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HALL OF FAME

By Patricia Fry, CTM
fhe foastmasters Vision:
Toastmasters International empowers people to achieve their full
potential and realize ttieir dreams. Through our member clubs, people
throughout the world can improve their communicabon
and leadership skills, giving them flte courage to change.

departments
fhe Joastmasters Mission:
Toastmasters International is the leading movement devoted to
making effective oral communication a worldwide reality.

2 VIEWPOINT: What Do You Think?
By Ralph C. Sniedley

Through its member clubs. Toastmasters International helps men and
women learn tiie arts of speaking,listening and diinking -vital skills
that promote self-actualization, enhance leadership potential foster
human understanding, and contribute to the betterment of mankind.
It is bosic tothis mission that Toastmasters International continually

4

LEHERS

expand its worldwide network of clubs,thereby offering ever-greater
numbers of people the opportunity to benefitfrom its programs.
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LETTERS

WE'RE NO AVERAGE SPEAKERS

I disagree entirely with the article

Doing "Table Topics" helped.
Toastmasters helped!

Guly). The purpose of eliminating

I've since given two more pre
sentations and they went much
better! But what surpasses even

ahs is to get the speaker focused on

those audiences' reactions is that I

providing clear communication to

went on to win the "Best Speech"

"To 'Ah' is Human, To Count is

Ridiculous" by William J. Russell

the listeners.
In the four clubs I've been invol

ved with in the last 10 years, we do
not count ahs in an Ice Breaker

speech, but if minimal ahs were
used, the evaluator often compli

ribbon for my second and third
manual speeches. Thanks, Toastmasters. The program is really
working well for me!
Randy Cassingham
Soulder City Singles Club 9343-24
Boulder. Colorado

nonsense about the use of a lectern.

Ms. Franklin tells it like it is. If any
one has a question about how a
lectern should be used, this article

is required reading. Audrey Franklin
knows what's what.
Vincent Foy. ATM
Palm Beach Noon Club 22-47

West Palm Beach. Fbrida

NO MORE PEAR

1 am a prisoner at Washington
Corrections Center for Women. The

Chit Chat Toastmasters group in

this prison has changed many lives

ments the novice speaker.
In all my years as a Toastmaster,
I've seen improvement in speakers
because of the ah counting. If Mr.

UNREALISTIC LEADERSHIP ADVICE
I pray that the future is not what

for the better. The program gives
understanding for more than just

Richard Ensman foresees in his

street life and

Russell is offended by this practice,

"Leadership Lessons for the 21st
Century" Guly). Some of it sounds
realistic, but a good bit sounds like

knowledge and betterment.
I've been a member for two years

maybe it is because the Ah Counter's
manner was offensive and punitive.
Ah Counters should not present the
count as though "you screwed up,"
but merely as information for the

speaker to improve. When a speaker
does improve or uses no ahs, the affir

out these doors and when 1 am, 1 will

are buying today. For example:

find a club to join. 1 have a lot to

"You'll manage shifting groups of

share now that I'm no longer afraid.

workers - including temps, contrac

Toni Wood

tors and vendors - and be a 'rela

tionship manager.'" Real relation

Mr. Russell's advice to say "you're
within your average"(of ah usage) sug
gests that we expect average perfor

ships with ever-shifting groups of
people are unrealistic. Pretend ones
can be had, however.

The article calls for a super-man

mance from our members. That is cer

International. A Toastmaster is one

who wants to improve and be the best
he/she can be. But Russell's message is
to "be average."
Diane Winkler. ATM
Gold Coast Midtownars 8899-24
Omaha. Nebraska

THE PROGRAM IS WORKING!
As an author, I'm often asked to talk

to groups. My first presentation was
a disaster. I knew I needed help, and
fast, so I joined Toastmasters.
Learning how to structure a talk
helped. Getting feedback from every
one in the room helped. Learning to
listen critically in order to give feed

back to other members helped.

and 1 love it. I'm soon on my way

the gobbeldygook that companies

mative also should be mentioned.

tainly not the message of Toastmasters

motivation for

ager, able to do everything (not just
anything - everything!) with what
ever materials he or she is given. 1
doubt that anyone can live up to
this. It will inevitably lead to more
lying in the workplace. Some busi
nesses today preach "teamwork"
while placing employees in direct
competition for their jobs. This

causes people to look out for num
ber one while mouthing the com
pany's "teamwork" line.

Washington Correction Center For Women
Gig Harbor. Washington

ALL THANKS TO TOASTMASTERS

The Storytelling advanced manual
was instrumental in starting two
Australian Toastmasters on the path
to professional storytelling. In just
two years they have gone from "free
to fee," taking the New South Wales
branch of the Australian Storytellers

Guild from a membership of 10 to
more than ISO, and co-authored a

book titled About Storytelling.
With a team of enthusiastic sto

rytellers from all states of Australia,
their guild is hosting the Australian
National Storytelling Festival at
Ryde near Sydney September 26-28,

John Shipman. CTM

1997. For more information e-mail:

Lake Charles Club 1225-68

stories(«>s054.aone.net.au.

Lake Charles. Louisiana

Toastmasters are welcome to

REQUIRED READING

attend!

"Leave Me My Lectern!" by Audrey
Franklin, Gune) puts an end to the

Bertce Dudley. ATM
Western lectern 5069-70

Sydney. NSE. Australia
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MY TURN

Along with better communication skills,
we must develop intellectual integrity.

It Is Too, What You Say
"The greatest speakers have usually been remarkable for the
abundance of their ideas and the economy of their words."

idea somewhere, and are passing it on
without examination or study?
This doesn't

mean that every

speech you give must be the result of
— RALPH C. SMEDLEY, in Personally Speaking

TOO many times we hear the statement casually tossed
off, "It isn't what you say, it's how you say it."
Let's examine that statement for a

moment. As

Toastmasters, we ail know that the best idea, the best

thought, the best plan, can wither on the vine if it is not
brought to fruition by a careful process of expression. We
know its presentation must be logical, convincing, arrest
ing and structurally sound. Definitely, a tremendous
amount lies in "how you say it."
But what about a bad idea, a dangerous notion, a weak

plan? Does "how you say it," the effectiveness of your
plea, make it acceptable? Does a skillful speech justify the
existence of an undesirable premise?
Along with self-improvement in the art of communi
cation we must, if we are to assume our place as con

tributing members to the welfare of society, develop
intellectual integrity. We must give the same amount of
time, thought and study to the subject we are going to
endorse through our talk as we give to the mechanical
aspects of delivery - to voice, gesture, eye contact and
vocal variety. We must watch the content of our speech
as closely as we plan its structure. Is the beginning atten

tion-arresting; is the body of the speech informative and
logically arranged; is the conclusion a call to action, a
"making the sale"?
Fine! But is it a sale that should be made? Is it one to

which you yourself subscribe, and in so subscribing sin
cerely believe that others will be helped in their own
thinking? Is it something you sincerely believe? Have you
thought the idea through, weighed it against your own
convictions? Or did you merely pick up the germ of an

a lifetime conviction. Our clubs would

be dull places indeed if we faced a con
tinual diet of heavy ideas, weighted by world importance.
We'd also have a lot of trouble, some of us, in finding top
ics. There is a place for the light, humorous speech as well

as for the purely informative one.
Every speech we make, from the brief Table Topic to
the longer prepared speech, is a bid for attention.
Attention must be deserved; if it is given to us, we must

repay the gift by offering something worthy of that atten

tion. Only by making this a primary concern can we be
sure that we are using our club as a laboratory for our own
development, not merely taking advantage of a captive
audience.

Our training in evaluation should help us in selecting
the ideas and themes which go into our prepared speech
es. Fuzzy thinking has no place in the mental equipment
of a true Toastmaster. As evaluators, we should learn to

spot a weak idea, an illogical or false conclusion, as quick
ly as we spot a "hands in pockets" distraction or a super
fluous "ah."

Our world is full of ideas - good, bad or indifferent.
Each individual is faced with a choice of what to embrace

and what to reject. Before there can be action, produc
tion, growth and development, there must be the idea -

the conception and visualization of that production,
growth and development.
"How you say it" is the result of study, training, prac

tice. "What you say" is what you are.

O

This article by "the editors" is reprinted from the January 1957

edition of The Toastmaster.
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FOR THE NOVICE
By Jonathan Tolstedt

Are you heading for a meltdown?
Try pursuing your speech topic
from a different angle.

The Ice Breaker speech the first real obstacle on
your path to Toastmaster
greatness. Giving that first
speech can be an imposing
barrier, as I recently discov
ered firsthand. I was so dis
traught over my Ice Breaker
that I didn't give the speech
until four months after I
joined my club. But it wasn't
speaking in front of a group

The

Elusive
Ice Breaker

that bothered me - it was

writing that first speech.
speech writing is a tough enough

designing flight deck instruments
for commercial jetliners, and was

believe a mentor would have helped

task as it is, but I had to try to pre
pare and deliver four to six minutes

even moderately enthused about

lieu of that, however, 1 went to the

next best source - my wife, Margy.

of information on a subject I knew

the topic. But in developing my out

so well that it bored me to tears. If

line, I concentrated too much on

my audience were to be interested, I

visual aids to showcase my cartoons,
and I began to realize that the
graphics were doing all the work.
This soul searching continued,

had to figure out how to present the
topic - me - in a way that excited
me as well.

1 tried to find an interesting
aspect of my background to speak

about. I considered talking about
my unusual medical history, which
consists of a series of rather serious

but apparently unrelated illnesses
(such as my two appendicitis opera
tions), but found that it was hard to
talk about internal medicine with

out "grossing out" most of the audi
ence members.

1 tried developing an outline

based on my hobbies of cartooning

Margy is not a Toastmaster, but

she is an accomplished and enter

taining speaker in her own right.
Her past involvement in oral inter

pretation and debate, both as a par

and 1 grew more and more
depressed. 1 know 1 am an interest
ing enough fellow, but it seemed I

ticipant and evaluator, made her

was too close to the subject to devel
op anything but a stiff, uninterest
ing outline. 1 prepared to give my Ice

her speaking abilities, however,
that I relied on to help me out, at
least not initially. It was her fresh

uniquely qualified to be my own
personal speech mentor. It was not

Breaker four times but canceled the

viewpoint.

speech each time it was scheduled. 1
am glad my fellow Toastmasters

words to describe me to someone

were so patient with me.
That's when 1 realized 1 needed

words such as "engineer" and "car

help. Our Toastmasters club is rela
tively small and at the time did not

and writing short stories, which are
unusual enough interests for some

support a coach/mentor.(As the new

one who spends most of the day

club, 1 hope to change that, as I

6

me considerably at this stage.) In

Vice President Education of our
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1 asked Margy to come up with 10
who has never met me. 1 expected
toonist," but was quite surprised
when she hit me with "handsome,"
"intelligent" and "nurturing." The

list of words she gave me was quite
flattering but didn't provide much

should have no more than three or

four major points, but because of my
list format, it worked out well to
have more.

The speech title reflected this

unique format of speech organiza
tion: "Jonathan Tolstedt in 20 Words

or Less." I received several compli
ments on both the title and structure

i

of my speech, and was praised for
having a knack for organization.

jf

If you choose this method of
deveioping your Ice Breaker, the

words you end up with will be as
unique as you are. And assuming

that you interview someone who
knows you as well as my wife knows

me, you will come out of your Ice

material for my speech outline. I

nouns - became the outline of my

mean, as much as I would love to

speech. The adjectives were worked
into my introduction as 1 explained
how 1 developed the format of my
speech, and the nouns formed the

stand up in front of my Toastmasters club and tell them how

handsome and intelligent I am, the

"bullets"

only thing the other
members would learn
about

me

is

how

vain I am.

