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'Ah, but a man's reach should exceed his grasp, or what's a Heaven for?"
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The Compleat Speaker
e Preamble
e A Review of the Basics
e Outlining a Speech
e On Writing a Speech
e Speaking With Style
e An intormative Speech
e A Convincing Speech
e The inspirational Speech
e Using Humor in Your Speech
e Motivating the Audience
e The impromptu Speech
• Special Occasions, introductions,

Awards
• Include the Visual Dimension
• Reading a Speech
• Watch Your Words
• On Moderating a Panel
• Handling Contilct Situations
• Rodlo-TV interviews
• Communicating on the Telephone
• Communicating in a Meeting

Communicate What You Think
• SpeokWIth Strength and Effectiveness
• Creating the Message
• One idea at a Time
• Don't Underestimate Your Audience
• Aim and Hong Loose
• Speak In the Language of

Your Audience
• Keep Things In Order
• Preparing a Talk
• Visual Aids
• No Small Parts
• Stay Tuned tor Feedback
• Who Do You Think You're Talking To?
• Like Your Audience
• Controlled Relaxation
• Keep it Clear
• Speak From the Other Side
• But Are They Buying?
• On Ploying Tennis
• On Preparing a Meeting
e How to Make a Speech

In two outstanding cassette ^
series, Earl Nigtitingaie
reveals iittie known secrets
of effective communication
— tlie keys to success
in any endeavor.

Unleash
Vour
Speaki
Potuer

The Compleat Speaker. . . A rich, comprehensive cassette series
offering beginning and advanced speakers insights for hondiing
eveiY possible speaking assignment.

Communicate What You Think - A fact-filled audio program thatj
show you how to transmit your message without sacrificing meanii
or intent. . . how to persuade others to agree with you. . . how to
overcome the fear of facing an audience. . . AND MUCH MORE!
jhese timeless messages from Earl Nightingale, the master of moti'
tion will help you develop a winning speaking style. Each series
features six cassettes covering 20 vitally important subjects. Just se
a cassette daily, listen carefully to its message and then practice!
concepts. There's no better place to do it than in a Toastmasters G
meeting. J
TTo^^sters international

P.O. BOX 10400, SANTA ANA, OA 92711
Yes, please send me set(s)ofCOMMUNICATEWHATYOUTHINK(2
Member price: $36, Non-member price: $50
Cremittance must accompany order)
Yes, please send me set(s) of THE COMPLEAT SPEAKER (241)
Member price: $40, Non-member price: $50
(remittance must accompany order)
Please odd $2 shipping charge Inside the United States, or $2.50 for shipment to Canada
Mexico, and overseas. (California residents add 6% sales tax.)

. is enclose□ I prefer to pay now. My check or money for $
□ I am a Toastmaster, Please bill me in the amount of $_
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The pinnacle. The top of the heap. Life moves
fast, and the demands to achieve sometimes
seem overwhelming. But wasn t there a time
when each of us took pleasure in striving for
seemingly impossible dreams? That s what
self-development is all about: Reaching
beyond our grasp for challenging, fulfilling
ggnlg — and achieving them. Each article in
this special issue o/The Toastmaster
points to roads leading toward constructive
self-development, the kind Robert Browning
had in mind when he wrote the famous words
on this month's cover.
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clearly and concisely; to develop and strengthen the.r leadership and P throughout the world. The first Toastmasters club was
hemselves. Toastmasters International is a non-profit, educational ,030 and incorporated December 19, 1932. This
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Lets ]ck I Over

The Pursuit

of Personal Growth
It's the greatest self-improvement organization in the world! It's the one

place a person can fully develop his or her communication and leadership
skills. After attending only one or two club meetings, Toastmasters areable to
stand before any group — no matter how large — and speak with confidence.
We've all heard the above statements, and most of us have

quoted them. That's the sales pitch that has motivated
thousands of individuals to join Toastmasters. Each of them
came to our organization with a different set of goals, but all
share one basic purpose: self-development.
This growing process is exemplified by the novice Toast-

master who is anxious to learn and explore his or her potential.
Constantly striving, this individual learns by absorbing
information from educational manuals and fellow members

and by applying those lessons in a variety of speaking
situations. To the novice, an icebreaker is a challenge, a starting
point toward bigger and better achievements. At first, giving a
speech or presiding over a business meeting seems like an
insurmountable task. But — gradually — the once self-
conscious member finds exhilaration in taking command of a
previously frightening situation. Motivated by success, he or
she hungers to reach higher, to grasp greater achievements.
That's self-development.
Most of us have opportunities for growth all our lives. But as

