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Last MONTH I WROTE
about the importance

of having a personal vision

- or road map - to point

you in the direction of your
goals. It is equally important

to build your life around a

set of values or principles.

Toastmasters is built on

the basic principles estab
lished by our founder. In

1964, Dr. Smedley wrote

about four principles that

he felt had helped the or
ganization reach its 40th

anniversary:

1. "Let's keep it simple."

Our Basic Training program
(now called Communication

and Leadership) presents the

fundamental principles of

public speaking. These are

the etemal verities of effec

tive oral communication.

2. "Toastmasters is a 'do-

it-yourself activity." Don't

be afraid to use your imagi

nation and initiative. Our

motto encourages better

listening and better thinking because these

habits will result in better speaking.

3. "Toastmasters is based on belief in the

individual" - and the ability to improve

oneself. We work together to bring out the

best in each of us and then we apply our

skills to help others.
4. "We learn best in moments of enjoy

ment." Fellowship is important in Toast-
masters. Our members stay in their clubs
because they have fun, they like each other
and they are learning together.

If you've been a Toastmaster for a while,

you've seen evidence in your club of these

four key principles in action. These basic prin
ciples are fundamental to everything the or

ganization does at the international level -

they're the foundation of our strategic plan.
Clarifying values is the first essential step

in establishing an individual vision. And

having a clear vision of where you want to

go is critical if you want to develop as a

leader. Although we're justifiably proud of

our comprehensive Communication and
Leadership program, the emphasis has been

on the communication end rather than on

leadership. So we've taken a giant step in

strengthening the leadership side of the equa
tion with Toastmasters' new High Perfor

mance Leadership program (Catalog No. 262).

This five-project program will help thou
sands of Toastmasters develop their own vi

sion, clarify their values and establish a dy

namic action plan. It provides instruction

and practical experience in leading others

and allows for a guidance committee to pro
vide valuable feedback on your performance

as a leader.

I believe the High Performance Leader

ship program could easily become the most

powerful motivating force for change in your
life - and for Toastmasters International as

an organization.

Neil Wilkinson, DTM

International President
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DISAPPOINTED IN

LOUISIANA

I've always felt Toastmasters
was a place we could go to

escape the traditional biases

thrown at us in the work

place, where a Toastmaster
making a presentation would

be evaluated in a positive set
ting without racial, ethnic or

sexist slurs. That is why 1 was

so disappointed to read Tho

mas Leech's article, "What

Should 1 Do With My

Hands?" (August 1993).
In his third point. Leech

creates for us a visualization

of a presenter fumbling with
his visual projector, unable to

turn it on. He calls the scene

"Amateur Night in Dixie."

1 was offended by his lack
of tact in labeling the unde
sirable scenario as a South

ern failing. Where did he get
this stereotype? The top dis-^
trict for the past several years
has been District 68 in Loui

siana. District 68 has been a

President's Distinguished

District every year that 1
have been in Toastmasters.

Glenda Parks, CTM

GSU Baton Rouge Club 4897-68
Baton Rouge, Louisiana

TOASTING TOASTMASTERS

TALENT

Since 1 regularly attend in

ternational conventions, 1

was impressed with the in
creasing number of Toast-

masters leading the various

education sessions.

Michael Aun's speech,

"Eagles or Buzzards - Which
Are You?" was particularly

excellent. His presentation
was dynamic, entertaining.

informative and inspiring. 1

say inspiring not only be

cause of the content of his

message, but also because he

is a Toastmaster. Michael

Aun showed that we can

achieve what we aspire to

once we have a solid Toast-

masters foundation.

Congratulations to the

convention program plan

ners for letting our Toast-

masters talent shine.

Jocelyn Spencer-Hiiaire, ATM
St. Thomas-St. John Club 7366-U

St. Thomas, U.S. Virgin Islands

A REHABILITATED

TOASTMASTER

Since 1 joined Toastmasters in

July 1991,1 have learned and

enjoyed more from my par

ticipation than anything 1 have

ever done in my life. 1 truly am

proud to be a Toastmaster and

1 use my Toastmasters skills in

everything 1 do.

1 have served as an officer

every year since joining - and

as you can see by my CTM

application 1 have just com

pleted the required speeches

to earn my CTM.
Our club is a prison ex

tension of the Marion, Ohio

club. 1 have been incarcer

ated for 8 years and 1 want

to share with you that Toast-

masters has helped me more

in the area of rehabilitation

than any other training or

groups 1 have been involved

with.

When 1 was first ap
proached about Toastmasters

1 didn't think I'd fit in. Now

1 know that as 1 continue to

progress as a Toastmaster

there's no limit to my

achivements and there's no

place 1 won't fit in. It's a won

derful adventure! See you
when 1 apply for my ATM!
John C, Harvey III
Marion Club 2020-10

Marion, Ohio

ARE WE TOO SELF-SERVING?

1 used to love Toastmasters

and The Toastmaster, but

now am disappointed for

two reasons.

First, the October 1993

issue had nothing to offer

those of us wishing to im
prove our oral and written

presentations. The issue was

devoted to the improvement
and expansion of Toastmas

ters clubs. This seems a little

self-serving.

Second, our district meet

ings used to help us become

better speakers. Now, they

concentrate on back slap
ping, club growth and ad

ministration.

Both the magazine and

the district seem to miss the

point. If they serve their
members well and help them

become better speakers, our
clubs will grow. If they ig
nore the rank and file mem

bers and concentrate on

growth, our clubs will lose

the old members and disap
point the new.

1 want to become a better

speaker, not a better politician.
Henry L. Lefevre, CTM
Daybreak Club 2228-26
Denver, Colorado

GET YOUR FLAGS STRAIGHT!

"Edmund Burke: Voice of Lib

erty" (October 1993) was an
other fine article by Tom

Laichas. Unfortunately, the

art work with the article dis

played the wrong flag. It was

not until 1801 with the "Act

of Union" that the diagonal
red stripes from the banner

of St. Patrick were added to

the Union Jack.

The flag of revolutionary
times - the flag in existence
when Burke made his three-

hour speech, "Reconciliation
With America" - was England's
Cross of St. George superim
posed on Scotland's diagonal

white stripes in a blue field, the
banner of St. Andrew.

William R. Kershaw, ATM-B

Advanced Speechmasler 7448-38
North Wales, Pennsylvania

WALTZ TO THE 1994 CCET

SPRING CONFERENCE

All Toastmasters are invited

to the 1994 Continental

Council of European Toast-
masters (CCET) Spring Con

ference May 27-29 in
Vienna, Austria. Vienna

awaits all who come to wit

ness the European Speech
Championship, European
Speech Evaluation Contest,
European Parliamentary Pro

cedures Contest, educational

sessions and excellent din

ing in the magnificent "City
of Music." Most impor
tantly, mix and mingle with
European Toastmasters from

Scandinavia to the Riviera

and the English Channel.
For further details please

contact:

Charlie La Fond

BLC, Trattnerhof 2
A-lOlO Vienna

Austria

Telephone: (43) 1-533-70-01
Telefax: (43) 1-532-85-21
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Jokes with ethnic, sexist or

~  religious slants do not belong

in a Toastmasters club.

my turn J

have to learn to develop thicker skin if they

are to speak in public."

This may be true, but the unkind remarks
should not be offered by Toastmasters - that

is not what our organization is ail about! This

So read the Toastmasters

Mission Statement again.

Think about your club

members and yourself - are
you providing that mutu-

What's Our Message?
by Ede Ferrari-D'Angela, ATM

■ TOASTMASTERS INTERNATIONAL HAS A

dub Mission Statement that claims to pro

vide a "mutually supportive and positive
environment" for its members. We also

have a Toastmasters Promise to "treat fel

low club members and guests with respect

and courtesy."

Comments and jokes that make a mem
ber or guest the brunt of attempted humor

do not support this mission or promise.

Unfortunately, they are all too common in
many clubs. Members just get caught up
in the momentum and can't resist poking
a little fun at someone. Usually, these

comments have an ethnic, sexist or reli

gious slant, be it subtly or blatantly. While
no harm is intended, all such comments

are potentially offensive. The person being
teased may not immediately respond to
the remarks, but he or she may gradually

cease to attend meetings. And the potential

member visiting your club may decide to
join another club whose members are more

sensitive.

No club can afford to lose members. Re

search on work environments has found that

people would rather quit a job than complain
about harassment. This would certainly apply
to a Toastmasters club environment as well.

A common response to a person's leav
ing the club for this type of reason is "people

is certainly not appropriate behavior for
members of an organization that encourages

the proper use of language and subject mat
ter when addressing an audience.

Toastmasters are communicators. When

we make comments that are racial, ethnic

or sexist in nature, what are we communi

cating to the world? What does this say
about our ideals? Toastmasters spend

countless hours writing and rewriting a

speech in search of the perfect words to
appeal to everyone in the audience. We
strive to give constructive evaluations that
encourage growth and self-confidence.

While the joke teller or teaser usually
means no harm, the person on the re
ceiving end or the visitor or club mem
ber overhearing the remark may find it
offensive. It is this perception that matters
the most.

ally supportive environ
ment to everyone? If not,

it is time to make some

changes and begin treating
fellow members and guests

with the respect and cour

tesy they deserve.
People need to know

that Toastmasters is a place

where they will be accepted
for who they are and for
what they have to offer. As
Toastmasters, this is what

we should be communicat

ing to the rest of the world.

Ede Ferrari-D'Angela, ATM,
is a member of Anaheim

Breakfast Club 3836-F in

Anaheim, California.

Quotemaster Plus
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& Articles

with
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Recruiting new

club members

is easy if you

just remember

two words: 'Ask'

and 'Welcome.'

v:

ID
u

Want New Members?

Just Ask!
■ HAVE YOU EVER ATTENDED A CIVIC,

social or professional meeting, been im

pressed by the organization, but didn't join

because nobody asked you to? Believe it or
not, that is a common experience tor many

Toastmasters club visitors.

I recently moved to a city with several
Toastmasters clubs. As a veteran Toastmaster,

1 knew the value ot our program and in

tended to transfer my memberships to local

clubs. Ot the five clubs 1 visited, only one
invited me to join. After a thorough evalua

tion ot my behavior and possible bad impres-

by Mar da Taylor Barney, DIM

sions made, I decided the lack ot an invita

tion was not a personal affront. Club mem

bers simply did not ask guests to join, pre

sumably assuming that it a person is inter

ested, he or she will ask about membership.

Whether derived from an elitist view or a

lack ot assertiveness, tailing to invite a guest

to join leaves that person with feelings ot
uncertainty, misunderstanding and overall

demotivation. That is the result ot a poor

hosting job! How can we do better?

The first step in successfully hosting a

prospective Toastmaster is locating the pros-

the Toastmaster • january 1994



pect. This can be done through brochures,
posters, news media or word-of-mouth ad
vertising. Continuous exposure to the Toast-

masters name and logo cultivates the

prospect's vague familiarity with our organi
zation. However, a specific invitation is best
for motivating the prospect to actually come

to a meeting. Once prospects have been iden

tified, ask them to come to a meeting at a

specific date, time and location. If the first
suggested date conflicts with other commit
ments, offer a second one. Offering to drop

by and pick up the guest on your way to the
meeting is an especially nice gesture.

Whether or not you actually escort the
guest, arrive early so you and other

members have a chance to greet the person

before the meeting begins. Introduce guests

to all members and ask them to fill out a

guest card and sign your club's guest book.
You will need their address and phone num
ber for follow-up contacts. Formally intro

duce and welcome your guest to the club
during the business session.

If time allows, such as during the meal

break of a dinner meeting, find out your

guests' interests. Do they want to develop
public speaking skills, become better confer
ence leaders or participants, chair meetings
or receive constructive feedback on their pre

sentations? By determining their interests,

you can better explain the potential values of
the Toastmasters program to them. Remem
ber, our program is designed to assist a wide

variety of people in individual improvement.
A detailed description of all potential benefits
of the program could cause confusion for the
guest. So concentrate on their interests! Ask

ing a guest to participate in the program, like
Table Topics, is not suggested, but most suc
cessful clubs invite their guests to offer com

ments just before the meeting is adjourned.
After the meeting, ask if the guest has

questions about the program. Use your lis
tening abilities on this one! Try to clear up
vague concepts without overwhelming the
guest. When an experienced Toastmaster
delivers a "here's what we are" synopsis to a

novice, it can easily become a 30-minute

dissertation. Beware of this! The vice presi

dent membership may wish to give the pros

pect an orientation program, too. Try not to
confuse visitors with excess information.

Be positive in your comments about your
club and our organization. Many people

would be willing to join a potentially suc
cessful group. Few would step aboard a sink
ing ship or move into a deteriorating neigh
borhood. There is a vast difference between

"joining our rebuilding project" and "if we
don't get some new members, we may lose
our charter." If your club membership is
low, be sure to use the former approach!

