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The
Gift of
Gratitude

During one of my presidential visits
recently, I had the opportunity to speak
with a group of fellow Toastmasters
following a banquet. During our conver
sation, one Toastmaster told me,
"Toastmasters has truly changed my life.
I have prospered in my career, in my
relationships with business associates,
friends . . . even my family. Toastmasters
has done so much for me. What can I do

in return?"

Many thoughts ran through my head
as he spoke. I knew exactly how he was
feeling. Thirteen years ago I was so shy,
1 couldn't lead a group in silent prayer.
Joining Toastmasters is the best thing I've
ever done for myself. It was the turning
point in my career and my life.
"Express your appreciation by spreading

the word about Toastmasters," I replied.
"Build new clubs . . . bring in new
members."

By sharing Toastmasters with others
in this way, you enable them to enjoy the
same benefits that you have:
• A means of learning and improving

communicative abilities in an atmosphere
of fellowship and fun.
• Unlimited opportunities for personal

and occupational advancement based
on improved abilities and expanded
experience.
• Continuing practice and exposure to

sound communication techniques.
• Increased confidence, ability to

organize logical thought and present it
self-assuredly, and a better understanding
of human relations.

Our founder. Dr. Ralph C. Smedley
once stated, "Fundamentally, I believe
that the ability to communicate is a God-
given talent, which ought to be used by
all for the good of all. It is our privilege
to help bring this talent into greater
usefulness so that it may be applied to the
building of a better world, through the
building of a better society made of
individuals who must act in groups ... As
we gain speech facility, we gain in our
thinking and in our listening powers. We
extend our horizons and enlarge our
interests. We become better neighbors,
we help the cause of human progress."
So help others help themselves. What

better way to say thank you for the
"gifts" Toastmasters has given all of us
than by building onto the foundation that
Dr. Smedley began over a half century
ago — building new clubs, bringing in new
members, and helping people learn, grow
and achieve.

William D. Hamilton
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Gray metal desks and file cabinets, barren white walls, beige tile floors — most
offices are dismal places. But they shouldn't — and needn't — be. Your
surroundings affect your performance. A cold-looking office con moke you feel
depressed, angry or alienated, and all of these emotions will surface in your
work. In this month's cover story, Dorrine Anderson Tureoomo tells how you can
humanize your work area to make It a cheerful, warm and pleasant place
in which to spend your working hours. (Cover photo by Lance Wagner)

Published monthiy to promote the ideais and goals of Toastmasters International, an organization devoted to helping Its members improve their ability to express
themselves clearly and concisely, develop and strengthen their leadership and executive potential and achieve whatever self-development goals they may have
set for themselves. Toastmasters International is a non-profit, educational organization of Toastmasters clubs throughout the world. The first Toastmasters club was
established by Dr. Ralph C. Smedley on October 22,1924. Toastmasters Interrvationai was organized October 4,1930 and incorporated December 19,1932. This official
publication of Toastmasters international carries authorized notices and articles regarding the activities and interests of the organization, but responsibility is not
assumed for the opinions of authors of other articles. Second class postage paid at Santa Ana, California, and additional mailing office. Copyright 1982 by Toastmasters
International, Inc. All rights reserved. The name "Toastmasters" and the Toastmasters emblem are registered trademarks of Toastmasters International, Inc. Marca
registrada en Mexico. PRINTED IN U.S.A. All corresponder>ce relating to editorial content and non-member subscriptions should be addressed to THE TOASTMASTER
Magazine (ISSN 0040-8263), P.O. Box 10400, Santo Ana, California 92711. Phone (714) 642-6793. All other circulation correspondence should be addressed to
Membership and Club Records at the same address. Non-member price; S9.00 per year. Single copy: 759.
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Someofth b stknownsp ak rs
in the world are APB speakers.

Now, you can be one of them.
It's a fact. American Program Bureau — the world's iar- self. Negotiate firm contracts. Prepare entertaining and in

gest and most successful lecture agency — has guided the formative talks. Establish references. And much more,
speaking careers of many of the most famous platform per- Best of all, as a graduate of the School for Speakers,
sonalities around. you'll be included in a special directory, published by APB
And our success comes from a solid knowledge of the at our expense, and distributed to our most active clients,

techniques of the lecture business, an intimate familiarity What's more, your address and phone number will be pub-
with the whims and fancies of the marketplace, and an ac- lished, so clients can contact you directly. There's no charge
tive, on-going rapport with the buyers of lecture programs in for the listing, the mailing, or the booking!
colleges and organizations throughout the US. The Registration Fee for this unique 2-day workshop is

Until now, all of these have been closely guarded secrets, just $365. Special rates for lodging will be available at local
Now, we will share these techniques — and our bulling hotels for workshop participants.
contacts — with a select number of participants in a unique But don't delay. Space is limited, and you'll want to be a
project: The American Program Bureau School part of this exciting, career-expanding project. To reserve
for Speakers. your space at one of the School for Speakers workshops.

As a participant in this concentrated course, you'll leam just mail the form below, with your deposit check of at least
the ins and outs of the business. How to develop leads. Pre- $ 100, to APB at the address shown. For further information,
pare promotional materials. Price your services. Sell your- call APB toll free at 1-800-22S-4S7S.

REQUESTED REPEAT
DUE TO THE OVERWHELMING RESPONSE TO OUR FIRST SERIES OF SEMINARS

The School for Speakers
Dr/^/^r/^rr^ Dl ir^/^l l SSO Boylston street, chestnut HHI, Massachusetis 02167yHmerican program bureau 800-225-4575 • In Moss. (617) 731-05CX)

DON'T WAIT—SPACE IS LIMITED
Return this Registration Form today. For more
information, call toll free l-800'22S-4575

(Special discounts available for members oflPA,
NBA & Toastmasters — call toda\^ for details)

REGISTRATION FORM I

Name Depositenclosed (minimum $100) $

□ Enclosed is my check
Address. □ Charge to my credit card

City, State & Zip n *
□ MasterCard #

Phone Interbank #
Pa\)able to American Program Bureau, Inc. Expiration date

850 Boylaton Street. Chemtnut Hill, MA 02167

PLEASE CHECK (\^) SESSION PREFERENCE:
Boston, May 16& 17 \Z\ Atlanta, June4&5 \Z\ Denver, June 18& 19

□ New York City, May 23&24 □ Minneapolis, June 11 & 12 □ San Francisco, June 20 & 21
n] Washington, DC, August 3 & 4 — at the Annual IPA Convention

Signature Today's date

The minimum deposit is $100 per attendee. The balance is to be paid prior to the start of class. A full refund, less a $25 service fee, will be
given on receipt of written notice of cancellation no later than 30 days prior to the start of class. Applications are accepted on a first-

come basis, so retnm yonr Registration Form early,

IPA Member*: Call today for special discount rate & session at annual IPA Convention in Washington, DC, Aug. 3-4,1982
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TRUE ELOQUENCE:

Douglas
MacArthurs

Speech
to Congress

An address that has
been called "one of the
great expositions In the
history of orotory."

by Thomos Montolbo, DTM

"' I ' rue eloquence must exist in the
I  man, in the subject and in the
^ occasion," said the famous orator

Daniel Webster. General Douglas
MacArthur's speech to Congress is a
classic modern example of Webster's three
ingredients for true eloquence and a
model to follow if you want to improve
your own speeches. Before analyzing
MacArthur's speech, let's take a quick
look at the occasion.

The date is April 11,1951. Suddenly
President Harry Truman fires MacArthur
over a dispute on the limits of military
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action in the Korean War. Public fury
erupts. Some citizens call for impeaching
the president. Congress invites the war
hero to speak in his own defense. After
years in foreign lands, he's welcomed by
huge and hearty crowds like a Roman
general returning home from his
triumphs abroad. As he enters the
meeting hall of Congress on April 19 to
give his speech, the legislators jump to
their feet, shout, applaud and pound their
desks. He strides down the aisle, mounts
the platform and waits for their attention,
as millions watch on television and listen

on radio.

Will MacArthur inspire and captivate
the audience? Will he fall flat on his face?

Will his long career of remarkable achieve
ments end in disgrace?

Well-planned Beginning
MacArthur began his speech by

promptly and effectively establishing
rapport with his face-to-face audience.
He did it with his first sentence, identi
fying a common bond between them and
himself as he referred to the historic
podium normally reserved for chiefs of
state. His words showed he felt flattered

that they thought he might have some-

"I know war as few other

men know it, and nothing
to me Is more revolting."

thing significant to say to them. All this
he eloquently packed into a single
sentence, as follows:

"1 stand on this rostrum with a sense of
deep humility and great pride — humility
in the wake of those great architects of
our history who have stood here before
me, pride in the reflection that this forum
of legislative debate represents human
liberty in the purest form yet devised."

Applause greeted MacArthur at this
point — the first of some 30 interruptions
by applause during his speech that lasted
40 minutes. He continued with several

brief sentences, saying he was non-
partisan and hoping for a fair hearing.
After completing his short introduction,
he moved directly into the body of his
speech.

Starting off with the proposition that
issues are "so interlocked that to consider

the problems of one sector, oblivious to
those of another, is but to court disaster
for the whole," MacArthur divided his
subject into four geographical parts: the
"global Communist threat,"Asia, the
Pacific Ocean and Korea. This organiza
tional pattern enabled him to narrow
down his subject step by step until he
could focus his audience's attention on
Korea, the heart of his speech. Having
concisely covered the first three parts, he
went on to the fourth and linked them all

together with one unifying sentence that
also served as a transition: "With this
brief insight into the surrounding areas
I now turn to the Korean conflict."

Then he explained his views on Korea,
reviewing the initial success there and
Red China's intervention. He recom

mended and itemized a four-point
program which he said would end the
war with minimum delay and save count
less lives.

Answering criticism by those who
disagreed with him, he in turn charged,
"Efforts have been made to distort my
position." Here's how he responded to the
accusation that he was in effect a

warmonger: "Nothing could be further
from the truth. I know war as few other
men now living know it, and nothing to
me is more revolting. I have long
advocated its complete abolition as its
very destructiveness on both friend and
foe has rendered it useless as a means of
settling international disputes . . . But
once war is forced upon us, there is no
other alternative than to apply every
available means to bring it to a swift end."
When MacArthur neared his closing,

his talk took on an increasingly intensive
emotional tone as he praised the courage
of the Korean people who chose "to risk
death rather than slavery" and whose last
words to him were, "Don't scuttle the
Pacific." He spoke of the Korean War's
"growing bloodshed" which caused him
"the deepest anguish and anxiety" and he
commended the conduct of "your fighting
sons in Korea . . . Those gallant men will
remain often in my thoughts and in my
prayers always." With cumulative effect
and the force of finality, MacArthur's
emotional appeal reached its highest pitch
on a brief and to-the-point personal
farewell:

"I am closing my 52 years of military
service. When I joined the Army even
before the turn of the century, it was the
fulfillment of all my boyish hopes and
dreams. The world has turned over many
times since I took the oath at West Point,
and the hopes and dreams have all since
vanished. But I still remember the refrain
of one of the most popular barrack ballads
of that day which proclaimed most
proudly that old soldiers never die; they
just fade away. And like the old soldier
of that ballad, I now close my military
career and just fade away — an old soldier
who tried to do his duty as God gave him
the light to see that duty. Goodbye."

Emotional Impact
Stepping down from the podium,

MacArthur left the hall. He had obviously
affected the legislators. One senator said,
"The speech ... seems destined to become
one of the classics of the English language."
Another senator called it "an historic
address which will be reviewed by future
generations as one of the great expo
sitions in the history of oratory." A repre
sentative said, "When a speech moves
members of Congress to tears, its impact

cannot be denied. In my 27 years in
Congress, there has been nothing equal
to it."

The television and radio audience,
estimated at 49 million, then the largest
ever, was also moved. Here's how their

reaction was summed up by an observer:
"When it was over, you had the feeling
that everyone took a deep breath, that
they had forgotten to breathe as they
didn't want to miss any of his words."
How did MacArthur win his audience?

In telling his side of the story to Congress
and the American people, he used mostly
the technique of exposition, relying
largely on his own expertise to explain
and pursuade. Taking up ideas and
supporting points one at a time, he led his
listeners from one place in his thinking
to another, using factual or logical state
ments dramatically and emotionally.
Orderly, direct and clear, his presen

tation was enhanced by the following
techniques, which you can apply to your
own speeches for greater effectiveness:
• Transitional sentences that smooth

the flow of thoughts and focus the
listeners' attention: "Beyond pointing out
these simple truisms, I shall confine my

"... I now close my military
career and just fade away
— an old soldier wtio

tried to do tils duty..."

discussion to the general areas of Asia."
• Threefold expressions sprinkled

throughout the speech that add force to
observations and make the audience take
note: "war, unrest and confusion";
"secure, orderly and industrious";
"politically, economically and socially."
• Specific language that ensures

unmistakable understanding: "What the
people strive for is the opportunity for
a little more food in their stomachs, a
little better clothing on their backs and
a little firmer roof over their heads."

• Figures of speech as supporting
material that clarify and add interest,
such as this simile: "Like blackmail,
appeasement lays the basis for new and
successively greater demands until, as in
blackmail, violence becomes the only
alternative.

• Balanced phrases and sentences that
leave lasting impressions: "with neither
rancor nor bitterness"; "the dignity of
equality and not the shame of sub
jugation"; "the friendly aspect of a
peaceful lake"; "War's very object is
victory — not prolonged indecision";
"In war there can be no substitute for
victory"; "They are blind to history's clear
lesson."

Sincere and Dramatic

MacArthur's delivery of the speech was

THE TOASTMASTER



especially notable for his sincerity,
meaningful voice inflections and dramatic
pauses. For example, he said, "Why, my
soldiers asked me, surrender military
advantages to an enemy in the field?"
Then he paused, lowered his voice to a
clear whisper and said, "I could not
answer," The audience applauded.

MacArthur's personality, knowledge,
experience and skill all went into the
development of his speech and ensured
its eloquence. What sort of man was he?
His commanding presence, resonant voice
and first-class intellect helped to make
him a master speaker. Born and raised on
army posts, he heard many stories about
great military leaders from his father,
himself a distinguished general. The son
faced high standards established by his
father and enforced by his mother.
When MacArthur graduated from

West Point at the top of his class, his final
average was the highest in the academy's
history. In World War II he was com
mander of all U.S. forces in the Pacific.

After the surrender of Japan, he became
its ruler during the occupation and later
commander of the United Nations troops
in Korea.

Sometimes compared with Julius
Caesar, MacArthur received more medals,
mostly for heroism, than any other
American general — enough medals, as
a friend said, "to cave in his chest."
Austere in appearance and manner, befit
ting his five-star general's rank, he had
no great sense of humor. His dominating
characteristics were courage and ego,
which produced his confidence and
magnetism.
Under Daniel Webster's concept of

eloquence, MacArthur's speech to
Congress became unforgettable to those
who heard it because of the man himself

as much as his subject and the occasion.
This doesn't mean, however, that to
achieve eloquence you must be a famous
person and speak on a national crisis at
a historic place to a distinguished
audience.

By using MacArthur's techniques
shown in his address to Congress, you
can create eloquence in your own
speeches on lesser occasions or even at
a community club dinner, an alumni
reunion or a parent-teacher association
meeting. Remember, the occasion is only
one of Webster's three ingredients. The
other two require you to reveal through
your personality your strongest views
and deepest feelings about your subject —
as MacArthur did. ̂

Thomas Monialho, DTM,

I  Wk currently a member of
m ̂  Sparkling Toastmasiers
^  Club 3602-47 in St.

