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Founder

Dr. RolphC Smedley(1878-1965)
Officers,Toastmasfers International

made plans to form clubs within their
organizations.

One accomplishment this year — one in
which we can all take pride — came from
our organization's Long Range Planning

President

William D. Hamilton,DTM
Artificial UmbSc Brace Center

2323 N, 7th St.. Phoenix. AZ 85006
Senior Vice-Resident

William O. Milter, DTM

12101 Hunters Lane, Rockvllle, MD 20852

Committee.The committee,which is chaired

by Immediate Past President Patrick Panfile
and made up of the executive committee

Second Vice-Resident

Eddie V. Dunn,DTM

3106 7th St. North, Forgo, ND 58102

and the executive director, determines the

needs, directions and goals of Toastmasters

Third Vice-Resident

International for the next three to five

1010 Calle Ortega,San Dimas,OA 91773

John S. Latin, DTM

years.

</

One of the committee's tasks was to

identify and clearly state our organization's
purpose. This sounds easy enough, but it
wasn't. Composing a brief, general state
ment encompassing all the benefits and

Making
Effective
Communication
a Woridwide

Reaiity

ramifications of the Toastmasters program
was almost impossible. But after much work
by the committee, the board of directors
unanimously adopted our mission state
ment, which 1 am proud to present now to
you:

Toastmasters International is the leading movement
devoted to making effective oral communication a
worldwide reality.
Through its member clubs, Toastmasters Interna
tional helps men and women learn the arts of
speaking, listening and thinking — vital skills that
promote self-actualization, enhance leadership poten
tial, foster human understanding, and contribute to
the betterment of mankind.
It is basic to this mission that Toastmasters Inter

It's hard to believe my year as your pres
ident is almost over. True, it was an

exhausting 12 months, but it was also one

of the most exhilarating experiences of my
life, and for good reason. I was able to see
just how great our organization is — how
much it has already helped people all over
the world and how others will benefit from

our program in the future.
My district travels offered first-hand
evidence of how Toastmasters has helped
people. Everywhere 1 went members eagerly
told me about the positive influences Toastmasters has had on their lives — how it

helped them get promotions, become selfconfident, achieve goals and improve their
family lives.
Their enthusiasm and appreciation were
infectious. Even 1 became more inspired
than ever before. The civic and corporate
leaders with whom I met were also affected.

They were impressed with the benefits our
clubs could provide, and they immediately

national continually expand its worldwide network of
clubs, thereby offering ever-greater numbers of people
the opportunity to benefit from its program.
During the past year we made great
progress toward accomplishing this mission.

This progress was due in part to our organ
ization's executive officers, directors and

Past Resident

Patrick A Panfile. DTM

78 Stoneteigh Court, Rochester, NY 14618
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Jack Kiuru, DTM

5959 Spring Garden Road,Suite 1207
Halifax, Nova Scotia,Canada B3H lYS
Marvin E. Kline, DTM

World Headquarters'staff. But most of our
progress was because of you,the members.

529 Sykes Drive, Idaho Falls, ID 83401

Your enthusiasm,dedication,determination

4930 California Street, Omaha,NE 68132

Ruth M. Kraft, DTM

to learn and desire to share with others is

B. Jack Md<lnney,DTM

what makes the Toastmasters program
work. And as long as we all continue to
learn, enjoy, achieve and share, effective

'8114 Canterbury Drive, Orange,TX 77630

communication will indeed become a world

wide reality.
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BUILD YOURSELF
TO BECOME A DYNAMIC SPEAKER
Become a speaker whose

Here are some of the stars

words are heard, understood

and acted upon! Learn to

of public speaking who
appear as models for you:

share vital information effec

tively, motivate others to

THE EFFECTIVE SPEAKER

action, inspire people to great
heights and make them laugh

• JOHN F. KENNEDY

until they cry. Toastmasters

• WINSTON CHURCHILL

International has developed

• DR. MARTIN LUTHER

two of the most complete and
dynamic cassette albums ever
produced. Each combines
simple yet profound tips on
effective speaking with live
examples from some of the

world's greatest speakerspast and present. These out
standing albums are ideal for
your own self-development
and listening pleasure, or for
your own club's learning
library.
Order both today—and

KING, JR.
• WILL ROGERS
• FRANKLIN D. ROOSEVELT
• GEN. DOUGLAS
MACARTHUR

m

• DR. NORMAN VINCENT
PEALE
• BOB RICHARDS

THE EFFECTIVE
SPEAKER

• CAVETT ROBERT
• DR. CHARLES JARVIS

A truly meaningful listening

• BILL GOVE

learn to touch others with

AND TOP CONTESTANTS
IN THE TOASTMASTERS
"WORLD CHAMPIONSHIP

your words!

OF PUBLIC SPEAKING"

A NEW CONCEPT
IN AUDIO
CASSETTE
LEARNING

HUMOR,SPEAKING AND

experience! With this excite
ment-packed album, you'll
learn time-tested techniques
for effective public speaking,
and you'll hear them brought
to life by some of the great
speakers of our time.

YOU

Included are such vital

• DR. CHARLES JARVIS

subjects as:

• MARK RUSSELL

• YOUR MOVE TO
SUCCESS

• DR. HERB TRUE

In these exciting albums,

• JOEL WELDON

Toastmasters International

• THE POWER OF WHAT
YOU SAY

• CAVETT ROBERT

explains the key principles
that can help you build your
platform power and shows
you how to put them to work.
Thanks to the live examples,
you actually hear how it's
done by the world's best
speakers delivering their most
memorable speeches.

• DR. JIM BOREN

• THE RICHES OF
REHEARSAL
• SPEAK FROM THE
POWER OF MEMORY

• THE CROSSROADS OF
CREATION

• MAJOR ROLES A
SPEAKER PLAYS

• DYNAMIC DELIVERY: THE
AUDIENCE SPELLBINDER
• CAPTURE THEIR HEARTS
WITH HUMOR
• FIRE THEM WITH
ENTHUSIASM

Six solid hours of the finest

listening and learning
pleasure!

• BOB RICHARDS
• MICK DELANEY
•SUZYSUTTON
• WIN PENDLETON
• DOC BLAKELY
AND MANY MORE!

TOASTMASTERS INTERNATIONAL

P.O. BOX 10400, SANTA ANA 92711
Please send me.
Member Price; S45

HUMOR,

.set(s) of THE EFFECTIVE SPEAKER (243)
Non-Member Price: S50

SPEAKING
AND YOU

set(s) of HUryOR...SPEAKING AND YOU
Member Price: S45
Non-Member Price: SSO

Please send me

(252)

Laugh and learn at the

Remittance must accompany each order. Add $3 shipping charge for each cassette
program inside the United States, and $4 for each cassette shipment to Canada.

same time! Learn the essence
of humor, how to find
humorous material and how

fAexico, and overseas.(California residents add 6% sales tax.)

□ I prefer to pay now. My check or money order for $
Is enclosed.

to use humor when you
speak. Then roar with

n i am a Toastmaster. Please bill me In the amount of $
through Club No
District

laughter as you hear live

NAME

examples from some of the

Club No

world's greatest humorists.

District

Address

City

. State/Province.

Country

. Zip_

:

I

Profit from a truly unique
concept in cassette learning.
Here are some of the topics

included in this highly educa
tional and hilariously funny
album:

• WHY WE LAUGH

• MAGIC METHODS OF
HUMOR

• LET ME ENTERTAIN YOU
• BRING INFORMATION
TO LIFE
• MOTIVATE WITH
LAUGHTER
• INSPIRE WITH FIRE

Order today for six hours

of delightful listening and
learning!

THE TOASTMASTER

Survival Guidelines for the

Corporate Nonentities
A tongue-in-cheek look at life at the bottom of the
corporate ladder.

by Jack Lewis

't..

,*iC-

uch has been written on the

subject of how the $150,000a-year executives can get more

work out of subordinates for less money.
However, little practical advice has been
AUGUST 1982
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HELP PEOPLE...

LEARN, GROW ANO
ACHIEVE
Toastmasters''82 Membership
Campaign
Bring new members into your
Toastmasters club and receive

advanced for the corporate nonentities
whose decision-making powers are restric

all these years. This, in turn, generates

ted to subjects like whether or not to use
a staple or paper clip on three pages of
correspondence.
The following guidelines are offered in

standing in the organization.
More constructively, if you think you

an effort to close this serious information
gap.

be subtle enough about it so your depart

• Opinions. When asked for an opinion
by a member of top management, never
interpret the request as an invitation to
submit your point of view. Opinions are
rendered by company presidents and occas-

ment head can take part of the credit.

sionally by a member of the board of
directors. Vice presidents may be per
mitted impressions or observations. For
anyone below this status the magic word

stated members count, but trans

is "concurrence."

fer and charter members do not.

When asked for an opinion on a subject
where the view of one's superior is not
known it is well to hedge with some re
mark like: "After all, we must be guided
by good operating procedure."

his or her name and home club

number must appear legibly on
the Application for Membership
(Form 400); no changes may be
made after the application is sub
mitted. The new member must

join during 1982, and the applica
tion must reach World Headquar
ters no later than December 31,
1982.
Complete contest rules can be obtained at no
dtarge from World Headquarters. Request the
Annual Membership Program Flyer (1620).

Multiply Your
Communication Skills

Are you prepared to handle the
speaking situations that come
your way — in Toastmasters, on

the job and in the community?
Toastmasters'Advanced Commu

Normally this will stimulate the chief

honcho into giving some clue concerning
his or her own attitude toward the subject.
At this time it is prudent to look one's
superior right in the eye and in a loud,
clear voice, reply: "Exactly!".
• Reports. All reports of greater than
routine nature should be stockpiled and

The realist learns

that a generous supply
of bread requires large
helpings of butter.
turned into the front office between 3:30

and 4:15 each Friday ifternoon. Submis

sion at other times will almost certainly

nication and Leadership Progam
can give you the practical experi
ence you'll need in any of these
areas.

cial rewrite.

charge when you submit your
CTM application to World Head

The reason for this policy is obvious.
Each Friday just prior to quitting time all
correspondence for the week is signed and
dispatched with only a perfunctory
reading. This insures prompt handling
without resulting in the chaos generated
by several unnecessary trips back to the
drawing board.
• Suggestions. If the organization for

which you work has a suggestions pro
gram, ignore it!

Any proposal designed to improve the
operation will be sent to your immediate
supervisor for evaluation. There the ques
tion will immediately be raised: "If this

thing was any good why didn't I already
think of it?"

quarters. Additional manuals are

Your superior will then be forced to

$1.50 each, plus 20% for postage

dredge up some reason to veto the idea
before it gets to top management who
might question the inefficient manner in
which your department has been run for

and handling. California residents
add 6% sales tax.

Volunteering Services
• Troubleshooting. Every organization

has one individual who can be depended
upon to resolve complaints from irate cus
tomers, coordinate activities at the office

picnic, and explain to the office staff what

the boss really meant to say when he
referred to the typing pool as "that rota
ting swingers' club."

By allowing yourself to be conned into

becoming the office patsy at best you'll
become so firmly entrenched in your
present job that no one will be able to re

place you. At worst, these thankless extra
activities will cut so deeply into your time

that you may be fired for failing to keep up
with the work required by your regular job
description.
• Office Gossip.In every office there are

a few skeletons stashed away behind one
of the corner file cabinets. By keeping your
eyes open and your mouth shut you'll
acquire the reputation of being the type of
person who can be trusted to keep a secret.

insure their return by someone who, in
an effort to justify his or her own status
in the organization, will suggest a new
approach or, at the very least, a superfi

The program consists of seven
manuals, each dealing with a
specific aspect of communica
tions. The newest manual. The Pro
fessional Speaker, is the most chal
lenging manual Toastmasters has
ever produced. You'll also find
valuable speaking techniques in
The Entertaining Speaker, The Discus
sion Leader, Speaking to Inform,
Public Relations. Specialty Speeches
and Speeches By Management
Select any three manuals at no

have a valid idea, don't put it on paper. Put
it to use. If you lack authority to do this,
bring it up verbally to your superior, but

special recognition, awards and
prizes!
This contest applies only to indi
vidual new members who join
existing clubs. New, dual and rein
For the sponsor to receive credit,

tension and will do little to enhance your

This will insure a steady flow of juicy infor
mation concerning your superiors and
coworkers.

When used in a discreet manner, this
can be beneficial to your own career and/or
social life.

• Cost-Cutting Programs.The method
used by most companies to cope with a
financial squeeze is to issue a flat order to
cut expenses in all departments by a fixed
percentage. This strategy has the singular
effect of permitting areas of marked inef

ficiency to whittle off the required volume
of fat with virtually no ill effects while
generating a sizeable flow of blood from

areas which have attempted, over the
years, to operate with a minimum degree
of waste.

If this meat-axe approach is used by
the organization for which you work, the
adverse effects can be sharply diminished
by always leaving enough padding on the
operation to compensate for the inevitable

cutbacks in the next cost-reduction pro
gram.

• Humility. There's an old administra

tive axiom that states: "Humility may get
you into heaven, but it'll never win you a
promotion." Until now no one has come

up with any solid evidence to dispute this
theory.
Enough people in today's business world
are maneuvering for an opportunity to cut
you down. Don't make it any easier for

them by calling attention to your short
comings.

• Cafeteria protocol.If the organization

for which you work fails to provide an
THE TOASTMASTER

executive dining room, protocol demands
that the facility be segregated with regard

JOKES for SPEAKERS!

to rank.

Stated another way, the tables farther
away from the entrance are always re
served for the highest rank that will con

For Toastmasters, Business Executives, Ciub Officers,

descend to eat under the same roof with

Banqueteers, or anyone who has to talk.

the common troops. A bit closer are the

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

tables for lesser officials, with a diminish

one-liners, stories and roast lines. Created by top Hollywood comedy
writers. A great source of fresh professional material to humorize your
speech for any audience: any occasion. Current issue: $6.50.

ing of rank as the seating arrangements
approach the serving area.

