m., Shoney's Restaurant,
5085 University Blvd. W.,
(904) 262-0334

Sunnyvale, CA—Thurs.,
6:30 a.m.. Palmer College of
Chiropractic W., 1095 Dunford Way, (408) 244-8907
3946-5 lEVS Droppers

Ft. Lauderdale, FL—Wed.,
7:15 p.m., Florida National
Bank, 100 NE Third Ave.,
(305) 467-5130

Oceanside, CA—Tues.,

6755-56 Armadillo

noon, Co. of San Diego
Dept. of Soc. Serv., 318 N.

6763-47 Downtown

6754-5 Real Communicators

Austin, TX—Thurs., noon,
Stephen F. Austin State
Bldg., 9th fl., 17th & Con
gress, (512) 476-8605

Chula Vista, CA—Mon., 5

6758-56 Momentum Masters

Cities Board of Realtors, 588

noon, MBank Alamo, (512)

Home, (619) 967-4510

p.m., S. San Diego Bay
L St., (619) 425-1130
6744-7 Ti-Chatter

Oregon City, OR—Wed., 7
a.m.. Chopping Block,

San Antonio, TX—Thurs.,
271-8220
3541-60 Bowmanville

Bowmanville, Ont.,

Canada—Tues., 7:30 p.m..

Lions Ctr., Beech Ave.,
(416) 723-1657
6751-60 London Talbot

I

London, Ont., Canada—

Mon., 12:05 p.m., Bell
Canada, ICQ Dundas St.

►

I

6760-73 Moorabbin Saints

Moorabbin, Vic., Australia—

1st & 3rd Tues., 7:30 p.m.,

/

St. Kilda Football Social

Club, Linton St., (03)
772-7825
6753-74 Stellenbosch

Stellenbosch, South

Africa—2nd Thurs., 7 p.m.,
De Akker Restaurant, Dorp
St., (02231) 72828

3086-75 Panday Pira
San Fernando, Pampanga,

Philippines—2nd & 4th
Thurs., 6 p.m., San Fernan

m

do Brewery, VIP Rm.
► ANNIVERSARIES

50 Years
Century 100-F, Santa Ana,

Double Anniversary-Those present at the recent celebration of High Noon Club 505-56 of
Houston, Texas, included foe Westerlage, CTM (fourth from right). Westerlage also celebrated com
pleting 30 years in Toastmasters during which he served as district governor and international

CA

director.

Modoc 98-7, Klamath Falls,
OR

Pioneer 97-26, Casper, WY
45 Years
Miles City 239-17, Miles
City, MT
40 Years
Faribault 372-6, Birm

ingham, AL

Mainliner 1213-4, South
San Francisco, CA
Blue Ox 1235-7 Portland,
OR

Nora 1183-11, Indianapolis,
IN

Shelton 1236-32, Shelton,
WA

West Hills 1249-40, Cincin
nati, OH

Freeport-Hempstead
1105-46, Freeport, NY

30 Years
Foothill 116-F, Glendora,
CA

Papago 2694-3, Phoenix, AZ
Gainesville 2520-14,
Gainesville, GA

Jay Cee 2446-17, Havre, MT
Plant Industry Station
2627-36 BeltsvUle, MD

25 Years
Leisure World 2230-F, Seal
Beach, CA

Saratoga 3572-4, Cupertino,

OK

Guymon 1680-16, Guymon,
OK

Irving Park 2069-30,
Chicago, IL
Suitland Federal 3349-36,
Suitland, MD
Arsenal 2264-38, Suitland,
MD

Breakfast 3581-62,

Muskegon, Ml

20 Years
Pajaro Valley 2373-4, Watsonville, CA
Daniel Boone 3536-8, St.
Charles, MO

Capital Nevada 1813-39,
Carson Sity, NV
Skyline 3258-41, Rapid City,
SD

and development o/new com
munication and leadership pro
grams for the benefit of our
10 Years
membership and the people
Wordmasters 165-F,
served by our organization.
Westminster, CA
Donations will regularly be ack
Sensational Salesmen 417-F,
nowledged in the Hall of Fame.
Makati 1697-75, Makati,

Philippines

Tustin, CA
Kenworth Seattle 1750-2,
Seattle, WA
Janus 1455-4, San Francisco,
CA

The Single Speakers 593-5,
La Mesa, CA
Berea 2917-10, Berea, OH
OKC Pros 3220-16,

