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IDessaqe from the 1949 St. Louis Convention
Last month Toastmasters from around the world met in St. Louis, Missouri, to attend

the organization's 65th Annual International Convention. Almost half a century ear
lier, St. Louis also wtji" the site of a Toastmasters convention. The keynote speaker
that year was our organization's founder, Dr. Ralph Smedley. His message, excerpted
below, seems as relevant today as it was back In 1949.

The Toastmasters club has developed as a strongly individualistic group, in
which the primary objective is the improvement of the individual mem

ber, rather than the establishment of a great organization.
Each club exists for the sake of its members, and the general organization

exists for the purpose of helping local clubs.
The purpose of the first Toastmasters club was simply stated: "To afford

practice and training in the art of public speaking and in presiding over meet
ings, and to promote good fellowship among the members." That purpose has
been broad enough to include all the training methods and machinery which
we have built into our work.

But we have learned that the by-products of speech training can be even
more important than the training or speech itself, and our field has been

broadened to include many elements calculated to help our members be better
and stronger individuals in all their relations in life.

Our mission of individual development and responsibility is needed these
days, when emphasis in society and government appears to be shifting from
the individual man to mankind in the mass. This process of regimentation
threatens the freedom won through ages of struggle by our forefathers. There
is a growing willingness on the part of men to surrender their responsibilities
and liberties in exchange for fancied benefits.

We, as Toastmasters and intelligent citizens, cannot idly stand by while our
liberty is curtailed. It is not necessary for us to adopt resolutions, nor to engage
in mass movements on behalf of our personal freedom. Our business, our rea

son for being, is to train our members as individuals, and our best contribution

is made as we work for the development of the highest type of citizen.
With 25 years of successful experience behind us, and with a future which

presents limitless possibilities for growth and service, we may enter upon our
second quarter-century with high hopes, tempered with a keen sense of our
great responsibility.

Ours is a paradoxical plan, in which every man seeks the best for himself,
and yet helps his fellows to get their share at the same time. It is every man for
himself, and yet it is every Toastmaster for every other Toastmaster as we work
together for individual, personal improvement.

Thus working together, both individually and unitedly, we can help to build a
better world through making ourselves better as individuals. There can then be no

question in our minds that "good speech is good business," and that better speech
will mean better people, better business and a better world for all of us. O
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Itie luasfmstefs Vision:
Toastmasters International empowers people to achieve their fuU

potential and realize their dreams. Through our member clubs, people
hiroughoutthe world can improve their communication
and leadership skills, giving tnem the courage to change.

Ihe losstmastofs mission:
Toastmasters International is the leading movement devoted to

making effective oral communication a worldwide reality.

Through its member clubs, Toastmasters International helps men and
women learn the arts of speaking, listening and thinking - vital skills
that promote self-actuatization. enhance leadership potential, foster
human understending, and contribute to the betterment of mankind.

It is basic to this mission tiiat Toastmasters International continually
expand its woridwide network of clubs, thereby offering ever-greater

numbers of people the opportunity to benefit from its programs.
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COMMON ZIP UP

I quickly turned to the article,
"Oops!" (May) and read [the list of]
the 10 most common slip-ups, only
to discover that the one I commonly

make was not included: XYZ, for

"Xamine Your Zipper."
Steve Law

King Boreas Club 208-i
St Paul Minnesota

BEST ARTICLE IN 20 YEARS

Congratulations on publishing Alan

Perlman's "Why We Love to Hate
P.C." Gune). It must have taken con

siderable courage to do so, in this age

of widespread linguistic orthodoxy.
Perlman's piece is the best article

I've seen in The Tocistmaster in more

than 20 years. It conveys - with
humor, style and sensitivity - a very
important two-part message: (1) We

should try hard to avoid offending

people with our language, but not at
the expense of violating style and
clarity. (2) We need to remember
that if people are determined to be
offended, there is no power on Earth

that can stop them.

Keep up the good work! The
Toastniaster has been upgraded

tremendously in recent years, from

the waste of reading that it once was.
W. G. ("BiU") SutcUffe. CTM

Vienna Club 1762-27

Vienna. Virginia

P.C. IS DIVISIVE

Three cheers for Alan Perlman and

his article "Why We Love to Hate

P.C." Dr. Perlman is right on In his

assessment of the political correct

ness movement. Having lived in

other parts of the country and now
in Madison, Wisconsin, 1 see every

day the hypocrisy of those who

profess the P.C. paradigm. 1 can
confirm his analysis of P.C. as coer

cive, fraudulent and sanctimonious.

1 agree wholeheartedly that this
political correctness silliness only
divides us.

J. R. Steurwald

M&M Fast Trackers Club 1366-35

Madison. Wisconsin

WORDS CAN DESTROY

Unlike Alan Perlman, 1 support the
use of politically correct language
virtually 100 percent. As former
U.N. Ambassador Jeane j. Kirk-

patrick has written, "Words can
destroy. What we call each other
ultimately becomes what we think
of each other, and it matters."

1 grew up at a time when females
and minorities were virtually absent

from school books (yes, "history"

was "his story") and when women

could not be firemen, policemen or

mailmen. Today 1 rejoice at lan

guage such as fire fis^ter, police offi
cer and letter carrier. As language has

changed, so has our society - it has
become more fair.

Language and culture affect each

other: one of the fastest ways to cre

ate a more equitable society is to cre

ate a more equitable language. P.C.

is one way to create a more sensitive

and equitable language - and a more
sensitive and equitable world.

Much of Perlman's article was

simply hypocritical and mean-spir
ited and seemed out of place in The

Toastmuster.

Rodetia Tooley
Speak Up and Oul Club 2509-6
Minneapolis. Minnesota

IN THE INTEREST OF MUTUAL RESPECT

"...1 believe strongly in mutual

respect and good natured toler
ance...1 oppose in any form, the

coercion of people who are doing

others no harm..." So says Alan M.

Perlman in his article, "Why We

Love to Hate P.C." Good statement.

But as 1 read his article I was

reminded of Professor Higgins ("My

Fair Lady"), who professed to be a

misunderstood, fair and reasonable

man, yet tried to resolve his conflict

with a woman by insisting "Why

can't a woman be more like a

man?"

References to "them" and "us"

and uses of the term "liberal(s)" as a

pejorative sounds suspiciously like
disrespect. And if 1 hadn't read his

disclaimer, I would have sworn the

author tries to squelch a contrary

point of view when he tells us that

persons who take offense to certain
communications aimed at them are

"intellectual fraud(s)" and part of a

"culture of victimology."

It seems to me that the only

times the expression "politically
correct" is used these days is in the
middle of an attack on someone or

some group. How that will lead to a
true exchange of ideas and "social

relations and social coherence" in

an atmosphere of "mutual respect"
escapes me.

Samuel A. Peters. J.D.

SCE ShDit Circutts Club 1391-1

Long Beach, California

TIMELY TDASTMASTER DELIVERY
Congratulations on sending The

Toastmaster magazines on time! This

is a big improvement since 1 became

a Toastmaster 14 years ago. This

year we received the January maga
zine in January and the February

magazine in February - unlike previ

ous years when we received the
magazine two months later. Keep it
up!
Augustine Lee. DTM
Lion City Club 2086-51
Singapore. Singapore
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By Jim Carmickle. ATM J

Letter to an Absent Toastmaster
Dear Fellow Club Member:

Since you weren't a'I" our Toastmasters meeting today, I

called to see if every thing was all right. You said several

THINGS THAT HAVE BEEN ON MY MIND SINCE OUR CONVERSATION.

You said you have missed several meetings these past
few months. We knew that. We have missed your smil
ing face and ready wit.

You said you had not paid much attention to the
schedule, nor fulfilled the assignments as scheduled. That
has been apparent, especially to those who filled in for
you in your absence

You said you had a lot of things going on in your life -
your family, your job and other obligations. Those con

cerns, while lacking in specifics, were generally known to
your fellow Toastmasters.

Let me ask a rhetorical question. If you take swim
ming lessons at a pool and use tloatation devices to help

you, then go swimming in a river and the current starts
to take you away, is it wise to throw away or abandon
the floatation devices?

Say the "swimming lessons" are really your attendance
at a Toastmasters meeting; the "pool" is the controlled

environment of that meeting. Carrying the example fur
ther, the "floatation devices" are the positive support of
your fellow Toastmasters, the "river" is the uncontrolled

environment surrounding your personal life and all its

challenges, and the "current" is made up of conditions
and pressures beyond your control. So now we bring into

focus the wisdom of forsaking Toastmasters at a time
when you need the support, understanding and help that
your fellow members can give you.

I specifically used the term "understanding" for sever
al reasons. It relates to:

■ Your personal life. There are several members who

have had similar changes in the past and have come
through one way or another. Maybe not the same
pressures and conditions, but similar enough to pro

vide empathy, consolation and counsel.

■ Your family life. Many of us are

spouses, as well as parents, who

have faced similar problems and

situations and may be of help to
you during times like this.

■ Your job. Look at your fellow
members who have been affected

by down-sizing or re-organization. Look at others who

have carried on in the face of adversity or gone on to

other endeavors and become better for it. You have a

wealth of experience to draw from in the membership of

this club.

My point is this: At this critical point in your life you

should not be giving up the opportunity to gain posi

tive, experienced, nurturing, moral/mental/physical
support from fellow members who care about you. In

fact, reason cries out for you to be even more involved

with Toastmasters: to fine-tune your communication

skills so you may better face your adverse challenges; to

gain knowledge from more experienced members who
have faced similar obstacles; to feel good about the sup

port your fellow members can offer instead of fighting

these battles alone, ill-equipped and unprepared.

Perhaps I am reading too much into your absences.

But the fact remains that you have missed several meet
ings the past few months. If you don't attend, you don't
learn anything from the session, you can't practice your

communication skills, and you deprive us from learning

from you. Of course, the mutual, positive support works

both ways, always.

It sounds to me like you need us more than ever dur

ing this difficult time in your life.

I hope to see you at the next, and every, Toastmasters

meeting.

A sincere Tuastnuister friend. 0

Jim Carmickle. ATM. is a member of Sunrise Speakers Club

1449-:^9 in Red Bluff, California.
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Computer

technology

can dwarf the

speaker and

put audiences

By Frederick Gilbert, Ph.D.

A presenter walks into a corporate meeting room carrying a
large suitcase that looks to weigh at least 30 pounds. He

unloads a bulky liquid crystal display (LCD) device and

spends the next 15 minutes connecting it to his laptop computer and

getting it positioned on top of the overhead projector. The front of the

room is now dominated by a large screen, an ugly overhead projector

and a tangled mess of extension cords and connector wires.

As the presentation begins, the

shades are closed and the lights are

turned off. The presenter sits in the

dark and starts typing on his key

board. Bullet points come in from
the right, from the left and from
the top. The image quality on the
screen is hard to read from any

where in the room. Eyelids droop.

Heads fall as people all around the

room begin to drift off to the Land

of the Nod.

Does this scene sound familiar?

This communication disaster is

an example of what we are lauding
these days as "multimedia." It's new.

It's hot. Hardware and software mul

timedia products are selling briskly -
for all the wrong reasons.

Multimedia has become a very

expensive crutch and a terrific way
to cure insomnia. Basically, nervous

presenters - which includes most of

us - do not want to be the center of

attention. We feel awkward and

embarrassed standing in front of a
group. How reassuring it is to know

that there are now lots of "presen

tation software" products available
that promise to save us. Ads imply

that all we have to do is create our

visuals and - presto! - the talk is

done and we are off the hook. All

the audience has to do is read the

screen. Hopefully, they won't look

at us at all.

This was confirmed in a July,

1994, MacWorUi magazine article in

which reviewer Deke McClelland

began by saying:

"Whether you're selling an idea

to five midlevel managers at your

company or addressing 500 col

leagues in a convention hall, pre

sentation software allows you to

organize your thoughts and gives

your audience something to look at

besides your sweaty brow."

The idea that we can use visuals

to divert the audience's attention -

and that the presentation is noth

ing more than the visuals - is fatal

ly flawed. It may sound good at

first, but ultimately the result is

poor communication.

Like it or not, the presenter and

his or her message is always more

important than the visuals, no mat

ter how fancy the visuals are.

Stand-up presentations are about

human communication - not about

reading words on a screen or watch
ing a movie. To be believed, to be

persuasive, we have to show up!

Multimedia is only the next stage

in the development of visual aids.

For years business and technical pre

senters have overused and hidden
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behind

their over

heads. Today we

simply have a more glitzy,
complex version of the same old

problems. We are able to put our

graphs and charts on a disc, bring

in our laptop computers and run it

all through an LCD panel. Even

though the hardware is extremely

expensive - not to mention cum

bersome - the screen images are

often hard to read. You have to ask

yourself if bullet points twirling

around on the screen are worth all

the hassle and expense.
Since these special

effects rarely improve com

munication, my answer is

no. Let's not make the

same mistakes with multimedia

that we've been making with over

heads all these years.