Petersburg, Florida. A
former financial manager
for the U.S. Treasury
Department, he is a frequent

contributor to The Toastmaster.
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10 one-week vacation opportunities for Toastmasters:

Discover a different
Caribbean island almost

every day- save
up to ̂700 per cabin*.

Cruising is today's fastest-growing
vacation concept. And a one-week
cruise on one of the world's newest

floating resorts—Cunard Countess
or Cunard Princess—offers you
more for your money than anything
else in the Caribbean.

The ultimate vacation. .

You pay one price for virtually your
whole vacation—including four
sumptuous meals daily, nightclub,
casino and disco.

At sea, you enjoy more open
deck space, an outdoor cafe, a res
taurant with sweeping ocean views.
In port, you explore different
beaches, sights, cultures. And take
your choice of tennis, golf, sunning,
swimming and more.
Sample the best of
the Caribbean.

In 7 days, see 6 fascinating islands
on Cunard Princess: San Juan to

Martinique, Antigua, St. Maarten,
St. Thomas, Tortola. Or choose
Cunard Countess, identical sister
ship: 6 exciting ports—including
South America—San Juan to

Caracas (La Guaira), Grenada,
Barbados, St. Lucia, St. Thomas.

10 sailings to choose from
in 1982

Take your pick of these con
venient Saturday departures:

Cunard Countess

June 5 August 21
June 19 August 28
July 10 September 11
July 31 September 18

Cunard Princess

May 1 May 8

Special airfare savings.
Save up to $350 per person on
your airfare to San Juan. Special
rates for Toastmasters, including
roundtrip airfare, 4 meals daily and
entertainment, are from $995 to
$1,819.*

For reservations and information,
call Mr. Les Kertes—collect—at

(516) 466-0335 or (212) 895-7062.
Or mail the coupon.

Cunard Countess and Cunard Princess,
identical sister strips, are among ttre
world's newest floating resorts.

CUNARD PRINCESS
Registered in the Bahamas

CUNARD COUNTESS
Registered in Great Britain

•Prices are per person, double
occupancy, and depend on date
and point of departure. Grades
A-D save $350 per person on air
fare: Grades E-H, $300 per per
son. Itineraries subject to change.

Cunard Mr Les Kertes, Hartford Holidays,
PO Box 462. 277 NortOern Boulevard, Great Neck, NY 11022

Please send me more information about Cunard's
special Caribbean cruise opportunities for Toastmas
ters and their families.

City

State Zip

Daytime Phone^^aytim E360912G85



Discover America's historicoi and cuiturai birthpiace in Phiiadeiphia
— site of Toastmosters' 51st Annuoi internotionai Convention.

PHILADELPHIA

HOME OF
D AA

ERITAGE

by Aian L LaGreen

The "City of Brotherly Love" and
birthplace of a nation invites you
to see what it has to offer as Phila

delphia, Pennsylvania, hosts the 51st
Annual International Convention of

Toastmasters International.

A dedicated team of volunteers from

District 38 are teaming up with the World
Headquarters staff to bring you an
exciting program in a very exciting city!
A few of the exciting speakers you will
hear are: Dr. Joyce Brothers, Ty Boyd,
Dr. Herb True, Dick Caldwell, Lou

The Center City
doesn't shut down when

the offices close.

Hampton, Nick Carter, Dr. Arnold
Abrams and Suzy Button.
This is the first time the convention

has been held in Philadelphia. If you've
never been to a Toastmasters Inter

national Convention, be prepared to hear
great speeches and presentations and
have fun! If you have attended the
International Convention before, get set
for the largest one ever! This year's
headquarters hotel, the Franklin Plaza,
can seat 2000 for our World's Champion
ship of Public Speaking! So, we have
room for i/au this year!

Besides the great convention program,
you will find other reasons to visit

8

Philadelphia — Independence Hall and the
Liberty Bell, just to name two. "Philly" is
the fourth largest city in America, but it
has a compact, easy-to-get-around
downtown. The majority of the city's
attractions, first-class restaurants,
business and shopping areas are located
in the Center City. Within this very
walkable area a visitor can discover not

only the city's major tourist attractions,
but the very pulse of the people who call
Philadelphia home. Unlike most large
cities, Philadelphia has a residential down
town. This makes for a vibrant Center

City that doesn't shut down when the
offices close. At night Philadelphia is alive
with strollers, movie-goers, joggers and
residents who sit on their front steps and
talk with neighbors.

Bustling Port
Philadelphia is first and foremost a

seaport, the largest inland port in the
country. Its industry, commerce and even
its cuisine have been tied to the Delaware

River throughout its history. Predictably,
the city developed from the river west
ward, and to find old Philadelphia one
need only start within eyesight of the
great ships that ply the river made
famous by George Washington's daring
Christmas crossing and raid on the
sleeping Hessians 200 years ago upstream
in Trenton.
The city's river development did not

cease a century ago. After years of
serving as a working docks area, the river
front along the Delaware in Center City
is being reclaimed for recreational and
residential use. At the foot of Market

•M

0-^

m

^•v

• ^

is
m

2^ i£

THE rOASTMASTER



jlHSSi

12

1

s

3I

>

m

V

A CITY WITH A PAST —Founded

almost 300 years ago, Philadelphia offers
visitors a rich blend of American history and
culture. The Philadelphia Museum of Art
(top, left), which has been called an architec
tural masterpiece, contains one of the world's
great collections of art. Two mummers (top,
right), take time to rest during the city's colorful
annual Mummers Parade. Elfreth's Alley
(bottom, left), the oldest continuous residential
street in the United States, comes alive each

year with the "Spirit of '76" parade, which
features militia musters and residents in
Colonial costumes. Nearby is Independence
Hall and the Liberty Bell Pavilion (bottom,
right), both located at the center of the "most
historic square mile" in America.
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Street and stretching for blocks along the
waterfront is Penn's Landing, a marina
and sculpture garden where visiting
ships, including the one bearing Queen
Elizabeth during the Bicentennial, dock.
During the summer there are nightly
concerts and permanent attractions on
Penn's Landing, including Admiral
Dewey's flagship, the Olytnpia, and a
World War 11 submarine, the Becuna. Also
docked at Penn's Landing is the Moshulu,
a steel-hulled sailing ship that has been
converted into a restaurant.

Just across from Penn's Landing loom
the sparkling, modern Society Hill
Towers, the high-rise condominiums that
provide historical contrast to the cluster
of exquisitely restored Colonial town-
houses on the cobblestoned streets of
Society Hill surrounding the towers. To
the south is an earthier, but no less
historic community of Queen Village,
which contains Philadelphia's funkiest
commercial and nightlife corridor. South
Street.

Nearby at Sixth and Chestnut Streets
is the most sacred shrine of American

democracy. Independence Hall, where
both the Declaration of Independence and
the United States Constitution were

signed. This is the heart of Independence
National Historical Park, which has been
called the "most historic square mile in
America." Here the U.S. Park Service has

gone to great lengths to make the story
of the birth of a nation come alive. The
park contains the Liberty Bell in its glass
and steel pavilion; a reconstruction of the
Graff House, where Thomas Jefferson
drafted the Declaration; Old City Hall,
where the first Supreme Court sat; the

First and Second Banks of the United
States; and Carpenters Hall, where the
First Continental Congress convened.

Also nearby is the Old City Tavern,
where the men who would lead a

fledgling nation to independence ate and
drank. John Adams called it "the most
genteel" tavern in all America, and it
continues to serve lunch and dinner today
thanks to the U.S. Park Service, which
reconstructed the tavern in 1975.

Just across the street is one of
Philadelphia's most famous seafood
restaurants. Old Original Bookbinders,
which for years dominated the city's

The riverfront offers

nightly concerts and
other attractions.

dining scene with a handful of other fine
restaurants. But Philadelphia underwent
a fabled restaurant renaissance during the
last decade during which hundreds of
creative, casual and uniquely Philadelphia
restaurants opened and prospered.
Not only has the number and quality

of the restaurants improved tremen
dously, so has the variety. Chinese,
English, German, Greek, Hungarian,
Indian, Italian, Japanese, Middle Eastern,
Portuguese, Spanish and Thai have joined
the more traditional French, Continental
and American on the citywide menu.

Philadelphia has long been famous for
its street-corner food like soft pretzels
and hoagies, an Italian submarine sand-

GET YOURSELF
TO PHILADELPHIA

Philadelphia is easy to reach from
most of the world, with convenient
non-stop air service to most major
cities in the United States. Make your
travel plans now to take advantage of
"super saver" discounts. In making
your plans, note that registration
begins at 1 p.m., Tuesday, August 17.
The official convention opening is at
9 a.m., Wednesday, August 18.
• By Air — Most of the nation's

major air carriers serve Philadelphia —
including Altair, American, Braniff,
Continental, Delta, Eastern, Midway,
Northwest Orient, Ozark, Piedmont,
Republic, TWA, US Air and United.
International carriers with direct

flights to Philadelphia are: Air France,
Air Jamaica, British Airways and
Mexicana. Airport limousines to
downtown run approximately $5.00
one way per person.

• By Rail — Amtrak's 30th Street
Station is only five minutes from the
Franklin Plaza. Amtrak has extensive

service throughout the "Eastern
Corridor," through service to Chicago,
Montreal and Miami and connections

to most of the United States. An

extensive network of commuter trains

blankets the Philadelphia area, as well.
• By Bus — Both Greyhound and

Trailways serve Philadelphia. Within
the city, SEPTA busses, trolleys and
subways form an extensive, easy-to-
use system.

• By Car — The Franklin Plaza is
located at 17th and Race Streets.

Parking in the hotel runs $6.00 per
day, but less expensive parking is
available nearby.
No matter how you get to Philly,

you will find a great convention
waiting for you!
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wich that runs neck and neck with cheese
steaks as Philadelphia's favorite food.

Cultural Hub

Cultural Philadelphia is best repre
sented along South Broad Street with its
art schools, Broadway theaters and the
magnificent Academy of Music, home of
the world-reknowned Philadelphia
Orchestra.

Just up the street from the Academy of
Music, straddling both Broad and Market
Streets in the geographic center of Center
City, is Philadelphia's monumental muni
cipal ediface. City Hall. It took 30 years to
build the structure modeled after the
Louvre and completed in 1901. It is an
inescapable presence in the city, the
signature on Philadelphia's skyline. This
is assured by the rule that forbids any
building in the city to be taller than the
brim of the hat of the statue of William
Penn 547 feet above street level.
From City Hall can be seen the

Benjamin Franklin Parkway, Philadelphia's
Champs-Elysee, with its broad tree-
lined boulevard brightened by the flags
of many nations hanging from light
standards.

The Parkway is flanked on either side
by the Free Library, the Franklin Institute
Science Museum, the Academy of
Natural Science, the Rodin Museum and
at the opposite end of the Parkway, rising
like the Parthenon up a flight of steps
made famous by the film Rocky, is the
Philadelphia Museum of Art, one of the
most breathtaking sights in the city.
The Art Museum stands at the

entrance of another Philadelphia treasure,
Fairmont Park. It was William Penn's

desire that Philadelphia remain a green
city, and Fairmont Park guarantees that.
No other American city can match the
8,000-acre Fairmont Park system in the
heart of Philadelphia. And a ride down
East or West River Drives along the
Schuylkill shows that Philadelphians
appreciate their park. You will see pic
nickers, bikers, joggers, fishermen and
oarsmen skimming across the surface of
the river.

There are many treasures to be found
in Philadelphia. Some, like the Liberty
Bell, are world famous. Others, like
Fairmont Park, are more locally known,
but no less important in creating a city
that is a pleasure to visit and a joy to call
home, philadelphians are intensely proud
of their city, whether it be the sports
teams, the cultural attractions. Center
City or their own neighborhood. It is the
pride that comes from 300 years of life
and growth with grace. Philadelphia has
endured hardship during those centuries,
but the spirit of the city has prevailed.
And that spirit can be seen everywhere in
the Philadelphia of the 1980s.
See you in Philly!

Alan LaGreen is manager of the District
Administration and Programming Department at
World Headquarters.

THE TOASTMASTER



TOASTMASTERS'
51St ANNUAL CONVENTION

AUGUST 17-21, 1982
FRANKLIN PLAZA HOTEL

PHILADELPHIA, PA. 19103
Mail to: Toastmasters International, P.O. Box 10400, Santa Ana, CA 92711. (Ttils form Is not to be used by International Officers,
Directors, Past International Presidents or District Governors elected for 1982-83.)

Registration will be required at all general sessions on Wednesday, Thursday and Friday. Pre-reglster and order meal-
event tickets now! ATTENDANCE AT ALL MEAL EVENTS WILL BE BY TICKET ONLY. Advance registrants will receive a
claim ticket for a packet of Toastmasters materials.

Please have my advance convention registration and tickets to the following meal events waiting for me at the Convention
Registration Desk. Ail advance registrations must reacfi World Headquarters by July 12.

Member Registrations @ $20.00 $
Joint Registration: Husband/Wife (both Toastmasters) @ $27.50 $
Spouse/Guest Registrations @ $7.50 $
Tickets: Golden Gavel Luncheon (Wednesday, August 18) @ $15.00 $
Tickets: "Ladles Luncheon" (Thurs., noon, August 19) @ $13.50 $
Tickets: "Phlladephia Block Party" (Thurs., Aug. 19, Dinner, Show & Dancing) @ $27.00 $

^  Tickets: President's Dinner Dance (Friday, Aug. 20, Dinner, Dancing & Program) @ $27.00 $
Tickets: International Speech Contest Breakfast (Saturday, Aug. 21) @ $11.00 $

O  Total $
Check enclosed for $ (U.S.) payable to Toastmasters International. Cancellations reimbursement requests not
accepted after July 31.

(PLEASE PRINT) Club No District No

NAME

SPOUSE/GUEST NAME

ADDRESS

CITY STATE/PROVINCE

COUNTRY ZIPCODE

NO. CHILDREN ATTENDING AGES

If you are an Incoming officer (other than district governor), please Indicate office:

Mall to: CP Hotels Franklin Plaza, 2 Franklin Plaza, Philadelphia, Pa. 19103 (215) 448-2000. Reservation requests must reach
the hotel on or prior to July 28,1982

Please circle room and approximate price desired. (If rate requested not available, next highest price will prevail.) 6% state/local
,  sales tax will be added to all rates. All rates European Plan (no meal Included). Deposit of 1 night room charge or Amer.

Express Card guarantee required.

Single $65.00/nlght Suites (contact hotel for prices
Double/Twin $75.00/nlght and availability)

NAME

o

LU
H-
O
X

o
H-

ADDRESS

CITY STATE/PROVINCE

COUNTRY ZIPCODE.

I will arrive approximately a.m p.m. on August , 1982.
□ Check enclosed to cover first night. □ Guarantee by Amer. Express Card #
I will depart on August , 1982. Arrival by car □ other □

I am sharing room with

TOASTMASTERS INTERNATIONAL CONVENTION, August 17-21, Philadelphia, Pennsylvania

APRIL 1982 11



Toastmasters

Participates
in SCA Convention

"The basic purpose of all communica
tion is to get a positive audience reaction^'
said college administrator and speech
communication instructor Robert Rivera.