Toastmasters, we are especially fortunate because we have a
unique opportunity to learn by doing. Toastmasters doesn't just
tell you how to speak effectively or how to be a good leader.
Our educational programs are designed to guide you in
discovering and cultivating your own strengths and talents.
Toastmasters provides a supportive, stimulating learning
environment; the rest is up to you.
What Toastmasters offers is vital to the process of self-

development, no matter what your goals are. In the club
setting, you find encouragement, inspiration and competition
to keep you motivated even when you aren't progressing as
fast or as well as you anticipated. It's a place where you can

make mistakes without being defeated by them; you notoJ
receive constructive feedback telling you how to improve,yJ
also are given a chance to try again. Self-development is, ah
all, a learning process. In Toastmasters, that processj
immensely rewarding because the learning is shared .
growth is not only recognized, but applauded.
We are expected to grow in many different ways throughd

our lives. When we're young, our parents want us to gn[
straight and tall and to be healthy — physically and mentaj
Our teachers want us to develop our minds, to think i
reason. And today, we are even being encouraged to usei
imaginations and develop fantasies because dreams are reJ
tomorrow's realities. To succeed in every phase of growth!
must have the ability to understand and to express ourselvl
Without that ability, we cannot expect to reach our potenJ
That's why Toastmasters is so important. By helping!
become better listeners, better thinkers and better sped
Toastmasters gives us the best possible chance of becomin|
that we are capable of being.
Toastmasters represents one of the most important stej

my personal ladder of self-development. It has improveij
understanding of myself, the world and the people aroundl
and it has made it possible for me to help others
understand themselves. Toastmasters has made the proceJ
self-development an exciting adventure for me, and itca
the same for anyone who accepts the fact that the only wJ
continue learning is by doing, and the only way to reachi
potential is to make the pursuit of growth a life-long endeil

Eric K. Stuhlmueiler, DIM, International Presideil

THE roAsm



Spread the Word About Toastmasters!
Toastmasters can lead you to greatness. And that's no secret.

So why not tell everyone about it? Starting today —
with these appealing promotional tools...

367-368. New Tl Posters. These

eye-catching works of art will
help you get your message across
quickly and eloquently. Two sizes
available. The smallest (367), is
11"x 14". The color scheme is

navy blue and white and there's
.space for your club's name, meet-
ingtimeand place and phone
number. Set of 10; $2. The large
red, white and blue poster (368) is
22" X 17" and comes with a

plastic stick-on brochure holder.
Set of three: $4.

99-101. New Brochures. Toast-

masters has completely revised
its promotional brochures, giving
Ihem an attractive design that
complements the new posters.

The new brochures include

Reach Out For Success (99),
which tells prospective members
what Toastmasters is all about;
Join Us For Success (100), which
includes statements from promi
nent persons who have been

helped by Toastmasters; and
Speak Up and Get Ahead (101),
which is tailor-made for company
clubs that want to promote their
programs within their organiza
tions. Clubs may request up to 25
of the above brochures at no

charge. Additional copies are 2
cents each. Contact World Head

quarters' order department for
details on quantity prices for
orders of 1000 or more.

You Can Be
A Success

You Can Be
A Success

A
fe w

267, Communication Achieve

ment Award. Now your club can
honor a local dignitary for out
standing communication achieve
ments and gain valuable publicity
althe same timel Comes com

plete with a handsome award
plaque ready for engraving and a
helpful "how to" booklet with
valuable tips on who to select,
how to present the award and
how to gain the needed publicity.
$15.

363. Highway Sign — 22". Fea
tures the Toastmasters emblem in

weatherproof paint with reflect
ing Scotchlike "T." Provides an
excellent way to publicize Toast-
masters — and your own club —
in your community. Pre-drilled
holes make this sign easy to
attach. $15.

376. Membership and Extension
Slide Presentation. This unique
40-slide show provides a great
way to introduce Toastmasters to
acivic group, business associa-
lion or prospective club. The
show comes with professionally
prepared slides and a script
booklet. $15.

377-378. TV, Radio Pubiic Service
Announcements. Let Earl Night
ingale work for you! These 30-
second television and radio pub
lic service spots will go a long
way toward making the Toast-
masters program better known in
your community. Information
sheets with tips on how to use the
tapes are included. Television
spots (377), $25; Radio (378), $5.

169-370. Tl License Plate Frames

md Bumper Stickers. Carry
foastmasters with you wherever
(ou go... or give these popular
terns as gifts. Let everyone know
low proud you are to be a Toast-
naster. License Plate Frames

369) sold only in sets of two —
!2.50, plus $1 postage and ban
ning (U.S.). Bumper Stickers
370) come in sets of two — 70
ents each.
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384. Official Club Meeting
Plaque. White plastic plaque, 10"
square. This attractive plaque
makes an effective promotional
tool to hang in restaurants, audi
toriums, business rooms . ..

wherever your club meets. In
cludes pressure-sensitive decals
for posting the day and hour of
your meeting. $3.50.