So I asked Margy
to take it one step

take in creating your
,

...

,,

speech outline, there are

further and give me

.angles'

sponds to each of
the 10 adjectives on

from which that outline

her original list. It

could be developed."

word association game. I read back
her adjectives one at a time, and she

gave me the first noun that popped
into her head. These 10 nouns were

the visual images I would use to
develop my speech.
These 20 words - the 10 adjec

their

the major points of

the body.
1

was

able

to

corresponding

you, and a closer relationship with
the person supplying the words.
The interview

method I have

described also works well for many

of your other speeches. My wife,
who is a professional photographer
by trade, once told me that for every

"perfect" angle from which a photo
graph can be taken, there are at least
two other angles from which that

.

as

and "father," to cut
down the number of

was sort of like a

and

my

husband," "family"

one noun that corre

tives

of

"For every approach you speech, providing

Breaker experience with a better
understanding of yourself, as seen
through the eyes of someone close to

picture can be shot that are as good
or better than the original. The same
applies to speech writing. For every
approach you take in creating your

points 1 would have

speech outline, there are at ieast two

to present during
my speech. Words like "computer"
and "diploma" went together well to
describe what I do for a living and
my educational background, which

other "angles" from which that out
line could be developed. Sometimes
all it takes is a fresh point-of-view to

help you find the best angle for your

speech.

o

are closely related. The remainder of
the words stood by themselves, and I

Jonathan Tolstedt is a member of

ended up with seven key points.
Normally a speech of this length

Cedar Rapids, iowa.

Collins Avionics Club 3250-19 in
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Eight tips for getting closer to people.

6"A omedians Jack Ben y and George Burns

_ y were not only stiow-business colleagues,

blows and becomes
an anchor whenever

they were the best of friends. Shortly after

there is a professional

Benny died, Burns was interviewed and asked

or personal storm. A strong

about their relationship. His reply is memorable:
"Jack and I had a wonderful friendship for nearly 55
years," Burns explained."We laughed together, we played
together, we worked together, we ate together. I suppose
that for many of those years we talked every single day."
Friendship is a vital ingredient for experiencing joy
and fulfillment in life. A good friend heightens happi
ness, lightens sorrow, provides stability during a time of
personal chaos, acts as a cushion when life sends harsh

The Toastmaster ■ September 1997

bond with another individual

provides both a sense of purpose and a sense of class in
life. Thus, it is not difficult to understand Socrates' decla

ration: "There is no possession more valuable than that
of a good and faithful friend."

In spite of the clear benefits of friendship, many
women and men today feel more deprived of friendships
than people in previous generations. Recently, pollster
Daniel Yankelovic reported that 70 percent of people say

BY

VICTOR

they have many acquaintances but few close friends, and
that they experience this as a serious void in their lives.
Although people understand the value of friendship, they
find that making friends isn't easy. If you feel the same

M. PARACHIN

But when I won a prestigious writing award I received just
two phone calls!" That writer's friends could have deep
ened their friendship and demonstrated loyalty by orga
nizing a dinner party to celebrate his accomplishment.

way, here are some simple tips for getting closer to people:

/-^Ilylake kindness a daily habit. Like the sun which
melts away the winter ice, daily kindness causes

yourself to becoming more sociable.

U* Friendships don't just happen. Successful friend

obstacles and barriers between people to evaporate.

ships require some work, planning and organizing.
Commit yourself to the process of making friends. That

People who are kind are never lacking in friendships.
Basketball star Michael Jordan is one of the most respect

ed and popular professional athletes. He

means taking some risks by initiating

contact and being the first to extend the
hand of friendship. Practice becoming
more of a social animal by doing some of
the following:
Introduce yourself to a new person in

also is very kind and generous. One exam
ere is no

possesston more
valuable than that

your office building, the grocery store,
neighborhood, or in a class.
While standing in a line at a grocery
store or bank, strike up a conversa
tion with whoever is near you.

ofa good and
faithful friend.

Organize a small dinner party of three

to five people, and invite at least one
person you don't know well.
When at a beach, swimming pool, park or other
public facility, converse with two or three strangers
you come in contact with.
The next time you have a problem, find someone

in your office or neighborhood who is not particu
larly close to you and ask his or her advice.

- SOCRATES

ple of his kindness was noted by a Chicago
Tribune reporter following a game one cold
night. As the Chicago Bulls superstar head
ed through a crowd of fans toward his car,
Jordan saw a handicapped boy in a wheel

chair some 20 feet away. The youth was
eagerly staring at the athlete. Jordan
walked over to the boy, knelt by him and
engaged him in conversation. The boy was
clearly thrilled by Jordan's kindness. When
the boy's father tried to snap a picture, the
camera didn't work. Jordan noticed, but

without being asked continued to kneel by
the boy's side until the father was able to make the shot.
Only then did the superstar return to his car.

/^iihow genuine interest in other people. "You can
VwVymake more friends in two months by becoming
more interested in other people than you can in two

Invite someone you'd like to know better to join

years by trying to get people interested in you," observed

you for lunch or dinner.

author Dale Carnegie. Another person who understands
the truth of that statement is Mary Kay Ash, founder of
tand

by

og your Mend

Mary Kay cosmetics. She recalls a turning point in her
professional life: "I began my sales career in my early 20s

in bad times and

as a very shy young woman. It was difficult for me to ask

in good times.

for sales - until someone convinced me that it is every

Loyalty is another

bit as honorable to sell as it is to buy. My advice to sales
people is this: Pretend that every single person you meet
has a sign around his or her neck that says, 'Make me
feel important.' Not only will you succeed in sales, you

essential ingredi

ent for intimacy and friendship, yet many people have a
lop-sided understanding of loyalty. The best of friend
ships take place when people serve as both "buffers" and
"boosters" to each other. They act as "buffers" to reduce the
pain of a negative, frustrating, hurtful experience and
"boosters" to enhance, heighten and maximize the plea
sure of a positive event. Do not allow your concept of
loyalty to be one-dimensional, limited to supporting a
friend only in adversity. The other side of loyalty is fes
tive. It involves celebrating a friend's success and victory.

Consider this sad lament of a professional writer: "When
I went through a severe marital crisis all sorts of people
phoned, wrote and visited, offering support and comfort.

will succeed in life."

/il3)ultivate openness. While people who have close

U friendships are a diverse group - they may be younger
or older, male or female, professional or blue collar - one
common denominator is their ability to be open and

transparent. The people around them know when they
are happy, hurting, disappointed, depressed or excited.
Those who have strong bonds of friendship cultivate
openness. They do not mask their origins, their present
circumstances or their dreams for the future. People are
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attracted to those who practice the art of self-disclosure.
One of the most well-liked modern religious leaders was
Pope John XXIll. Wherever he went, people were drawn
to him, partially because he lacked pretense. The son of
poor Italian peasants and overweight most of his life, he
never pretended to be more than he was. Upon being
elected Pope, one of his first acts in office was to visit a

large jail in Rome. As he gave prisoners his blessing, he
remarked that the last time he had been in jail was to visit
his cousin!

another person. When forgiving, it helps to remind
yourself that your friend is human, and as such will
make errors in judgment. Beware of the dangers inher
ent in the refusal to forgive. In their book. Days of
Healing, Days of Joy, authors Earnie Larsen and Carol
Larsen Hegarty share this insight about forgiveness: "A
refusal to forgive is called a resentment. To hang onto a
resentment is to harbor a thief in the heart. By the
minute and the hour, resentment steals the joy we could
treasure now and remember forever. It pilfers our energy
to celebrate life. We victimize ourselves when we with

^L'xpress praise frequently. Consider this insight

hold forgiveness."

v3C^rom psychologist jess Lair: "Praise is like sunlight
to the warm human spirit; we cannot flower and grow
without it. And yet, while most of us are only too ready
to apply to others the cold wind of criticism, we are some
how reluctant to give our fellow the warm sunshine of

praise." Train your eye to see the good in your friends.
Identify their gifts, talents, skills and praise them lavishly

Finally, it is worth remembering that friendships are
like plants in a garden. They require attention, effort and
nurture to remain alive. Friendships never die a natural
death. Friendships die from neglect, abandonment and
disregard. When a friendship dies, one or both parties are

guilty of neglect. So, to keep your friendships healthy,

for them. Not only does such praise bind two people

vibrant and blooming, nourish them carefully!

more closely, but the encouragement can be life-trans
forming as well. For example, a 10-year-old boy labored in
a factory in Naples, Italy. His dream was to become a
singer, but his first teacher discouraged him completely
by declaring,"You can't sing. You haven't any voice at all.

Victor M. Parachin is a writer living in Claremont, California.

0

It sounds like the wind in the shutters."

However, his mother, a poor and uneducated woman,
placed her arms around the boy, praising him. She told

^7

the boy she knew he could sing and could already see

MOVING?

improvement in the quality of his voice. Going barefoot
in order to save money to pay for his music lessons, that
mother's praise and encouragement changed her son's
life. His name was Enrico Caruso and he became the most

Please give us your old address as well as your new one by

famous singer of his generation.

attaching an address label from The Toastmaster.

A pologize when you are wrong. An apology is a tool
^^vthat makes love work. As soon as you are aware that

NAME
CTM

you have made a mistake and caused offense, quickly
apologize. Do whatever you can to make amends. Express
your regret while assuring your friend how much you
value the relationship. If resentment lingers on the part of
your friend, double your effort to resolve the tension cre
atively. Minister and author Robert Schuller offers this
wisdom in his book Tough Minded Faith For Tender Hearted

ATM
ATM-S

CLUB NO.

DISTRICT NO

ATM-I
DIM

CHECK ONE

COMPLETE TITLE(CLUB, DIVISION OR DISTRICT OFFICE)

Would you like a list of dubs in your area'

YES

NO

OLD ADDRESS

People: "Resolving conflicts always starts with a resolu
tion: I will manage the conflict and not allow the conflict
to manage me! 1 will not allow the conflict to collide,

clash or collapse the commitments 1 have made. 1 will be
more patient and determined to turn the conflict around

NEW ADDRESS

and in the process become healthier and happier than I
was before!"

-,^^orgive when you are hurt. When a friend makes
a mistake, have the largeness of heart to forgive.
Forgiveness not only keeps the friendship alive, but it

ends any lingering damage caused by the wrongdoing of

10
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HOW TO
By Gary Michael. Ph.D.

Follow the same principle that governs the success
of any relationship: Make people feel important.

Make a

Powerful
First Impression

To make a powerful first impres
sion, follow the same principle

that governs the success of any
relationship:
important.

Make

people

feel

Whether we're at a Toastmasters

> To communicate that you know
the other person controls the trans
action - for example, a potential
employer or customer - incline your
palm upward slightly. Don't overdo it
or you'll appear obsequious.

Maintain contact for at least two

seconds. Too fleeting a shake comes
across like a jab rather than pres
ence. A two-handed shake conveys
greater intimacy. It works well with

touchy-feely types but might offend

meeting, job interview, dinner with

others. Unless you've observed your

friends or sales call, we make others

target in advance and deem him or

feel important by being fully present.

her receptive to the tactile, it's best
to let it wait.