Oklahoma City, OK

AMMRC 3504-31, Watertown, MA

FUDS 398-33, Bakersfield,
CA

Valle Nogales 579-57, Her
cules, CA

15 Years
High Risers 3278-2, Seattle,

Dynamique 3604-61, Laval,

WA

Portage 3064-64, Portage La

Bootstrappers 2397-7,
Salem, OR

Engineering Society
2686-18, Baltimore, MD
Abilene 1071-44, Abilene,
TX

Que., Canada

Prairie, Man., Canada

Kallangur 1444-69,
Kallangur, Qld., Australia
Randwick 3812-70, Dee

Why, NSW, Australia

Selma 2791-48, Selma, AL

McDonnell Douglas
1825-60, Mississauga, Ont.,
Canada

CA

Alcoa 1092-13, Pittsburgh,

Mohawk 3597-60, Hamilton,
Ont., Canada

PA

Taumarunui 2053-72,

Thunderbird 1566-16, Tulsa,

Taumarunui, New Zealand

►RALPH C. SMEDLEY
MEMORIAL FUND

Contributors
Smoothtalkers Club 5625-29

Sarasota Evening Club
6026-47

Steven R. Ockrassa

Oliver Redington
Tommy H. Powell
Ingleburn Club 4213-70
Michael E. Harris
David L. Anderson

Bayou Pierre Club 2485-25,
in memory of Adler Hirch

Frank L. Slane, in memory
of Ralph Goldsmith
Rockwell Geargassers Club
3079-28, in honor of David
J. Bohla

Rockwell Geargassers Club
3079-28

Tulsa Club 148-16, in

memory of Ralph Goldsmith
Fireside Club 851-5, in
honor of Les Stubbs, DTM
The Pas Club 2237-64

Cedar Hills Club 751-7, in

memory of Robert L.
Bergin, DTM

The Ralph C. Smedley Memo
rial Fund provides the oppor Associate
tunity to contribute to research Matthew B. Winthrop
February 1988
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Introducing Toasimcisters^ two newest
Success/leadersliip Modules:
Leadership, Part I:
Characteristics of Effective Leaders

overhead transparencies, 10 Participant's Notebooks, 10
Situational Leadership handouts, one Coordinator's Certificate
and 10 Participant's Certificates. Material for additional
participants can be ordered separately.

Leadership, Part II:

Developing Ihur Leadership Skills

ESS

Here are more tools to further

(available April 1988)

develop your Situational
Leadership skills.

The Situational Leader Program

"l.eadersliip" is a seminar-sn ie program designed to help

(Ca,s.sette and Book)

you recognize and develop your leadership skills.

(Code 258)

The program is available in two parts: "Part 1: Characteristics
of Effective Leaders," and Pttrt 11: Developing Your Leadership

This dynamic book and cassette ptickage
will help you:
• De\'elop skills to lead people
• Diagnose the competenq- and

Skills."

Both parts can be conducted inside your club, in vour
community to build membership and good will, and in vour

commitment of team members
• Differentiate ste les of influence

company.

In "Part I: Characteristics of Eifective Leaders," learn:

• Identify and cultivate people committed

• The difference between a leader and a manager.

to mo\'ing \'our team forward.

• Qualities of a good leader.
• Per.sonalitt' ciualities of a leader.
• Your own leadership st\'le.
• Proper leadership stt'le for different situations,
in "Part ii: Developing Your Leadership Skills," learn;

• Train and pneperly reward qualit\' people.
The Situational Leader (Book onl\)(Code 258-B)
The book contains chapters on:
• Assessing the Situation
• Selecting Styles
• Taking Charge

• The characteristics of an effective team.
• How to motivate your team.

• Growing Winners

• The team-building proce.ss.
• Stages of team development.
• How to coach teams to top performance.

• Soh'ing Performance Problems
Expand your knowledge in your search for

improved communication and leadership skills.

Each part takes about two and one-half hours to present.
Each segment package contains: one Coordinator's Guide,

Please send me:

My check or money order for $_

Quantity

enclosed.

"Leadership, Part I: Characteristics of Effective
Leaders"(Code 255)
$30.00
"Leadership, Part II: Developing Your Leadership
Skills"(Code 256) ... $30.00 (available April 1988)

"The Situational Leader Program"(Cassette and
Book)(Code 258)
$29.95
"The Situational Leader"(Book only)(Code 258-B)
$13.50

Please bill against my: MasterCard/Visa (circle one)
Credit Card No:
Expiration Date

Signature
Name
Club No.

Please add $3.00 (U.S.) shipping charges for each program and cassette/book
program inside the United States, or $4.00 (U.S.) tor shipment to Canada,

Address.

Mexico, or overseas. Add $2.00(U.S.) inside the United States, or $3.00 (U.S.)

City

outside the United States tor the Situational Leader (Book only). (Caiitornia
residents add 6% sales tax.) PAYMENT MUST ACCOMPANY ORDER.

.(U.S.) is

Zip

. District.

State/Province.

. Country

Toastmasters International • P.O. Box 10400 • Santa Ana, CA 92711