"To do that, you've got to be good"
Rivera's statement summed up the

beliefs of the other three past and present
Toastmasters who joined him in the panel
discussion, "You Gotta Be Good": John
Latin, an aerospace executive who speaks
in behalf of Rockwell International;
United States Congressman Jerry Patter
son, from the 38th Congressional
District; and Dr. Mark Victor Hansen, a
professional motivational speaker and
author. The four were part of a presenta
tion organized by Toastmasters Inter
national for the Speech Communication
Association's annual convention, held
recently in Anaheim, California. The

"It's very Important
to know wtio Is in

your audience."

panel's purpose was to inform the audi
ence of speech educators and researchers
about the importance of good communi
cation skills in education, business, politics
and professional speaking. And the four
panelists certainly knew about this
subject. They are called upon daily to
inform, inspire and convince others to
take action.

"Today, educators have to attract and
retain enrollment," Rivera declared. "Yet,

when 1 ask my students, 'How many of
you have dull classes?' every hand goes
up. Now, that's" a sad commentary. If we
as educators were effective communi

cators— if we were getting a positive
audience reaction every day — we
wouldn't see those hands go up?

Education isn't the only field facing
problems today. John Latin, Toastmasters'
third vice president, pointed out that
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TOASTMASTERS' PANEL —(from left to
right) John Latin, Toastmasters' third vice president
and spokesman for Rockwell International: pro
fessional speaker Dr. Mark Victor Hansen: speech
communication instructor Robert Rivera: modera

tor Tom Dell, education manager at World Head
quarters: and Congressman jerry Patterson.

business is also in trouble:

"Today, we're faced with double-digit
inflation, declining productivity, unem
ployment, budget deficits, high interest
rates and foreign competition. 1 honestly
believe that American industry can solve
all these problems with some help —
we just have to convince the American
people we can make it happen?
And that, said Latin, is why good cor

porate speakers are more important today
than ever before.

"A corporate speaker must be able to
show that his or her company's objective
is in harmony with the goals of the
nation? he said. "He or she must be able
to convince the audience that industry
can make it happen. And if the speaker's
particular company or industry needs
help, he or she must be able to ask for
that help?

Mark Victor Hansen declared that in

order to be a professional speaker, you
must be great — especially if you want to
earn a living from it.
"You must be a pro, a real professional?

said Hansen. "And a professional knows
how to control his or her own thinking?
This ability to control one's own think

ing is important in motivating others
to become the best they can be, he added.

and to convince them that what they
think about, comes about.
To accomplish this goal of reaching and

persuading the audience, each panelist
emphasized the importance of good
speech training, not only through courses
in schools but also through such pro
grams as Toastmasters.
"School administrators should deter

mine whether the people they hire can
effectively communicate and get right to
the level of the students and turn them

on? Rivera stated. "School boards, school
administrators and college presidents
should do something to induce teachers
to take advantage of Toastmasters clubs.
If all teachers joined Toastmasters, they ■
would soon be getting a positive audience
reaction. You would see all of the desks

filled. Students would stay in school?

"We have to convince

the American people
we con moke it happen."

"As a speaker I try to pose the question
that is probably going through the minds
of my listeners? Latin added. "So it's very
important to know who is in your audi
ence. That's something we stress in Toast-
masters— audience analysis?
"You must involve your audience per

sonally— reach them? Congressman
Patterson agreed. "You must be able to
tell them what they want to hear or what
you think they must hear."
And, said Patterson, Toastmasters

teaches the basic elements necessary to
do this.

"Toastmasters teaches you how to
write your speeches? he declared. "It
teaches you how to maintain eye contact
and make gestures that have some mean
ing, and how to use your voice and modu
late it — all of those things which are
important in making a good speech?

THE TOASTMASTER



by Tom Dell
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A speaker's eyes con be his allies or his enemies.

THE
EVE/

HAVE IT

Thank you," said the speaker, looking
down at the copious pile of notes
clutched in his hands. " It's a

pleasure to be here. I have a message of
extreme importance to each of you."
The speaker continued on, his head

bobbing up and down as he alternated his
gaze between the back wall of the room
and his notes, only occasionally peeking at
the audience.

You and I have seen this speaker many
times. He's a regular in business meetings,
college classrooms, service clubs, civic
gatherings and Toastmasters meetings.
Sometimes he is young, sometimes older.
Sometimes he is tall, sometimes short, fat,
thin, long-haired or bald. Often, he is a
she.

No matter what this speaker looks like
or where he or she appears, the result is
the same; an unsuccessful speech, caused
by the speaker's failure to establish effec
tive eye contact with the audience.
A speaker's eyes can either be allies or

enemies, depending on how effectively he
or she uses them. To fully understand
how this works, we must sit in the
audience.

Every speaker simultaneously transmits
two kinds of messages. While the voice
conveys a verbal message to us, we as
listeners obtain a wealth of information

through our visual sense. We not only
judge the speaker's words, we also judge
the speaker. And, to a large degree, we
base this judgement upon what we see
rather than upon what we hear.
We look for visual messages in a

speaker's appearance, posture, gestures,
body movements and facial expressions.
But one of the most critical messages we
receive as listeners is transmitted by the
speaker's eyes.

APRIL 1982

Joel Weldon, a highly successful
speaker and seminar leader, says, "Of
all the nonverbal types of communication,
to me, the eyes are probably most
important."

Basis for Judgement
Eye contact is the cement that binds

together a speaker and an audience. It is
with the eyes that a speaker involves his
or her listeners in the presentation,
making it direct, personal and conver
sational. As members of the audience, we

"Widening the eyes . . .
can be the punchline
without words."

will base much of our judgment of the
speaker upon how effective we perceive
that person's eye contact to be.
When we watch a speaker like the one

in our example, we often form a judg
ment: "He isn't looking at me, which
means he doesn't think I'm important
and doesn't care what I think about his

speech. He won't look me in the eye, so
he's probably shifty and untrustworthy.
He's dependent upon his notes, meaning
he doesn't care enough about his subject
to prepare for his presentation. Yet he
said his message was important to us,
which makes him a liar. Since this

speaker is indifferent, insincere and
incompetent, I will not believe anything
he says."
This judgment is based almost entirely

on nonverbal data, which we usually
receive subconsciously. But it's undeniably
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club, sales and
political meetings
SURE NEED HUMOR!

IF YOU'RE

INVOLVED.

SEND FOR

THIS BOOK

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

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

NCW, Second Printing.

■ Send Check for t7.95plus 1.95 Mailing or your
Master Charge'Visa number, Indiana add 4% Tax.

THE LORU COMPANY
RO. BOX396, NORTH WEBSTER, INDIANA 46555

BRING A

FRIEND TO

TOASTMASTERS!

JusX think — if every member of
your club were to sponsor one new
member this year, your dub would
double in size!

And there's no better time for your
dub to grow than during Toast-
masters' April-I\flay membership
campaign, Get Into Action. By add
ing new members during these
months, your dub will not only
grow bigger, stronger and better —
it can also earn special recognition.
Every club that adds five or more

new members during April and f/iay
will receive a "Get Into Action"
banner ribbon. Those adding 10 or
more new members will be mailed a

"Best Speaker" trophy. In addition,
the top club in each district will be
presented with a "top club" ribbon.
So don't hesitate... Get Into

Action! Tell a friend about the bene
fits of Toastmasters, then invite him
or her to your club's next meeting.

powerful. In one study, speakers who
established effective eye contact were
judged more truthful, honest, credible,
friendly and skillful than those who did
not.

Nothing is more revealing about a
speaker's attitude and inner feelings than
how he or she uses the eyes. "We paint
the picture from the inside," says Cavett
Robert, one of North America's top
motivational speakers. "If you believe in
what you're doing, if you're trying to help
your audience, if you're really sincere
about what you're saying, boy, your eyes
tell it in the greatest language in the
world. You can't affect it. There's no one

in the world who can give that expression
unless it comes from real feeling."

Mirroring a speaker's feelings is just
one of the functions and benefits of eye
contact. Another is its ability to serve as
a control mechanism. When someone

looks directly at us while speaking, we
almost always return that gaze. So a
speaker has a certain degree of control
over our attentiveness simply by looking
at us. On the other hand, we rebel at a
speaker's failure to look at us by not
looking at him or her.

For the speaker, the attentiveness gen
erated by direct eye contact serves as a
source of strength and confidence. By
realizing that the audience is interested in
his or her speech, the speaker will gain
confidence, thereby becoming more com
fortable and, in most cases, more effective.

Reducing Fear
Another benefit of eye contact — and

one that is often overlooked — is its ability
to help a speaker overcome nervousness.
Nervous tension stems from fear, usually
fear of the unknown. Eye contact makes
the audience a known quantity to the
speaker, thereby reducing fear and causing
nervous tension to dissipate.
The eyes can also function as a tool for

gesturing. They can lend support, em
phasis and vitality to a spoken message.
"One of the things I've been told as

feedback," says Weldon, "is that when I
make a major point or hit a high-quality
idea, my eyes widen with enthusiasm, as
if it's the first time I ever heard that idea

myself. And I really do feel that way,
because it's the first time they've heard it."
Suzy Button, a speaker who specializes

in giving humorous presentations (and
who will appear at Toastmasters' 1982
International Convention in Philadelphia),
frequently uses her eyes to make comedic
gestures.

"I use my eyes a lot by closing them
when I'm attempting to emphasize that
I'm doing deep thinking or trying to recall
an incident," she says. "Then another
tactic is the widening of the eyes — it can
be the punchline without words. Another
thing is the raised eyebrow or the
narrowed eye and wink that can also
serve in lieu of words, or in conjunction
with the punchline."

Finally, the speaker's eyes function as
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a feedback device. The eyes not only send
messages — they also receive them. By
looking at us, the audience, a speaker can
determine how we're reacting to what he
or she says. Do we understand the
message? Is he holding our attention?
Are we accepting the message? Only by
consciously watching us can the speaker
obtain this valuable feedback.

"It's really a two-way communication
process," says Nido Qubein, a popular
speaker, seminar leader and management
consultant. "That is why I'm always
concerned that there is ample light — not
only on me, the speaker, but also on the
audience. I want the audience to be able to

see my face, but equally important, I want
to see their response."
Now it's your turn to speak. How

should you use your eyes to enhance your
presentations? Here is a three-step
method for making eye contact a powerful
asset to your spoken image.
• Master your material. Effective use of

the eyes begins long before you utter the
first word of a speech. It is born when
you select your subject, passes through its
childhood as you prepare and rehearse,
then reaches maturity when you actually
stand before your audience.
Your listeners will be looking for sin-

"Look at people directly
and liold ttieir eyes
for a few seconds ..

cerity, earnestness and enthusiasm, and
they will watch your eyes for evidence of
these qualities. If your eyes are to reflect
these vital properties, you must begin by
choosing a topic about which you have
strong feelings.

"First," says Cavett Robert, "you must
have a message so strong — you believe
in it so strongly that it's crying for
expression — it will not stay inside you.
And the second thing is, you've got to feel
it so strongly that it comes from your
subconscious."

Once you've selected your subject, you
must prepare. Nothing influences a
speaker's mental attitude more than the
knowledge he or she is well-prepared.
This knowledge is expressed by self-
confidence and is clearly reflected in your
eyes.

Ira Hayes, who makes over 125 presen
tations every year and who speaks to
audiences as large as 20,000, says, "I would
recommend that you get to know that
material so that it is really a part of you."

If you're thoroughly prepared, you
won't have to channel your mental energy
toward remembering the sequence of
ideas and words. You can project your
feelings outward toward your audience,
instead of inward toward your own
anxieties. But don't try to memorize a

THE TOASTMASTER



speech — this will defeat your preparation
by creating tension and decreasing your
ability to visually connect with your
audience.

You should prepare enough and
rehearse enough so that you don't have
to depend heavily upon notes. It's highly
distracting to an audience when a speaker's
head is constantly moving up and down.
If you feel that you must use notes, so
be it, but don't let notes become a substi
tute for preparation.

It's possible to use notes and still make
effective eye contact, but this requires
practice and conscious effort. Keep your
notes brief — a few simple words or
symbols keyed to the sequence of your
talk. Take advantage of natural pauses,
such as audience laughter or the after
math of an important point, to quickly
glance at your notes. This way, you won't
break your visual bond with the audience
during the most critical points of the
presentation.

Single out People
• Establish a personal bond with each

listener. You've chosen your topic,
prepared until your material fits like a
second skin, and you're ready to dazzle
your audience with brilliance. What next?
When you deliver a speech, you're

communicating with a group of indi
viduals — not performing before a single
unit. Making effective eye contact means
more than just casting quick glances or
moving your head from side to side like
an oscillating fan. It means actually
focusing on individual listeners and build
ing person-to-person relationships with
them.

As you look at an individual, hold that
person's gaze for a few seconds and talk
to him or her personally. Five to ten
seconds is adequate, as is the time it takes
to convey one sentence or idea. Then shift
your gaze to another person, taking care
not to establish a set pattern of eye
contact.

Here's an exercise that is ideal for use in

a Toastmasters club. Ask each member

of the audience to raise his or her hand

and keep it raised until he or she feels
you've established a visual bond. This will
help you make effective eye contact a
habitual part of your platform behavior.

If you're addressing a large audience, it's
impossible to establish a personal bond
with every individual. However, if you
pick out one or two people in each section
of the audience and connect visually with
them, each listener will get the impression
you're talking to him or her personally.

Zig Ziglar, a superstar speaker who
regularly addresses huge rallies and other
gatherings, uses this technique. "I've
always found the most effective way is to
select four or five people, depending on
the length of your talk, and make specific
points," he explains. "You look at these
people directly and hold their eyes for a
few seconds, somewhere between five
and ten seconds."
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Listen and Succeed
Cassette tapes featuring condensations of best-selling books:

□ Psycho-Cybernetics
by Maxwell Maltz

□ How I Raised Myself
from Failure to Success
in Selling by Frank Bettger

Each only

$9.95 included

Make checks payable to:
Success Tapes
3027 S.E. 28th Ave.

Portland, OR 97202

□ Think and Crow Rich
by Napoleon Hill

□ The Art of Public
Speaking by Millard Bennett

□ The Magic of Believing
by Claude Bristol

Enclosed is my check or money order for
(checked above) @ $9.95. Total $
Name
Address
City

□ Magic of

State. .

 Thinking Big
by David Schwartz

□ TheCreatest Salesman
in the World
by Og Mandino

.tapes

Visa/M.C.#
Exp. Date

Zip.

JOKES for SPEAKERSI
For Toastmasters, Business Executives, Club Officers,

Banqueteers, or anyone who has to talk.
An up-to-the-minute topical Joke-Bulletin with approximately 100 funny

one-liners, stories and roast lines. Created by top Hollywood comedy writers.
A great source of fresh professional material to humorize your speech for

any audience; any occasion. Current issue: $6.50. Send check or M.O. to:

JOKES UN-LTD.
8033 Sunset Blvd., Dept. 0-2, Hollywood, CA 90046

How does Ziglar choose the objects for
his eye contact? "What I do," he says, "is
select people who basically are friendly.
I don't challenge the audience. I don't pick
fights. I look for the friendly ones because
I know that if I can win them they can
help me win those around them."

• Monitor visual feedback. While you're
speaking, your listeners are responding
with their own visual messages. By
using your eyes as a feedback device, you
can gauge the audience's reactions to what
you say, then adjust your presentation
accordingly.

Actively seek out this valuable feedback
provided by your listeners. Watch their
eyes, their faces and their bodies.

If several individuals in the audience
aren't looking at you, they may not
be listening, either. It's possible they can't
hear you. Speak a bit louder, and see
if that gets a positive reaction. Perhaps
they're simply bored. Is your speech run
ning overtime? If so, end it soon. If not,
youll need to regain their attention,
possibly by injecting a dose of appropriate
humor, by increasing your vocal variety,
or by adding some purposeful body
movements or gestures.