>• It begins with the handshake.
We send many subtle messages
in the simple act of shaking
hands. Engage the other per
son's hand so your thumb

> Note the person's eye color.
That creates eye contact in a
very natural, non-threatening

way. Maintain the eye contact

notch contacts his or hers.

throughout.

Anything less can convey a
sense of not wanting to

make is to look elsewhere

A

common

mistake

we

touch, even distaste.

before establishing real rap

Have a firm

port with the person in front

but not

overbearing grip. A wimpy
grip runs the same risk as
incomplete contact. Too
much macho and you may
hurt someone, which is never

a good way to begin.

of us. Its effect is like that of a

receiver running with the ball
before he's caught it.

>• Smile throughout the introduc
tion. We want to convey we're not

older folks, who might suffer from

just pleased, but very happy to meet
the person. Body language and
facial expression are tools to com

arthritis.

municate our positive feelings.

Use the same squeeze for men
and women, but let up a little for
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Energy is even more important

than dress and grooming. An

> Describe your work in a manner
that goes beyond such usual labels

interested in what you asked about
rather than just throwing out ques

instant way to energize yourself and

as accountant, homemaker, writer,

tions for the sake of conversation.

enhance your smile is to hold a pos
itive thought, whether or not it's

mechanic, etc. Develop a brief
description of your activity and the

articulated. For example, "You have
bright eyes" or "I hope you enjoy

way people benefit from it.
For example, an estate planner

the meeting."
> Repeat a person's name as soon as

you hear it. "Ron, I'm very pleased to
meet you." Remembering a person's
name goes a long way toward making
him feel important. Repetition is the best
technique for name recall. So use the
name again when concluding the con
versation: "Let's talk more later, Ron."

could say, "1 make sure your assets

> When you respond to a question
with a general statement, add an
example. It will lend credibility to
your remark and make it - and you -

end up where you want them to

more memorable.

when you're no longer here to con
trol them." A decorator could say, "1

> Eschew no-brainer words and

deal with the three bares - bare

phrases like "you know" and "basi

floors, bare walls, bare ceilings."
This kind of response shows you
to be a person of imagination and
gives the listener an easy opening

cally." People who preface every fac

for more questions. Best of all, it
prevents stereotyping of you.

>• Find something on which you
> If you know whom you'll be

as the person's wardrobe. Say some
thing like, "What an interesting pin.
Does it have a story behind it?" By
tacking on a question, you give the

meeting, do

some

about themselves. Make it easy for
them. People reveal more about them
selves - intere.sts, fears, aspirations through stories. Knowing something
about them helps create rapport.
Stories also show people's commu
nication style. Do they use conversa
tion primarily as a way to convey
essential information, to explore
ideas in detail or to bond with other

people by saying only nice things?
Knowing which and adapting your
style to it will create instant rapport.

express disagreement, start with
"and" rather than "but." "But" is a

Arrive informed. Armed with infor

mation about the company you
hope to join, you can relate your
of the prospective employer.
Likewise, salespersons can show
how their product or service will
meet existing and future needs of
potential customers.
>

Ask

other person just said.

homework.

unique skills to the specific needs

Most people like telling stories

sound insecure and inarticulate,
probably even to each other. To

rapport killer - it nullifies what the

can give a sincere compliment, such

person a chance to talk.

tual statement with one or the other

>• Above all, practice active listening.
Maintain eye contact. Nod, smile,

show you're interested. Occasionally
bounce back what you just heard.
"So you find that... ."
An active listener

ated. Then you, the listener, bask in

reflected glory.

Gary Michael Ph.D., is a professional
speaker, corporate trainer and uni

versity teacher living in Denver,
Colorado. He is author of the book.
It Gives Me Great Pleasure: Public

Spcakin^^ Made Fun and Easy.

Speak
M)e
with
Perfec
ect Timing...

SPEAKING FOR SUCCESS

fi^e/yTime.

Be part of the exploding motivational seminar
industry. Engage our selection proce.ss to
see if you qualify to live your dreams as a
professional speaker. The complete Nightingale

• Speak over your time limit?

• dance at yourwatch?
Never have these problems again!
Pace yourself with Vibrations or
Beeps. Set up to 3 alerts.

Conant line is also available at wholesale for

• Pacer• Clock - Stopwatch • Timer -

your Back Of The Room Sales table.

(561) 753-4455
I.P.A.
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questions. "What's the

biggest change your business faces?"
"Of what is your company most
proud?" "What's the most satisfying
(and/or challenging) thing about
your job?" It's better to pursue one
topic with follow-up questions than
to skip around. You want to appear

Be Proactive! Call Today!

makes the

speaker feel important and appreci

PAC^ETJER.
"It gh/es me perfect timing and confi
dence, everyone should use one."
Mark L Brown

1995 World Champion of Public Speaking

New

Price

529'95

Now Sold by Toastmasters!

(714)858-8255

CAN WE TALK?
By Patrick Mott

What does your voice say about you?

V

Disembodied Voices
FOR THE BETrER PART OF 10 YEARS, I HAD BEEN LISTENING WITH

familiar pleasure to a public radio program called
"Adventures in Good Music." A daily feature on my local
classical music station, it was - and is - a kind of upmarket

and

nearly every other animal,

machine, inanimate object or flight of
fancy the cartoon crew at Warner

Brothers - and Jack Benny - could
dream up. Blanc delighted in every
one of the characters and ran through

features, and his voice took on an almost caressing tone

almost all of his repertoire for me and my tape recorder. It
was both dazzling and unsettling. All these characters were
beloved friends of my childhood. But now their voices
were coming out of the mouth of the round, charming lit
tle man sitting across the desk from me. I expected to feel
someone shaking me awake at any second.
If we have any imagination and life experience at all,
we can't control our tendency to quickly assign a corpore
al body to a disembodied voice. We base these instant

when he talked of his art.

impressions on what we have heard before. This won't

music appreciation class hosted by a lecturer, teacher and
pianist named Karl Haas.

Haas' voice had, from the start, a particular appeal for
me. It is deep, mellifluous and carries pleasant European
overtones. It was all the more satisfying for me because it

was the voice, in almost exact reproduction, of a beloved
music teacher out of my past, Fred Ohlendorf. Ohlendorf
was avuncular, grandfatherly, bald with striking German

So naturally, whenever I listened to Karl Haas 1 envi

sioned Fred Ohlendorf. Then one day I picked up a book
Haas had written and looked at the back of the dust cover.

There was Haas, looking nothing - nothing - like Fred
Ohlendorf. Very natty and handsome Haas was, but he
wasn't Ohlendorf and it let me down.

Such thoughts are naive, of course, but we can't help
them. It happens to us all: We hear a voice on the phone,
on the radio, on some disembodied medium, and we

instantly form an impression of the speaker - what she
looks like, how he acts. It might come in a flash of associ
ation with someone else or it might simply be the prod
uct of a quick and agile imagination. But the result often

necessarily get us in trouble, but it can be the source of
embarrassment if we actually get to meet the owner of the
voice. If that honey-dripping voice on the phone turns out
to be contained in a Woody Allen body - or if you discov
er that the annoying squeak belongs to the woman of your
dreams - you could have a difficult time preventing your
self from blurting all that out in sheer jarring surprise.

In a more practical sense, we should recognize that not
everyone is blessed with a pleasant telephone voice. We
may not like what we hear through the receiver, but to let

that impression control our judgment about the man or
woman on the other end could lead us to sound or act dis

missive or abrupt. And being cowed or awed by a voice that

is the same: We're wrong.

sounds like Charlton Heston can be just as unpleasant.

Dozens of wrecked film acting careers bear this out.
When movies began to talk in the 1920'$, the unemploy

ing talent, but who had voices that nullified both.
Seductive vamps with Brooklyn twangs (remember Singin'

The goal might be as simple as basing our first impres
sions not on whether the voice has a pleasant sound, but
whether it, and the speaker, seem to have a pleasant
nature. That, after all, is the truest picture we can form of
any person, visible or invisible.
In the end, getting to meet the person behind the voice

In The Rain?), beefy heroes with nasal whines - they either

is, in a way, to meet them all over again. It was easy to like

ment line swelled with silent film performers who were

blessed with matinee idol looks and possibly even real act

went to voice coaches or went into retail.

Karl Haas - and Bugs Bunny - from the start. Knowing the

Several years ago, 1 interviewed Mel Blanc, a man who
has spoken to most of the world, but seldom in his own

source of their voices was like making two new friends. O

voice. Blanc was the brilliant vocal gymnast who gave

voice to Bugs Bunny, Daffy Duck, Elmer Fudd, Porky Pig

Patrick Mott is a w riter living in Fullerton, California.
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Want to be more persuasive? Here's a

By Paula Blunck

new look at some old Ideas.

Connectinq
With Your Audlencel
Wearing his best suit and using ''proven" materials, John
thought his insurance sales presentation to a local busi

- to be believable;
■ Emotion (pathos) - to move the

ness association would be a hit. Instead, he struck out.

listeners through their feelings.

The same presentation that had been received with enthusiasm
by other groups earned only a polite response from this group.
Another executive, Kevin, knew

that his presentation about pro
posed contract changes would meet
with some resistance by his staff.
While he was prepared to handle
any question or concern, the bar

rage of hostility directed toward
him took him by surprise.
Susan, an architectural engineer
for a large firm, often gave presen
tations

■ Demonstration of character (ethos)

to

prospective

clients.

However, in spite of her thorough
preparation and strong, logical
delivery, Susan's presentations
weren't getting the results she
expected.

Each of these speakers has two
things in common: Their speeches

sidering time-tested concepts by the
ancient Greek philosopher Aristotle.
While taking a graduate course in

Although Aristotle recognized
the importance of logic, he believed
the perceived character of the speak
er was a greater factor in persuading
an audience. Aristotle's definition of

"ethos," or character, was three-fold:

rhetoric, 1 learned that some of the

best persuasive speakers of our day
(and throughout history) have applied
Aristotle's ideas on the art of rhetoric.

Aristotle was born in 384 B.C.,

the son of a physician. Having a
penchant for scientific knowledge,
he developed a systematic study of
persuasive speaking which he taught

1. Good will, showing that the
speaker has the audience's best
interest in mind;

2. Good sense, often evidenced

from one's own experience;
3. Good morals, as an indicator
of the trustworthiness of one's
statements.

to his students in Athens. His trea

tise, Rhetoric, is still relevant today.
According to Aristotle, persuasive
speaking is simply a matter of stat
ing your case and proving it. The

Consider John's presentation to

the local business association again.
Even though John logically proved

that his insurance plan was superior

speaker's effectiveness, however,

and more cost-effective than his com

association's business. Later, John was

tion, each speaker failed to achieve

depends largely on the proofs them
selves and on the speaker's commu
nication style. Besides existing

desired results.

proofs (such as documents and

were logically constructed and well-

delivered, yet despite their prepara

petitor's, he was not able to win the
told that some of the association

depositions), Aristotle said a speaker

members would rather pay a little
more and work with someone they

DUST OFF YOUR ARISTOTLE

could create what he called "artis

knew. WhatJohn discovered, Aristotle

In addition to preparation and a lot
of practice, is there a way to give

tic" proofs. He suggested three dif
ferent types:

that character is one of the most sig

■ Logic (logos) - to prove some
thing is so;

nificant factors in persuasive speaking.
During subsequent months, John
became better aquainted with the mem-

more persuasive presentations? Yes!