So what does enhance communi

cation? A presenter who is well-pre
pared, confident and at ease in front

of a group. This kind of presenter uses

visuals as aids to the presentation -

not as the presentation itself. With

limited time to prepare for a speech, 1

would advise a presenter to spend

^'M

more

time on his

or her speaking

skills and less time on

learning to operate elaborate pre

sentation software packages. A con

fident speaker with simple visuals

will always be more effective than a

timid speaker with fancy visuals.

Here are some guidelines for

using visuals in general and multi

media in particular:

■ First, ask yourself if you need

visuals at all.

ultimedia has become a very expensive

crutch and a terrific way to cure insomnia/'

If you do need visuals, go first

with the simplest formats; i.e.,

flip charts, overheads, handouts.

Think of multimedia last, not

first. (Keep in mind that hand

outs are the most popular visuals

with audiences.)

Whatever format you select,

remember to keep visuals big

and bold, easy to read and

understand. When possible, use

color and graphic images rather
than word slides.

■ If your visuals and your message

would be greatly enhanced with

movement, sound or video, then

think about using multimedia.

■ If you do decide to use multi

media, think about going

through a large screen TV

rather than an LCD panel

device.

Running visuals directly from

your computer to a TV has many

advantages: the lights can stay on

in the room, there is less hardware

to deal with and it's less expensive.

This process will soon be easier

than you think. According to

MacUser magazine, there are third-

party vendors developing computer
cards that will allow you to plug

your PowerBook laptop directly
into a TV monitor.

With flat panel technology

developing rapidly in the United
States, experts say that in a few

years, a typical conference room
will have a simple screen two-by-

three feet and only three inches

thick hanging from the wall. Your
computer will hook up directly and

lights will stay on. Good-bye to

overheads, LCD panels and dark

rooms.

Speakers, though, will still be

sweating bullets. But the
best ones won't lean on

techno-gadgets for salva

tion. They will, as

they've always done, remember that

they have a human message to carry

to other humans. For all the danc

ing bullets and snazzy graphics in

the world will never replace the

human touch. o

Frederick Gilbert. Ph.D. a professional

speaker and trainer, is founder of

Frederick Gilbert Associates Inc. in

Redwood City, California.
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catinq one

nTernationa y
ating

The skills and mannerisms we use
to negotiate successfully in our

own country may not work as

well when we try to negotiate interna
tionally. One of the keys to communi
cating internationally is to be aware of
how people from other cultures perceive us
The minute you walk into a room of people

from another culture, you are being stereotyped.

f

will serve you well when negotiating
with people in the United States, but

may be a hindrance when talking to peo
ple from another country.

L Americans arc seen as direct and open
communicators. In some cultures this

trait is considered pushy and blunt. This behavior

can easily offend and is not typical in Latin American

we need to be aware of how nennle from other rnimtriP, nprriPVP

Whether it is right or wrong is beside the point - it hap
pens and you have to be aware of it. Others' perception
and stereotyping of you affect the negotiations; so do
your perception and stereotyping of others.

If you are an American, for example, it's good to
know how you are seen, in general, by your foreign
counterparts.

Probably the best piece of advice you can get on deal
ing with foreign audiences is to surprise them by busting
their stereotype of you. Start by knowing some things
about their country and culture. Most non-Americans
see Americans as geographically and culturally illiterate,
and with good reason. But it's easy to fix this. Before
you begin negotiating with others, pull out an atlas.

and Asian countries. By being blunt, you may miss the
nuances of what's being conveyed. For example, rarely will
Mexicans and Japanese answer "yes" or "no." When, for
instance, the Japanese say "yes," that only means they
heard you. When they say "that will be difficult," that
means "no." You have to judge the response through the
context of what is being said, not what they literally say.

Many Europeans, just like Americans, don't let emo

tions or relationships run the negotiations. Some Germans
can be as deal-oriented as Americans. The English are also
direct, but are sometimes perceived as more willing to take
their time than Americans and Germans.

Many Europeans are a bit more formal than Ameri
cans in business relationships. The English tend not to

By James G. Patterson

Look up their country, study the oceans, mountain
ranges and city names. Read a little bit about the region.
Then, armed with some knowledge, you can ask intelli
gent questions about their homeland.

In addition, most non-English speakers think
Americans only know English. So surprise them by speak
ing a few words of their language, like "hello," "goodbye,"
"how are you," etc. You don't have to be fluent, although
it would no doubt help; just make the effort. Effort and a
friendly way are universally understood!

Frank Acuff, in his book, How to Negotiate Anything
with Anyone Anywhere Around the World, identifies seven
key traits of American negotiators and their effect on
negotiating internationally. Again, many of these traits

appreciate personal questions, for example. The
Germans put great emphasis on titles, preferring to be
called, "Hcrr Shultz or Professor Shultz," rather than

Ffelmut.

When in doubt, ask. "What would you like me to call
you?" isn't a bad opening question. Better to err on
formality.

Advice? Relax, fight the temptation to want to "speed
it up," listen more, watch more.

2Americans are impatient and seem rushed. This
behavior can lead to Americans making premature

concessions to their foreign business partners, who may
be very patient. I
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Advice? Slow down when negotiating international
ly. Or at least don't let the other side know you have a

time pressure.

3Americans normally negotiate alone rather than
in teams. The perception here might be the Ameri

can doesn't take the negotiations seriously and isn't

very prepared. Americans are often seen as "lone cow
boys" who want to do it all and in a hurry.
My advice? Work within a team when negotiating.

Break up the workload. You're at a disadvantage if you

let one person try to handle the entire negotiations
when the other side is working as a team.

4 Americans tend to emphasize the short term - the
immediate deal versus the long term relationship.

This behavior probably comes from the Americans'

"quarterly report" mindset. Your foreign counterpart

often is compensated on results over a period of years,
not months.

Asians tend to be very relationship-oriented. They

trust the person with whom they are negotiating rather

than a contract. The agreement is the starting point,

and not the final solution. In some Asian countries, in

fact, a signed contract can be invalidated because of
changing situations.

Advice? Look for the long term payoff and prove it to
the other side by your language and actions.

5 Americans have limited experience with other
cultures. The perception here is that Americans are

culturally myopic and arrogant about their nationali

ty. Americans can be seen as people who refuse to

learn about other cultures and languages. This may be
the top problem facing Americans in international
negotiations.

Again, the advice is to make an honest effort to learn

about the other side's culture and language. In general.

think in terms of making friends and building a relation

ship that will last over years, and not just making the

deal in front of you. Make the effort to understand; lin

guistic fluency is nice, but the effort is crucial.

6Americans emphasize content versus relation
ships. After exchanging pleasantries, the typical

American wants to get down to business. In general, the

American also is logical, factual and legalistic. This atti

tude can easily turn off people from other cultures who
place more value on building relationships. If the

American doesn't take time to build a relationship, oth

ers may think the American has something to hide and
may not be trustworthy. So, again, slow down and listen!

7American negotiators are seen as legalistic. As a
result of our litigious culture, Americans tend to write

lengthy written contracts. This gives rise to the percep

tion that Americans don't trust themselves or others and

have to protect themselves with wordy contracts. This

can be seen as an affront to friendship and trust, especial
ly among Middle Eastern and Latin American negotiators.

Frankly, most of our contracts are too lengthy and

hard to read. If you need something in writing, make it
short and conversational. No court ever threw out a con

tract because it was too easy to understand.

The successful international negotiator has to be flexi

ble and must approach people of other cultures from

their vantage point.

The communication style that works for you may

offend and annoy people from other countries. So do

some research before you meet, then pleasantly surprise
your audience early on in negotiations. The goodwill will

serve you well throughout your relationship. O

James G. Patterson is a training and marketing consultant
from Tucson, Arizona.

An You Good Enough
to be a Pro?

Toastmasters^ Accredited Speaker Program
is now accepting applications for 1997.

The Accredited Speaker Program is designed to rec
ognize those Toastmasters who have attained a pro

fessional level of excellence in public speaking.

To qualify, you must be an Able Toastmaster (ATM)

and a member in good standing of a Toastmasters

club. You must have completed a minimum of 25 speak

ing engagements outside the Toastmasters club environ

ment 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

both inside and outside Toastmasters International. They

will have taken the steps that can launch them on excit

ing 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.

The deadline for the 1997 Accredited Speaker Program

Is November 1,1996.
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It's the communication system
ttiat we all employ every day in

our face-to-face dealings with our
friends and colleagues: the lan
guage of hand gestures, facial
expressions, body postures and
movements.

COUNTRY TO COUNTRY
Most people imagine that they can
gel by with their own body lan
guage wherever they go and that

their usual gesticulations will get
their messages across anywhere in
the world. It is true that most peo
ple can understand the meaning
of a clenched fist or a soft smile,
but it is a dangerous mistake to
think that all of our gestures are
global in their significance. Many
of them change their meanings

You've hired interpreters, you've
consulted the dictionary, you've even

tried to learn the language. Yet you
still don't get the business. Could your
body language be letting you down?

By Desmond Morris

1  than UJords
from region to region and country
to country.

To unravel the.se differences, I

have traveled to over 60 different

countries, recording the local ges
tures and what they mean. I have
assembled these into an internation

al dictionary of gestures, Bodytalk: A
World (iiiide to Gestures, that can act

as a guide through the globe-trotter's

minefield of misunderstandings. Let
me give you a few examples:

ONE THING TO ONE PERSON...
We are all familiar with the

American "OK" sign, when the
hand makes a ring shape with the
thumb and forefinger. We may
observe this abroad and may even
feel inclined to use it ourselves to

say that something is "excellent!"
But caution is needed, because the

symbolism of the ring-shape is dif
ferent in different regions. In the
south of France, for instance, it sig
nifies "nought," and the ring-sign
means that something is a big zero
— in other words that it is worth

less. So if you are asked what you
think of the wine and you make
your OK sign, you are in fact saying
that the wine is "zero," or worth
less - the precise opposite of what
you want to say.

In other countries the ring-sign
is a foul obscenity and the misun

derstanding can become even
greater. In Japan the meaning

changes yet again, the circular
shape there symbolizing not a zero,
but a coin. To the Japanese, the
ring-sign indicates money.

Other gestures that can lead to

difficulties as you move from place
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"Thumbs up can sometimes mean thumbs down,

while ear pulling can often be worse than a leg pull.

to place are the V-sign, the thumbs-
up and the ear-touch. In some

countries these actions mean that

something is very good, but in oth

ers they are extremely rude.

TRAGIC MISUNDERSTANDING

Even the simple action of beckon

ing someone to come close to you

can be dangerous. In Northern

Europe we beckon with the palm

up. In Southern Europe we beckon
with the palm down. As a result, to

Northerners, the Southern beckon

looks like a "go back" signal and

they may respond by retreating

instead of approaching.

On one occasion this difference

in style of beckoning led to a tragic

killing. Two swimmers, on holiday

from Northern Europe, had acci-

dently approached a secret naval

base on the shores of the Mediter

ranean where they were taking a

holiday. Armed guards beckoned to

them to come ashore for question

ing. But what the swimmers saw

looked to them like a "go back" ges

ture, so they quickly turned and

swam away. Seeing this reaction,

the guards opened fire and killed

them, assuming they were spies try

ing to make their escape. Misunder

standing a gesture is not always a

trivial matter.

TOG CLOSE FOR COMFORT?

Even the way we laugh, sit or stand

can cause friction if we do not

adapt our body language to that of

our hosts. For example, each cul-

ture has a typical "standing dis

tance" when talking face to face.

For Northern Europeans, this dis

tance is roughly arm's length. For
Arab cultures, it is about half arm's

length. In other words, British trav

ellers feel uncomfortable when for

eign colleagues stand very close to

them. Foreign colleagues, on the

other hand, feel uncomfortable if

British colleagues are apparently

being "stand-offish." This may

sound like a small matter, but it

can lead to a general feeling of

unease when what is needed is

relaxed friendliness.

It is amusing to watch this differ

ence in body distance operating at,

say, an embassy party, where

British diplomats are talking to

their Arab counterparts. The Arabs

advance closely and the Brits feel

threatened. The Brits retreat until

they feel at ease. Now the Arabs feel

rejected and advance again. Now

the Brits feel threatened once more

and retreat yet again - and all

around the embassy rooms one can

see British diplomats pinned to the

walls by advancing Arabs, both

sides feeling that something is

wrong, with neither side knowing
quite what it is.

HOW DEEP SHOULD YOU BOW?

With ever-increasing business travel

it is becoming more and more

important to learn the body lan

guage of the countries we visit. And

the farther away the countries are,
the greater the difficulties we may
face. In Japan, for instance, it is cru

cial to understand the language of

the bow, and to use it correctly. Too

much bowing (the usual Western

error) is just as embarrassing as too

little to the Japanese. For example, a

deep bow to the porter who has car

ried your bags to your hotel room in

Tokyo is as upsetting to that porter
as if you had suddenly fallen on

your knees in gratitude to him.

Unless we take the trouble to learn

the nuances of body language, our

strategy for being ultra-polite can

lead us into just as many social

gaffes as being brusque and offhand.
There is nothing for it but to

become fluent in international

body language - a language that so

often can speak much louder than

words. O

Desmond Morris is the author of

BodyUilk: A World Guide to Gestures,

published by Jonathan Cape in
1994.