Do your listeners look puzzled? If they

do, you may need to provide additional
explanation for something you've said.
Watch them as you do, and when their
faces register understanding, move on to
the next point or idea.

Are your listeners frowning or fidgeting
in their seats? An audience tends to
unconsciously mirror the speaker, so you
may be frowning or fidgeting without
being aware of it.

Are they smiling, nodding their heads
and giving every indication that they're
attentive, interested and pleased? If so,
don't change a thing — you're doing a
great job!

To make effective use of the eyes a part
of your spoken image requires patience
and practice, but it's well worth the
effort. Eye contact is a critical skill that
will help make you a better, more dynamic
speaker. A

Tom Dell is manager of the
Education Department at
World Headquarters.
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AREA GOVERNOR
OF THE YEAR

1872 1870 267 1877

Give your club members special recognition for their achievements. Each of these new
awards has a unique design with Toastmasters distinction. Perfert for saluting — and

inspiring — excellence in communication.

HONOR WITH ELEGANCE
International Gold Cup
Collection

Following the line of awards pre
sented to the International Speech
Contest winners. Perfect for district

contests. Gold figure and cup on a
walnut base.

1820 I6V2" S27.25

1821 15" $25.25

1822 I2V2" $15.25

The Bull Thrower

A unique trophy for club speaking
events. Gold figure on a walnut base.
1840 672" $6.95

Olympla Series
Your club members will be proud to
display this handsome tropfiy. Beauti
fully styled goldtone figure sits on
walnut and marble bases.

1866 15" $15.95

1867 14" $14.95

1868 13" $13.95

Mini Lectern Trophy
Ideal for honoring outstanding club
speakers. Gold plate and gavel
mounted on solid walnut miniature

lectern.

1810 5</2" $7.80

Beauty and Dignity
Honor a winning speaker or a digni
tary with this distinctive plaque. Gold-
tone trophy figure stands out on a
background of rich American walnut.
1870 11"x 13'/2" $29.75

Recognizing Outstanding
Service

A special award for exceptional area
governors. Blue and white imprinted
on gold plate mounted on walnut.
1872 9" X 12" $19.25

Communication Achievement

Perfect way foryour club to honor
communication excellence in your

community, organization or company.
267 9"x 13" $19.50

An Award for Excellence

Recognize speakers or dignitaries with
this attraaive plaque featuring a relief
modern figure set on a brass plate
framed in walnut.

1877 7"x9" $17.36

Seethe 1981-82 Supply Catalog
for a special four-color Insert
Introducing these and other
awards In Toastmasters' new

line of trophies and plaques.
Engraving Is 10 cents per letter
(allow three weeks). Add 20%
for packing and shipping. Cali
fornia residents add 6% sales

tax. Send all orders with your
club and district number to:

Toastmasters International,

P.O. Box 10400, Santa Ana,

CA 92711.
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Humanize
^uir Workspace

by Dorrine Anderson Turecamo

The right atmosphere helps you perform at your best.

y office was destroying mer
|Wl admits Michelle Rapkin of
X A Bantam Books Publishing
Company. "1 stayed in that windowless,
four feet by six feet office with its stark
white walls and floor until 1 was ready to
explode. It was like working inside a
refrigerator!"

Michelle was given another office as
soon as she explained her "nonbeing" feel
ings to her supervisor. Yet the next occu
pant of that small office found it suited
her needs perfectly!
This just goes to show that what is

claustrophobic to one person may be cozy
to another. It also illustrates how your
work environment can affect you.
Your individual space needs, as well

as the colors, decorations and furniture
arrangements in the place you work,
affect your mood and your performance.
It's important to recognize this and to
APRIL 1982

arrange your workspace as much as
possible to complement them. After all,
any place where you spend over 40 hours
a week should be warm and inviting to
you. Working in an emotionally cold
office that lacks the support of your own

ready to
xplode.lt was like w

inside a refrigeraii&l

self-expression can give you a sense of
anxiety, boredom, anger, depression or
alienation. If you can control the mood of
your area, humanizing it to be as stimu
lating or relaxing as you require {within
the restrictions of your organization).

youH react and produce at your optimum.
Know Your Needs

Do you know what your space needs
are? Some people have low spatial
requirements. The more open the area,
the more inhibited they feel. They lower
their voices and their concentration and
creativity diminish. They become defen
sive. Small areas make them feel more
secure. People like Michelle, though, have
high spatial needs. They experience
claustrophobia when they're in a space
that's too tiny.
Once you've decided which category

you fit into, you should determine how
you can adapt your workspace to fit your
needs.

If you like large, open areas, you should
try to create this feeling in your office.
If you're lucky enough to already work
in a large space, this is easy. If you aren't,
youll have to improvise.
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When the public relations staff of two
at Goodwill Industries was given a former
storeroom for an office, they decided to
make the best of it. They painted the
small, windowless room in light, neutral
colors and made a center-island work area.
The finishing touches — bright-colored
posters and large plants — gave it the airy
feeling both people needed to work. Using
mirrors and small-scale furniture and

keeping the area clutter-free will also
make a room look larger.

Job Requirements
Carolyn Carlson, a secretary for Faith-

Lilac Way Lutheran Church in Minne
apolis, had a different space problem.
A person with low spatial needs, she had
to adjust to working in a large, open area.

"I realized, after several years on this
job, that my area had to be as open and
accessible as possible," she says. "Since I'm
a clearing house for whatever happens
here, I've had to learn to sacrifice any
privacy and work in the center of an
open area"

Carolyn's solution? She put a few
plants on and around the desk, which
gave her the secure, private feeling she
needed.

Unfortunately, space is at a premium
today in many offices and people are shar
ing work areas and crowding into smaller
spaces. This causes resentment, especially
for people who need space and like
privacy. If this is your problem, the most
obvious solution is to rearrange your
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furniture to create a private, personal
area. Place your desk away from the
others and turn it at a right angle or
facing away from the next desk. Plants on
or alongside the desk will create a feeling
of openness and at the same time define
your area.

Colors and noise also affect your per
formance. Repetitious, monotonous jobs,
say specialists in personnel motivation,
require a moderately-loaded environment:
bright colors, openness, closeness to other
workers, windows. Such a lively environ
ment helps reduce boredom and results
in better performance.

However, complex technical work is
performed best in a low-load atmosphere:
soft colors, a minimum of distracting pic
tures and objects, and a closed room.

Complete silence can be devastating to
your work. Even the low hum of an air
conditioner provides a stimulus that also
muffles sharp noises. If you need more
stimulation, soft music will help.

Eliminate Disorder
No matter what kind of work you do,

though, the strongest distraction can be
your own desk clutter. Only the books
and papers you're using at the moment
should be on your desk. Keep your
drawers and files orderly and planned

"...I've had to learn to
sacrifice any privacy and
work in an open area"

according to your duties. Make sure you
have easy access to your files and that
they're not choked with material that
hasn't been referred to in months. Youll
feel more in control and you'll be able to
concentrate better if your desk is arranged
efficiently.

So take a good look at your office.
Do you look forward to going there?
Is it interesting and stimulating? Does it
have character and personality? Do your
favorite colors surround you? Do the art
work and knick-knacks reflect your tastes
and interests?

Through your office you're creating
an image of yourself and your position.
Taking care to create the right atmosphere
in your own area — even if it is just four
feet by six feet — makes good sense. Care
ful planning will create a background that
will help you perform at your best and
to look forward to coming in to your office
each day. #

Dorriiw Anderson Turecamo
is a management consultant,
speaker and talk show hostess
based in Minneapolis,
Minnesota.
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Tips to help shy people lose their Inhibitions.

OVERCOMING
SHYNESS

by Dr. Gerald M. Phillips

When people can't play golf, they
hire instructors to teach them.

When they have trouble with
grammar, they take English classes. They
certainly don't consider themselves sick.
They simply lack the skills and knowledge
to do whatever they want or need to do.
But for some reason, most people think of
shyness as a sickness. In reality, shy
people are just like those who need help
with their golf swings or grammar: They
just need some instruction.
About half the population lack some

important communication skill. Virtually
everyone can think of a social situation in
which he or she performs poorly. As
instructors in a shyness program at the
University of Pennsylvania, my colleagues
and 1 have done extensive research on

shyness and shy people. Our findings are
astounding. In a survey of 40,000 students,
14 percent of the elementary students, 24
percent of the junior high school students
and 12 percent of the senior high students
had such poor communication skills that
they couldn't even handle the ordinary
requirements of the classroom. An
estimated seven percent of all college
students are similarly handicapped.
Other research shows two interesting

trends. First, people who lack communi
cation skills tend to seek positions that
keep them out of contact with other
people. No matter how capable they are,
their inability to communicate keeps them
from contributing their best, a cause of
considerable personal frustration.
Second, many executives regard oral

communication skills as the most impor
tant criteria for promotion. This means
that shyness costs everyone individually
and collectively. Shy individuals lose the
chance to grow and contribute to their
potential, and the rest of society loses their
contributions.

Why, then, do people remain shy?
Mental Illness

Recently a flood of articles by psychol
ogists refer to the "disease" of shyness.
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This media blitz uses "poor self-image,"
"inferiority complex," "low self-esteem,"
"alienation," "fear," "social anxiety," and
other disturbing terms to explain shyness,
which naturally make shy people appre
hensive. They think they are mentally ill.
Schools have even begun to collaborate
with those who claim shyness is psychol
ogical by refusing to provide training
in normal speaking skills. To top it off, shy
people are told they may become violent,
and that would-be presidential assassins
were often called "shy" by those who
knew them.

But shyness isn't a disease. Shy people
do not have similar "symptoms" nor do

Shyness is not a
sickness. It's a

lock of skill.

they have the same causes for their
shyness. Diseases do have common causes
— bacteria, viruses, chemical imbalances.
The symptoms are usually the same in
each case and doctors can identify them
consistently. Diseases are treated with a
common therapy.
Shy people are shy for many different

reasons and in different ways. For
example, a survey of more than 3,000 shy
college students revealed that some are
shy because they lack experience in
talking, while some are shy because no
one ever told them talking is important.
Others simply don't know what to do in
certain situations, and most don't know
the procedures for organizing talk and
making it interesting for their listeners.
Some are afraid of being punished by
authorities.

People who claim to be shy are not shy
all the time or in all situations. They just
can't perform well in a situation that is

important to them. When they talk about
their shyness, they seem to forget com
pletely the many situations in which they
speak quite competently.

In what situations do shy people have
problems? Our research has shown
that people often become shy in one
or more of the following circumstances:
• Asking and answering questions.

Many people are unable to ask and answer
questions on the job or in class. They can't
respond spontaneously to task-oriented
talk and prefer to be silent rather than
"incriminate" themselves by giving an
inept or foolish answer.
• Looking for a job. Almost everyone

feels uneasy during a job interview, but
very shy people often confine their
answers to monosyllables. They can't talk
convincingly about themselves and their
skills.

• Dealing with business people. Some
shy people are so intimidated by trades
men that they can't shop or use the
services these people provide. Many are
intensely intimidated by professionals like
lawyers, doctors, dentists and professors.
• Speaking out in meetings. Most shy

people admit to being intimidated during
committee meetings. They nod in agree
ment at ideas with which they do not
agree rather than attempt to refute the
arguments of people whose glibness
frightens them.
• Talking on the telephone. Some shy

people are unable to use the telephone.
They're afraid they'll make a mistake, dial
a wrong number or inconvenience
someone.

• Meeting new people. Shy people
often have a hard time when they are
introduced to new people. Unfamiliar with
the standard routines of social greeting
and introductions, they simply don't know
what to say.
• Making conversation. Even more

distressing is the inability of shy people to
make small talk or casual conversation

that will help them know someone better.
They fall silent, hang around the outside
of the conversation circle and call them

selves "good listeners."

Overcoming Shyness
What can shy people do to free them

selves of their inhibitions?

First of all, they must realize their
shyness is not a sickness and that it can be
treated. Then they must decide to acquire
speaking skills.

In our studies, we've identified eight
specific skills which make the difference
between effective and ineffective speakers.
Thus, to overcome shyness, people must
have the abilities to:

• Size up a situation to determine how
speaking could change it. To do this, they
must be able to identify roles people are
playing, who has influence to take action,
and what reasons could be used to get
these influential people to act.

• Set reasonable goals for themselves.
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Goals must be specific and refer to their
speaking behavior, not to their desires for
responses from the listener ("1 want to
talk about. . rather than "I want the

other person to . . They must learn to
distinguish the doable from the desirable.
Unrealistic goals are probably the most
frequent source of social failure.
• Identify the relevant audience. They

must pick out the people to whom the
message should be directed and be able
to tell them why they would benefit from
complying with what they request.
(Aristotle said, "The fool tells me his
reasons, the wise man persuades me with
my own.")
• Devise game plans for themselves.

How will they enter the room? Who will
they approach? What will their opening
lines be? How will they get into positions

to speak? If they are giving a public speech
they will become familiar with the situ
ation. They will understand their own
capabilities and justifications for speaking.
• Organize their ideas. They must

select a "residual message," the most
important idea that must remain with the
audience when everything else is for
gotten, and then build their presentations
around those ideas clearly and logically.
To do this they must be familiar with the
seven basic structures of communication:

time, description, classification, com
parison, association, argument and
refutation. They must also be able to get
attention and end definitively. When
engaging in social conversation, they must
be able to do all this and take turns

speaking with the listener, too.
• Phrase their messages so they neither

Overcoming Shyness
If as Toastmasters Helped You?

Has your Toastmasters training helped you overcome your shyness? We
would like to know. Please fill out the questionnaire below. You may use addi
tional sheets to provide complete information if you desire to do so. We would
appreciate all the information you care to give.

Your Occupation . Your age . Circle

income bracket: $10-15,000 $16-25,000 $26-40,000 $40-50,000 $50,000+

Your Sex How long have you been in Toastmasters ?

Roughly, how many speeches have you given as a Toastmaster ?

What kind of speaking do you do on your job ?

Why did you join Toastmasters? (If you had some problem in speaking, please

describe it here)

Name the three most important skills you learned in Toastmasters .

Why have those skills been important to you ?.

Any comments you care to make?

If you would be willing to complete a more extensive questionnaire or be inter
viewed on the telephone, please provide your name, address and phone num
ber. Please mail the above questionnaire to: Gerald M. Phillips, Department of
Speech Communication, 225 Sparks Building, The Pennsylvania State Uni
versity, University Park, PA 16802.
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patronize listeners nor go over their
heads. Words must be connected gramma
tically so listeners won't be confused by
faulty syntax. Shy people must be able to
plan, rehearse and , where necessary,
prepare notes. They should also be
prepared with alternative responses to the
best, worst and most likely things listeners
could do in response to their talks.
• Deliver their messages in loud, clear

voices. They must also make their
messages interesting enough to keep
listeners attentive.

• Observe listeners to get feedback.
They must be able to spot declining
attention in their audience and adapt to it.
They must also be able to capitalize on
signs of excitement in the audience.

Acquiring Skills
Joining Toastmasters, enrolling in a

Dale Carnegie course or taking a class at
a university are obvious ways to obtain
these skills. Unfortunately, many univer
sity courses have sold out to abstract
theory or psychological methods, com
pletely neglecting the tested and true
techniques of teaching oral performance.
As part of our research on shyness, we

are doing surveys to find out how well
programs that claim to be able to remedy
shyness are doing. Some shyness treat
ment programs claim people can be
effective speakers if they overcome their
anxieties. Those who enroll in these

programs are treated with systematic
desensitization, cognitive modification and
other behavior modification techniques.
They are given paper and pencil tests for
anxiety before and after treatment, and if
their scores drop they are pronounced
cured. Unfortunately, often they may be
less anxious about speaking, but they are
still unskilled at it.