As host, you should be sure the guest
knows how much it will cost to join the club,

the formalities required to become a member
and when the membership will become ac

tive. Invite your guest to join the club! Offer
to help fill out a membership application!

Finally, ask guests to come back. Give the
specific date, place and time of the next
meeting. Be sure they know they are wel
come! Send them a copy of your club news
letter between meetings (it should contain a

"Welcome Guests" section) as a written re

minder. Call them a couple of days prior to
the meeting and remind them again.

Obtaining new members for your club is
easy if you remember two words: "ask" and
"welcome"!

Marcia Taylor Barney, DIM, is a past District 63
Governor and a member of Northwest Club

2946-37 in Winston-Salem, North Carolina.

^^When an experi

enced Toastmaster

delivers a ̂ here's

what we are'

synopsis to a

novice^ it can easily

become a 30-minute

dissertation."
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NEVER ATTENDED MY EIRST TOAST-

masters meeting. Oh, I arrived at the

site, but spent 10 minutes in the hall

way debating whether or not to enter.

By then, the meeting had started and 1 could not be so rude

as to walk in late - at least that's what 1 told myself. 1 was
procrastinating.

This story actually started four months earlier, when 1

spotted a Toastmasters Booth at the County Fair. 1 walked
by quickly so no one would reach out, grab me, pull me in

and force me to join. Surprisingly, no one did, so 1 quickly

walked by four more times before finally gathering enough

courage to approach the booth. 1 knew what Toastmasters

was about and I wanted the benefits it offered. 1 needed the

benefits...desperately. 1 was shy, afraid and introverted - a
person who hesitated and invented excuses. Something had
to change, so 1 signed up. After all, what harm could it do?

A few weeks later, the club president called me. He

seemed friendly enough, skillfully making me feel comfort
able. Toward the end of the conversation, he invited me to

a meeting and 1 accepted. When the fateful day arrived, 1
offered the infamous excuse of having to work late. The

next meeting day 1 invented another excuse. 1 was good at

making excuses. The club president called again - very

friendly and cordial. No pressure. Instead, he made me put

pressure on myself. "Til be at the next meeting," 1 prom
ised. 1 didn't go. The phone rang. Oops. "Til be there," 1
lied again. Finally, 1 went to the meeting...or at least to the
door. The club president called again. "Where was that
meeting?" I asked. He told me again. "Are you sure?" 1
continued, "1 was there, but couldn't find the room. 1 saw a

meeting going on, but it didn't look like the right one."

"You were in the right place," he said. Well, now 1 was
stuck. 1 had run out of plausible excuses. I had to attend -

three months after the initial invitation.

The first meeting was a terrifying ex

perience. 1 was amazed people would be
willing to make public fools of them

selves and 1 didn't relish the possibility
of being one of them. In reality, every

one was very kind. It wasn't the most
dynamic group in the world, but the
people had compelling honesty, integ
rity and humanity. There was magic in

the air. So 1 scared myself to death and

joined - three months later. I couldn't
stretch it out any longer.

I had faithfully attended meetings for
three months when 1 received another

fateful telephone call. "I'm the Toast-
master for Monday night's meeting, and
you're scheduled for your Icebreaker, will
you be ready?" he asked innocently.
"WHAT!?" 1 screamed into the

phone. "1 can't do that! I'm sick! 1 haven't
had time to prepare! Nobody told me!"

THIS ISN'T TH
by David A. Cr

f

Some a

4

E FAST MH
uicksbanks, ATM

Obviously, I didn't attend that meeting.

A month later, the general evaluator

asked me to evaluate a speech. 1 begged

off. 1 didn't know how to evaluate -

1 hadn't even given my Icebreaker. Two weeks later, I

declined another request to evaluate someone. This time
the general evaluator was relentless. "Everyone else has
a job for the night. You're it."

Given no choice, I did my evaluation - of a veteran
Toastmaster serving on the organization's Board of Direc

tors. I made waffling noises that 1, the fledgling Toastmas

ter, felt intimidated evaluating him. Afterward, he put his
arm around me and said, "Dave, you did a great job. 1 do

need to work on my timing. Don't feel intimidated evaluat
ing more experienced Toastmasters. Everyone's opinion is
valuable, particularly that of someone new. You see things
from a fresh viewpoint and it gives us a new perspective."
What a great day! 1 learned three things: First, 1 could speak
in front of a group of people without putting my foot in my
mouth. Second, it is possible to change a person's behavior

without criticizing. Third, 1 could make people feel good
about themselves in the process.

Two Months Later: 1 couldn't sleep. It was the night
before my Icebreaker. 1 worked four hours straight on a four-
minute speech. 1 had three beers before the meeting. And
two after. 1 don't remember the speech. But my manual says
1 delivered it. 1 learned that 1 could function without sleep.

fl

f

re born

to lead, others

are called. Most

of us are dragged,

kicking and

screaming.

4

EE 1 WANTED FROM TOASTMASTERS WAS TO COMPLETE

my manual speeches and learn to speak without en
tanglements. 1 was progressing with each successive speech,
at the blazing rate of three per year, when something
strange started occurring: 1 enjoyed speaking at the club!
Speaking outside of the club was a different matter. Com

pete? 1 never had enough time to com
pete. And never would. That is, not un
til the club drafted me for the humorous

speech contest. 1 resisted, kicking and
screaming. After the meeting, one of the
more established members took me aside

and said, "Dave, contests are one of the

greatest growth experiences in Toastmas
ters. You'll grow faster and further in a
contest than by doing anything else."
Then the clincher, "1 dare you to try it."

Only slightly nervous, 1 won the club
contest. 1 was more nervous at the area

contest, but one of my fondest memo

ries is from that night. As 1 walked away
from the lectern, one of Toastmasters'

international officers attending the con

test said, "Great talk, Dave!" 1 walked on

air to the division contest.

1 remember little from it. The night

was like one of those slow motion dream

sequences: The ride to the contest, pick-

±)
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ing at my dinner, making small talk at
the table. Walking up to the lectern. Shak

ing the Toastmasters hand. Then, look

ing out at the audience and thinking,

"Oh my God, there must be 120 people out
there!" My heart leapt into my throat. I

got dizzy. I stumbled through my open

ing - and the rest of the speech. To be

kind, it was not one of my better perfor

mances. However, I had experienced one

of my worst fears - falling flat on my

face in front of a large group of people -

and survived it.

I LEARNED NOT TO BEAT MYSELF UP
over my mistakes. It was one of the

best experiences in my life. From that

moment on, I entered every contest. 1

learned something from each one - pri
marily that winning isn't everything.

Don't get me wrong - 1 prefer it to plac

ing second, third or fourth. But there is satisfaction in a job

well done.

Still, 1 didn't want anything from Toastmasters except
giving my speeches. Every time I was approached for an

office, I declined. I had a good reason: I was starting to care

about the club and its members and the last thing I wanted

(21 was to be in any way responsible for its decline. Then our
club president lost his job and had to move 150 miles away

to a new one. We needed a new club president. The vice

president education was also our immediate past president

and understandably, didn't want to serve. The drafting

committee's eyes fell upon me. Would I do it? No. Did 1

have a choice? No. The next thing I knew 1 was club

president. 1 was petrified. Since 1 cared for the club, 1 had to
take the office seriously.

The task was daunting: Prepare a bi-weekly business
meeting; set an enthusiastic tone; motivate people to ac

complish things; make the meetings fun; keep in contact
with the VPE and the Toastmaster for the night. And some

thing completely alien to me: I had to become organized. 1

was lucky to have an excellent VPE who guided me through

my job with alacrity. To my surprise, the club didn't die, it

thrived. Membership increased from 16 to 27. A greater
percentage of members were attending the meetings. The
club started to laugh. What I learned from office surprised

me. Since the club didn't die, 1 gained confidence! 1 started

to believe in my abilities! I acquired organizational skills! 1

learned not only how to empower others, but also myself!
A year and half later, 1 moved to Florida. 1 had kept my

membership in my old club but waited nine months to visit

Toastmasters in my new home town. As usual, 1 had all sorts

of excuses, but in reality, I felt uncomfortable going to a
meeting of strangers. There was no reason for it. When 1

finally dragged myself to a club, it was like going home. The

same type of people attended Toastmasters meetings here as

ff
I was starting to

care about the club

and its members and

the last thing I wanted

was to be in any

way responsible for

its decline.

a

in Indiana. So why did I hold off so
long? For simple fear of the unknown.

Nine months later, one of the area

governors asked me to help him. You

guessed it. "Oh, no. Not me. 1 don't

have enough time." Then the division
governor walked over to me, put his

arm around me and said, "Dave, we

could use your help. We're not asking
you to become the area governor, just

to help out. Please don't turn us down."

What could 1 say? In a month, 1 com

pleted the area visits. A few days later, I
realized for the very first time that I was
not nervous speaking in front of a new

group of people. It was the start of an
other growth spurt. Six months later I

accepted a position as area governor.
Now, seven years from my first Toast-

masters meeting, I'm starting a term as

division governor. My biggest problem is
finding good candidates to serve as area governors. There are

plenty of great candidates, but few are willing to serve. 1
understand their position all too well. As usual someone had

to twist my arm to run for division governor!
Some are born to lead, others are called. Most of us are

dragged kicking and screaming. Strangely enough, we are
the ones who gain the most benefits. I look at what I've

gained: confidence, poise, belief in myself, trust in others
and a smoothness to my rough edges. 1 no longer fear the
unknown (most of the time). Most of us join hoping we
can become more confident through osmosis - that just

belonging to a club will help us reach our goals. Usually, we
discover something entirely different. What we get out of
Toastmasters is directly proportional to what we put into it.
Ironically, we are afraid to participate, yet most of us joined
to learn how to control fear.

T
HE MOST VALUABLE LESSON I'VE LEARNED IN TOAST-

masters is that courage is not the absence of fear, but
doing what we fear most. Eventually, we learn not to fear

it. Making the stretch is easier if we take it one step at a
time. I'm challenging all Toastmasters to try one new project:
If you've never held an office, run for one. If you've never
entered a contest, participate in one. If you've never spo
ken outside a Toastmasters function, speak to another group.
(I'm working on that one myself.) If you've held a few club

offices, run for a district office. 1 wrote this article because

I've never written one before. Only by taking on greater
challenges will we all continue to grow and learn. If you
want the benefits you joined for, you must take the leap of
faith to accept the challenges placed in front of you.

David A. Cruickshanks, ATM, is a member of Miami Lakes

Club 6568-47 in Miami Lakes, Florida. He served as the 1992-

93 Southern Division Governor.
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"7o grow and to know what one is
J  'A - i-growing tow^^s, the^^urce of all

strength and confidence in life.

- lAMES BAtLLE
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Vou may already have resolved to accomplish some
things for yourself in the new year, but have you consid

ered setting some goals for your club? Following are some

suggestions;

■ CTM awards. One of your club's goals should be to

ensure that all members receive the Competent Toast-

master (CTM) award. For the new year, identify those

members who have only

two or three speeches re

maining in the Communi

cation and Leadership Pro

gram manual and make sure

those members are sched

uled to speak. Encourage

them to earn their CTM,

and monitor their progress.

As soon as each member

completes the manual, send

the CTM application to

World Headquarters.
■ ATM awards. Members

who have received the CTM

award should be working in

the Advanced Communica

tion and Leadership Pro

gram manuals. Encourage all CTM recipients to work

toward the Able Toastmaster (ATM), ATM Bronze and

ATM Silver awards. Identify members who are close to

fulfilling CTM requirements and motivate them to ap
ply for the award.

■ DTM awards. The Distinguished Toastmaster (DTM)

award recognizes members' leadership activities and is

the highest award our organization offers. If someone in

your club has strong leader

ship abilities and is willing

to serve as a club or district

officer, build or rebuild a

club and fulfill other lead

ership-oriented requirements, tell that person about the
DTM award and suggest that he or she try to achieve it.

Track progress.

■ Success/Leadership Programs. These modules help de

velop and provide practice in various communication
and leadership skills. The modules can be used inside

your club to enhance members' skills, in companies to

increase employees' skills and in the community to pro-
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mote Toastmasters to the general public. In order to

keep new members coming, it's a good idea for all Toast-

masters clubs to conduct one of these Success/Leader

ship programs each year.

So consult your Supply Catalog for a list of modules,

choose one, order it, select a coordinator to present it and

arrange to conduct a Success/Leadership program within

the club, in a company or within the community.
■ Speechcraft. This module

in the Success/Leadership

program is an excellent mem

bership-builder. It may be

presented during a club meet

ing or during special meet

ings for the public. Clubs pre

senting Speechcraft modules

as part of a regular club meet
ing average more than twice

as many participants joining

the club as when it is con

ducted outside of the club.

