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Uou fire Not filone

O n the Toastmasters’ Service Chart, the member is at the top. Everything
we do is focused on helping our members improve their communication
and leadership skills. Our primary training method is through the club. But
who helps the club in satisfying its mission of becoming a Distinguished Club?
Most of our clubs have been assigned to one of 73 districts, which exist to sup-
port the club.

Of our $18 semiannual dues, $4.50 goes to the district. Last year, more than
$1.4 million was entrusted to the districts for the purpose of helping each club
fulfill its responsibility to each member. With this money, volunteer district
leaders are responsible for providing several key benefits to the clubs. For
example, districts are responsible for providing club officer training. Unless
club officers know exactly what is required to create a supportive and positive
learning environment, a club cannot offer its members a total return on their
investment of time and money. Although all club officers receive handbooks
outlining their duties, additional training is necessary before the club’s leaders
can build a quality club. Also, each club is entitled to area governor visits at
least twice yearly. During these visits, the area governor gives a written evalua-
tion of the club to the club President. This evaluation helps the area governor
and club focus on strengths and weaknesses, so they can work together to bet-
ter serve club members.

Because the organization operates with volunteer officers, districts are divid-
ed into areas and divisions. Each club is assigned to an area, consisting of four
to seven clubs, and areas are grouped into divisions, consisting of four to seven
areas. Areas and divisions ensure that every club has access to a high degree of
personal service without overburdening the volunteer district leaders. Area and
division governors work toward goals in the Distinguished Area or Division pro-
grams. In working toward these goals, districts help each club provide the high-
est degree of service to its members. Again, everything these volunteer officers
do, whether at the club or district level, is guided by their goal of offering you,
the member, the greatest amount of personal growth possible.

Toastmasters International succeeds when its club members improve their
communication and leadership skills. This requires a quality club environ-
ment. If your club’s quality is not what it should be, help is available. Call
your district officers. Ask them to meet with your club so that together you
can examine what needs to be done to better meet your members’ needs. You,
the member, are on top, but you are not alone.

O R M

Robert E. Barnhill, DTM
International President

2 THE TOASTMASTER = JANUARY 1997

Tunsrmasmn

TERRENCE MCCANN
Eﬂs SUZANNE FREY
fissociate Edifer  BETH CURTIS
Editorial fssislanl - PINKY FRIAS
Graphic Design  SUSAN CAMPBELL
Infern  MARILYN MARCUS

Ti OFFIGERS AND DIRECTORS
founder DR, RALPH C. SMEDLEY

DFFICERS

International Presideal ROBERT F.. BARNHILI. DTM
PO, Box 2!
Lubbock, Tx 79408 2583

Senior Yice President  1LEN JURY, DTM
Box 4400
Auckland, New Zealand

Second Yice Presiden!  TERRY R. DAILY, DTM
2715 Garland Lane N
Plymouth, MN 55447

Third Yice Presideal  TIM KECK, DTM
2333 Kapiolani Bivd., #2108
Honolulu, HI 96826

Immediale Past Presidenl  1AN B. EDWARDS, DTM
4017 Stonebridge Road
West Des Moines, 1A 50265

Executive Diteclor  TERRENCE ]. MC CANN
Toastmasters International
P.O. Box 9052
Mission Viejo, CA 92690

mﬂlll-:l’llilﬂll FRANK CHESS
Toastmasters International
P.O. Box 9052

Mission Viejo, CA 92690

DH%EEII!NS

STEVEN A. BARD, DTM
1711 N.W. 46th Avenue
Lauderhill, FL 33313

Sherman, CT 06784-2028

GR.MI E. BROWN UN
l.nn,ptm-:

Suffolk, VA 23-!37

TED CORCORAN, DT™M

124 Grange Road

Baldoyle, Dublin 13
Ireland

WENDY M. FARROW, DTM
2704 Galena Avenue
Simi Valley, CA 93065-1332

BRUCE FRANDSEN, DTM
2809 Daventry
Portage, MI 49024

RON HARGER, DTM
16624 West 147th Street
Olathe, KS 66062

DICK HAWLEY, DT™M
601 Washington Avenue

JOHN F. HOWARD, DTM
155 East 4775 South
Ogden, UT 84405

JOAN \-i JUlli\V‘\ON DT™M
P.O. Bo
Gowrie, I\ )ll"ﬂ 0474

MARK LAVERGNE, DTM
35-17 Ditmars Blvd., Suite 150
Astoria, NY 11105

FRANCINE NARDOLILLO, DTM
15373 Auburn Center Road
Newbury, OH 44065

IRMA ORTEGA PERRY, DTM
4109 Dorman Drive
Nashville, TN 37215-4622

JEAN RIGGS, DT™M
P.O. Box 33
Deer Park, TX 77536-0033

RICK SYDOR, DTM
1092 Salmon Drive
Roseville, CA 95661-4432

BRUCE W. TRIPPET, DTM
1895 Partridge Circle
Excelstor, MN 55331

Stevens Point, WI 54481-1167

ALFRED R. HERZING, DT™M
20365 Via La Vieja
Yorba Linda, CA 92887

To place advertising or submit articles, contact

TOASTMASTERS INTERNATIONAL
PUBLICATIONS DEPARTMENT
P.O. BOX 9052
MISSION VIEJO, CA 92690 USA

(714) 858-8255, 1-B00-9WE-SPEAK, FAX:(714) 858-1207

email: sfrey@toastmasters.org
World Wide Web: hitp://www.toastmasters.org

THE TOASTMASTER Magazine (ISSN (0408263) is published monthly by
Toastmasters International, Inc., 23182 Arroyo Vista, Rancho Santa
Margarita, CA 92688, US.A. Periodicals postage pald at Mission Viejo, CA
and additional mailing office. POSTMASTER: Send address change to THE
TOASTMASTER Magazine, P.0O. Box 9052, Mission Viejo, CA 92690, U S.A.
Published to promote the lde.u and goals of Toastmasters
I, & non profit ed | of clubs throughout
the world dedicated to teaching skills ln puhllc speaking and leadership.
Members subscriptions are included in the $18 semi annual dues.

The official publication of Toastmasters International carries autho-
rized notices and articles regarding the activities and Interests of the orga-
nization, but responsibility is not assumed for the opinions of the authors
of other articles.

Copyright 1996 by Toastmasters International, Inc. All rights reserved
Reproduction in whole or in part without written permission is prohibit-
ed. Not responsible for unsolicited material.

Toastmasters International, THE TOASTMASTER, and the Toastmaster
International Emblem are trademarks of Toastmaster International reg-
Isatered in the United States, Canada, and many other countries. Marca
registrada en Mexico. Printed in US.A

@m-nmum




1 Confents

features

8 MASTERING YOUR UNIVERSE

Five simple steps for success.
By Victor M. Parachin

]2 SERVING AS CLUB PRESIDENT —
IS IT TRYING OR GRATIFYING?

By applying the concepts of leadership,
vision and optimism, you can lead your
fellow Toastmasters to greater heights.
By David H. Willis, CTM

] B EVALUATE WITH ALL YOUR INTELLIGENCES
By integrating and appealing to various forms of
intelligence, your speech can become a masterpiece.
By Robert Goddard, ATM

2[] KEEP YOUR EYES AND EARS OPEN AND YOUR PEN READY!

Specific encouragements prevent discouragements.
By Jean Marsh, CTM

2 4 UNLEASHING YOUR ULTIMATE POWER
How to create your personal
mission statement.

By Ken Vegotsky, CTM

o

departments

2 VIEWPOINT: You Are Not Alone

By International President Robert E. Barnhill, DTM

January1997

Volume 63, no. 1

4 LETTERS

5 MY TURN: Breaking Up Is Hard to Do

By Ellen Levine Bremen, ATM

6 HOW TO: Coping With a Disliked
Member
By Luann Lee Brown, ATM

M CAN WE TALK: The Top 10 Things | Learned
While Serving as Club President
By Lori Spangler, ATM-B

22 NEWS FROM TI: Promises Made,
Promises Kept!

27 UPDATE: TI Honors Dedicated Employee

28 MEMBERSHIP BUILDING: Speechcraft to
Revitalize
By Shirley McPherson, ATM-B

29 HALL OF FAME

The Toastmasters Vision:

Toastmasters International empowers people to achieve their full
potential and realize their dreams. Through our memher clubs, people
throughout the world can improve their communication
and leadership skills, giving them the courage to change.

The Toastmasters Mission:

Toastmasters International is the leading movement devoted to
making effective oral communication a worldwide reality.
Through its member clubs. Toastmasters International helps men and
women learn the arts of speaking, Iishnin&aand thinking — vital skills
that promote self-actualization, enhance leadership potential. foster
human understanding, and contribute to the betterment of mankind.

Itis basic to this mission that Toastmasters International continually
expand its worldwide network of clubs, thereby offering ever-greater
numbers of people the opportunity to benefit from its programs.
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TIME FOR ADVANCED TM TRACK

Kudos for coming up with the new
Advanced TM Track Bronze, Silver
and finally - in keeping with the
Olympic spirit — Gold awards. |
think it is a great idea.

[ also like the Leadership Track.
This program makes sense. I love it.
It's about time.

Virginius “Jinks™ Dabney
Dixie Tub-Thumpers 2290-15
St. George, Utah

CALL FOR VOLUNTEERS

I just received the November magazine.
I couldn’t be happier! I applaud you for
the two articles on persons with dis-
abilities. As a volunteer for the Rocky
Mountain Disability and Business
Technical Assistance Center (RMDB-
TAC), it's my job to dispense educa-
tional material about The Americans
with Disabilities Act of 1990. The two
articles in The Toastmaster are some of
the best I've seen. Any DBTAC would
be happy to have a Toastmaster volun-
teer to work with them. DBTAC’s can
be contacted in your area by calling 1-
800-949-4232. Just let them know
what area you are calling from and
you'll be connected.
Keep up the good work!

Newton E. Sharp. ATM
Platte Valley Club 7952-26
Brighton. Colorado

TAKING THE “DIS™ OUT OF DISABILITY

I have been an active speaker and
practicing patent lawyer since 1956,
and I've been active in Toastmasters
International in spite of the fact that
I am a wheelchair user.

In all the clubs 1 have been a
member, [ have found friendly help
and assistance when needed and
also good fellowship and lasting
friendships. The only problems I
have encountered were architectural
barriers such as steps, stairs and
inaccessible bathrooms.

My membership in Toastmasters
has tremendously enriched my life
and given me much joy and plea-
sure. Last but not least, it has sub-
stantially contributed to my suc-

cessful professional career.

Rolf-Helmut Ehrmann. CTM
Polyglots Club 5892-30
Des Plaines. lllinois

FAB ISSUE, FABRICATED PHOTO

Regarding the photo accompanying
the article “10 Myths About People
with Disabilities” (November): I
would bet a lot of money that the
person sitting in the wheelchair is
not disabled. The chair is so poorly
fitted that the man would have
orthopedic problems if he used it
regularly. (His knees are practically
even with his chest!) It’s a shame to
have two good articles on disablility
issues published along with a photo
that looks so fabricated. There is also
the issue of people “posing” as dis-
abled, when there are plenty of dis-
abled people around to provide the
real thing. 1 enjoy The Toastmaster
immensely; I use it often and want to
point out that this particular photo is

not up to your usual standards!

Dot Nary
Southern Division Adv. Club 9520-65
Vestal. New York

INMATES HELP EACH OTHER

I am a member of the Blue
Eagles'Gavel Club, affiliated with
the Carson Valley Toastmasters
club in Carson City, Nevada. We
are a group of incarcerated men
dedicated to improving ourselves.
At the beginning we just listened to
speakers from Carson Valley tell us
what they thought of some issues
or what we could do to prevent a
return trip to prison. They have
kept us on the right track. With
their help we believe we can accom-
plish anything set before us.
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We are aware, as incarcerated
men, that no matter what we do,
we will be under scrutiny for the
rest of our lives. We have taken this
as a challenge to help those who
can’t help themselves. We've seen
new inmates come in not knowing
how to read or write. So after reading
the Communication and Leadership
Manual along with the Success
/Leadership Series, we decided to start
some programs on our own. We
developed a project designed to help
young inmates regain their self-
esteem. After eight weeks of this
training, they join the Toastmasters
Youth Leadership Program.

We've also started the Blue Fagles
Literacy Program, which encourages
young men to learn, and demon-
strates that someone does care what
happens to them.

I want to thank Pete Bowie,
Evelyn Barraza and the rest of the
Carson Valley Toastmasters for
showing us the way, and for help-
ing us give something back.

Jon Murphy
Blue Eagles Gavel Club 96
Carson City. Nevada

BOTH STYLE AND SUBSTANCE

I just finished reading the November
1996 Toastmaster and noted a dis-
tinct improvement both in the type
of articles and your use of graphic
illustrators. The risk an established
publication faces is to become
stodgy and uneventful. The other
risk is that a publication will try to
jazz itself up to the point that it
resembles MTV,

[ believe vou have found the
middle ground by upgrading The
Toastmaster both in content and
appearance.

Vince Phillips. ATM
Effective Communicator Club 9129-38
Camp Hill. Pennsylvania




By Ellen Levine Bremen, ATM

~ Breaking Up Is Hard To Do

[ WAS JILTED. AFTER FOUR YEARS OF FAITHFUL MEMBERSHIP, THREE
terms of service on the club board and the achievement of
my CTM and ATM, Bachelor and Bachelorettes (B & B)

Toastmasters Club didn’t want me anymore.

Okay, so I broke the main bylaw: I got married. And
though my fellow members celebrated my wedding day,
there was no remorse during my traditional “kick-out”
roast. Sure, | had a new husband, but what was I going to
do with the newly-empty Wednesday nights? 1 felt so
abandoned.