Our own program here at Pennsylvania
State University is similar to that of
Toastmasters. To test its effectiveness,
we contacted several hundred former

students, asking them if they remembered
the course and the instructor's name,
what skill they thought they learned in
the course, and if they could tell us how
they had used that skill within the last
week or so. Amazingly, 85 percent of our
former students were able to answer all of

the questions and most of them listed
several other skills they had learned in the
course and still used.

Now we would like to know what

members of Toastmasters have accom

plished in their program. We believe
Toastmasters is a fxjwerful force in over
coming shyness, or rather the lack of skill
that some people call shyness, but no
formal research has ever been done to
determine if this is so. You can help us by
filling out the questionnaire below. ̂

Dr. Gerald M. Phillips is a speech communications
professor at Pennsylvania State University. Author
of the book, Help for Shy People, he is also
editor of Communication Quarterly, the
journal of the Eastern Communication Association.
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Most parliamentary procedure Is based on debate — and debate
Isn't always the most effective decision-making process.

BEYOND

by Joel David Welty

/die chit-chat, circular thinking, aim
less digressions — no wonder
Thomas Jefferson wrote a manual of

procedures for the United States Senate
when, as vice president, he served as
presiding officer of that body. Nothing can
be so exasperating as the chaos of a group
trying to make a decision without some
rules to guide the discussion. Nothing,
that is, unless it is those rules themselves.

All through our history we have been
exasperated by unruly meetings and irked
by the rules designed to cure them of
their unruliness. Jefferson's rules were
used by private groups as well as by legis
latures for 40 years. Others subsequently
wrote other sets of rules, also based on
rules used by legislative bcxJies. They were
equally complicated, too, until General
Henry M. Robert came along.

Robert's contribution to democracy was
immense, for two reasons: He simplified
and adapted the old legislative rules much
more closely to the needs of private
groups, and he boldly — and successfully
— set out to provide a standard body of
rules for all private societies everywhere,
to replace the varied systems then in use.
Though he originally expected his Rules
of Order to run about 16 pages or so,
Robert turned out 176 pages for his first
edition in 1876. Unfortunately, each
successive edition grew larger; the most
recent edition contains 684 pages. The
simplicity Robert aimed for has dis
appeared.
But in most groups today we no longer

have the rough problems we used to have
a century or two ago: blatant disregard
for the rights of others, cynical mani
pulation, crude blundering and utterly
aimless proceedings. We are now a bit
more civilized and our expectations are
higher. And this is where problems arise
in the systems Robert and others devised.
The first and most serious criticism

leveled against the traditional parlia-
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mentary systems is that because they are
adapted from legislative rules they are
therefore based upon debate. But debate is
only one decision-making process, and it
is rarely the most effective one for private
groups. Other prcxesses produce better
results.

The second criticism is that the

traditional parliamentary process brings
only one phase of the decision-making
process — the selection of one alternative
for action — into the deliberative body.
The preparatory phases and the phases of
implementation of the group's chosen
action are ignored.
But some groups have successfully

The simplicity
Robert aimed for

has disappeared.

skirted the traditional procedures and
nullified these criticisms. Unfortunately,
though, they feel guilty for doing so. They
think they have abandoned the "right ■
way" because they can't make it work,
doubtless because of some character

defect or intellectual insufficiency on their
own part. If you belong to one of these
groups, you may be about to lose a cart
load of guilt.

Good Guys vs. Bad Guys
The trouble with debate, upon which

traditional rules of order are based, is that
it is a sort of ritualized combat which

no one but an eager first-year law student
can enjoy. Debate makes it necessary for
participants to identify with one position
or the other, pro or con, and to fight
for victory over the bad guys. Debate
tactics too often include attacks upon the

sponsors' credibility, appeals to friendships
and past favors rendered, the use of
prestige to intimidate and emotional
entreaties — none of which has anything
to do with the wisdom of the proposal
itself. Often better solutions than the

ones offered may be available, but no one
can take time to think of them.

That's why many groups are using
negotiations of consensus instead of
debate as a decision-making technique. In
this prcxress the objective is to work out
a wise decision, not to score a victory over
the bad guys.
To see how it works, keep this eight-

step framework for decision-making
in mind:

• Define the problem or goal.
• Examine the facts.

• Create many alternative solutions to
consider.

• Interpret the effects of each of those
alternatives.

• Select one alternative for action.
• Instruct the person who will act.
• Verify that the action has been carried

out.

• Evaluate the effectiveness of the

decision-making process.
This framework is really simpler than it

looks, for each step leads naturally to the
next. It's an easy process which unfolds
with a minimum of formality.

Underlying the process of negotiating
a consensus is a basic change in attitude
within the group. Instead of a confron
tation between gladiators, the entire
group works in collaboration to analyze
the situation together and combine their
knowledge and judgments in making the
wisest decision possible.
The process does not begin with a

motion, as does debate; it begins when
a particular problem is brought before the
group. It might be one handed to a
committee: "We'd like you to put on a
Christmas party for the kids." Or a
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director might inform the board that a
problem exists: "Income has fallen far
short of the budget this month." Or in a
meeting of representatives of a neighbor
hood association, someone says: "Algae is
rapidly growing in the lake."
The group may accept the definition of

the problem as it is given them or make
a clearer statement of the problem. In
either case, it naturally passes on to the
next step: examination of the facts
concerning the problem.

Typically, each person present will add
to the known facts. "I've seen lake people
fertilizing their lawns; you know that
stuff all ends up in the lake." "Yes, and
burning leaves right on the beach, too." In
a simple case, the people present have
enough facts to give a clear picture of
what is happening; in more obscure cases,
the group may appoint a subcommittee to
research the facts and report back.
When the group believes it does have

enough facts, it begins listing alternative
solutions. Brainstorming works well for
this purpose. No criticisms, no judgments
are made during this phase. Even absurd
alternatives are welcome, for they may
suggest other possibilities to other people;
the longer the list, the more sure the
group will be that it is not overlooking
any possible solution.

Next, the group interprets the alter
natives: It's too expensive to drain the
lake or install a water-purification plant.
The lake could be dredged, but there's
no guarantee it would be effective in
stopping the algae growth. Yes, the health
department would be interested in the
sanitation problems around the lake.
Note that unlike debate, in the

consensus process people discuss ideas
without connecting them with the
individuals who suggested them. For
the most part, they have forgotten
who suggested what. The ideas all belong
to the group, not to any individuals. The
group is considering the merits of the
thoughts, not the merits of the thinkers.
No one's prestige or sensitive ego rides on
any of the alternatives being considered.
That's why people feel more comfortable
participating in the consensus process
than they do in the debate process. Result:
you have many more excellent ideas from
which to choose the best one.

Taking Action

Now that everyone has defined the
problem, examined the facts, created
alternative solutions and interpreted
them, the group is ready to select one
alternative — which may be a combination
of several — for action. Participants have
a more thorough understanding of the
significance of the proposal than they
would have if discussion had started with

the proposal itself, as the rules of order
for debate presume the group should.
Debate starts with the motion, before there
is really even any agreement on what the
problem is, even though others may have
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facts which would change the picture and
alternatives to the motion have not even

been mentioned, much less interpreted.
No wonder debate creates hostilities,
exasperation and frustration!
At this stage, someone may be ready to

make a motion for the record: "Mr. Chair,
I propose that we establish a lake news
letter to urge people to stop fertilizing
their lawns, stop burning leaves, stop
using pesticides, stop using phosphate
detergents. And also, that we get the
health department in here to check out
every septic tank on the lake."
Now, given the discussion which has

led up to that motion, it might get 51
percent of the vote right away. But
suppose there are objections: "Hey, you
can't just check out a family's tank without
their permission. I think we should include
getting permission in that motion."

In traditional debate, that would be an
amendment. It would be discussed, then

voted upon. But this isn't a debate. The
group is negotiating a consensus, so it
does this instead: The chair asks, "Can we
accept this modification of the motion?"
"No," says another person, "because the

worst offenders will be the ones who

refuse permission. Besides, the health

... the objective Is to
work out a wise decision,
not to score a victory...

department doesn't need permission if it
thinks there is a problem."
Someone else states, "Well, they'd better

get my permission, by golly. But at least
you've got to let people know about it."
"Can we accept that?" the chair asks.

The group does, and the provision to give
advance notice is included in the motion,
even though by itself it would not gain
a 51 percent vote. However, by including
it, the entire motion has moved from, say,
51 percent approval up to 75 percent
approval. By including other changes
which the group as a whole can live with,
you may build that consensus up to 95
percent approval, which means that it has
a far better chance to succeed than any
proposal with only 51 percent approval.
And chances are it's a more effective

decision, too.

The mood of collaboration which under

lies this process from the first statement
of the problem to the choice of one option
for action continues on into the phases of
implementing the decision. Someone is
instructed in very clear language what is
to be done and told to report back on any
progress at a specific date.
The last step completes the cycle: The

group evaluates the process it went
through. The initial definition of the
problem is considered. Was it adequate.

now that the group has the advantage of
hindsight? Was the group's response
really appropriate to the problem? If
another group faced the same problem,
what advice would your group give? This
evaluation is useful in sharpening the
parliamentary skills of the people in your
group, equipping them to handle even
more difficult problems confidently. The
written record of the meeting helps other
xommittees or groups to get a head start
on their problems; they may not have to
invent the wheel all over again.

Wide Use

The consensus process is just one
process in a continuing evolution in the
way we make decisions in groups. It may
not be parliamentary law as we usually
think of it; that's because we need to
realize that making decisions in groups is
what parliamentary procedures have
always been about.
The new parliamentary techniques can

readily be applied in most organizations.
In fact, the process described above for
making a decision is actually used by many
groups who don't realize they are using it.
They rarely start with a motion; they
start talking first. They end discussion by
being able, finally, to state a motion for
the record. Then they feel guilty for
ending with the motion when they have
been told they should have started there.
The fact is, they have been using a
superior parliamentary process without
realizing it and should find pride in it, not
guilt.
By becoming more conscious of the

meeting processes used in boards,
committees and assemblies, however, we
can consciously improve the ways in
which we work together.
When a group learns this new, collabor

ative attitude and remains open to new
techniques, it can achieve remarkable
results. Time and again, I have seen
groups start out being timid, unsure,
bewildered about what to do about their

problems. As they work, they develop skills
and grow confident. It is not the trivial
process of the weak gaining strength from
the strong. It is the far more significant
process of everyone gaining strength,
confidence and the ability to tackle tough
problems when no one had those qualities
before. The strength of each is supported
and reinforced by that of all the others.
The judgments of each are made more
rational and more sound by the judgments
of the others, in reciprocal support.
Every organization could use this kind

of strengthening, which can be found
beyond the traditional rules of order.

]oel David Welty is author of the parliamentary
manual, Welty's Book of Procedures for
Meetings, Boards, Committees and
Officers, 270 pages, which develops further the
concepts set forth in this article. It may be ordered
from Parliamentary Services Institute, Dept. At2,
51 Elmview Court, Saginaw, MI, for $9.95.
Michigan residents add A-Ot sales tax.
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Well-chosen words will put power into your speech

Getting tiie
"Wbrds Right

by Patricia Vandivort

Ernest Hemingway rewrote the
ending to his novel, A Farewell to
Arms, 39 times before he was

satisfied. When asked what the problem
was, Hemingway simply shrugged his
shoulders and said, "Just getting the words
right."

Getting the right combination of words
is just as important in the composition of
a speech as in the writing of a novel or
magazine article. The author and the
speaker both have a message to share —
and that message will be received with
interest or boredom, remembered by
many or forgotten by all, depending on
the way in which we put the words
together. Speakers as well as writers must
use the power of language to appeal intel
ligently and emotionally to their audiences.
Most will agree that Winston Churchill

was one of the greatest speakers of this
century. In the words of John Kennedy,
"Churchill mobilized the English language
.  . . and sent it into battle."

A little-known fact about Mr. Churchill

is that this great man was a self-made
speaker. As a young man, his 5'5" frame
was less than imposing. He stuttered,
lisped and was greatly concerned because
he did not have a university education.
And, as if that wasn't enough, he was
terrified of public speaking. So great was
his fear, in fact, that while delivering one
of his speeches to the House of Commons,
he collapsed in the middle of his remarks.
What encouragement this should give

to the speaker who feels insecure or
intimidated! If Churchill could overcome

these disabilities — if he could climb to

such greatness from such a meager
beginning — just knowing this should
inspire us toward success — within the
framework of our own personal goals, of
course.

Some of the techniques I use, as a
writer, can be applied to the preparation
and delivery of a speech. The three main
objectives in delivering a speech are for
the audience to listen, understand and
believe. You must speak in a way that the
listener will hear and comprehend. To do this
you must make sure you're using the
right words.

APRIL 1982

The following tips will help you to find
those magical words that can lift an
ordinary speech to a memorable one.
• Use familiar words. A confident

speaker does not speak over peoples'
heads. He speaks in a simple, straight
forward style. When giving a technical
speech, be sure your audience will
understand the terminology; however, it's
best to use as little technical jargon as
possible and explain that which you do
use. Don't use condescending language.
Showing off is a by-product of insecurity.
People often say ridiculous things because
they want to appear sophisticated and
intelligent.
• Use short sentences. Talk as you talk.

In ordinary conversation we don't usually
use long sentences. They're acceptable in

Listeners easily lose
ttie main thought
if o sentence rambles.

written form, but listeners easily lose the
main thought if a sentence rambles.
• Use visual language. Drawing word

pictures helps create a scene for the
audience. Take, for example, the speaker
who is telling about a recent trip to Asia.
He wants to relate what he felt when he

saw all the poverty and filth.
He might say, "The villages were very

dusty and dirty. The children wore no
clothes, and they looked hungry."
He is telling them what he saw, but by

using more vivid descriptions, he involves
them on a more personal level:
"The villages were pathetic. It was the

dry season and dust was everywhere. The
people lived in shacks made of bits of
cardboard, metal and animal skins. The
weathered, emaciated faces of the adults
were expressionless, and the children
were naked and dirty. They didn't seem to
notice the flies that crawled over their

faces and bodies."

Which description is the audience more

apt to remember? Painting pictures with
words creates a memorable snapshot
of the human pathos witnessed by the
speaker.

Don't be afraid to inject drama into
your speech. With the use of dramatiz
ation, you involve the audience intimately
in your experience.

Develop Rhythm
• Read poetry aloud. This is a

marvelous way to acquire a better sense
of rhythm and imagery. You soon become
aware of the poets' meticulous choice of
words. They have a melodious quality —
they "belong" together. Poets labor over
getting the words right, just as the
speaker must do if he or she wishes to
create a memorable speech.

Reading poetry also enhances your
speaking ability. It alerts you to the
importance of proper enunciation, vocal
variety and'drama.
• Watch television. Your living room is

the cheapest and most convenient class
room youll find anywhere. Observe the
newscasters and commentators. Listen to

the sentence structure, the words they
use and the pictures they paint. Watch for
mistakes — professionals make them, tool
Keep notes and try adapting some of
the things you hear and admire to your
own speaking style.
• Read. There are many books on

speaking. The library is an excellent place
to learn what books are in print; read
those that especially interest you.

Every speaker should have a thesaurus
for reference and a good dictionary. A
serious speaker can find great pleasure in
building his own library of carefully
chosen books, to have for ready reference
at a moment's notice.