This article first appeared in Business

Life, the British Airways magazine for

Europe, in June 1995. Reprinted with

pennission.
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fntfUBEfiSHIP BOILDIdG
By Roslyn i. Atwood. ATM

Membership Recruiting the Easy Way
The last time someone asked you to volunteer some time

for a worthy cause, I'll bet the first thing on your mind was

how busy you already were and how to say no gracefully.
You are not alone. In fact, it's common knowledge that
busy people are asked to do more, simply because they

have proven themselves to be individuals who honor
their commitments, set goals and get things done. The
heartbeat of any organization is people who accomplish
what they set out to do.

The problem is that people associate the idea of volun
teering with huge time and energy commitments - thus
they naturally feel reluctant to participate.

There is another way. When you ask someone for
their time, consider the following:

■ Make It finite. For example, "Would you give me two
hours a month?" This way the person can see a beginning
and ending. Or, "Would you make five phone calls a
month for Toastmasters?" This would probably take less
than a half hour to do.

■ Consider wearing your Toastmasters pin and/or
badge one day a week, ail day. This way people will ask
you about your club and you'll have an opportunity to
explain how the Toastmasters program has benefited you
personally.

■ Ask each club member to place five Toastmasters
flyers at various locations in your community. People
can do this while they are out doing their daily activities
without too much inconvenience. Places to consider are

business establishments, bulletin boards in grocery stores
and laundromats, doctors offices, corporate employee
lounges, bowling alleys, schools, bookstores, libraries, fire
departments, police departments, health clubs, etc.
■ Mention Toastmasters to at least one person a day. So
many times we have opportunities but say nothing. We
need to remember to promote our club a little bit every day!
■ Create a club business card. Distribute it freely during
your everyday activities and give it to business associates.

■ Have club members take turns attending local
chamber of commerce meetings. This is an opportunity

to meet other business people in the
community and exchange cards and

information. Don't forget to wear

your Toastmasters pin or badge. Your

club will become better known, and

individual Toastmasters will benefit

from networking with other profes
sionals.

■ Arrange to have a Toastmasters booth at a fair, festi
val or business gathering. Ask your club members if
they would be willing to volunteer one or two hours

each to host the booth and answer questions.
■ Ask your members to bring a guest to meetings and
to upcoming contests. Arrange a small reward for mem

bers whose guests become members.

Take one step at a time. Be positive and confident!
Have all club members decide what commitment they
will make. Put the Vice President Membership in charge
of monitoring the club's progress. Each week have one
member give a two-minute talk about what he or she did

to bring in new members.

The bottom line: Being a volunteer does not have to be
scary or demanding. With everyone doing a little bit, a great
deal can be accomplished. Happy volunteering! O

Roslyn I. Atwood, ATM. is a member of Vista Sunrise Club

276-5 in Vista, California.

SPEAK & GROW RICH
Speaker / Facilitator Opportunities

We are an International Seminar Company searching

for qualified individuals to head up our seminars across

North America. If you have a passion for communicating

from your heart, call us to explore an excellent business

opportunity to channel your communication talents into

a strong six figure income. Investment required.

(800) MIND-004
MIND EMPOWERMENT INTERNATIONAL
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fHflflOffi Of SPtflHIflG
ByJoann Niemela. CTM

When preparing
your speech,

count syllables.

It didn't dawn on me until another Toastmaster gave her
speech that she and I have a common fault. We try to stuff

too much data into the allotted time. As I listened to her, I

understood that both of us write flowery essays full of what we

consider important information.

Because we think everything we

say is important, we include every

word we have written in our pre

sentations. We attempt to speak

our essays. But with too much

information and too little time, the

audience does not respond as antic

ipated. And for good reason. They

are trying to hear us, but cannot

tune in.

Why is this so? There has been

preparation, research and study, and

our great masterpiece has been prac
ticed and then delivered within the

time boundaries. But we recognize as

soon as we begin that all is not right.

I have listened to speakers,

preachers, and politicians ever

since my friend gave her speech,

trying to determine why they com

mand attention while my friend

and I cannot generate such focus. I

believe I have figured it out. Now I

know how to change my audience

from an inattentive to an attentive

mode, and how to stop cramming

too much material into one

speech. When preparing my

speech, I count syllables. Cadence

is the secret.

Most speakers use 10 or fewer syl

lables per thought. At the end of each

thought, they pause. Occasionally, a

good speaker will recite a run-on

sentence, but these breath takers are

few and far between. Surprisingly,
this pattern Is similar to the cadence

in popular songs. Count the sylla

bles in your favorite song or a good
oldie. The song below is introduced

with a run-on sentence and then

slips into a conventional cadence

mode:

Sometimes I wonder why I spend the

lonely night, dreaming ofa song.

A melody haunts my memory,

and I am once again with you.

Though our love wrts new,

and each kiss an inspiration.
But that was long ago,

and now my consolation

is in the Stardust of a song.

Feel the rhythm? Count the syl

lables. Notice how much drama is

packed into these simple sen

tences? Try saying them out loud
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as though you were giving a short
dramatic speech.

Turning your lovely essay into a
dynamic speech can be a simple
matter of adjusting to the cadence
mode. I have developed a method: I
set up a long narrow page on my
computer and make each sentence

fill only that line, followed by
another short sentence and so forth.

By doing this you will find that you
start eliminating many words and
start looking for ways to express
yourself more succinctly and dra
matically. In other words, by elimi
nating clutter, you make the signifi
cant thought stand out clearly and
in cadence. Look at the first para
graph of my friend's speech, which
was first written in note form. I

have lengthened it into prose. It
reads well enough on paper:

The belief that people are fundamen
tally alike appears to be a twentieth

century notion. This idea may be
related to the growth of democracy.
If we are equals, we must be alike.
Freud proposed that philosophy. He
believed we are all driven from
within by "EROS" a basic instinc
tual craving. Adler said we are all

seeking power. Jung disagreed. He
said that people are different in

fundamental ways even though
they have the same multitude of
instincts (or archetypes) to drive
them from within. One instinct is
no more important than another.

What is important is our preference
of how we function. Our preference
for a given function is characteris
tic, and so we may be "typed" by
this preference.

But try saying those thoughts
out loud in a speech and you'll put
your audience to sleep. Here's a
revised version transformed into

cadence mode:

Are all people alike?
In this, the twentieth century,

many say,

If we are equal, we must be alike.
Freud agreed.

Is this philosophy indicative of

democracy?
If we are all equal,

are we all alike?

Freud says we are all driven,
driven by basic instinctual
cravings.

We are driven, he says,
from within by Eros.

Adler said we are all the same,

but his reasoning is different.
Adler says we all seek power.
But Jung -

Jung disagrees.

He says we can be typed.
But we are different in fundamental

ways.

Regardless of the many similar
inner instincts.

One is no more important than
another.

We are different by preference, of
function.

Preference for a specific function,
that permits our "typing" by this
preference...

While this may not be a great
speech, I do believe you will recog
nize that cadence is important once
you say it out loud. Your audience

will not only hear but digest what
you are saying. Pauses at the end of

each sentence give the audience an

opportunity to absorb and reflect
upon the message through the
cadence of your speech.

It won't be easy for me to give up
the old method of speech writing and
delivery! But 1 will, because I now
know that I have discovered one of

the secrets of inspiring oratory. The
whole purpose of the Toastmaster

adventure is, after all, to strive to

improve by doing your best. o

JoAnn Niemela. CTM. is a member of

Speakeasies Club 8805-27 in

Reston, Virginia.
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obert BaiiUiil] ̂  Lnbbock, l i
where lie operates a legal and acc<jtt«tin^«-
practice focusing on wealth accumulation and
transfer. He obtained B.B.A, M.H.A» ami Doctor

i>f Jurisprudence degrees from iexsBrf^ch University in
j Lubbock, lexas, graduating Maj^ Ci^ l^de. A licensed '
" attorney, certified public accountant ahd certified financial
planner, he has written three books and various articles on

estate and compensation planning issues. lor the last ten

years, he has been an adjunct professor at lexas Tech,

teacliing several business and financial planning courses.

Robert and his wife jana, who is a D IM and placed third

in the 1993 World (Tianipionship of Public Speaking,
ownJL*I*V*E Speakers, Inc., a training and consulting

Robert travels throughout the United States con
ducting seminars for professional associations. In 1991-
92, Jie was named the Outstanding Discussion Leader for

T^i^as by the American Institute of Certified Public
Accountants. He is a member of the American Bar
Association, International Association for Financial

Planning, Texas Society of Cilertified Public Accountants
and the National Speakers Association.

In 1983, Mr. Barnhill joined l.ubbock Toastmasters

Club 884-44 because he saw an opportunity to continue
his quest for learning. He quickly began working in the
leadership track and, in 1986-87, led District 44 to the

honor of President's Distinguished District. Barnhill
served as an International Director in 1989-91 and subse-



qucntly served as Third, Second and Senior Vice Presi

dent. Although he ha.s focused primarily on the leader
ship track, achieving four DTM awards, Barnhill has
obtained several ATM-B and ATM S awards. In 1992, he
earned the title of Accredited Speaker.

a
cA.

How did you select your theme, "A
Passion for Eloquence," and what is its

• message to each member?

Each of us has a special gift to share with the
0 world; however, most people fail to let their
9 song be heard. Only through the cultivation

of one's communication and leadership skills can a person
develop the confidence to share with the world his or her
unique thought. Eloquence means "a thought on fire."
When we realize the potential that lies within and allow
ourselves to change, we begin to tell the world our special
thoughts and eloquence occurs. With all the negative fac
tors affecting us each day, maintaining the energy to stay
the course becomes difficult, if not impossible. Without a
heartfelt desire to pursue our goals, most people quit. A
passion provides the energy to overcome any situation
and allows us to continually strive to reach the goal.

What do you hope to accomplish during your
term as President?

My dream for the year is to begin changing our culture so
quality becomes an expected result. At the member level,
quality means fulfilling the Toastmaster's Promise (see side
bar next page). Each member needs to know and pledge to
uphold the Promise. At the club level, quality means
becoming a Distinguished Club. Instilling in each club the
passion to become a Distinguished Club is a goal of mine.
At the district level, quality is measured by performance in
the Distinguished District Program. I look forward to 50 or
more districts being Distinguished this year. At the
International level, quality means making our vision and
mission statements the motivation behind everything we
do. Toastmasters is about opportunity and change. If each
district grows by one net club per division, we can afford
more people the opportunity to improve their skills.

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

In February 1983, I visited the Lubbock Toastmasters club

meeting at 6:30 a.m. I was looking for an avenue to
become more active in my community. Traditional service

clubs did not excite me, because I wanted something
more than just a meeting. After my first visit, 1 knew
Toastmasters was for me. As a service professional, effec
tive communication is my main tool in helping others. I
saw the chance to improve my skills while serving others.
Toastmasters enabled me to start my own professional
practice 11 years ago and helped me achieve my goal of
helping others.

Many members leave Toastmasters after a year or
two. What has kept you active and committed to
our organization?

When 1 joined Lubbock Toastmasters, our club had an

International Director as a member. He constantly
encouraged each of us to explore the various programs
and events Toastmasters has to offer. Since 1 love learn

ing, I took him up on his Invitation. There is not one

Toastmasters program or event I have not experienced,
and I have learned from each. Without question, my
first district conference made a lasting, positive impact
on how I saw our organization. When 1 saw the club
ribbons and the head table, 1 made it my goal for our
club to get a President's Distinguished Club ribbon and
for me to become district governor. My wife, who was
not a Toastmaster at the time, decided to join and
become a speech contestant. At that conference, I saw
how much fun the district officers were having and
how committed to Toastmasters they were. That love of
our organization was contagious. One year later, my
club received its President's ribbon, and 1 was appoint
ed area governor.

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

A single thought runs through our international, district
and club mission statements and that single thought is
"opportunity." How can we empower people to realize
their full potential and achieve their dreams if we do
not give them the opportunity to do so? If we are to
achieve our mission statements, each member must be
dedicated to offering the opportunity for growth to
every person. Sometimes this means inviting them to
your club or starting a new club for them. With time
pressures and other commitments, it is easy to lose focus
of why Toastmasters exists. Our success is solely mea
sured by how many people have taken advantage of the
opportunities Toastmasters offers. Unless we constantly
remind all members to share the benefits with others,
Toastmasters will fail to achieve its mission of making
better communication a worldwide reality.
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What personal goals do you encourage new members
to set?

I encourage all members to achieve their CTMs and serve

as president of their clubs. While everyone joins to
improve their communication skills, few, if any, join to
become more effective leaders. By exposing every new
member to the leadership opportunities, my goal Is to
open each person's eyes to the plethora of possibilities
Toastmasters offers. Unless we do a better job of helping

people discover the scope of the Toastmasters'program
early in their membership, retaining members past their
fifth or sixth speech will continue to be a challenge.

Does each member have a responsibility to the orga
nization and the club?