■ New Members. All clubs

need new members to keep

meetings fun, productive and

educational. Make it your

goal to add at least one new

member a month to your club's roster. If you need ideas

on membership building or promotional brochures, con

tact World Headquarters.

Club Building and Rebuilding. Assisting a new club in
its chartering process can be a rewarding experience.

Your club can earn the Founder's Award for serving as

the sponsoring club, and members of your club cur
rently attempting to complete the DTM award can meet

the Club Growth require

ment by serving as a club
sponsor or club mentor. Your

club may also help a strug
gling group rebuild - and put

their communication and leadership skills to the test in

the process.

Toastmasters Distinguished Club Program/Club Success Plan
(Catalog No. 1111) is an excellent tool to help you set goals and

monitor your club's progress. Toastmasters International also
has many materials to help your club achieve its goals. Consult
your club's 1993-94 Supply Catalog for a complete list.

abits of

Toastmasters clubs.

ID
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Keep Your Will
Poweirul

''Winning isn't everything.
Wanting to win is."

CATFISH HUNTER

■ BY JOINING TOASTMASTERS YOU'VE
taken a positive step toward accomplishing
your public speaking goals. But did you real
ize that the same techniques used to im
prove your speech-making abilities can also
be applied to other goals? No matter what
your objectives, there are proven methods
that will help you accomplish whatever you
set your mind to - whether it's to become a
better speaker, master fly fishing or lose 25
pounds.

Goals make life exciting. They're distant
guiding lights beckoning you toward a better
life. Achievement enhances self-esteem and

makes you eager to tackle new challenges.
And, as anyone who's broken a New Year's

resolution knows, failure to reach goals can
result in feelings of defeat and depression.

When days turn into weeks with little
progress, you realize that reaching your des
tination isn't going to be as easy as you
thought. You begin to lose interest and your
willpower weakens. But don't despair - this
is a common problem. People who eventu
ally succeed are not those who never experi
ence frustration. Rather, they're the ones
who persevere and learn to triumph over
disappointments. Here are 17 tips guaran
teed to keep you motivated.

1.

by Susan Atkins

JOIN A GROUP
It's obvious that joining a Toastmasters club
can help you accomplish your public speak
ing goals. An exercise group, art class or
book club might provide the support needed
to fulfill your other dreams. Members get
together to share advice on how to over
come problems and to celebrate each other's
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triumphs. You'll find comfort in knowing
you're not alone, and you'll be inspired to

work harder to earn the respect of your peers.

3. MAKE A LIST
When starting a project, write down all your

reasons for wanting to change. Write your

reasons on an index card, carry it with you,

and refer to it whenever your resolve falters.

3. TAKE SMALL STEPS
Don't concentrate on the wide gap between

where you are and where you want to be.
Remember, the highest mountains are

climbed one step at a time. If your ultimate

goal is to run a marathon, begin by jogging

around the block. If you want to preside over

your company's annual awards banquet, serve

as Toastmaster at your club meetings.

4.

6.

7

spending quiet time alone. And don't let your

self become over-extended. "Just say no" to

commitments that interfere with your plan.

8. USE THE LIBRARY

No matter what your goal, the library has

books that can help you, offering the advice

of experts on any topic.

9. ESTABLISH A ROUTINE

Make a schedule and stick to it. You might

decide to practice the guitar every day at 3

p.m., or do sit-ups every morning at 7. Don't
wait for inspiration; it may never come.

lO.

HAVE A HERO

Read biographies of famous people who've

accomplished their goals. Or find a mentor -
someone who is more advanced in a particu

lar field than you are and willing to help you

learn. To improve your speaking skills, watch

other Toastmasters or your favorite commen

tators. Notice what makes their speech ex
ceptional, then copy those techniques.

5. PRACTICE VISUALIZATION
Many top athletes use mental imagery to pic

ture every detail of their winning performance,

and you can use this same technique to ac

complish your goals. For example, when prac

ticing your next speech, close your eyes and

envision yourself waiting calmly to give your
presentation, then walking assuredly to the po

dium and greeting your audience. Hear the

laughter after your opening joke and the ap

plause when you finish. Use vivid details to

imagine you are already the person you want to be.

DRAW A FLOW CHART

This is a diagram with your destination at

one end and your starting point at the other.

Work backward from your goal, listing every

step you must take along the way. For ex

ample, if you want a better job, you need
additional training. But first you have to go

to school. So find out which schools offer

the courses you want. Then call various col

leges for information.

11.

12.

DON'T KEEP YOUR GOALS SECRET

Tell others about your plans. Once you make

this kind of verbal commitment, you'll feel

obligated to carry through. Tell the presi

dent of your Toastmasters club that you plan

to give a speech every month. Tell your fam

ily you want to lose weight.

13.

RELAX

You're less likely to achieve your goals when

you're tense and irritable. Alleviate stress by

taking a walk, listening to soothing music or

14.

that mistake again. Thomas
Edison tried more than

1,000 different filaments

before finding the right one
for the electric light. He
considered his first 999 at

tempts successful discover

ies of things that wouldn't

work. Toastmasters are

lucky because evaluations

give us instant feedback.

Remind yourself that if you

were already perfect you

wouldn't need goals.

15. MAKE IT EASY

ON YOURSELF

If you want to get up early

to exercise, put an auto

matic timer on your coffee

pot and have a clean

sweatsuit hanging on your

door. Life is hard enough -

don't make it harder.

16.
COLLECT INSPIRING QUOTES

Write sayings on note cards posted where

you'll see them. Here are some 1 have on my
bulletin board: "The harder I work, the

luckier 1 get;" "People aren't afraid of dying;

they're afraid of never having lived" and

"Leaders speak, followers listen."

ACCEPT FEAR

In her book Wishcraft, Barbara Sher writes,

"There's only one way to live free of fear -
and that's to live without hope, change or
growth." If we never try anything new, we
won't be afraid of failing or appearing fool

ish, but we'll also never know the thrill of

winning. Don't forget, it's better to try and
fail than to fail to try.

LIFE ISA

JOURNEY, NOT A

DESTINATION

Enjoy the steps you take to

reach your goal instead of

always having your sights

focused on tomorrow. Re

member that now is the

only true measure of time;

the past is just a memory

and the future is only a

promise.

17

REWARD YOURSELF

Celebrate each small success along the way.
After winning your first tennis match, buy a

new racket. For your next speech, wear your

favorite clothes and treat yourself to a nice

meal afterwards. These small rewards make

achieving your goal a pleasure.

NEVER GIVE UP

Even people with only

moderate talent can

achieve their goals if they

keep trying. What sets great

people apart is not a lack of
adversity. It's their ability

to overcome problems un

til they eventually get what
they're after. Then they set
their sights on higher goals.

Susan Atkinsis a writer living

in Lakewood, Colorado.

OBSTACLES ARE OPPORTUNITIES

Every failure gives you a chance to analyze
why things went wrong so you won't make

13;
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Pursue Your Dreams with
What one

Toastmaster's

struggle with

cancer taught

him about the

value of passion

for survival - in

life as well as in

Toastmasters.

by Damon Yeargain

What quality do all successful speakers
share? Passion. It motivates a speaker

to pian and organize presentations, improve

use of gestures and body language and, most
importantly, deliver inspiring and incisive

speeches. Frankly, without passion your

speeches are doomed to mediocrity.

Suppose you haven't been able to muster

much passion for your speeches lately. Can you

improve? Absoiuteiy! My passion for iife heiped
me sustain a positive attitude throughout my

battle with cancer. Later, 1 used this same pas

sion to succeed as a Toastmaster. Here's how:

In January 1986, just as 1 was about to

begin my second semester of coliege, 1 be

came ili. Soon thereafter 1 was diagnosed as

having Acute Lymphoblastic Leukemia, a

fast-acting cancer that - if ieft untreated -

wouid have kiiied me within six months.

1 underwent intense ieveis of chemo

therapy in the early stages of the disease,
and the side effects were overwheiming.
One type of chemotherapy caused such a

terrible rash of cold sores in my mouth that

it was too painful to eat. 1 also experienced

constant nausea. By the end of the first

month of treatment, 1 had lost 20 pounds.

Though the physical effects were bmtal,
they paled in comparison to the emo-

tionai ones. After ali, life had deiivered a terri

bly unfair blow to me. 1 wanted the chance to

finish college, start a career, get married, raise
a family and fulfill all my other dreams.

Depressed and angry, I searched for a way
out. My only option was to continue with the

endless onslaught of chemotherapy. But were

my dreams worth the torment of chemo-
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therapy? My answer was yes. Once I reached

this conclusion, chemotherapy became more
bearable. Instead of viewing it as bmtal form

of torture, I saw it as a necessary sacrifice to

fulfill my dreams. The physical pain remained,

but the emotional one had been lifted.

The passion 1 felt for my dreams kept my

attitude upbeat throughout my ordeal with
cancer. 1 maintained this same perspective

when 1 joined Toastmasters. Having been shy
my entire life 1 was very uncomfortable speak

ing in front of people. As an engineer, 1 knew

good ideas alone would not guarantee my

success; 1 needed to be able to express my

ideas, to become a better public speaker.

So, the need to fulfill my dreams fueled
my passion once again and propelled me

into Toastmasters. At my first visit, 1 volun

teered to speak at the next meeting. I'd like to
say that first speech was a success, but it

wasn't. In fact, my next three or four speeches

weren't very good. The problem was not that

1 had lost my passion for speaking, but rather

that 1 did not feel passionate about my top

ics. As a result, 1 spent little or no time re
searching and practicing my speeches. 1 fre
quently lost my place and the audience would
lose interest, adding to my already nervous

state and causing me to speak too fast. 1 was
afraid of being too emotional, of giving away

too much of myself in my speech.
The turning point came around my fourth

or fifth speech. 1 had decided to speak about
cancer. This was difficult because of my

personal struggle and strong feelings about
the topic. But it got me out of my rut! The
speech was much better than my previous

ones. Afterward, my fellow Toastmasters

commented on my improvement. Since it

was an emotional speech 1 had shown greater

intensity than before. 1 was still nervous,

but instead of undermining my speech, my

nervousness increased the intensity and cre
ated a positive energy - and enabled me to
give my first successful speech.

1 went on to give many successful Toast-

masters speeches, each time making sure to
choose a subject 1 felt passionate about. The

passion gave me energy to research and plan,
and to deliver my speeches with intensity.
My Toastmasters experience helped me land
my first job shortly after graduating from
college in 1991.

Passion not only helped me survive can

cer, it also strengthened my speaking abili

ties and helped launch my career as an engi
neer. Of course, it was the need to fulfill my

dreams that gave me passion in the first
place. To feel passionate about speaking, you
too should have a purpose. Choose subjects
you feel passionate about and make sure
your speeches help you accomplish a goal.
Your desire to succeed will inspire you to

put forth the necessary effort. Or, to para

phrase philosopher Friedrich Nietzsche: If
you have a reason, if you understand the
why, you can withstand almost any how.

Damon Yeargain, a Toastmaster for two years,
lives in Alexandria, Virginia.

Do You Want To Make An Impact With ..

HUMOR?

Laffllne is a monthly humor source for
Public Speakers, Speech Writers,
Toastmasters, Ministers, Executives, Etc.

Each issue crammed with FUNNY, original
material to make your audience chuckle.

Approx 200 new jokes each month.
8 legal size pages. 3 easy to use sections:
• Topical humor about current events.
• Snappy one-liners you'll enjoy saying.
• Amazing tme anecdotes.

Making 'em laugh since 1986.

Single issue - $9.
One year subscription (12 issues) - $90.

Laffline, 117 West Harrison Bldg (#640)
Chicago IL 60605.

"/f you have a

reason, if you

understand the why,

you can withstand

almost any how/^

- NIETZSCHE
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by Dennis Kessinger, CTM

A good speaker tries hard to sell you an idea. A great
speaker convinces you to open your wallet to buy.

The difference is technique.

We have all listened to speakers struggling mightily

to sway an audience. Vocal variety, gestures and speech

structure are impeccable. The right persuasive words

and images are used. Yet, the listeners remain unmoved.

They applaud politely - then they go home and promptly

disregard everything said.

THE GENTLE ART OF PERSUASION

Toastmaster Judo enables a speaker to take an audience's

resistance and turn it to his favor. It is done by being
flexible and supple. Consider the term: Toastmaster Judo. A
"Toastmaster" is a skilled speaker; "Judo" is two Japanese
words - "ju" meaning and "do" meaning way. There
fore, it is a speaker who persuades in a gentle way.

Think of going into a store. You need to buy an appli
ance but you are not familiar with all the features. A sales

man sees you looking at a particular product line, moves in
with a big smile - much like a wolf looking at a rabbit - and

asks, "May 1 help you?" Your immediate, and quite normal,
response is: "I'm just looking, thank you."

Cll

toastmasterJUDO
Try this verbal martial art to get listeners to accept your opinion.