“Hey, just join another club,” my Toastmaster buddies
suggested. Well, little did I know this would be easier said
than done. Reluctantly, I visited a Tuesday night club —
a club that would happily accept my post-nuptial state.
But I was skeptical. Long before my marital vows, 1 had
vowed to be faithful to B & B. I had never, ever strayed to
another group.

I wasn’t surprised that the new club format was much
like that of my former club. The same fun Table Topics
(minus the B & B's signature “risqué” material), the same
impressive speeches, the same constructively crafted evalu-
ations. But the pats on my back while striding to the
lectern were gone. And where was the extra-loud, encour-
aging applause? Gone. But most of all, gone were the peo-
ple I'd grown to love. I left the new club determined to beg
my way back to the place where everybody knew my name.

“Let me ‘wean’ myself slowly,” I pleaded. “Just anoth-
er six months.” But as | already knew, the club couldn’t
let me back in. We were — in every sense of the word —
divorced.

For the next five weeks, my mind toyed with the idea
of chucking Toastmasters altogether. 1 figured I'd loved
and lost, and I didn’t think I could love again.

Then one Wednesday night 1 decided to log on to
Toastmasters on America Online. My former Wednesday
night meetings prevented me from visiting the weekly
“Toastmasters Online” session 1'd heard about. About 10
Toastmasters from various parts of the country were banter-
ing, joking and discussing upcoming contests and confer-
ences. Still feeling vulnerable, I related my plight. To my
surprise, in true “Johnny-on-the-spot” Toastmaster-style,

these people embraced me with sugges-
tions and motivation.

“Visit a few clubs and see which
one you like,” a Florida Toastmaster
suggested. “You're an experienced
Toastmaster... run for a position on a
club’s executive board,” said one from Arkansas.

But the most touching advice came from Indiana. It was
simply: “Whatever you do, go back... Don’t drop out.”

These faceless Toastmasters reminded me of some-
thing I had forgotten: T was part of a bigger picture. I
wasn’t just a former member of B & B, but a member of
Toastmasters International. And the reason | joined
Toastmasters International was to become a top-notch
communicator and achieve greater self-confidence. But
there 1 was denying myself of new people, fresh opportu-
nities and invigorating challenges - the exact things |
loved about Toastmasters.

| had to decipher the true reason I didn’t want to join
another club. Was T afraid of “different” competition?
Was I resistant to unfamiliar criticisms? And the hardest,
most pointed question of all: Had | become so comfort-
able in my old club that I no longer was growing as a
Toastmaster? The sobering answer made me swallow
hard... and march right back to that Tuesday night club.

Nine months after I joined Toast of the Sierra, 1 repre-
sented the club at the Area Evaluation Contest in the
same area as my former club, B & B Toastmasters. 1 won-
dered if seeing my old cronies would feel like running
into an old boyfriend. Would I look longingly upon their
faces in sad reminiscence? Or would I celebrate the mem-
ories... and move on?

The answer came that night when my name was called
as runner-up. I stood on the stage, for a moment longer
than necessary, and gazed on the sea of faces in the audi-
ence. On one side, I could see the familiar, warm, congratu-
latory smiles from my old friends. But on the other side,
there were my new buddies jumping up and cheering my
accomplishment. As [ held that plaque up high, I realized
that it’s possible to love more than once in a lifetime. (T
Ellen Levine Bremen. ATM, is a member of Toast of Sierra
Club 9817-33 in Las Vegas, Nevada.
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By Luann Lee Brown, ATM

Well-communicated feedback
can be a powerful tool.

ur club was doing great. The Toastmasters goal of the world uniquely. Every time we
react to another person strongly —
positively or negatively — it says as
much about us as it does about the
person. Accept responsibility for
your feelings and thoughts. What
drives you to distraction may actual-

ly be enjoyed by another member,

providing a supportive environment was fully actu-
alized. Our weekly program nurtured everyone and
speaking skills mushroomed. It was all so perfect. Until He

joined. Have you ever had a member who, frankly, you wished
would join another club?

Goping Wrth 2
isliked Member

B Talk privately to the individual.
Use the “sandwich technique.”
Rather than venting to other Toast-
masters and risk splitting the club’s
affections, possibly causing more
conflict, consider the situation as yet
another Toastmasters learning
experience. Once you have identified
specific behaviors that you find

Our club includes a cornucopia of
people, creating diverse and enlight-
ening listening and learning experi-
ences. Guests are always cherished,
and treated accordingly, resulting in
a continuous flow of new members.
While I adored some members more
than others, in three vears as a
Toastmaster, I'd never encountered
anyone quite like Him. As a result of
this one member’s offensive behav-
ior, my once enjoyable meetings
became only tolerable.

[ didn’t want to leave my “family”
of Toastmasters, but neither did 1
want to chew the insides of my

cheeks raw every time he spoke. Thus,
1 was forced to problem solve. But I
did not have the good sense to begin
with such a tactic. During and
between meetings, I split my energy
between blaming, berating and be-
moaning my fellow Toastmaster.

Fortunately, I discovered that
such a situation can be resolved
without losing one’s sanity or the
joy and growth that Toastmasters
offers. Here’s how:

B Identify specific behaviors
that trigger your own emotions.
Remember, each of us responds to
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annoying, share them as you would
a helpful evaluation, sandwiched
between positives. Everyone has at
least some positive attributes! Use
assertive rather than passive, passive-
aggressive or aggressive communica-
tion, using a lot of “I statements” as
opposed to “You statements.” For
example, say “I felt uncomfortable
when you told that off color joke”
rather than “You were so obnoxious.”

B Timing is critical... even when
there aren’t lights to guide you!
Choose a time when you are not
upset and stick to the issue; the



issue being your responses to specif-
ic behaviors. Plan to meet for cof-
fee, away from the club, in a
relaxed setting. Give yourselves
enough time to talk and be pre-
pared not only to express yourself
directly and kindly, but also be
ready to listen.

B Remember the Toastmaster
mission statement. We gave an
oath when we joined this extraor-
dinary organization to provide a
“mutually supportive” environ-
ment for our fellow members.
There aren’t any exceptions or
addendums stipulating that we
only need to support those we like.
It's a huge challenge to make the
Toastmasters Mission Statement
come alive, when faced with a
member who presents obtuse eval-
uations that seem to strip the
recipients of any confidence, or a
member who chronically uses the
club as a platform for political or
religious reform, or a member who
never shows up when scheduled as

a functionary. Well-communicated
feedback can be a powerful tool. Use
that tool for your and your club’s
sake and even for the possible bene-
fit of the member you're reacting to
with alarm, irritation or anger.

® Don’t quit Toastmasters! A brief
“time out” may be helpful, howev-
er, to gain perspective. This isn't
always necessary, of course. There
are times when we are too close to a
situation, thus blurring our vision.
Stand back, take a deep breath,
refocus and return.

m If the above approach doesn’t
work, find a mediator. It's impor-
tant that the mediator be objective.
This person might be the club
President or someone outside the
club. An area or division governor
can be extremely valuable in sticky,
uncomfortable situations. It stretch-
es his or her communication skills,
too! If the issue is violating
Toastmasters ethics or threatening
club morale, an objective mediator

is especially important. If you are
considering leaving, perhaps there
are others who feel the same way.

In our club’s situation, a media-
tor was found and the problem was
resolved. In the process, I discov-
ered that my nemesis was, in fact,
my teacher. He taught me a lot,
indirectly and experientially, about
myself and communication. In an
effort to change him, I changed
myself. I grew out of the struggle.
Did I do it all graciously, ideally and
with a perfect outcome? Only about
as well as | did my Ice Breaker and
with about as much comfort.
Sometimes our personal and com-
munication growth in Toastmasters
occur even when we are far removed
from the lectern. Serendipity hap-
pens through other members who
touch our lives and teach us what we
most need to know. 0
Luann Lee Brown, ATM, is a member of
Gilbert Club 499-3 in Chandler,
Arizona.
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Mastering Your

BY VICTOR M. PARACHIN PHOTOGRAPHY BY DAVID LANGLEY

he young man’s dream was to

become a published author. In order

to make that happen he took a “bread
a

nd butter” job during the day, that of a

presser in an industrial laundry, while writing
at night.

Because he earned only $60 a week, he and his wife
lived in a small trailer. Even with his wife working, they
were barely able to stay financially solvent. When their
infant developed an ear infection, the couple had to give
up their telephone to pay for medical care and antibiotics.

In spite of financial hardships, the laundry worker
spent evenings and weekends at his typewriter working
on books. Every spare dollar was spent mailing manu-
scripts to publishers and agents. One by one, they all
rejected his work with standard form letters. Although dis-
couraged, the young man continued to write and submit.

Finally, one publisher decided to take a chance on the
young writer and agreed to publish a small manuscript.
With the acceptance came an advance for $2,500, a huge
amount of money for a struggling writer with a wife and
child. The result was Stephen King’s book, Carrie, which has
since become a horror classic. It sold five million copies and
was made into one of the top-grossing films of 1976.

Some people mistakenly believe that those who are
wildly successful just happen to be lucky. Others erro-
neously assume that high achievers happened to be in Tl
the right place at the right time. The truth is that all suc- . \ = ‘ W
cessful people get that way by following basic guidelines. '
Here are five steps, common to successful people, which
anyone can use:

Take advantage of adversity. Highly successful peo- ; . : R - -
ple have their share of failure and frustration. e -
However, they know how to take advantage of adversity.

T I -FEFENE
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What might be an obstacle for another person is a glori-
ous opportunity for the high achiever. Consider fountain
pen manufacturer Lewis E. Waterman, who began his
career as an insurance agent.

On one occasion he had worked with a client for sev-
eral weeks before the client finally decided to take out a
large policy. Waterman called on him with the contract
ready to be signed. Placing it on the man’s desk,
Waterman took a fountain pen out of his pocket and
opened it. As he did, the pen began to leak and ink ran
all over the contract.

Waterman rushed back to his office for another policy
form and a new pen. By the time he returned, however,
the man had changed his mind. The loss of a sale over a
faulty fountain pen frustrated Waterman. He wondered
how many other sales were lost for the same reason. That
incident inspired Waterman to give up working in the
insurance business so that he could devote his time to
the development of a reliable fountain pen.

Live by The Persistence Principle. Simply stated, the

persistence principle says, “It's too soon to quit.”
Highly successful people pursue their goals relentlessly.
They know that perseverance is a key ingredient for suc-
cess. William Penn observed: “Patience and diligence,
like faith, can remove mountains.” Successful people
overcome mountains of rejection, dismissal and repudia-
tion by operating on the persistence principle.

A good example of someone living by the persistence
principle is Hollywood megastar Arnold Schwarzenegger.
Born in Graz, Austria, amidst the rubble of the Third Reich’s
defeat, Schwarzenegger lived in a house that had no toilet
or refrigerator until he was 14 years old.

He sought to escape childhood poverty through
weightlifting, eventually winning the Mr. Universe title
four times. With that achievement in hand, Schwarze-
negger decided to break into acting. “I went to look for
an agent and it was almost impossible,” says
Schwarzenegger. “I remember a man telling me, ‘Listen,
stay with bodybuilding. You have an accent, a body
that’s too overdeveloped for films, and a strange name
that nobody can pronounce.”

While that kind of rejection would discourage others,
Schwarzenegger simply reminded himself how he had
persisted in the past: “I met the same resistance in body-
building, where everyone said, ‘Why do you want to do
that? It's an American sport. A little Austrian farm boy
and you think you're going to win the American Mr.
Universe title? Forget it.””

Determined to make his dream of becoming an actor a
reality, Schwarzenegger moved forward. “I pursued act-
ing. [ knew it could happen if I worked on my talent and
my accent. I thought eventually some people would
learn to spell my name and even pronounce it. And, I
told myself, if they do they’ll never forget it, because it’s
hard to forget once you learn a hard name.” It is not an
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exaggeration to say that Arnold Schwarzenegger’s great
success is due largely to his persistence.

Learn from your mistakes. “Flops are a part of life’s

menu,” said the late actress Rosalind Russell. Everyone
makes mistakes. Rather than berating themselves, high
achievers learn from their mistakes. By doing that, an error
becomes the raw material out of which future successes are
forged. Walter Wriston, former chairman of Citicorp, says:
“Failure is not a crime. Failure to learn from failure is.”

Learning from mistakes is a technique used by Jim
Burke, chairman of the Johnson and Johnson Corpora-
tion. When he first became head of the new products
division at his company, he was responsible for develop-
ing a children’s chest rub. Because the product failed in
the market and cost his company hundreds of thou-
sands of dollars, Burke expected he would be fired.

However, when he was called in by the chairman of
the board, he received this sur-
prising reception: “Are you the
one who just cost us all that
money?” asked Robert Wood
Johnson. “Well, I just want to
congratulate you. If you are mak-
ing mistakes, that means you're
taking risks, and we won'’t grow
unless vou take risks.” Burke
never forgot that memorable lesson. Years later, when
he became chairman of Johnson and Johnson, he
reminded other junior executives about the importance
of learning from mistakes.

Filter out negative thoughts. This technique is so

important that it is used by just about every success-
ful person. Helen Keller, who became blind and deaf
shortly after birth, often advised people: “Keep your face
to the sunshine and you cannot see the shadow.”
Similarly, former U.S. President Dwight Eisenhower was
fond of saying “No pessimist ever won a battle.”