WEONESOAV nOOa

he 1978 Supply Catalog for more promotional Ideas. When ordering, add 20°k postage and handling for all Items unless otherwise Indicated, f California residents
iVasales tax.) Be sure to include your club and district number with your order. Send to Toastmasters International, 2200 N. Grand Ave., P.O. Box 10400, Santa Ana,
2711.
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A Catalyst for
Better Health
Thank you for your March article,

"Creative Health; The Holistic
Approach."

It covered many phases of healtti
improvement. Any person desiring to
find areas for his own improvement
certainly has a place to begin research.

I was familiar with many of these
items and practice some of them. The
12th approach of "Fletcherizing" was
the most revealing. 1 immediately put
this into practice. 1 wonder how my
stomach has tolerated the previous
situation for so long. I'm proud of the
benefit I've gained and the feeling of
improvement it has given me.

Jim Brewer

N. Little Rock, Arkansas

How to Get Publicity
into Local Newspapers

For the most part, 1 found Dorrine
Anderson Turecamo s article Be
Your Own Public Relations Expert"
of value. However, as city editor of a
medium-sized daily newspaper, 1
encourage Toastmasters to take a
second look at some suggestions
concerning the press.
The press is an important vehicle to

building a positive image. Why create
an adversary relationship by behav
ing like a distrustful, publicity-crazed
pest?

Instead of "insisting" on seeing
anything written about you before
publication, as the author suggests,
why not let the reporter know you
are available if there is a need to
double check facts or verify a quote?
Many reporters would be more likely
to take you up on the offer if you let
them know they won't be imposing
on your time.

Instead of submitting a one- or
two-page press release to the local
editor every time you speak, accept
an award or appear as a guest, why
not do some checking beforehand? Is
your host planning to handle the
publicity? And what are the "ground
rules" at your local paper concerning
this type of news? Ask the editor
beforehand, not after your two-page

release appears as two paragraphs in WayPC'S InSplratlOn
the newspaper. This letter is being written

B
This letter is being written

rian Cooper

Quincy, Illinois

Improving Your Image
1 take exception to your May cover

illustration of what a person should
look like to be his own public rela
tions expert. A lot of us old fogies
are still turned of f by a man who has a
drooping mustache and long hair. Of
course, he will be a hit with all those
of similar attire.
One aspect of public relations left

out of the article was the need to
remember names. Like most others, I
have great difficulty in this respect,
but 1 work at it. In 1964,1 was elected
a lieutenant district governor over a
much more qualified man because 1
knew so many members.

Steve Ogden
Ashland, Kentucky

The Duke's Power
As a Communicator
My initial reaction to the John

Wayne article was somewhat similar
to that of reader Leon Mitrani
("Letters," May issue). 1 said, "Why?
He wasn't a Toastmaster." Then 1 did
what Toastmasters are supposed to do.
1 listened. T'listened" to the man John
Wayne was. 1 realized he belonged in
the magazine. And probably more so
than some others. If reader Mitrani
wishes to give an evaluation of Mr.
Bell's article, he is free to do so. But to
say the Duke doesn't belong in The
Toastmaster is to say Toastmasters
don't belong in America!
John Wayne stood up for this

country. He spoke out about patriotism
when it was not very popular to be
patriotic. He risked his career in
doing so. He spoke out about people in
politics, supported those he respected
and said so. Very risky for an actor. He
communicated his position. Clearly. He
stood up and was counted when
many of his peers carefully avoided
doing likewise. If he doesn't belong in
The Toastmaster as an example of a
communicator, who does?

Thomas McKerlie

Santa Ana, California

to tel
you how seriously 1 disagree withth(
comments of Messrs. Mitrani ant
Thomas in your May 1980 issue
regarding the earlier article on John
Wayne.

When I first joined Toastmasters,
your magazine bordered on being a
complete waste of the reader's time
— full of cute, superficial articles ol
no practical value. More recently, thi
quality has improved. Not only an
there frequent incisive articles onthi
various aspects of preparing ant
delivering speeches, but there an
also thought-provoking pieces of
related subjects.

W.G. Sutcli

McLean, Virgini

Defending the Hero
Replying to the May letters quei

tioning the propriety of Mr. Bell
February cover story about Joh
Wayne, Mr. Mitrani of New Yor
insults the intelligence and judg
ments of the magazine and its readei
with his unfounded pronouncemei
that, "Hero-worshipping is an adole
cgnt state. . . . What does this Si
about all those hero-worshippii
New York Yankee fans? Are th
"emotionally unhealthy ?1 think n(

Also unfounded and complets
inappropriate was Mr. Thomas coi
ment, "You have institutional^
dumbness. . . ."

The audacity of these two gent
men's comments doesn't deser
space in our fine magazine. Th(
pusillanimous negativism does
great injustice to a patriotic Americ
who gave hope and courage to otl
cancer patients. And wasn t it
John Wayne-American that ourG
gress authorized the striking o
first-of-its-kind gold medal?
Mitrani and Thomas can t relateJ(
Wayne's contributions to leaders
and communication, perhaps i
they, not the Duke, who are disp
ing a proclivity to "dumbness.