A few skilled speakers, however, present concepts that may

be controversial. They may even attack cherished beliefs.

Yet, you find yourself persuaded in spite of yourself. You

may disagree with the conclusions, but you know you've

heard a great and memorable speech.

How was it done? The secret lies in skillfully redirecting

the listener's natural resistance.

The good speaker is like a sumo wrestler, but the great
speaker is like a master of judo. Sumo wrestlers are those

very large men wearing very tiny strips of cloth who struggle

to overcome their opponent with force. They grapple and

grunt and apply their impressive bulk to push the oppo

nent out of the ring.

In judo, it is not size that counts. It is finesse. A small

person may easily disarm a knife-wielding opponent or

effortlessly throw a much larger person to the ground. Judo
overcomes aggression by using the other person's energy. It

is not confrontational, it is persuasive.

You wanted information on the product and you plan

to buy it. However, you resisted the assistance because the

salesman's approach was like that of the sumo wrestler:
He was "bigger" than you (in knowledge of the product)
and you felt that his "may 1 help you" was just a ruse to
overpower you. The salesman followed the proper tech
niques: He smiled, he used appropriate body language, he
said the right words in the right tone of voice...but it

didn't work. His approach was aggressive and was matched

by your resistance to his aggression.

This salesman could have overcome your resistance by
approaching and attempting to persuade you in a "gentle
way." Rather than charge into your personal space, the
salesman could approach at an angle, to seem less aggres
sive, and say: "We have three different models of this

product with some very interesting features." In this way
he is taking your resistance and directing it toward his goal
of selling you the product.
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In public speaking, the listener
also has a degree of resistance that
needs to be overcome. It may not

be as blatant as folded arms and a

stony look; resistance can also sim
ply mean not remembering your
speech five minutes after you said
it! It may have been a good speech
with all the right elements. How

ever, to make it a great and memo

rable speech you need to take the
listener's resistance and redirect it.

PASSIVE AND AGGRESSIVE

RESISTANCE

There are two types of resistance
that need to be overcome. The first

is passive resistance, when the lis
tener hears your speech, nods in
noncommittal agreement, and then
forgets everything you said. The sec
ond form of resistance is the "sumo"

type. You said something the lis-

'T/ie good speaker is like

a sumo wrestler, but

the great speaker is like

a master of judo."

tener interpreted as an aggressive
position and he or she responds
with an aggressive posture. Either
way, you weren't effective, because
the first speech was ignored and
the second turned your audience
against you.

INFORM OR ENTERTAIN THE

PASSIVE LISTENER

The passive resistance mode is
common in "feel good" speeches,

typically dealing with topics such
as a summer vacation, motiva

tion, goal setting, overcoming

adversity, etc. The audience
seemed to listen attentively but

promptly forgot what you said.

21)
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The resistance here is caused by the fact that the speech con
tained nothing memorable or particularly useful to the listener.

Overcome this by appealing to a need the audience may
not even know it has: the need to be informed or enter

tained. To be effective, give the audience more than plati
tudes about "doing it now" or how you remember your
vacation. Redirect their mental inertia by using words that
channel their thinking into specific topics.

A general presentation about becoming a millionaire or
a trip to Hawaii may qualify for a manual speech but it will

only mark you as a good speaker.

A great speaker will enthuse the

audience by describing in detail

the power of compounding inter
est, purchasing rental property or
starting a business and will,

thereby, empower the speech and

make it meaningful and memo

rable to the listener.

A travelogue is boring. How

ever, a speech describing the

cookie-dough feel of the cool sand

on Waikiki's beaches, the white

hot heat of the volcano at Kilauea-iki, or the out-of-the-

way hotel that served fresh coconuts at breakfast will paint
vivid and lasting pictures in listeners' minds.

The key to overcoming passive resistance is being spe-

Cll cific. Use active, descriptive words with appropriate ges
tures and vocal variety. People want to know specifics that
are personally applicable, whether it is how to make money
or what to see in Hawaii. As a speaker, use this "gentle way"
to draw the listener into the speech, to entertain and in
form, and thereby make a memorable speech.

SOOTHE THE SUMO WITH YONSHINRYO

The second form of resistance, the sumo type, requires
more skill than passive resistance. Here, the speaker pre
sents an opinion that may differ dramatically from the
listener's. You aggressively state your case against "those
vile creatures who smoke in public" and the listener, a two-
pack-a-day man, becomes all fired-up. Like a sumo wres
tling contest, the irresistible force is encountering the im
movable object.

For the listening smoker, your speech is memorable but
for the wrong reason. You defined the issue too narrowly
and forced him into an aggressive posture. It is difficult to
persuade someone you've just attacked. You are still free, of
course, to give a speech on any strongly held opinion. But
try Toastmaster Judo to persuade the audience to accept
your opinion; not necessarily agree with it, but at least

accept it.

The sumo-smoker will be ready to attack (if only mentally)
your position. You, like a judo master, must acknowledge the
opponent's power, take the aggression, and then deflect or re
direct it. The listener will expect a sumo-like attack. Apply the
"gently way" and deflect your listener's aggression.

M ̂Toastmaster^ is a skilled

speaker; ̂Judo' is two Japanese

words - meaning gentle and

^do' meaning way. Toastmaster

Judo means a speaker who

persuades in a gentle way.^^

The creator of jujitsu (judo's origin) described it as
yonshinryu or the "heart of the willow." When faced with a
strong storm, the mighty oak tree will break and become

uprooted. The willow tree, though, will bend and move,
yet survive the storm intact. When giving a speech on a
controversial topic, practice yonshinryu.

First, acknowledge the other position (even if you don't
know of any opposing views in the audience!), find com
mon ground, define the differences, and then persuade
the audience that, like a willow, you are flexible and may

bend, but your opinion will not
be broken.

In the anti-smoker/sumo-

smoker scenario, you begin by stat
ing that many people find smok
ing an enjoyable and valuable part
of their lives. Then agree that indi
vidual rights are vitally important
and a cornerstone of American be

liefs. You may even throw in the
line about "disagreeing with what
you say but I'll defend your right
to say it," and similar comments.

You've now acknowledged your listener's position as valid
and that you agree on a common ground: individual rights.

Next, define the differences on the right to smoke and
the right to breathe clean air. Smoking is offensive to some
and physically debilitating to others. However, it is not
illegal for adults to smoke.

Conflict? No. When conflicting rights exist, you are
flexible and willing to find a way of accommodating both
sides. You may suggest that certain restrictions are reason
able and that you also support individual rights so long as
they don't interfere with the rights of others. You may
share experiences of those considerate and reasonable smok

ers who acknowledged your right to clean air.
You then come to the heart of your speech and present

facts, statistics and experiences of when non-accommodat
ing smokers were unconcerned with the individual rights
of others; unlike those smokers in the audience whose

anger you've now redirected. After all, a smoker sees him

self as reasonable and accommodating too.
You've still expressed your strongly held opinion. Also,

you have redirected the listener's resistance from sumo-like

aggression to one of understanding the possibility of other
views.

By engaging in Toastmaster Judo, you may apply the skills
learned in Toastmasters with the "gentle way" of judo to
overcome any perceived aggression and resistance to your
speeches. Your audience won't forget your message and you
may well persuade others to accept your view on controversial
issues. Effective persuasion is better than force in both speeches
and life. And isn't that what Toastmasters is all about?

Dennis Kessinger, CTM is a member of Nooners Club 3435-39
in Redding, California.
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for the novice

We all have convictions. The

difficult part is owning up to

them publicly, logically and

persuasively.

concerned with what your view is as with
why you think your view is correct.

Never underestimate your audience's per
ceptive powers. Always give it your best ef
fort. Your ignorance will show, for instance,
if you are not committed to making the
necessary trips to the library. While you may

background, search for ap
propriate arguments to

convince them. Recounting

anecdotes and personal sto

ries is a way of making the
audience relate to your

viewpoint. For example, if

The Persuasive Power
of Clearly Reasoned Conviction

by William Wettler, CTM

m SPEECH NUMBER EIGHT IN THE CTM

manual calls for a talk that persuades the
audience. The Toastmaster seeking to master

this type of speech is wise to consider three
issues: First, be as succinct as possible. Sec

ond, be sure to defend only those views that
are true. And finally, develop a way of argu
ing from premises the audience cares about.

CLARITY OF SPEECH

Succinctness is the first concern if the audi

ence is to understand the thesis in the first

place. This is best accomplished by using
an outline that starts with a thesis state

ment and continues with reasons in sup

port of that thesis. If left unorganized and
tangential, the speech is in danger of giv
ing embarrassing exposure to unresolved
convictions.

CONVICTION

Coherency is an important priority of the
conscientious speaker, as is resolving what
to believe. Without strong conviction, in

the first place, what's the reason for gaining
consensus of opinion? A persuasive speaker
must convey a sense of knowing and speak
ing the truth. An audience will not be so

not change your convictions with the more
information you receive, at least those con
victions will sound informed.

We all have convictions. The difficult part is

owning up to those convictions - publicly,
logically and persuasively. Avoid talking in
terms of what you think or feel is true. A speech
in which every statement is prefaced with sub
jective qualifications is not persuasive.

Do not misconceive of the person who is

always prepared to defend his or her convic
tions. We should all be able to do this. A

responsibility to defend our convictions will
always haunt us, regardless of whether we
deny having them. A good persuasive speech
should bring that out.

We always run the risk of being wrong and
standing in need of correction. To paraphrase
Solomon, "Reproofs are the way of life. He
whose ear listens will dwell among the wise."
Indeed, if we can learn how our views can be
shored up, we should be grateful.

ADAPTING TO THE AUDIENCE

After clearly outlining your conviction, ar
gue your case from premises the audience
cares about. Remember that while reasons

that persuade one audience may not per
suade another, people still have a finite num
ber of alternative ways to look at an issue.
When facing an audience with a different

you are trying to convince
your fellow club members
to participate in speech
contests, explain how this
experience has helped you
personally and how other
Toastmasters have benefited

by competing. If you are try
ing to convince your co-

workers to donate money to

a charity, appeal to their con
science and mention what's

in it for them: tax deduc

tions and a sense of having

contributed to the wellbeing

of others. Avoid jargon and
political references that
might alienate any member
of the audience.

The conscientious speaker

will thus be concerned with

these three issues: Succinct

ness, establishing what is

true and arguing from pre
mises that the audience

cares about.

William Wettler, CTM, is a

member of Smedley Number

1 Club in Santa Ana,

California.
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Fiery logic may

do the trick, but

your listeners

really want to

know what's

in it for them.

by Tamra B. On

*s it time to deliver your sales pitch to a
new client? Are you running for a club
or district office? Would you like your

spouse to take you on a cruise? Or do you
simply want your kids to clean their rooms

once a week? Whatever the situation, the need

to persuade or convince others is an integral
part of our daily lives. It also can make for an

exciting, yet tricky, speech. When persuading,
the idea is not to pressure people, but rather to
subtly lead them to your point of view.

The biggest mistake most speakers make
in a persuasive speech is putting emphasis

on changing listeners' minds or convincing
them of a point of view. Instead, try to shift
the focus to the specific action you are try
ing to bring about (obtain votes, be hired,

etc.) and make that your ultimate goal. Once
emphasis is placed on the goal, instead of
on changing minds, your speech's structure
will become clearer.

There are three crucial elements to a per
suasive speech and each one must be consid

ered before beginning your speech outline:

Logic On Fire.
First, there's logic. Lyman Beecher, a 19th
century preacher, once called persuasion

"logic on fire" and rightfully so! The persua
sive speech must appeal to your audience on
both rational and emotional levels to be

truly successful. On the intellectual level,
you can use a variety of techniques to sup
port your stance, including examples, statis

tics and illustrations. To arouse the emo

tions, personal testimonies work wonders,

as do pictures and anecdotes. However, a

balance of both techniques needs to be used
or your speech will seem lopsided and miss
a good portion of the audience.

Be Respectable.
The second essential element is credibility.
This is when you answer the audience's ques
tion "Why should I listen to you?" Your
message will never even be briefly consid
ered if your listeners don't consider you trust
worthy and knowledgeable.

How can you present yourself as a person to
respect? First, make sure you are given a strong
and positive introduction that distinguishes
you as an expert in your field. Also include

biographical facts that establish common
ground with your audience. If you are talking
to another service club, for example, include
the four years you served as president of your
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hometown chapter. If you're talking to a group

of parents, mention your four children.
Next, be certain your appearance is neat,

clean and appropriate. This is not the time
to wear that flashy tie you got for your birth
day or a jangly charm bracelet. Be poised
and relaxed - at least on the outside - and

immediately establish eye contact with your
audience. Your character and demeanor are

vital when trying to persuade someone.