Our 10th Year. Send check or M.O. to:

It is normally not necessary to issue any

instructions to insure that this seating plan
is accomplished. There is a tacit under
standing that top management will eat in

JOKES UN-LTD.

the back of the room,free from the risk of

8033 Sunset Blvd., Dept. 0-6, Hollywood, CA 90046

having some clod from the shipping depart
ment spill chili on the lapels of a $275 suit.
It also insures top management a degree
of privacy to discuss important matters
like whether or not the new executive vice

president is dating his new secretary.
• Serving on Committees. In nearly
every large company it's standard operat

ing procedure to take any and all difficult
problems that have failed to be resolved
by the hierarchy and turn them over to a
committee of subordinates for the pur
pose of study and recommendation.
The theory behind this fascinating admin
istrative buck-passing is that if enough

If you think you
hove G valld Idea,

don't put It on paper.

overcome the enormous work load even

manager and various other handles. All
have one thing in common: They are
awarded for the express purpose of placing
more responsibility on an individual with

if the bottom 95 percent of the basket is

out giving any more money.

tering this problem is to maintain a full inbasket at all times. This will convince those

in charge that you are valiantly striving to

occupied by last year's Sears Roebuck
catalog.
• Office Politics. Face the fact that

office politics, like the office duplicating

a solution.

The end result is reams of reports,

pointless conversation, bickering among
committee members and departmental
feuds. Findings, if any, are virtually always
ignored by the people who ordered the
action.

Don't allow top management to maneu

ver you into this slot. If your regular
duties are so undemanding that you can
be chivvied into being a "perennial com
mittee person," the last thing you should
do is call this fact to the attention of top
management.

Looking Busy
• In-Baskets. The day when a person

could impress the boss by having his or her
desk clear by 4:30 p.m. is over — probably
never to return.

In an era of cost control, job analysis and

employee evaluation, the practice of keep
ing one's work current is a sure-fire
method of acquiring some of the work
that would normally be done by the indivi
dual at the next desk. This will give that

future status with the firm. Also, titles do

For those who believe in gnomes, elves
and leprechauns is the premise that the
most effective way to attain promotion is

carry some fringe benefits, like an advan
tage when applying for credit or trying to
impress someone at a cocktail party.
Since a label like "superintendent of
delivery" carries more prestige than the
title of "mail person," it is well to accept a

through diligent work habits. The realist
learns early in life that a generous supply
of bread requires large helpings of butter.
If you disagree with this line of think
ing, simply Icxjk around at the people who
have risen to heights all out of proportion
to their abilities simply by making the boss
feel important.

future date.

most companies require clerical workers
to put in extra hours, either at home or at
the office, for no compensation other than
the dubious gratitude of people who man

age to spend their own evenings with
their friends or families. This may be mild

ly rewarding but it's not legal tender at
the Icxral grocery store.
It's unfortunate, but true, that the

people who dole out these after-hours
assignments usually make the selection on
a basis of"line of the least resistance." This

is to say that the cheerful, easygoing

is easier to climb if a member of your
family holds the ladder.
The president's son or daughter may
not be a mental giant but no one ever said
life is fair. To initiate a grievance because
one of the boss' relatives has been moved

around you is not only a futile gesture but
brands you as an unsophisticated feather
brain who is unfamiliar with the mechan
ics of modern business.

Accept the fact that nepotism is part of
almost every organization and operate in

Since being a sorehead tends to dis
credit an individual all out of proportion

go into business for yourself.

spite of it. If you can't accept this, quit and

to the benefits derived, we would hesitate

to recommend avoiding extra work by

Jack Lewis is a full-time

this method. However, when given an

writer with over J 100

after- hours assignment it's best not to be
too agreeable about it unless you are pre

stories and articles in print.

pared to accept this sort of thing as a per
manent diet.

Honorary Titles
• Titles. One of the most popular top-

next promotion.

ment trainee, administrative aide, mana
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• Final Advice. It's one of the indisput
able facts of life that the ladder of success

person has a much better chance of being
fingered than does the office grouch.

the office trying to undercut you for the
An effective safeguard against encoun-

title when one is offered it. But accept it in

a manner that makes it clear that you con
sider it only an interim action pending the
award of something more tangible at a

management ploys is the practice of
bestowing a fancy-sounding title on a
worker. Titles go by labels like manage

individual more time to wander around

nonpaying title, it is extremely difficult to
refuse the "honor" without jeopardizing

machine, is here to stay.

• Overtime. It's a statistical fact that

people kick around an idea long enough,
some one might miraculously stumble on

From the standpoint of the run-of-themill office worker who has been awarded a

gerial assistant, assistant to the office

For the past nine years he
has written a syndicated
column which appears in
t
sports and gaming publica
r-a
tions. Additionally, he has
written science fiction, men's fiction, articles on

gaming and gambling, management and business
articles, self-help articles and material concerning
contemporary Americana. Mr. Lewis lives in Las
Vegas, Nevada.

Eliminating verbiage wiii save you time and money.
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by Yvonne Lewis Day
We can lick gravity, hut sometimes the paperwork
is overwhelming.
— Wernher von Braun

ost executives in business and

government, if cornered, will

tell you that writing is one of
tfie most important skills that an ambi
tious young person can have.
In her column,"Your Money's Worth,"
financial analyst Sylvia Porter said recently
that companies today single out communi
cation skill ahead of production, financial
or marketing abilities as the executive
talent they value most.
In other words, the person who is able
to write simply and clearly is more likely to
get the job of his or her choice and to suc
ceed quickly in that position.
People who hate to write, or are afraid
to try, often attempt to get by with talk

50 percent of what he hears as soon as he

learning to write better, but you've heard

hears it (assuming that a person is listen
ing to begin with). If that were not true,
you could repeat verbatim everything that
was said to you yesterday.
If you're like the average person, within
48 hours, you will forget an additional 25
percent of what you hear. This means that
even when you pay close attention, you
will probably remember only one-fourth of
what was said to you two days earlier.
This fact is at the basis of the exasper-

them all. Right?

The average length of
letters can be reduced

problems and wastes time, money and
Why?
There are two reasons. One of these
concerns what is called "communication

efficiency" by those who have a compul
sion to make things more complicated than
need be. Simply put, the idea is that the
accuracy of a spoken message declines as
the message is passed from one person to
the next.

Any child who has played the game of
gossip knows that the statement is true.
Learning the truth at such an early age
may explain why the child, when grown,
demands that everyone put everything "in
black and white."

The accuracy of oral communication
declines because the average person loses

flation is higher than Lady Astor's eye
brows. That reason is simple economics.
Do you have any idea what it costs the
average organization or business today to
turn out a single one-page letter or memo
randum? Take a guess.
If you guessed any amount under $7,
you are an incurable optimist and there's
no hope for you.
According to the National Office Man
agement Association, the cost of producing
one typewritten page ranges from $7 to

by 50 percent without

$12, depending on the subject matter and
the number of managers who have to

any change In meaning.

"sign off" on the correspondence.
In large businesses and in government,

instead. Sometimes this works, but more
often than not, oral communication causes
energy.

Wrong.
There is one reason that few dare men
tion at a time when the annual rate of in

ated cry,"But I told him...in plain English!"
The written word, then, provides an
accurate account of what is said and done.

Not only that, but it allows us also to share

knowledge, ideas and feelings with poster
ity, to say to readers a century from now,
"This is the way things are."
The second reason is that people who
write poorly often fail in their spoken
efforts. Good writing involves logic and
discipline. Without these attributes, com
munication of any sort comes out half-

baked — ill-conceived and ill-expressed.
Writing helps you think. A few coura
geous souls say bluntly that poor writing is
a sign of poor thinking.
Inflation Fighter
There are many other good reasons for

the typical letter is written by an under
ling for someone at a higher level to sign.
The signed copy is then reviewed by
someone in the next echelon, and perhaps
by someone else a notch higher, and so on.
Although many offices are now
equipped with word processors that do
everything but let out the cat, the time
saved in preparing correspondence is not

nearly so much as you probably imagine.
And from any savings, you must deduct
the cost of this sophisticated equipment.
But what if I tell you that the average

length of letters and memoranda that you
write can be reduced by at least 50 percent
without any change in meaning.
(I heard that, but I'll tell you anyway.)
The length can be reduced by at least

half by simply eliminating unnecessary
words, roundabout and evasive construc

tions, and meaningless jargon. Words like
THE TOASTMASTER
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The following is a list of redundan
cies I've compiled from business and

technical writing falling victim to my
red ink. The word or words in paren
theses should be deleted.

(a bolt oO lightning
{a distance of) ten yards
(a) myriad (of) sources
(absolute) guarantee
(absolutely) essential
(absolutely) sure
(actual) experience

(different) kinds
(difficult) dilemma
(direct) confrontation

kneel (down)
last (of all)

do (over)(again)
drop (down)
during (the course of)

(local) residents

dwindled (down)

(major) breakthrough

add (an additional)

each (and every)

(mass) media

(advance) planning

earlier (in time)
either (and/or both)

(advance) reservations

(advance) warning
all meet (together)

alongside (of)
(already) existing
aluminum (metal)
(and) moreover

(as) for example
ask (a question)
(as to) whether

(as) yet
(at a) later (date)
(at)(about)

at (the) present (time)
at (12) noon

at (12) midnight
at some time (to come)

(awkward) predicament
(baby) boy was born
bald(-headed)
(basic) fundamentals

blend (together)

(empty) space
(end) result
enter (in)

equal (to one another)
eradicate (completely)
(established) fact
estimated at (about)

estimated (roughly) at
(every) now and then
(exact) opposites
face (up to)
(false) pretenses
(fellow) classmates
few (in number)

filled (to capacity)
(finally) ended
(first) began
first (of all)
follow (after)

for (a period of) 10 days
(foreign) imports

bouquet (of flowers)

forever (and ever)

(brief) moment
burn (down)

(free) gift
(free) pass

burn (up)

(future) plans
gather (together)

(but)(however)
(but) nevertheless
came (at a time) when
cancel (out)

(general) conclusion
(general) custom
(general) public
(glowing) ember

lift (up)

look back (in retrospect)
lose (out)

may (possibly)

plan (ahead)
(possibly) might
postponed (until later)
(pre-)plan
(pre-)recorded
(present) incumbent
(private) industry
probed (into)
proceed (ahead)

mean it (sincerely)
(mental) telepathy
merged (together)
meshed (together)
(midway) between
might (possibly)
mix (together)
(mutual) cooperation
my (personal) opinion

protest (against)
protrude (out)
(rate of) speed
recur (again)

(native) habitat
(natural) instinct

revert (back)
rose (to his feet)

never (at any time)

(rough) rule of thumb
(rustic)(country)

never(before)

refer (back)
reflect (back)
repeat (again)

reply (back)
reported (to the effect) that

(new) beginning

(same)(identical)

(new) bride
(new) construction
(new) record
(new) recruit

(separate) entities
share (together)
since (the time when)

skipped (over)

no trespassing (allowed)

soaked (to the skin)

none (at all)
(null and) void
off (of)
(official) business

(specific) example
spell out (in detail)
stacked (together)

officiated (at the ceremony)

started (off) with

start (out)

(old) adage

(still) persists

(old) cliche

(still) remains

(old) pioneer
(old) proverb

(suddenly) collapsed
(suddenly) exploded
sufficient (enough)

(one and the) same

(originally) created

(sum)(total)
summer (season)

(chiefl protagonist
climb (up)
(close) proximity
(close) scrutiny

golden (wedding) anniversary

(over) exaggerate

swoop(down)

(grand) total
(guest) speaker

over (with)

(sworn) affidavits

(cold) facts

had done (previously)

collaborate (together)
combine (together)

(hard) facts

(pair of) twins
(partially) damaged
(partially) destroyed
(passing) fad
(past) experience
(past) history
(past) memories
(past) records
permeate (throughout)

talking (out loud)
(temporary) reprieve
(therapeutic) treatment
(thorough) investigation

commute (back and forth)

heat (up)
(hostile) antagonist

(complete) monopoly
(completely) destroyed
(completely) filled
consensus (of opinion)

(hot) water heater

continue (on)
(continue to) remain
(current) fad
(current) trend

introduced (a new)
introduced (for the first time)

I (myself personally)
indicted (on a charge)
(integral) part

over (and done with)

penetrate (into)
(perfect) ideal
period (of time)
(personal) charm

dates (back)
(definite) decision

(invited) guests
(ir)regardless
is(now) pending
join (together)
(just) exactly

(personal) friendship
(personal) opinion
(pitch) black

descend (down)

(just) recently

pizza (pie)

(currently) being
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together (at the same time)
(true) facts

2 a.m. (in the morning)
undergraduate (student)
(underground) subway
(unexpected) surprise
(unintentional) mistake
(usual) custom
(when and) if
whether (or not)
written (down)

(young) foal
(young) lad
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these, which contribute nothing to mean
ing, are called cluHer.

Peer over any editor's shoulder and
you'll find that we spend 90 percent of our
time striking out clutter and rearranging
the ideas that are left. We find that the

average person who takes pen in hand is
like the man who prompted Lincoln to

remark:"That fellow can compress the
most words into the smallest idea of any

Listen
and Succeed
Cassette tapes featuring condensations of best-selling books:
□ Psycho-Cybernetics
□ How I Raised Myself
from Failure to Success

in Selling by trank Betlger

man I ever met."

But the problem started long before
Lincoln's time. Pliny the Younger, Roman

□ Think and Crow Rich
by Napoleon Hill

by Maxwell Mait^

□ The Art of Public

Speaking by Millard Bennett

□ Magic of Thinking Big
by David Schwartz

□ The Greatest Salesman
in the World
by Og Mandino

□ The Magic of Believing
by Claude Bristol

Each only

Enclosed is my check or money order for

statesman and writer, ended a letter to a

$9.95 incluJed

Name

friend with this statement:"I apologize for
the long letter; I didn't have time to

Make checks payable to:
Success Tapes

City

3027 S.E. 28th Ave.

Visa/M.C.#

Portland, OR 97202

Exp. Date

shorten it."

Nineteen centuries later. Sir William

(checked above) @ $9.95. Totaf $

.tapes

Address
State.

- Zip.

Osier, Canadian physician and medical
writer, echoed the thought. "It is
harder," he said, "to boil down than to
write."

The problem is still with us. In a survey
of business executives and government
officials, conducted by Dr. Fred H.
Macintosh of the University of North
Carolina, 179of the 182 respondents listed
"wordiness" as one of the problems with
writing today.
It doesn't take a super sleuth to find evi
dence to support their statement. The
opening lines of business letters are choked
with unnecessary words: Ai the firest-iil lime,
we are in the process of accepting applications
from inleresled indwiiiunls for the position of
senior accountant.

Fourteen of the 21 words in that sen

tence are unnecessary. If you are accepting
applications, it goes without saying that
this action is occuring "at the present
time." And how many UNinterested indi
viduals do you think would express inter
est in a job they don't want? For that
matter, why mention individuals at all?
Who else but a person would submit an
application? The implication is that the
great apes and other critters need not
bother.