In order to become a best-selling author, psychiatrist
David D. Burns learned to apply this technique. Dr.
Burns tells of being blocked by negative thoughts while
writing The Feeling Good Handbook. Finding a publisher
for his self-help book on depression was a difficult task.
Finally, one expressed an interest and suggested Burns’
book could become a best-seller. Dr. Burns says he
returned to his typewriter eager to do a re-write, “but for
some reason | was discouraged. For 10 days I sat at my
desk unable to come up with one good new sentence. |
couldn’t figure out what was bothering me.”

Finally, he reached for a sheet of paper and wrote
down his negative thoughts: “This book has to be a
best-seller. But I'm a psychiatrist, not an author, and |
don’t know how to write a best-seller.” By writing out
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“Failure is not a crime.
Failure to learn
from failure is.”

his fear Dr. Burns began to filter out the negative
thoughts that were holding him back.

“The moment I got the thought on paper, 1 felt a
flood of reliet,” he says. “I realized it wasn’t my job to
write a best-seller. I could, however, write a helpful book
if I wrote it in the same personal style that I used with
my patients. How well the book sold was the publisher’s
responsibility. Once | changed my negative thoughts,
energy returned, and over the next several months I
revised Feeling Good with great enthusiasm.”

See and seize opportunity. Business consultant and

author Dennis Waitley observes: “Opportunity rarely
looks like an opportunity. Often opportunity arrives
incognito, disguised as misfortune, defeat and rejection.”
People who impact society and achieve great accom-
plishments are those who not only recognize an oppor-
tunity, but they seize the moment.

An illustration is that of Lena
Himmel. As a 16 year-old orphan
she was brought from Lithuania
to New York at the turn of the
century by relatives who wanted
her to marry their son. The mar-
riage never materialized and
Himmel became a seamstress.
She married David Bryant, a
Brooklyn jeweler. Two years later he died, leaving her a
young widow with a baby son.

To survive, Lena Himmel pawned the only item of
value she owned, a pair of diamond earrings given as a
gift of love by her husband. She used the money as a
down payment on a sewing machine. By 1904 she was
prosperous enough to open a store on Fifth Avenue
where she made quality lingerie for the retail and whole-
sale trade.

At that time, women were modest about being preg-
nant. One day, a young customer who had just learned
she was pregnant asked Himmel to make her three dress-
es, all exactly the same but consecutively larger in size.
Himmel was horrified at such waste and suggested: “I'll
make you a dress with an elasticized waistband that will
grow with you.”

By seeing and seizing an opportunity, America’s first
maternity dress was made and Lena Himmel Bryant
formed Lane Bryant, a national chain of stores specializ-
ing in large-size women's clothing.

Finally, it doesn’t matter if you are at the entry level
or the executive level, if you are an employer or an
employee. By following these steps, you will have the
key to open the door to ever increasing success. (T}

- WALTER WRISTON

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




in People’s Lives

B The word “inspiration” has the same root as the word
“respiration.” Both words mean to breathe, to give life and
spirit to something. Inspiration, however, also includes the
concept of causing something to move.

A couch potato, for example, might be content to sit
glued to the television, comfortably respiring and chomp-
ing potato chips. Inspiration, however, is the
only thing that will move that couch potato
off the couch and into a fitness center.

Each one of us initially was inspired to join Toastmasters
because we shared a common problem: We had some
trouble with public speaking. However, once we attained
‘non-troubled” speaker status, we were inspired to stay
with Toastmasters - this time for a variety of reasons.
Perhaps it was because we wanted to become more
dynamic speakers. Others stay to be more persuasive or
more entertaining.

Certainly, the Toastmasters program and speech man-
uals provide the foundation for our success. But what
inspired us and what continues to work the miracle in our
lives is... us. Each of us can work miracles in the lives of
our fellow Toastmasters. Here are three ways:

By regularly attending club meetings. Not sporadi-
cally, not when the mood moves us and, certainly, not
when there's nothing better to do on meeting days. No, it's
regular attendance that works the miracle. Without regular
attendance, there's no audience and there's no forum in

By David L. Coles, CTM

which to experience the full potential of the Toastmasters
program.

By willingly accepting club responsibility. Serving

as a club officer; or as Toastmaster, Topics Master,
Timekeeper and Vote Counter is essential to successful
club operation. However, willingly accepting
the role of Evaluator is paramount. Without
evaluators there's no constructive criticism to
tell us what we're doing right and what needs improvement.

By our constantly nurturing and supporting each

other. This includes reaching out to help those who
are following in our footsteps, just as those ahead of us
have extended helping hands to assist us. Without such
nurture and support, it is much more difficult to stay the
course and allow the miracle to take place.

At your next club meeting, | urge you to take a moment
to shake at least one club member’s hand and say,
“Thanks for being here for me.” You might follow this up
by saying, “And you can count on me to always be here
for you.” Because you, too, are a miracle worker. And the
rest of us are grateful to you for your regular attendance,
your willingness to accept club responsibility, and for
your constant nurture and support. 0

David L. Coles, CTM, is a member of Talk of the Town Glub
4969-56 in Houston, Texas.

35+ Hottest Businesses You Can Run
From Your Home With A Computer!

Special FREE Report Now Available—The report consists of 3 hours of

cassette tapes plus complete detailed information on the 35+ best home businesses
that a couple or individual can run from their home with a computer.

This is the seventh yearly report just completed by Computer Business Services, Inc. (CBSI), the world’s largest
resource for in-home computer business equipment and systems. This special report will tell you ® What home
businesses are working—where ¢ What equipment you will need—and where to get it * What you will do »
Which businesses you can start part time and still retain your present job ® What your costs will be ® Where
you can get financing ¢ Where to get training you will need ® How to market yourself, your services and prod-
ucts when you work from your home  What your potential is for growth.

Call: 1-800-343-8014, ext. 4770

Get your personal FREE REPORT.
Don't start or expand your business until you
have seen this new report.

Or write: Computer Business Services, Inc.,
CBSI Plaza, Ste. 4770, Sheridan, IN 46069

Our World Wide Web Home Page address is
http://www.cbsinet.com Fax 1-317-816-7329
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By applying the concepts of leadership,
vision and optimism, you can lead your
fellow Toastmasters to greater heights.

by David H. Willis, CTM

serving as Club President—

strying o (jratil

erving as your Toastmasters club President can be a

daunting task: more demanding than the most difficult
Table Topic; more challenging than the most elaborate
speech; more delicate than evaluating a fellow member’s
Ice Breaker. Or it can be a chance to shine,
to use all the skills you have
gained to lead your club to

greater heights.

What, you may ask, defines the
difference between these two
extremes? How can you make your
presidency easier? The answer to
both questions is leadership.

Two of the most prevalent con-
cepts in business books today are 1)
the need for increased leadership
(vs. management) and 2) the need
for leaders to obtain and convey
the vision required to take their
companies to the next level. The
same principles apply to you as the
President of your club.
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MANAGEMENT VS. LEADERSHIP

The balance between the time you
spend managing your club and the
time you spend leading it is as criti-
cal as the difference between the
two functions. To properly balance
the two, you must first understand
their differences. Management is
defined as “controlling and directing
the affairs of an institution or orga-
nization.” Leadership is defined as

L ?

I n g L
“guiding in direction.” Management
involves giving orders, surveillance
and, in general, more direct activitiy
on the part of the manager.

Leading involves pointing the
way, establishing destinations and
letting the doers do their work
without interference. Managers are
often dreaded. Leaders are usually
respected. You deserve to be
respected.

As President, there are obviously
a certain amount of tangible duties
you must fulfill, such as opening
and conducting the business por-
tion of each meeting. However, the
vast majority of club functions are
assigned to various vice presidents,
secretaries, treasurers and sergeants
at arms. Each has been elected by
the club, based on his or her capa-
bilities, and has agreed to serve his
or her assigned post. From you they
will require a bit of management,
some instructing, some order giving
and some follow-up, but most of
your energy should be devoted to
leading them.

Remember, leadership is like
handling the rudder on a sailboat —

it's actually an easy job. Let the club
officers do their jobs; you just have to
steer lightly. As the term begins, pro-
vide all officers with the Toastmasters
manual detailing their duties, but do
not tell them what to do. If they have
a better way to do something, let
them try it. If it works, congratulate
them publicly. If it fails, support
them in their next attempt. Ask fre-
quently if you can assist, but do not
do their jobs for them. As the club
officers succeed, stroke their egos and
build them up even further. If they
fail, acknowledge it, preferably one
on one, and move on.

Your club’s Executive Board also
should establish specific goals for
each officer position, such as the
Vice President Membership signing
up five new members during the
quarter, or the Vice President Ed-
ucation having an educational pro-
gram every other month. Let the
officers know in advance of the first
monthly Board meeting that you
will be soliciting these goals for
their office. Let them have owner-
ship in the goal, but obtain the
entire Board’s support and buy-in.
Once the goals for each position are
stated and adopted, lead each offi-
cer toward their respective goal.

PROVIDE A VISION

Possibly the most important act you
can perform as club President is to
provide a vision for your club. Where
is it headed? What does it want to be
when it grows up? Do you want to
add 10 new members? Attain Dis-
tinguished Club status? Without defi-
nition, your club will most probably
plod on as it has for months and
years. But by providing a detailed des-
tination, achievable within your term
in office, you get the entire club
headed in the same direction.
Officers know the end goal and can
adjust their duties accordingly.

Vision statements are most use-
ful if crafted by the club officers

and stated in concise terms. A sin-
gle sentence or a few bulleted items
work well. There is no need for
long, drawn out statements or argu-
ments about semantics. Just make
sure the gist of the vision is shared
by the club’s leaders and then com-
municated to the other members.

As President, your primary duty is
to lead the club toward that vision.
Your support of the vision can be
demonstrated by initially checking
the congruence of individual offi-
cers’ goals with the vision and then
periodically reviewing the progress
on each. Also make sure to commu-
nicate the club’s progress to the
entire club, giving positive reinforce-
ment where due.

BE OPTIMISTIC

The final clue to making your tenure
as President successful is that of
optimism. The entire concept of
Toastmasters - improving oneself -
is a very optimistic idea, but it is
often easier to see the pessimistic
side of things. When a speaker can-
cels, when only a handful of mem-
bers show up for a meeting, or when
entire meetings get canceled, it is
easy to dwell on the negative.

As President, you need to look
for the silver lining in every cloud.
See and communicate the positive
aspect of these situations. “One
speaker canceled, but we had two
great speeches!” “Didn’t the eight
of us have a great meeting?” “We're
postponing the next meeting so the
one after will be even better.”

Serving as President will instill a
tremendous respect for the good
leaders you already know. And by
applying the concepts of leader-
ship, vision and optimism, you can
lead your fellow Toastmasters to
even greater heights.

David H. Willis. CTM. is a member of
Street Talkers 9190-37 in Charlotte,
North Carolina.
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ast September our club was at a critical juncture. We
were without a president, membership hovered at nine

(on a good day!) and meeting attendance was embar-

rassingly low. It was obvious that without some leadership, the
club was headed for certain death. Under great duress and with

the support of the few members we had, I agreed to serve as

President for the remainder of the
term. My priorities focused on
increasing membership and getting
people to attend meetings. Today,
we have close to 20 members and
meeting attendance is great. As 1
reflect on my term as club
President, I realize that | learned
many things I had not anticipated.
[ hope my Top 10 list will assist
you in your leadership journey.

I learned that I really wasn't
1 the club President, but
rather captain of the football
team, head cheerleader and water
girl. The Toastmasters leadership
manual states that the president is
“responsible for general supervision

and operation of the club.” As cap-
tain of the football team, [ tried to
keep things organized and serve by
example. No matter how discourag-
ing a game might be, the head cheer-
leader always seems energetic and
enthusiastic. This is the image | con-
veyed by leading the applause at a
meeting or when offering encourage-
ment and support. As a water girl, |
tried to be available when members
and visitors needed nutrients in the
form of information or feedback.

9 I learned to invite challenge
into my Toastmasters life,
even when it involved a task I
really didn’t want to do. Do you
know anyone who enjoys filling in
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by Lori Spangler, ATM-B

[hings | Learned
b President

as Toastmaster at the last minute? |
sure don’t! But I learned that filling
in is not only a vigorous test of my
abilities, but a good occasion to serve
as a role model. Besides, accepting a
meeting role at the last minute is an
opportunity to demonstrate skills
I've learned in Toastmasters.

I learned that I really like my

club and look forward to
spending an hour with my fellow
members each week. After the
feeling of “having to” serve as
President wore off, I enjoyed the
challenge of leading, and 1 valued
the opportunity to make a positive
difference. Each of our members is
unique and brings a special quality
to our group. I believe awareness of
our differences and commonalities
helps make us a stronger club.

I learned that everyone (even
me!) likes positive reinforce-
ment. One of our members recently
gave a presentation at a district meet-
ing. After her rehearsal, I offered
some insight and then attended her




district debut where she aced her pre-
sentation. She told me that my sup-
port gave her confidence to do a
good job. I also recognized her
achievement and presented her with
a Nutrageous candy bar. Positive
reinforcement one-on-one is great,
but it means even more in front of
the club.

I learned that I enjoy receiving

phone calls from new mem-
bers asking my advice about their
Ice Breaker — I just don’t like them
at 10 p.m. the night before their
scheduled speech! I was pleased
when members asked for assistance
and felt honored when they asked
me. Panicked calls the night before
the meeting were not what I would
consider fun.

I learned that members like

variety and change, even if it's
potluck and games. As our club
meets during lunch, social time is
somewhat limited. We occasionally
have special meetings, and the
favorite (so far!) seems to be the one

we spent socializing.
An added Toastmas-
ters benefit is that
socializing provides an
ideal opportunity to
practice Table Topics
informally.