YES! The only way Toastmasters can achieve its mission
and realize its vision is for each member to accept the
fact that nothing happens unless they make it happen.
While Toastmasters has an outstanding staff in Califor
nia, it is the volunteer member who is responsible for
the accomplishment of the international, district and

club missions, and these missions cannot be fully
achieved until quality permeates our culture. However,

quality cannot become part of our culture until each
member demands quality from every other member.

Quality starts with the Toastmaster's Promise. When

our club elects us into membership, every member
pledges to carry out the Promise to the best of his or

her abilities. "The best" does not mean perfection, but a
dedicated attempt to fulfill the Promise in every situa
tion. Next, each member must become passionate about
having a Distinguished Club. No one joins Toastmasters
International; we all join a club. Our impressions of
Toastmasters are directly shaped by the quality of the
club we join. Unless every member is dedicated to mak

ing his or her club the best it can possibly be, some
thing will always be missing. Finally, the quality of my
learning is determined by the other members' commit
ment to help me learn. Without each member acknowl

edging and accepting the responsibility to help every
other member grow, none of us can reap the total bene
fits of the Toastmasters program. Every club has certain
activities that must occur for its members to benefit.

The next time a job needs to be done, ask "If not you,
then who?"

How can a club assure Itself of a 50th anniversary?

While nothing can guarantee a club will celebrate its 50th

anniversary, four elements will help a club increase its
chances. First, a club needs a dedicated team of club lead

ers focused on making the club's mission a reality. Second,
a club needs a group of experienced Toastmasters willing
to be a mentor to each new member. Third, a club needs a

membership committed to achieving Distinguished Club
status. Finally, a club needs a permanent membership
recruitment program. If a club focuses on these four items,

its chances for a long life are greatly enhanced.

Being a Toastmaster means more than simply making a commitment to self-development
Everyone who joins a Toastmasters club is making a commitment to the club, to its
members, and to the organization as a whole.

<JL ^
As a member of Toastmasters International and my club, I promise...

■ To attend club meetings regularly;

■ To prepare all of my speeches to the best of my ability, basing them on projects in the Communication and
Leadership Program manual or the Advanced Communication and Leadership Program manuals;

■ To willingly prepare for and fulfill meeting assignments;

■ To provide fellow members with helpful, constructive evaluations;

■ To help the club maintain the positive, friendly environment necessary for all members to learn and grow;

■ To willingly serve my club as an officer when called upon to do so;

■ To treat my fellow club members and our guests with respect and courtesy;

■ To bring guests to club meetings so they can see the benefits Toastmasters membership offers;

■ To adhere to the guidelines and rules for all Toastmasters educational and recognition programs;

■ To maintain honest and highly ethical standards during the conduct of all Toastmasters activities.
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What is the main challenge facing our clubs?

Time pressures! People are extremely busy today, and with
competitive pressures at work, people do not have time
for extraneous activities. Our clubs must do a better job of
showing how Toastmasters is worth the inve.stment of

time. This requires an unwavering commitment to quality
in club operations. Cutting corners can no longer be toler
ated. As an educational organization, we ask people to do
two of the most stressful activities in life: speak before a
group and receive feedback in front of a group. I he more
rewarding this experience is, the more likely members will
invest the time. Following the Toastmasters program in
every way will assure that each club provides the quality
experience members demand and deserve.

What is the main challenge facing Toastmasters in
the future?

Since Toastmasters counts on volunteers to recruit new

members, conduct programs and manage clubs, we have
to di.scover ways of increasing involvement in our lead
ership track. As we grow, Toastmasters will need more
and more volunteers to accept club and district officer
positions. While most members readily accept club
assignments, the same does not hold true for district

leadership. Our districts exist to expand and enhance the
network of quality clubs, so more people will have the
opportunity to benefit from Toastmasters. Each year, we
experience a growth in clubs. These clubs need district

NOTICE OF ACCEPTANCE OF

NOMINATIONS
FOR INTERNATIONAL OFFICE

People have asked what qualifications are needed to hold

International Office. Following are the qualifications:

FOR INTERNATIONAL OFFICER;

■ active member of a Toastmasters Club during the entire

12-month period immediately preceding nomination,

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

FOR INTERNATIONAL DIRECTOR;

(DISTRICTS WITHIN REGIONS)

■ 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

election.

■ not more than one of the elected Directors may be from

one Club or any one District.

officers who can provide the required service to help
the clubs maintain a high degree of quality program
ming. With the large number of new club officers each

year, experienced Toastmasters, serving as district offi
cers, can provide guidance and support that will enable

each club to maintain a consistency in operation.
Encouraging these experienced Toastmasters to accept

the invitation of district leadership is the greatest chal
lenge facing Toastmasters in the foreseeable future.
Although Toastmasters International is committed to

leadership development, too few people perceive
Toastmasters as a source for leadership training. We must
be diligent in changing this perception. Our High
Performance Leadership program and the implementa
tion of the new leadership track in July 1997 (more infor

mation about this will be published in next month's issue

of this magazine) should begin the process of altering
people's views, but we must be tenacious in our quest to
make leadership development as much a part of
Toastmasters as communication training is today.

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

Every person has a special blessing which can improve
our world. Through enhanced communication and lead

ership skills, each of us can begin to let the world hear
our song. This year 1 invite all Toastmasters to pursue "A
Passion for Eloquence" and the development of their

own personal song! o

FOR INTERNATIONAL DIRECTOR AT LARGE:

DISTRICTS OUTSIDE REGIONS; ELECTED IN EVEN-NUM

BERED 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

election; or Chairman or Chief Officer of a non-District

administrative unit during the entire administrative year

immediately before the unit became a District or

Provisional District; or as District Governor during the
entire administrative year in which the unit became a

District or Provisional District.

If you are interested in running for International Office at

the 1997 International Convention and meet the qualifica

tions stated above, please write or call the Policy

Administrative Department at World Headquarters

for a booklet called "Information for

Candidates to the Board of Directors of

Toastmasters International." This booklet

contains a "Letter of Intent" to be sent to

the International President by December

31. 1996.

YS3
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loastmasters Internationa

1996-97
District Governors

:2s,
tas

Jcllrcy L. Cliess, DIM
Irvine, CA

MiirshaA.James, DIM
ik'dnmin Beach, C.\

.Arlene Doeniiebrink, DIM

Seattle, WA

;?■

V
%i~-y 1

Terri K. Sparks, DIM
Fountain Hills. AZ

I Carlos Figueroa, DTM r Linda E.Jackson, ATM
1 San lose. CA J San Dieeo, CA

Keith A. Hardy, D I M
St. Paul, MN

Robert R, LaDu, DTM
Portland, OR

t'-N

■y

8 James Schwarz, DTM
Marvland Heights, MO

9 Helen A, Cathcart, ATM
Sookane. WASpokane, VVA

Matthew Surak, DTM
Strongsville, OH

Robert McDonald, DTM 1Q Paul Clark, DTM
Indianaoolis. IN IL Bermuda Dunes, i

1k
1 n John K. Clarke, ,VI M
J Pittsburdi. PA

Geraldme Cabil, DTM
Atlanta, GA

Michael Taylor, AIM
Ro\-, LIT

Janet L. Talley, ATM
Oklahoma City, OK

Jenny vVolverton, ATM
Billings, ML

V

\

jg DilipAbayasekara, DI M
Newark, DP.

Ilionias Stockel)rdiid,AIM
West Des Moines, lA

2IJ Mark Buschena, A i M
Bismarck, ND

01 Lorna t.ook, DIM 00 1
L1 Vancouver, B.C., Canada LL S

lorn Steele, ATM
Shawnee, KS
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00 lames Hammitt, DIM Leo I., Allen, AIM-S
bJ \!hiiqiierque, NM incoln, Nt

or JelfreyJohnson, DIM 0/
L J Fl. Worth, TX lO

(Catherine Maul, ATM

Aurora, CO

00 Dale L, Moyer, DI M
LI Alexandria, VA

siem

•IL..V-'

on Marilyn Knapp, DIM OQ Joan Wcldy, ATM On jaquclynCohen, DlAl 01 Stephen Llcari, ATM 00 David Alldredge, AIM
LO Southfield, Ml 17 Saraiand, Al. JU i tiicj.en |[ J | l ast Boston, \1A it Kent, WA

e

4
00 Jerry Theo, DTM
Ow Las Vegas, NV

0/ Maria Gonzalez, DTM

WT Lnscnada, B.C., Mexico
2 J Janet Ann Koss, DTM

Mosinee, Wl

Joice 0. Franklin, DTM

Laurel, MD

Richard T. Reece, DTM

Morchcad Citv, NC

m

cv

&

1L %

Terry G, Schutt, D I M
Willingboro, NJ

QQ Patricia L. Pong, DTM
07 Sacramento, CA

P.rin Hutchlnson, G M

Kingston, OH
11 Ron A, Sauby, ATM-
4 I Sioux Falls, SD

Tim Lambert, ATM

Fdmonton, AB, Canada

<m
V

LM 'tm

Joyce A, Moore, DTM
Little Rock, AR

Bart Arbuthnot, D FM

Dumas, TX

I r Dorothy Doyle, DTM
TV CharlottetowTi, I'LL Canada

George L. Tully, DTM
Red Bank, NY

Rex P, Lehmann, DTM

Miami, FL
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Nettie Spain, AIM
Tuscalon^a, Al,

Donna Stefanov, ATM

Hak'iwa. HI

Pat Gallagher, DIM
Dallas, TX IP

Dunstan Chan, DIM

Sarawak, Malaysia

Pal Slewarl, DIM

North Hills, CA

r
itif

Joseph G. Carney, DIM T / Gwendolyn Sawyer, DIM T / Paula Tunison, D I M
00 Hanuieii, CT On lloooston, IL 00 Austin, TX

Craig Harrison, DTM
Ikrkek'v, ( A

CQ Jesse Clifton Dove, DTM
00 Suiiiiiierville, SC

4 I

/rt Heather Loveridge, ATM /I Richard Murphy, DIM /Q Cindy Karns, ATM
OU London, Ontario, Canada 0 I Deep River, ON, Canada Ol Grand Ledge, Ml

/Q Ruth S. Newsome, DTM
00 Blountville, TN

Barbara], Main, DTM

Winnipeg, MB, Canada

W|

Carol .Ann Stafford, AIM-B

Rochester, NV 6
Kathleen ,A. Nash, DIM

Chesapeake, VA
loan lurner, DIM

Ncsv Orleans, l.A

/Q Patricia Ryan, DTM
0/ Hamilton. (JLI). Austrr

Loma Lazldeen, DTM

Hammondnlle. NSW, .Wsiralia

liilud McHugli, ATM-B Leo Baxendale, D1M HA Danny Owen AIM A/ KoiiDuff,DlM HP .Adelina C. Royo, DTM
10 Melboume, \'ictoria, Australia IH Houi Bav, West Laae. South .Lfria 10Co. Clare, Ireland / L New Llymouth, New Zealand / U Melboume, Victoria, Australia 74 Houi Bay, West tape, South .Lfrica / J Davao City, Philippines

12 TH( TORSimflSTCR • S E P T E IB B L fl 1996



Houi to Contact your

96-97 District Governor
For thie protection ot all members, use of a Toastmasters list of

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

Toastmasters source, for any purpose other than for official Toastmasters

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

f  Jeffrey L. Chess, DTM
Apt. 2A, 3800 Parkview Lane
Irvine, CA 92715-1933

1  Marsha James, DTM
310 S, Prospect Ave , #33
Redondo Beach, CA 90277

I Arlene F. Doennebrink, DTM
20330 Burke Ave, N,

Seattle, WA 98133-3326

3 Terr! K. Sparks, DTM
14850 North El Sobrante Ave.

Fountain Hills, AZ 85268-2637

4  Carlos FIgueroa, DTM
192 Tulip Blossom Ct.
San Jose.CA 95123

5  Linda E. Jackson, ATM
P. 0. Box 26805

San Diego, CA 92196

6  Keith Hardy, DTM
684 Otsego St.
St. Paul, MN 55101

7  Robert R. LaDu, DTM
P. 0,80x19655

Portland, OR 97280

8  James Schwarz, DTM
1735 Roth Hill Dr.

Maryland Heights, IviO 63043

9  Helen A. Cathcart, ATM
12424 E. 3rd Ave.

Spokane, WA 99216
10 Matthew M. Surak, DTM

10009 S. Bexley Circle
Strongsville, OtH 44136

II Robert C. McDonald, DTM
Suite 211, 3520 W. 86th St.
Indianapolis, IN 46268-1122