Besides increasing length, clutter robs

the statement of the warmth and simplic
ity that characterize good conversation.
If a friend calls and asks what you're
doing, would you say "At the present time,
I am in the process of viewing television
news on the electronic medium known as
TV?"

The 21-word sentence, therefore,can be

Much of the clutter in writing consists

of words that mean essentially the same
thing and phrases that make a point that is
implicit in what has already been said. The
repetition of meaning in this way is called
"redundancy."
Fighting redundancy is a little like fight
ing weeds or the Internal Revenue Service
— you're always slightly behind. A Cabi
net member speaks of "a hypothetical situ
ation that does not exist," and soon all of

America is echoing the phrase.
At his first press conference as secretary
of state, Alexander Haig spoke of "careful
caution" (which is preferable, I suppose, to
careless caution). Within the week I heard

a manager at the corner drugstore repri
mand a clerk for lack of "careful caution"

in handling a prescription request.

Obviously you've never
sold "I've lost my keys,"
only to tiecr someone say,
"Wtiere did you lose ttiem?"

ral that she wouldn't know where to find

them." And if she doesn't know where to

find them, she'll certainly have to leave
them alone. As for wagging their tails

behind them, sheep seldom wag their tails
anywhere else.
Dumb, you say? Then obviously you've
never said, "I've lost my keys," only to hear
someone say, "Where did you lose them?"
And you probably don't snicker when you
pass the pet store that advertises "live
pets" (as though there is a store some
where that sells dead ones).

Stating the obvious is one of the main
causes of redundancy. Unless you're from
another planet or have sadly lost contact
with this one, you know that nothing can
be green in size or visible to the ear or
large in smell. You know, too, that no man
is bald-legged, that no one has a big smile
on his foot, and that nothing ever falls to
the ground above. Aside from adding clut
ter, therefore, nothing is gained by saying
green in color, visible to the eye, large in
size or bald-headed.
Kill Them Dead?
Redundancies also stem from misuse of

words that are absolute; that is, words that

Haig's statements at the press confer
ence were so laden with clutter that Time

Magazine, in its February 23 issue,
accused him of "conducting a terrorist
campaign of his own —against the

cannot he compared or modified. "Dead" is
an example. One person cannot he deader
than another. Similarly, a woman cannot
he slightly pregnant. A thing that is end
less is without end, period. It cannot he
made more endless.

English language."
Secretary Haig is certainly not alone in

Of the many words that are absolute,
one deserves special mention: "unique."
The word means "one of a kind." Precious

The secret to writing concisely is to
strip every sentence to its essential parts.
Sydney Smith, English essayist, offered
this advice:"When you've finished
writing, go through your manuscript and
strike out every other word; you have no
idea how much vigor it will give to your

his "campaign." Our speech and writing
are strewn with redundancies. Many of us
acquire the nasty habit in childhood when,
to achieve a greater emphasis in our sparse
vocabulary, we repeat the obvious: "Bang!
I killed you dead." The habit is reinforced
by listening to adults who never learned to
let the obvious speak for itself.
Comedian Dave Gardner points out

composition."

how insidious the habit is in his satire of

reduced 66 percent without changing the
meaning: We are accepting applications for
senior accountant.

Back to Basics

Begin by throwing out:(l) redundan
cies, (2) deadwood and (3) roundabout

phrases.
AUGUST 1982

Little Bo-Peep who "lost her sheep and
couldn't tell where to find them." Says
Gardner: "If she lost them, it's only natu

few things in this world are unique. These
few things are known as the Seven Won
ders of the Ancient World. A business
lunch is not one of the seven and is not

likely to become the eighth wonder unless
it consists of Martian rock soup and
Venusian fly roast.
Yet in the course of a day you will hear
the word applied to anything that is even
slightly different. The word is also absurd
ly modified. To say that one thing is more
unique than another is to refute the laws
11

of science. If a thing is one, it cannot be
more so. Those who say that this thing is
more unique than that compound the

absurdity by adding that something else is
the most unique of all and that some
things are uniquely unique, or (heaven
help us) most uniquely unique.
"'As a matter of fact' precedes many
a statement that isn't." Mark Twain said

that a century ago, yet there are those who
persist in using the phrase and dozens of
other platitudes that add nothing to their
business writing. To begin a statement
with "to be honest" implies that you
haven't been. The phrase is often used
when what is meant is "to be blunt."

That, too, is unnecessary. If you write
"Get lost, turkey," the reader isn't likely
to need an explanation.
Other examples of deadwood include: /
might miii, it is interesting to note that, it should he
pointed out that, it should he rememhered that, it is

significant that, it is worthy to say that, for your
information, 1 might add, may I say, may I call to
your attention, may I take the liberty, permit me to
say, loith your kind permission.
Simply state the information and let the
reader decide whether it is interesting or
important. Telling the reader in advance

that something is interesting is like telling
someone that a joke is really funny —it
rarely is.
Deadwood also includes these vague and

meaningless modifiers: appreciably, approx
imately, comparatively, considerably, definitely,
evidently, excessive, fairly, nearly, negligible,
rather, reasonably, relatively, significant, some
what, substantial, sufficient, suitable, undue,
various.

The trouble with these words is that

they take up space without telling the
reader anything. What is a "significant"
number? Ten? Fifty? A million? At best,
the word leaves the reader wondering
whether that "significant" increase in
insurance premiums will wipe out his
mad money err leave him with a second
mortgage on his first-born. Give the
reader specific information or admit
frankly that you don't know. At worst,
the reader will assume the latter, anyway.
Pretentious Phrases

The use of roundabout, evasive expres
sions is called "circumlocution." A circum
locution is clutter at its worst: a laborious

phrase that has pushed out the short
words that mean the same thing. These
windy phrases are a drag on energy and
momentum. Even before John Dean gave
us "at this point in time," the average
American had stopped saying "now." In
its place came "at the present time," "cur
rently" or "presently"(which doesn't
mean "now," it means "soon"). None of

these are as effective as "now," meaning
the immediate moment; or "today,"

ENTREPRENEURS WANTED!
"WE DID IT ONCE AND WE'RE DOING IT AGAIN."
Robert Wooten, President, Enhance Corporation,
(Former President & Chairman of the Board, Shaklee Corporation)

meaning the present; or simply "to be," as
in "It is raining." Only a windbag would

say,"At the present time, we are experi
encing precipitation."

The urge to inflate simple sentences has
become an obsession throughout business
and the professions. My dentist used to
ask,"Does it hurt?" Now he wants to

know whether I am experiencing any pain.
If I weren't so busy trying to experience
respiration (breathe), I could tell him that I

"definitely have the sensation of being in
an unhealthy condition"(feel sick). Though
he does good work, I cannot force myself
to say,"The type work performed by him
is excellent in nature."

After years of editing and rewriting
materials written by executives in business
and government (an average of 12,000
pages a year), I still cringe at the sight of
an oxygen-deprived sentence like this:
"During the period of time in which cer
tain acute emergencies arose so that a cri
sis situation could be said to obtain, indivi

duals rose to the occasion with singular
examples of exemplary behavior toward
coworkers of close proximity."

Those 37 words can be reduced to eight:
"During emergencies, employees behaved
admirably toward their coworkers." That
is a 78 percent reduction in copy!
Writing concisely not only saves money
(in production costs), but also time. Imag
ine how much time your reader will save
if he has to read only half a page to receive
your message instead of two, three, or
even six pages. The time saved is even
greater if you write a memorandum or

letter that will be read by dozens or even

hundreds of employees. The following
memorandum, written when time and

money were at stake, got straight to the
point:

Many of the founding sponsors of
today's successful Multi-Level
marketing companies earn incomes

THE WHITE HOUSE

TO: John Dean

in excess of $100,000.00 a year! If

FROM: Charles Colson
Now what the hell do 1 do?

you missed out on these tremendous
money making opportunities, don't

Equally direct are these instructions
written by an anonymous (but delightfully

feel bad. An even better opportunity
is available to you now through
Enhance Corporation. We market a
superior product line of Natural Food
supplements, personal care items,
low moisture foods, household clean

'J
Steve & Rose Elbert, "We now have personal

Independence, Financial Freedom, and time
ing products and a natural diet plan,
second to none in the entire industry! with our family. Won't you join us?"
We have put together the most success-oriented plan yet to be
announced. An achievable $1,000 monthly volume is al l we require to

become a Direct Distributor. In addition, we pay overrides on 5 levels
instead of 3 which means a lot more money for you If you are tired of
working hard and never getting ahead, call or write Today!
Please send me FREE information on the exciting opportunities for Enhance
Founding Sponsors

original) worker: "In case of fire, stand in
the hall and shout,'Fire!'"

Besides saving time and money, this
kind of concise writing helps conserve our
dwindling natural resources. Prune your
prose this year and save a tree. Get others

to help you and save a forest. -JYvonne Lewis Day is a
writer, editor, and lecturer

with 15 years' experience in
business and professional
writing. A consultant/
lecturer to business and

industry, she has written
Name

several handbooks on the

Cify

Address
Sfafe

craft of writing and conducts workshops and semi
nars on the subject for executives in business and
government, for office personnel, and for various

Zip

Phone

Tlt4-7

Enhance Marketing Group
1426 La Honda Drive. Escondido. CA 92027 (714) 746-9138
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professional groups. Besides editing or writing more
than 500 technical reports, she writes fiction and
satire and has just completed her first novel.
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Cures for the fear of putting your thoughts
into words,

CRACKING
TME

SPEECHVYRITING
BLOCK
by Tom Shea

We've all heard of writer's

another.

"When the time to write

Why? Every time 1 sat down to write a
speech, up popped this big mental block. It
was unavoidable. My block was keeping
me from speaking about anything else, so
in desperation, I gave a speech about my

draws near...I read,watch
teievision,eata snack..."

gets visible and available to your audience.
If you set them in your hand, they will
naturally arrange themselves — perhaps
with the largest nugget in the middle and
a cluster of smaller rocks surrounding and
highlighting the main one. Then all you
need to do is hold them up in a clear light
and your job is done. In essence, then,
giving a speech, like displaying a handful
of gold nuggets, is really simple.
That's not what I do, though. As I
practice the speech, 1 take one of the
smaller nuggets and laboriously crochet
a huge, complicated doily for the smallest
nugget. I intend to display the other rocks,
including the main one. But it looks like
they'll all require doilies, and by now I'm
exhausted and out of time. 1 tell myself 1
will do better when 1 actually present the
speech.
Great. It's now the day of the speech,
and 1 really want you to be impressed.

this, I want you to be impressed with my
fearless honesty in exploring my block to

my pocket and begin slowly to unwrap my
first doily. I spend a lot of time showing
you the connecting lattices of lace. 1 want
you to fully appreciate the work that went
into making it. Remember, I'm showing

communication.

you something that not just anyone can do!

1 don't know any way around this desire
to impress. Regardless of what I'm doing,
I'm always concerned with making a good
impression. God forbid anyone should
think of me as just some clown! I'd much
prefer you thought of me as, say, a tweedy
author who puffs thoughtfully on a pipe,
or, better yet, as God's gift to oratory.
For just a moment, let's compare the

Finally, when you're just about to lose
interest completely, 1 pluck out the first

showing me 1 have only two minutes to

contents of a speech to a handful of gold

in. 1 tear open a second doily and display

nuggets. You want to make these nug

the nugget at its center.

block and painter's block, but
whoever heard of speaker's
block? Well, regardless of whether you've
heard it called that or not, if you're a Toastmaster, you've probably experienced it.
In my first year as a Toastmaster,
speeches got easier and easier to make,
just as the veteran speakers had predicted
they would — up to a point. Then it got
harder and harder to give a speech.
Inventing Excuses
For three months it was as hard to

prepare and deliver a speech as it had been
when I was a complete beginner. During
those three months, I didn't make many
speeches. When I was scheduled to speak,
I usually begged off for one reason or

internal arguments go on about the best
way to start. Nothing is clear about the
subject, and I spend a lot of time thinking
about how much more time is left in which

to write the speech.
One thing 1 notice when I'm preparing
a speech is that I never, never simply con
sider what 1 want to say. 1 immediately
begin to evaluate how what I want to say
will be received by you — by the audience.
There's a certain way 1 want you to react.
I really want you to be impressed. 1
want you to think my speech is profound
or at least clever. Even as I'm telling you

I'm a little nervous at first. 1 fumble in

mental block itself. In it I described the

anguish I experience and the problems I
encounter when preparing and presenting
a speech, and the reasons for both. This is
the gist of the speech 1 gave:

1 put off actually writing my speech for
almost any reason. When the time to write
draws near, I begin to do strange things. I
read a book or magazine, watch television,
eat a meal, eat a snack, load the dish

washer, start an argument with my wife,
lay down "just for a few minutes" — any
thing but write the speech.
When I actually sit down to write, I
suffer from mental constipation. Endless
AUGUST 1982

nugget and show it to you.

By now the green timing light is on,
go.

1 need to rush now. But instead, I panic

and forget for an awkward moment which
pocket the other doilies and nuggets are
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Now I'm out of time, and I haven't even

club, sales and

political meetings
SURE NEED HUMOR!

shown you the main nugget. I handle this
by telling you there's "much, much more"
I could go into if only 1 had the time.
Finally, 1 improvise a conclusion that
sounds a little inconclusive, and then I sit
down.

My evaluator tells me to organize my
doilies better and to practice showing them
in the mirror.

IF YOU'RE

INVOLVED,
SEND FOR
THIS BOOK

''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 reading for anyone with
a sense of humor.

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

N(M,Second Printing.
-Send Check for i795plus ^.95 Mailing or your
Master Charge-Visa number, Indiana odd 4%Tax.

THE LORU COMPANY
PO.BOX 396,NORTH WEBSTER,INDIANA 46555

All that's left now is to explain why I
didn't win the Best Speech Award. That's
easy. I tell myself that only a rare and spe
cial sort of people can really appreciate
good doily work anyway, and obviously
this group isn't the right sort.
Clearly this is not the best way to do a
speech.
The problem with doing such speeches
is that they are agonizingly hard to do, and
very little communication is in them.
But by writing a speech on this subject,
I gained a clear picture of my communica
tions block and exactly how it operated.
My question then became,"What's behind
the block? What causes it?"

The answer to that was incredibly
simple. I was afraid my gold nuggets
weren't worth much. If I were sure of
their worth I wouldn't need to be so con-

"I really want you to
be impressed...to ttiink
my speechi Is profound
or at least clever."

"All things considered,
I'd rather be in Phila

delphia."

W.C. Fields

cerned with others' opinions. 1 wouldn't
need to embellish my ideas to make them
more impressive.