You can significantly increase your
presentations' success ratio by con

14
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had discovered 2,500 years earlier -

without sacrificing quality.

bers of the association. He listened to

their concerns and took opportunities

SIGNIFY YOUR STYLE

to prove he could be trusted.

Even though Aristotle's "artistic"
proofs - logos, ethos and pathos may significantly impact the overall
persuasiveness of a presentation, he
felt that style - the matter of how

The next year, John gave another

presentation to the same business
association. This time he easily con
veyed goodwill by demonstrating his
understanding of the association's
needs. He also had gained their con

language is used to convey a message
- also must be considered carefully.

BRING ARISTOTLE TO YOUR MEETING
Like Susan, Kevin and John, we all

are constantly faced with different
situations that require some persua
sive skills. For a closer examination

of Aristotle's ideas, I suggest purchas

two factors resulted in John winning

and appropriate" - meaning consis

ing a translation of Rhetoric. My copy,
translated by W. Rhys Roberts(1984),
is quite readable and packed with

the association's contract.

tent with the occasion, the disposi

practical ideas and applications.

fidence. The combination of these

Speeches should always be "clear

If your club is interested in an

tion of the audience and the per

educational session on persuasive

As important as it may be to convey

sonality of the speaker. It sounds
simple, but clarity can be one of the

good character when presenting log

more difficult speaking skills to

ical arguments, Aristotle recognized

master.

some well-known speeches using
Aristotle's concepts? Depending on
what kind of program your Vice

APPEAL TO THE HEART

that the feelings of an audience
need to be persuaded as well.
Being an astute observer of human
nature, Aristotle knew that people
want reassurance and encourage
ment. Therefore, he advised speakers
to recognize and meet these needs.
Take, for instance, the scenario

involving Kevin's proposal to his
staff concerning some contract

Too often, speakers present com

speaking, how about analyzing

plex and detailed information as
though it were going to be read

President Education has in mind,

rather than heard. Aristotle advised

es on video, listen to other members

his students to use repetitions of
words and phrases for greater effect.
To combat what he viewed as an audi

ence's "defective" hearing, Aristotle
recommended using conversational

your club may want to view speech
deliver well-known speeches, or

simply read and discuss a sampling
of great speeches. Most libraries
have collections of great speeches;
an

outstanding

contemporary

example is Dr. Martin Luther King,

changes. When Kevin made his pre

language sprinkled with analogies
and metaphors to give a speech clar

sentation, his staff turned hostile and

ity and freshness.

perceived him as indifferent to their
fears; they also thought he came

Gradually, Susan, the architectual
engineer, figured out that some

across with an attitude of "take it or

audiences seemed overwhelmed by

leave it." Some employees did just
that - they left the company. Had
Kevin recognized the fears and con

her presentations. By paring down

Though Aristotle's ideas are not
quick-fix rhetorical devices promis
ing instant success, speakers who
carefully study his methods and
practice them will no doubt reap

her technical terminology and

the rewards.

replacing it with conversational lan
guage and good analogies, Susan
developed "listener friendly" talks

Fairview, Oregon.

cerns of his staff, he would have had
a better chance of reassuring them.

Jr.'s, "1 Have A Dream" speech.

o

Paula Blunck is a writer living in
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en Jury lives in Auckland, New
Zealand, where he is the owner

and CEO ofLen Jury Ltd., an inter
-o.:

nationally known stamp dealing firm. He also
owns a 300-acre dairy farm outside Auckland.
Len has been a consultant for the New Zealand

District Governor, Len immediately was elected to the
organization's Board of Directors and served as an

International Director in 1990-92. He subsequently served
as Third, Second and .Senior Vice President.

In this interview, Len explains what has kept him
active in Toastmasters during all these years and shares

his goals for his year in office and, ultimately, for the
organization.

Post Stamp Design Council and has served as

president of the New Zealand Stamp Dealers
Association. He and his wife Heather, who is a
CTM, have two grown children, Sheryl and
Ian, and a 9-month-old grandson, Hamish.

How did you select your theme "The Thrill of
Success" and what is its message to each member?
F.ven though I've been a Toastmaster for over
20 years, I still go to every meeting with a won
derful feeling of anticipation. Toastmasters is about
achievement. 1 revel in the success of each member. In

A Toastmaster for 21 years, Len still is an active mem

ber of three clubs. He started taking advantage of the
many leadership opportunities early on, and has served
with great honors in all the leadership positions he has

front of an audience we all conduct a personal battle to
improve our abilities. Nothing can be as .sweet as the
thrill of realizing that yes, we have achieved success!
The message to every member is that Toastmasters is

held. As District 72 Governor in 1989-90, he led the dis

a very special organization. Toastmasters is like having

trict to President's Distinguished District and received

our own practice ground. Here, in front of a supportive

the President's Extension Award and President's 20 Plus

audience, we can hone skills that are not only essential
in daily living, but we can capture skills that will put us

Award for successfully building clubs with a strong mem
bership of 20 and more members. Following his term as

16
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ahead in business, sports or any field we wish to embark

Meet Len Jury, DTM,Toastmasters

newly elected International President

uccess
'Whatever is your deepest goal in life, never give it up,
-LEN JURY

upon. Every Toastmaster's "Thrill of Success" reveals a

little more of the possibilities of a member's life.
What do you hope to accomplish during your term as
President?

International will be setting the world on fire in the
cause for better communication and leadership.

When did you join Toastmasters and what were your
personal goals?

proud of their contribution to the bet

1 joined Toastmasters in 1976, when 1 became
president of my Lions club. The circumstances
were those of necessity; suddenly 1 had to lift
my speechmaking skills beyond the level of

terment of mankind. 1 want to see

mumbling minutes. A few months later 1

members so proud that they want to

had thrust upon me the role of chairman
of the local primary school's 125th
anniversary. My personal goals were very

I hope to see each of our 8,300 clubs as a passion
ate, vibrant center of education and achieve
ment, whose members are immensely

share with others the benefits they

have reaped. My plans for this year can

simply be translated into the formula
11-4-11: Every club to bring in at least 11
new members. This will ensure that clubs

replace lost members and grow. I challenge
every club to focus on helping at least four mem

immediate - a successful Lions club year

and a most enjoyable jubilee for some hun
dreds of people. Certainly my newfound
Toastmasters skills and confidence helped me
to contribute to both those results.

bers achieve their CTM this year. With these new

Competent Toastmasters, we would have such an upsurge
in enthusiasm, achievement and excitement that people

would line up to become members. And with such increase
in demand we could easily achieve the third leg of the for
mula, which is an average of 11 new clubs per district.
With the accomplishment of 11-4-11, Toastmasters

Many members leave Toastmasters after a year or two. What
has kept you active and committed to our organization?
Because 1 was inspired, because success suddenly came
within my power to achieve, because of the opportuni
ties we provide for others.
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It's been said that man's greatest gift is the ability to help
others. It took me a long time to look beyond gaining skills

of organizational growth. However, as a new member, we
already have contributed to two - if not all three - of

for myself. International President Eddie Dunn in visiting

these aspects.

New Zealand in 1984 gave me a new appreciation of
Toastmasters as an international organization. At around

10 percent growth per year. They do this to survive as a

the same time, one of our club members stepped outside

corporation. Toastmasters is no different, even though it

the club contest and won right through to the finals of the
Overseas District Speech Contest in the United States. I was

- set at much more modest levels than 10 percent - is not

impressed that an individual club member could go so far.

Many corporations worldwide set a minimum goal of

is a not-for-profit educational organization. If our growth
maintained, it becomes increasingly difficult to maintain
the level of services now available to clubs and members.

My dreams for CTMs have been realized. This year 1 am very

Having been a member for over 20 years, 1 am delighted
with the level of support we now are offering, compared
to only 10 years ago. Today there is a myriad of speech
manuals - not to mention manuals for training district
and club officers, starting new clubs and enhancing club

excited that the ATM requirements have been reduced from

performance.

15 to 10 speeches. I earnestly hope that many more
Toastmasters will now continue their membership - not only
to complete their advanced manuals but to take greater par

over the past five years weathered the severe downturn in

How can we encourage more members who have
achieved their CTM to continue working toward the
ATM and DTM awards?

ticipation in all club and leadership activities. Our newer

With our perceived preoccupation for growth, we have
membership that other organizations have suffered.

What do you hope to accomplish during your district

Today with the upturn in the American economy we are
better able to grow and improve the organization.
Unless there is a strong and continual emphasis on
encouraging new members, new clubs and growth, the
benefits we take for granted today can easily be lost to

visits this year?

future generations.

members will gain more from their membership by seeing
the experience of these members.

If 1 can get members to have greater faith in their abilities

I will be very happy. I'd like to encourage members to
keep extending themselves so that the "Thrill of Success"

is an ever-changing culmination of greater improvement
of skills. I am also looking forward to talking with as
many club members as possible, for they control the
future direction of this organization.
What qualities do you most admire in a Toastmasters
leader or member?

What is the main challenge facing Toastmasters in the
future?

It's definitely the competition for time. With the growth
of technology we have the paradox of more time, and
more to do in that time. Our expectations for what we

can do in our lives are hugely different from those expec
tations of just 20 years ago. Today we expect results, sig
nificant results in a much shorter time frame. In the

instant world of the Internet and fax machines, we expect
almost instantaneous answers, benefits and solutions.

1 admire every member for having the fortitude to join
this organization. My admiration increases as they ven
ture beyond their comfort zones in their quest for success.
And 1 truly admire every Toastmasters leader. In a world

where so many think only of themselves, 1 respect any per
son who unselfishly gives of their time and talent to help
others. 1 know the rewards of being a leader in our organi
zation are very personal, humbling and yet outstanding.
This organization has a preeminent place among all ser
vice organizations worldwide due to the superlative quali
ties of our leaders, past and present, in clubs and districts,

Toastmasters International is competing for people's
time. If our members don't feel their time spent at club
meetings is of value, they will quickly leave. We will
always have a captive market that will endure if we are

prepared to meet society's needs. This, however, requires
the responsibility to evolve our product - the
Toastmasters program - to meet the lifestyle and expecta
tions of the public - especially professionals in the 25- to
45-year age bracket.

as well as our past international leaders and the outstand

Does each member have a responsibility toward their

ing support and work by our World Headquarters staff.

club and the organization as a whole?

Why does Toastmasters spend so much time empha
sizing growth, new members and new clubs?

Yes. Today we take each club member's responsibility
much more seriously than in the past. No more can peo
ple join, take and leave. For the benefit of the organiza

As a club member preoccupied with improving our own

they have a responsibility toward all their fellow club

skills, it is difficult to come to terms with the necessities

members and not just for themselves. It is not acceptable

tion and its members, it is vital that all members know
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for members to turn up at meetings whenever they feel
like it or only when they are scheduled to give a speech.
The benefit they receive from an effective evaluation can

World Headquarters staff support - are at hand. Our chal
lenge is to have everyone use these manuals and pro
grams effectively.

only happen when they fully partake in all club meetings.
Effective meetings don't just happen - they require
involvement from all members. Every speaker needs an
audience. Being a member of the audience is as important

How has the leadership experience you've acquired in
Toastmasters helped you in your career?

as completing a speech or meeting assignment. Often a
speaker's greatest progress comes from being an observant

My Toastmasters leadership experience has most definite
ly produced spectacular results in my business as well as

member of the audience.

in other activities. Simple "head knowledge" can never

replicate the hands-on experiences I've aquired in
How has Toastmasters changed since you joined?