I learned there

are more impor-
tant things than fol-
lowing Toastmasters
rules to a “T.” It was
immediately apparent
that my club has spe-
cial needs not addres-
sed during officer
training or in Toast-
masters manuals. For
example, several of
our members have a
15-20 minute walk
from their offices just
to get to our meeting
room by noon. Start-
ing on time is great but is not a
huge priority for us — we're just glad
members are able to come! Further-
more, we occasionally allow non-
manual speeches. Our members
appreciate the opportunity to re-
hearse a presentation they will give
to another audience, maybe to the
Board of Directors or to a 200-
employee training session.

I learned the importance of

attending area, division and
district events. It gives my club
exposure as well as provides us
with fresh ideas from others. Our
knowledge of the Toastmasters
organization would be somewhat
limited if we never attended any-
thing outside of our club meetings.
I found myself looking forward to
receiving mail from the district and
World Headquarters. I liked being
part of the bigger picture and being
able to share it with others.

I learned you catch more bees

with honey than you do with
vinegar. (Translation: Visitors are
more likely to join a positive club
than a negative club.) Even when
meeting attendance was low, happy
members — though few in number -
went a long way to promoting a
healthy environment. Wouldn't
you like to be part of a group of
happy, positive people?

I learned that even though I'm
glad my term is over, I'd do it
again in a heartbeat! )

Lori Spangler. ATM-B. is a member of U
of M Club 4911-6 in Minneapolis,
Minnesota.

When You Are The President

Can my club raise funds to pay for new supplies?
When should we hold elections for new officers?
What is a proxy?

m Club presidents often deal with these questions and others as soon as they
assume office. Sometimes the immediate past president knows the answers,
but occasionally more information is needed. Toastmasters International has a
handbook that answers these questions and others. “When You Are The...
President” (Catalog No. 1310-A), available from World Headquarters, contains
all the information Presidents need to lead their clubs. Call or write World

Headquarters to order your copy.
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Whether you speak or listen, your success hen evaluating a speech I have learned
dEIJEI'IdS on understanding and recognizing to use all of my intelligences. These

intelligences, as outlined in Howard
Gardner’s book Frames of Mind (1983),
include: linguistic, musical, logical-mathe-

these factors.

matical, spatial, and bodily-kinesthetic. Being
aware of these intelligences has enhanced my
ability as an evaluator and helped me to win
the District 45 Evaluator contest in 1993. An
outline and demonstrations on how I would
use these intelligences is as follows:
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BEGIN WITH LINGUISTICS

Webster’s Collegiate Dictionary defines linguistics as the
study of human speech, including units, nature, structure
and modification. Put another way, linguistics is the study
of how people use words and form them into sentences.
Linguistics is how we make meaning with our speech.

Linguistic intelligence is the most commonly evaluat-
ed portion of Toastmasters speeches. And I usually refer
to the linguistics of the speech in my evaluation. Did the
speech make sense? Did the language flow properly? Did
I understand the message of the speaker? Many of these
questions are already in the written evaluation section,
which I always use as a basis for the total evaluation. The
answers to these questions tell me how well the speaker
uses language to convey the message. If the speaker can-
not convey the message, the speech is wasted, since the
purpose of linguistics is to make meaning.

The use of linguistics includes one of the most fre-
quently overlooked portions of the Toastmasters pro-
gram: the word of the day. The Grammarian’s job is to
help us constantly improve our language and continual-
ly expand our vocabulary. It also is the job of the
Grammarian to expose us to new words or different

BY ROBERT GODDARD, ATM =

meanings of commonly used words, or to reinforce the
proper meaning of a word. When was the last time you
used a word that the Grammarian gave? Do you try to
incorporate the word into your speech?

Using the word of the day in your speech is a good
way to show the evaluator that your presentation is not
a memorized outpouring of material, but a living speech
that can be adapted to the audience. It further demon-
strates your appreciation of the language, of the linguis-
tics of the speech. Linguistic intelligence in speaking is
illustrated by the speaker’s ability to use language to con-
vey the emotion, thought, humor or attitude.

MUSICAL SETS THE TONE

Linguistics may be the most frequently evaluated por-
tion of the speech, but it is the musical aspect that gives
a speech a sense of drama, humor or whatever emotion
the speaker wants the audience to feel.

All speeches are musical to some degree. Speakers can
add wonderful elements such as timing, inflection, vocal
variety and pauses in their speech. Does the speaker
build his speech to a dramatic or humorous point, giving
point and counterpoint to his material with vocal inflec-

ILLUSTRATION BY ANTHONY STROM
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tion? I look for the speech to flow easily, in form, con-
tent and delivery, from the speaker to the listener.

Employing orchestration in a speech allows Toastmas-
ters to use their musical intelligence. Think of how some of
your favorite music would suffer if it had no pauses or if all
of the notes were played with the same emphasis or the
same duration. Would Beethoven'’s
Fifth Symphony have impact with-
out the pauses? Obviously not. You
can build this same sense of drama
into your speeches by using sounds
and silences.

The best speeches are always
musical. The 1995 World Champion
of Public Speaking, Mark Brown,
even incorporated a portion of a
song in his speech, thereby adding a
more dramatic effect.

Toastmasters International’s
Communication and Leadership
manual warns against becoming
non-musical in speeches. Sing-song delivery is a case of
point. When the speaker becomes caught up in repeating
this musical pattern, the pattern detracts from the
speech. The speech becomes monotonous and boring.
And music should be anything but boring.

Employing musical language and delivery can evoke
strong emotions in an audience. By creating a tone that
resonates your mood and message, your audience will
respond in kind!

LOOK FOR LOGICAL-MATHEMATICAL

As a speaker, logical-mathematical intelligence means
your speech has a beginning, a body and an end. These
are the basics of speechcrafting and speechwriting. Do
you have an ability to take a topic and tell the audience
what the topic is, tell about the topic, then tell the audi-
ence what you told them? Does your speech flow logical-
ly and reasonably throughout? Do you build arguments
in support of your thesis, and do you present material
that can be followed? As an evaluator, | must recognize a
logical progression in the speech.
Logical-mathematical intelligence also is used in
determining who the audience is, what message they
will hear, and what message they are ready to hear. Great
speakers adapt their message to their audience so that
the message can be heard. One audience may be able to
comprehend the logic of the speaker, another may not.
This fault of non-comprehension lies not with the audi-
ence, but with the speaker. Fach speaker must research
his or her audience and construct a speech that the par-
ticular audience will be able to follow. It is the speaker’s
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“Think of how some of your
favorite music would suffer if
all of the notes were played
with the same emphasis.
Would Beethoven’s Fifth
Symphony have impact

without the pauses?”

responsibility to create a response from the audience,
not the audience’s responsibility to respond to the
speaker. As an evaluator I look to see if the logic of the
speech fits the audience.

A speaker certainly cannot persuade, inform or enter-
tain without the use of logic, but what of mathematics?
Mathematics is frequently used in
speeches. For example: How do you
use the number three in your
speeches? It is a number that people
easily remember, allowing speakers
to link their thoughts in threes. For
example, there are three parts of a
speech: an opening, body and close.

Then consider that speakers fre-
quently open their remarks this way:
Madam Toastmaster, Fellow Toast-
masters, Guests. You then tell them
what you're going to tell them, tell
them - and tell them what you told
them. Speakers also number their
points: point one, two, etc. And when speakers build a
persuasive argument, these arguments are commonly
based on some equation. The audience is then given all of
the parts of the equation - except for one - and asked to
solve that missing part!

LEAVE ROOM FOR THE SPATIAL

How does the speaker use space and time in their
speech? First, consider physical space. Does the speaker
stand in one spot only, restricting herself to a very nar-
row, confining area? Or does the speaker step away from
the lectern and move about the podium?

When a speaker does this, she expands the listener’s
universe. The speaker takes control of the space in the
hall and manipulates that space to her advantage. When
a speaker uses space in this manner it adds depth and
substance to a speech.

Time is the other dimension of space. Does the speaker
respect me and the time I am giving to listen and evaluate
speech? If the speaker uses time well, | am not aware of
time. If the speaker does not use time well, [ am painfully
aware of it; | am uncomfortable and I fidget.

As an evaluator [ also pay attention to how well a speak-
er uses time and space. Does the speaker use his spatial
intelligence to meet the goals and objectives of his speech?
Does the speaker comfortably bring me along on his jour-
ney? I try to address these points in my evaluation.

BEWARE THE BODILY-KINESTHETIC

Posture and gestures are the language of the bodily-
kinesthetic intelligence - the message a speaker sends



with his body. But is this message consistent with the
message the voice is sending?

Gestures are the language of the body. Speakers demon-
strate their intelligence and fluency with this language by
using gestures. The comfort with which speakers use their
bodies to send a message supporting their words can add
or detract from a speech.

I recently gave an evaluation in
which I applauded the speaker for
having well-practiced, natural ges-
tures. This may appear to be an oxy-
moron, but gestures must be prac-
ticed to flow naturally and to appear
as a natural extension of the speech.

Practice and rehearse your body
language so that the two messages,
voice and body, are congruent. The
gestures should add to the speech,
emphasizing key points and sup-
porting the oral message.

Another aspect of bodily-kines-
thetic intelligence is the overall impression the speaker
imparts. Does the speaker appear relaxed and in charge?
Is the dress appropriate for the occasion?

“It is the speaker’s
responsibility to create
a response from the
audience, not the
audience’s responsibility to

respond to the speaker.”

BLEND AND MIX

Integration is the final aspect of evaluation. How well
does the speaker incorporate and integrate all of the
intelligences? Does the speaker present and create a
whole picture, or are there aspects of the picture that
still need refining and reworking to become a whole?
Most works of art can be improved
upon. But to become works of art,
they must speak to all of our intelli-
gences. And to be masterpieces, they
must fully integrate these intelli-
gences.

The integration of all of the intel-
ligences is what separates the good
speech from the great speech. It is
this holistic view of speechmaking -
addressing the linguistic, musical,
mathematical, spatial and bodily-
kinesthetic intelligences — that I
strive for in my speeches, and look
for in the speeches I evaluate. @

Robert Goddard. ATM, is a member of Exeter Speak-Ups

Club 8700-45 in Exeter, New Hampshire.

EVALUATION TOOLS

For You and Your Club

BALLOTS AND BRIEF EVALUATIONS - Ballots for
best speaker, evaluator, table topics. Quantity of 500.
Catalog No. 163 [Price: §10.95

INDIVIDUAL WRITTEN SPEECH EVALUATION -
Form for a detailed written evaluation of the speaker.
Quantity of 100. Catalog No. 165 Price: §3.50

PAYMENT MUST ACCOMPANY ORDER

Evaluation is an important part of the Toastmasters program. Effective evaluation helps you and it helps your Club.

EVALUATION KIT - Contains 25 each of Speech Evaluation - Panel
Discussion, Speaker’s Profile, Individual Written Speech Evaluation and
Evaluation of the Evaluator. Catalog No. 167 Price: §3.95

THE ART OF EFFECTIVE EVALUATION - (Success/Leadership
Module). For 20 participants; additional components available through
the Supply Catalog. Catalog No. 251 Price: $30.00

ClubNo. ____ District No. . . Standard Domestic Shipping Prices 1996-1997
Check or money order enclosed: §_ (U, CURRENCY
. SHIPPING SHIPPING
Name . Please bill my: MasterCard / VISA (crcizone ToTAL ORDER  CHARGES TotaL ORDER  CHARGES
$0.00 to $250 §1.10 3501 to 5000 $675
s 251 to 5.00 245 5001 to 100.00 790
i Cre: :
Address o redit Card No 501 to 1000 310 | 10001 to 15000 1025
10.01 to 20.00 425 15001 to 20000 13.00
City Expiration Date ___ 2001 to 35.00 575 20001 w0 — Add7%
- of total price
Signature For orders shipped outside the United States, see the current Supply
State/Province — 7 Catalog for item weight and shipping charts to calculate the exact postage
Or, estimate airmall at 30% of order total, surface mail at 20%, though
163 @ $10.95 actual charges may vary significantly, Excess charges will be billed
Country Postal Code m_— % through your Club’s account. California residents add 7.75% sales tax
165 @ $3.50 Sub Total _
See the Supply Catalog for complete descriptions and list of 167 @ $3.95 Shipping SEND TO: 'I;Uastmaslters_ _I?ntema“onal
other materials to help make your club a success. Coupon . P.O. Box ‘l()l 52 :
expires 5/31/97 251 @ $30.00 TOTAL __ R Mission Viejo, CA 92690 U.S.A.
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by Jean Marsh, CTM

Specific encouragements
prevent discouragements.

hieep Your EUES &Ea[s Upen

f I could guarantee that you could improve your speaking skills

by changing one behavior during Toastmasters meetings,

would you be willing to try?

My suggestion is this: take the
little four-by-one-inch piece of paper
provided at the Toastmasters meet-
ing and write an evaluation on
every scheduled speaker you hear.
The job of a Toastmaster is to keep
your eyes and ears open and your
pen ready!

“Aw, ¢'mon,” you may say, “I
already do that... well, at least when
I can think of something to say.” |
suggest writing an evaluation every
time and in a particular way. Now,
why should we do this? After all,
every speaker has his or her own
“official evaluator,” right?

+

YOUR VIEWPOINT IS UNIQUE.

Each person’s comments are impor-
tant. Why? Professional survey-takers
know that feedback on questionnaires
reveals more about the evaluator than
the person being evaluated. At our
club’s recent evaluation contest, T was
astonished to hear three evaluators
giving ditferent — and sometimes con-
flicting — feedback to the speaker! This
illustrates the fact that people react
very differently to the same speech.
And since a Toastmasters meeting can
be a microcosm of the audience “out
there,” we need feedback from every

person. Once we have that feedback,
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we will have a better idea of how we
affect a total audience when we give
an outside speech.