Make your plans to be
in Philadelphia for
the 1982 Toastmasters Internationai
Convention at the
new Franklin Plaza
Hotel.

You see, I've lived with my thoughts
constantly for years, and I know most of
my thoughts are not brilliant. They are
common knowledge. In fact, they are trite
— probably nothing most people don't
already know.
Many of my thoughts are repetitious.
My wife has heard my stories more than
once, for instance.

1 didn't want you, my audience, to know
these things about me, so I developed this
fantastic expertise at doily-making and pre
tended to more brilliance and profundity
than 1 have.

Important Lesson

The above speech easily won the Best
Speech Award for that day. My communi
cations block had been broken apart. But
more importantly, 1 had learned some im
portant lessons that have served me well
at other times when I'm having problems
preparing speeches.
Here are the steps I devised to overcome
my communications block. Next time you
find yourself putting off preparing a
speech, 1 recommend you do the following:
• Write a speech about it, even if you
14

never intend to give the speech. Francis
Bacon once wrote,"Writing maketh an

exact man." Even if you think you know
what's stopping you, take 10 or 15 minutes
to detail exactly how the self-thwarting
mechanism operates.
• For a boost to your self-confidence,
read Emerson's classic essay on self-reli
ance. "Insist on yourself, never imitate,"
he wrote more than 100 years ago. "Trust
thyself: every heart vibrates to that iron
string (of divine inspiration)." And even
more emphatically:"Speak what you think
today in hard words and tomorrow speak
what tomorrow thinks in hard words again,
though it contradict everything you said
today."
I have never read that essay without
being inspired. It's a good idea to collect a
small trove of those readings that most
inspire you.

• For the difficulty of the moment,
find the largest nugget — the central point
of the speech — and state it as clearly as
possible.
If you're like me, you may have to force
yourself to come to the main point. For
this I recommend two methods that are

unfailing, even if they are a bit ruthless.
First, write a 60-second commercial for

your main point. Pretend you're an adver
tiser who's spending $30,000 to air his oneminute television ad during prime time.
Not enough time to get your point
across? Don't believe it. Aren't you more

eloquent than any two dozen washday
detergents?

Second, pretend you're a television
reporter sitting in the audience and you
have just heard yourself deliver the speech
on which you're currently working. In a
few minutes you must go on camera and
file a 30-second report on the speech you've
just heard.
What the heck! Ham this up a bit. I
recommend you give yourself a rave
review. If you can fill in the blanks of the
following two sentences, you've got the
largest gold nugget in the palm of your
hand:

"In a rousing and original speech before
a local Toastmasters club today, Mr.(or
Ms.)
emphatically made the
point that
The usually staid crowd of experienced
speakers leapt to its feet and applauded
and cheered thunderously as the speaker
returned again and again to his main
theme, which was that

"

Once you've managed to state the main
point that clearly, your speech is more than
half written. •§!
Tom Shea has been a member

1

ofJetstream Toastmasters Club
2624-4 at Moffett Field
Naval Air Station, Califor
nia, for four years. He is a
copy editor for hifoWorld,

a newsweekly for users of
small computers,
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How to handle those people who habitually sidetrack the
conversation.

KEEPING

/i
ON THE TRACK
by Lo-Ann Zhora Trembley

One afternoon, Elizabeth Johnson
went down to the mailroom to

straighten out what seemed like
a minor problem.
"Mildred," she said to the mailroom

supervisor,"there seems to have been a
foul-up in sending out those division
reports I brought down to you over a
week ago. Some of the people didn't get
theirs until two days after the meeting.
What went wrong"?
"What a lovely scarf!" Mildred exclaimed.
"You certainly do have an eye for just the
right touch. Excuse me, but I've got to run.
Personnel just called about these forms;
they want them right away. But it was
nice seeing you." With those words,
Mildred was gone, and Elizabeth Johnson
was left alone.

Later that day, Ted Roberts was on the
phone with one of the firm's major sup
pliers. "We're still waiting for delivery of
that shipment which was due on the
tenth," Ted said.

"Well, you know how it goes," replied
the voice on the other end of the line.

"Say, Ted, how's your golf game? Been
out lately? I've been having some trouble
with hooking on the fourteenth tee since
they redesigned the back nine. I was
wondering if you'd been having the same
problem."
"Not really, Charlie," Ted said."I haven't

had much of a chance to get out lately."
"Say, that's too bad,"Charlie offered.
"Well have to get together for a game
AUGUST 1982

real soon. Nice talking to you, Ted."
The click of the receiver and the buzz
of the dial tone came over the line before

Ted could say anything more.
At a meeting that afternoon, Elizabeth
Johnson and Ted Roberts encountered the

same frustrating experience. One of the
participants in their meeting was contin
ually "being reminded of a story." After a
while the other participants found them
selves asking,"Just what were we discuss
ing anyway?"
All three of these incidents are examples

Once one person is
allowed to tell stories,
otiiers wili believe

thiey may do so,too.
of encounters with deraileurs, — persons
who habitually sidetrack the conversation,

or that politeness dictates any discussion
be maintained at a light and superficial
level. On the other hand, they may have
unconscious motives: the desire to get off
the hook, the need to control others by
manipulating them into the position of a
captive audience, or the secret satisfaction
of getting the better of an unwitting
opponent.

Trying to communicate with a deraileur
is frustrating, but it is possible.
The first step is to determine the impor
tance of the exchange. In a social setting
— a cocktail party, for instance — the
deraileur is often regarded as an entertain
ing diversion. Even when the entertain
ment turns into irritation, at least it's

possible to discreetly excuse yourself
from the deraileur's chatter. In the work

environment, however, such an option is
often neither available nor desirable. If
the situation calls for serious decision

making or action, the deraileur becomes
an irritating impediment to progress.
A down-to-business conversation is like

sending it off on confusing tangents. For
those on receiving ends of such conversa

a train traveling on a track, coming from
one point and going on to the next until it

tions, the typical results are initial befuddlement and, later, the feeling of "having

reaches its destination. Deraileurs are
saboteurs who misdirect the train or send

been had."

it onto a sidetrack, sometimes destroying
the line completely if allowed to continue
unchecked. In a committee, one single

Different Motives

People who make a habit of derailing
conversations may or may not be doing it
intentionally. They may be acting out of
the belief that unpleasant topics or points
of contention should be avoided at all costs.

deraileur can make an entire roomful of

persons so dispirited that they gradually
retreat in defeat.("What's the use? We're

not getting anywhere with this!")
15

ooks in

If you find yourself in conversation
with a deraileur and don't want to digress
from the topic, start sounding like a
broken record. Repeat, and keep on

brief

repeating in ihv mime wordi, the point under
• THE ART OF SPEAKING MADE SIMPLE - By William R. Gondin and Edward W.
Mammen. How to Improve your speaking abilities and build your self-confidence.

discussion. By keeping yourself focused
this way, the deraileur can't untrack the

Covers formal and informal speecEies and even parliamentary procedure.
(B-70)
$4.95

conversation.

• 500 POWER PACKED PRONOUNCEMENTS - By Al Sctmeider. A handy pocket-orpurse-sized coilection of brief but powerful inspirational messages ideal for speech

accusatory ("You are an uncaring, insen
sitive person!"). Don't fall for it. Derailing
is a disguised form of aggression. It is a

topics.

(B-72)

$1.95

• COMPLETE SPEAKER'S AND TOASTMASTER'S DESK BOOK - By A L. "Kirk" Kirkpotnck.
Time-tested tips on audience control, humor, using oudiovisuais and other aspects of
public speaking.
(B-80)
$14.95

• WHEN YOU PRESIDE — By John D. Lawson. Fifth edition of this popular book.
Contains methods and principals for developing strong group leadership abilities,
includes discussion of leadership techniques and group processes.
(B-79)
• THE ENCYCLOPEDIA OF ONE-LINER COMEDY
selections of Orben's best humor.

$8.95

By Robert Orben. More than 2000

(B-17)

. $7.95

• COMMUNICATE EFFECTIVELY — By Arnold "Nick" Carter. Methods of coping with
nervousness, fear and other emotions that can interfere with effective com

Finding his or her efforts frustrated,
the deraileur may become indignant and

power play to keep attention upon one
self, to block direct confrontation over
issues, and to baffle and befuddle others.

But as long as you keep repeating your
self, the deraileur will learn you will not
be sidetracked.

So be prepared. If the issue you're deal
ing with is important enough for you to
want to find a resolution, it's also impor
tant enough to make you stick to your
guns.

Group Action
In a group where a known deraileur is
present, it's often a good idea to state at
the outset,"We will not adjourn until we
have reached a resolution." The whole

group will be more willing to scjuelch

munication,

(B-19)

$7,95

Deraileurs believe
• SPEAKER'S LIFETIME LIBRARY — By Leonard and Theima Spinrad. This aii-purpose
reference and resource guide contains thousands of speech ideas.
(B-20)
$24.95

• EFFECTIVE BUSINESS AND TECHNICAL PRESENTATIONS- By George L. Morrisey. This
book is designed primarily for public speakers who give seminars for business,
government and industry.
(B-21)

$8.95

• A MASTER GUIDE TO PUBLIC SPEAKING — By Robert L.Montgomery.An expert with vast
experience as a speaker reveals the inside secrets of the most successful speech makers.
A must for beginning and advanced speakers.
(B-5)

$9.95

• UNCLE BEN'S QUOTEBOOK — By Benjamin R. DeJong.A potpourri of unforgettable
quotes that can help you add power to any speech.
(B-11)
$7.95

unpleasant topics
stiould be avoided.
derailing if they know everyone present
will waste time and energy if the derailing
is permitted to go on.
Derailing can become contagious. Once

one person is allowed to begin telling
stories about what happened to Aunt Sally
on her vacation to Yellowstone, others

will feel invited to do the same. Be ready
to politely but firmly say,"Why don't you
save that for after the meeting? Right now,
we're dealing with..." and then move on
to the next contributor.

• TOASTS — By Paul Dickson. An encyclopedia of toasts, blessings and sentiments, ideal
for banquets and other social gatherings.
(B-78)
$12.50

Deraileurs can drive you crazy, if uoii
lei them. They assume you're too polite to
point out, even indirectly, how they are
rudely monopolizing your time, energy

Add 20% postage and tiandling to all items.California residents add6% sales tax.

and attention with their disconnected

ramblings. They assume they'll be able to
distract and divert their listeners from
CLUB NO.

their objectives and, by the sheer quantity
and persistence of their talking, carry the

DISTRICT NO..

NAME

day.
But deraileurs can be prevented from

ADDRESS -

STATE/PROVINCE .

CITY

COUNTRY

accomplishing their mission. It's always
possible to get the discussion back on track

ZIP.

and keep it there if you're willing to be
Enclosed Is $
International for (quantity)

(US.) check or money order payable to Toostmosters

just as persistent as the deraileur and as

fcxrused as the deraileur is fragmented.♦

(8-70)

(B-72)

(B-80)

-(B-79)

-(B-17)

(B-20)

(B-21)

-(B-5) .

.(B-11)

.(B-78)

(B-19)

Lo-Anii Zhorn Tremhley is a writer in Burling
ton, Wisconsin. She and her husband also conduct

communication workshops for social, civic and
Send your orders to: Toostmosters International, P.O. Box 10400, Santo Ana,CA 92711.
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business groups,
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How a renowned humanitarian and orator succeeded in

inspiring and motivating his audience.
by Everett J, Freeman

Frederick Dougljss was one of the

world's finest orators. While he was

certainly a gifted individual Dciuglass owes much of his success as a public
speaker to employing many of the tech
niques used by Toastmasters around the
world today: vocal variety, colorful lan
guage, humor, daring, caring and anima
tion.

[Between 1845 and 1895, the year he
died, Frederick Douglass was the most
popular and respected orator of African
descent in the world. And although Doug
lass became a noted editor, advisor to

United States' presidents and minister to
Ffaitl he is remembered best for his fiery
and thunderous oratory. Douglass, as a

public speaker, was an orator's orator who
14

O'Keeffe has excelled in the use and com

binations of pastels. Consider,for example,
this vintage Douglass from a speech he
delivered in August 1857:"Those who
profess to favor freedom yet depreciate
agitation are men who want crops without
plowing up the ground; they want rain
without thunder and lightning. They want
the ocean without the awful roar of its

N thoUt it. ;

many waters. Power concedes nothing
without demand. It never did, and it never

will." Such a precision of language and
power of thought characterized Douglass'
writings and speeches. He made judicious
use of what we Toastmasters call word
pictures.

Laughed at Himself
Coupled with his facility for language,
Douglass had a knack for making himself
seem unimportant while at the same time

IJ

You're just
another face
in the crowd!

getting his listeners to like him enough to
hear what he had to say. He used humor!
Indeed, Douglass used humor as his most
effective weapon in disarming hostile audi
ences. Usually Douglass made himself the
subject of humor through harmless selfdeprecation — poking fun at his nose, his
6-foot frame or his unruly hair. His
speeches were models of how one creates
laughter through personal put-downs.
Take, for instance, his 1847 farewell

address to the British people. In that
speech Douglass quipped:"Never had 1 a
day's schooling in my life; all that 1 have of

speaking as a form of oratorial shock treat
ment. He used the speaker's platform to
awaken, challenge, provoke, dare and in
spire, as well as to entertain. Douglass
boldly took on controversial issues and
presented them to his listeners with adven
turesome originality.
For instance, on the nation's seventysixth anniversary of the Declaration of
Independence, Douglass shocked the coun
try with his famous speech,"What, to the
American Slave, Is Your Fourth of July?"

In that speech, Douglass said in part:
"What, to the American slave, is your
Fourth of July? 1 answer, a day that reveals
to him, more than all other days in the
year, the gross injustice and cruelty to
which he is the constant victim.

"To him, your celebration is a sham;

your boasted liberty, an unholy license;
your national greatness, swelling vanity;
your sounds of rejoicing, empty and heart
less; your denunciation of tyrants, brass-

fronted impudence; your shouts of liberty
and equality, hollow mockery. Your
prayers and hymns, your sermons and
thanksgivings, with all your religious
parade and solemnity, are to him mere
bombast, fraud, deception, impiety and
hypocrisy — a thin veil to cover up crimes
which would disgrace a nation of savages.
There is not a nation on the earth guilty of
practices more shocking and bloody than
are the people of the United States, at this
very hour."

education 1 have stolen." Later in the

speech Douglass confessed with his char
acteristic humor "... we do not have black

used to the fullest the techniques of effec
tive speaking.
Douglass was a master of inflection and

vocal variety. He delivered his speeches
with all the virtuosity of a concert per
former. Each speech resembled a fine
musical score, having its distinct yet inter
woven movements.Often Douglass would
begin speaking in a conversational tone,
serenading the frequently hostile listeners.
Then, coming directly to the point, he

paupers in America; we leave pauperism to

be fostered and taken care of by white
people. Not that 1 intend any disrespect to
my audience in making this statement —I
can assure you I am in no way prejudiced
against color."