Analyze.
The third element is perhaps the most essen-tial
and also the most complex - analysis. As you

prepare and outline your speech, focus on
your listeners' needs - not your own. This can

be a real challenge, but it is the key element

in any persuasive effort. To frame your speech
according to your audience's interests, you

must first recognize and understand them.

You need to be familiar with their ages, occu

pations and levels of education.
For instance, financial advice for newly-

weds will differ greatly from that given to

senior citizens. You also need to know where

the audience stands on your issue: Are they

in favor, neutral or against it? If they already
agree with you, your speech should rein
force their beliefs. If they are neutral, it
should spur them into action and if they are
opposed to your point of view, your speech
should help them recognize and consider
new perspectives.

In addition to incorporating your listen

ers' interests, your speech should appeal to a
trio of basic needs, shared by all adults; the

need for security (both personal and finan
cial), adventure and a sense of belonging.
You can combine this with an appeal to
basic emotions such as sympathy, guilt, pa

triotism, justice, freedom and fear. These
needs and feelings often go hand in hand,

as in security and fear, belonging and pa
triotism, freedom and adventure.

After considering the three elements of
logic, credibility and analysis, design your

speech according to this step-by-step pro

cess for structuring a persuasive speech de
veloped by Alan Monroe, a former professor
of communication at Purdue University:

1. ATTENTION: Grab and hold it from the

start.

2. NEED: Remind your audience of one of
those needs they all share and how and
why it isn't being filled.

3. SATISFACTION: Show how that need can

be filled.

4. VISUALIZATION: Make that satisfaction

easily seen and accepted.
5. ACTION: Show what needs to be done to

achieve the goal the audience just imagined.

If this sequence is approached with logic,
credibility and analysis, your success in per

suading your audience is quite likely.
Other factors to keep in mind:

■ When writing your speech, use concrete,

vivid language that paints a picture of what
you are talking about. A Yale University
study showed that the 12 most persuasive

words are: discovery, easy, guarantee, health,
love, money, new, proven, save, results, safety
and you. (Commercial producers already
know this!) It's easy to see how these words

tie in closely with the basic needs and emo
tions mentioned earlier.

■ Anticipate your audience's questions and ob
jections and prepare appropriate responses.

By handing these comments calmly and
knowledgeably, your credibility and persua
siveness will certainly increase. Be sure to
remain respectful of opposing positions.

A persuasive speech can be one of the
most passionate and memorable speeches
you will ever deliver. It's easy to become
quite involved in this type of message be
cause you'll be dealing with topics you feel
strongly about. It is vital, however, to pre
pare carefully and not lose sight of what
your speechis trying to achieve.

Tamra B. Orr is a freelance writer living in

Warsaw, Indiana.

""/A Yale University

study showed that

the 12 most

persuasive words

are: discovery,

easy, guarantee,

health, love,

money, new,

proven, save,

results, safety

and you/'
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your ideas

How to convince

other people that

you're right.

{22

by Richard Ensman, Jr.

5ffective communicators understand a
wide variety of simple persuasion tech

niques and practice them regularly. Here are

a few of fhese techniques - try them either

at home or work:

■ Appeal to Shared Values. When the

people around you share common ideals

or goals, demonstrate that your idea is

the fastest, most effective way to achieve

what you're all seeking. Conversation

starter: "We both want the same results

here..."

■ Spread Enthusiasm. Speak enthusiasti
cally about your idea, and others may

begin taking it to heart. Conversation

starter: "1 heard a very exciting idea to

day..."

■ Share Examples. Base your pitch on

something another co-worker, friend or

family member has done successfully. The

closer your idea is fo one that's already
been implemented, the more relevant it

will seem to the people around you. Con

versation starter: "Let me tell you what

Bob's company is doing successfully..."

■ Share Information. Have you read any
thing lately relating to your idea? Copy

or clip pertinent articles and information

and pass them to the people around you.

Alternatively, jot your ideas down on pa
per and circulate these random musings.

Supportive printed material can easily

lend credibility to your ideas. Conversa

tion starter: "Wait until you read this

terrific article I clipped for you... "
■ Talk the bottom line. Demonstrate can

didly how your approach will get you to a

L

f D £ A S

desired result quickly and efficiently. Con
versation starter: "1 think 1 know how to

get top-notch results in record time..."
Dictate. Here, you'll simply use your au

thority to issue orders and command oth

ers to follow your directions. This is usu

ally the least effective method of persua

sion. Conversation starter: "Here's what 1

want you to do..."

Hint. Want something done a certain

way? Casually suggest your approach two

or three times. Conversation starter:

"Maybe you could try this out sometime

soon..."

Analyze. Using analysis - the "thinking

person's" tool of persuasion - you can
show through deductive logic why your

point of view is valid. Conversation

starter: "If Project A turned out well, and
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John confirmed the results, we ought to

be able to do the same thing ourselves."
Try, Test and Sample. Encourage a co-worker

to try out a new idea for a limited time,

without either of you making a long-term
commitment. Conversation starter: "Why

don't we just give it a shot for a week or two?"

Train. Want something done your way?

Reinforce your expectations by instructing
your co-worker, step by step. Conversation

starter: "Let me show you how it's done..."

Ask for Reports. Invite a co-worker to

ponder your suggestion, research it if nec

essary, and provide feedback within a cer

tain period of time. Conversation starter:

"Spend some time looking at this idea,

and get back to me..."
Ask for Advice. Note the results you'd

like to obtain and invite people to ex

plain how to best go about it. Prompt

others with your own thoughts when dis

cussion gets bogged down. Conversation

starter: Here's where I think we should be

going. Now, how can we best get there?"
Ask for a favor. Most people like to re

spond to a request for a favor. Ask for

help in putting a new idea on the table,

and you may tap into the positive per
sonal habits most people display. Con

versation starter: "I'd really appreciate

your help on this..."

Ask for a Quid Pro Quo. As you explain
your idea, find out how you can help
your co-worker with one of his or her

ideas - if he or she will help you now.

Conversation starter: "What would it take

for you to help me make this happen?"

Ask questions. Ask a series of pointed

questions to illuminate the value of your

ideas and the importance of getting them
done right away. Conversation starter:

"What do you think would be the great

est benefit of this approach?"

Rate. Invite people around you to discuss

the value of your idea by rating it on a
scale of 1 to 10, or comparing it to other

ideas they've tried out in the past. Con
versation starter: "How does this com

pare to what we saw last month?"

Enlist a third person. If you anticipate
resistance to a novel idea, ask a mutuaily

tmsted friend or acquaintance to broach it
with the people you're trying to convince.

A third party may be perceived as more

objective than you. Conversation starter: "1

heard that Bob talked with you yesterday..."

Persuasion is both art and science. When

used skillfully, persuasive techniques are

powerful tools of communication and pro
ductivity. When you're confident of your
position, use one or more persuasion tech
niques to get your point across and moti

vate other people toward action. Your abil
ity to mobilize others may bring results you
never thought possible.

Richard C. Ensman, Jr., is a freelance writer

living in Rochester, New York.
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"If a man indulges himself in murder, very soon he
comes to think little of robbing. And from robbing
he comes next to drinking and Sabbath-breaking
and from that to incivility and procrastination."
-THOMAS DE QUINCY, 1785-1859It might not be as serious as murder, but procras
tination can be deadly in just about every aspect

of life, from your career to your personal life.
Whether it's a major work deadline, an important

exam, organizing tax receipts or wallpapering the bath

room, some people just can't seem to get started. The

farthest they get is thinking of all the reasons the task

should be put off - and put off and put off again.
Ever since Hamlet wandered around Elsinore Castle put

ting off avenging his father's murder, business people,

retirees, students, homemakers and others have been "get

ting around to it - someday."

Well, stall no more. Mental health professionals have
closely observed procrastination and offer hope for those
prone to delay. California psychologists Jane Burka and
Lenora Yuen have extensively researched this human con
dition of inertness and have found that sterling intentions

of "buckling down and doing it" aren't
enough.

Burka and Yuen, co-authors of Procrastina

tion: Why You Do It; What to Do About It

(Addison-Wesley, Boston), say by letting things

slide, you blissfully ignore your most carefully ham-

mered-out schedule while fluctuating between sitting idle,
doing the wrong thing and feeling a creeping panic over

the anticipated consequences of your lingering inaction.
Almost everybody dillydallies at one time or another,

but for some it's a way of life, making their life and that of

others miserable to one extent or another. However, much

more is involved than mere laziness or poor organization.
"Procrastinators use delay as an unconscious strat

egy," says Dr. Burka, who serves as a "get-it-done-now"

consultant to businesses. "Some chronic delayers are

afraid of both failure and success. Others use delay as a

way to resist authority by saying to themselves, "No, 1

won't do such-and-such until I'm good and ready or

maybe not at all!"

For some foot-draggers, procrastination is a way of

avoiding any real test of their true abilities. A tiny but
convincing internal voice whispers: "If you wait long

enough to start the task, all you can be judged on is your
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skill at 'brinkmanship.' You can then criticize yourself
for being weak or lazy but not stupid." The procrastinator
then gains a false sense of brilliance if he or she manages to
pull things off at the eleventh hour. Some people delay
action because they've set such high standards for them
selves, any result that's viewed hy others as less than per
fect becomes a demoralizing put-down.

"Many people have 'low frustration tolerance,"' says Dr.
John Boyd, a former University of Virginia psychology
professor who has led workshops on overcoming procrasti
nation. "They want things simple and easy. Often, though,
just the opposite is true - a person can have an inflated
sense of his own self-worth. He or she arrogantly thinks, 'I
shouldn't have to do that job so Til just put it off.' And
then there are some procrastinators who tend to be impa
tient and exaggerate all the negatives in life."

Irrational attitudes lurk behind each assump
tion. For instance, the person who links his self
worth to his performance should realize he
doesn't have to be great at everything to he a
worthwhile person. Give up the desire to pro
duce a masterpiece each time out and concen
trate on getting the job done in a competent -
not perfect - fashion.
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"If you have a low tolerance level, you're frankly
refusing to accept reality," Dr. Boyd says. "Nohody ever
said life was easy or hassle-free."

In business, people sometimes dawdle as a means to
protect themselves from the emptiness between finishing
one project and starting another or from making important
life decisions or commitments.

"In retirement, the most common procrastination is
~Tm too old'," Dr. Boyd says. "Research shows the biologi
cal aging process doesn't take that much away from the
quality of life. Rather, the psychological aspect of being in
the doldrums or giving up on life is the most limiting
thing. Actually, the years beyond 70 are very productive for
many. Because of the graying of our population, geriatric
research is booming so there's no reason older people should

oncentrate on getting the job done

a competent - not perfect - fashion.55
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put off learning new skills, getting and staying in shape or

taking up new sports or interests."

I * elen Dennis, a lecturer at the Andrus Gerontology
Center at the University of Southern California; "When

I ask most new retirees what they would have done differ

ently before leaving work, I hear one thing over and over: "1
wish 1 hadn't put off planning for retirement so long.'"

A PLAN OF ACTION

Whether it's planning for retirement, quitting smoking,

starting a diet, attending to neglected household repairs,
writing that novel you've always had in mind, or starting a

new business, procrastination can drain your energy, pre
venting you from even starting.

So how, exactly, do you overcome procrastination? Dr.

Boyd has devised a seven-point program to defeat procrasti

nation, "that thief of time" as Shakespeare called it.

Develop an action plan. Set a specific time and place to

start whatever it is you've been putting off. For example,

say to yourself: "Tuesday at 7:30, I'll start hanging wallpa
per in the bathroom."

Need a few inspirational hints for starting down a new
path? Dr. Stanley Frager, a psychologist and professor at
the University of Louisville who teaches motivational tech

niques to teams and athletes, offers these tips:

> USE THE "SWISS CHEESE PLAN. A seemingly huge task

can be done by putting small holes in it. If you have an

overwhelming job, break it into smaller chores. For in

stance, if you've been putting off painting the house
because it's going to take so long, spread to over four
weekends instead of one. "Chopping a big job into little

pieces makes it seem less ominous."
>■ BREAK PATTERNS. If you're watching television when

you should be doing neglected tasks, simply stop watch
ing TV and do something else - even if it's not the thing
you've been putting off. "Merely breaking a pattern of
idleness will help you to eventually get around to doing
what needs doing," advises Frager.

>■ ASK FOR HELP. Some people seem lazy because they
don't like working alone. House cleaning or wallpaper
hanging is much easier if everybody in the family pitches
in. If you feel bogged down at work, don't hesitate to ask

for a hand. That'll at least help you get started.
>► GET PROPER INSTRUCTIONS. "Many times

Frager says.
se the 'Swiss Cheese Plan.'A seemingly we just don't know how to start the task,"
huge task can be done by putting small holes

in it. If you have an overwhelming job, break
it into smaller chores.

Historically, people have been known
to embrace procrastination by pur
posely putting things off. Napo
l

Create a system of positive reinforcement. When you
complete an important project, reward yourself with a nice
dinner out or a weekend away.