1 Encourage the Speaker. “Well,”
you might say, “I don't always
know what to comment on.
Because frankly, my feelings get a
little hurt when someone points
out a shortcoming, so I really don’t
like to point out somebody else’s.”
Perhaps you identify with the
Yugoslav proverb, “Speak the truth,
but leave immediately after.”

I'd like to suggest a particular
format for your comments that will

ILLUSTRATION BY CHRIS MURPHY



be instructive and kind all at once.
For these suggestions | draw from
the field of learning theory. First,
learning occurs best in the absence
of anxiety. So our first task is to
encourage the speaker: to find
something the speaker did well.

Be Specific. Learning theory

also states that improvements
happen quickly when we can dis-
tinguish specific behaviors that are
successful. Pointing at specific be-
haviors also adds credibility to our
comments. Did you ever get feed-
back such as, “Great speech!” and
wonder if the person was just trying
to make you feel good?

Let me give an example of how
naming a specific behavior works.
Several weeks ago I gave a speech at
Toastmasters. That day I happened
to wear a plaid grey wool jacket. I
had taken the jacket off and put it
back on before my speech because

o Ready!

it was cold in the room. After the
speech, my evaluator called for
comments from the audience. One
of our members rose and congratu-
lated me on wearing a jacket,
which, she said, gave me a lot of
credibility as a speaker! You can
bet I never will appear again with-
out a jacket when I am scheduled
to speak.

By the way, that audience mem-
ber used a technique described in
the book, The One-Minute Teacher,
by Spencer Johnson and Constance
Johnson, called “catching someone

doing something right.” This is a

way of praising a specific, effective
behavior, whether or not it was
intentional!

One way to find the specific
behaviors to mention in your com-
ments is to ask yourself these ques-
tions: What one thing works best in
this speech? What one thing dis-
tracts the most?

Suggest an Improvement. The

last step is to name a specific
behavior that might be improved.
This is the hard part. Won't we dis-
courage the person? Won't we
deflate his balloon?

There are several ways to kindly
suggest improvement. One tech-
nique is to ask a question, such as:
“Would it work better to use notes
less?” Or precede your comment
with, “You might try...” Another
way to soften the blow is turning
your comment into a positive. One
of the Toastmasters in our club is
artful at this, as evidenced by her
recent comment: “Jean, you have a
beautiful smile. I'd like to see you
use it more when you're speaking!
Lastly, naming something specific
depersonalizes or neutralizes the
criticism. Saying, “If you rely less
on your notes, you will seem more

1

sincere,” is more helpful than “I

feel you could be more sincere.”

FORMULA FOR SUCCESS.

Fellow Toastmasters, picture this:
The day has arrived for that big
convention speech to members of
your professional association. And
you are ready, because you have a
speech that has been perfected after
receiving hundreds of comments
focusing on specific behaviors. So
you step up to the lectern, confi-
dent that your speech will achieve
its goal. And it does, because once
your speech is over, you leave the
lectern to hearty applause.

By giving evaluations to all
scheduled speakers we offer the gift
of valuable feedback to our fellow
Toastmasters while enhancing our
own learning. Comments should
always include a word of encourage-
ment for a positive, specific behav-
ior and a suggestion for improve-
ment. Remember, the duty of a
Toastmaster is to keep your eyes and
ears open and your pen ready! @)

Jean Marsh, CTM. is a member of
Wilmington Club 3603-37 in
Wilmington, North Carolina.

“The whole world is drowning in information...but

starving for knowledge.” Nido Qubein
Until Now ! . “ The Solution
| THE PEOPLES NETHORK |

INQEPENDENT DIBTRIBUTOR

Nido Qubein,, Brian Tracy, Jim Rohn, Les Brown, Jim Cathcart,
Dr. Tony Alessandra, and a host more of the best trainers and
coaches...ever.

THE Masters...Bringing Life to Life

Imagine yourself viewing or marketing this explosive new TV Network,
Now is the time.

1-800-732-6250
561-575-7131-outside N. Amer.
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[IEWS FROM T

ecently, your Toastmasters club received copies of the newly

revised new member application. The form is now two-sided

nd contains two very important items: A Toastmaster’s

Promise and an indemnification and release statement.

Promises [[lade, Prom

International. Responding to these
legal actions is raising the cost of
operations paid for by members’
dues. In some cases, the complaints
are frivolous but still costly to
resolve. In other cases, the com-
plaints are genuine and may involve
a club or district officer who has
engaged in harassment or some
other form of unethical or inappro-
priate conduct. In those situations,

New membership applications feature Toastmaster’s Promise and legal protection.

As the new applications start to
circulate, your club’s new members
may ask why they have to sign the
form, agreeing to the terms of the
Promise and the Statement. Here's
some information that will help
you explain:

A TOASTMASTER'S PROMISE

A Toastmaster’s Promise not only
appears on the membership appli-
cation, but also in Club Officer
Handbooks and on the reverse side
of membership cards (available
through the Supply Catalog).

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

When members share in the
club’s responsibilities, everyone
benefits. As new members join,

they will now know from the start,
not only what they can expect from
the club, but also what the club
expects from them.

THE INDEMNIFICATION AND RELEASE
STATEMENT
To be effective, Toastmasters clubs
must maintain a supportive and
positive environment in which all
members can meet their education-
al goals and objectives.
Unfortunately, a social environ-
ment sometimes can become
increasingly uncivil. Toastmasters
International, like many other vol-
untary, private nonprofit organiza-
tions, has been subjected to a
marked increase in complaints,
threats of legal action, and actual lit-
igation in recent years — within the
United States and outside as well.
These legal actions have been
targeted at clubs, club officers, dis-
trict officers and Toastmasters
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the organization is not responsible
for those officers” personal conduct,
yet it may cost both time and
money to dismiss the organization
from the lawsuit or claim. That
money would be better spent
updating and creating educational
materials from which all members
can benefit.

To protect the best interests of
Toastmasters International, the
clubs and the vast majority of
members who are not creating
these legal problems, the organiza-
tion’s Board of Directors decided in
February 1996, on advice of legal
counsel, to authorize use of an
indemnification and release state-
ment on the New Member Appli-
cation (Form 400). In addition, top
District and International officers
also are asked to sign a similar
release.

Here is a line-by-line explanation
of the statement:



H “Consistent with my desire to
take personal responsibility as a
member of a Toastmasters club, I
agree to abide by the principles
contained in ‘A Toastmaster’s
Promise’ and the governing docu-
ments and policies of Toastmasters
International and my club.” — This
simply alerts the member that the
Promise, governing documents and
policies do apply to each member,

hept!

and each member is responsible for
his or her personal conduct.

® "1 will refrain from any form of
discrimination, harassment, derog-
atory, illegal or unethical con-
duct.” - These forms of inappropri-
ate conduct have been a growing
source of complaints, and the
Board felt it was necessary to
specifically warn members that
such conduct will not be tolerated.
Organizational policies appearing
in the President’s Manual and
other materials prohibit such activ-
ities. Those policies also require
that it be known to all members
that such activities will not be tol-
erated and that violation could
result in termination of member-
ship and/or good standing from
the organization.

B “I agree to defend, indemnify
and hold harmless Toastmasters
International, its clubs, govern-
ing bodies and representatives

TOASTMASTERS INTERNATIONAL

o
~ Application For Membership in a Toastmasters Club

Plesse print s shown in the axampie.

e

from any liability, cost | | |

MALE  FEMALE

LAST NAME

or expense arising out of

Hew Momber Sponsor. The parson wha recruited andior on

o
FIRST NAME . MIDDLE

my actions, omissions to

act or other intentional

or negligent conduct on
my part.” - This sen-
tence applies to situa-
tions where someone
sues the organization, a
club or its representatives
based on the improper

Membership Records
Toastmasters Intematicna
PO Box 5052, Mission Viejo CA 42600, USA

300

conduct of an individual
member or officer. In
this situation, the organi-

PLEASE READ AND COMPLETE THE OTHER SIDE

zation demonstrates to a
court or other authority
that the person was act-
ing in his or her personal capacity,
not on behalf of the organization.
In such a circumstance, the organi-
zation should be able to recover
those costs from the individual
whose intentional or negligent con-
duct caused the problem. In this
sentence, the word “defend” simply
means that the responsible member
must reimburse the organization
for the cost of legally defending
itself. Again, this only applies to
intentional or negligent conduct.

E “Understanding that Toastmas-
ters programs are conducted by
volunteers who cannot be effec-
tively screened or supervised by
Toastmasters International or its
clubs, I release and discharge
Toastmasters International, its
clubs, governing bodies and rep-
resentatives from any liability for
the intentional or negligent acts
or omissions of any member or
officer of my club or other clubs,
or any officer of Toastmasters
International.” — This sentence
protects the organization, a club
and its representatives from suit in

The newly revised membership application features a Toastmaster’s
Promise and an indemnification and release statement,

a situation where a volunteer mem-
ber or officer, acting outside the
scope of his or her authority, causes
harm to another member. In an
employment case, some courts in
the United States have recognized a
claim for “negligent hiring” or
“negligent supervision,” where the
organization should have done a
better job of screening or control-
ling the activities of employees.
This statement wants to make clear
that in a volunteer organization
like Toastmasters, with literally
thousands of new officers coming
and going at the District and club
levels every year, it is simply im-
possible to screen or supervise all
members. The injured member can
still sue and recover against the
responsible individual, but not
against the organization if the
organization did no wrong.

Most clubs have a supply of mem-
bership applications on hand.
World Headquarters will accept all
new member applications, whether
they are the new form or not. But
clubs are encouraged to start using
the new form immediately.
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1ing Your Ultimate

BY KEN VEGOTSKY, CTM = ILLUSTRATION BY FRED SHERMAN

.

“The journey of a thousand miles
begins with the first step.
— CONFUCIUS

iscovering your reason for being, your purpose in

this existence, gives you control over your life. It is

a dynamic, ongoing process that keeps evolving as
you grow. It also can be your longest journey.

My journey began in earnest on August 2, 1982, after
a parasailing accident. Nearly dying has a way of bring-
ing you back to life. That accident prompted an earnest
search for my mission in life — my purpose for being.

The key to this search is to find the right path to trav-
el and stay true to it. In many cases it is a long and
winding path, filled with many trials, tribulations and
successes. Toastmasters offers a shortcut to this path. In
fact, if you use its programs to the maximum, you can
unleash your ultimate power.

The goal of Toastmasters’ founder, Dr. Ralph Smedley,
was to help others improve their lives. Realizing that
effective communication is critical to success, Smedley
chose the advancement of public speaking as a way to
help others find their purpose for being.

children and for all children.” This mission is now part
of my spiritual existence.

To develop my mission statement, I wrote down
thoughts such as “Life is a celebration,” then I reviewed
them, looking for a common thread. And guess what? |
discovered that the best way to change the world was to
change myself. By deliberately causing inner growth by
questioning my purpose for living, my words and actions
began to reinforce my life.

Here are some exercises to help you create your per-
sonal mission statement:

Summarize your life up to the present by writing your

own obituary. Then imagine reading it in tomorrow’s news-
paper. Would you like to improve on what you are reading?

This exercise may seem rather macabre, so let me
share with you the story of another person for whom it
worked quite well. His name was Alfred Nobel.

Although another Nobel brother had died, the news-
papers accidentally printed Alfred’s death notice in their
obituary section, remembering him chiefly as the inven-
tor of dynamite.

But Alfred did not want to be remem-

In founding Toastmasters International Y el hered solely for the creation of somethin
g Toastmasters International,  What's your mission ~ Pered solely for 8

he created an organization that assists the that had contributed so much death and
individual in mastering his or her own m l|fe our mayhem to the world. So he set out to cre-
destiny. ’ y ate a mission statement that would allow
Do yvou remember the first speech you - him *o be remembered as someone who
ever gave at your Toastmasters club, the purpDSE flJI' hemg H had added to people’s lives. After writing

Ice Breaker? It took courage to take that

critical first step. But once you had done so, you were on
your way toward minimizing your efforts and maximiz-
ing your returns through Toastmasters training.

STEPS TOWARD A STATEMENT

My own mission statement evolved as a way of dealing
with the chronic pain that resulted from the 1982 para-
sailing accident. I began by asking myself, “What is my
purpose for being?” Slowly my mission started to dawn
on me, until finally I had developed it into the following
statement: “I promise each and every day to share the
miracles I have found in this greatest of gifts called life -
not by changing the world, but by fine-tuning it for my

¢ -

down his thoughts and sharing ideas with
friends, he discovered a new focus for his life.

Today the Nobel name is associated throughout the
world with those who contribute to humanity through
literature, science and the promotion of peace. One hun-
dred years after his death, Alfred Nobel is remembered
every year during the awarding of the Nobel Prizes as a
man who promoted achievement rather than destruction.

As a variation on the first exercise, imagine yourself

lying in a coffin. Look up and see those who know
you. As objectively as possible, listen for their words and
thoughts — the report card of your existence. As you listen
to your life’s report card, ask yourself these questions:
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Am I happy with what I am hearing? Did | become a
better person in their eyes? Did I make the world a bet-
ter place to live? Did I go far enough along the path
toward fulfilling my mission statement?

Many of us have done things we recognize as errors
and choose not to repeat. It can be that way for you, too.

Talking to yourself is healthy - when you speak

in affirmations! Repeat the following sayings to
yvourself throughout the day - they will help you focus
on your mission statement:

® “] have a purpose and mission in life.”