Speeches should not be taken lightly.
To create and deliver a successful speech
takes time and effort. There is a great
feeling of accomplishment as the speaker
puts the finishing touches to a well-
constructed speech.
As I have pointed out, there are many

similarities between the writer and the

speaker; but the speaker goes one step
beyond the writer. He begins as a writer,
but he is ultimately a performer. It is
exhilarating to hear hearty applause after
delivering a speech that you labored for
hours to perfect.
So take the extra time to find that right

word. The words you choose are of the
greatest importance. They make the
difference between a mediocre speech
and a great one.
As Alexander Smith said, . . Memor

able sentences are memorable on account

of some single irradiating word." m

Patricia Vandivort is a

member of Boulder City
Club 2355-33 in Boulder

City, Nevada. She is a free
lance writer and member of
Nevada Press Women.
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10,000th AC&L Completion
Makes Ibastmasters' History

Toastmasters International celebrated

another historical event recently when
Australian Toastmaster W. D. Casey
became the 10,000th member to earn
Toastmasters' Advanced Communication

and Leadership Certificate of Achieve
ment.

The Certificate of Achievement is

awarded to a Toastmaster who, after
completing the Communication and
Leadership Program manual, completes
any three of the seven advanced manuals
— The Entertaining Speaker, Speaking to Inform,
Public Relations, The Discussion Leader, Specialty
Speeches, Speeches by Management and the
newest manual. The Professional Speaker.
This means a Toastmaster must have

given a minimum of 30 speeches in order
to be awarded the certificate.

Casey works in public relations for the
Sydney County Council, an electricity
distribution authority in New South
Wales with about 920,000 customers.
A member of Miranda R.S.L. Club

2505-70 in Sydney, Casey has accumu
lated a host of accomplishments in his 12
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years with Toastmasters. He has served
as his club's treasurer, secretary, adminis
trative vice president, educational vice
president and president. He has also
spoken outside the club environment,
addressing such groups as the Australian
Family Association and the National Civic
Council of New South Wales. Casey also
recently became an Able Toastmaster.

In the following interview with The
Toastmaster, Casey talks about why he
wanted to earn the award, what the
Toastmasters program has done for him
and how it can help others.

The Toastmaster: What prompted you
to join Toastmasters?

Casey: I had been asked to speak at a
public meeting in Sydney and had diffi
culty organizing the speech. That was my
original goal when I first joined — to be
able to organize a speech.

TM: Did you achieve this goal? Have
your goals changed since you joined?

Casey: I did achieve my first goal — I
now have little trouble organizing a
speech. I have set and achieved other
goals since I reached the first one, and
each goal has led to the next. For example,
my second goal was to become a good
speaker. I realized I achieved this goal
when I competed twice at the district level
in the International Speech Contest.

TM: Has Toastmasters helped you in
your career?

Casey: It certainly has. My particular
field is customer relations. Toastmasters

has helped me develop an objective point
of view, which is necessary to understand
people and their problems. My listening
skills have improved, and listening plays a
tremendous part in overcoming prejudice
and misunderstanding. Problem cus
tomers have special needs, and the ability
to communicate effectively goes a long
way towards meeting their needs.

TM: You completed our old single-
manual advanced program. Have you
begun work on any of the new manuals?
What is your impression of them?

Casey: I haven't worked on any of
them yet — to complete three of them
is my next goal. But I'm impressed with
what I've read in them so far. They truly
widen horizons in selected fields.

TM: Have you participated in other
Toastmasters activities, such as our
Speechcraft and Youth Leadership
Programs ?

Casey: I have coordinated both Speech-
craft and Youth Leadership Programs and
find a tremendous satisfaction in bringing
a group to a self-confident, articulate
state.

TM: Has Toastmasters' evaluation

system helped you improve? How can
evaluations be improved?

Casey: The feedback from evaluations
has helped a great deal. A good evaluator
can enable the speaker to really receive
the audience's reaction to his speech.
From my experience, evaluations can
only be improved by competition and
encouragement.

TM: What advice can you give new
members just entering the Communi
cation and Leadership Program?

Casey: Set goals. Decide what you
want to do and acquire the skills you
need to do it. For example, to be an effec
tive communicator you must know how
to listen. To be a good leader, you must
know how to think a problem through.
But, remember, you will only achieve if
the will is there!

THE TOASTMASTER



Dos and don'ts for the good acceptance speech.

Dont Make Them Sorry
They Gave It to>bu
What's the worst part of the

television broadcast of the

Academy Awards ? Or the
most boring part of the Emmy Awards?
Or the Grammy Awards ?
Most people would probably agree that

it's the acceptance speeches — those
dreaded moments immediately following
the announcement of the winners when
the recipients themselves are expected to
make some comments on their awards.

Unfortunately, the following scenes are
all too familiar.

A bubbling young lady is announced the
winner of an award. She glides irregularly
up to the stage and, fluttering more than
a forest of butterflies, she steps up to
the microphone. "I really don't deserve this
honor, I really don't deserve this honor,"
she gushes over and over again. "I really
don't know what to say," she says (as if
she had to tell us that), before thanking

by Mike Kiodnickl

nearly every breathing creature on earth.
Next, a more distinguished gentleman

receives an award. He calmly steps up to
the microphone and says, "Thank you."
His retreat to his seat is as swift as his

stage entrance. The audience blinks and
misses it. The presenters' mouths open in
surprise. They now have a minute of dead
air to fill without the aid of Cue cards.

Admittedly, these two individual cases
are stereotyped exaggerations, but they
are not too far from true.

Most acceptance speeches range in
characteristic from boring to awful. It is
indeed rare when an individual delivers
an acceptance speech that is suitable and
satisfying to both the audience and the
recipient himself.
Making a good acceptance speech isn't

easy. To understand the difficulty, the
circumstances surrounding the recipient
and the award must be considered. The
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announcement of the award winner is a
very emotional moment for the recipient.
After all, he or she is being paid a great
public compliment and probably feels
some surprise, relief, happiness, pride and
gratitude. These are tough emotions
under which to come up with something
clever to say. There may also be some
disappointed, and perhaps bitter, non-
winners in the audience.

This is not only the case for awards that
are given on national television, but it also
pertains to all awards given — whether
they are given by chambers of commerce,
the Lions Club, or maybe just the Boy
Scouts. It also pertains to awards earned
through competition, and awards given as
a form of recognition.

Express Gratitude
Two main ingredients should be in any

acceptance speech you make.
First, you should thank those who

played a very important role in your
achieving the award. If there are only two
or three, you may name them. However,
if there are more than three, thank them
in general. Listing a long line of names
is boring for the audience and incon
siderate to those who gave you the award.
Remember, they did give the award to
you, not your long list of friends.
Second, you should show your appreci

ation to the group or organization giving
the award. Thank them for the award.

More importantly, recognize the work
they are doing. The group or organ
ization's main purpose is probably not to
make awards.

Here are a couple of examples that
follow those basic steps.
The first is a writer who has just been

given an award by the National Associ
ation of Volunteer Firemen for writing
the best article informing the public what
volunteer firemen are all about. After

receiving the award, the writer says:
"The work that the volunteer firemen

have done throughout the country has
been invaluable, and volunteer firemen
not only need, but also deserve, public
recognition. I thank Chief John Wilson
and everybody else who taught me and
showed me what volunteer firemen

are and what they do. I thank you for
being volunteer firemen."
The second example is that of an indi-
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Classifieds'

SPEAKING RESOURCES SELF-IMPROVEMENT

THE NEW BOOK OF "ORCHIDS OR

ONIONS" FOR ALL OCCASIONS. OVER

900 CLEAN JOKES & SHORT LINERS.

Written by a Toastmaster. Indexed for
Quick Reference. $7, Including tax and
postage. Check or M.O. to: T.R. Bob
KIrby, #1 Marcla's Park, Eastcn, IL 62633.

VITALIZE YOUR VOICE. Unique proven
method; rapid results. $15. Money back
guarantee. Vital Voice, Box #298T,
Stevensville, Ml 49127.

FREE CATALOG - "HILARIOUSI"- MONT

REAL GAZETTE - "FANTASTIC NEW

JOKES I" NEWS BUREAU OF CANADA.

PROFESSIONAL - NEW JOKE POCKET-

BOOKS. COMEDY PUBLICATIONS, BOX
813, SNOWDON, MONTREAL, H3X 3X9,
CANADA.

THE ELEMENTS OF STYLE: Guide to

Speaker Preparation. THE ELEMENTS OF
STYLE: Summary of speaker Tools. THE
PINPOINT SYSTEM: Guide to Extempor
aneous Speaking. Formulated by an
ATM. $5 each or$12 ALLS. Interpersonal
Dynamics, Box 203, Durham, OA 95938.

Surely You JestI Need humor in your
speeches? Try LONE STAR Comedy.
$28.50/slx months. $5.95/sample. LS,
12216 White Cap, Houston, TX 77072.

EDUCATIONAL OPPORTUNITIES

VOCABULARY holding you bock? Freel
"How To Win With Wordsl" Easy, con
venient learning. Send today to WORD-
WISE, 535 Cordova #404D, Santa Fe,
NM 87501.

"SIX STEPS TO A VIBRANT TOASTMASTERS

OR CORPORATE SPEAKERS BUREAU" -

Start a speakers bureau In your area.
Easy-to-use guide. $3.50 prepaid. Mike
Rynas, 611 Gettysburg Dr., San Jose, OA
95123.

SPEAKING &. WRITING SEMINARS - THE

1981 ANNIVERSARY, TOASTMASTERS IN
TERNATIONAL CHAMPION, JIM JOELSON

- IN CONJUNCTION WITH NICHOLAS J.

COLONNA- OFFERING COMMUNICA

TION SEMINARS FOCUSING ON SPEAK

ING, WRITING & CONFRONTATIONAL SIT

UATIONS. Contact: DMcJ Symposiums,
PC. Box 5908, Reno, NV 89503.

EMPLOYMENT OPPORTUNITIES

USE TOASTMASTER SKILLS to earn money
and help others. Lead Future Woman
Seminars part or full-time. Open to
women or men. Free Information.

Dockendorff/Blntllff & Associates, 1627
West Indianola, Phoenix, AZ 85015.
(602) 265-4227.

MISCELLANEOUS

7-MINUTE TALK. Please tell me how pre
paring or delivering one specific Toasf-
master talk changed your life, or the life
of one listener. I will send copies of 10
best replies to first 20 people who send
useful anecdotes, so you too can use
them to prepare a good 7-mlnute talk.
Radford Blvans, 585 Moreno Ave., Los
Angeles, OA 90049.

"WOMEN - 50 WAYS TO SEE THROUGH

MEN." Solve Problemsl End Heartachel

Secret Permanent Power! Proven

Results. Send $1 today: Newllfe, Box
684-TW, Boulder City, NV 89005.

Build new clubs! Toastmasters' Action

Manual for Club Builders (#1157) tells
you how. Order yours from World Head
quarters today.

Send your classified od with a check or money order to
Toostmosters International, Publications Department,
2200 N. Grand Ave., P.O. Box 10400, Santa Ana, CA 92711.

Rates: $25 minimum for 25 words, 80 cents for each word
over minimum. Box numbers and phone numbers count
as two words: zip codes and abbreviations count as one
word each. Copy subject to editor's approval. Deadline:
10th of the second month preceding publication.

vidual being named "Man of the Year" by
the Lions Club. He says:
"Through the years, the Lions Club has

done much good — aiding the blind and
the handicapped, organizing youth activ
ities, cleaning up the community. It is
impractical to list all the fine accomplish
ments right now. But, as members of
the Lions Club, it is your actions and
efforts which make this award so highly
respected, and 1 am honored that you
have made me the recipient. I thank you
for this award, and 1 also thank you for
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the opportunity to belong to such a fine
organization."
Those speeches are certainly more

acceptable and more pleasant than the
first two examples. They are short, to the
point, and they say all a recipient need say.

In some cases, the recipient of the
award is announced before the presen
tation ceremony, and he is usually
expected to speak for five or ten minutes.
In that situation, the recipient should still
use the two basic ingredients, perhaps
expanding on his appreciation of the

organization, and including an anecdote
or two.

But whether it be a long or short
speech, the two basic ingredients should
be used. If they are, acceptance speeches
usually become more pleasant for every
one involved.

Moderation and Modesty
To help with the content and expres

sion of both long and short acceptance
speeches, here are five suggestions:
• Use moderation in everything.
Don't be extremely proud or thankful.

Extreme emotions often become annoying
and lose their meaning.

• Be prepared to give an acceptance
speech, but not too prepared.

If you have the slightest chance to win
an award, give some thought to what you
would say should you win. Don't write
or memorize anything, because if you
have something contrived, the arrogance
and fakeness will show through. Just have
an idea of what you would say.
• Be brief, but not too brief.
Obviously, this doesn't apply to accep

tance speeches that are expected to be
longer. Just saying thanks shows incon-
sideration on the part of the recipient for
both the organization and the award. It
shows that you don't think enough of
either to say a few words.
• Do not list what you've done to earn

the award.

Besides being a matter of simple
arrogance, listing what you've done would
also be ignorant. The members of the
organization making the award already
know what you have done. If they didn't
know, they wouldn't present the award to
you.

• Do not say, "This is what I've worked
for" or "I really don't deserve this."
The first statement is another sign of

arrogance. It says that you did whatever
you did just for the sake of getting the
award. For instance, if you're a hospital
volunteer and you receive an award for a
hundred hours of volunteer service, it
would be saying you did the volunteer
work just to get the recognition, not to
help the patients.
The second statement is a slap in the

face of the organization that made the
award to you. By giving you the award,
the organization is saying it thinks you
deserve it. If you say you don't, then
you're telling these people, in effect, that
they are dumb.

If you are ever fortunate enough to
receive an award, make a good acceptance
speech. Don't make them sorry they gave
it to you. ̂

Mike Klodnicki is a free-
ance writer based in Jackson,
Michigan.
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DIM: AIM:
Congralulalions lo these Toastmasters who have received
the Distinguished Toastmaster certificate, Toastmasters
International's highest recognition.

Jacqueline de River-Daniel
Anaheim 2-F, Anaheim, CA

Pat Larson

Victory 221-6, St. Paul, MN

Bill Coslett

Nanabijou 2090-6, Thunder Bay,
Ontario, Canada

Charles L. Rodgers
O Fallon 994-8, O Fallon, IL

Norman T. LeClerc

Canterbury Green 857-11, Ft. Wayne, IN

Harry H. Revelle Jr.
Indian Meridian 2361-16, Oklahoma, OK

Jo Anne Peterson
CB Communicators 2114-24,

Council Bluffs, lA

John E. Kinde
John C. Brockay 2393-24,
Offutt Air Force Base, NE

Carol B. Garretson

Irving 3365-25, Irving, TX

Leta O. Sousa

Five Flags 3229-29, Pensacola, FL

Willard M. Long
Michael H. Murdoch 3851-29, Pensacola, FL

Arthur G. Lindley
High Point 582-37, High Point, NC

Thomas De Long
Redstone 1932-48, Huntsville, AL

J. Fred Powell
Pulaski County 2870-66, Dublin, VA

Congratulations to these Toastmasters who have received
the Able Toastmaster certificate.