Douglass was venturesomely bold in
thought and action; he was a lion of cour
age and mettle. He waited for no individual

The Need for Action

At heart, Douglass' daring was rooted
in a basic idea which Toastmasters follows.

Douglass saw communication as the link

to the vital expression of leadership; he
believed the speaker must provide leader
ship from the platform — that communi
cation and leadership are intertwined. On
this matter Douglass was very clear:
"Action! Action, not criticism, is the plain

to take command. He was always at the
head of the light brigade. That he rallied

duty of the hour. Words are now useful
only as they stimulate to blows. The
office of speech now is only to point out

would recount in swift succession the

against slavery in an age when others

when, where and how to strike to the

horrors of involuntary servitude, raising
and lowering his voice, his speed and his
rhythm with studied control.
The finale of a Douglass speech was
nothing short of a sound spectacular in
which he used an array of vocal tones,
mood changes, pauses, whispers and

thought the institution permanent person
ifies the kind of daring, challenging spirit

best advantage."
To be sure, Douglass included in his
speeches, as we at Toastmasters do, the
challenge to his listeners to become active.
Douglass dared his listeners to rise to the

shouts to drive to a dramatic end.

Commenting on Douglass' speaking style,
a reporter for the Salem Register noted in
1842:"The most wonderful performance
of the evening was the address of Frede
rick Douglass, himself a slave only four
years ago!... He seemed to move the audi

in Douglass.

More than once Douglass found himself
not only having to defend himself verbally,
but also physically. Mobs would discharge
firecrackers, throw cayenne pepper,
stones, garbage and rotten eggs at him.
On one particular occasion, Douglass had
to defend himself against a club-swinging
attacker, which prompted an observer to
say that Douglass fought like a "trained
pugilist." Nevertheless, Douglass didn't
let threats of physcial violence inhibit his

ence at his will, and they at times would
hang upon his lips with staring eyes and
open mouths,as eager to catch every word
as any 'sea of upturned faces' that ever

cause for which he fought was a right

rolled at the feet of Everett or Webster, to

eous one.

revel in their classic eloquence."

public speaking career. If anything,
Douglass regarded the threats and the
violence as concrete evidence that the

There was an area in which Douglass'

Douglass was able to blend colorful

unmatched nerve and brazenness attained

language much in the way that Georgia

colossal dimensions. Douglass dared to use

18

call for creative, imaginative leadership.
While Douglass certainly did not hesi
tate to fire a strident volley of rebuke at
his listeners where he thought it neces
sary, it would be wrong to leave the im
pression that Douglass engaged in oratorial
wickedness. Douglass harbored no malice
and reproached those who did. Indeed,
Douglass rode the jet streams of moral
integrity at all times, matching his sense of
daring with a profound sense of caring.
Perhaps the most sanguine illustration
of Douglass' magnanimity was when, as
an internationally known and respected

humanitarian, he returned to the planta
tion of his childhood to visit his former
master, Thomas Auld.
THE TOASTMASTER

Auld was near death and the conversa
tion between the former slave and former

master was warm and dignified. Auld

spoke:"I always thought, though, that you
were too smart to be a slave, and had I

been in your place, 1 should have done as
you did." To this Douglass replied:"Cap
tain Auld, 1 did not run away from you,
but from slavery. It was not that I loved
Caesar less, but Rome more."

Cavett Robert, speaking at the 1978
Toastmasters Convention in Vancouver,

noted that the worst thing for a speaker to
do is to pretend to be a big shot. Douglass
never tried. Although Douglass was usu
ally the principal speaker when he was
listed on a program, he never acted like a
pompous, overbearing expert. After each
speech he would spend a considerable
amount of time shaking hands with wellwishers and kibitzing with the plain folk.

Douglass bestowed upon each speech all
the energies of his mind and body. Every
Douglass speech was a rhapsody of lan
guage and motion. If Douglass was speak
ing about something an Englishman from
Yorkshire had said, he would assume the

man's posture and launch into a spirited
impersonation of the fellow. When Doug
lass spoke about the agonies of a slave, he
would contort his face as if in pain. He
had a built-in stage presence that per
meated his very being. Douglass was the

lovable self by not trying to be anyone
else. He also brought into his relations
with others an endearing quality of
empathy. He showed other people that he

..Power concedes

lass should live and die before Toast-

masters International was founded. •§■
Everett ]. Freeman is founder
and past president of Twentyfirst Century Club 2876-46.

consummate actor both on and off the

He teaches labor studies at

stage. Indeed, Douglass' joy for animation
was so great that when he fell to his

Rutgers University.

knees, the victim of a fatal heart attack on

February 20, 1895, his wife thought at

THE CIRCLE OE SUCCESS®

No dirt farmer or coal miner received

second-class treatment from Douglass.
Douglass succeeded at being his own,

first he was merely mimicking one of the
speakers on the platform with him at that
day's meeting of the National Council of
Women. He wasn't. Douglass passed
away without regaining consciousness.
Fate would have it that Frederick Doug

SUCCESSFUL CAREER STRATEGIES USED BY TOP EXECUTIVES
VOLUME I : CLIMBING THE CORPORATE
LADDER: MAKING IT HAPPEN

VOLUME M; JOINING THE INNER CIRCLE

Discover career strategies that work! Learn how
you can avoid becoming a victim of your work
to the full use of your talents and capabilities.
Discover how to identify and develop a person
al career strategy that allows you to establish

Discover how to identify where the power is in
an organization. Learn why this knowledge is
important to you and how you can use this in
formation to gain the support of the people in
power. Learn how to establish your own power
base and use this power to achieve your person

and maintain your career momentum.

al goals.

environment. Learn how to remove roadblocks

VOLUME Ml: NEGOTIATING YOUR SALARY

VOLUME IV: THE SUCCESSFUL JOB SEARCH

nothing without demand.

Learn the secrets of negotiating a total package.

Learn how to use the "old-boy" network to get

It never did and it

Discover negotiating strategies you can use to
negotiate a raise or a 20% salary increase when

the job you really want. Discover the tricks of

never will."

you change jobs. Discover how to negotiate
non-taxable "perks" that will give you high visi
bility or help you find a better job when you
want it.

was concerned about their problems, and
this capacity for selflessness made him a
pippin.

Douglass' caring extended into one

making contacts, getting and controlling inter
views, and writing resumes and query letters
that generate interviews. Discover why most job
hunters fail to get job offers, what you can do
to overcome hiring objections, and much more.

COMMENTS ABOUT THE MATERIAL;

"I now have a better understanding and even more importantly, a better appreciation of the political/
structural make up of my organization. . . . as you pointed out it enables me to position myself to take ad

vantage of opportunities as they occur.

. . . (and) the company benefits since my new perception leads to

more efficient dealings with my colleagues.

. . . if I had been sufficiently in tune with your Ideas on struc

other area that deserves mention. He cared

ture and politics I would have recognized the developing (political) situation and avoided a two percent

about himself. Specifically, Douglass cared
about improving himself as a speaker and
as a human being. Douglass not only
taught himself to read and write — no

(raise) . . . by transferring to my new organization much sooner than I did."

small feat — but he also taught himself to

play the fiddle. He made continuous pre
paration his watchword. He refused to
permit himself to be lulled into a false
sense of accomplishment; he insisted on

B.L., Palo Alto, CA

"The subject is quite complete . . . (and) goes beyond normal procedures into some surprising techni
ques. . . .The outline covers an enormous amount of information and is divided into categories which
make for a clear and easy to follow format."

r. ^
. /^a
M.S., Sunnyvale, CA

"Your invaluable assistance in giving me directions on how to approach . . . my career objectives as well as
salary increases and promotions . . . have played a very important part in making it all possible. I would like
to thank you for all of your help."

F.B., Sunnyvale, CA

EACH VOLUME INCLUDES 3 CASSETTE TAPES AND AN OUTLINE

growing.

Cost per volume is only $39.95 (U,S. postage Included—for orders outside the US. add $2.00 per volume
for postage—CA residents add 614% sales tax).

Welcomed Criticism

Did Douglass make mistakes? Yes. What
the philosopher Friedrich Nietesche,
Douglass' contemporary, said of all man
kind was also true of Frederick Douglass.

DONT LET OTHER PEOPLE CONTROL YOUR CAREER!
ORDER NOW!

Enclosed is my check or money order for the tapes and outlines checked below ^ $39.95 (plus tax and postage) for a total of $

He was "human, all too human." More

□ VOLUME I: CLIMBING THE CORPORATE LADDER: MAKING IT HAPPEN

$39.95

than once, Douglass lost his place during

□ VOLUME II: JOINING THE INNER CIRCLE

$39.95

□ VOLUME III: NEGOTIATING YOUR SALARY
□ VOLUME IV: THE SUCCESSFUL JOB SEARCH

$39.95
$39.95

the delivery of a speech, made a needless
digression, uttered the hideous "ah." For
tunately, Douglass never gave up trying to
improve himself. He solicited constructive
criticism of his speech and writing from
friends; he was always glad to have audi
ence evaluation of his delivery, voice and
manner. To be sure, Douglass succeeded,

in spite of his shortcomings, because he
cared enough to try.
AUGUST 1982
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J. Richard Lawson

P.O.Box 1337
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31. BEnVE LEWIS-UNOERHILL, ATM

32. DAVIO CONNOLLY

33, LUCILLE LANHAM, OTM

35, JEROME P, STARKE, OTM

Chelmsford, MA

Gig Harbor. WA

Tehachapi. OA

Milwaukee, Wl

Am
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37, OONALO L, VONCANNON, OTM
Greensboro, NC

38. JOOl MARCHESANI

39. ELLIS K. HIRST. OTM

40. THOMAS S. SIMMS. OTM

West Gtiester. PA

Sacramento, OA

Richmond, KY

41.0RVILLE "FRENCH" BRYAN, ATM

42, EVERETT W, RITSON, ATM

45. OTTO PETER

Regina, Sask,, Can

43, JOHN L, WOOD, OTM
Memphis, TN

44. DONALD S. BLOYO. OTM

Deadwood, SD

Lubbock. TX

Newcastle. N.B.. Can

36, OTIS W, LANGFORD JR., OTM
Fairfax, VA
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4& JOSEPH BGWEN. ATM
New York, NY

47. JIM STANLEY, DTM
Seminoie. FL

48. HENRY E. HYCHE. ATM

Birmingham. AL

EUGENE CHANG. ATM
Honolulu. HI

52. ROBERT L. RIVERA. DTM
La Crescenta. CA
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53. RALPH F. PASSONNO JR. DTM

54, PAUL SCHMITT, ATM

56. SUZY GORMLEY

57. ANNA FRAZIER

El Paso, IL

58. SUZY SMITH, DTM

Albany, NY

Wharton. TX

Alameda, CA

Aiken, SO
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60. BILL CHADWICK. DTM

61.LILLI MORGAN

62. GEORGE "JACK" WILD

63. HERMAN THOMPSON. DTM

64. WM. J. GILLESPIE, DTM

Newmarket. Ont.. Can

Brossard. Cue.. Can

Port Huron. Ml

Nashville. TN

Winnipeg. Man.. Can
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65. AUN 1. TUROF, DTM
Rochester. NY

71. GEORGE GALLAGHER-DAGGITT

Abingdon, Oxon, England
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WILLIAM FINK JR., DTM
Norfolk, VA

72. LES J. HEWEn. DTM

Pirimai, Napier, New Zealand

68. EUGENE F. REYES. DTM

GORDON SHOEBRIDGE

Metairie. LA

Deagon, Old., Aust

73P, JOHN DUTTON

74, JAN VAN DER MERWE

Niddrie, Vic., Aust

Hercules, South Africa

70. GARY A. WILSON. DTM

Carlingtord. NSW. Aust

75P, BEDA 8, BIALA

Makati, Philippines
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Increase your learning abilities by using these
proven mental tools.

HOW TO
REMEMBER...
ANYTHEVG!
by William D. Hersey
k "T ords. Words, words...
Images, images, images...
T T

From all directions we are bom

barded with an explosion of information —
from trade magazines, books, seminars,

films, reports. Useful, most of it, but how
can we possibly absorb even a small portion
of it?

Well, there is a breakthrough — a simple
learning skill you can employ not only to
retain information but also to gain the time
for assimilating it. A few time-tested men
tal tools can help you enlarge your poten
tial far beyond the commonly accepted 10
percent retention of the information that
comes your way. I like to call this memory
system "new leverage for learning."
Any good tool provides leverage —
enabling us to do something we could not
do without it. A pair of pliers adds leverage
to the muscles of the hand and, without

increasing their inherent strength, adds
power to accomplish a task. A pair of glas
ses takes residual visual power and magni
fies and focuses it — making it possible for
the wearer to gain access to new informa
tion by reading. The glasses do not create
a pernmneni increase in inherent visual
power, but they do give leverage when
needed.

A book, one of the oldest tools for

learning, holds information in an organized
"print"form so the mind of the reader may
ponder and absorb the contents. It also pro
vides the means for repeated exposure to
the information.

When you see someone reading a book
you do not assume that he or she is study
ing printing, bookbinding or papermaking.
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Those skills have been combined into a tool

to permit repeated exposure to another's
thought until it becomes part of our own
knowledge. The tools of leveraged learning
take this process an important and indispen
sable step further and provide Ihe means and the
time to rehearse new information until it

becomes thoroughly assimilated into the
existing body of dependably available infor
mation.