Toastmasters has changed dramatically since I joined in
1976. My appreciation of the magnitude and colossal
time and effort put in by our approximately 170,000
members certainly has widened. My original perception
was of a small club that appeared to exist of its own voli

tion, except for The Toastmaster magazine distributed by
World Headquarters.

Toastmasters. Toastmasters has taught me the importance

of perseverance, of trusting people to guide me through
potential disasters or horrendous problems, and of work
ing together to achieve astounding results.
Those who believe Toastmasters is only about speech-

making skills miss out on so many life-changing benefits
by not taking advantage of the leadership opportunities
available.

Paradoxically, perhaps the greatest benefit is to feel the

1 am impressed by the immense growth arising from a

fires of failure and to taste the "Thrills of Success." You

simple idea by our organization's founder, Dr. Smedley. In
my own district I have seen the number of clubs more
than double in the last 10 years. Even more satisfying is

come out a stronger person, and more successful - if you

the accomplishment of more CTMs per club now than
was being achieved then. All our clubs are providing bet
ter educational opportunities every year.

Today our members and district officers do not have
to spend valuable time re-inventing the wheel. The tools
- in the form of speech manuals, training programs and

NOTICE OF ACCEPTANCE OF

really want to be!

If you had one message to every Toastmaster, what
would it be?

Whatever is your deepest goal in life, never give it up. The
power of perseverance will always outlast the brightest of

comets that zooms across the sky.

O

FOR INTERNATIONAL DIRECTOR FROM OUTSIDE
THE UNITED STATES AND CANADA:

NOMINATIONS
FOR INTERNATIONAL OFFICE
Following are the qualifications needed to hold International
Office:

DISTRICTS OUTSIDE REGIONS; ELECTED IN EVEN-

NUMBERED YEARS)
■ active member of a Toastmasters Club during the entire 12-

month period immediately preceding nomination.
■ served an entire term as District Governor at the time of elec

tion; or Chairman or Chief Officer of a non-District adminis

trative unit during the entire administrative year immediately
FOR INTERNATIONAL OFFICER:

before the unit became a District or Provisional District; or as

■ active member of a Toastmasters Club during the entire

District Governor during the entire administrative year in

12-month period immediately preceding nomination,

which the unit became a District or Provisional District.

■ served a two-year term on the Board of Directors.

If you are interested in running for International Office at the
FOR INTERNATIONAL DIRECTORS

1997 International Convention and meet the qualifications

(DISTRICTS WITHIN REGIONS)
■ active member of a Toastmasters Club during the entire
12-month period immediately preceding nomination.

stated above, please write or call the Policy Administrative
Department at World Headquarters for a booklet

■ served an entire term as District Governor at the time of

Board of Directors of Toastmasters Inter

election.

■ not more than one of the elected Directors may be from
one Club or any one District.

called "Information for Candidates to the

national." This booklet contains a "Letter of
Intent" to be sent to the International

President by December 31, 1997.
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AUDIOVISUAL

SUCCESSFUL

PRESENTATIONS

from Toa§tmasters International

■Tl Mike Silverman, DTM

I I Thames Ditton, Surrey, England

SPEAKING

PETES H PDINUI

The tools yoii^ll need for creating and

delivering outstanding presentations.
The TOASTMASTERS II\TER1\AT10!S AL
Guide to Audiovislal Preseiatatioiss

By Peter H. Piitnian — This book contains all ihe

information you need to prepare and present an
audiovisual presentation. Youll learn the most
common visual aids - from low-tech handouts to

high-tech ones using computers - and the tips and
techniques for designing and using them effectively.
YouMI discover the four steps in developing any
audiovisual presentation. #B 97 / $9.93

speaker, which can be critical to your success.
Communication is the essence of leadership. The book
shows the "what's," "why's," and "how-to's," of effective
communication. #B 98 / $17.95
(luimtity Ordered;

PWMEM MUST ACCOMPAXT ORDER
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Q Please chai^ my: MaslerCaril' Visa
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Credit Card No.
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The TOASTMASTERS llATERIA ATlOIN.AL
Gl lDE TO StCCESSEl E SPEAKIIAO

By Michael Ann and JeffSlutsky - Gives you the
tools you need to become more proficient as a public

City
Country

_ Slale/Pmvince,

_Zjp

Mail to: Toastmaslers Inlernalional
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START

A

^pe€ikers

^ureau!
What's in it for you
and your club? Read on!
eople typically join a Toastmasters
club to learn public speaking skills.

^

After earning their CTM, however,

many members yearn to try their wings before
audiences outside the comfort zone of their
club meetings.
This realization is what prompted Bette Robinson,
DTM, of Mid-Cities Noon-Time Club in North Richland,

Texas, to start a speakers bureau in her area. "Tm in a
club of experienced, older members," she says. "We
don't need to know how to make speeches anymore; we
just like speaking."

Robinson is just one of many Toastmasters who saw a
need for new speaking challenges outside the predictabil
ity of the club setting and decided to do something
about it. Today, there are more than three dozen
Toastmasters speakers bureaus internationally.
THE BENEFITS OF TOASTMASTERS SPEAKERS BUREAUS

New concepts, particularly those that require putting
forth some time and effort, often generate the question:
What's in it for me? Read on and find out. A Toastmasters

speakers bureau in your area would:
Give your club more exposure within the community,
thus draw new members.

By Patricia L. Fry. CTM ■ illustration by Mike Cressy
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>• Create opportunities for members to further hone their

ters competency rating, a list of speech topics, interests,

speaking skills and increase their experience outside

hobbies and when this person is available to speak.

the club environment.

Provide a place for the applicant to write a profile of her

> Provide opportunities for members to do self-, businessand cause-related promotion through speeches through

out the community. For example, an author might
promote her local history book by giving historical
talks for service organizations. A member who works
with abused children may raise awareness and recruit
volunteers through inspirational and informational
talks to church and community groups.

self. Distribute applications to all area clubs. If members

seem reluctant to commit, you may have to get out and
do some recruiting. Robinson did just that. "Some mem

bers were lazy about sending their applications to the
speakers bureau," she says. "Being active in the area, I

knew who was good and I'd just call them and encourage
them to get involved."
Evaluate bureau applicants. Most speakers bureau

KNOW AND FOLLOW TOASTMASTERS REGUUTIONS AND POLICIES
All speakers bureaus are not created equal, but there are
certain criteria all Toastmasters-sponsored and operated
bureaus must follow.

■ Consult with your area and district leaders before start
ing a speakers bureau. Also order Toastmasters Inter
national's "Speakers Bureau" brochure (Catalog No. 127),
which provides helpful information.

■ Allow only Toastmasters in good standing to partici
pate as speakers.

■ Do not charge or allow members to charge for their
presentations. If the organization offers an honorari

um or donation, it must be placed in the club treasury.
TWELVE SIMPLE STEPS TO STARTING A SPEAKERS BUREAU

coordinators seem to require that applicants have at

least a CTM rating. If your area is small, you may want to
arrange to hear each speaker in person. If this is impracti
cal, request recommendations from club presidents.
Fuller asks applicants to submit tapes, which she later

reviews with a committee. "It's a small committee of just
three members from three different clubs," she says. "If
you have too many people involved, you'll have more
disagreements."

5Create a promotional piece. While some speakers
bureau leaders simply design promotional fliers to

advertise their bureau, others create detailed promotional
pieces. Baker produced a booklet in which she devotes a

half page to each of her 18 speakers. The half-page listing
includes the speaker's bio and speech topics. Baker asks
for a $20 contribution from speakers to cover the cost of

Decide whether thi.s is to be a club or a district prom ject. You may find that the demand for speeches is

greater than the supply of speakers if you try to keep
things too small and confine your bureau offerings to just
one club. By involving the entire district or at least sever

al clubs in the speakers bureau, you'll have more people
to draw from to help organize and operate it. And you'll
have a greater variety of speaking opportunities when you
have a greater array of speakers.

2Notify local Toastmasters. Anita Baker, ATM, mem
ber of Speakeasy Toastmasters in Oklahoma City, and
coordinator of the local speakers bureau, sent fliers to the
presidents and public relations officers in 35 clubs
throughout Oklahoma City asking them to announce her
plans for a speakers bureau to their members. Selena

Fuller, DTM, and member of Gateway Toastmasters Club
in Philadelphia, Pennsylvania, submitted an article to her

district's newsletter announcing her plans to start a speak
ers bureau. Follow up your written announcement with a
visit to area club meetings to talk about the bureau and to

answer members' questions.

printing the booklet. She also sells advertising space to
Toastmasters clubs.

6Locate groups in need of speakers. Baker sent
press releases to local newspapers announcing the
speakers bureau and then sent her booklet to those

expressing an interest. Robinson, on the other hand,
approached organizations directly. "I contacted the
Chamber of Commerce in the area, as well as libraries, ser
vice and social organizations, charity organizations and

schools," she says. "I also had notices posted in libraries,
the city hall - any place I could get people to put them."

7Train the speakers. Your speakers are Toastmasters
who probably have earned their CTM, so they
should know the etiquette of public speaking. It's highly
recommended, however, so everyone is on the same
wavelength, that you provide an orientation at least once
a year for incoming speakers.

SDesignate a contact person. Baker arranges to
have organizations contact the individual speakers
directly. "1 felt it would be too much of an administrative

'Distribute applications. Create an application that
includes spaces for name, address, phone, Toastmas
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problem to have the calls come to me," Baker says. "And
I'm glad 1 did it this way, because we had an overwhelm-

ing response." Most bureau operators, however, prefer
maintaining the control over matching the individual to
the organization and providing their speakers with equal

evaluation. To operate a successful speakers bureau, you

opportunities. Both Robinson and Fuller field calls for
their speakers themselves.

TIPS FOR SPEAKERS

must have satisfied clients.

9Seek additional speaking opportunities within the

>• If you want exposure and experience, hone a generic

community. According to Robinson, some charity
and other organizations, as well as businesses, offer train

the most popular. "Motivational speeches are going to
carry you anywhere," suggests Fuller.

ing for people who want to speak on their behalf. Many of
her speakers took advantage of such opportunities. On one

> When filling out the application that will go on file in

occasion, 150 Toastmasters attended an orientation to

speak on behalf of a new museum exhibit. "Particularly
interesting," says Robinson, "was speaking for the Dallas

motivational or humorous speech, as they seem to be

the speakers bureau headquarters, avoid being too
generic. List several speech topics. Saying, "I speak on
any topic," is not specific and you will be overlooked.
> Arrange to have a fellow Toastmaster evaluate your

County Council on Alcoholism. We told them,'we're not

outside speeches, so they will count toward your next

volunteering for your organization, we're purely interested

level of Toastmasters achievement.

in public speaking.' But many of our Toastmasters started
working for that organization as volunteers because they
were so caught up in the work they were doing."
Solicit additional publicity for Toastmasters.

m

Notify local newspapers about events in which

Toastmasters are participating. If reporters don't come out

for the story, take pictures and submit an article yourself.
Keep an open line of communication with your

m m speakers and clients. Be concise and thorough in

Having a speakers bureau is not only a service to mem
bers, but, as Robinson says, "It's also a wonderful com
munity service. We have people who can speak on any
thing in the world. I send Toastmasters to conduct
telethons, to be master of ceremonies, we send people to
churches to speak and to garden clubs and schools."
It's also a great way to increase membership. According
to Baker, "We get a lot of calls from people just wanting
to know more about Toastmasters."