B ‘] am the master of my destiny, and my mission is
my guide.”

B And here’s one for you to fill in: “My mission in life
isrtoi.

GOALS MAKE YOUR MISSION A REALITY

As you develop your mission statement, use your goals to
expand and reinforce it. For some people, a goal might be
to attain wealth; for others it is to have a close-knit family
or to develop themselves intellectually or spiritually.
Objectives that are life-affirming to you and those around
you will reinforce your purpose and help
vou focus on your mission statement.

Your goals are the stepping stones in
making your mission statement a reality.
As you achieve your goals, they give your
life conscious choices and the joy of
knowing you are headed in the direction
you have chosen.

After my accident 1 was in chronic
pain and began using food as a replace-
ment for the pleasure physical activity
had once given me. But by the time [ had put on 90
additional pounds, I realized that one of my goals would
have to be the acceptance of pain. Once 1 understood
this, I began working on other aspects of my lifestyle.
For example, | started to learn about nutrition, exercise
and my mental abilities. I began to make small changes
in each of these areas, and gradually an awareness of my
mind-body-soul connection developed, allowing me to
uncover my purpose for being. The key was to use my
goals — some stretching over many years - to help my
mission statement evolve.

LESSONS LEARNED FROM MY CHILDREN

My son, Alan, loves people. Since he was a toddler, he
has been determined to make new friends at every
opportunity. One day 1 was walking behind him as he
rode his bicycle. We came to an intersection. He said,
“Daddy, I know all the kids who live in that direction, so
let’s go the other way and make some new friends.” We
did and sure enough, he made new friends. At the age of
five, he had already started to define his own goals.
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“I discovered that
the best way to
change the world was

to change myself.”

Then there’s my daughter, Stephanie, who was
labeled as learning-disabled at an early age. One day her
teacher met with my wife and me to discuss various
areas needing improvement in our daughter’s education.
Her classmates, for example, all could count to 100, but
Stephanie either could not or would not.

We devised a plan. Stephanie was getting an allowance
cach week and obviously would appreciate a larger one.
An arrangement was made whereby she could increase
her allowance up to the point that she could count.

Each Friday Stephanie sat with her mother and start-
ed counting before getting her allowance. Very little
additional help was given, except practice on counting
the numbers beyond the point where she got stuck. At
the beginning, her allowance was 50 cents. But by the
end of seven Fridays, her allowance had to be capped at
$2.00! Now she considers herself a mathematician as
well as many other things.

A MISSION STATEMENT AND “BITE-SIZED" GOALS

Here’s a goal-setting exercise: Take a specific dream or
wish you have that is positive. Make a picture in your
mind of a specific outcome that motivates you. Make it
bite-sized — that is, make it attainable and realistic.
Then track your progress as you head
toward your goal. You'll be surprised
how quickly you will get there. More
importantly, you’'ll discover how your
goals reinforce your mission statement.

Beginning with my mission statement
and the reinforcement of goals set out by
the Toastmasters Communication and
Leadership manual, I earned my CTM,
served as Area Governor and wrote my
first book — in just one year! My club
speeches, in fact, were my means for testing the ideas
that showed up in my book.

Toastmasters turned out to be a great testing ground
for my newfound insights into life. Slowly and patiently 1
spent the year achieving my individual speech goals and
cultivating my mission statement. Finally, in the summer
of 1994, I used the speeches from my first year in
Toastmasters to write The Ultimate Power: How to Unlock
Your Mind-Body-Soul Potential. Much of the book, in fact,
is based on my Ice Breaker speech, relating lessons from
my near-death experience back in 1982,

Toastmasters helped me to discover my reason for
being and to use goals to reinforce it. So take advantage
of all the opportunities your Toastmasters club has to
offer, and don’t forget to share your club with others. It
will help you unleash your Ultimate Power! (T
Ken Vegotsky, CTM. is a ‘member of New Horizons Club
312-60 in Toronto, Ontario Canada. He's a professional
speaker and author of The Ultimate Power: How to Unlock
Your Mind-Body-Soul Potential.
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Tl Honors Dedicated Employee

Connie Kull Serves 30+ Years

® She loved winning first place in her high school’s
annual speech contest. Still, Connie Espinosa had no idea
that the business of public speaking would play such an
important part in her life.

Then, soon after graduating from business school,
Connie interviewed at Toastmasters International’s Home
Office on 8th street in Santa Ana, California. She was
hired on the spot.

The next day Connie met her fellow
Home Office employees — all eight of
them - and their supervisor, Toast-
masters Founder Dr. Ralph Smedley.
She still speaks reverentially about Dr.
Smedley, remembering him as “a kind
and friendly man who always was
open for changes.”

Her first job was coordinator of new
clubs. The years went by, and Connie Kull
- formerly Espinosa — took time off to
raise three children: Kathleen, Susan and
David. In 1966, however, she was back to
stay, this time in the Membership Records
Department making address changes on
stencils - real “horse and buggy days,”
according to Connie, since the stencils
that once inked her hands blue have long
since been replaced by computers.

Now, 30 years later, Connie works
in the Marketing Department as Senior
Order Clerk. One of her most important tasks is to pur-
chase materials not produced in-house. And many
Toastmasters who call World Headquarters will recognize
Connie’s voice since she - along with two other clerks —
handles all Supply Catalog orders.

“It’s been a great journey for me. And it hasn't ended
yet. [ hope my son David will continue it,” Connie says.

All three of Connie’s children have worked part-time
at World Headquarters, and David now carries on the
family tradition in his job as full-time Conference Co-
ordinator. His admiration for his mother and Toastmas-

Terrence J. McCann

Senior Order Clerk Connie Kull and
Exccutive Director Terrence McCann

ters International is apparent: “She instilled in me the
value of doing something worthwhile, meaningful and
productive.” For her part, Connie says, “I am really grate-
ful that the organization has helped my family so much.
We have been given such a great opportunity here.”

The secret to Connie’s popularity with Toastmasters,
vendors and her now more than 50 coworkers lies in her
helpful, upbeat attitude. “It doesn’t hurt in the least for
me, in my corner over there, to go just
a little beyond what you're required to
do,” she says. Thirty-plus years at
World Headquarters have given
Connie the unique opportunity to
watch Toastmasters International grow
into the world’s preeminent public
speaking organization. And through-
out it all, the company’s position of
“members first” has remained the
same. “I think that's why I'm so fond
of the place, because everybody's so
super nice,” she says.

Reminiscing about all the changes
she has seen, she remembers Executive
Director Terry McCann's first speech to
the employees 21 years ago: “He said
what he was going to do with
Toastmasters — bring in more educa-
tional programs, increase membership
and give members the best possible
service — and | just sat there thinking, ‘Yeah, right!” But it
came to be because he's a man of action. He was deter-
mined to change Toastmasters for the better.”

Connie's creative side comes out in her leisure time. “I
would rather garden than do anything else. And I love to
watercolor. Flowers, that's my passion.”

What about the future of her workplace? Does she
have any suggestions for improvement? “Toastmasters is
an organization that constantly researches better ways to
meet member needs. No, they are doing just fine without
any suggestions I may have!” (T
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By Shirley McPherson, ATM-B

Speechcraft to Revitalize

THE TOASTMASTERS INTERNATIONAL SPEECHCRAFT PROGRAM IS A
great tool to recruit new members or to start a new club.
But let me suggest to you that Speechcraft can be a shot in
the arm for your club members, even if your club has been
around for years. My experience with three clubs in three

different “life stages” convinces me that all Toastmasters
clubs need to “put on” an in-club Speechcratt periodically.

What is Speechcraft, you ask? Toastmasters Interna-
tional’s Speechcraft program is an educational experience
during which club members focus on developing effec-
tive public speaking techniques. It can be conducted in
four, six or eight sessions. An effective in-club Speech-
craft replaces the regular club meeting for the entire time
period. To be successful, all club members - experienced
as well as new - must commit themselves to the
Speechcraft program. While everyone understands how
Speechcraft can benefit new Toastmasters, the benefits to
experienced Toastmasters and the club as a whole may
not be as obvious.

My home club, NBD Talk of the Tower Club 8442-11,
dedicated two months worth of meetings in 1995 to
Speechcraft. Our club had been in existence since 1991, so
we should have been a model club. But during our compa-
ny’s two-year merger and conversion period, we had been
happy just to keep the club going. Standards had definitely
fallen at our club. To reverse that trend, the club’s executive
committee launched the Speechcraft program. Experienced
Toastmasters presented educational talks on such topics as
protocol, using gestures and organizing speeches — and all
of these were manual speeches! We heard from members
who had not presented a prepared speech in more than a
year. In addition, six new members completed Speechcraft,
and one of them will soon complete her CTM. The whole
experience was perceived so positively by the members that
the club resolved to do a Speechcraft every year.

Last year, Indianapolis Club 385-11 celebrated its 50th
anniversary as a Toastmasters club. Many of our members
have been Toastmasters for more than 20 years, have
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achieved DTMs, and are accomplished
professionals. Seldom was a manual
speech presented at a club meeting,
except by the occasional new member.
Standards were rigidly maintained,
and the meeting format was never
allowed to deviate from the model. We
launched a Speechcraft in September.
To recruit new members for the Speechcraft, we promoted
our club by publishing a brochure, announcing our
Speechcraft class in the local community newspaper and
advertising locally with posters. Preparing for and hosting
the Speechcraft has reminded our long-time members of
the second reason to remain in the organization - to share
their skills and knowledge with newcomers. Committing
ourselves to a successful Speechcraft has revitalized this
group of Toastmasters.

Circle City Club 1947-11 is a community club where
member participation had waned. Meeting attendance
averaged four to six. Assignments were regularly given the
day of the meeting, sometimes at the beginning of the
meeting itself. Club leaders recognized something had to
be done or the club would die from lack of interest.
Hosting a Speechcraft galvanized the officers into action.
The Vice President Public Relations created a promotional
pamphlet. The President called on some area businesses to
recruit participants. The Vice President Education planned
an eight-week Speechcraft program, forcing members to
plan ahead and schedule Toastmasters just like any other
business meeting. Now, well into the Speechcraft, the club
has accepted six new members. More importantly, atten-
dance at the weekly meetings has soared. This club is
experiencing a rebirth through Speechcraft.

Is your club ailing? Have standards fallen? Is it hard to keep
experienced Toastmasters enthused and involved? If these
symptoms sound familiar, I can recommend a cure that can
revitalize your ailing Club: Put on Speechcraft programs! (T}

Shirley McPherson, ATM-B, is a member of NBD Talk of the
Tower Club 8442-11 and the Indianapolis Club 385-11 in
McCordsville, Indiana.



The following listings are
arranged in numerical order
by district and club number.

ongratulations to these

Toastmasters who have
received the Distinguished

Toastmaster certificate,

Toastmasters International’s

highest recognition.

Robert E. Wagner, 2531-3
Tom Dennis, 7242-4

Shirley Daniel, 5252-6
Conway Stone, 5104-11
John E. Brown, 810-14

Faye Pirnay, 1411-14
Kshama A. Kakade, 8331-14
Lillian M. Johnson, 1345-18
Denise V. Fitzgerald, 2929-18
Corinne M. Stewart, 738-21
Kathleen F. Steece, 3808-22
Ronnie Mask, 3109-23
Karen P. Booker, 8913-27
Joan Weldy, 2815-29

David Corlett, 736-33

Lisa L. Zumpft, 2628-33
David J. Haberman, 7836-38
Jacob A, Nickel, 450-42
Arlene Jorgenson, 8990-42
Linda F. Doerfler, 1875-44
William Buck, 4588-45
Emmogene James, 3188-46
Julia E. Porowski, 9679-46
Laura A. Kopulsky, 2900-52
Yong Elias, 7663-52

April Renee Lauper, 2386-56
Karen Ann Monsen, 4555-56
Jessie Johnson, 5811-56
Subash C, Khanijow, 5304-57
Ronald V. Barredo, 3930-63
Frank Horne, 6548-63
Marian Lamanna, 5659-65
Roy W. Saxman, Jr., 3423-66

Jay Fischer, 7137-2

Barbara J. Hawk, 2961-3
Patricia Krueger, 4385-3
Kenneth R. Garber, 888-5
Craig H. Koontz, 6398-5
Douglass C. Evans, 8043-5
Jerry Balisteri, 8262-5
Michael Shumacher, 3726-6
Victorin J. Ruhland, 3932-6
Nathaniel H. Randall, 51-8
Stan Cottrell, 3412-14
Theodore C. Wood, 1686-18
Cleon C. Babcock, 9704-19
Jean ]. Babcock, 9704-19
Steven A. Van Dyke, 8727-20
Gerry Benner, 4071-26
Joseph P. Thompson, 5349-26
Paul Gormly, 6633-26
Christine Larson, 3925-32
Stanley A. Hammer, 7342-32
Gail §. Patterson, 6150-33
Mike Wilson, 7634-33

Albert E. Jabs, 843-37
Adrianna Lavell, 6065-39
Richard J. Schwartz, 4541-47
Ania Rust, 7570-50

Donald P. Johnson, 5665-52
Mary Ann Milam, 2702-54
Sue Dulaney, 6482-56
Norma Jeanne Bennett, §454-56
Donald L. Giberson, 7976-60
Kai A. Sorensen, 8535-62
Betty S. Richardson, 1719-63
Gail Perry, 4574-64

Richard C. Alt, 5123-65
Helene Buckman, 880-70
Janice Attrill, 2176-72

AT Bronz

ongratulations to these
Toastmasters who have

received the Able Toast-

master Bronze certificate

of achievement.