Make a public commitment. "Tell everybody you're
going to do the things you've been putting off," Dr. Boyd
suggests. "If you don't do it, you're going to be terribly
embarrassed."

Use reminders. Post a "to-do" list in a conspicuous
place - on the refrigerator door, for example. Cross off
items as you go to measure your progress.

Ride the wave. If you're one of those long-suffering
writers who has been putting off the "Great American
Novel," and you feel a tide of words and ideas rush at you at
three in the morning, get up and write.

The five-minute plan. If you've been putting off a par
ticularly onerous task, commit yourself to work on it for five
minutes only. You may quit after five minutes, but chances
are good you'll stick with it longer once you've started.

Do the easy part first. "That gets you started, and you
just may see it through to completion," says Dr. Boyd.

eon Bonaparte, for instance, in
structed his secretary to leave all his letters unopened for
three weeks. The French conqueror then smugly observed
how a large part of his correspondence disposed of itself
and no longer required an answer. St. Augustine, one of
the founders of the Catholic Church, wrote about his
earlier attitudes in his book. Prayers. "Give me chastity
and continence, but not yet."

If you still feel procrastination is your natural lifestyle,
if you like living on the edge and being judged on your
skills of brinkmanship, there's an organization just for
you: the 26-year-old Procrastinators' Club of America.
The 4,000-member club celebrates Christmas in July and
protested the War of 1812 in 1967. Membership is open
to anyone who doesn't fill out and return an application
too soon. Once you do send it in, you'll receive "Last
Week's Newsletter" - when someone at the club "gets
around to it."

Charles Downey, a freelance writer who never misses his
deadlines, lives in California.
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a dynamic, meaningful presenta
tion. You are a well educated, suc

cessful business person. But you still have
some anxiety before or during your talk.
That crippling fear of public speaking is still
with you. Perhaps you need something
more. The Callahan Techniques™ is an exc
iting new method that combines psychol
ogy and the body's energy system to quickly
eliminate fears, phobias and anxieties. It was

developed by Dr. Roger Callahan, author
of Five Minute Phobia Cure and How Ex

ecutives Overcome the Fear of Public Speak
ing. Dr. Callahan has been treating anxiety
and fears for four decades and is the lead

ing expert in this field. He has appeared on
Donahue, Good Morning America and has
demonstrated these techniques live, with
skeptical strangers, on national radio and
television shows including CNN, Regis &
Kathy, Tom Synder, Oprah and many more.

NATURAL DRUG FREE TREATMENT

The treatment works quickly and easily
without the use of drugs. It is a natural, non-
invasive alternative that gets at the real cause
of the problem which is an imbalance in the
body's energy system. Though you should
notice immediate improvement, try it risk
free for one year. The Five Minute Phobia
Cure videotape takes you step by step
through the treatment. The brief and easy
to follow booklet Eliminate Fear of Public
Speaking helps you to quickly peel away the
fear.

Order now and Toastmasters will receive Free

Audio Tape and Free Telephone Consultation
(we treat our worldwide clientele by telephone;
estimated value of phone consultation alone

$75). Only $59 plus $6 shipping, total $65
(CA residents add tax). Bonus! Order in 30

days and receive a free additional demo vid

eotape. All five, for only $65, two videotapes,
booklet, audiotape and free consultation.

Others Say: "I was terrified of speaking to
prominent executives. After the treatment I
was able to address 30 senior management
executives without fear or anxiety." Vaughn
Kraft, now an executive himself. "Usingyour
technique I was able to help, in minutes, 10
nervous executives talk with no trace of their
former fear." Dr. Christopher Hegarty, re
nowned and award winning speaker. "It is
obvious that you have made a discovery of
extraordinary importance." Dr. Nathaniel
Branden, father of the Self-Esteem Move

ment. "I have generally been considered a
good therapist, but I never before achieved the
kind ofresults that I get consistently with your
technique." Dr. Fred Gallo, psychologist. "It's
beyond amazing!" Dr. Martin Schwartz,
Director, National Center for Stuttering.
Money Back Guarantee. Order with Mas

ter or Visa — call 800 359-CURE or check

or MO to: Callahan Techniques™ 45350
Vista Santa Rosa, Indian Wells, CA 92210

1

Jntroducing Toastmasters to . .

XPRESS YOURSETTF
Artificial Intelligence Software for Effective Communication

XPRESS YOURSELF is a CONVERSATIONAL PARTNER thai helps you explore, express, and organize your thoughts for solid content. Acting as a mentor
and contidant, XPRESS YOURSELF steps you through the processes of thinking through your speech or presentation. You will be
challenged to deepen and expand your thinking as well as sharpen your focus. Having captured your ideas,
yau may package them in a number of useful forms, including outlines, drafts, and full texts. t x ,

Toastmasters

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

XPRESS YOURSELF is designed to get you to the heart of successful written and verbal
communication. All speakers face the basic challenge of creating clear,
expressive, and effective communications. You will be more productive
and powerful as you successfully XPRESS YOURSELF.

This creative Al software allows you to:

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

XPRESS YOURSELF runs on IBM PC, PS/2 and compatible
personal computers.

it
X

XPRESS PERFORMANCE
SUPPORT SYSTEMS

10001 Meadowbrook, Suite 100/Dallas, Texas 75229

PRESS YOURSELF

only $59.95
+ tax (TX Res, Only)

€9; (Regularly $79,95)

(214)761-0067 (800) 613-7518.,
.  5 .. J



The man behind the speeches of three U.S. Presidents says:

''I can make yM
a more powerful speaker!''

iS%

My name is Aram Bakshian, Jr. I am
going to show you how you can easily
become a more powerful speaker —
by using the "secret" of great political
and business leaders.

Suppose for a moment that, every time you
had to give a speech, you could create and

deliver a powerful, eloquent presentation.
The kind of speech with a

real impact. That communi
cates ideas, motivates and
inspires, and generates action.
That wins applause and rave
reviews, earns you recognition,
enhances your image, and
makes both you and your orga
nization look good.

There is a way to achieve
that goal.

What's the "secret" of that
handful of elite business lead
ers who are superb speakers?

They know how to prepare.
They have mastered techniques
to streamline the process, dramatically reducing
the time and effort required to craft a brilliantly
effective presentation.

Now you can do it. too. With the help of
American Speaker.

The discovery I made
as a Presidential speechwriter.
I served as a speechwriter for Presidents

Nixon and Ford. In the Reagan Administration,
I was responsible for President Reagan's
speeches, and supervised the entire Presidential
speechwriting staff.

During my years in the White House, and
later, writing speeches for high-level corporate
managers, I realized that no re.source existed to
help an executive prepare an important
presentation — without assistance and without
a big budget.

Now, fortunately, that's all changed.

The perfect speech
for every occasion.

Whenever you need to give a speech —
whatever the venue or topic — a unique new
tool can be at your side, ready to guide you
every step of the way — American Speaker.

It structures your presentation. It gives you
strong openings. Eloquent closings. Advice on
every type of business presentation — from
congratulatory remarks to shareholder meet
ings. And it helps you improve your presenta
tion skills.

In sum, you'll be equipped to deliver the
perfect speech for every occasion.

In the Oval Office. President Reagan
congratulates Aram Bakshian. Jr. for
his outstanding service as While
House Director cf Speechwriting.

Techniques of the pros.
American Speaker is packed with proven

and tested ideas. Just one could more than repay
its price. For example:

• The simple formula, employed by the greatest
speakers, for galvanizing an audience.

• When to use humor. Before you tell a joke, be
certain that it passes this 4-point test.

• Little time to prepare? No problem!

Content is only 7% of your
impact as a speaker. What's the
other 93%?

Speaking extemporaneously.
What to do if you go blank.

"Er, ub...?" How to banish awk
ward speech habits/orewr!

How to use statistics, numbers,
charts so they intrigue — not
bore — your audience.

Addressing an official func
tion? In almost every case,
these 3 rules of protocol are all
you need to know.

• How to build an unforgettable
climax into every presentation.

• PLUS: Times of day you should never speak
... A common opening line to avoid... How to
choose the most powerful title... Handling
questions successfully... Dealing with a
hostile audience member... Conquer nervous
ness — and even make it work/or you... And
much morel

TVvo valuable extras.
Two extraordinarily useful sections will sup

ply the ideal "hook" for your talk every time. In
the Calendars of Events, you'll find hundreds of
day-by-day listings of historic anniversaries,
birthdays, celebrations. Leaf through the
Quotations (arranged by subject and selected
for their relevance to business presentations)
and discover exactly the right one to drive home
your point.

Few experiences in life are as satisfying and
rewarding as delivering a successful presentation.

You receive applause and acclaim. Hear the
gratitude of someone you inspired or helped.
Gain visibility tbat can aid your career.

With American Speaker, you dramatically
boost the chances that every talk you give will
result in that kind of exhilarating triumph!

Practical free bonus.
Superb speakers always have an appropriate

quote ready.
Order American Speaker today and you'll

receive, as a free bonus, "100 BEST QUOTES
EOR 1994." It's indexed by topic to let you
find the perfect quote fast.

No-risk 30-day trial.
The cost of a top speechwriter is $5,(X)0 and

up — for one speech! But the price of American
Speaker is just $97. Keep American Speaker for
30 days. Put it to work. If you are dissatisfied in
any way, return it for a prompt and full refund
— no questions asked. Even if you do, the free
bonus "100 BEST QUOTES EOR 1994"
remains yours to keep.

Never again hesitate about a speaking invita
tion or assignment — even when it comes on
short notice. You'll have the assurance of

knowing that American Speaker is there to help.
It's almost like having a top speechwriter on
staff — but at a very reasonable "salary."
Please respond today.

'--"Aram Bak^JjiaflCir.,
P.S. Remember, regardless of your decision,

the free bonus, "100 BEST QUOTES EOR
1994," is yours to keep.

Call Toll-Free 1-800-368-0115, ExL 501
(In Washington. DC: 202-337-5960)

Or FAX 202-333-5198
Or mail the coupon below.

No-Risk 30-Day Trial"'
□ YES— send me American Speaker on
a 30-Day No-Risk Trial basis, for $97. Also
rush my FREE bonus, "IW BEST QUOTES FOR
1994." I have the right to return American
Speaker any time within the 30-day period
and receive a full refund. Whatever my deci
sion, the bonus is mine to keep. I understand
that American Speaker will be kept current
via periodic supplements, sent on approval.

Q $97 check enclosed. Or, charge my:
□ Visa □ MasterCard □ AmEx

CREDIT CARL) NO. EXP. DAT!

SIGNATURE

U.S. funds only. In Canada, add GST. All other countries: SUS137.

American Speaker
Georgetown Publishing House, Dept. HEA04,^ 1101 30th Street, NW, Washington, DC 20007

© 1993 Georgetown Publishing House
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hall of fame J

DTM

Congratulations to these Toast-
masters who have received the

Distinguished Toastmaster cer
tificate, Toastmasters Interna

tional's highest recognition.

Wilfred Hendrik Rooyer, 2625-U
Bonnie Russell, 4490-1

Penny Post, 8426-1

Robert Pelayo, 7242-4
Dallas F. Sursely, 3998-6
Steve E. Watkins, 4626-8

Patricia L. Noussias, 151-10

Belinda G. Mitchell, 3344-14

Chenita L. Suttle, 5864-14

Jeanne D. Piranio, 8257-14

Carol D. Schreiner, 1615-16

George A. Trocki, 300-18

Gloria J. Saunders, 738-21

Marcelo M. Reyes, Jr., 3079-28
David O. Johnson, 7055-29

Doris B. Powell, 9546-30

Merle D. Merle, 5684-37

T. Cole Hackley, 215-39
Stephen C. Brubaker, 1802-40

Ronald E. Walls, 3962-43

Peggy J. Vandenberg, 7643-43
Dolores E. Brown, 1841-47

Wiliam Bright, 2449-47

Elsie Chun, 1780-49

Ernest H. S. Chen, 357-51

Sandra Bassett, 5908-53

Ed Jones, 79-54

Peter J. Taraboletti, 1196-54

Janice M. Waddy, 2845-56
Lawrence A. Haug, 6659-56

Gina Cook, 4656-60

Barclay F. H. McMillan, 5789-61

Wendy Peck, 9432-64

Gloria M. Langston, 3259-65
PattI Bertram, 6691-70

Marion Judith Schauer, 9448-70

Richard James Watson, 4616-72

Gillian Cross, 7868-72

Karen Maree O'Donnell, 9487-72

Michael J. Mongan, 3952-73
Arsenio R. Reyes, 194-75

Julita S. Manahan, 5703-75

ATM Silver

Congratulations to these Toast-
masters who have received the

Abie Toastmaster Silver certifi

cate of achievement.