Gene Dr

Gatlinburg, Tent
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Five steps to expand
your opportunities for growtti.

1 Action Plan for Self-De¥ek}pment
by Coroi Schneider

M he emphasis on action in our
J achievement-oriented society
■ may help us reach our goals, but

nalso be a negative force that
ttions us to judge ourselves and
!rs solely on the basis of perfor-
ice.When that happens, we tend to
;et that what we do is not as
ertant as who we are. If we could

spthat most important concept, our
erience of life would evolve into the

itsatisfying journey to be known,
hen 1 was in the convent as a

lan Catholic nun, I loved to sit

era wonderful old oak tree and

ider the thought that "God made me
jet nothing out of me." I am already
feet, a perfect essence, just as every-
else in the universe is. The only
iblem is that we just don't know it.
ace our need for value judging and
mparing ourselves against one an-
iker.That comparison process is self-
ifeating because it makes us feel
dated from those whom we believe

better than we are as well as those

bseem inferior. It doesn't make

Biseto feel alone in a world made for

yrenjoyment and enrichment. How
in we allow ourselves to miss out on

imuch?

Overcoming Negativity
The wonderful gift of words is meant
irthree purposes. First, words are
leant to heal, second to hiess and third to
Kper. So often, we have used words in
lays that don't serve those purposes,
nstead, we have been negative, judg-
liental and fearful, thus limiting our
larticipation in life.
For true self-development to occur,
eemust grow up and out of the
legative, judgmental, fearful limita-
ions we have placed upon ourselves,
ocombat the fear and negativity we
avelearned and reinforced in our-

elves through our own words, we
«ust turn back and examine all of our

eliefs, all that we have been taught,
(hatever we believe, we will attract to
urselves. For example, those people
iho continually speak of disease often
iccumb to it, whereas, those who
peak of health, goodwill and peace
equently find these things in them-
ilves and bring them about in others.
When you fail to take the time to
ramine faulty cultural beliefs that
eepyou from becoming all that you
rere meant to be, you limit your

%Y1980

personal and professional expansion.
However, if you create space within
yourself for more unfolding and enjoy
ment of life, you will progress swiftly in
your career as well as your personal
development.
The truth is that there is nothing else

to do in life but self develop. "Be
transformed by the renewing of your
mind," says the New Testament.
Remember, we get what we believe.
Plan to act as you would like to attract.
A feeling of opulence or success must
preceed it's manifestation.

Steps to Growth
Your action plan for self-develop-

We must feel good
about ourselves as well

as our occomplishiments.

ment should include the following
steps:

• Affirm — Think and speak posi
tively and affirm that you are fulfilling
your true purpose in life. Acknowledge
the fact that nothing can hinder or
delay you if you are determined to
reach your goals. Do this every day.
This affirmation will build your self-
esteem and give you the confidence to
reach your full potential.
• Actualization — As you affirm that

you are progressing toward your self-
development goals, consciously evalu
ate how you look, feel, act and react.
Nothing ever happens in your world
without first having appeared on your
screen of consciousness. You initiate all

action, first by conceiving what you
desire and then by consciously creating
an image of your objective. Your sub
conscious mind, always sensitive to the
mental suggestions and visual images in
your conscious mind, receives these
pictured impulses and instantly goes to
work to make your mental image and
desire a reality.
• Meditate—Meditation is a unique

opportunity to develop a high degree of
concentration. Meditation can help you:
— See clearly what you want and

where you are going
— Be more yourself
— Enjoy the process of self-develop

ment

— Expand your potential
— Reduce tension

Meditation provides an opportunity to
listen to yourself without the noise and
other distractions that are often around
you. Remember that life is first an
internal process before it becomes a
successful external process.

• Read—Every day, acquire new
information that will help you expand
your awareness and develop a more
positive outlook on life. There has been
much written on a variety of subjects
that will help you, but you must take
time to read the material. It will be time

well invested, I recommend the follow
ing books: Essays on Self-Esteem by L.S.
Barksdale, The Game of Life and How to Play
It by Florence Scovel Shinn, Path of Action
by Jack Schwarz, Joys Way by W. Brugh-
joy, M.D. and The Experience of Insight: A
Natural Unfolding by Joseph Goldstein.

• Body Therapy and Exercise — Mental
and emotional patterns are intimately
related to patterns of movement and
expression in the body. Restricting
images of ourselves and our capacities
build and reinforce patterns of physical
tension and rigidity. Body therapy and
exercise free you for radiant, vigorous
and full self-expression. Investigate
body therapy and exercise programs in
your community. I also highly recom
mend the book Fit or Fat by Covert
Bailey.
As you explore these five steps, re

member that self-development is most
successful when pursued as a group
effort. I meet with a group of friends
once a month to meditate, communicate
and share an informal meal. We offer

each other genuine interest and en
couragement. We all need the love and
support of friends. It makes a difference
in how we grow. With friends, self-
development will never be laborious.
Instead, you will find it of such absorb
ing interest it will seem like play. ̂

Carol Schneider is founder
and director of Talking/
Listening/Communicating
Seminars, a San Francisco

j firm serving major cor
porate institutions. A
popular public speaker,
Ms. Schneider also leads

seminars for the American Management
Association.
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How self-discipline, courage and enthusiasm
advance self-development.