12 Paul Clark, DTM
40300 Washington #N-203
Bermuda Dunes. CA 92201-9522

13 John R. Clarke, ATM
4662 Sherwood Dr

Pittsburgh, PA 15236

14 Geratdlne L. Cabll, DTM
1098 N. Shore Dr,

Atlanta. GA 30311

15 Michael Taylor, ATM
4585 So. 2350 West

Roy, UT 84067

16 Janet L Talley, ATM
13320 Apple Valley Dr.
Oklahoma City, OK 73120-8504

17 Jenny E. Woiverton, ATM
821 N.27th St„ Suite 117

Billings, MT 59101

18 Dlllp R. Abayasekara, DTM
5 St. Tropez Court
Newark. DE 19711

19 Thomas E. Stockebrand, ATM
425 Valley West Dr.
West Des Moines. lA 50265

20 Mark R.Buschena, ATM
221 Hill St.

Bismark, ND 58504

21 Lorna Cook, DTM
1889 West 64th Ave.

Vancouver, BC,

Canada V6P 2P4

22 Thomas M. Steele, ATM
5633 Brownridge Dr.
Shawnee, KS 66218

23 James G. Hammitt, DTM
1300 Glorieta NE

Albuquerque, NM 87112

24 Leo L Allen, ATM-S
4045 Locust St.

Lincoin, NE 68516

25 Jeffrey William Johnson, DTM
4204 S. W. Loop 820
Ft. Worth. TX 76109-5350

28 Catherine L Maul, ATM
15462 E.Evans #203

Aurora, CO 80013

27 Dale L Moyer, DTM
6923 Deer Run Or.

Alexandria. VA 22306-1107

28 Marilyn Knapp, DTM
25071 Muerland

Soulhtield, Ml 48034

29 Joan Weldy, ATM
4198 Chisha Dr.

Saraland.AL 36571

30 Jacquelyn Cohen, DTM
1000 N, Lakeshore Dr., Apt, 2303
Chicago. IL 60611

31 Stephen Licarl, ATM
311 Meridian St.

East Boston, MA 02128

32 David Alidredge, ATM
26004 108th Ave. S.E.

Kent, WA 98031

33 Ms. Jerry L Theo, DTM
3160 E. Sonata Dr,

Las Vegas, NV 89121
34 Maria Rodriguez de Gonzalez, DTM

Mar Del Caribe #369

Fracc. Valie Dorado

Ensenada, B.C., Mexico 22890

35 Janet Ann Koss, DTM
425 Super St,
Mosinee, Wl 54455

36 Jolce 0. Franklin, DTM
9204 Montpelier Dr.
Laurel. MD 20708

37 Richard T. Reece, DTM
P. 0. Box 342

Morehead City, NC 28557

38 Terry G. Schutt, DTM
21 Oilman Ln.

Wiillngboro, NJ 08046-3205

39 Patricia L. Fong, DTM
6657 Gloria Dr.

Sacramento, CA 95831

40 Erin E. Hutchlnson, CTM
75 N. Main St, - P. 0, Box 538

Kingston, OH 45644

41 Ron A. Sauby, ATM-B
P.O. Box 368

Sioux Falls, SD 57101-0368

42 Tim Lambert, ATM
10741 -73rd Ave.

Edmonton, AB, Canada T6E105

43 Joyce A. Moore, DTM
25 Windsor Dr.

Little Rock, AR 72209

44 Bart Arbuthnot, DTM
405 Pear

Dumas, TX 79029

45 Dorothy H. Doyle, DTM
P.O. Box 1092

Charlottetown, PEI,Canada ClA 7M4

46 George L Tully, DTM
73 Hillside St.

Red Bank, NY 07701

47 Rex P. Lehmann, DTM
7200 S.W. 7th St.

Miami, PL 33144

46 Nettle Spain, ATM
5309 4th Ct. East

Tuscaloosa, AL 35405

49 Donna C. Stefanov, ATM
66-050 Waialua Beach Rd.

Haleiwa, HI 96712

50 Pat Gallagher, DTM
6339 Bordeaux Ave.

Dallas, TX 75209-5701

51P Ounstan Chan, DTM
8 Kim San Court, 93200 Kuching
Sarawak, Malaysia

52 Pat Stewart, DTM
9644 Burnet Ave.

North Hills. CA 91343

53 Joseph G. Carney, DTM
451 Mill Pond Village Rd.
Hamden, CT 06514-1731

54 Gwendolyn S. Sawyer, DTM
826 E. Chestnut

Hoopston, IL 60942

56 Paula Tunison, DTM
P. 0. Box 26338

Austin, TX 78755

57 Craig A. Harrison, DTM
Apt. 2, 3151 Eton Ave.
Berkeley, CA 94705

58 Jesse Clifton Dove, DTM
127 Brandywine Dr,
Summervllle, SC 29485

80 Heather Loverldge, ATM
597 Oakridge Dr.
London, ON, Canada N6H 3G3

61 Richard V. Murphy, DTM
158 Ffontenac St, (Box 1895)
Deep River, ON, Canada KOJ1P0

62 Cindy Karns, ATM
904 McDiarmid Lane

Grand Ledge, Ml 48837

63 Ruth S. Newsome, DTM
P. 0. Box 742

Blountville, TN 37617

64 Barbara J. Main, DTM
548 Waverley St.
Winnipeg, MB, Canada R3M 3L5

65 Carol Ann Stafford, ATM-B
615 Laurelton Rd.

Rochester, NY 14609-4511

66 Kathleen A. Nash, DTM
503 McCosh Dr.

Chesapeake, VA 23320

68 Joan Turner, DTM
2458 New York St.

New Orleans, LA 70122

69 Patricia Ryan, DTM
P.O. Box 173

Hamilton, OLD, Australia 4007

70 Lorna Fazldeen, DTM
45 Norman Ave.

Hammondville. NSW 2170, Australia

71 Hilda McHugh, ATM-B
The Glebehouse

Co. Clare, Ireland

72 Leo Baxendale, DTM
12 Wicklow Place, Bell Blxk
New Plymouth, New Zealand

73 Danny Owen, ATM
GPO Box 984H

Melbourne, VIC, Australia 3001

74 Ron Duff, DIM
P. 0. Box 26723

Hout Bay, Western Cape,
South Africa 7872

75 Adellna C. Royo, DTM
1l2Roxas Ave.

Davao City, 8000, Philippines

TERRITORIAL
COUNCIL CHAIRMEN

■ YUKON/ALASKA COUNCIL

OF TOASTMASTERS

Jim Donaghey, ATM
P.O.Box 34513

Juneau, AK 99803

■ CONTINENTAL

COUNCIL OF EUROPEAN

TOASTMASTERS

Henry L. Blount, ATM
224, Rue Du Faubourg
St, Martin 75010

Pans, France

■ JAPANESE COUNCIL OF

TOASTMASTERS

Terry Tomita, CTM
Azamino 4-18-25

Aoba-ku, Yokohama City
Kanagawa-Ken 225, Japan

■ REPUBLIC OF CHINA

COUNCIL OF

TOASTMASTERS

Y. H. Chen, CTM
24, Lane 73, Tsu-Llh 2nd Rd.
Kaohsiung City (Zip 801)
Taiwan, R.O.C.
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The Attorney as Orator
By William //. Sleveimm, ///, ATM • illustration by Jason Clemens

Imagine making a speech that would eiteraely
DECIDE WHETHER YOU LIVED OR DIED. DEFENSE ATTORNEYS
do this every day on behalf of their clients, calling forth
from them the greatest efforts of persuasion. In law
schools all over America and beyond, one name is more
often mentioned as an example of the highest standard
of this art - Clarence Darrow.

When Darrow became an attorney in 1878, both the
legal profession and the style of legal oratory were in the
midst of change. Darrow represented both the old and
new. Universities were only beginning to monopolize
legal training and Darrow, like most lawyers of the time,
learned law not in a classroom but by private study in an
attorney's office. He briefly attended the University of
Michigan law school, but soon dropped out, impatient
with the plan of instruction he considered rigid and for
mal. Throughout his career he had little liking for the
book work of law. Precedents and details he left for oth

ers to hunt down; he would focus his talents on what he

considered the key to any trial - the jury.

one of his tricks - to a farmer on the jury, he looked like
a farmer.

This plainness of style and language did not mean
Darrow was not an intellectual. An omnivorous reader,

he avidly devoured works on psychology, criminology,
evolution - the "new sciences" of this day - as well as
poetry past and present. He used all these works to sup
port his arguments, but his genius allowed him to trans
late the most abstruse scientific tome into readily under
standable speech.

After a promising start in Chicago advising the city
and representing corporations, Darrow astonished his

cohorts by resigning as attorney for the Chicago and
Northwestern Railway to support the very workers who
were striking the line. For the rest of this career he repre
sented unpopular defendants - labor agitators, commu
nists, minorities - often for no fee. Overcoming the pub
lic's bias against his clients was often the biggest prob-

[lis 1926 defense of the Sweet family illustrates
narrow's formidable powers of persuasion.

If Darrow rejected the new style of legal training, he
also rejected the old style of legal oratory favored by the
Eastern establishment. It, too, he considered rigid and
formal - full of classical allusions, Latin quotations and
rhetoric more akin to declamation than conversation.

Darrow would have none of it. He spoke to people in
language they could understand, the language of the
small-town Midwesterner that he was.

Besides speaking like the common man, he looked the

part. Six feet tall with a craggy face, Darrow must have
been a relief from the dressed up city slickers that too
often stood in front of the juries of his day (and ours).
His rumpled suit and slouching manner were legendary.
But this carelessness of dress was not an affectation. It

was genuine, part of the essential honesty of his nature.
Later in life he refused to cover up his wrinkles, saying
he had worked hard for them. This plain simple honesty
came through to his audience in the jury box. He did not
seem like a lawyer who was trying to pull a fast one with

lem he faced. But, as he once told a jury, "I am not

bound to believe them right in order to take their case,

and you are not bound to believe them right in order to
find them not guilty."

Darrow always portrayed himself as the defender of

the underdog - the poor, the weak, the helpless, the
oppressed - an "attorney for the damned." His defense

of the Sweet family in 1926 illustrates his formidable

powers of persuasion.

It is hard to imagine a more difficult case for a defense

lawyer. The Sweets, 11 in all, were charged with murder
for having fired into a crowd outside their home in

Detroit, Michigan. The Sweets claimed they had acted in
self-defense against a mob that was about to attack

them. The Sweets were black. During a housing shortage
in Detroit they had broken an unwritten law by purchas

ing a home in a white neighborhood. The victim was

white. They faced an all white jury in a city that greatly
resented a recent influx of Southern blacks.
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"I am not bound to believe

In his final argument, Darrow

masterfully combined elements of

reason and emotion. These ele

ments are often thought of as oppo-

sites, combining no better than oil

and water. But this need not be the

case. While emotion can act as a red

herring to distract a listener from

the message, Darrow showed how

to mix reason and emotion so they

enhance each other.

He first pointed out that there had indeed been a mob

outside the Sweets' house, not for just one night, but for

two nights in a row. Darrow reminded the jury that the
prosecution had itself paraded 71 witnesses that swore
they had seen only "a few" people on the scene at the

time of the shooting. Seventy-one witnesses had only
seen a few people? It was pretty easy to agree with Darrow
when he said, " The State claims the was no mob there

that night. Gentlemen, the State has put on enough wit

nesses who said they were there, to make a mob."

How did the Sweets' react to the mob around their

house? Darrow replied by depicting the ominous gather

ing of the crowd:

"They did not shoot the first night when the crowd
came. They did not shoot the second night when the

crowd threw stones up on the roof or through the win

dow. They did not shoot when the crowd gathered

around the front part of the house. They did not shoot
when they started up the walkway."

When did they shoot, asked Darrow? Only when the

mob was at the door of the house. Was there a more obvi

ous case of self-defense? The trial had nothing to do with

the law; it was about "nothing but prejudice." Not content

with painting the actual scene, Darrow put the jury in the

picture, asking them to imagine the situation if they had
been in the house and the racial roles had been different:

"If it were reversed and 11 white men had shot and

killed a black man while protecting their home and
their lives against a mob of blacks, nobody would have

dreamed of having them indicted. I know what I am

talking about and so do you. They would have been
given medals instead."

In answer to the prosecutor's charge that the Sweets

had fired too soon, Darrow asked how anyone could

judge in cold blood, months after it happened, how the
Sweets had felt in the heat of the moment. Once again.

them right in order to take

their case, and you are not

bound to believe them right in

order to find them not guilty/^

- (:LARi;Nc:t d.-xrrow

he did not give the jury a dry recital

of legal precedents. He gave an

emotional analogy of men ship

wrecked at sea in a small boat

"tossed on the wild waves of an angry
sea; their food disappearing, the boat
heavy and likely to sink and no friend

ly sail in sight... What will they do?

They throw a companion overboard to

save themselves... Yet a jury, months
after it wn.s over, sitting sagely in their jury box, pass upon
the question of whether they acted too quickly or not."

No, said Darrow, to judge the Sweets, they would
have to put themselves in the mindset of the Sweets, and

see the mob through their eyes.
Darrow rose to the height of his powers of description

as he traced the history of the black race in America,

from their kidnaping in Africa onto the slave boats

"packed like sardines in a box, half of them dying on the

ocean passage," to their slavery in a strange land and to
the lynchings, discrimination and prejudice of the

1920s. What would these people see when they looked
on a white mob surrounding their home?

"Put yourself in their place. Make yourself colored for a lit
tle while. It won't hurt, you can wash it off. They can't, but

you can; just make your.self black for a little while; long

enough, gentlemen, to judge them... that is all that I a.sk."