Richard C. Clark, 3327-F
Charles Poirier, 6851-F
Dale W. Botts, 3921-1

Martin K. O'Toole, 266-14
Glenn Shiveler, 148-16

David Walatka, 1746-18

Opal L. Current, 671-19
Linda J. Terpstra, 6271-19
Randy Keehn, 894-20

Ragon D. Kinney, Sr., 4013-23
Anne M. Thompson, 2429-26
John C. Gridley, 651-27

Dara Esfandiary, 8907-27
Darlene Van Tiem, 573-28
Karen K. Fleischer, 5996-29
Roberta A, Wisnosky, 4893-33
Bill Stull, 6083-33

Kay Collis, 9847-33

Rosa Maria Oviedo Rabago, 3467-34
Jose Angel Zuazua, 7158-34
Kim Jones, 77-36

Florence G. Printis, 5309-36
G. Earl Hill, 962-37

Adrianna Lavell, 6065-39
Leon L. Brandon, Jr., 9040-39
Geoff Cooke, 7449-42

Eddie Payne, 7432-44

Anita Bentley, 6487-45
William D. Tighe, 9719-45
Frances C. Okeson, 9679-46
Terrence J. Smith, 2459-48
Harold M. Wolf, 968-49

Karl Hartronft, 6577-50

Ania Rust, 7570-50

Martha Duncan-Hodge, 9019-50
Augustine Lee, 2086-51

Laura A. Kopulsky, 2900-52
John D. Chauvin, 1710-53
Gwendilyn S. Sawyer, 127-54
Patricia T. Justice, 5556-56
Raymond Borrego, 7580-56
Kathy Thompson, 8524-56
Fernando Turegano, 8687-56

Victoria Swinburne-Kennelly, 5407-61

Wayne M. Berry, 3264-63
Richard L. Randolph, 3930-63
Connie L. Gilliam, 6548-63
Troy Kinsel, 6548-63

Jo-Anne McDowall, 1419-64
William H. Scott, 5659-65
Nora Nunnery Smith, 3351-66
Elizabeth Treacy, 2982-70
Dianne Vecchiet, 9627-70

Alison Leslie Palmer Turrell, 7298-71

Charles Bertram Davies, 2176-72
Patricia Anne Griffin, 2176-72

&

i

Peter Bibb, 724-U

Howard F. Gibson, 724-U
Kazuhiro Nomura, 2244-U
Frank Thorogood, 3230-U
Frank Walsh, 3995-U
Yoshikazu Kawakami, 6995-U
Marcy Huber, 7404-U

Gil J. Gonzales, 36-F
Heather Goss, 1927-F
Eddie |. Scales, 4836-F
Richard Dean Friesen, 5270-F
Joan Virginia Allen, 5410-F
Calvin Harris, 5643-F
Harry A. Thomas, 7631-F
James K. Harris, 7631-F
Richard G. King, 9591-F
Michael Kadrmas, 212-1
Shari Kimmel, 743-1
Michelle N. Matt, 4419-1
Elise Dee Beraru, 5983-1
Oraetta R. Minor, 6264-1
Susan Dexter, 7933-1
Audrey M. Davison, 252-2
Jean Zoet, 626-2

Marlin Hendricks, 626-2

T. Dennis George, 813-2
Caron M. O'Leary, 1258-2
Paul Freeman, 4401-2

Dan Fine, 5538-2

Jay Fischer, 7137-2

Janette A. Gann, 499-3

Jay S. Alagia, 4770-3
Lauren DeVuyst, 5597-3
Kenneth J. Hansen, 5858-3
Cheryl Dumpert, 9006-3
Annette Verna, 9258-3

Jan M. Zingerman, 9258-3
Charles Kliewer, 3476-4
Gerard M. Falzon, 6645-4
James R. Taylor, 851-5

Alan Leo Sczepaniak, 888-5
Adriana A, Knoblauch, 895-5
B. David Manela, 1112-5
Mohammad Sammak, 1112-5
Robert A. Beeler, 2335-5
Robert M. Melotti, 2955-5
Darlene Boyd, 4130-5
Edson Ellsworth Campbell, 4155-5
Jordana Carroll, 4356-5
Patricia Phillips, 4356-5
Shelley Berman, 4405-5
Don Gragg, 5528-5

Gail Lynn Hubbard, 7129-5

Jay Fischer, 7137-2

James T. Wilrich, Jr., 1771-4
Walter F. Nelson, 4014-4
Jeffrey L. Lipscomb, 2340-5
Mike Gurda, 679-6

Krista Hellekson, 1696-6
Donna Goodman-Herron, 5480-7
Alfred Cummins, 618-9
Pamela A. Peterson, 7285-9
Michael John Bayne, 1348-12
Steven R. Posey, 4397-12
James Merrylees, 7213-12

Patricia Bleha, 7129-5

Rita A. Pauling, 134-6
Becky Gervais, 1601-6
Carren Hayek, 5582-6
Richard Lee Peterson, 6042-6
Scot D. Prichard, 8194-6
Marilyn J. Mason, 1019-7
Kay Betton, 2978-7
George Stonecliffe, 3681-7
Jane M. Meyers, 5442-7
Michael Vossen, 6421-7
Prem Dhanesh, 7558-7

ongratulations to these
Toastmasters who have
received the Able Toast-

master Silver certificate of
achievement.

ongratulations to these

Toastmasters who have
received the Able Toastmas-
ter certificate of achievement.

Jack Wood, 3921-1

Betsy Chivers, 522-U
Robert W. Opple, 2211-2 ;

Teruo Horie, 583-U
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Dan Siegel, 9025-7

David H. Jamieson, 9579-7
(Mary) Lois Brazil, 525-8
Lynn Hawk, 817-8

Mary Faith Russell, 1229-8
Charles W. Richardson, 1957-8
Lavona Virgen, 3979-8

Joyce P. Kelly, 4043-8

Ronald C. Kautzner, 4587-8
Mukunda B. Shrestha, 5196-8
Myrna J. Coleman, 9643-8
Anita Janis, 154-9

Chip Larson, 1760-9

Pat Richmond, 4968-9

John D. Kerezy, 1790-10

Ron Ambrosia, 2020-10

John R. McCarty, 3315-10
Denis John Hessoun, 9027-10
Judy Wilson, 9728-10
Connor E. Price, 42-11
Michael R. McEvers, 53-11
William R. Hibben, 666-11
Nila J. Miller, 6208-11

Paula Mae Johnson, 8898-11
Barbara Jo Wilson, 130-12
John Lundin, 929-12
Terrence J. Brown, 1041-12
Deepak S. Ubhayakar, 3810-12
Margaret T. Mendyk, 7213-12
Robert E. Humphreys, 2255-13
Glenn ). Augustine, 1779-14
Cindy D. Gilyard, 2037-14
Mary Tarin, 2195-14
Charlotte Scott, 2275-14
Eddie L. Stiles, 3027-14
Walter C. Green, 111, 3592-14
Phillip V. Smith, 4465-14

Jo Albert-Hill, 4636-14

Sylvia A, Tyler, 4636-14

John Kiehlbauc, 4865-14
Claudia M. Douglas, 5051-14
Thomas W. Martin, 6056-14
Patricia R. Hennessy, 7109-14
Rick Smith, 7598-14

Steven Karl Voige, 7598-14
Carlen L. Johnson, 8180-14
Joy N. Bennett, 8352-14
Margaret Anderson, 8359-14
Gail Simmons, 8661-14

Mary McGee, 8661-14
Rhondalon Crawford, 8779-14
Danille M. McConaughey, 9130-14
Wanda K. Nunnery, 9403-14
Richard W. Landau, 9798-14
Heli Tellervo Hunsaker, 3531-15
Robert L. Smith, 7051-15
Darryl Sinclair, 3031-16
Vera J. Smith, 5467-16
Edward A. Thamke, 5063-17
Patricia Pines, 1746-18
Charles K. Mills, 2045-18
Richard Forchheimer, 2562-18
Janet Lee, 2061-19

Richard A. Bren, 2094-19
Charles Goodman, 3135-19
Lloyd 1. Sandbulte, 3135-19
Jeanne F. Hunt, 6271-19
Lynn C. Petz, 6673-20

Daniel W. Sharp, 8727-20
Ellinor T. Ueland, 800-21
Brandy Courvoisier, 2743-21
Maxine C. Gilbert, 4598-21
Bill Verchere, 5052-21

Alva Wu, 6246-21

Alayne Allen, 8316-21
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Ruby Eileen Wiedeman, 8§394-21
Dugald Christie, 9412-21

Milly Fredrickson, 1009-22
Stephanie A. Mefford, 1439-22
Sandra J. Campbell, 7812-22
Sylvia Sandoval, 2534-23
Alexander B. Filuk, 6360-23

Bill Olver, 8807-23

Christopher M. Wahle, 8807-23
Connie Chavez, 9391-23

Su Perk Davis, 1800-24
Dorothy Dixon, 2218-24

M. Jean Albrecht, 2742-24
Irwin Goldenberg, 2747-24
Wanda Essex, 2788-24

Marilus L. Baehr, 5329-24
Cynthia Eberspacher, 6169-24
Mary Studier, 6981-24
Charlotte M. Endorf, 8111-24
Lisa M. Zentz-Zager, 9662-24
Katherine Ann Mitchell, 5286-25
Anna L. Doll, 7160-25

Ronald R. Bland, 7882-25
Claude W. Van Horn, 798-26
Lois G. Dunn, 1671-26

Twain Dean West, Jr., 2977-26
Anton L. Jacobs, 3044-26
Cathy Pyrek, 4643-26

Bryson Dean, 4814-26

Ira E. “Gene” Putman, 4923-26
Hugh M. McAweeney, 5481-26
John A. Keeran, 5481-26

Ronda Kinsey, 6347-26
Walter |. Everhart, 6347-26

Ted T. Buchanan, 6397-26
Gayle Perron, 8358-26

Peter W, Webb, 1795-27

Judith J. Thompson, 3308-27
Frank DiBartolomeo, Jr., 8532-27
Karen P. Booker, 8913-27

Kerry P. Potter, 9678-27

Diana L. Warren, 2357-28
Dorothy Schmidt, 3054-28
Ronnelle G, Payne, 4506-28
John Matthew Johnson, 6556-28
Van Allen, 6803-28

Isiah D. Martin, Jr., 7055-29
Gerald L. Phillips, 2447-30
Elizabeth M. Lympany, 4888-30
Caroline Gatten, 7401-30
Kathleen Hassan, 675-31
Angela Tomaccio, 4114-31
Peter K. Carruth, 7434-31
Michael E. Green, 9906-31
Kristen Reed, 4681-32

David N. Larsen, 4785-32
Annie M. Schlesinger, 8135-32
Sidney A. Olson, 813532
Charles Dixon, 2295-33

Kelly Brown, 2295-33

Jack D. Nelson, 3508-33

Heidi Roundy, 4260-33

Burt Henson, 5575-33

Gail S, Patterson, 6150-33
David R. Dowell, 6708-33
Vernon K. Sevre, 670833
Shirley Laibson, 9758-33

Carlos A. Tijerina Gutierrez, 5837-34
Rene Nahle Aguilera, 9684-34
Daniel F, Striebel, 173-35
Charles T. Stevens, 4046-35
Linda Elias Biggar, 1260-36
Brenda F. Jennings, 3594-36
Mary Elizabeth Paschall, 3594-36
Nancy A. Hey, 3740-36
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Lucinia Mundy, 5309-36
Michael E. Rampersaud, 7617-36
Fran Pruet Breece, 1835-37
Bruce Roberts, 2812-37

Mary Robinson, 3095-37
Robert D, Clark, 6429-37
Robert Longo, 6429-37
Virginia Moseley, 1524-38
Askia Abdussalaam, 2677-38
Giselle Lleras, 6280-38
Josephine H. Staley, 197-39
Lorna Zink, 215-39

Andy Sedillo, 456-39

Peter Vacura, 2192-39

Mike Mirmazaheri, 2370-39
Cathy Sloan, 3943-39

Anne King, 5014-39

Anne Bowie, 5420-39

Judy C. Gaston, 5739-39
Robert B. Wagner, 7674-39
Theodore R. Coleman, 257-40
Lynette Oh, 747-40

K. David Griessmann, 870-40
Stephen E. Boger , 1108-40
Susan H. D'Aoust, 2869-40
Donna L. Calendine, 3500-40
Jay G. Elkes, 5093-40

Sharon D. Nolen, 7083-40
Mary Angela Lamb, 9541-40
Ralph G. Bush, 3258-41
Rhonda Van Den Eykel, 4018-41
William F. Baker, 450-42
Heather Bell, 2344-42

Robert Hemingson, 3430-42
Murray James Gordon, 5107-42
David deMontigny, 6131-42
Sheilah Tennant, 8091-42
Dave Theriault, 9287-42
Laura D, Jernigan, 6903-43
Irving R. Deihl, 7304-43
Shirley C. Kyles, 7579-43
Turner A. Cariker, I, 1875-44
Kathy Castonguay, 4219-44
Dagmar Poteet, 8674-44
Joseph R, Martinez, 9011-44
Sandra Vonniessen, 897-45
Norma A, Tyler, 2559-45

Rick Harris, 3119-45

Roger Moreau, 4588-45
Shirley Kelly, 5382-45

C. Jaime James, Jr., 7673-45
James A. Thompson, 840-47
Alie Weber, 1066-47

Howard T. Lee, 3674-47
Johnny L. Johnson, 3674-47
Buddy Guest, 5390-47

Pat Tsotsos, 6273-47

Lynette Y. Halter, 6861-47
Dorothy H. Clary, 7327-47
Victoria M. Aitken, 7719-47
Robert Koch, 8838-47