WHEN
DO YOU
STOP

GROWING?
by Dorrlne Anderson Turecamo

I  l\

Iere 1 am, 56 years old, and I
still don't know what I want
to be when I grow up," Peter

:ker, a leading management scien-
iaid a few years ago. According to
an relations experts, most of us
growing by the age of 16, leaving
195 percent of our potential un-
loped. Afraid to risk failure, ex-
; the unknown or be "different,"
ationalize our stunted growth with
ses like:
"1 just don't have the time. . ."
"1 should have done better, but I
! this problem. . ."
"If only 1 were more aggressive. . ."
"I'm just not as creative as Bill. . ."
"If you only knew what I've had to
up with!"
n we allow fatigue, discourage-
it, resentment or frustration to let
Ettle for mediocrity.
!hen my children were toddlers, I
ited an "I Grow Up Stick" so they
Id measure themselves each day.
stick reached to an amazing five
. if they had stopped growing at five
, it would have been disappointing,
they continued to develop as adults
ause they had learned that being
5wn up" doesn't mean you've
,y)980

reached the limits of your potential for
growth.

I began to understand the meaning of
"thinking as though you were born
tomorrow" when 1 moved to New York
City several years ago. Between job
interviews, I went to a party, leaving
the two enormous scrapbooks that held
the highlights of my life's achievements
(including awards, work samples, press

There are no limits
to what you con do
If you'll only stretch.

releases and letters of recommendation)
in my room at the New York Hilton.
When I returned three hours later, they
were gone. Weeks of sleuthing by the
hotel management, police and friends
bore no results. Years of hard work and
achievements had been erased.
"You might as well give up," I told

myself. But then 1 thought, "If past
achievements are all you have to go on,
if you have nothing to offer today, you

can't be worth much!" Losing those
scrapbooks might have been one of the
best things that could have happened to
me. It taught me to begin each day as a
new born babe. It made me realize that 1
had to learn to "stretch." As clinical
psychologist Bob Dorn says, "There are
no limits to what a human being can do
if he'll only stretch. People are fantastic,
beautiful organisms."

Walter Hoving, chairman of the
board of Tiffany & Co., is recognized as
a man who will never settle for less
than the highest quality — regardless of
the consequences. He says, "Your ad
versities sometimes do more good for
you than your successes." Tragedies
such as illness, the death of a loved one
and the loss of a job have led many
people to a new mission and fulfillment
in life. Forced to grow in another
direction, we unearth potentials that
might have been buried forever.
Through necessity, many people have

amazed themselves by discovering
talents and strengths they never
realized they had. The film Joni tells the
story of a champion swimmer who lost
both arms and legs in a diving accident.
This remarkable young woman is now
a famous artist who draws by holding a



pencil between her teeth. Crises have
transformed me into a square dance
caller, a camp cook, a legal secretary, a
Flamenco dancer, a seamstress and a
chicken farmer. How about you?

There's a lot of truth in the adage
that "the only difference between a
grave and a rut are the dimensions." As
insurance actuary tables on retirees
have proven, when people stop growing
and striving, they begin to decline men
tally and physically.
One of the chief reasons for the

generation gap is that as we grow older,
most of us begin to suffer from harden
ing of the attitudes. How long has it been
since you've challenged your own
limits? Could you secretly be afraid of
your own potential?
When we keep ourselves overly occu

pied with meaningless diversities, we're
protected from having to face the fact
that we're stagnating. ("Me thinks he
thought he was busier than he was,"
says one of Shakespeare s wise old
men.) Along with these bad habits,
could your environment, overprotec-
tive parents or even some of your
friends be stifling your growth? Per

tend to allow the constraints of apathy,
fear of failure or "common sense" to
slow us down to a point at which we re
using only a fragment of our talents
and energies. Some lose sight of the
overall picture and begin to grow lop
sided, like the tree in the forest that
only gets the sun from one side. They
throw all of their energies into only
one area and let the rest of their
potential starve. They are people such
as the mechanical genius who can t
spell, the accomplished dancer with no
knowledge of current affairs, the eco
nomics expert who neglects his physical
health. Although we can't all be Albert
Schweitzer or Leonardo Da Vinci, some
balance of physical, mental and spiritual
development is healthy.