Psychologists have known for a hundred
years that, when repetition is necessary for
learning, the spacing out of that repetition
promotes more permanent learning with
less effort. While this spaced rehearsal
promotes easier and more permanent learn
ing, there has not been a practical way to
permit it. There just is not time to get back
to the book or the notes frequently enough
to use this vital procedure to its maximum
effectiveness in reinforcing retention.
Dealers in recording cassettes have at
tempted, with some success, to promote
learning in otherwise unproductive time
with exhortations such as "Make your car
a classroom; learn a language(or a business
skill) as you drive!"
Leveraged learning provides for tbe use
of simple, tested methods as tools to hold
new information firmly and completely in
the mind so that it can he reviewed frequently and
faultlessly until it is permanently stored in
the body of dependably available useful
knowledge.
How We Learn

Let us consider the principles of reten
tion, the tools that can be constructed based

on these principles, and the leverage they
23

supply in the learning process.
The first principle operates naturally
when we see in new information meaning

that can be readily associated with what
we already know. This is true of a great
deal of business-related knowledge. At
other times we can add meaning to enable

us to remember temporarily,and therefore
review frequently, pertinent new infor
mation that requires repetition for thor
ough absorption.
For example, consider six rules for
getting along with people. Use their names,
listen, show interest, make them feel important,
smile, and encourage them to talk.
It would seem at first glance that any
one could remember these six pointers,

but the temporary memory is under con
stant pressure to be used for something
else. If we really want to implant these rules
in our thought to the extent that they will
actually bring about a change in our estab
lished habits, they must be pondered often
enough to establish them in our perma
nent subconscious body of knowledge.
A simple way of adding meaning is to
rearrange the initial letters of the key under
lined words to spell the words "list in." The
term "list in" then can be used to jog the
memory often enough to permit the estab
lishment of these rules in the mind to the

extent that they will influence behavior.
This use of initials is called a "power pack"
because it enables the individual to pack the

power of the new information into the
dependably available permanent memory.
When the rules for a procedure must
be remembered in a definite order, we can

frequently use a "shoehorn sentence" to
ease the information into the mind."Every
Good Boy Does Fine" is a "shoehorn sen
tence" for the lines on the musical staff.

might be,"Listen sincerely, closely ques
tion, and collect cash," but it can be as far

afield as "Love some chick quietly after
church closes." The device works best
when the individual constructs his own
sentence, one that is helpful to him. Somehow

we feel that a memory tool or device must
have some logical relationship to the sub

Notice that the sentence has nothing to do
with the subject matter. The psychologist

ject matter. Yet it seldom does.

calls this device a "mediator," in the same

The use of pictorial clues, arranged in
an easily remembered sequence, is one of

Mental Pictures

the oldest, most reliable, and most versatile

Sometimes we can odd

meaning to enable us to
remember temporarily.
way that a shoehorn is a mediator between
the foot and the shoe.

Here is a business-related example. The
key words in a professional seven-step
sales procedure for handling a customer's

objections are: "Listen, sell, confirm, ques
tion, answer, confirm, close." The initial

letters are "LSCQACC." If the salesman con
structs his own imiivitlnal shoehorn sentence he can

methods for providing the repetition that
will permanently implant knowledge in the
mental organization or body of thought.
Here is how this principle could be
applied to remembering the seven clue
words in the sales sequence for handling
an objection. See your picture for the first
word,"listen,"off to your left. Visualize
your picture for "sell" in front of you, your
picture for "confirm" to your right, your
picture for "question" behind you, your
picture for "answer" under your feet, your
picture for "confirm" on your head, and
your picture for "close" across your chest.
If you set up specific pictorial clues in
sequence such as this or any pattern that
you can easily remember, you can then
review the information quickly, easily and

review this procedure mentally,frequently
and faultlessly, ami in otherwise nnproAuctive
time, until it becomes part of his useful

often. I have repeated the phrase,"your

knowledge.
A seemingly logical shoehorn sentence

picture," seven times to emphasize that
your own visualization for any concept is

Help People...Learn, Grow and Achieve
Toastmasters* 1982 Membership Program
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Sponsor 5, 10 or 15 new members and you will automatically receive
special recognition — no forms to fill outi
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unique. There is no standard except for
your thought. Never tell anyone the
visual aids you are using. In the privacy of
your own mind, anything is acceptable
between consenting brain waves.
These three methods: the power pack,

BRAIN FOOD
CASSETTES

the shoehorn sentence and the visual
review, are not "gimmicks,""crutches" or

"tricks." They are tools for thinking, for ponder

HUGE SELECTIONl

ing, not parroting, and their use providesfor accurate
and complete review of pertinent information in other

wise wasted or unproductive time. They will bring
about the systematic transfer of informa
tion from the mere "grasp" of the tempo
rary memory to permanent integration

into the total, useful mental organization
called the permanent memory.
The temporary memory may be likened
to a sponge. When a sponge is saturated,
the fluid begins to evaporate immediately
unless it is squeezed into a container for
permanent storage. Similarly the tempo
rary memory may be saturated with new

n

BUY OR RENT

MAKE TRAVEL TIME PAY
Management, sales, motivation,
languages, real estate. Insurance, books
on cassettes, plus many, many ottiers.

p

Complete access to our full Library for a

TIME
Make the
most of it —

low annual fee pREE CATALOG
TAPE RENTAL LIBRARY, INC.
P. O. BOX 7301 713/838-1386
BEAUMONT. TEXAS 77706

information. If it is not transferred to the

"bucket" of the permanent memory it will
either evaporate or the pressure to use the
sponge of the temporary memory for some
thing else will cause the previous informa
tion to go down the drain. However, we

can soak up and save any amount of fluid
with the same sponge if we have a container

into which to squeeze and store its con
tents. How can this be done systematically
with the temporary memory?
We can learn a lesson from the way in
which we build our physical bodies. The

digestive system has a limited temporary
capacity for processing food. We cannot
eat all our food for a week on Sunday. The

MOriEYPIAKinG
MEETINGS

food must be divided into meals, and the
meals divided into mouthfuls to introduce

them to the start of the digestive system.
The f(X)d must be chewed enough to be
swallowed. Then our conscious prcxressing
stops and the automatic digestive system
takes over, building a physical body ade
quate to the usual demands upon it.
Similarly, if you will "chew" and review
an appropriate amount of new information

for about 12spaced-out repetitions, the men
tal digestive system will build its strength
into your permanent, dependable body of
knowledge. You must organize and divide
new information into appropriate portions
for mental meals — probably not more
than 20 points at a time. Then, remind
yourself to feed your mind with a quick
mental reviewof your current learning pro
ject every time you feed your body. This
mealtime review can be done in less than

a minute. Within four days, you will find
that this"overlearning" has made the know
ledge permanent.
These methcxJs facilitate six steps in
learning: motivation,organization,concen

ninety-Seven Keys to
Marketing Your Knowledge in
the Multi-Million Dollar

Workshop and Seminar
Industry.

WILUANG.
WILLIAMS
Share Publishing Co.

tration, reaction, repetition, cognition.

The learning takes place on:
• The "hot stove"level — learning from
one experience.

• The "rote level" — repetition of num
bers, letters, data.
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$8.95 at Bookstores, 153 pages, hard cover
Share Publishing Company
P.O. Box 3453, Annapolis, MD 21403
25

MOVING?
If so, we'll need your change of address.
Please give us your old address as well as
your new by attaching an address label from
a recent Issue of THE TOASTMASTER In the
space shown.

• The "associative level" — the deliber
ate association of new information with

something we already know. This level is
used extensively by students and memory
entertainers to cram the temporary mem
ory with information for shortterm use.
Emphasis on this level, however impres
sive, makes it only a "parrot perch" unless
the information is processed by purposeful
pondering to the final productive level.
• The "cognitive level" — this is the
practical level of useful understanding.
Practical Application

CO

Now that we have established the basic
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methods of adding leverage to learning and
have indicated their place in the accepted
steps and levels of learning, let us see ex
actly how they can be applied to printed
matter and to seminars, with particular em
phasis on their usefulness for more effect
ive listening. The steps may be summa
rized in the power pack "SUE HIP MR."
Skim — In reading, skim the book or
article quickly to learn the contents and
find what is new and important to you.
Underline key words or sentences as
you read.
Express the thought of each paragraph
in your own words. Pausing to do this will

Mall this to;
Toastmasters International

2200 N. Grand Ave., P.O. Box 10400
Santa Ana, CA 92711

You must organize and
divide new information

lier. Then you are ready to set up one of
the oldest and best systems in the world.
Take an imaginary walk through your
house and list five objects in each of four
rooms. Practice memorizing 20 headlines

a day fon-just three days, associating them
with your list. By then you will know your
house list thoroughly and have it ready for
lifetime use. It will take you about three
minutes to create your list and five min
utes a day to practice the associations.
Now for the big pay-off. As you listeti to
a newscast, practice putting down 10 head
lines on your house list. There are usually
10 subjects in a five-minute news program.
You will quickly become proficient. Then,

the next time someone says something to
you, listen and then play it all back. Say,"If
I understand you correctly, there are seven
points we have to consider." But be sure to
review what was said — for your own
comprehension — before you comment
on it.

Word Associations

Other storage systems can be built on
association words rhyming with the num
bers such as "Gun, shoe, tree, door," and

so on. Or you can use nouns based on the
alphabet,"Ape, bee, sea, deed, eel, fox."
Any pattern you can easily remember —
including the golf course — can be used as
a series of "easels" on which to display the
headline clues that make frequent review
possible.

The systematic mastery of new, perti
nent, business-related information opens

into mentoi meais.

Develop

halve learning time by insuring assimila
tion as you go.
Headline — Make a headline word for

Your

each significant point.

Leadership

headlines. Can they be arranged in a power

Initial — Set down the initials of the

up vast possibilities for increased personal
profit. Many executives have told me that
if they come away from a seminar with
just one or two good ideas, they consider
it worth the cost. This may be an unwit

ting admission that they cannot remember
more than two or three new ideas. I sug

gest that leveraged learning will increase
the amount of useful information that can

be brought back to affect the famous"bot
tom line." Leveraged learning can make
tested professional business procedures
an immediate and useful part of business
practice. It can stop the waste of money

Potential

pack or shoehorn sentence? If not, picture
the key points and set them up in a visual

Do you have what It takes to be
a leader? You probably have the
potential, because leadership
ability is learned — we're not born

key point headlines. Review them until
they are definitely stored in your mind.
These same steps, with some modifica

with it.

tion, can be used to survive a seminar and

remember those ideas well enough to put

Would you like to turn this
potential Into a proven skill that
can directly benefit your profes

to make yourself impressive in any listen
ing situation. In the seminar, treat the
printed material as above. Take very few

them into effect.

sional life? One of the best ways

notes of the verbal material. Jot down head

"generate" it. We can rotate a magnet

you can do this is by organizing a

line words for the main point. Review them
promptly. Read them over several times as
the session progresses and then,during the
break or as time permits, convert them to
mental meals. This last step may be de
layed, but the visual review will give you
the prompt short-term rehearsal that every

through the existing magnetic field of

new Toastmasters club. As a club

builder, you'll gain valuable lead
ership training and experience.
You can also receive recognition
as a sponsor or mentor, as well as
credit toward your DIM.
New club opportunities are
everywhere. For information on
how to find them and turn them

into strong new clubs, contact
World Headquarters or your dis
trict governor.
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pattern. Memorize a significant number of

authority in the field of learning agrees is
vital.

Here is how to practice the pictorial
method. Each day for five days practice
memorizing seven headlines from the
news, associating them with the pictorial
clues around your body as illustrated ear-

on speakers whose ideas are excellent but
whose hearers have never been trained to

We perform a major part of our work
through electric power, yet we do not

the earth and collect and channel the elec

tricity generated by cutting the lines of
magnetic force. I suggest that a few simple
"mental magnets" circulated through the
field of knowledge can demonstrate that
knowledge not only is power but that there
is a vast amount of it readily available if
we use tested methods for accumulating,
retaining, and using it.

Reprinted with permission from the May 1982
issue of THE ROTARIAN, the official publication
of Rotary International.
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The Duties of the
Master of Ceremonies

QJ'm going to he the master of ceremoniesfor my
colleague's retirement dinner. What are my
responsibilities? Do I have to entertain everyone? I'm
not good at telling jokes.

A As master of ceremonies, your main

duties are to see that the evening's pro
gram runs smoothly and ends on time.
Being a comedian is not a requirement. If
you're not comfortable telling jokes, then
don't tell them.

Your job begins several days before the

dinner, overseeing the room setup and
arranging the evening's program. If any
speeches or gifts will be presented, you'll
need a head table to provide a fixed IcKation
from which the presentations can be made.
Discuss head table arrangements with the

introduction of those at the head table and

the important people in the audience,and a
few comments on the purpose of the
gathering. If you do choose to tell a few
jokes, now is the time to tell them; just be
sure they are suitable for the occasion.
Proceed with the presentations from the
people in the audience, then follow with
the presentations by the people at the head
table. Never ask,"Is there anyone else who
would like to make a few comments about

Joe?" It's embarrassing if no one responds.
Worse yet, if you get a flood of responses
you'll lose control of the program.
When all of the presentations have been
made,introduce the guest of honor. When
he or she concludes his or her remarks, you
may add a few personal comments of your
own. In your closing, be sure to thank the

party committee chair and note who will be

committee that arranged the evening. If
the bar is open or dancing has been arranged,

seated at the table. Make certain these

mention this, too.

people are notified. You should also arrange
for a microphone for the head table.
Since retirement dinner programs usually
consist of business associates and relatives'

remarks about the guest of honor, make a
list of the important people who will be
attending—visiting dignitaries, people from
other companies, other retirees, the guest
of honor's family, etc. — and ask them if
they would like to make a presentation.
(Youll also want to mention these impor
tant people in your introductory remarks,
even if they will not be making presenta
tions.)Instruct each program participant to
keep his or her speech short — between

As long as you're prepared, your job as
master of ceremonies will be fun!

Contributed by Sam Alfano, DTM, a member of
Santa Barbara Club 5-33 in Santa Barbara,
California.

Tips for Selecting
Speecli Contest Winners

QWhat are the requirements for being a speech
contest judge? How should a judge select speech
contest winners?

A To be a competent judge, you yourself

Begin the program after the dinner tables

must first be a competent speaker and
evaluator. You should have completed at
least six manual speeches and have evalu
ated several speakers in your own club. If
you haven't done both of these, then you
are not qualified to be a judge.
As judge, your task is twofold: to analyze
each speech and, more importantly, to rate
the speakers in order of finish. I've developed
a system that enables me to do both quickly
and efficiently. I assign point values to the
elements of a good speech(content,delivery
and language)and rate each speaker accord
ing to his or her performance in each of

have been cleared.

these areas.

two and five minutes.

The evening of the dinner, verify the
arrival of each important person on your
list. Some of those scheduled to attend may
not show, so youll have to adjust your
introductions or program schedule accord
ingly.
It's not necessary for you to address the

group before dinner,and do not try to speak
while the dinner is being served. The noise
and confusion will only drown your words.