Darrow made sure to put a human face on the defen

dants, introducing them to the jury as individuals. Here

was Ossian Sweet, a poor boy who had worked hard and

become a physician. Here was his wife, his infant child,

his younger brother, and all the rest of his relatives, liv

ing in that small house simply because "they must live
somewhere!" How was Dr. Sweet any different from the

members of the jury? He was trying to do nothing more

than start a life for himself and his family. This personal
ization of the defendants was essential in a case as racial

ly charged as this. Darrow knew that a jury would be
more sympathetic to someone they knew than to a

member of an abstract and unpopular minority. They
might convict a "Negro defendant" when they would

acquit Ossian Sweet, husband, father and home owner.

Darrow never missed a chance to raise an Individual

case to a universal cause, to remind the jury their deci

sion could be a monumental symbol, a real step forward

in civilization. He did this in his closing argument, say

ing that he spoke not for the Sweets but for "a million

blacks" that were looking to "you 12 whites, feeling that

the hopes and fears of a race are in your keeping."

Again and again, he addressed the jury as individuals.
He would not allow them to escape their responsibility
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"While emotion can act as

by taking cover behind the anonymi
ty of a group of 12. Harrow told the

members of the jury that the Sweets'
eyes "are fixed on you, their hearts

go out to you, and their hopes hang

on your verdict... 1 ask you in the

name of progress and the human

race, to return a verdict of Not Guilty
in this case!"

The jury did acquit the Sweets.
Harrow's formula of combining reason with emotion,

painting vivid word pictures, personalizing the defendant,
raising the case to a universal cause, and squarely assigning

responsibility to the jury, was one he used many times and
with great effectiveness. It is no coincidence that in his

leisure time Harrow was both a novelist and a writer of arti

cles on Issues of the day. His addresses combined the
drama and color of a novel with the reasoned argument of
a legal tract. They read well, even today.

But mere written words do not convey the full power
of Harrow's courtroom presence, which biographer
Arthur Weinberg describes vividly: "[Harrow wasj strid-

a red herring to distract

a listener from the message,

Darrow showed how to mix

reason and emotion so that

they enhance each other."

ing forward and then stopping, star
ing straight into the jurors' eyes,

turning, head hung in thought as
the retreating voice comes over the

shoulder slowly, carefully, then all

at once booming again. Sometimes

witty, smiling; sometimes angry,
scathing, merciless. Sometimes with

tears streaming down his cheeks."

Harrow made the Sweet case a

turning point in history. Not everyone will agree with

Harrow's opinions, but most people agree that he was
one of the most effective persuaders that ever spoke
before a judge or jury. O

Author's Note: Harrow had to make two arguments for
the Sweets, due to a mistrial in the first case. Most of the

quotes in this article are from transcripts of the second

trial. May 19, 1926.

William H. Stevenson. 111. ATM. is a lawyer and member of
Toastmasters Singles Club 6201-48 in Huntsville, Alabama.

Are You Serious About Building A Speaking & Writing Business
That Will Generate $100,000 to $1,000,000 A Year For You?

LIMITED
SEATING

Guarnnteed to fill
fast. Call today

for more
infonnation and

complete brochure.

HOW TOBUIIDYOUR

EMPIRE

November 18 & 19,1996
Irvine, California

Join Mark Victor Hansen, one of the most acclaimed
motivational speakers and best-selling authors of our
time, in a powerful two-day program and cash-in on this
multi-billion dollar industry. This is a remarkable
opportunity to have Mark share with you his proven
formulas for success - success in speaking, in publishing,
and in life. Mark started his speaking career bankrupt

with no contacts, no brochure, no money and no
market! He is now a highly acclaimed motivational and
business speaker, earning five figures per appearance
and has sold over 9 million copies of his best-selling
series Chicken Soup for the Soul. There has never been
a better time to take advantage of the huge financial
rewards this growing field has to offer.

Here are just of few of the POWERFUL
CONCEPTS that Mark will share with you;

• How to get more speaking invitations than you can
handle • How to stay motivated • How to earn vast
profits from 28 additional sources of income • How to
create massive value • How to build 100% referral

business • Turning your speeches into books • Getting
published - The Insiders Guide

Special Guest - JACK CANFIELD

Mark Victor Hansen and Jack Canfield will

reveal 32 ways to create and market a best-
selling book. Not only are Jack and Mark
the co-authors of the mega-bestselling series
Chicken Soup for the Soul - with 37 moi'e
titles on the way, they are the driving force

behind the entire Chicken Soup for the Soul
phenomenon. (They plan to sell 50 million
books by the end of this decade and their 25
year plan schedules over 500 million books!)
From concept to reality, they are truly a
mastermind in action!
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TOPICAL HPS
By Mark Majcher. ATM

Toastmasters Share Their Lessons Learned

Ideas for Lye Contact, Speech Subjects and Travel
Many of the most useful tips we Toastmasters rccicve

are via word of mouth from others. I'his column is a

forum for sharing those kinds of ideas with each other. Here

are the latest tips submitted by our readers (real this time!):

■ "I have found it beneficial when practicing a speech presen

tation to walk around and look at items in the room. This

way I am memorizin,ii the speech, getting comfortable stand
ing and talking along with practicing eye contact. My evalua
tions (so far) have always listed eye contact as a strength."
VICriORlA KERN - CHAITANOOGA, TENNESSEE

■ "I tike to give out 3x5" chards when I'm presenting the

'Word of the Day.' Club members may put the card in their
pockets and refer to it all day."
ANONYMOUS-SHiREMANSTOWN, PENNSYLVANIA

■ "When you are the main speaker or "under the glass,"
diminish your importance by dressing conservatively. Be mod
est with jewelry, and before commencing, pause to smile direct
ly toward several members of the audience. You will soon see
that your audience becomes very appreciative."

S'l ELLA SHEPARD. CTM - MARYSVILLE, OHIO

■ "I choose to not allow self-consciousness or shyness nde my
life when I say "yes" to speechmaking. In grade school, book
reports were a time to get sick and not show up. College
wasn't any better; I spent many a sleepless night in anticipa
tion of speaking. With better self talk - such as "everyone out
there loves me and can hardly wait to hear what I have to

say" - it becomes a self-fulfilling prophecy. Now, when it is
time to give a speech, I let my mind be my ally and friend."
CAROL HITZ - BELI.INGHAM. WASHING EON

■ "The best material for my talks comes from the most

unlikely places. Examples are the offbeat articles seen in air

line magazines, local community newspapers or trade publica

tions. Those personal experiences people share in ordinary
conversation also are very powerful - the trick is to recognize

and remember them"

KEN CAMPREI-L- DEARBORN, MICHIGAN

■ "When preparing for each upcoming Toastmasters meeting,
I challenge myself to do two things: a) write down (usually
through a word processor) whatever it is that I have to pre

pare, even if it's just the "word of the day" — this gives me
an ongoing record of even the little things I'm accomplishing

at Toastmasters; and b) come up with at least five to 10 new
topics for my growing speech topic list. I now have about 600
possible speech topics."
EDWIN BEBEE-TUCSON, ARIZONA

■ "Travel with Toastmasters. Schedule in a Toastmasters

meeting or two while away on business. It's a stimulating
alternative to an evening of television in your hotel room. I've

gotten fresh ideas in Florida, met new people and shared ideas

in Silicon Valley, and generally expanded my comfort zone

during several business trips."

GLENN HOFFMAN. CTM - NOVATO, CAI.IEORNIA

How about you share your favorite tip, word of
mouth strategy, or lesson learned? Take action now to
share your favorite Topical Tip on a postcard, letter or

electronic mail. The more feedback we receive, the better

this column will be.

Be sure your name and address are included so you

can received credit for the published Topical Tip. Entries

may be edited for clarity and brevity.

Mark Majcher, ATM

"Topical T ips"

125vS Walnut Court

Rockledge, Florida 32955

e-mail: mark.majcherCa'truemedia.com o
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HALL Of ffll

The following listings are ar

ranged in numerical order

by district and club number.

Dim
Congratulations to these

Toastmasters who have

received the Distinguished

Toastmaster certificate,

Toastmasters International's

highest recognition.

Tcddi Pentiwcll, 179-F

Lesjcnison, 231-F

William Whitmore, 5410-F

Barbara Joan Atkinson, 7168-4

Cecelia A. Bieringer, 2312-6
Jeff Waldron, 8161-6

David B. Wilkins, 521-11

Mar>' Smith Lciman, 666-11
Penny S. Pierce, !()96-l 1
DeWitt King, Jr., 5489-14

Margueritte Hubbard, 5803-14
David A. Watkins, 8451-25

Sherry C, Picciolo, 8858-27
Ellwyn L, Albce, 726-28
ThomasJ. Brien, 5525-3!

Stephen A, Arndt, 6576-32
Kyle L. Tingle, 4055-33
Truman Sigier, 6708-33
Janet Ann Koss, 4596-35

James C, Ronning, 3797-36
Karen Daly, 8175-39

Joyce Asmussen, 8606-39
JoAnne B, Moore, 4942-40

A. Louise Persson-Riess, 1245-42

Conrad Adelman, 952-47

Rod Wright, 3841-49
Erlinda Cachola, 4126-49

Raymond F. Bell, 3863-53

Marcel Blythe, 6983-53
Eric Matto, 4196-60

Elsie Maud (Millie) Graham, 749-69

John Earnshaw, 3297-71

Mary O'Connell, 5482-71
Sandra Margaret Johnston, 2833-72

Andrew W. Schmidt, 388-6

Rose M. Robinson, 5770-6

Jane A. Messenger, 1056-8
Philip T. Parker, 1023-11
Kenneth J. Ellison, 1180-12

Roy F. Messier, 1969-12
Alfred Wiseman, 5216-14

Connie Puilen, 8661-14

Linda ■['omiitison, 6498-15
M. Coleman Hull, 454-16
Debra A. Burdeaux, 1678-16
Carmen I.ee Pow, 1833-18
Monika E. G. Gobeil, 1938-21
Bob Hooey, 3435-21
GloriaJ. Saunders, 5052-21
Elaine Rita Middleton, 5403-21
Nancy Darbro, 5385-23
Sharon 1. Smith, 3560-24
Robert 0. Waddoups, 989-25
Thomas 5. Karwaki, 7787-27
Hsu Terry Wang, 8282-27
Mark Hudnail, 726-28
Mary S. Cowper, 1660-28
Thomas M. Brcnnan, 1450-30
Patricia Dictzc, 2683-30
Mary Chevers, 4867-37
LynA. Sims, 7672-37
Sharon K. Bares, 8215-37
Jeffrey Scott Gibbs, 4383-42
Alice M.Hanlin, 5921-42
Pat King, 763-44
Edith Clendennen, 1327-44
Jerry Gold, 2004-47
Bonnie Russell, 5807-47
John H, Powers, 79-54
Patricia F. Shedlock, 7253-54
David O.Johnson, 6058-56
Boyce Gahagan, 8687-56
Kim Lindenfeld, 9533-56
Robert D, Crosby, Sr., 2091-58
John Sooran, 3090-60
Irene Konzeimann, 3541-60
Sadan Mankikar, 808-61
Norman S. Hart, 9560-61
Frank Home, 3930-63
Lorraine Sweeny, 413-70
Steve Howard, 1117-70
Arthur Thomas Ware, 2274-70
Norman T. Hanscoinbe, 3186-70
David Shepherd, 3783-70
Kim Maicoini, 5073-70
Paula Bayiey, 4518-72

flTfll Silver flTIH Bronze

Congratulations to these
Toastmasters who have

received the Able Toast-
master Silver certificate of
achievement.

David W. Yost, 66-6
John D. Caidwell, 232-6

Julia Oikin, 1435-4
Reeina Maliamood, 1435-4
Donna Chen-Snow, 4270-4
Douglas C. Evans, 888-5
Marian White-Vassilakos, 788-12
Gregory D. Scott, 1348-12
Jan Roberts, 1976-12
C. Ed Baiimgartner, 2488-12
Joseph P. Thompson, 5349-26
Sharon Chyr, 6397-26
Margarete A. Ralston, 9395-26
Helen L. Burkett, 1792-27
Landon Lewis Elswick, 8920-27
Judith M. Ebner, 1909-28
Joanne Corbett, 6131-42
Arlcnc Jorgenson, 8990-42
Henrys. Youd, 1359-43
Namon Harris, Jr., 1684-43
Calvin G.Edie, .3751-64
Mark Buettner, 4574-64
Ncnita A. Uygen, 4729-64
Betty Lorainc Cakes Muka, 4913-65
Judith P. Staples, 5460-65

flTBl

Congratulations to these
Toastmasters who have

received the Able Toast-
master Bronze certificate
of achievement.

Michael Hcrskovits, 4634-3
William E. Bristol, 7918-3

Congratulations to these
Toastmasters who have

received the Able Toastmas

ter certificate of achievement.