Historian-philosopher Will Durant
suggests that anyone concerned with
self-development should read one of
the world's greatest books each month.
Other means of growth include reading
about current affairs, exploring one
new subject each month (through a
magazine, a trip, a visit to a museum),
becoming actively involved with a spe

cial interest organization, taking
courses and participating in seminal
How often do you expose yourself t
different types of music, art, drama,
dance and design? Do you view evei
new acquaintance as a possible frier
Two habits that will help you feel
vibrantly alive are maintaining a do
relationship with at least one teenai
who is considered "with it" and kee]
your body in top physical condition
through regular participation in sp(

Accepting New Challenges
Albert Einstein, the greatest phyi

of all time, used to tell people he die
think of himself as a genius; he was
tenacious, he'd say. Once he concei
puzzling idea, he would stay with i1
10 years or longer until he finally
worked it out. This pursuit — the
chase, as in courting — is often mo
fun than the winning of the prize.
"A productive purpose is a psych

logical need — a requirement of ps;
chological well-being," says Nathai
Branden.

"We don't teach acting," says Mc
Law, director of Boston University

haps you are restricting your oppor
tunities for growth by failing to explore
the unusual because an inner voice is
telling you, "Forget that silly idea!
Grow up." This attitude is the greatest
squelcher of enthusiasm known to man.
It creates people like the man who sighs
every morning and says. Oh, well!
Another day, another dollar." It's an
attitude that leads to desperation. It's
the approach to life that anthropologist
Margaret Mead was rejecting when she
said she hoped she would never grow
"P-

Stretching Beyond Limits
Few of us are really satisfied with

being spectators. We'd all rather be a
driving person that one who is driven.
Three keys will help you give up your
security blanket and uncover your
potential; self-discipline, courage andeniliu-
siasm. With these exceptional tools, you
can make stretching a way of life. Only
you can stop your growth.

It takes everything we have — includ
ing emotional commitment, intelligence
and will power — to reach our potential
for growth. It's much easier to settle for
mediocrity. But when we fail to push
ourselves — or underestimate our abili
ties _ we put brakes on our develop
ment, denying ourselves the rewards of
growth. The more we learn, the more
we're able to learn. So instead of setting
goals, why not establish a new lifestyle
in which goals are transcended by a
constant effort to go beyond limits?
Man's potential is as infinite as his
ideas, and we find fulfillment only to
the extent that we use those ideas.
When we're very young, we have

great dreams and no doubts that we will
reach them. But as we get older, we
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A Yardstick for Pfersonal Achlcvcmen
by Howard E. Hill

• The first law of creative think-
ing is movemeni. Do you practice some
form of idea building every day?
• Do you read from "cover to

cover" each issue of the leading trade
or professional magazine in your
field?

• Do you read at least one good
book each month related in some
way to your work?
• Do you participate in a local

trade or professional organization
identified with your work?
• Are you always on the lookout

for new and better ways to do your
job?
• Do you make it a point to meet

and maintain contact with leaders in
your field?
• Do you make it a point to take at

least one refresher or advanced
course related to your work each
year?
• Do you have a strong inner

drive aimed at some definite accom
plishment in your work?
• Have you set up a blueprint of

step-by-step advancement you
would like to achieve in the next five
years?
• Are your sights raised above

and beyond your present capabilities
so that every day is a challenge to do
a better job?
• Have you set aside time each

day when you will be undisturbed
you can concentrate on the proble
that have developed in your work
• Are you fully aware that con

scious, affirmative effort applied t
your life every day is the real key i
your personal progress?
• Do you have a hobby or outs

interest that encourages the usei
some creative effort on your par1
• Are you convinced that the

habit of doing things you know
ought to be done noio is one of m
levers that can move creative tV
ing into action?
• Do you take the pains to v

ize your objectives and commil
main points to small cards to c
with you as a constant remind
your goals?
• Have you developed a sei

humor to cushion the little se
that are bound to come in eve
living?
• Do you clip news items a

magazine articles, jot down ri
ences and make notes of gooc
as you are developing a creati
project?

Howard E. Hill, a veteran Toastmt
the author of 29 books, including k
Think Like a Millionaire and
Rich and Nine Magic Secrets
Life.
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K"we merely help a potential
Svelop." A well-known Broad-
■ectoronce said, "If an actor tellspeat enthusiasm, that he finally
character down pat, I fire him
spot. He has then stopped
ig."Even a character in a play
orever continue to develop. To
King satisfied is to confess the
ess of our aspirations. Even ifpresenting the same speech for
th time, it should never be
it of as a repetition, but as a re-

he other hand, change doesn t
arilymean growth. We have all
lajack-of-all-trades who feels he
mplishing something by dabbling
ly endeavors and excelling in
ig. It's much more exciting and
ling to excel at something you
onvinced you couldn't do. My
jiination to learn to swim at the
'23 motivated me to take the
ning course three times. (I was
ied of putting my face under-
.)When I finally passed the begin-
equirements, I was so ecstatic
went on to the intermediate
;s, diving and, finally, life-saving,
lering my fear of water has long

;h conquered goal
moke your next
illenge easier.