If you want to increase your membership while offer

receiving and relaying messages regarding scheduling.
Keep excelient notes. Put things in writing to both the
speaker and the client.

ing members a wider arena for growth in public speaking,
consider starting a speakers bureau. The sky is the limit.

Follow up! After a presentation, call the contact

Patricia L. Fry. CTM. a regular contributor to this magazine,
is a writer living in Ojai, California.

12person from the group or organization for an

Are Ton Good Enough
to be a Pro?

o

You must have completed a minimum of 25 speaking

engagements outside the Toastmasters club environment
within the past three years. Then, you must pass a rigorous
two-stage judging process.
Those Toastmasters who earn the prestigious title of

Accredited Speaker will receive widespread recognition

Toastmasters^ Accredited Speaker Program
is now accepting applicationsfor 1998.

The Accredited Speaker Program is designed to rec

both inside and outside Toastmasters International. They
will have taken the steps that can launch them on exciting
careers as professional speakers.
Only a handful of Toastmasters have what it takes

to become Accredited Speakers. If you think you're one
of them, write to World Headquarters for details on how to
apply,

ognize those Toastmasters who have attained a
professional level of excellence in public speaking.
To qualify, you must be an Able Toastmaster (ATM)

The deadline for the 1998 Accredited Speaker Program

and a member in good standing of a Toastmasters club.

Is November 1,1997.
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MANNER OF SPEAKING
6y Edda R. Bevilacqua. ATM

Organize Your Speech the SQ3R Way
As an English instructor at a junior college, one of the most as necessary for you to leam u, so you
important lessons I taught, and later used as a speech topic,
comfortable when presenting

was an organizational
technique
known as SQ3R.
The acronym
^
^
^
z

stands for! Survey, Question, Read, Recite and Review.
How may SQ.3R be used to organize a speech? Let's take

a look at the individual steps in the process and then put
them together to see how the process can help you:

SURVEY:In much the same way as an opinion poll helps

^To

audience.

summarize, heres the SQ3R

technique for speech organization:

Survey: Find out what you wish to speak about.
Question: Ask pertinent questions. These questions may fol
low the basic "Five W's and H" formula or be open-ended.
Read: Read and internalize one point of your speech at a time.
Recite: Practice your speech out loud.

people feel out their opinions on current issues, a survey
of a potential speech topic helps the writer decide, or feel

Review: Keep practicing. You'll learn something new

out, what he or she wishes to speak about. When you do a

every time you give the speech.

survey, remember "The Five P's" of speech organization:
1. Prepare (Do the research)

2. Plan (Know your topic)
3-5. Practice, practice, practice

QUESTION: What kind of questions should speakers and
writers ask? One type of questioning falls into the basic
journalism class formula: Five W's and H (Who, What,

When, Where, Why and How). With those basic questions
in mind, the speaker is ready for the next step, asking his or

Remember that each step in the SQ3R process builds
on the previous one. If the speaker knows the topic, asks
the right questions, reads, recites and reviews the speech,
he or she will be ready to present it to an audience of any
size. Nothing happens in isolation, especially not a good
speech. SQ3R is a tried and true method of writing, orga
nizing and presenting a speech.
o

Edda R. Bevilacqua. WM.is a member oif three Toastmasters clubs
in California: two in Santa Maria, and one in Lompoc.

her own questions.

READ: When learning a speech, read one point of the
speech at a time. This eliminates the mental overload

that inevitably comes from trying to digest too much
material at one time. Read one point, internalize it and
move on, systematically, until you have learned the entire

speech. Notice that effective reading is based on the ques
tions you have formulated from a survey of the material.

RECITE: When you recite, you rehearse the answers to your
questions out loud. Reciting a speech is, literally, practic
ing It out loud.

REVIEW: Part of writing is rewriting. It follows naturally,
then, that part of reading is re-reading. Practice your
speech over and over again and repeat the process as often
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^J^oems
for
Enjoyable Reading
and use in

Public Speaking
Price $12.95 (plus $1.75 postage)
Write to:

'Poetry is more than uwds,

JB Klug

it's a great and glorious gift."

1916 3rd St. NW • Minot, ND 58703-1344

- mmi(Kutc) TiiUNi)t;RG

HOW TO COHHT YOUR

36 La Verne T. Hawkins, DTM

60 Terry W. Kirk, DTM

1401 BlairMII! Rd. #1619

269 High St.

Silver Spring, MD 20910

London, CN, Canada N6C 4L3

61 Jack Gammon,DTM

37 Van Sherrill. ATM

7570 Tfimdad

1466 Old Coach Rd

07-90 District Oovernor

38 June Cottrell-Mlller, DTM

For the protection of all members, use of a Toastmasters list of names,

39 Roberts J. Battle, DTM
4510 Valley Hi Dr

644 Roxanne Dr.

such as this list of District Governors, or lists from any other

Sacramento, CA 95823

Aniioch. TN 37013

Toastmasters source, for any purpose other than for official Toastmasters

business, is strictly prohibited. Member or Officer lists may not be used
for solicitation purposes at any level of the organization.

Kernersville. NC 27284-9475

5377 Thunderbird Pass

1221 Dorseil Dock Rd.
Point Pleasant. NJ 08742

Grand Blanc, Ml 48439

63 Sally M. Dunn,DTM

40 E.Thomas Loughlln, DTM

412BonnerAve.