Paul J. Krol, 512-48

LaJuana Davis, 2482-48
Randy Clark, 2482-48

Charles McKinney, 345-50
Raymond ]. McQueen, Jr., 1190-50
Oscar Bennett Jones, 1721-50
Debbie Wildrick, 1783-50
Stephen Russell Burgess, 4015-50
William O. (Bill) Adams, 4015-50
Laura R. Hartronft, 6577-50
Betty Jordan Boynton, 7274-50
Hee Kee Meng, 1759-51

Aziz Mustajab, 3253-51

Leah Shirokoff, 434-52

Bridgett D. Patterson-Felder, 613-52
Terri Candelario-Oates, 5522-52
Lisa Mayback, 633-54

Diana M. Durham, 5012-54
Lynette Redington, 7063-54
George Alberto Salazar, 745-56
William |. Murray, 839-56
Robin Marie Byrd, 877-56
Gene Willard, 4256-56

Joan Easley, 4818-56

Marsha Provorse, 4948-56
Sharon Sarles, 7219-56

Rich Owen, 7616-56

Douglas W. Blaskowsky, 8350-56
Janis L. Markwalter, 8368-56
Kevin Kilgore, 8368-56

Patrick L. Gavin, 9148-56
Lewis A. Taber, 182-57

Steven F. Blair, 182-57

Peter Corona, 362-57

Jennifer Gardner, 890-57
Paula Langager, 2704-57
Frank Santos, 4762-57

Elaine Wilson, 6476-57

Joan Trimble, 8886-57
Charlotte Ann 1. Fitz-Andrews, 1830-60
George Glasbergen, 1940-60
Sophocles Katsademas, 4189-60
Betty Wong, 4618-60

Daniel L. Abraham, 4618-60
Mirko Manojlovic, 8277-60
Marlis Lindsay, 9911-60

Paul Wurtele, 2273-61
Marilyn Oprisan, 2827-61
Jean-Luc Leterme, 3679-61
Pierre Potvin, 8861-61

Karen Margaret Jones, 477-62
Timothy Paul Kohlitz, 477-62
Andrew Jerue, 1344-62

Lee Lebbin, 4380-62

Donald R. Pahl, 5116-62
Robert L. Fournier, 9870-62
Charles E. Chambers, 802-63
David H. Dudley, 802-63
Baker Goodman, 1298-63
Baxter Hood, 3004-63

Dale Davis, 3264-63

Miriam L. Land, 3753-63
Cindy Kubica, 5276-63
Carolyn D. Lawson, 5711-63
Frank Horne, 6548-63

Mel Brown, 7142-63

Carley E. Thomson, 313-64
Lila M. Larson, 5919-64

Jean Marie Webb, 7194-64
Dennis Krueger, 5460-65
Frank Morris, 1011-66

Penny D. Miller, 3184-66
Frank Santoroski, 3633-66
Patricia C. Bryant, 5746-66
Ronnie C. Hickman, 7003-66
Phillis Booker-Lowe, 2306-68
Ronald Brown, 2455-68

Rene P, Messina, 7494-68
Angela H. Stokes, 8855-68
Esther Penns, 8855-68

Kevin James Ryan, 106-69
Robert (Bob) John George, 2589-69 I
Dayrelle Abbey, 3050-69 |
Dorothy Bullock, 3796-69

Arthur Robert Carter, 5096-69

Ivan Schultz, 6024-69

John William Muller, 7645-69

Peter Robert Weallans, 7645-69

Jack Van der Zwan, 9686-69




Dot Newland, 2130-70

Denis Timothy Burke, 2274-70
Donna Barbara Alabanza-Regalado, 2274-70
Jill Sykes, 2274-70

Elizabeth May Tinham, 2893-70
John Ball, 3180-70

Angela Couvalis, 3445-70
Margaret Hawrylciw, 3445-70
Andrew Skopin, 4450-70

Heather Anne Stimpson, 6204-70
Donald R. Creed, 7577-70
Barbara Hill, 7886-70

Cherrilyn McLean, 9691-70
John Clements, 1292-71

James Bragg, 5461-71

Erica Bargman, 7298-71

Owen Murphy, 7365-71

Dennis Goodlad, 8471-71

lan David Morris, 1866-72

Lyn Harris-Hogan, 1988-72
Glenys Single, 3047-72

Pauline Mary Lane, 3047-72
Kathy Goodman, 3183-72
Sheila Hailstone, 3514-72

Gary J. Fraser, 4338-72

Roger |. Hurley, 4594-72

Lynne Lusty, 5493-72

Graeme David Nye, 7482-72
Peter Hill, 7868-72

Velma Knight, 7868-72

Glenn Gibson, 4731-73

Carol Kaye, 9345-73

Sharon Jacqueline Schutte, 1228-74
Vaughan A, Rautenbach, 1324-74
Robin Peter Harris, 1347-74
Brian Swart, 1590-74

Bernard Eric Botha, 4125-74
Brian Christopher Tite, 5729-74
Liz Fenton, 5760-74

Melody Grace Llarena, 6804-75

55 years

Amarillo, 211-44

50 years

Wenell, 435-6

Towne Club 443, 443-10
Asheville, 436-37
Greensboro, 439-37
Assiniboine, 419-64

45 years

Town & Country, 402-20
Capitol, 422-32

Madison, 173-35

Great North Stockton, 64-39

40 years

Caesar Rodney, 2297-18
Lewiston & Auburn, 1741-45
St. Petersburg, 2284-47
Mason-Dixon, 2186-48

Alfa Econchati, 2313-48
Podium, 2303-60

35 years

Los Gallos De La Bahia, 3400-4
Ellsworth Park TM’s, 2745-30
Keynoters, 3390-35

25 years

Thunderbird, 325-3
American States Ins., 2691-11
Goddard, 3496-36

Arlington, 892-47

Bay of Quinte, 2057-60
Whangarei, 1666-72

Earthsave North Orange, 2565-F
I-5, 3091-7

Torchlighters, 2942-16

Toast O Town, 2094-19
Farmland, 3355-22

Farmers Insurance Grp., 1445-26
Dynamics Research Corp., 3638-31
Early Risers, 2448-42

Greater Tyler, 393-50

Westside, 1136-65

Times-World, 1146-66

15 years

Crusaders Club, 4763-U
“Danube Sparrows,” 4766-U
Hill Talkers, 2372-5
Crescent City, 3506-11
Cranbrook Phoenix, 1911-21
Chicago Heights, 3648-30
Downtown, 1145-44

I0L, 1610-60

Energizers, 477-62

10 years

Sunjet, 1806-U

F.R.B., 4928-8
Weatherford, 4963-25
Loudoun, 5154-27

Calgary Commerce, 2583-42
Cactus Country, 3482-42
Aces, 4434-46

Highnoon, 6482-56
Statistics Canada, 3279-61
GN Collaborators, 6483-61
High Noon, 4784-65
Milford, 4298-72

 Mew Clubs

Last Frontier, 766-U

Palmer, Alaska

ICF Chiba, 8446-U

Funabashi City, Chiba, Japan
HRC Talking Heads, 8107-1
Torrance, California

Mercer Island, 951-2

Mercer Island, Washington
Above and Beyond, 9096-3
Glendale, Arizona

Social Services, 7464-5

San Diego, California

Water Masters, 9000-5

San Diego, California
AdVANtage, 5351-6

Eagan, Minnesota

ProSource, 8854-6
Bloomington, Minnesota
Warrensville Word Wizards, 7350-10
Cleveland, Ohio

RPS Quality Coaches, 8028-13
Moon Township, Pennsylvania

PIA, 3309-14

Atlanta, Georgia

S.S.T.AR, 103-18

Baltimore, Maryland

Associated Black Charities, 9272-18
Baltimore, Maryland

Talk of the Town, 8302-22
Kansas City, Missouri

Woodward, 2507-26

Fort Collins, Colorado

Northern Piedmont, 311-27
Warrenton, Virginia

Parsons Presenters, 4653-27
Fairfax, Virginia

Free Spirits, 5160-27

Reston, Virginia

South Shore Soliloquy, 5541-31
Kingston, Massachusettes

Next Step, 7633-33

Ventura, California

Renovacion, 2183-34

Queretaro, Oro, Mexico

Piramide, 7516-34

Matamoros, Tamps, Mexico

Toast USS, 2416-36

Silver Spring, Maryland

Leaders Among Leaders, 8060-36
Landover, Maryland

Marriott's, 8573-36

Washington D.C.

Professionally Speaking, 4521-38
Jenkintown, Pennsylvania
ALLTEL Riverside, 4988-43

Little Rock, Arkansas
YMCA-Hoboken, 6101-46
Hoboken, New Jersey

Western Monmouth, 6522-46
Freehold, New Jersey

Business Undergraduate, 4278-47
Gainesville, Florida

Brandon, 5264-47

Brandon, Florida

Speak Easy, 6005-50

Dallas, Texas

EY’S Young Guns, 8853-50
Dallas, Texas

BMCC, 2830-51

Bukit Mertajam, Penang, Malaysia
Federally Speaking, 1751-52

Los Angeles, California

Capitol Avenue State Employees, 8330-53
Hartford, Connecticut

Rantoul Area, 6855-54

Rantoul, Illinois

Y-Not, 1277-56

Austin, Texas

Levi's Challengers, 4429-56

San Antonio, Texas

Toasted Shells, 5768-56

Houston, Texas

Wave Masters, 5304-57

Fremont, California

Husky, 8652-60

Bolton, Ontario, Canada

Owosso Fireside, 8916-62
Owosso, Michigan

Great Smokey Mountain, 7790-63
Sevierville, Tennessee
Professional Leadership University,
3174-65

Binghamton, New York

Cayuga, 4998-65

Ithaca, New York

Downtown Portsmouth, 1036-66
Portsmouth, Virginia

NSU, 5492-66

Norfolk, Virginia

Environmentally Speaking, 4234-68
Baton Rouge, Louisiana

BrunZwick A.M., 1748-69

Brunswick Heads, NSW, Australia
Broadwater, 6408-69

Southport, Qld., Australia

Conquest, 579-70

Lithgow, NSW, Australia

Shannon, 29889-71

Shannon, Co. Clare, Ireleand
Northern Stars, 7907-73

Salisbury Plains, South Australia, Australia
talk@cebu, 4188-75

Cebu City, Philippines

Ralph C. Smedley
_Memorial fund

Contributor

Nora Toastmasters Club No. 1183-11,
in memory of Will Chappell

Past International Director Renate E.
Daniels, DTM, and Fred Daniels, Jr.,
in memory of Gilbert W. Smith, DTM,
International Director 1976-78

Professional Speakers Toastmasters
Club No. 9-F, in memory of Durwood
English, DTM, International President
1977-78

Professional Speakers Toastmasters
Club No. 9-F, in memory of Past District
Governor Art “Santa” Hays, DTM

Mary Rinnert, in memory of Sheldon
Hayden, International President 1940-41

Donald H. Lamore

DPIC Companies, Inc.

District 21, in memory of Bjorn
Bjornson, CTM

Past International Dirctor Ned E.
Wallace, Jr., DTM, and Dr. Ann F.
Wallace, ATM, in memory of Will George,
DTM, District 58 Governor 1993-94

Sharon A. Friedman, in honor of Past
District 3 Governor Lee P. Wagner, DTM,
and her continuing, dedicated work on
behalf of Toastmasters International

Toastmasters of La Jolla Toastmasters
Club No. 895-5

Contributing Club
Centennial Toastmasters Club No. 313-64

Associate

BHP Toastmasters Club No. 5389-73

Tampa Toastmasters Club No. 181047,
in memory of Bob Barker, ATM

Warren C. W. Chee, DTM

Mt. Helix Toastmasters Club No. 126-5,
in memory of Durwood English, DTM,
International President 1977-78

Samuel Villa, in memory of Durwood
English, DTM, International President
1977-78

Past International Director Mary
Margaret Dockendorff, DTM, in
memory of Thomas G. Bintliff, DTM,
Accredited Speaker
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‘| |ou’re an important
< | piece in the puzzle that

makes up your Club’s
membership. Toastmas-
ters come from all walks
of life, and each brings Q
valuable contributions to your

Club. Adding new members will

improve your Club.

Yes, you can sponsor 5, 10, or 15 mem-
bers! It may sound challenging, but think
about how many people you know.

Start by inviting a neighbor, friend,
or coworker to your next Club meeting. You
enjoy the meetings — so will they! Use your
credibility to come up with other ways to
reach people. For instance, ask your employer
to put a flier in with the paychecks next time.
Start contributing to your Club’s success now.

B A Complete the Puzzle pin is your
recognition for sponsoring five new
members. Your reward is the satisfac-
tion of seeing the new members
improve while the Club benefits.

Gnmple

6.

e

the Tuzzle

B Add 10 pieces to the puzzle
and receive the Gold
Star pin.

B A Toastmasters neck-
tie or Ascot scarf
goes to those sponsor-

ing 15 or more mem-
bers.

Don’t wait — get involved now!

From July 1, 1996 through June 30, 1997, the
Complete the Puzzle membership program
challenges you to bring new members into
Toastmasters. When you sponsor members, you
may qualify for the awards listed above. Con-
sult your Club’s copy of the Membership
Programs Flier (Catalog No. 1620) for details
about this and other membership building
recognition programs. From Prospect To Guest To
Member (Catalog No. 108) is a “how to” booklet
that takes you step by step through the recruit-
ing process. Three copies of each of these items
are available to your Club free of charge from
World Headquarters every six months.
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