LWtorlPtiW
For Toaslmaslers, BusinessBanqueteers, or anyone who has to taiK.
A„up.,o.«.minu.e.op.a,^

JOKES UN-LTD.
1357 Miller Drive. Dept. 0-8. Hoiiyvi/ooti. CA 90069

Listen
Cassette tapes featuring
□ Psycho-Cybernetics

by Maxwell Maitz

□ How I Raised Myself
from Failure to Success
in Selling by frank Betlger

Each only

$9.95 SEd
Make checks payable to:
Success Tapes
Dept. TM7
70 E. Howard
Eugene, OR 97404

and succeed
condensations of best-sellmg books.
□ Think and Grow Rich

by Napoleon Hill

□ The Art of Public
Speaking by Millard Bennett

□ The Magic of Believing
by Claude Bristol

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

Address
City

□ Magicof

State. _

Thinking Big
by David Schwartz

□ The Greatest Salesman
in the World
by Og Mandino

.tapes

Zip.

Visa/M.C.*
Exp. Date _

one of my proudest accomplish-

ihave all missed opportunities for
levelopment because we lacked
or courage. In Excellence, John

!ner says, "We pay a heavy price for
ear of failure."
, Paul Cashman, one of the most
lus-minded, inventive people I have
vn, constantly nourishes his excit-
nind. Aroused by the spirit of
;rt Pirsig's Zen and the Art of Motor-
Maintenance, this University of Min-
ita professor now spends most of
ree time exploring our country by
orcycle. Another of his idiosyncra-
is the collapsible kayak he carries in
trunk of his car; it can he pulled out,
mbled and placed on any available
in 28 minutes. Cashman doesn't
w the meaning of repetition or
it. Every day, meal, person or
ught signals a new adventure to
I.

Vhen facing a new challenge, ®
lural to fear making a mistake and
pearing foolish. Remember the first
leyou tried to ride a bicycle? You
imbled as you threw your leg over
d placed your foot on the pedal. A
luple of hesitations, a little wobbling,
id you pushed the pedal down with
lor-die determination. And you fell.
kv1980

But you managed to make the wheels
revolve three or four times before youlost your balance, and your friends
were cheering you on, so you got hack
on the hike, not allowing yourself tirne
to "chicken out." After half a block of
see-sawing from one side of the street
to the other, you fell again. But you d
had a taste of the exhilaration of suc
cess and nothing could stop you now.
Nothing did. Another try or two and
you had full control of the bicycle.

Taking Chances
Every failure can be a learning experi

ence if you accept it as such. If you
hadn't tried, you wouldn't know what
you know now. Don t call yourself a
failure when you make a mistake. Just
say "Okay, so I failed this time. I'll
make it yet!" The greatest failure is not
making the attempt. You may not al
ways succeed, but with unbridled en
thusiasm, curiosity and determination,
you wi//grow.

John Dow, a Boston police captain,
announced, "I'm going to be 50 soon.
That's the age of wisdom. I feel that 1 m
going into a great new era. 1 d like to
retire from the force soon, head for
Florida and become a law teacher. The

philosophy of law has always intrigued
met;.

More than 65 percent of the great
achievements of the world have been
made by people over 60. Each con
quered goal will make your next chal
lenge easier and give you new insight
and more zest for life. A project may
seem risky, but self-development re
quires a willingness to take chances,
make mistakes, break habits arid keep
an open attitude toward new ideas andexperiences. You can stay in your sate
little corner, or you can venture into
the unknown and allow the greatness
within you to surface. Some pain is
inevitable at times, hut the three keys
of self-discipline, courage and enthu
siasm will carry you through the diffi
cult periods. Challenge every lirnit youencounter and your"! Grovv Up stick
will read, "I Keep Growing."f

Dorrine Anderson Ture-
camo is a New York
management consultant,
speaker and talk show
hostess.
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The key to a successful
learning experience

is careful homework
completed beforehand

Howtc
Manag
Yxir

Learnin
inPubfi
Semina

by Malcolm Warren

J. Know what you seek.
2. Know how much you wish to know.
3. Know how you will know you know
4. Know that the teacher will teach it.
5. Know that the teacher knows what y

how much you wish to know and hoi
will know it.

6. Remind the teacher of your desired
knowledge.

7. Know that you have learned what yi
to know.

THE TO.
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hese seven steps form a stra
tegy for managing your own
learning without relying on the

source itself to manage it. Even the
stprograms cannot be tailored to the
(dfic needs of all participants. At
irst, such programs meet only the
(dsof the instructor. In any case, if
program content has merit and if
presenters are competent and
wledgeable, the participant can gain
01 it. And what the individual gains
?ends largely on his or her own
nagement of the process.