Lexington, KY 40515

Winnipeg, MB, Canada R2G1C3

41 JoAnn M. Edstrom, DTM

PO Box 25421
Anaheim. CA 92825

1

Stephen U. Loeb, Dm

19 Jacqueline L. Johanson, DTM
433 N 27lh St #3

Ft. Dodge lA 50501

20 Gerald E. Ziesemer, ATM

11706 Montana Ave. #202

934 W. Linden Ave.

Los Angeles, CA 90049

Fergus Falls, MN 56537

2 Jack Buce III, DTM
15505 26lh Ave. NE

SeaWe. WA 98155

3 Nancy S. Starr, DTM
436 E Susan Lane

Temps. AZ 85281-1413

4 Diane E. Vaughn,ATM

21 Roberto. Hooey,DTM
1507-810 Sr. Andrews St

NewWesimmsier, BC
Canada V3M 1V8

Baidwtnsville. NY 13027

2115 W 73rd Terr

Prairie Village KS 66208

P 0 Box 2597

Cupertino. CA 95015-2597

5 Pure Swinington, DTM
5223 Cezanne In.

Bonita,CA9l902

6 Shirley Daniel, DTM
4385 Colorado St.. SE
Prior Lake. MN 55372

7 Rashelle D. Turner, DTM
3638 NE 102naAve
Vancouver. WA 98662-7535

8 Jean M.Inabinett. DTM
3075 Autumn Shores Dr.

Maryland Heights, MO 63043

9 Eileen M. Allen, ATM
10807 E 30lhAve.

Spokane, WA 99206

10 Linda V. Joseph, ATM-B

1300 Glonela NE

Albuquerque, NM 87112

24 Jacquelyn J. Gfeller, ATM-B
Rt.3, Box 169

Nebraska City, NE 68410

25 Sandra Denise Lewis, DTM
301 Andre Dr.

irvmg. TX 75063

26 Judy A. Rose, ATM-B
542 Lakewood Circle

Colorado Springs, CC 80910-2640

27 Rodger Baker, DTM
21100 Twinndge Sq.
Slerling, VA 20164-6314

28 Jerome (Bill) W.Roberts Jr., DTM

3287 E Overlook Rd.

Cleveland Heights, OH 44118

St. Glair Shores, Ml 48080

29 Nancy L. Brown, ATM-B

1138AAA Way

77 OBACS

Carmel, IN 46032

Freeport. FL 32439

12 Richard Danzey, DTM
SVL Box8l44, 13152 Clipper Dr.
Victorville. CA 92392-5165

13 Michael T.Dalton, ATM
1617 Virginia St.
Latrobe, PA 15650-1750

14 Chenita L Suttie, DTM
15013 Lake Union Hill Way
Alpharena, OA 30201

15 Richard W.Carr, ATM
623 West 700 South

Bngham City, L/T 84302

16 Rotwrt Bruce Kenworthy, DTM
10906 E 76th

Tulsa. OK 74133

P 0 Box 216

P. C Box 426

Walkerton, VA 23177

White City, SK

68 Grant L. Burgess, ATM

Canada SOG 580

43 Robert H. Rounsefetl, ATM-S
875CAbboiburyPI. N.

30 James D. Sienzant, DTM
5057 N. Kenmore Ave . Apt. #1
Chicago, IL 60640-3119

31 Ulysse Malllet, DTM
P. 0 Box 119

Gardner, MA 01440

32 Stanley A. Hammer, ATM-S
901 E Wright
Tacoma. WA 96404

33 Gail S. Patterson, DTM

P 0 Box 437. Airlie Beach

44 Ronald E. Knaack, DTM

OLD 4802, Australia

3505 Tripp

70 Kevin Norton, DTM
P 0 Box 369 Belconnen
ACT Australia 2616

45 Diane T.Cyr, DTM
P C Box 5035

34 Arnoldo Cantii Arias, DTM
Rio Purificacicn No. 88,

71 Mike Silverman, DTM
11 Harvest Lane, Gateacre Park

46 Jim Samuel, DTM

Thames Dilton, Surrey Kent
England KT7 CNG

2 Petunia Dr #2H

North Brunswick, NJ 08902

47 Laura Reed, DTM

72 Richard Logan,DTM
8 Icarus Place

2701 N Ridgewood Ave,

Rolorua, New Zealand

Tampa, FL 33602

73 Julie Cody, DTM

48 Wanda J. Harper, DTM

42 Wonga Rd., N. Ringwood
VIC 3134. Australia

7805 Summer Cl.
Morns, AL 35116

74 Judy Alexander, ATM

49 Jeff Beard, DTM

P. C Box 76173, Wendywood

99-569 'A" Aiea Heights Rd

Gauteng, South Africa 214

75 Johnny T.Uy,DTM

Aiea, HI 96701

c/o Rosita's Colon, Colon Street

50 Jerry Clark, ATM

6000 Cebu City, Philippines

8501 Lanners Dr

McKinney, TX 75070-5835

51 Liew Seow Looi, DTM
G-8-4 Taman Bukit Jambul

11900 Sayan Lepas

TERRITORIAL
COUNCIL CHAIRMEN

Penang, Malaysia
YUKON/AUSKA COUNCIL

52 Gale Ann Young,DTM

OFTOASTMASTERS

426 Lola Ave

ConsueiG Coiier-Rock

Pasadena, CA91107

4311 Mars Drive

Anchorage, AK 99507-3718

53 Arnolds.Grot,ATM-S
87 Chapman Dr.
Glaslcnbury, CT 06033-2729

54 Jeffrey G. Higglns, DTM
902 W. Johnson

Clinton. IL61727

55 Lark Doley, DTM
4008 Vamer Couh
Auslin.TX 78732

3592 Redwood St

Las Vegas, NV 89103

10117 Idlewood Pi.

River Ridge, LA 70123-1528

69 Mike Storkey, DTM

Cordova, TN 38018

Portsmouth, NH 03802-5035

23 Ruby L Hammitt, DTM

22487 Lange St.

11 Loretta Miller, DTM

66 Frank Patrick Connelly, DTM

42 Bradley G. Korbo, DTM

Amarillo, TX 79121

22 PatWeiler.Om

65 Patrick L. Beecher, ATM
23 Echodale Ave.

Rapid City. SD 57701
Ron Maroko, DTM

64 Ken Perrett, DTM

172 Quebec Way

139 Cleveland Si

F

Brossard, CO,Canada J4W 1N2

62 Cynthia M. Pavella, ATM-B

56 John Smelser, OTH
27l4Avaion Ct

CONTINENTAL

COUNCIL OF EUROPEAN
TOASTMASTERS

Christopher Magyar
Heideckstrasse 31

80637 Muenchen, Germany
JAPANESE COUNCIL OF
TOASTMASTERS

Taisuji 'Peter' Fu|iyama, CTM
5-28-20. Yatsu, Narashino City

Chiba Prefecture, Japan 275

Richmond. TX 77469

57 Patrick McManus, ATM

8948 River Rd.

Matamorcs, Tamaulipas

2600 Jones Rd, #40

REPUBLIC OF CHINA
COUNCIL OF TOASTMASTERS

Bozeman, MI 59718

Mexico 87300

Walnul Creek, CA 94596

Jerry Ma, ATM

17 Lorna Kam,CTM

18 Mary Woody,ATM
6009 Park Heights Ave
Baltimore, MD 21215

Col. San Francisco

35 Frank W.Ingles, ATM
9122 N Silver Brock Lane
Brown Deer, Wl 53223

58 CurtiaC.YantJr.,DTM
3432 Plaza Lane

No. 172-3, Kuo Chi Rd., Sec 2

Taoyuan City 330 Tacyuan

County, Taiwan. RC.C.

Charleston, SC 29420

The Toastmaster • September Hf7

29

HALL OF FAME

June 30, 1997, will be listed in The Toasttnaster maga

William D. Tighe,971945
Lauren J. Erickson, 7250-47
John F. Hoyt, 919-5.3

zine Hall of Fame. Members who receive ATM awards

Edna M. Robbins, 6.369-56
Love Sue Love, 1298-63

after June 30, 1997 will not be listed in the magazine

Margaret Ailsa Standaioft, 1921-70

Notice: Members who received any ATM award before

because of an increased number of awards that will be

Doreyl Ammons Cain, 3261-37
Melissa Andrews, 3359-39
Constance Paus, 2849-42

Jean Wilkinson, 8982-42
J. David Bavousett, 1071-44
Amelia L. Abad, 1876-46
Wasme W. Warren, 4454-47

issued under the new recognition system and because

Margaret A. Balistreri, 4693-47
Sandra Lynn Turner, 8437-47

magazine space is limited.

•Ann Willard, 858-48
Richard Kim, 1987-48

MM Bronze

The following listings are

loan tllcn Bedinotti, 3902-53

arranged in numerical order

Delores F. l.enzy, 3393-56

by district and club number.

Vincent D, Balli, 6486-56

Toastmasters who have

received the Distinguished
Toastmaster certificate,

JamesJ, Doyle, 5339-57
Clarence S. Matthews, 5497-58

master Bronze certificate

Velma P, Utmore,9105-61
Ruth Lucille Mahon, 9274-64
Alfred L Smith, 1831-65

Betty Loraine Oakes Muka,9520-65
Dasid L, Norman,3305-66

Jeannette Y. Clarke, 5073-70

TonyZammit,9411-70
Patti Bertram, 9691-70

Margaret Austin, 318.3-72

Toastmasters International's

Duncan P. McMillan, 4374-74

highest recognition.

Ruth Pressler, 8217-74

Dorothy Jones, 413M
Horace Baileyjr., 6054-1
Zelda Simmons Foxall, S448-2
Ezra Rosoff,654

Larry R, Cooper, 126-5
Donald C, Wiggins, 9273-5
Marjorie Marie Johnson,5252-6

SusanJ, Ismail, 3934-48

Elizabeth M.(Betty) D'Arcy, 4446-50
Grace Tyler, 8412-50
Terry L. Mayfield, 1670-52
David Laurence Bowden, 6524-69

Brian Joseph Beveridge, 7894-69
Tom Wilde, 3703-70

of achievement.
Marilyn Milnor, 030-2
Herb (.ederer, 4470-2

Layette E. Allison, 2531-3
Dorothy Sima, 4318-3
Ronald D. Sampson, 5241-3
Jeanette Krause, 2373-4

Richard Johnson, 6654-4
Katherine M.Sada, 6980-4

Patrick Joseph Ryan,6406-70
June Sybil Gillies. 7754-70
Olive May Usher, 8190-70
Breda Duffy, 3599-71
John Henrs' Foreman, 2833-72
Ian David Nicholas, 3353-72

Jenny Purchase, 8550-72
Ann Rogers, 1285-73

Rosemarie Nadine Larsen, 7283-4

Monica Hunter, 3952-73
Moira De Swardl, 2458-74
Allan Rees-Bevan, 4374-74

Thomas P. Murphy, 78714

Elaine P, Aviola, 4933-75

Brenda Fenner, 2539-5

Rufino S. Ferraris, Jr., 4933-75

Jordana Carroll, 4356-5
Steven A, Ott, 232-6

Sally Hicks, 6570-F
Frances Tomich, 1307-1

Toastmasters who have
received the Able Toast-

Alan Mills, 2959-61
Patricia Pounienkow,9105-61

DTM
Congratulations to these

Congratulations to these

MM Silver
Congratulations to these
Toastmasters who have
received the Able Toast-

Gary Anthony Schmidt, 3697-7
Walter C (Renegade) Collier,Jr., 525-8

Alexander H.S. Soetjipto, 1229-8
Juanita W.Smith, 8442-11

Becky Palmer, 5963-12

Richard U. Snyder, 7213-12
Jason B. Collier, 5852-14

ATM
Congratulations to these
Toastmasters who have
received the Able Toastmas

master Silver certificate of

Jacijueline Lews, 7424-14
F-lissa Moiling, 7051-15

Charles W. Week, 7213-12
Gillian Kettlewell, 8116-21

achievement.

Richard Keen, 2851-18

Josephine B, Bell, 9197-28

Joseph L love, 5942-1

James Patrick O'Harc, 1209-19

Bt)b Dobson, 3374-33

Dale Brudcr, 44.56-3

Rolx'rt R, Bruckman, 3154-19

Mike Wilson, 6150-33

Katherine M. Sada,6980-4

Gayle P, Brown,8271-33

Roger J. Audettc, 2401-6
Phyllis B. Wilcox, 5064-6

Keith A. Phillips, 272-20
Darren King Mart, 38-21
Lance W, Marsh, 5750-21

Michael G, Gouveia, 130-12

WiimaA. Young, 7173-21

Michael John Bayne, 5963-12
Jean L. Embry, 5171-14

Cathy Lloyd, 7940-25

David Parrish, 3258-41

Caesar Allen, Sr.. 5803-14

Mark Graboyes, 651-27

James Thomas Ollett, 6324-42
Himendu Chaudhuri, 8927-46
Immaculata Hamilton, 3,596-47
Ann Willard, 858-48

Mary A. Marion, 4184-27

Nettie Spain, 858-48
Gregg K, Timmons, 9790-50

Jerry Bundy, 5803-14
Michael L. Hoy, Sr., 6105-18
Frank Guyer, 174.3-30
Robert F. Happel, 1743-30
Maxine Byc-(^tfon, 6150-33
Truman Sigler, 6708-33

Jim CTiriey, 4882-31

Abu Bakar Bin Sheriff, 2574-51

Hector Bustos Serrano, 7440-34

Jose Salcedo-Martinez, 4195-34

Laird Guttersen, 2531-3

Sandra Shunmugam, 6912-51

J. Elaine Erickson, 950242

Debbie .Subera-Wiggin, 2157-36

Lemuel A, Manchester, 4745-52

Patricia J. Young, 7304-43

George M. McNickle, 4580-36

May S. Cheney, 3527-3
Donna Kapcllcn, 4456-3

Lynn McCune, 31.52-12

Victoria Cueva Gomez, 8964-34
Diann Ellerbe, 5309-36

John K. Chappell, 4407-39
Gayle J. Rogers, 5108-39

30

Mary Urbanski, 101-19
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Eleanor M. Deines, 1799-24

ter certificate of achievement.
Douglas Rogers, 231-F
Becky Cote, 691-F
Nomia Dart, 4087-U
Richard Cooke, 5972-F

Abraham Yuan-Yemg Lei, 9749-U
Ram G. Kakkar, 212-1
Darin Kantas, 710-1
Bobbi Haberman,977-1
Susan E. Mora, 1497-1

Nolan Minis,.32.32-29

laTanya P. Miller, 2646-1
Horace Bailey, Jr., 6054-1
Michael I'etran, 8944-1

ITank Guyer, 1743-30

P. Elaine Chandler, 3666-2

Robert F. Happel, 1743-30

David Wachter, 499-3

Diane K. Barnes, 1167-31

Wayne P. Armstrong-Moore, 499-3
Joyce Steincr, 1772-3

Robin Venuti, 934-4

Minh Ngoc T. Nguyen, 1689-4
John Thiele, 2624-4
Dale M, Allison, 8113-4

Dolores L. Talley, 9261-4
Gerardo Davila Infante, 772-5

Barry Monaghan, 8237-21
Raymond Ho, 8394-21
Dale Lynn Grieves, 9164-21
Sheila Bannister, 9340-21
Charlene Cox-Clifton, 387-23
Bill Heltz, 5731-23

Lucy Benner, 1275-5
Mark Rivest, 1532-5

BettyJ. Elder, 7183-23

L. Neal Hook, 2006-5
Paul Schumann, 4356-5

Bill Buhler, 8807-23

Jack Fuld, 4405-5
Catalina Talaveta Nava, 4783-5

George A. Ubertl, 7159-5
Grace Higbee, 8598-5
Dennis J- Chada, 167-6
Gloria A. Chada, 167-6
Sharon Wandmacher,447-6

Diane Westby, 725-6
Paula L. Fleming, 725-6
David Goldsworthy, 2003-6
Mary S. McConnell, 2377-6
Donald Brainard, 4026-6

John Michael Apolloni, 9893-6
Becky Cox,31-7
Stephen J. Langenstein, 158-7
Patrick W. McGlnty, 1360-7

Annie Elizabeth Manibusan,8497-23
Bill Gude,403-24
Madhavi Bhadbhade, 403-24

BarbaraJ. Anderson, 5357-24

William M. Coburn,5772-41

Jacqueline Y. Oiesen, 284-42
Dorothy Leung,8647-42
John L, Sparling, 8896-42

Valerie C. Nolan, 4350-65

Ginny L. Carmichael, 3962-43
Barton C. Sparks, 4496-43
Margaret Williams, 4496-43
Michael S. Straughan,825343
John V. Slyker, 3165-44