Linda Northrop, 316-F
Diana R. Irish, 13(H)-F
Katzi Kayser, 2436-F
Elizabeth E. [.eland, 4042-F
Kerry Joseph Davidson, 6469-F
Jim Busse, 9377-F
Edward Lcong, 9567-U
Donald C. Hugh, 174-1
Allison Drew, 743-1
S-Jeff Jennewein, 3645-1
Philip Carlisle Stewart, 4404-1
M.Jean Hendricks, 4419-1
Dino Champagne, 5631-1
Patricia Farnham, 514-2
Jean Wallace, 822-2
Joseph C. Rielly, IV, 7137-2
Richard Bailey, 9509-2
Robert F. Hampton, 9,509-2
John J. Zatarski, 213-3
Mary S. Morris, 4725-3
Roshana Ohmoto, 5072-3
Elizabeth de Clifford, 3.3-4
Kelly Emo, 4270-4
Michael Steven Bradley, 4860-4
Robert Mascarotti, 6654-4
Richard Preston, 7596-4
Trish C. Brown, 54-5
Paul Steinke, 623-5
Lynn Mulhern, 895-5
Leonard Wiener, 5528-5
Steven R, Miller, 5528-5

A. G. Cooper, 7129-5
Michael Busak, 162-6
Phyllis Soydcr, 1523-6
Linda Ann Ripka, 2140-6
Steve M. Lockwood, 2206-6
Donna Carew, 3246-6
KathrynS. Bakke, 4554-6
[oAnne Boche, 6144-6
Janice E, Sullivan, 7119-6
Elaine Thompson, 2034-7
W, Richard Allen, 92,35-7
Marilyn A, Lewis, 448-8
Betty Sue Walsh, 1957-8
Dan Corsair, 19.57-8
George H. Parker, 19S7-8
James F.Salih, 1957-8
Jim Hertei, 1957-8
Paul A. Ederer, 1957-8
Brian Keith Goldsby, 9643-8
Eiijetta Fleming, 9643-8
Huntley Ruff, 9643-8
Charlene Upton, 50-9
Stephen R. Ivcrson, 160-9
Edward J- Sfahlman, 1760-9
James V, Hoguc, 7285-9
Theodore W, Yocom, 143-10
Greg Czarnccki, 912-10
Loretla E. Kotnlk, 8142-10
Keith A. Yoder, 856.3-10
Kenneth Rennet, 9347-10
John E. Mogush, 1096-11
Kenneth Kautz, 2182-11
LeeW. Thra.sher, 4742-11
Jean Miller, 5233-11
Brent A. Seaman, 8365-11
Peter L, Baker, 8365-11
Dan Buchanan, 290-12
Dan Uthappa Chourira, 414-12
ScottA.Huseth, 414-12
Donald R. Beck, 8691-12
Geoffrey Webb, 8691-12
RoyJ. .Nichols, 9501-12
Bruce T. Einfalt, 1219-13
James W. Dunn, 1219-13
Bess T. Chappas, 705-14
Phil Houston, 833-14
Michael James, 2523-14
Claire 5, Lee, 2906-14
Karen M. Haynes, 3379-14
Lu Ann Cooiey, 5489-14
Eddie Calioway, 5803-14
Dariush Entesaiy, 7841-14
Jeanette Gowen, 8291-14
Glenda R. Suchy, 1130-16
Paillette Lorsbach, 1859-16
Richard Parker, 3139-16
Jim Verdugo, 5477-16
Richard Kiiatterud, 3878-17
Stella Chung, 2562-18
Sylvia M, Hardy, 2929-18
Paulette Derkach, 8461-18
Steven A, Shirer, 504-19
TeddyJ. Edwards, 4728-19
AmyJ. Soliday, 6271-19
LindaJ. Terpstra, 6271-29
Debra A. Vonnahme, 6443-19
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tlaine Wold, 376-20

Colleen O'Connor. 9027-20

Betty Capletle, 800-21
Robert R, Neill, 1938-21

Carla MacGilllvray, 6265-21
Nick Pcarce, 6265-21

Bernadette Racette, 6952-21

Dan R. Pcrr\', 9073-21

Roderick Ldwiii Schnob. 9890-21

Jerry Cookc, 1928-22
Timothy TTlm) Powell, 6297-22
Terry T. Sleight, 122-23
Jo Koyhal Izay, 846-23

Lorcnza M. Bedgood, 4013-23
Van A, Rranham, 4357-23

DarleneJeanetteTafoya, 9391-23
Trankliii 0. R. Norman, 4362-24

Joseph M. Wallace, 4362-24
•Annette M. Kildare, 7585-24

Lola l.aCrosse, 2476-25

Paul L, Mills, 3067-25

Laurence A. Pimentel, 521.3-25

Brad W. Kershaw, 5360-25

l.eeMixon, 8055-25

Diane Warren. 2237-26

Natalie C, T. Van Tync. 2626-26

Sharon Littrell, 3044-26

Thomas D. Gross, 3218-26

Suzie Bellendir, 3989-26

John W, Barksdale, Jr., 5158-26

Marshall Barrington, 6835-26
RoyJ. Ueichenbach, 6913-26

David R, Mowrer, 7873-26

Beverly Neville, 7952-26

Wayne Henry, 2412-27
Ann W, Samuels, 5154-27

Veronica Perry, 5986-27
Richard F, Tymoch, 8224-27
Caridad Aquino Talaslas, 8877-27
Lacinda Green, 5043-28

Neville A.D, Thompson, 1919-29
Shane Moore, 2552-29

Tim Hampshire, 2805-29
Louis B. Henderson, 7055-29

Kenneth J, Branch, 336-30

Paulettc R, Dohrmann, 614-30

David Kluge, 1605-30
Carla Christiansen, 2051-30

C. Douglas Hunter, 8016-30

James K, Thompson, 2352-31
Herbert H, Holmes, 5574-31

Ronald Couming, 8653-31
Meigs Marie Glidewcll, 8753-31
James A, Gciger, 3925-32

Roger L. Longden, 83-33
Rebecca Phillips, 201-33
Jack Kay, 1433-33

Robert i . Mitchell, 2326-33
Edith Lcntz, 4333-33

David A, Jones, 4893-33
Mary L. Coon, 6150-33

RoseWillenis, 7001-33

Eldon R, Edwards, 7510-33

Cathy R, Berry, 7634-33
Anne Aldrich, 8238-33

Hector Vaca Castio, 5649-34

Rodolfo Lscalante Morales, 5649-34

Patricia Enriquez De Crsrtes, 5699-34
Jose H, Gaiindo Ortega, 6663-34
Maria Elena Mejia Shimomolo, 7303-34
Victor Manuel Ramos (iano, 7303-34

Samuel Gutierrez Rodriguez, 7440-34
Cesar Parada Martinez, 8037-34

Maria (iuaclalupe Garcia Hernandez, 8964-34
Victoria Cucva Gomez, 8964-34

Martha B. De Gaiindo, 9305-34

Dianne L, May, 3891-35
lere Canton Fxkrose, 4283-35

Daniel J. O'Keefc, 5010-35

Rebecca Mack, 2157-36

Patricia V, Plunkett, 5131-36

Cynthia Engel, 5835-36

VanSherrilL 1278-37

Barbara B. .Adco.x, 2879-37

Nancy Sni[)es, 9190-37

Nathaniel P, Sheffer, 789-38

Tom Lagana, 16,38-,38
Carolyn M, Whiiehead-Cmmbley, 3092-38
Constance Gregory. 4479-38
Joseph A, Lee, 6375-38
EstherJ. Mino-Siover, 7575-38

Virginia Reeves, 2496-39
Tina Maria Eichele, 4457-39

Suzanne Buchhol/, 4685-39

Annabelle R, l.oucks, 5014-39

Peter Bowie, 5420-39

Yvonne Sebastian, 6236-39

Mary Anderson, 6334-.39
Walter James Dobbins, 6936-39

Marilyn K. Bryant, 7254-39
Sharon L, Turney, 7345-39
Donna £, Richard, 9195-39

Mary Ann 5, Miyao, 9195-39
Debra Goodman, 9833-39

Robert], Kitz, 983,3-39

Rickie R, Davis, 9319-40

Terry Andriuk, 284-42

Bill Lee, 1131-42
Peter Kay, 13)9-42
Malcolm ConnelL 1437-42

Franco Panizzon, 1774-42

Marilyn H. Macdonald, 2882-42
Effie Nicholas. 5921-42

Bev Shea, 6279-42

Diana Steel, 6883-42

Exl Hofman, 7445-42

I,arry Mewhort, 755442
Christa Mra/ik, 809142

Helen V. I,ogan, 8903-42
Karen Haggarty, 9091-42
Mabel Barker, 9091-42

Debbie Hafso, 9123-42

Robert E, Hilton, 648-43

Daniel D. (.Tossett, Jr., 1431-43

Isaac Burnett, III, 9616-43

Patricia Ann Singletary, 680-44
Diane Thompson, 8450-44
Roy Woods, 8450-44
J. David Eraser, 1479-45

Susan J. Kinney, 7268-45

Sol Hitzig, 863-46
Amelia L, Abad, 1876-46

Pamela R. Keyzer, 208146
Fern Rashkover, 2286-46

Phyllis K, Goldblatt, 2616-46
Ann C, Kish, 3507-46

Mark L, Brown, 3605-46

Michael Keane, 360546

Lula DeVVitt, 3781-46

Philip Ernest Schocnberg, 5724-46
Himendu Chaudhuri, 8840-46

Mary Lentini, 9679-46

Deanna Othmer, 22-47

Tim MorelL 22-47

Howard Elfman, 952-47

Richard A. M(M)re, 1980-47

Paul Pelletier, 2166-47

Jay Badgett, 2225-47
Valerie M.Wright, 2385-47
Edward A, Tracev, 2903-47

Tal Dungee. 3466-47

Cardie G, Cox, 3596-47

Mariin Smith, 5193-47

Diana Loy, 5390-47
Dlna H, Froug, 5758-47
Linda-Anne Glickman, 5807-47

Marta Micheli, 6193-47

laVernc D. Stephens, 8345-47
FredW. Sebesta, 8447-47

L. Duke Tleman, 9187-47

Joe Kindred Giiiis, Jr., 6206-48
Beryl S. Rodero, 248-49
Jeff Reiss, 910-49

Timothy Keck, 2805-49

Raymond Rose, 3701-49
Barbara F, Kawakami, 5244-49

Nancy Hodgkinson, 1495-50
Brian Bearden, 2146-50

James T. Wallace, Jr.. 2251-50

Joe Bossi), 4015-50

S, Kevin King, 5509-50
Robert Harms Bliss, 8552-50

Lim Kean Seng, 655-51
Shirley Hia Siiah Ngu, 2936-51

Natasha Maimunah, 4067-51

Rok'rt Purnomobagyo, 4067-51
Cynthia Chua, 5334-51
Sandra Shunmugam, 7315-5!
Sidney L. King, 341-52
William C, Moon, 2374-52

Turhan A. Johnson, 2692-52

Margie Lewis Nelson, 3622-52

Robert V, Pierre, 5487-52

Raymond M. Johnson, 803-53
Joseph D. Peck, 7379-53

Mary jayne Gribler, 127-54
Marvin K, Paulsen, 467-54

Karen I,. West, 904-54

Kay McArfhy, 904-54
Randy R. Richards, 4339-54
Elizabeth Hardcastle, 50)2-54

Raymond R. Weedon, 5012-54
David Jones, 8863-54

Helen J.James, 745-56

Scott M, Shemwell, 2280-56

Huy-Suong N. Bui, 3730-56
R, Carol Heil, 4908-56

Bertha R, Flores, 5215-56

Vicki Lynn Kooser, 5831-56
Karan McKoy, 8034-56
Jerrc Ferns, 8066-56

Mark K, Sarlo, 8772-56

Frances S. Rubio, 9325-56

Cynthia B. Manthos, 9693-56
Ronald L. Edmondson, 1034-57

Shirley Gow, 1580-57

Keith Hall, 5708-57

Cornelius M- Steeman.Jr,, 1355-58
Shir! M. McHenry, 2124-58
David Oakes, 3380-58

Georges Fadel, 8719-58
Ian C, Bender, 1603-60

Elizabeth Burns, 2735-60

Kevin Mooney, 2735-60

Patricia McKeown. ,1074-60

James )„ Panes, 3234-60

Suzen Kromsteln, 3568-60

Antonio Aguiluz, 4447-60
Lea McKean, 4537-60

VinaM. Otis, 5712-60

David M, Hobson, 6234-60

Munira Premii, 7985-60
Paul Andrew Lurkins, 8644-60

Roy Thaller, 3319-61
Dalma Hunyadi Brunauer, 3417-61

Fateh B, Singh, ,5310-61
Greg Watson, 7706-61
Guy Lemire, 7857-61
Noel Pominville, 8783-61

Thomas Raphael Mulconry, 2050-62
David Norczyk, 2399-62
Virginia P, Baxter, 2826-62

Bob Metzger, 3306-62
John LeTourneau, 6846-62

Joyce Tarrier Brownell, 8003-62
Bruce D, Skaggs, 9488-62
Yvette R. Dolan, 3916-63