Lawrence Benedict, 602-F

Elise Dee Beraru, 5983-1

Thomas J. Gates, 4777-7

Lillian H. (Lou) Stewart, 493-8

Patricia L. Noussias, 151-10

Augie Hartung, 3059-12

Margueritte C. Hubbard, 8716-14

Andrew J. Yarne, 3250-19

Stuart R. Daniels, 5509-25

Shirley Escott Davis, 2554-26
Thomas H. Phelps, 878-33
Tom Phelps, 878-33
James L. Spencer, 8400-33

David J. Garcia, 2879-37

Jeanette Eggleston, 1295-47
Janine Bailey, 1695-47
Phyllis J. Pawson, 4541-47
Sonny D. Reynolds, 1757-63

Laurie Durell, 3796-69

John L. Boyd, 8823-72

ATM Bronze

Congratulations to these Toast-
masters who have received the

Able Toastmaster Bronze cer

tificate of achievement.

Martin Golden, 770-F

Patricia A. Coleman, 9055-3

Patricia Garcia, 2373-4

William P. Vacca, 78991-5

Marlene Slettehaugh, 4216-6
Cheri Shearer, 3964-7

Russ C. Foss, 5907-14

Margueritte Hubbard, 8716-14
Lois Lyford, 3147-17
Thelma J. Tjiema, 4879-23
Harold C. Schneider, 6530-25

Carmilla Scott, 7160-25

Sandra Denise Rozell-Lewis, 7882-25

Marjorie A. Staudenbaur, 6694-28

Joseph Gennaro, 535-29

Robert Saulsbury, 535-29
Elaine Morrell, 2029-32

Robert E. Higdon, 135-33
Brenda R. O'Brien, 5145-33

William F. Vim, 8400-33

Susan Lackey, 4135-37
William A. Foye, 4806-37

Lori Bates, 9005-37

Adrianna Lavell, 985-39

LaWanna Gean Parker, 5218-39

David W. White, 6049-41

Dale Hjertaas, 2849-42
Harvey Faust, 2172-43

J.L. "Jigger" Rowland, 275-44
Anil Nirody, 3187-46

David M. Marks, 6885-46

James M. Valliere, 2284-47

Isidor Birkenthal, 2445-47

Andrew J. Smalec, 3668-47

Tim Pesut, 5486-47

Marsha Ellen Dobrenick, 5854-47

Daniel M. Strunk, 1343-48

Kirsten Stahl, 2900-52

Scott Flor, 5229-57

Barbara Wallace, 7569-65

Melton E. Beane, 3431-66

Hazel Lyn Jeary, 6310-69
Jessie Bartos, 413-70

Russell Martin Eade, 986-70

Nestor Belen, 8502-70

ATM

Congratulations to these Toast-
masters who have received the

Able Toastmaster certificate of

achievement.

Betty J. Arnett, 522-U

Ralph T. Jones, Jr., 2442-U

Vijay Boloor, 2916-U
Stephen Vanderbilt, 4408-U

Alan J. Ehler, 5806-U

Ra. Prathap Varma, 8258-U
Jan Klein, 179-F

Paul W. Wims, 1055-F

Rose Anna Hines, 1456-F

Margaret Bentz, 2757-F

Rachel Axelrad, 3364-F

Millie Paul, 3364-F

Sandra Murray, 4438-F
S. S. Arora, 5275-F

Joseph A. Skowronski, 6851-F

Cindy Ellis, 7690-F
Robert L. Johnson, 8458-F

John Getz, 141-1

Howard A. Lazarus, 298-1

Jeff Mitroka, 3645-1

Dennis Brydon, 5813-1
Lynnea Gemmer, 60-2

Barbara J. Keller, 117-2

Vivienne G. Strlckler, 277-2

Donnie Weigand, 1258-2

Jennifer D. Brindle, 2828-2

Ethel Stockton, 4470-2

Victor J. Suddaby, 4470-2
Graham Read, 5144-2

Sheila C. Dixon, 6949-2

David Duhaime, 7137-2

Lee N. Shapiro, 327-3

Mike Baca, 4705-3

Doris T. Koressel, 5056-3

M. Vernie Rennels, 7490-3

Billy Grant, 530-4

Jacqueline Boynton, 934-4

Robert Boynton, 934-4
Mary Ann Burke, 5232-4

Anthony Taylor Smith, 6423-4

MarkJ. Harvey, 7019-4

Kathy Stakey, 7975-4
Margaret Sue Walker, 108-5

Melinda Bell, 1583-5

Mark A. Steyaert, Jr., 4130-5
David Neil, 4356-5

Diane Glazman, 7129-5

Holly R. Geroy, 3580-6

Randal E. Hemmerlln, 3932-6

Corinne A. Wooden, 4687-6

Ellen Olson, 4878-6

Rolf C. Lindgren, 5850-6
John E. Larson, 7964-6

William Byrd, 353-7
Gwen Morrow, 480-7

Dennis D. Bertek, 622-7

Karen Minkel, 2979-7

Steve Yukne, 3091-7

Doreen DeWhitt, 3657-7

June R. Glisson, 4428-7

Enrico T. Farinas Jr., 496-8

Dennis J. Elya, 503-8
William Baggett, 503-8
Eva M. Bailey, 3287-8

Ralph Edward Kreigh, 4492-8
Audrey E. McGuire, 6224-9
Robert S. Rothman, 6873-9

John Ashley Watson, 590-10
Larry D. Leeper, 767-10

Mark Stephens, 7867-10
Gerald L. Hughet, 44-11
Judy Jackson, 278-11
Penny S. Pierce, 1096-11

Frank Wu, 1183-11

Phyllis Sumner, 3506-11
Tom J. Bechman, 4081 -11

Gregory F. Cott, 4463-11

Yolanda White, 4564-11

Sally DiGiovanni, 5104-11
Hugh D. Flennery, 6089-11
Robert E. Wagener, 7116-11
Bonita Sommerville, 7317-11

Phillip J. Brown, 3957-12
R. LaVon Hayes, 5170-12

Ingrid Phillips, 6900-12
Bill Cortus, 7917-12

Robert J. Coulehan, 225-13

Charles J. Wilson, 1299-13

Melvin E. Westerman, 1299-13

John D. Elliott, 5852-14

Charleta Jean Draper, 6285-14
Susie Carter, 6863-14

Emma Newkirk, 7424-14

Ralph Henry Morrell, 8359-14

Diane Goodhart, 8716-14

M. Blair Squires, 1422-15

Yogi C Shah, 2696-15

Glenna M. Kinghorn, 6569-15
Richard Davidson, 1367-16

Norma Jean Lutz, 1627-16

Kathryn M. Violette, 6354-16

Anita Hoffman, 1686-18

A. Mark Diglio, 2562-18
Jerry Diggs, 8369-18

Lloyd Lopeman, 2388-19
James Bielefeldt, 2790-19

Kurt W. Frank, 5845-19

Alice B. Gunness, 376-20

Thomas H. Morth, 4033-20

29)
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Betty K. Thorn, 9284-20

Deirdre Elizabeth Peters, 2171-21

Patrick Hunt, 4483-21

Phi! Edney, 4483-21

Adriaan C. de Vries, 8237-21

Robert Masters, 2609-22

April Anderson, 3985-22

Peter Alan Harris, 7728-22

Samuel T. Poxon, 765-23

Kelvin R. Smith, 6220-23

Barbara ]. Champion, 6881-23
Priscilla Brand, 2981-24

Barry jose, 3560-24

Ronald W. Sohl, 5329-24

LeRoy C. Wigdahl, 7908-24
Leroy Kirkland, 989-25
Gale Brown, 1017-25

john E. Bowling, 2971-25
John W. McCue Sr., 3546-25

Ronald C. Williams, 6190-25

Steven R. Brooke, 6191-25

Carol W. Ritchie, 6332-25

Rhonda Dudley, 6775-25

Alan B. Shipley, 7789-25
Sharon M. Brown, 1120-26

Deborah A. Wood, 4469-26

Richard Ordway, 4750-26

Delores B. Pollare, 6633-26

James M. Daley, 2775-27

Chappell Aldridge, 4817-27
Ellwyn L. Albee, 726-28
Rita Gelman, 1909-28

Danny R. George, 4540-28

Merle Kindred, 4757-28

Wayne H. Smith, 68816-28

Scott W. Mayo, 673-29

Jim Gerdes, 983-30

Patrick K. McAndrew, 1645-30

Hugh Dunbar, 2051-30
Michael Kohoutek, 2051-30

Lola Davis, 6004-30

Brian Geery, 4816-31

Rick Goularte, 5414-31

Ann H. Barrett, 6387-31

Kathleen G. Benoun, 1594-32

Marilyn R. Perks, 3409-32

Connie Klien, 4522-32

Jerry MacDonald, 89-33

Kathy A. Mynatt, 644-33
Carol Felthauser, 736-33

Deborah Mlllett, 736-33

Chessa Roth, 3332-33

Ron A. Evans, 6077-33

Ellas Campos Vergara, 1 77-34
Jose Luis Macias Ponce, 5601-34

JuneC. Kosak, 2780-35

Kathleen M. Ehlers, 3675-35

Mary Schlimgen Somers, 4909-35
Ronald K. Abel, 4955-35

Michael Lee Mathews, 6173-35

Rebecca Y. Young, 3070-36
Melba M. Mayberry, 4580-36
Ralph R. Walker, 241-37
Mark David Ceraldi, 2669-37

Jack O'Rourke, 3238-37

James M. Lewis, Sr., 4806-37

Joseph E. Farrar, Jr., 7014-37
Joy A. Walls, 2960-38
Isaac Treadwell, Jr., 6520-38