Margery T. Miller
Newport Center 231-F, Newport Beach, CA

Richard Donald Hutchins

76 Research 3327-F, Brea, CA

Jerry L. Kinley
Speakeasy 3669-F, Pomona, CA

Paul S. Speaker
Speakeasy 3669-F, Pomona, CA

Arnold C. Happel
Douglas Aircraft 1497-1, Long Beach, CA

Elsie Lee McFarland

Long Beach Live Wires 4131-1,
Long Beach, CA

Douglas H. Cullen
Kent 92-2, Kent, WA

Roberta Perry
Successmasters 4401-2, Seattle, WA

Mary Margaret Dockendorff
Ocotillo 68-3, Phoenix, AZ

Willi Jerrell Ragan
Ocotillo 68-3, Phoenix, AZ

Bruce Alan Roy
Sunset Spokesmen 4468-3, Mesa, AZ

Clarence Edwin Hale

Vista 276-5, Vista, CA

David F. Gordon

Undersea 888-5, San Diego, CA

Robert E. Drewery
San Diego Board/Realtors 1808-5,
San Diego, CA

Irby F. Stewart
Lakehead 2003-6, Thunder Bay, Ont., Can

Ross H. Goughler
Minneapolis Sales Exec. 2019-6,
Minneapolis, MN

Hansel C. Hall

Minnehaha 2563-6, Minneapolis, MN

Gerald W. Wimer

Salem 138-7, Salem, OR

Joseph R. Doerfler
Bootstrappers 2397-7, Salem, OR

Joyce M. Layton
Northwest 30-11, Indianapolis, IN

Lonnie Joe Bowen
River City 1724-11, Louisville, KY

Lewis D. Morse

South Hills 847-13, Pittsburgh, PA

Charles Hughes
Old Economy 2682-13, Ambridge, PA

Robert L. Bryant
Marietta Tower 1613-14, Atlanta, GA

John H. Lane
New Frontier 3096-14, Atlanta, GA

Lyn H. Eubanks
Sandy Springs 3133-14, Sandy Springs, GA

Johnnie Lois Hansen
Aerospace 3368-14, Robins AFB, GA

Roland L. Charlow

Northeast 3412-14, Chamblee, GA

Donna Mirabell Snow

Los Gallos 2428-15, Salt Lake City, UT

Daniel E. Gomez

Airport 3222-15, Salt Lake City, UT

Ralph G. Lacquement
Bartlesville 186-16, Bartlesville, OK

W. W. Simpson
Will Rogers 645-16, Tulsa, OK

Carl K. McDaniel

Springfield 527-22, Springfield, MO

Harry S. Truman
Leavenworth 2301-22, Leavenworth, KS

Clyde E. Glandon
TGIF 4679-22, Overland Park, KS

Simone T. Brown

Albuquerque 122-23, Albuquerque, NM

Barbara Houghton
CB Communicators 2114-24,

Council Bluffs, lA

Patricia K. Houchin

Irving 3365-25, Irving, TX

James A. Porter
Morning Tour 2503-26, Casper, WY
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Mary H. Skuderna
The Daybreakers 2429-26, Rocky Ford, CO

Fred A. Piatt Jr.
Rocky Ford 2909-26, Rocky Ford, CO

Anthony U. Steiert
Pikes Peak 3044-26, Colorado Springs, CO

Spencer A. Bullard
Horizon 4450-26, Grand Junction, CO

Joseph P. McArdle
Park Ridge 381-30, Park Ridge, IL

Grant W. Reichard

Park Ridge 381-30, Park Ridge, IL

Joseph F. Wollney
Woodridge 983-30, Woodridge, IL

Dattatray N. Manerikar
Park Forest 1717-30, Park Forest, IL

Henry Sharton
Pathfinder 2734-30, Chicago, IL

Louis Michael Kiriazis

Silverstones 3559-30, Chicago, IL

Felix W. Oziemblewski

Ocean State 854-31, Warwick, RI

William J. Murphy
Merrimack 508-31, Lawrence, MA

Louis W. Herborg
Quannapowitt 849-31, Boston, MA

Edward S. Holmes

Raytheon Sudbury 2258-31, Sudbury, MA

Claire M. Bower
Honeywell 3773-31, Lawrence, MA

V. Nicholas Martin

Bear Hill 3923-31, Waltham, MA

Arnold A. Anderson

Chehalis-Centralia 1290-32, Chehalis, WA

Robert L. Erckert
McChord Star Lifter 1594-32,
McChord Air Force Base, WA

JoAnn Emily Iverson
Eye-Opener 1675-33, Lancaster, CA

Great L. Powell

111 Drink To That 3254-33, Las Vegas, NV

Judy Clinton
Bachelors/Bachelorette 3374-33,
Las Vegas, NV

Burnell G. Stanton

Bachelors/Bachelorette 3374-33,
Las Vegas, NV

Willie Peele

Point Conception 4184-33, Lompoc, CA

Donal Majors
Point Conception 4184-33, Lompoc, CA

Kathryn D. Seelig
Menomonee Falls 3145-35,
Menomonee Falls, WI

Wayne Frederick Breuer
Ozaukee 3210-35, Grafton, WI

Don Z. Reinsertsen Jr.
Bluemound 3227-35, Milwaukee, WI

Marie S. Essex

Bladensburg 91-36, Bladensburg, MD

Robin Gaither

Federal 1037-36, Washington, D.C.

Thomas J. Shortino
Agricultural Res. Ctr. 3039-36, Beltsville, MD

Ernest M. Stolberg
VA Topicmasters 3273-36, Washington, D.C.

James Pomeroy
NIH 3421-36, Bethesda, MD

Helmer Glittenburg
NBS 3495-36, Gaithersburg, MD

Richard J. Meyer
DLA 3772-36, Alexandria, VA

John C. Monsul
Rosslyn 3893-36, Rosslyn, VA

John Clavin Kee
Gold Mine 241-37, Concord, NC

T. Hoyte Cook
Monday Six-O 1312-37, Charlotte, NC

Ed E. Mason

Monday Six-O 1312-37, Charlotte, NC

Gene A. West

Moday Six-O 1312-37, Charlotte, NC

Hubert R. Barney
Northwestern 2946-37, Winston-Salem, NC

Marcia Taylor Barney
Northwestern 2946-37, Winston-Salem, NC

Branch K. Sternal

Guilford Center 3023-37, Greensboro, NC

Larry M. Factor
Blue Bell 397-38, Blue Bell, PA

Earline Woodson

Sea N Air 2314-38, Lakehurst, NJ

Elliot F. Linsky
Boardwalk 2677-38, Atlantic City, NJ

Arthur A. McMasters

Redding 197-39, Redding, CA

Charles A. McDonald

Mt. Shasta 1122-39, Mount Shasta, CA

Nicholas J. Colonna
Sierra Sunrise 2318-39, Reno, NV

Clancy W. Coates Jr.
Anderson 4009-39, Anderson, CA

Weyland F. Bale
Accuray 1008-40, Columbus, OH

Clyde Starcher
H. E. Dobson 2005-40, South Charleston, WV

Denise M. Ryan
Downtowners 294-42, Edmonton, Alta., Can

Grant E. Hanna

Chinook 1448-42, Calgary, Alta., Can

Lloyd W. Beaumont
Plains 3144-42, Regina, Sask., Can

Marvin E. Quails
Twin City 1142-43, North Little Rock, AR

James B. Adams
King Cotton 1310-43, Memphis, TN

Pattie S. O'Brien

Pacesetters 1589-43, Memphis, TN

Charles D. Robertson Jr.
Hi-Noon 2217-43, Little Rock, AR

Harold Smith Jr.
Pine Bluff 3284-43, Pine Bluff, AR

J. Doug Harrell
Amarillo 211-44, Amarillo, TX

Quentin T. Wilson
Amarillo 211-44, Amarillo, TX

Benny Nixon
Hub 660-44, Lubbock, TX

Dan Kalenak

Wildcat 1160-44, Odessa, TX

Dennis A. Schmitt

Wall Street 2720-44, Midland, TX

Paul Hiebert

Pop-Up 3165-44, Midland, TX

Gary W. Spicer
Pop-Up 3165-44, Midland, TX

Louis H. Haskell Jr.
Navy Brunswick 2156-45, Brunswick, ME

Joan Ellen Kiuru
Telco 3819-45, Halifax, N.S., Can

Wayne J. Dahmen
Merck 260-46, Rahway, NJ

Daniel J. Hanley
Palm Beach Noon 22-47, West Palm Beach, FL

Richard T. Poole

Foliage 840-47, Apopka, FL

Dorothy M. Spottswood
Southside 546-47, Jacksonville, FL

Max E. Mundy
Merritt Moonliter 1387-47, Merritt Island, FL

Clement Foster

First Bahamas Branch 1600-47,
Nassau, Bahamas

John S. Morse
Tampa 1810-47, Tampa, FL

Elizabeth Walker

Charles S. Swan Memorial 2084-47,
Avon Park, IL

Robert Gelfand

Good Morning 2096-47, Hollywood, FL

Richard E. Martino

Dunedin 2166-47, Dunedin, FL

Michael R. Davis

St. Petersburg 2284-47, St. Petersburg, FL

William Whann

West Broward 2903-47, Ft. Lauderdale, FL

Louis C. Wells

AIA TM of So. Brevard 3274-47,
Indian Hbr. Bch., FL

Ray Floyd
Deerfield Beach 3299-47, Deerfield Beach, FL

Angela Acevedo-Aviles Akin
Prop and Rotor 1683-48, Fort Rucker, AL

John C. Geier
Winners Circle 674-49, Honolulu, HI

Thomas K. Y. Kam

Kamehameha 720-49, Honolulu, HI

Robert Charles Schmidt

Pearl City 2805-49, Pearl City, HI

William A. Archibald

Camp Smith 2950-49, Camp H. M. Smith, HI

Mary J. De Angelo
Glendale 8-52, Glendale, CA

Sheila H. Landsman

MWD Tonight 382-52, Los Angeles, CA

Martin D. Feste

MWD Watermasters 445-52, Los Angeles, CA

John E. Wright
MWD Watermasters 445-52, Los Angeles, CA

Robert D. Moore

ARCO 616-52, Los Angeles, CA

George K. Harris
DSD 3757-52, Van Nuys, CA

Joe Killeen
Uncle Sam 1138-53, Troy, NY
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Roger Howard Brown
CE 1333-53, Windsor, CT

Devendra D. Mehta

CT 1333-53, Windsor, CT

Stephen C. Olbris
CE 1333-53, Windsor, CT

Martha D. Bowman

Travelers Noontime 2532-53, Hartford, CT

Neale M. Rosenthal
Travelers 1389-53, Hartford, CT

Robert C. Rankin

Energy 3176-53, Wethersfield, CT

Robert V. Johnson
Mainline 1446-54, Joliet, IE

Arthur E. Wagoner Jr.
Hubbard Trail 2571-54, Hoopeston, IE

Doris E. Cote

Easy Risers 109-56, Houston, TX

Floyd E. Guest Jr.
Easy Risers 109-56, Houston, TX

Eloise Eatson
Easy Risers 109-56, Houston, TX

Elizabeth J. Hall
Capital City 2048-56, Austin, TX

Thomas J. Eupinacd
Speakeasy 2208-56, Houston, TX

Norman S. Bale

Sharpstown 2243-56, Houston, TX

Karen G. Thompson
Southwestern 2995-56, Houston, TX

E. Michael Haas

San Eeandro 452-57, San Eeandro, CA

Harold J. Kitzmann
San Eeandro 452-57, San Eeandro, CA

Harold E. Cotton

Merritt 539-57, Oakland, CA

Alfred G. Harris II

Oakland Uptown 1676-57. Oakland, CA

John Plunkett
Capital Speakers 2080-57, Benicia, CA

C. M. Branton

Early Bird 2174-58, Charleston, SC

John E. Penland Jr.
Early Bird 2174-58, Charleston, SC

Donald H. Euft

Thames Valley 3726-60, Eondon, Ont., Can

John P. Clarke
St. Eawrence 606-61, Montreal, Quebec, Can

Thomas Joseph Daniel O'Connor
Rockcliffe Raconteurs 808-61,
Ottawa, Ont., Can

John A. Nelson
Whirlpool 202-62, Saint Joseph, MI

John Phillips Baker
Capital City 639-62, Eansing, MI

Roberta J. Gibson
Eivingston County 1538-62, Howell, MI

Marvin DeWald

Yawn Patrol 3306-62, Eansing, MI

Betsy J. Flory
Early Bird 3719-62, Grand Rapids, MI

James H. Greene
Fountain City 1266-63, Knoxville, TN

Sherrill Theodor Hatcher

Fountain City 1266-63, Knoxville, TN
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A. B. Harper
TM of Hixson 4376-63, Hixson, TN

Marlene M. Markham

Brockport Canalside 1136-65, Brockport, NY

Frederick S. Sheldon

Kodak Park 1491-65, Rochester, NY

Einus B. Wensman

Elmira-Corning 1498-65, Elmira, NY

Conrad R. Bucien

Finger Eakes 2674-65, Auburn, NY

John W. Duffy
Eynchburg 562-66, Eynchburg, VA

Michael Aschkenas
Naval Supply Center 2541-66, Norfolk, VA

Solomon J. Carey
Naval Supply Center 2541-66, Norfolk, VA

S. D. Shahane

Martinsville 3115-68, Martinsville, VA

Narses Barona

Downtown 2455-68, Baton Rouge, EA

Randall C. Fox

Downtown 2455-68, Baton Rouge, EA

Randall J. Mehlon
Downtown 2455-68, Baton Rouge, EA

Alvin J. Martinez
Public Service 3174-68, New Orleans, EA

Veda May Hunt
Gold Coast 1794-69, Gold Coast, Qld., Aust

W. D. Casey
Miranda RSE 2505-70, Sydney, N.S.W., Aust

Keith John Farrington
Cronulla 3034-70, Cronulla, N.S.W., Aust

F. Brent Martin

Outmoetai 3511-72, Tauranga, NZ

Joseph Edmund Mcllroy
NGA Korero 3928-72, Wanganui, NZ

Clarence Patrick Ball

CIS-Johannesburg TMC 1150-74,
Joannesburg, SAFR

Gert C. Van Blerk

CIS-Johannesburg TMC 1150-74,
Johannesburg, SAFR

B. E. J. (Joe) Garmeson
CIS-Johannesburg TMC 1150-74,
Johannesburg, SAFR

New Clubs
1911-21 Cranbrook Phoenix

Cranbrook, B.C., Can — Thurs., 12:10 p.m.,
Towne & Country Inn, 600 Cranbrook St.
(426-6097).

2414-21 First Freedom

Vancouver, B.C., Can — Thurs., 5:30 p.m..
Murphy's Dining Eounge, 515 Seymour St.,
(688-2308).

1217-24 We Care

Omaha, NE — Wed., noon, Methodist
Hospital, 8303 Dodge (390-4431).

ENTREPRENEURS WANTED!
"WE DID IT ONCE AND WE'RE DOING IT AGAIN."

Robert Wooten, President, Enhance Corporation,
(Former President & Chairman of the Board, Shaklee Corporation)

Many of the founding sponsors of
today's successful Multi-Level
marketing companies earn Incomes
in excess of $100,000.00 a year! If
you missed out on these tremendous
money making opportunities, don't
feel bad. An even better opportunity
is available to you now through
Enhance Corporation. We market a
superior product line of Natural Food
supplements, personal care Items,
low moisture foods, household clean
ing products and a natural diet plan,
second to none in the entire Industry!
We have put together the most success-oriented plan yet to be
announced. An achievable $1,000 monthly volume Is all we require to
become a Direct Distributor. In addition, we pay overrides on 5 levels
Instead of 3 which means a lot more money for you. If you are tired of
working hard and never getting ahead, call or write Today!

Please send me FREE information on the exciting opportunities for Enhance
Founding Sponsors.

m

4-^

Steve & Rose Elbert, "We now have personal
Independence, Financial Freadom, and time
with our family. Won't you join us?"