Joyce Powell, 9253-65

Michael R. Dunkel, 3165-44

Rosalie June Chant, 106-69
Paul Forno, 702-69

Kathy Wright, 6343-44
Donna M. Bethune,899544

Clarice B. Bailey, 6169-24
Sharon Brown, 8346-24
Karen K. Hagelberger, 9662-24

Mark LaVergne, 1876-46
John A. Egan,422946
Lynette Anita Sam,4545-46

Ronald G. Wachenheim, 1965-26

Claudette Davis,602046

Klmberly Maevers, 5314-26
Jerry Allen, 7186-26

Joseph J, D'Andrea,892646
Martha Tseng, 892646
Jamal Hepburn, 1600-47

Rudolph Krutar, 3617-27
Priscllla Hopkins, 9378-27
Ronald 1. Daggett, 4890-28
TerrenceJ- Smith, 7055-29

Dlna Giannet, 282447
Catherine M. Parrlsh, 8554-47

Linda Makl, 1207-50

Delores "Dee" Odum,1393-8
Mark Stacy Dopp, 9643-8
John Chapman,95-9

Janet Butler, 4378-30
Janet W,Ferroni, 5004-30

James A. Lamog, 5522-52
Bemard Widynski, 6178-52

John Gary Peters, 675-31

Michael P. Mlneo, 919-53

Paul R. Earle, 2201-31

Richard P.. Seitz, 2093-10

Robert A. Menard 11,3345-31

Joseph H. Kronen,931-53
Mary Bltel, 1931-53

Robert Carter, 2093-10

Beverly A. D'Ambrosio, 3565-31
Donald J. Cassldy, 3993-31

K. Annely Germaine, 7007-7
Michael H. Stewart, 994-8

Donald C. Lincoln, 2690-50

Pranoto, 709-51

Bob Skltberg, 8084-10
Byron A. Bastin, 2333-11

Ted Taraskl, 5464-31

Pamela J. Thompson, 6384-31

Debl K. Sigrest, 7629-56

Susan Neves, 5187-11

Richard G. Hunnewell, 7122-31

Artrlcia L. Richardson, 8034-56

Michelle Cooper, 5946-11
Nancy Ford-Winters, 8233-11
John Marshall, 788-12

Meg A. Herring, 13-32
Barbara Ann Hughes,6153-32
Linda Fergus, 6510-32

Brenda Kay Barnard, 8034-56
Debra L. Hardy,8034-56
Martha L. Gaydlsh, 2839-57

Kay Mellen, 3152-12

Mark T. McLean, 6576-32

Erik Larsen, 4199-12
David Ken, 6513-12

Peggl Erlckson, 8255-32
Patricia Jepsen, 270-33
Bobby wmiams, 736-33

T. Consuelo Hartnian, 3317-57
Unda C. Brown, 8886-57
Cleveland Polite, 8933-57

Larry Crume, 6836-12
Wayne Scaggs, 7213-12
Ruth E, Ray, 2292-13
Marian G. Wlsneskl, 4021-13

Sadye W. Potter, 2597-14
Lary Kenneth Hall, 5803-14

Fred Michaelis, 4333-33
Charlene Williams, 6150-33

Mary Ward, 6407-33
Daniel Zapata,6708-33

Lucy Pardee, 6267-66
Diane King, 6393-68
Angela W. Hayes, 7494-68

Graham Pampllng, 900-69
Susan M. Browning, 1776-69
Betty D. Smout, 2572-69
Narelle Tobin, 2572-69
Christine Marie Lennon, 4377-69

Glenlce Garrlty, 4412-69
Anne Him, 6063-69

Margaret Ailsa Standaloft, 1921-70
David Shepherd, 2274-70
Terrence (Terry) O'Brien, 2274-70

Anniversaries

Carla A. Ranger,6661-50

Robert T. Rlebe, 5999-54
Ahmed Jinnah, 8818-54
Harriet Anderson, 7580-56

Vivian M. Tomko, 2803-10

Mark Clark, 2661-66

Jole Culp, 1987-48
Samuel Whalum,Jr,, 245948

Frank Guyer, 1743-30
George "Ross" Alexander, 1743-30
M.Jane Garvey, 1743-30
Robert P. Happel, 1743-30

Sam G. Boucot, 4510-7

Marcla S. Glatt, 3259-65

Bill R. Painton, 3284-43

Karol R, 0,Swotek, 5949-24

David P. Piantanlda, 2775-27

Linda LaCoste, 5106-64
Diane Bednarek, 1515-65
Ceclle Ann Lawrence, 2875-65

Denny Eraser, 2199-58
Charles E. Schuster, 6299-58
Derwln T. Lamb, 7017-58
Gale A. Raab, 7017-58

65 years
Glendale,8-52

50 years
Anthony Wayne, 521-11
Lancaster, 526-40

45 years
Kaycee 638, 638-1
Newberg, 588-7
Lake Oswego,605-7
Barstow, 1180-12

Washington Crossing, 1100-38

40 years
Beverly Hills, 2576-1
Elkhart County, 2549-11
Manhattan, 2570-22

Kearney, 1799-24
Toastmasters of Essex, 2567-46

Luther Gilbert, 5803-14

Maria de la Luz Palacios Malplca, 1698-34

Marion Govan,5803-14

Gulllermlna Olachea, 2680-34

Bryce H. Smith, 7150-58
Robert G. King, 7150-58
Bill Landry, 7166-58
Carolyn Klrmes, 7166-58

Willie H.Jenkins, 5803-14
DellisCaden, 6301-14

Eduardo Garza Trevino, 3493-34
Everardo Gonzalez Alonso, 3493-34

Freda C. Miller, 7960-58
Patricia Elmlra Bolln, 8351-58

Biueridge, 1514-66
Bankstown Sports, 1519-70

Nola C. Lawrence, 6931-14

Jose Luis Cortes Cortes, 3493-34

Helen M. Hanklns, 4169-15

Elisa Marlaud San Vicente, 5944-34

M. Christine Korhonen, 2303-60
Marilynn E. Dow, 3541-60

30 years

Myron L. Wilson, 319-17
Barbara J. Perzinskl, 4900-17

Emillano Llano Salas, 6009-34

Glenn E. Trussell, 6715-17

Dillp R. Abayasekara, 1833-18
Astrina Crumble, 4597-18
Julie A. Gaver, 7174-18
Marlon L. Harris, 8369-18

Sabrina Coleman Clark, 8369-18
Carol A. Hertzoff, 8461-18
Brandon J. Hamil, 335-19

Midori Tanl, 7001-33

Bathurst, 2381-45

Carmen Vargas Alfaro, 9753-34
Nestor Madrid Vargas, 9753-34
Lenore DeLoughery, 2780-35
Angela D. Carpenter, 8341-36

Wendy Hue, 5260-60
Martin Lyne, 6809-60

25 years

Alison Murchle, 8517-60
Merle Howard, 4865-61

Peter A. Knudsen, 2294-37
Delores Anne Smith, 3092-38

Jen C. Empey,5789-61
Chris McKelvey,8684-61

Mun-E-Mentors, 2732-2
Thunder Mountain, 777-3
TNT, 1831-65
Pukekura, 2176-72

Joyce T. Bryce, 3092-38

Velma P. Latmore, 9105-61
Laurel Jean Freshour, 6187-62
J.Keith Curtis, 1266-63

Martha Garcia Cano de Sierra, 6617-34

Pat Gosch, 4894-19
David Britton, 6271-19

Ronald Mathis, 5014-39

Roger L. Westra, 7983-19
Audrey Boe Olsen, 2710-20

John Pelz, 6870-39

Charlotte M.Feldman, 3786-20
A1 Gllckman, 908-21

Wayne Sargent, 6399-21
Massoud George Soheili, 7966-21

Park Central, 3527-3

Natalie Bennett, 4537-60
Ivan W.Kaslurak, 4656-60

Neville L. Holder, 7621-38
Monte R. Stark, 4407-39
Valerie Kuntze, 4665-39

Reginald Williams, 1209-19

35 years

Mark Messerll, 2656-41

Gary E. Carter, 2983-63
Randy Cllne, 3930-63
Robert H. Whltley, 4111-63
Sally M. Dunn, 4253-63
Jerry Wise, 4559-63
Beverly Wilson, 6548-63
Zully Trujlilo, 831-64

Sharon L. Jensen, 3258-41

Vivian Sullivan, 4228-64

Leah G. Mohney,6870-39
Marilyn T. Hasbrouck, 8836-39
George D. Olson, 1188-41

Hastings, 3473-72

20 years
Gold Brickers, 49-4

Sweetwater Valley, 3225-5
Moonlighters, 431-9
The Big "T", 694-11
Simi Valley Toastmasters, 3533-33
Woodland,2777-39
Rise & Shine Toasters, 3150-50
Benonl Toastmasters, 1315-74
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These essential tools help your Club easily present profes
sional, efficient meetings, makdng your meeting more
enjoyable and informativefor your entire membership.
Lectem, Wood (JolclahlcJ

*379

S 53.00

Lectem Banner

*235

$ 6.95

Gavel

*375

$ 9.95

Meeting Excellence Video Cassette

*2l6-V. *2l6-P

$ 14,95

Club Officer Hancilxioks (set of 7)

*1310-H

$ 8.00

Master Your Meetings

#1312

$ 3-00

Table Topics Game, Stand Up & Speak
Table Topics Game, Stand Up & Speak II

#1316 $ 6.50
#1317.......$ 6.50

ORDER TODAY
Mail to; ToaMiiiMets Iniemaibnal, P;0. Box 90S2, MLiiion Vi^),
CA 92690 USA or call (71-1) HS)W2S> t;r FA.X lo CHI 858-1207.

Club No.

Club Letterhead Stationery (set of 100)
Envelopes (scl of 100)
Note Cards & Envelopes (set of25)
Invitation to Membership (set of25)
Charter Program Cover
Place Mats (set of25)
Large Place Cards

District No.

Name.
AiUtcK.

•Q l^losed Ls my chcdc In ihe amount of S

ru.c. hmsi

Qty

State/Provinoe.

$
$
$
$
$
$
$

6.00
6.00
5-50
5.25
.15
3-00
-15

379 « $55.00

1312® $3.00

348 « S5.25

235 « $6,95

1316 9 $6.50

97 8 5.15

375 « $9.95

_ 1317 8 56.50

2H'>-V S $14.95

PAYMENT Ml ST .ACCOMPA.\-Y ORDER

*351
*350
#352
#348
#97
#90
#91

351 8S6.00

21W«$14.9S

350 e S6.0O

1310-H e S8-00

352 8 S5.50

90 ® $3.00
918 5,15

Domestic Shipping Prices
Please charge my MasteiCard / Visa (cuKOJ'.oNa)

Country.

.Zip.

Shipping
Order Tout

m:

Can) No..
Exp. Date.

Sigufun.*.

For orders

ouiskle di the continental llnUed States estinwe

Airaiail at 30X of total, .cutface at 204r,(minimum 51.50). Any excess

will I* billed through your C2uh's account. California residpms add
7.75% sates tax. Sec the Toa.simasicr, Init'matiDnal Supply Calalr^
for complete dcvrriptions of these ilem.s. Kxpire.s (v'.30/97.

50.00 to
251 to
5.01 to

S2.50
5.00
10.00

Chantra

Shipping
rharges

$1,211

35.01 to

50.00

-.00

2.60

50.0! to
iOO.OI 10

lOO.oo
150.00

8.20
10.55

3.25

to

20.00

4,45

20.01 10

35.00

5.95

10.01

CMcr Totni

150.01 to 200.0(1
13-5
200.01 ID
A<ld:?3,i

1)1 uiuil price