Wendy L, Ashdown, 3930-6,3

James R, Hayes, 4703-63
John D, Mad.ise, 313-64

Jo-Anne McDowall, 1419-64

Melanie Shumilak, 3977-64

Donald Frederick Schau, 7695-64

Kenneth M. (Ihizick, 9274-64

George D, Patnoe, Jr., 1136-65

Dewitt Henricks, 4784-65

Margot L. i'ass, 8789-65
RaNetta R. Mitchum, 6460-66

Henry P. Henson, 6822-66
•XavierJ. Slelly, Sr., 2678-68

Dale Gaudet, 6571-68

Lynelle Ross, 2763-69
Michael John Wilkinson, 7418-69
Graham Edwards, 7709-69

Ted Schunemann, 7894-69

Rex .Arthur Butler, 9137-69

Marie Elizabeth Ward, 9256-69

Bertha Rieke Pixiobransky, 1519-70
Brian William Lockley, 2254-70
Peter Raymond Cane, 2893-70
Robert \Veller, 2893-70

Wayne Johnston, 3558-70
Ian Gibson, 4213-70

Daniel james McNickle, 4424-70

Peter McCarthy, 5323-70
Kenneth W. Green, 5795-70

Maxine Kent Johnston, 6204-70

Edna M.Curley, 6691-70
Angela Ree, 7,577-70
Judy Deacon, 9504-70
Joy Wallman, 9691-70
Greg Butler, 1868-71

Ann C, King, 2272-71
Brian Hanrahan, 2360-71

Ciaran Niall Blair, 3677-71

Phillip Khan-Panni, 4141-71
Cecil Kirk, 5794-71

Raymond George Wolken, 409-72
Brendan OTlea, 2256-72

Warwick James Lowndes, 3353-72

Selwyn James Steedman, 7482-72

Geoff Gregory, 7505-72
Sue Thompson, 8657-72

MuirisO'Keeffe, 9341-72

Margaret Howie, 9360-72

Marlene C, Sinclair, 1179-73

Thea.Anglin, 2141-73
Steve Humphries, 3062-73
Alan Davis, 5036-73

Tanla Park, 5839-73

.-Man Campbell, 1347-74
Meriel Landing, 1974-74

Helenjesse Dell, 2132-74

John Adrian Cross, 2249-74

Denton Barnard, 2856-74

Marg\- Reeier, 4688-74
Mercia De Souza, 4983-74

Margaret Helen Lombard, 5624-74
i.ajos(Louis| Pinter, 7363-74
Ian Hamilton, 7526-74
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Eliria Hdoise Haigh, 7609-74
Pablo Canonigo Limjr., 4159-75

Alexandef Franco A. Delantar, 5406-75
Evelyn F. Lupango, 5406-75
Balma D, Nandwanl, 5706-75
Ma Brenilda C. Medina, 6804-75

Romeo P. Fiores, 7156-75

Avenescio A. Piramide, 7447-75
Ma Anita F. Romano, 7770-75

Randy Nelson S. Cabahug, 9874-75

Anniversaries
JUNE

50 years
La Crosse, 411-35

A5 years

Monterey Peninsula, 934-4
Milwaukie, 656-7

Klnston, 962-37

Castro Valley, 961-57

^0 years

Andrews. 2184-27

Researchers, 2201-31

I'enn-Harris, 2128-38

TM-Breakfast Club, 2056-57

35 years

Procurement, 3344-14

Bellevue Breakfast, 3369-24
New Southwest, 3314-27

Wayne, 2099-46

3D years
Grand Falls-Windsor, 3477-U

I ort Leonard Wood, 493-8
Innovators, 1023-11

I'ifton, 1434-14

Dalby, 2622-69

I'amworth, 2762-70

25 years

Boca Raton, 3299-47

20 years

Money Talks, 3295-4
Poway-Black Mountain, 2955-5
Lexical, 1367-16

Stampede City, 2105-42
SWD Corps of Engineers, 2760-50

15 years
Stockholm, 4700-U

Wry, 4723-2
Dobson Ranch, 4705-3

Laughmasters, 4727-5
Super S|>eakers, 4701-6

Maximizers, 4726-6

Daylighters. 2039-7
Waynesville-St. Robert, 2842-8

Pomona Professionals, 3810-12
President's Club, 1713-14

IRS Express, 3531-15
AIG, 4717-18

Annapolis, 4724-18
RIverbend, 4728-19

Landis & GYR Powers, 4704-30
Bishop, 3649-33
Los Oradores, 4706-39

Unity, 4695-40
Midtown, 4722-46

Speakeasy, 4698-47
Hawaii Kal, 4716-49

Piano Frontier, 4721-50

Quinebaug Valley, 4719-53
Energy C:apital, 4703-63
Christiansburg, 3715-66
Executive, 4688-74

Manila Bay, 1088-75

10 years
VW Rapper, 4744-11

Williams Lake, 5253-21

Heartland Communicators, 1676-24
Toastmasters 11, 5082-24

Expressionaires, 1184-25
Parker, 4881-26

Singularly Speaking, 2253-33
Ejecutlvos. 4551-34
Capital Toastmasters II, 4977-36
Tobacco Road, 5230-37

Oahu Olcio, 256-49

Diablo View, 4160-57

Pleasanton Community, 4762-57
Laurens tkiunty, 3394-58
Elliot Lake, I(H)7-60

Concord Spellbinders, 2993-65
King, 1641-74

Caltex, 1097-7

Aeuj Clubs
CLUBS RECEIVED IN MAY

Philex, 6293-75
Baguio City, Philippines
Pasar, 7544-75

Makati City, Philippines
Academe, 8334-75

Mandaluyong City, Philippines

CLUBS RECEIVED INJUNE

Tile Talkers, 7295-F

Santa Fe Springs, California
Happy Life, 7613-U

Keclung, Taiwan
High Noon, 5325-3
Lake Havasu City, Arizona
Express Yourself, 7837-4
Santa Clara, California

Out to Lunch Bunch, 7803-6

Luverne, Minnesota

Springfield Speakers Club, 8553-7
Springfield, Oregon
l hank God It's Monday, 6039-11
Fort Wayne, Indiana

Southwest Expressions, 7429-11
Louisville, Kentucky
Norwcst, 2364-20

Parg<r, North Dakota

San Juan, 4922-23

Farmington, New Mexico
Stand & Deliver, 5956-25

Lewisville, Texas

Baker's Best, 6333-25

l-'ort Worth, Texas

Talking Heads, 7675-26
Binilder, Colorado

Southern Talks, 5367-27

Vienna, Virginia

Power Talkers - Downtown, 4506-
20

Detroit, Michigan
State Farm West Metro, 7597-28
Livonia, Michigan
fihatterbox, 1356-30

Deerficid, Illinois

Boston I echnniogy, 1302-31
VVakcfieid, Massachusetts

State Fann Chow Charters, 6076-33

Bakersficid, California

Sunrise Speakers, 6946-33
Bakersfield, California

Encrgizers, 8094-33
Las Vegas, Nevada
Orizaba, 674-34

Orizaba, Vcr, Mexico

Diogenes, 793-34
Tijuana, BC, Mexico
Daybreakers, 4981-35
Milwaukee, Wisconsin

Buen Extio, 3441-44

Abilene, Texas

Renaissance, 2915-49

Honolulu, Hawaii

Chattering Chesters, 4107-50
I'lano, Texas

Bread Winners, 8488-50

Dallas, Texas

Tawau, 3357-51

I'awau Sabah, Malaysia
NCi Speakers Unleashed, 5788-56

Bellaire, Texas

TXDOT Toastmasters of Houston,
6140-56

Houston, Texas

Fort Bend Association of

Realtors, 6294-56

Sugar Land, Texas

Trident Tck Talkers, 120-58

Charleston, South Carolina

North of Davis, 5591-60

Queensville, Ontario, Canada

RC, 4294-61

Ottawa, Ontario, Canada

Arcadia, 4918-62

Kalamazou, Michigan
Global Connections, 6909-64

Winnipeg, Manitoba, Canada
Toast of the Town, 8751-69

Mackay, (Queensland, Australia

Bureaubrats, 7754-70

Sydney, New South Wales, Australia
Camden, 7927-70

Camden, New South Wales, Australia
Alpine, 6842-72

Timaru, South Canterbury, New
Zealand

Edenvaie, 8945-74

Edenvale, Gauteng, South Africa
Olongapo, 5542-75
Subic Bay ITeeport Zone, Olongapo
City, Philippines
Cargo Handlers, 7101-75
San Dionisio, Sucat Paranaque,
Metro Manila, Philippines
Kawasaki, 7567-75

Muntinlupa City, Metro Manila
Philippines

Kati Kati, 7990-72

Kati Kali, New Zealand

Subic Bay, 8559-75
Subic Bay Frceport Zone, Olongapo
(jty, I'hilippines

Pasar, 7544-75

Makati City, Philippines
Academe, 8334-75

Mandaluyong City, Philippines

Ralph C. Smedley
memorial fund

Contributor

Raymunda A. Van Hoven
District 24, In memory of Paul C.
Scheinost

Canterbury Green Toastmasters
Club No. 857-11

Robert Schmitt

Coast Toasters Toastmasters Club

No. 1626-37, in memory of Jack
Bohland

Acorn Toastmasters Club No.

1068-28, in memory of Alvin
Bell

Contributing Club
Double C Toastmasters Club No.

8502-70

Riverside T oastmasters Breakfast

Club No. 1348-12

FEIS(;o Toastmasters Club No.

7719-47

Peterborough Toastmasters Club
No. 3427-60

Toast of Rockdaie Toastmasters

Club No. 83.52-14, in memory of
Vicki Skinner

Placer's Gold Toastmasters Club

No. 6080-39

Dorval City Toastmasters Club
No. 5600-61, in memory of
William August (dough

i'arklawn Toastmasters Club No.

502-36, in memory of Dr.
William Van Arsdel, ATM

Oshawa Toastmasters Club No.

2398-60

The Daybreakers of Westlake

Toastmasters Ciub No. 3332-33,
in memory of Chuck Estes

Associate

Matthew B. Winthrop

Caitrans Toastma.sters Club No.

2900-52, in memory of Miguel

Camacho, ATM-S

Toast of Rockdaie Toastmasters

Club No. 8352-1, in memory of
Vicki Skinner, A TM

Benefactor

Leathers Foundation

-Anne L. Mackenzie, Karen Stein,
and Carole Mackenzie, in mem
ory of Donald VV. Mackenzie,
DT'M

I
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(^pFrCi-J COl^JTESI/,

These handsome trophies can
be used to recognize speech

contestants and others who have

contributed to your Club's success.

Speech CcniMt 'Vu>phie%
FRONT ROW I EFT TO RICH!

1914 Success Series 12'//' $10.50
1913 Success Series ir/2" $9.75
1912 Success Series 10'//' $9.00
1920 All Occasion Trophy $5.00
1810 Lectern Trophy $9.00
1919 Medallion Award $6.00

New Classic Plaques!
FRONT ROW LEFT TO RIGHT

1924 4" X 6" $9 00
1925 6"x9" $11.00
1926 8"xl0" $13.00
Prices, appearance, sizes and shipping charges are subjea to change without notice.

m

Speech CcHtest Ce^t^ic/ite^
^eccpmj^e Cente%t

einc{

Club International Speech Contest
500-A First Place

500-B Second Place
500-C Third Place
504-A Speech Contest Participation $ .30
(Suitable lor Club, Division, District and Regional contests.l

Certificates are also available for Evaluation, Tall Tales, Humorous,
Table Topics and Debate contests at the Club, Area, Division and
District levels. Contact the Orders Desk at World Headquarters or
consult your Supply Catalog for details.

PAYMENT MUST ACCOMPANY ORDER

[] Enclosed is my theck in the dmount of $
Z] Please chafge my MasterCard / Visa icircleone)

Card No.

Exp. Date Signature

' Engraving is 20e per letter (please print copy as it is to appear).

Please send me:

QTY.

500-A

500-B

500-C

504-A

1810

1912

1913

QTV.

.1914

.1919

,1920

. 1924

.1925

.1926

Standard Domest
Shipping

Total Order charges

c Shipping Prices
SHIPPING

Total Order Charges

50.00 (0 $2.50 S110

2.SI to 5 00 2.45

5.01 M 10.00 3.10

10.01 to 20.00 4.25

20.01 to 35,00 5.75

35 01 to 50 00 S6 75

50.01 to 100.00 7.90

100.01 to 15000 10.25

150.01 to 200.00 13.00

200.01 to — Add 7%

of total price

For ordere snippod outside Uw United Slates, see die current Simdy
CaUog forram weigHi and stripping cnans to caculale die eiAcl postage.
Or. estimate airmail at 30°< ot order total, surtace marl at 20°s. diougn
actual cnaiges may vary signrTicantly. Excess citarges M Be bided
througli your CluB's aecounl. Calllomia residents add 7.75°. sales tax.

Club No..

Name

District No.

Address.

City

Country.

Siate/lhtjvince.

. Zip

Merchandise Total

Shipping

CA residents add

7,75% sales tax

TOTAL

See the Tnastm,inters Inlem.ition.il Sunph Cal.ilon tor .iddiliimjl
items anil riesiniilintis Add slnpiurK a* indit .ilcd.

TOASTMASTERS

INTERNATIONAL

P.O. Box 90i2, Mission Vieio, (A 'tJli'W L.SA
l4iH^S-fli55«FAX(714)858-lJ07