Whit Hackstaff, 178-39

Bea DeHaven, 456-39

Joyce Kirkman, 1031-39

Polly Hilsee, 1449-39

Leo E. Ellis, 1624-39

Rich Pellon, 1 787-39

Carolyn F. Lancaster, 2131-39

Jane L. Wisdom, 4089-39

Dennis D. Dykstra, 6248-39

Patrick!. Donadio, 478-40

Michael C. Disko, 3002-40

Richard Robert Weiss, 5447-40

Patricia A. Hart, 6455-40

Scott C. Dennull, 8445-40

Douglas Fickbohm, 1294-41
Mary Jane Ceretto, 5101-41

Joyce E. Briggs, 6217-41

A. Louise Persson-Reiss, 1245-42

Jacqueline L. Schnider, 3489-42
Margaret Fritz, 6928-42

John B. Hale, 3702-43

Mike Powell, 211-44

David J. Cantu, 5516-44

William Camren Bailey, 5691-44
Annette Couce, 7432-44

Robert Goddard, 8700-45

Phyllis W. Stone, 260-46
Tonu Vanderer, 5446-46

Kevin Jay Walls, 7681 -46

Tammy H. Johnson, 1178-47

Tammy H. Johnson, 1178-47
Peggy J. Henderson, 1667-47

Zelda C. Griffin, 1958-47

Mary Ann Comstock, 2166-47

Judge Watson, 2262-47

Michael E. Lewyn, 2283-47
George A. Hickman, 2284-47

Adrian Tibbetts Hodgetts, 3019-47
T. LeBarton Moore, 3087-47

Andrew J. Smalec, 3668-47

Jill LaVelle, 4698-47

Daniel R. Fletcher, 5486-47

Lois Hostetler, 5854-47

Anne M. Farrell, 6799-47

J. Vaughn Pearson, 6894-47
Peter G. Schirk, 5599-48

Warren W. W. Chee, 1780-49

Ernest Hai Slang Chen, 792-51

Surtila S. Siregar, 6064-51
Bernard Furgang, 914-52
Helen H. Buchholtz, 3007-53

Susan Thatcher, 4507-53

Edward J. Bourassa, 6547-53

Carl Kurt Esche, Jr., 7477-53

Jim DeFord, 79-54

Denise Belanger, 995-54
Becky Glenn, 7060-54

Esin M. Chang, 244-56
Carroll Kendrick, 366-56

Michael L. Glenn, 4638-56

Sally H. Thompson, 4946-56
Modesto Rivera, 5059-56

Jennifer Keys-Price, 5220-56
Eugene A. Johnson, 6069-56

Carol S. Sharer, 8011 -56

Caroline Powers, 8322-56

Richard K. Lindsay, 1507-57

James E. VolponI, 2452-57

Jeff Campbell, 2522-57
Philip H. Van Tassell, 3437-57

Janet Weiss, 3958-57

Gloria M. Braman, 6216-57

Russ Kelly, 964-58
C. Randy Tucker, 6299-58
Patricia P. Hill, 71 50-58

G. (Trudy) Bliedung, 1586-60
Raymond T. Kranyak, 1586-60
Noima Tripp, 2347-60

Cheryl A. Fayle, 2728-60

Mary Zadel, 2728-60

Donald Alexander Watson, 3993-60

Patricia Budrow, 5312-60

Diane Newbold, 868-62

Stephen J. Thierry, 1270-62

Kurt Groeneveld, 3009-62

Jack Western, 5192-62

Herbert T. Higgins, 6186-62
Cynthia Cragin, 2673-63
Patsy Grant, 3036-64

John S. MacNeill, Jr., 2465-65

Frances A. LaPlante, 3259-65

Lawrence H. Cresswell, 6898-65

Joseph T. Loyacano, 1169-68
Melony LeMay-Jackson, 1225-68

Don Borngesser, 1998-68

Byron Randall Allen, 2306-68
Ed S. Turner III, 2484-68

Vincent Michael Rizzotto, 2484-68

Betty G. Holland, 2832-68
Janice P. Phillips, 2832-68
Linda Fletcher, 2832-68

Karay C. Klein, 4466-68

William H. Odell, 5200-68

Bud C. Porter, 6612-68

Harold F. Parker, 7207-68

William C. Eisenhauer, 7494-68

Edie Carr Benchabbat, 8452-68

Monique LeBlue, 8572-68
Cynthia Reynolds, 8855-68

Katherine Godron, 8855-68

Lillie Veah, 8855-68

Marie Terrell, 8855-68

Marjorie Braggs, 8855-68

Wilhemina Joseph, 8855-68
Arnold Edward Pedersen, 2987-69

Betty Lillian Houston, 3814-69

Lillian Ada Kahl, 3814-69

Maria Bruin, 5262-69

Mardi Chapman, 5836-69
Alan D. Lang, 6228-69
Pauline Bonner, 7087-69

Peter Graham, 7894-69

Barry Hadlow, 8261-69

Terence George Cole, 8261-69

Erin Hellen Panagis, 9147-69
Shane Hesham Geha, 494-70

Michael Williams, 1218-70

Richard Harper, 2054-70
Graham K. Lance, 2274-70

Margaret Ann Foley, 2982-70

Robert Ahrens, 3289-70

Bill Dimenl, 3445-70

Pauline Taylor, 3543-70

Robert Frances Wright, 3827-70
Peter Jones, 4237-70

Russell Martin Eade, 4289-70

Colin E. Gee, 4531-70

Kevin Railings, 5070-70
Philip A. Veerman, 5860-70

Annette Jean Wheeler, 5861-70

Geoffrey K. Crossley, 6404-70
Rose-Mary Swan, 6743-70

Bob Kibble, 6975-70

Trevor Astle, 6975-70

Karl Munzel, 7334-70

Nina Marzi, 7519-70

Patricia Foley, 3103-71

Bill Matthews, 3677-71

Paula Hewlson, 6172-71

Philip Bruce Billing, 1893-72
Joan L. Cockburn, 1996-72

John Henry Foreman, 2833-72
WIm C. H. van Schie, 2890-72

Grant William Sharman, 3461-72

Mark Matthews, 3473-72

Patrick Hudson, 3830-72

Murray Squire White, 5493-72

Simon Woodward, 6480-72

Annabel Jean Selby, 7523-72

John Selby, 7523-72

Judith Alice Livingston, 7725-72

Nancy Zinatelli, 8922-72

Bevan W. Ransley, 9074-72
Alan Northcote, 9120-72

Dennis Max, 1593-73

Ellssa Ritchie, 3717-73

Aileen Rooney, 5384-73
Mark Gloyn, 8347-73

Brenton Chappell, 8549-73

Ellfta DeNardi, 8924-73

John Bertram Lindsay Hopkins, 920-74
J. A. Zeilinga, 1834-74

Sonja Elisabeth Schroder, 2305-74
Fourie A. Lucretia, 4983-74

K.P. Mackie, 5476-74

Gavin Michael Novis, 7056-74

Amelia R. Berlin, 1088-75

FeGonzales Nazareno-Martinez, 1088-75
Romulo S. Escarilla, 1088-75

Erwin Choachuy, 2100-75

Melante T. Lim, 2100-75

Eliza Blanco Tamondong, 2844-75
Marcos G. Gatan, 2844-75

Phoebe Luz B. Salcedo, 2844-75

Raymond John Montgomery, 2844-75
RicardoS. Doria, 2844-75

Semproniano S. Ochoco, 2844-75

Teodoro T. Riel, 2844-75

Teresita R. Ochoco, 2844-75

Evelyn Erasquin-Rahon, 4768-75

Percival O. Bainto, 7043-75

Mila O. Hernandez, 7088-75

ANNIVERSARIES

50 years

Zanesville, 257-40

45 years

Hospitality, 683-5
Evergreen, 678-7

Turning Wheel, 676-28
Quincy, 675-31
Lilac City, 687-65

40 years

Brunswick, 1411-14

Dubuque, 1337-19
Green Bay, 1350-35
Queen City, 1420-37
Van Wert, 1418-40

Graybar, 1436-46
Empire Statesmen, 1427-65

35 years

Central West Virginia, 2885-13
Mercury, 2864-37

East Dayton, 2838-40

Harris Toastmasters, 1423-47

Greater Flint, 2826-62

30 years

Kalispell TMC, 3147-17
Harlan, 1501-19

U.S. Postal Service, 3711-27
Ala Moana, 3701 -49
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25 years

1

Peachtree Center, 2261 -14

Northern Nooners, 1084-42

Kingsway, 3484-42
First Bahamas Branch, 1600-47
Bankoh, 2074-49

Amanzimtoti, 1812-74

20 years

Speakeasy, 2218-24
Kohoutek, 611-27

Golden Gavel, 438-42

Kitowin, 2928-42

Daybreakers, 839-56
First York, 3815-60

Country Club, 2636-74
TM Club of Davao, 3854-75

15 years

Steinbeck, 1939-4

Minnesota Mutual Life, 560-6

Mendota River Bluffers, 2426-6

Thursday Noon Time, 2669-37
Davisville, 437-39
Paramax, 984-64

Metro Manila, 1119-75

10 years

Stayton, 5347-7

State Farm, 5345-18

J. Deere Voice/Distinct, 5361-19

P.W.D. Speakeasies, 5357-24
Smooth Talkers, 5362-25

Roadrunner, 5349-26

Supper Club, 5353-33
Mc Gee Avenue, 5359-57

NEW CLUBS

Capp Care, 9527-F
Newport Beach, California
Pacific Bell, 9508-1

Torrance, California

Inspirational, 9509-2
Monroe, Washington
HPVCD, 9519-7

Vancouver, Washington

Columbia Center, 9521-7
Portland, Oregon

EHLab Orators, 9496-8
St. Louis, Missouri

Butterfly Tamers, 9501-12
Apple Valley, California
Fairfield High Nooners, 9522-19
Fairfield, Iowa

Mackenzie, 9515-21

Mackenzie, British Columbia, Canada

PA Toastees, 9516-21

White Rock, British Columbia, Canada

Loudspeakers, 9517-21
Burnaby, British Columbia,
Canada 9517-21

Tasteful Talkers, 9507-24

Omaha, Nebraska

Toastmasters of Talent, 9510-24

Lincoln, Nebraska

Fireside Chat, 9518-24

Omaha, Nebraska

Unity, 9526-25
Dallas, Texas

OSIA, 9528-27

Washington, D.C.
Toast of Broadway, 9531-40
Cincinnati, Ohio

Toast of Broadway 11, 9532-40
Cincinnati, Ohio

Greenwood County Voices, 9502-42
Sundre, Alberta, Canada

Call Me Articulate, 9513-42

Edmonton, Alberta, Canada

Clenrose Toast 'n )am, 9514-42

Edmonton, Alberta, Canada

Promus' Promises, 9499-43

Memphis, Tennessee

Talking Feds, 9503-52
Los Angeles, California
Metro-Talk, 9506-52

Los Angeles, California
GTE, 9529-54

Bloomington, Illinois
Fundmasters, 9530-56

Austin, Texas

PFC Yarn Spinners, 9525-58
Greenville, South Carolina

Clinton Communicators, 9498-60
Clinton, Ontario, Canada

Speakeasy, 9523-60
Toronto, Ontario, Canada

Tower, 9497-63

Nashville, Tennessee

BFS, 9505-63

Nashville, Tennessee
Southern Division Advanced, 9520-65

Vestal, New York

NYCC 9524-65

Seneca Falls, New York

Weigall Speakers, 9504-70
Sydney, New South Wales, Australia
On Track, 9511-70

Sydney, New South Wales, Australia

Cityof Light, 9512-70
Tamworth, New South Wales, Australia

RALPH C. SMEDLEY

MEMORIAL FUND

Contributor

Clifford L. Thompson, in memory of
Loyd Goolsby

Theodore C. Wood, in memory of Past
International Director Roy Graham

Martha Rollins, in memory of Past
International Director Roy Graham

Lydia D. Boyd, DTM, in memory of Past
International Director Roy Graham

Joe Jarzombek, DTM, and Sharyn
Jarzombek, DTM, in memory of Past
International Director Roy Graham

Joan P. Laing, DTM, in memory of Past
International Director Roy Graham

David A. Berkowitz, In memory of Past
International Director Roy Graham

Roberta Ann Perry, DTM, in memory of
Past International Director Roy Graham

R. J. Simonsen, in memory of Past
International President Alex Smekta

C. L. Thompson, in memory of Past
International President Alex Smekta

Bruce Trippet, DTM, in memory of Past
International President Alex Smekta

Lou Novak, DTM, in memory of Past
International President Alex Smekta

Arlene M. Goolsby, in memory of Past
International President Alex Smekta

Pat Kirk, DTM, in memory of Past
International President Alex Smekta

Joy PirkI, DTM, in memory of Past
International President Alex Smekta

Mario Pedercini, DTM, In memory of
Past International President Alex Smekta

Past International Directors Norman

Maier, DTM, Fred Ludwick, DTM,

Ginger Kane, bTM, P. Gregory
McCarthy, DTM, Ruth E. Ray, DTM,
Lydia D. Boyd, DTM, Donald Story,
ATM, Grafton H. Dickson, DTM,

Mary Margaret Dockendorff, DTM,
Dick Schneider, DTM, B. Jack

McKinney, DTM, and Second Vice
President Ian B. Edwards, DTM, in

memory of Past International

President Alex P. Smekta, Past

International Directors Warren C.

Reeves, Helge G. Olson, James G.

Kalley, and in memory of Elaine
Scott and Dottie Blakeley

Tom and Ursula McEvoy, in memory of
Catherine N. Smith

Acorn Toastmasters Club No. 1068-28,

In memory of Fredric N. Lyon

Temple Isaiah Toastmasters Club No.
5387-57, in memory of the daughter
of Delaney Armstead

A Rousers Toastmasters Club No.

2202-24, in memory of Carol Kraft Sinn

Dramatically Speaking Toastmasters
Club No. 1580-57, in memory of
Rosine Rediess

Double C Toastmasters Club No. 8502-70

Citrus Toastmasters Club No. 6219-47

Mary B. Larson

Contributing Club
Pos-Tel Masters Toastmasters Club

No. 4417-4 in memory of Nathaniel
Douse, CTM

Associate

Past International President John

Miller and Billie Miller, in memory
of Past International President Alex

P. Smekta

Nora Toastmasters Club No. 1183-11,
in memory of Ralph Urbain

Smedley No. 1 Toastmasters Club, in
memory of Jim Goode

Leisure World Toastmasters Club No.

2230-F

Elsie Chun, DTM

Dorothy L. Leslie Trust, Elsie Chun,
Successor Trustee

Martin L. DeWitt, DTM

U.S. Pofiti S*iv<c«
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Wkt: & k It for Me!?

ff*-

Is?

ou can see others grow through

their participation in the Toast-

masters program... ancy receive

the Diamond Pin for sponsoring

5 members, the Star Pin for sponsoring 10

members, and the Toastmasters Ascot Scarf or Tie once you've sponsored 15 members.

Remember, someone once recognized your potential and invited you to a Toastmasters

Club meeting. Now that 1994 has arrived, it's time to return the favor by resolving to

bring a new member into Toastmasters. Then go ahead - take pride in the

improvements and progress that person will make!

Diamonds in the rough are plentiful. Let them know how participa

tion in Toastmasters has helped you.. .anc/how it can help them!

Good Luck!
■/m

^JZ3E^

From July 1, 1993 through June 30, 1994, the
Diamonds in the Rough membership program
challenges you to bring new members into
Toastmasters. When you sponsor members,
you may qualify for the awards listed above
and shown in the photo. Consult your Club's
copy of the Membership Programs Flier
(Catalog No 1620) for details about this and
other membership building recognition
programs. From Prospect To Guest To Member
(Catalog No. 108), is a "how to" booklet that
takes you step by step through the recruiting
process. Three copies of each of these items
are available to your Club free of charge from
World Headquarters every six months.

Toastmasters International
P.O. Box 9052 • Mission Viejo, CA 92690
(714) 858-8255 • FAX (714) 858-1207