Your opening remarks should include an
AUGUST 1982

Since content is the most important ele

Q&A

ment of a speech, I allot it 50 points. When
judging content, I look at speech develop
ment (Did it have a logical opening and
closing? Was the theme clearly stated? Did
the body reinforce the theme?), effective
ness (Did the speech accomplish its pur
pose?)and value(Did the speech offer new
information or viewpoints or did it merely
rehash an old subject?).
I allow 30 points for delivery, which I
distribute between physical presentation
(Were gestures and props used effectively?)
and voice (Did the speaker vary his or her
pitch and tone to enhance the speech?). I
allot 20 points for language, considering
appropriateness (Did the speaker use foul
or questionable language?) and grammar
(Did the speaker use poor grammar? Were
any words mispronounced?).
After each speaker's presentation, I con
sider each speech element, award it the
appropriate number of points, then total
the points. The better the speech,the more
points the speaker receives. When I've heard
all of the speakers,I determine the ranking.
You may discover you need a base from
which to work when rating speakers. I
usually rate the first speaker between 80
and 90 points, then judge the others above
or below this number,depending upon their
performance.
You should practice judging before you
serve as an official judge in a speech contest.
The best way to practice is-to attend speech
contests and judge the participants yourself,
then compare your list of winners with that
of the official judges. At first you may not
agree with the judges, but gradually your
judging skills will increase. You'll also find
the experience will make you a better
speaker,since your awareness of the quali
ties of a good speech has increased!
Contributed by Nate Parries, DTM. Mr. Parries is
a member of Forest City Club 1185-10 in Cleveland,
Ohio, and is a member of the board of directors of
Toastmasters International.

Send your questions to Toastmasters International,
Publications Department, P.O. Box 10400, Santa
Ana, CA 92711, Attention: Speakers Forum. Please
send your name, address, and club and district
numbers with your question. — Ed.
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Eye Opener 2607-3, Tucson, AZ

Globe 2197-3, Globe, AZ

Lome A. Fitts
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North Hills 2472-13, Pittsburgh, PA

South County 1957-8, St. Louis, MO

Lee Emerson Bassett 33-4, Palo Alto, CA

Charles Scott Foust

Wallace G. Ellsworth

Eric J. Schmidt

Christopher 339-14, Atlanta, GA

Bellringers 3134-22, Kansas City, MO

Chinatown 2296-4, San Francisco, CA

James H. Scarbrough

Cecelia Cohn

Miles R. Murphy
Jet Stream 2624-4, Moffett Field Naval Air

Peachtree Center 2261-14, Atlanta, GA

Orators 2964-26, Aurora, CO
Howard L. Rivenson

Minutemen 2288-31, Waltham, MA

Dean E. Klinger
Federal 1037-36, Washington, D.C.

Betty J. Hershberger
Ashland 246-40, Ashland, KY

Denise M. Ryan
Downtowners 294-42, Edmonton, Alta., Can
Nicholas T. David
Dunedin 2166-47, Dunedin, PL

Patrick J. McCombie
Rock Hill 2040-58, Rock Hill, SC
W. Paul Kelso

Parthenon 1738-63, Nashville, TN

Quentin Milne
Auckland 3593-72, Auckland, NZ

John P. Unger

Captain N.A. Wilson
Maple Drive 2789-14, Atlanta, GA
J. Henly Magee

FMC 2873-4, San Jose, CA

Pershing Point 2662-14, Atlanta, GA

George Christian Kern

Jan Mitchell
Tun Tavern 3027-14, Albany, GA

Station, CA

Real Orators 474-5, El Cajon, CA

Sandy Thomson
San Diego Gas & Electric 545-5,
San Diego, CA

Mid-Del 2257-16, Midwest City, OK
Ken Pittman

David E. Hagford
Daybreakers 814-6, Edina, MN
Reynold D. Mattson
Daybreakers 814-6, Edina, MN
Art Hawes

Eleventh Hour 3312-16, Tinker AFB, OK

Robert J. Moes
Helena 487-17, Helena, MT
Pamela J. Vestal
Kritikos 1686-18, Fort George G. Meade, MD

Ft. Snelling 2238-6, Minneapolis, MN
Vernon N. Bartlett

Durell Belanger
Newberg 588-7, Newberg, OR
George E. Peo
Aerospace Center 3268-8, Saint Louis Air
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A.K. Lawrence

Force Station, MO

Cariboo 786-21, Prince George, B.C., Can
J. David Brennan, Jr.

Early Bird 1928-22, Overland Park, KS
J.B. Farmer
Sunflower 2666-22, Lawrence, KS

William Budd

Akron 151-10, Akron, OH

Preston Keevama

Ralph Eugene Isley
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Congratulations to these Toastmasters who have receiveil
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Phil Mitchell
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Kofee N. Toastmasters 105-F, Redlands, CA

McNamara 2104-28, Detroit, Ml

Kenneth G. Averill

Danel Ates

Chino Valley 3957-F, Chino, CA

Plaza 954-29, Pensacola, FL
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Phyllis T. Lepczyk
Point Mugu 1075-33, Point Mugu U.S.
National Marine Corps, CA

John R. Toelke

Dan R. Pilkington
Tuesday Mourners 4023-33, Las Vegas, NV

Megacity 553-40, Dayton Kettering, OH
George H. Armstrong

Charles R. Dinauer

So. Charleston 1528-40, S. Charleston, WV

Epic 1732-35, Madison, W1

Bradley L. Clark
Federal 1037-36, Washington, D.C.
Robert L. Heuser

Federal Center 1260-36, Hyattsville, MD
Warren J. Carter

Pentaf 2014-36, Washington, D.C.
Wilfred G. Pemberton

Andrews 2184-36, Andrews Air Force Base,

Pioneer 453-40, Cincinnati, OH
Howard R. Corck

Ward Treat

Huber Heights 1740-40, Dayton, OH
Dale E. Yoder

Dennis R. Connor

Ashland Noon 4774-40, Ashland, KY

James A. Rogers
Saint John 1479-45, Saint John, N.B., Can

Patrick J. Steece
Sodak 224-41, Sioux Falls, SD

Norma P. Ambrose

Speak-Easies 1770-45, Montpelier, VT
Blair Ford Austin-Bradley
Speak-Easies 1770-45, Montpelier, VT

Eugene R. Thompson

Frank John Pisacane

Robert M. Beesley
Wascana 577-42, Regina, Sask., Can

Saskatoon 450-42, Saskatoon, Sask., Can

Robert Vaughan Parsons
Bow Valley 1494-42, Calgary, Alta., Can

Model Basin 3583-36, Washington, D.C.
Robert L. McCoy
Burlington Corporate 1409-37,
Greensboro, NC

James Richard Alsop Jr.
Duke Power Company 2669-37,
Charlotte, NC

John C. Lee
Camden County 1189-38, Haddonfield, NJ

Charles F. Taylor Jr.
A-R 1481-39, Fair Oaks, CA

Larry R. Yates
Gray bar 1436-46, New York, NY
Irwin Cohen

CPA 2354-46, New York, NY
Alden Todd

Ian B. Wilson

Bryant Park 2895-46, New York City, NY

Pile O Bones 1862-42, Regina, Sask., Can

Alfred C. Daniels

Vincent Thomas Laurin
Frank H. Kendall

Bonnie S. Jenkins
Daybreak 1033-44, Lubbock, TX
Talk of the Plains 4340-44, Lubbock, TX

Washington, D.C.

John H. Pinkard Jr.
NBS 3495-36, Gaithersburg, MD

Tulia 129-44, Tulia, TX

Northern Hills 3456-40, Cincinnati, OH

Margaret Sone
Justice 2937-36, Washington, D.C.

Robert David King
USDA 3294-36, Washington, D.C.

Alta., Can

Willie J. Bryant
Metropolitan 543-43, Little Rock, AR
Kenneth Gwyn Vaughn

Betty J. Hershberger

Jerry Dean Jorgensen
Brookings 3797-41, Brookings, SD

Naval Ordnance Station 3173-36,
Indian Head, MD

John A. Hogg
Coulee Commentators 3673-42, Lethbridge,

Kearfott 3156-46, Little Falls, NJ

Bowmen 2161-42, Sherwood Park, Alta., Can

Robert C. Kilian

Myrna Jean Selin
Early Risers 2448-42, Saskatoon, Sask., Can

Albert Gionet

Kearfott 3156-46, Little Falls, NJ

Southside 546-47, Jacksonville, FL

J. Richard G. Prentice
The Y Toastmasters Club 2478-42,
Edmonton, Alta., Can

Carol F. Harmon

Charles Murray Hayes
Rocky Mountain 2730-42, Calgary, Alta., Can

Virginia Heddinger
Venetian 952-47, Ft. Lauderdale, FL

Suzanne Gail Bruton

John Anthony Curtis

Kakwa 3068-42, Grand Prairie, Alta., Can
Everett W. Ritson

Action for Achievement 1095-47,
Nassau, Bahamas

Sunset 3619-42, Regina, Sask., Can

Mary V. Vanaman

John Kanis
Viking 3650-42, Edmonton, Alta., Can

Miami Downtown 1323-47, Miami, FL

Southside 546-47, Jacksonville, FL

Wm. M. Brown

Coulee Commentators 3673-42, Lethbridge,
Alta., Can
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1962'83 \)hc[ Governor^"

Ray Renner
Ft. Myers 1702-47, Fort Myers, FL

Joseph Meledandri
Greater Homestead 1867-47, Homestead, FL

Vivian C. Hensley
Orange Park 1980-47, Orange Park, FL
Donna Donoghue

F. Edward C. Cargile, DTM,6401 Myrtle Dr., Huntington Beach, CA 92647
1. William R. Cousins, DTM,840 Main St. #8, El Segundo, CA 90245
2. Kenneth Marsh, ATM,826 Marion PL, Kent, WA 98031
3. Merv Hedding, DTM,3552 W. Townley Ave., Phtienix, AZ 85021

4. Kathryn A. Kennedy, P.O. Box 469, Tiburon, CA 94920
5. Frank C. Zdy, DTM,7200 Saranac St. #10, La Mesa, CA 92041
6. Bob Pierce, DTM,609 Bennett Dr., N.E., Fridley, MN 55432
7. C.O. Fredrickson, ATM,570 Juneau Dr., S.E., Salem, OR 97302
8. Harry Pleis, ATM,3043 Yeager Rd., St. Louis, MO 63129
9. Don Moeller, DTM, Rt. 3, Box 614, Spokane, WA 99203
10. Fred Cunther, ATM,37917 Caroline Dr., Avon, OH 44011

11. Joe Grytko, DTM, 7019 Manker St., Indianapolis, IN 46227
13. Irene S. Martin, DTM,202 CilBob St., Fairmont, WV 26554

Dunedin 2166-47, Dunedin, FL

Kevin Donoghue
Dunedin 2166-47, Dunedin, FL
Muriel Crote

Dunedin 2166-47, Dunedin, FL

George Scatka
Dunedin 2166-47, Dunedin, FL
Richard B. Cardell

Century 2346-47, Jacksonville, FL

R. David Quigley
Pompano Beach 3003-47, Pompano Beach, FL

14. John C. Whitmore, ATM,3360 Mountain Dr., Apt. Q-506, Decatur, GA 30032

Richard Charles Crady

15. Louie Peterson, ATM,Petersboro via Mendon, UT 84325
16. Frank L. Slane, DTM,1742 W. Latimer PL, Tulsa, OK 74127

Gainesville 3019-47, Gainesville, FL

17. Robert Rightmire, ATM, 2023 13th St. West, Billings, MT 59102
18. Esker F. McConnell, DTM, 30 Manor Dr., Apt. 101, Hagerstown, MD 21740
19. Leo M. Kueper Jr., DTM,2021 Carter Rd., Dubuque, lA 52001
20. Douglas Landblom, ATM, Rt. 1, Box 4, Manning, ND 58642
21. Douglas Anderson, DTM,4645 Tourney Rd., N. Vancouver, B.C., Can V7K 2W2
22. Charles Storts, ATM,3040 Steven Dr., Lawrence, KS 66044

23. Gene Kennon, DTM,2050 Corley St., Las Cruces, NM 88001
24. Glen Porath, 205 Thompson, York, NE 68467
25. G.C. Brown, 1421 Glen Brook Dr., Irving, TX 75061
26. Chris Morton, ATM,15393 E. Nassau Dr., Aurora, CO 80013

28. John Burkett, DTM, P.O. Box 335, Green Springs, OH 44836
29. Daphne Nicholls, DTM,6014 Minneola, Panama City, FL 32401
30. Carl W. Miller, DTM,956 Charles Ave., Gurnee,!L 60031

31. Bettye Lewis-Underhill, ATM,255 N. Road #110, Chelmsford, MA 01824
32. David Connolly, 7001 67th St., N.W., Gig Harbor, WA 98335
33. Lucille Lanham, DTM,819 Kelton, Tehachapi, CA 93561
35. Jerome P. Starke, DTM,3179 N. 58th St., Milwaukee, WI 53216
36. Otis W. Langford Jr., DTM,3128 Cedar Grove Dr., Fairfax, VA 22031
37. Donald L. VonCannon, DTM,4922-C Brompton Dr., Greensboro, NC 27407
38. Jodi Marchesani, 881 Bob-O-Link Ln., West Chester, PA 19380
39. Ellis K. Hirst, DTM,825 Robin Ln., Sacramento, CA 95825
40. Thomas S. Simms, DTM, Rt. 5 Oakdale Subdi, Richmond, KY 40475

J.V. Bujdoso
Clearwater 3087-47, Clearwater, FL

Paul C. Kelly, Jr.
Speak-Easy 3235-48, Huntsville, AL
Mary June LaRose
Glendale Speakeasy 2692-52, Glendale, CA

Joseph E. Orzano, Jr.
Greenwich 3357-53, Greenwich, CT
Pauline Marie Duncan

London Western 4189-60, London, Ont., Can

Lyie M. Hagan
Port City 1424-62, Muskegon, Ml

Stephen R. Dalla
Kalamazoo 1270-62, Kalamazoo, Ml
Robert R. Scott III

Oak Ridge 1858-63, Oak Ridge, TN
Joan Marie Parker
Hi-Noon 653-64, Brandon, Man., Can
Arleen M. Roth

Brockport Canalside 1136-65, Brockport, NY

41. Orville "French" Bryan, ATM,35 Jackson, Deadwood, SD 57732
42. Everett W. Ritson, ATM,44 Gardnier Ave., Regina, Sask., Can S4S 4P6
43. John L. Wood, DTM,3342 Lansing Dr., Memphis, TN 38115
44. Donald S. Bloyd, DTM,5731 70th St., Lubbock, TX 76424

Joan Thompson

45. Otto Peter, 284 Edwards St., Newcastle, N.B. Can ElV 2Y8

St. Tammany Ozone 4325-68, Slidell, LA

46. Joseph Bowen, ATM,310 W. 78th St., New York, NY 10024
47. Jim Stanley, DTM,12367 82nd Ave. North, Seminole, FL 33542
48. Henry E. Hyche, ATM,2260 Farley Rd., Birmingham, AL 35226
49. Eugene Chang, ATM, 1736 Wilhelmina Rise, Honolulu, HI 96816
52. Robert L. Rivera, DTM,2319 Chapman Rd., La Crescenta, CA 91214
53. Ralph F. Passonno Jr., DTM,63 Hillcrest Ave., Albany, NY 12203
54. Paul Schmitt, ATM,501 W. Main St., El Paso, IL 61738

56. Suzy Gormley, 2016 Willowbend, Wharton, TX 77488
57. Anna Frazier, 204 Haight St., Alameda, CA 94501
58. Suzy Smith, DTM,1922 Huntsman Rd., Aiken, SC 29801
60. Bill Chadwick, DTM,139 Beswick Dr., Newmarket, Ont., Can L3Y 1E8
61. Lilli Morgan, 5920 Bretagne, Brossard, Quebec, Can J4Z 1X9
62. George "Jack" Wild, 710 Florida, Port Huron, Ml 48060

63. Herman Thompson, DTM, 3045 Kings Ln., Nashville, TN 37218
64. Wm. J. Gillespie, DTM,114 Savoy Crescent, Winnipeg, Man., Can R3R 2N9

Monroe Newton Farmer

Virginia Beach 3267-66, Virginia Beach, VA

Adrian Gaemers

Townsville 3632-69, Townsville, Qld., Aust
William Ireland

Hutt Valley 3839-72, Lower Hutt, AZ

New Clubs
2250-F University Club
La Verne, CA — Fri., 6:30 p.m., University of
La Verne, President's Dining Room, 1950
Third Street.