Name

Address City

State Zip Phone

Enhance Marketing Group
1426 La Honda Drive, Escondido. CA 92027 (714) 746-9138 Do it now!

TM-2
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con-fi-dence n. 1. Trust in a person 2. An Intimate and trusting
relationship. 3. Something confided, such as a secret. 4. A feeling of
assurance or certainty, especially concerning oneself.
Synonyms: confidence, assurance, aplomb, self-confi
dence, self-possession, self-reliance. These nouns Imply
trust and faith In oneself. Confidence Indicates a belief In a
person. Assurance implies a feeling of certainty. Aplomb
implies poise and self-assurance. Self-confidence, self-
possession, and self-reliance all Imply consciousness of one's
own powers and abilities. Self-confidence stresses trust in one's
own self-sufficiency. Self-possession implies control over one's
own reactions and a tendency to be self-assured. Self-reliance
stresses self-trust manifested in action and implies independence
and self-sufficiency.

—The American Heritage Dictionary—

SELF-CONFIDENCE
Your confidence •SELF-CONFIDENCE* affects
everything you do — your success and your hap
piness.

it can be your "strongest" asset! But you must
understand it, develop it, and use it or it will remain
"dormant."

Every one of you has exactly what is needed to be
Totally Self-Confident — you were born with it! Yet
few people ever know the true calm and joy that
comes with self-confidence. But now you too can
learn the "secret" and experience an amazing
growth in your self-confidence.

The authors provide you with a simple, easy-to-
understand study guide entitled.
How to Maximize Your Creative Power.

This innovative approach, developed by Charlie
Morris and Bill Danch, is the result of more than a
"century" of experience in a variety of fields —
business, research and development, entertainment
and communication — proving time and time again
that seif-confidence is the vital key. Yes, they're
still going strong!

And you must start today! DON'T PROCRASTINATE!

SELF-CONFiDENCE is YOUR KEY to true happiness,
success, health and a whole new TOTALLY
CREATIVE LIFE.

Decide Now. Be Successful Now.

Enjoy Greater Seif-Confidence Now!

DO IT NOW!
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2135-30 Proctor & Gamble Chicago
Chicago, IL — 2nd & 4th Thurs., noon.
Proctor & Gamble MFC Company,
1232 W. North Ave. (278-1502).

3251-31 Prime Podium
Framingham, MA — 1st & 3rd Wed., noon.
Prime Computer, One New York Ave., BIdg. 9
(620-0810).

2988-38 Bell of Pennsylvania Noon-Time
Philadelphia, PA — 2nd & 4th Wed., 12:05 p.m..
Bell of Pennsylvania, One Parkway (466-3133).
1383-39 Pointe West
Sacramento, CA — Wed., 6:30 a.m., California
Farm Bureau, 1601 Exposition Blvd. (924-4415).
1145-44 Downtown
Lubbock, TX — Wed., noon. First National
Bank (792-9897).

4764-46 Ebasco Services, Inc.
New York, NY — 1st & 3rd Wed., 5 p.m.,
Ebasco Services, Inc., 2 World Trade Center,
89th Floor (839-3287).

4769-46 Top of the World
New York, NY — 1st & 3rd Wed., noon. Port
Authority of New York & New Jersey, One
World Trade Center (466-8866).

727-49 Honolulu Police
Honolulu, HI — 1st & 3rd Tues., noon,
Honolulu Police Department, 1455 S.
Beretania St. (955-8351).

1610-60 lOL
Toronto, Ontario, Can — Mon., bi-weekly,
5:30 p.m.. Imperial Oil Ltd., Ill St. Clair Ave,
West (960-6104).

477-62 Energizers
Jackson, MI — Wed., noon. Consumers Power
Company, 212 W. Michigan Ave. (788-1627).
2465-65 Crown City
Cortland, NY — Mon., 7:30 p.m., J.M. Murray
Center, 4057 West Rd. (749-4706).

4765-68 Tri-City
Berwick, LA — 1st & 3rd Tues., 7 p.m.,
Berwick Public Library (384-1700).
2987-69 Tropic City
Townsville, Queensland, Aust — Wed., 6:30
p.m., R.S.L. Club, Charters Towers Rd.,
Hermit Park (722047).

4767-74 Carlton
Johannesburg, Republic of South Africa — 2nd
& 4th Sat., 11:30 a.m.. The Carlton Hotel,
P.O. Box 7709 (21-8911).

4763-U Crusaders Club
Nicosia, Cyprus — 1st & 3rd Fri., 8 p.m..
The Hilton Hotel (44399).

4766-U ULM
Neu-Ulm, West Germany — 2nd & 4th Tues.,
7:30 p.m.. Ring Hotel, Memminger Str. 35
(21338).

4768-U Iligan
Iligan City, Philippines — 2nd & 4th Tues.,
7 p.m., CrysUWwx, Matta C\\rvsfma
SuWivis'ton (20533V

o
vTi

35 Years

Hi-Noon 455-5, San Diego, CA
King of Clubs 447-6, St. Paul, MN
Minneapolitan 459-6, Minneapolis, MN
Conoma 454-16, Oklahoma City, OK
Helena 487-17, Helena, MT
Rainbow 488-17, Great Falls, MT
Coronado 475-23, Albuquerque, NM
North Hollywood 147-52,
North Hollywood, CA
McKinley 467-54, Champaign, IL
30 Years

Columbia Power 1086-7, Portland, OR
Sam Sloan Chapter 1051-11, Paducah, KY
Idaho Falls 548-15, Idaho Falls, ID
North Shore 1085-21,
North Vancouver, B.C., Can
Mid Cities 989-25, Hurst, TX
Greater Dallas 1064-25, Dallas, TX
Liberty Bell 1010-38, Philadelphia, PA
Bux Mont 1030-38, Harleysville, PA
25 Years

Westwinds 2436-F, West Covina, CA
Coraopolis 2338-13, Coraopolis, PA
Los Gallos 2428-15, Salt Lake City, UT
El Paso Natural Gas 2461-23, El Paso, TX
Titan 2368-26, Denver, CO
Baxter Travenol 2447-30, Round Lake, IL
Salisbury 2380-37, Salisbury, NC
Willingboro 2382-38, Willingboro, NJ
Tahoe 2307-39, Lake Tahoe, CA
Beacon 2421-40, Dayton, OH
Wildcat 1160-44, Wilcat, Odessa, TX
Pelindaba 2444-74, Johannesburg, SAFR

20 Years

Vikings 591-6, St. Paul, MN
Tillicum 3435-21, Coquitlam, B.C., Can
Abbott 2679-30, North Chicago, IL
Cutler-Hamner 3437-35, Milwaukee, WI
Hub City 2173-45, Moncton, N.B., Can
Balcones 3407-56, Austin, TX
Corpus Christi 3439-56, Corpus Christi, TX
Port Hacking 2235-70,
Port Hacking, Sydney, Aust
15 Years

Aztec 2531-3, Tucson, AZ
Valdosta 2906-14, Valdosta, GA
Black Gold 2599-16, Tulsa, OK
Tower 3544-16, Tulsa, OK
Big Sky 3175-17, Bozeman, MT
Brunswick 3561-30, Chicago, IL
Totem 1322-32, Subase Bangor, WA
Cheese City 1248-35, Monroe, WI
Susanville 3444-39, Susanville, CA
Top Forty 3821-48, Huntsville, AL
Humboldt 3464-57, Eureka, CA
Dolphin 3170-58, Charleston, SC
Ontario Hydro 1651-60, Toronto, Ont., Can
Cleveland 3728-63, Cleveland, TN
Cork 1868-71, County Cork, Ireland
10 Years

Environmental Mgmt. 2400-F, Santa Ana, CA
Wiharu 350-3, Phoenix, AZ
Cos Notlenos 557-3, Tucson, AZ
Burlington Northern 2342-6, St. Paul, MN
Anderson Area 3212-11, Anderson, IN
VLomc 1844-14. Rome, GA
TVePresldents 1882-15. Salt VaVe . UV
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Philadelphia
Story

what is it worth to you to go "a cut
above" in your communication ability?
What is it worth to you to have the
opportunity to learn from the pros and
witness some of the nation's top
speakers at their professional best?
What is it worth to have the once-a-

year opportunity to be a part of the only
international gathering of its kind?
What's it worth to become more of a

part of the Toastmasters movement?
It's worth it to you to consider attend

ing this year's International Conven
tion. Granted, it costs more to attend a
convention than it does to pay your
Toastmasters per capita dues for several
years, but consider the experience
involved — the convention is the one

time that almost 2000 Toastmasters get
together under one roof. The com
munication possibilities are endless.
More than this, the convention is an
opportunity for involved Toastmasters
to get together, share thoughts and
learn new ideas to help them become
better speakers and better club or
district leaders. Virtually all of the 68
district governors will be there, includ
ing many from outside the United
States and Canada.

The opportunity to hear top speakers
is another reason why it's worth it to
you to come to the convention. Year
after year, many attendees remark
about how much they have learned
from these seasoned, experienced
speakers. This year we will be featuring
Ty Boyd, Dr. Herb True, Dick Caldwell,
Dr. Arnold Abrams, Nick Carter and
Lou Hampton.
The convention gives you the oppor

tunity to hear many top Toastmasters
as well. We will have several programs
featuring Toastmasters from all over
the world, including the "Communica
tion Showcase" featuring five top
speakers from Toastmasters clubs. Two
panel presentations conducted by mem
bers will focus on in-club programming
opportunities and on communication
programs that can be conducted out
side the club, such as Speechcraft,
Youth Leadership and Success/Leader
ship programs. Also, the qualifying
speeches for Accredited Speaker candi
dates will be particularly exciting.

The real test for Toastmasters

speakers comes at the climax of the
convention — the International Speech
Contest, better known as the "World's
Championship of Public Speaking"
Nine speakers find their way to this
competition, from among almost 20,000
who start on the club level, over 4500
who compete on the area level, about
400 on the district level and 67 on the

regional level. From this vast number
of competitors, one Toastmaster leaves
Philadelphia with the trophy proclaim
ing him or her the "World's Champion
of Public Speaking" The drama and the
incredible sight of 2000 spectators
gathered together on a Saturday morn
ing to witness the event are impressive
beyond belief. This year, for the first
time, we have a facility which can
accommodate 2000 and we hope to see
it filled.

If you live in the Northeast but
cannot attend the other events of the

convention, consider coming in to

Philadelphia Saturday morning, August
21, just for the Speech Contest — it will
be worth the trip. (If you wish to attend
the World's Championship of Public
Speaking, you still need to preregister
as no tickets will be sold at the door —

see registration form in this issue.)

There's more to a Toastmasters con

vention than just great speakers and
educational programs. There's the
opportunity to join in shaping the
future of our organization at the annual
business meeting and the election of
officers. Perhaps more important than
anything is the opportunity to make
new friends and meet fellow members

from other parts of the world. We can
promise you that you will return to your
club with a fresh, enthusiastic spirit
that comes from being a part of the
Toastmasters movement. And that

enthusiasm will spread throughout
your club.

A tremendous amount of thought,
planning and effort goes into each con
vention, on the part of our World
Headquarters staff and especially from
the host district volunteers. But it

won't be worth it if we don't see you
there. This year, all of us involved in
the convention hope to... SEE YOU IN
PHILLY!

Alan LoGreen
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MOTIVATING MESSAGES
FROM THE MASTERS
Toastmasters' 50th Annual Convention brought
together some of the world's top speakers. The edu
cational highlights of this great event have been
captured on these professionally recorded cassettes.
Order yours today — and let the masters motivate
you to greatness!

DR. MILLARD BENNETT. KEYNOTE ADDRESS

For over a half a century, this outstanding orator has touched

the hearts and minds of audiences throughout the world.

In "The Supreme Art," he tells you how to arouse others to

action through your words.

JAMES L. HAVES, GOLDEN GAVEL ADDRESS

The recipient of Toastmasters' highest award examines the
need for effective communications in today's business world.

Insightful comments from the president of the American

Management Associations.

JOEL WELDON, "ELEPHANTS DON'T BITE"

A top professional speaker and seminar leader shows you

how doing little things can bring big results in speaking and
in our clubs. This fast-paced session is jam-packed with

useful ideas.

DR. CHARLES JARVIS, HUMOR WORKSHOP

Acclaimed as North America's leading humorous speaker,

"Charlie" Jarvis will make you laugh, then tell you why you did.
Your chance to learn how humor works from a master of the

art. Uproariously funny.

R. DEAN HERRINGTON, "MULTI-MESSAGES"

A top management training consultant looks at audience

psychology and shows you how to tailor your messages to

reach all members of an audience. You'll be fascinated by this

innovative concept and its applications.

HOW TO HAVE A HAPPIER LIFE "

in the world of professional speaking, this

LEN BAKER,

A rising star

Arizona Toastmaster is at his entertaining best in this
side-splitting session. He's warm, witty and full of infectious
enthusiasm.

JEFF YOUNG, ATM, " HOW TO BUILD A DYNAMIC SPEECH"

The winner of Toastmasters' 1980 International Speech

Contest takes you, step-by-step, through the process of
creating and delivering an effective speech. Learn the tech

niques that made Jeff Young "World Champion of Public
Speaking."

MICHAEL AUN II, "PREACH WHAT YOU PRACTICE"

Businessman, entrepreneur, professional speaker and former
International Speech Contest winner, Michael Aun shares
with you his experience and knowledge about overcoming

adversity and failure. Highly motivational.

PMx '81
PANEL: PROFESSIONAL SPEAKING

What does it take to be a professional speaker? How do you
get started? What's it like at the top? You'll receive valuable
advice from three experts—Joel Weldon, Dr. Nina Harris and
Bill Johnson. Full of "inside" information not available any
where else. Moderated by Past International Director Helen

Blanchard, DTM.

INTERNATIONAL SPEECH CONTEST

Nine outstanding speakers compete in the 1981 "World
Championship of Public Speaking." Hear all nine speeches,
including the winning speech by Jim Joelson, "Defend—Even
the Rights of Your Enemies." This is your chance to study the
techniques used by Toastmasters' best speakers and learn
how to make it to the top in public speaking.

BONUS TAPE A

"THE PRIDE AND PROGRAMMING OF A TOP TEN CLUB"

One of Toastmasters' most dynamic clubs—the Park Central

Club of Phoenix. Arizona—shows you how to achieve excel

lence on the club level. This lively panel discussion is full of
ideas to help make your club's programs better and more
enjoyable. Full of spirit, enthusiasm and valuable tips. (Sells
for $9.50 —not available in convention album package.)

BONUS TAPE B

INAUGURAL ADDRESS/ACCREDITED SPEAKER PROGRAM

"I see a future that is secure." says 1981-82 Tl President

William D. Hamilton. DTM. in this inspiring inaugural address.

This tape also features presentations by the first Toast-
masters to earn the prestigious Accredited Speaker designa
tion—Or. Ferdinand Chen. David P. Lewis and Hubert "Dobby"

Dobson. DTM. (Sells for $9.50 —not available in convention

album package.)

TOASTMASTERS INTERNATIONAL

P.O. Box 10400, Santa Ana, CA 92711

□ 2063 Convention Album . . $45.00
□ 2064 Bonus Tape A $ 9.50
□ 2065 Bonus Tape B $ 9.50
Please send me the items I have checked above,
enclosed a check or money order for $_

have

(Add $2.00 for postage and handling for Convention
Album. 20% for Bonus Tapes. California residents add
6% sales tax.)
Name
Address

City

,Club No.. .District.

Country.
.State/Province.

Zip