65. Alan I. Turof, DTM,119 Filon Ave., Rochester, NY 14622
66. William Fink Jr., DTM,8232 Briarwood Circle, Norfolk, VA 23518

4842-F Seal Beach Speech Bums

68. Eugene F. Reyes, DTM,5729 Chopin Ct., Metairie, LA 70003
69. Gordon Shoebridge, 76 Barclay St., Deagon, Qld. 4017, Aust
70. Gary A. Wilson, DTM,157 Bettington Rd., Carlingford, NSW 2118, Aust
71. George Gallagher-Daggitt, 9 Tullis, Sutton Courtenay, Abingdon, Oxon OXl4 4BD, England
72. Les J. Hewett, DTM,39 Downing Ave., Pirimai, Napier, New Zealand

International, 2201 Seal Beach Blvd., Bldg. 81.

73P John Dutton, P.O. Box 172, Niddrie 3042, Vic., Aust
74. Jan van der Merwe, P.O. Box 18245, Hercules, 0030, South Africa

75P Beda B. Biala, Sucrex Marketing/CMS BIdg., 2293 Pasong Tamo St., Ext. 3116, Makati,
Philippines

Seal Beach, CA — Tues., noon, Rockwell
1681-1 Kal Kan

Vernon, CA — Thurs., 7 a.m., Kal Kan, 3376
E. 44th St.(587-3663).

4847-1 Hughes
Culver City, CA — Thurs., 12:15 p.m.,
Hughes Helicopters & Hughes Aircraft,
Centenella and Teale (670-7942).
4859-2 Harboi^iew

Seattle, WA —Thurs., noon, Harborview
Medical Center, 325 Ninth Ave.(223-3143).
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4861-3 Winds of Fortune

4834-43 Sundown

Tucson, AZ — Wed., 7 a.m.. First Federal

Vicksburg, MS — Mon.,6 p.m.. Western
Sizzlin', Old Hwy. 80 E.(638-5289).

Classifieds

4864-46 Woodbridge
Iselin, NJ — 1st & 3rd Mon., 6:45 p.m., Iselin
Library, 1081 Green St.(548-7617).

SPEAKING RESOURCES

Savings, 6235 East Broadway, 6th Fl.
(747-0591).

4848-4 Zilog-Cution
Campbell, CA — Thurs., noon, Zilog Corp.,
1315 Dell Ave., Bldg. A (370-8093).
4851-4 WIT

San Jose, CA — 2nd & 4th Fri., 7 p.m.. All State
Savings & Loans, 2830 .Alum Rock (736-2284).

4841-47 727

Winter Park, FL — Mon., 7:27 a.m., Sheraton
Inn, 736 Lee Rd.(841-6714).
4858-52 Educator

THE NEW BOOK OF "ORCHIDS OR
ONIONS" FOR ALL OCCASIONS. OVER
900 CLEAN JOKES & SHORT LINERS,

4860-4 San Pedro Squares
San Jose, CA — 2nd & 4th Tues., 5 p.m..
Laundry Works Restaurant, San Pedro & St.

Los Angeles, CA — 2nd & 4th Thurs., 6:35
a.m., Los Angeles Unified School Dist., 450

Written by a Toastmaster. Indexed for

N. Grand Ave., Rm. C-2 (625-6040).

John Sts.(275-7571).

4839-54 Aurora Lights
Aurora, IL — 1st & 4th Sun., 6 p.m.. Main
Baptist Church, 814 E. Galena Blvd.

postage. Check or M.O. to: TR. Bob
Kirby,#1 Marcia's Park, Easton,IL62633.

4850-8 UMR

Rolla, MO — Wed., 2:30 p.m.. University of
Missouri-Rolla, Rm. G-4, Wilson Library

(436-7544).

(364-8635).

4856-61 National Defense Headquarters

4849-11 Federal Speakeasy

Ottawa, Ont., Can — Wed., noon. National

Louisville, KY — 2nd & 4th Wed., 11:30 a.m.,

Defense Headquarters, 101 Colonel By Drive

Quick Reference. $7, including tax and

EDUCATIONAL OPPORTUNITIES
"NEW AGE PRiNCiPLES FOR JNNER SUC
CESS'iN BUSINESS AND SALES."2 Guides.

U.S. Courthouse,601 W. Broadway(582-5304).

(745-0915).

4866-13 NTA

4843-63 Clinch River

Monroeville, PA — 2nd & 4th Wed., 6:30 p.m..
Holiday Inn, 2750 Mosside Blvd. (256-3047).

Oak Ridge, TN —Tues., noon. Clinch River
Project Office (576-6066).

4844-14 La Grange
La Grange, GA — 2nd & 4th Thurs., 7 p.m..
Western Sizzling, Vernon St.(637-4685).

4852-64 Centurion Speakers
Brandon, Man., Can. — Wed., 7 p.m., Manitoba
Provincial Bldg., 340 Ninth St. (727-7239).

SELF-IMPROVEMENT

4845-14 Piedmont

Atlanta, GA — 2nd & 4th Thurs., noon,

4870-70 Macquarie H.P.
North Ryde, N.S.W., Aust — Thurs., 6 p.m.,

"CONQUER HARMFUL ANGER 100 WAYS."

Arby's, Inc., 1 Piedmont Center, Suite 400

Hewlett Packard Aust. Ltd. 17-23 Talavera Rd.

(262-2729).

(887-1611).

4865-14 Clayton County
Jonesboro, GA — Mon., 7 a.m.. Holiday Inn,
6288 Old Dixie Hwy.(997-7323).

4863-U Kwanza Kenya
Nairobi, Kenya — Mon., 12:30 p.m..

Soive Probiems! Save Heaith! Relieve
Pressure! Invite Love! Vernon Howard

Powerfui Booklet. Send $2. NEWLIFE, Box

684-JT, Boulder City, NV 89005.

Intercontinental Hotel (582161).

INDEPENDENT CONSULTANTS/TRAINERS/

4846-15 Hill Climbers

Hill AFB, UT — Wed., bi-weekly, 11:30 a.m..
Base Restaurant(West Area), Bldg. 1294

Powerful! Practical! Inspiring! Guaran
teed. Send $10 to VITALFAX, Box 423-T,
Boulder City, NV 89005.

WORKSHOP LEADERS AND SPEAKERS

A nniversQfies"

needed to market and conduct organi

35 Years

zational development and/or women's
personal/professional seminars. Forfree
information,send personal brief/resume.

Greenwood Plaza (770-7700).

Ferguson 525-8, Ferguson, MO
High Noon 505-56, Houston, TX

92040,

4855-26 Stearns-Roger
Denver, CO — Wed., 5:30 p.m., Stearns-Roger

30 Years

(777-4205).
4853-26 Triskelion

Englewood, CO — Tues., 4:10 p.m.. Stone &
Webster Engineering Corp., 7501 E. Marin Dr.,

Co., 4500 Cherry Creek Dr.(696-2374).
4868-30 Deerbrook Park

Deerfield, IL —Tues., 7 p.m., Deerfield Public
Library, 920 Waukegan Rd.(831-2508).
4871-30 Orland Park

Orland Park, IL — Mon., 8 p.m.. United
Savings & Loan Bldg., Community Room,
15100 La Grange Rd.(448-2093).
4854-36 Union Wesley
Washington, D.C. — 1st & 3rd Sat., 4 p.m..
Union Wesley AME Church, 1860 Michigan

Little Rock 1140-43, Little Rock, AR

Twin City 1142-43, North Little Rock, AR
Tallahassee 1135-47, Tallahassee, FL
25 Years

Downtown 2550-10, Cleveland, OH
Bayou Pierre 2485-25, Shreveport, LA
Downtown 2552-29, Pensacola, FL

Naval Supply Center 2541-66, Norfolk, VA
Wollongong 2456-70, Wollongong, N.S.W.,Aust
Old Johannian 2475-74, Johannesburg,
Republic of South Africa

Ave., N.E.(927-9041).

20 Years

4857-36 Arlington Annex
Washington, D.C. — 2nd & 4th Thurs., 11:30
a.m.. Headquarters Marine Corps, Arlington

Spellbinders 3252-52, No. Hollywood, CA

Annex (694-2267).
4862-36 Waldorf

White Plains, MD — 1st & 3rd Tues., 7:30 a.m..

Southern Maryland Electric Co-op Bldg., U.S.
Route 301 (645-8379).

4867-37 Twilight
New Bern, NC — Tues., 7 p.m., Berne
Restaurant, 2900 Neuse Blvd.(637-3111).

4840-42 The Enterprisers
Edmonton, Alta., Can — Mon., 12:05 p.m.,
Convention Inn, 103 St. & Calgary Trail
(437-0166).

Jefferson 1998-68, Metairie, LA
IS Years

Jean Boiton, P.O. Box 1582, Lakeside, CA

COLOR SPEAKS! it makes the difference

in the impression you create. Beauty
For Ail Seasons seeks personal color
analysis and makeup program. Profes
sional training. Suite 143, P.O. Box
160300, Sacramento, CA 95816.

MISCELLANEOUS
SPEAKERS: We package and market
cassette tapes. No charge to you. You
receive talent fee. Mali sample tape to
PLAZA PRODUCTIONS, 16911 Beiifiower
Blvd., Beiifiower, CA 90706.

Columbus 2037-14, Columbus, GA

Red River Early Bird 915-25, Shreveport, LA

MOTIVATE YOURSELF AND OTHERS. 32

Amherst 702-45, Amherst, N.S., Can

Oatley RSL 787-70, Sydney, N.S.W., Can

Specific and Practical Strategies that
Work. Easy to remember and apply.

10 Years

Send $7.50 to LINK, P.O. Box 52-T, Orton-

Isaac Davis 2193-31, Acton, MA

viiie, MN 56278.

NLRB 3542-36, Washington, D.C.
FCC 3740-36, Washington, D.C.
Freeport Branch 1425-47, Grand Bahama,

Send your classified od with a check or money order to

Bahamas

2200 N. Grand Ave,, P.O. Box 10400, Santa Ana, CA 92711.

Hilltop 2058-56, San Antonio, TX
Endeavor 1776-69, Brisbane, Qld., Aust
Adventures 2572-69, Brisbane, Qld., Aust

Toostmosters International, Publications Department,
Rates: $25 minimum for 25 words.50 cents for each word

over minimum. Box numbers and phone numbers count

as two words;zip codes and abbreviations count as one
word each. Copy subject to editor's approval. Deadline:
10th of the second month preceding publication.
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AREA GOVERNOR
OF THE YEAR
r «Y* ^
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I
1872

1870

/tT

267

1877

Give your club members special recognition for their achievements. Each of these new
awards has a unique design with Toastmasters distinrtion. Perfect for saluting — and
inspiring — excellence in communication.

HONOR WITH ELEGANCE
International Gold Cup
Collection

Following the line of awards pre
sented to the International Speech

Mini Lectern Trophy
Ideal for honoring outstanding club
speakers. Gold plate and gavel

community, organization or company.

mounted on solid walnut miniature

An Award for Excellence

267 9"x 13" $19.50

Contest winners. Perfect for district

lectern.

Recognize speakers or dignitaries with

contests. Gold figure and cup on a

1810 5V2" $7.80

this attractive plaque featuring a relief
modern figure set on a brass plate

walnut base.

1820 I6V2" $27.25
1821 15"
$25.25
1822 I2V2" $15.25

Beauty and Dignity
Honor a winning speaker or a digni
tary with this distinctive plaque. Goldtone trophy figure stands out on a

The Bull Thrower

background of rich American walnut.

A unique trophy for club speaking
events. Gold figure on a walnut base.

1870 11"x13'/2" $29.75

1840 6V2" $6.95

Recognizing Outstanding

Olympla Series
Your club members will be proud to
display this handsome trophy. Beauti
fully styled goldtone figure sits on
walnut and marble bases.
1866 15" $15.95
1867 14" $14.95

1868 13" $13.95

framed in walnut.
1877 7"x9" $17.36

Seethe 1981-82 Supply Catalog
for a special foui^color insert
introducing these and other
awards in Toastmasters'new

Service

iine of trophies and plaques.
Engraving is 10 cents per letter

A special award for exceptional area
governors. Blue and white imprinted

(allow three weeks). Add 20%

on gold plate mounted on walnut.

fornia residents add 6% sales

1872 9"x 12" $19.25

tax.Send ail orders with your

Communication Achievement

Toastmasters International,
P.O. Box 10400,Santa Ana,

for packing and shipping. Cali

club and district number to:

Perfect way for your club to honor
communication excellence in your

CA 92711.