Know what you seek. Common
use suggests that anyone planning to
irticipate in a developmental activity
ould have a clear objective. Most of
have had experience in setting learn-
|objectives. Managing your own
ninar participation begins with a
rning challenge: learning how to set
ming objectives.
.ike a task objective, a learning objec-
edescribes what will be true after

impletion of the process. We know
lateffective task objectives are specific
id measurable, and setting them is a
i in itself. Making a learning objec-
iveprecise, specific and measurable is
ften more difficult. The participant
(gins by describing what he or she
rants to learn about by focusing on
jurse content. Little is said about the

suit of attending a program. Program
rochures or other advance materials

rovide little assistance because they
bo focus on content, not results.

Participants who manage their own
arning may begin by saying they want
learn about something; then they
11 specify why they want to learn it,
w they will use it and in what
uation. For example, a sales manager

lY mo

seeking a promotion wants to learn
about financial analysis. He or she
specifies the need to use financial data
in identifying critical performance vari
ances when revising district sales plans.
A manufacturing manager who wants
to learn about motivation specifies the
need to gain improved individual pro
ductivity by training supervisors to
change performance on the plant floor.
Now the individual is describing some

of the results expected from the learn
ing experience. It would be even more
helpful to describe some way of mea
suring the result. For example, the sales
manager might want to measure the
learning by specifying the kinds of plans
to be analyzed and the types of deci
sions to be made after the analysis. The
manufacturing manager might specify
the performance improvements that

To get the most out
of a seminar, establish
specific objectives.

will result after training supervisors.
Often, one doesn't know enough

about the course content to set specific
measures. For example, the manufac
turing manager may not know enough
about motivational processes to know
what performance improvements are
possible. The next step will help.

Know how much you wish to know.
If we have a clear idea of what we want

to learn about, why we want to learn it;
how we plan to use it and where we
want to apply it, we can look at the
depth of learning we need. There are
two excellent reasons for this step.
First, it will help specify and measure
accomplishment of the learner's objec
tive. Second, it is critical in qualifying

the program. Obviously, if one must
learn enough to teach others, the re
quired program would be different
from a program satisfying a need to
evaluate the performance of others. In
the first case, the participant must be
able to transfer learning; in the second,
only to identify the performance in
others.

For planning purposes, one can define
eight levels of learning:
• Knowing enough about the subject

to describe its features, concepts on
which it is based, how it can be applied
and where resources for applying it or
learning more about it can be found.
• Being able to tell whether another

person knows enough to apply the
knowledge in a task situation.
• Being able to evaluate another

person's performance requiring the
knowledge or skill.
• Being able to manage the perfor

mance of another person in applying his
knowledge.
• Knowing enough to apply the

knowledge in task situations.
• Knowing enough to train others.
• Knowing enough to generalize

from what has been learned to apply it
appropriately in new ways or new
situations.

• Knowing enough to go beyond
what others know about the subject —
in other words, knowing enough to
"advance the state of the art."

Each level is progressively more com
plex. Levels one and two can often be
reached through a short seminar or by
reading books. Level eight can be
reached only after spending consider
able time in a variety of learning and
application situations. Few programs
offered today go beyond level four —
managing another's performance in a
given area. Some extended workshops

13

Sir

id



or experiential learning programs can
provide resources for level five — using
the knowledge in real situations. Levels
six and seven — training and new
applications — require special design
elements rarely found in publicly of
fered programs.

3 Know how you will know you
know it. Like the first two steps, this
one further clarifies the learning objec
tive by defining what to measure and
how to measure it. The easiest ap
proach is to think in terms of "Monday,
back on-the-job." The well-prepared
participant identifies on-the-job activi
ties that will use the planned learnings.
Once these are identified, the partici
pant can specify performance indicators
that measure the new knowledge or
skill. The manager who wants to learn
about motivation in order to improve
supervisor performance might identify
a poorly performing supervisor, specify
the kind of performance to be improved
(for example, scrap control) and set a
standard. Similarly, the marketing
executive might think about the activity
of listing critical variables in district
sales performance.

4 Know that the teacher will teach it.
Before attending any program, the cau

tious participant will see whether his or
her learning objectives can be met.
First, brochures are reviewed to see
whether the participant's planned ob
jectives are included in the course objec
tives or outline. If nothing in the
printed material comes close, it might
be wise to reject the program immedi
ately. If there is some similarity be
tween the brochure and the partici
pant's objectives, further checking is
warranted. A review of learning objec
tives with previous participants may be
helpful. The final check requires calling
the program manager, coordinator or
instructor. If, at this point, the program
seems promising, the registration
forms can be completed and the tuition
purchase order requested.

S Know that the teacher knows what
you seek, how much you wish to know
and how you will know it. The success
ful participant will send a letter to the
program manager with the registration
form. This letter describes the learning
objectives defined in the first three
steps and confirms the program man
ager's agreement that they can be met.
If possible, copies of the letter should be
sent to the instructor, with a request
that he or she also confirms that the
objectives can be met.
None of this is as threatening or

presumptuous as it may seem. Nearl
all program sponsors and instructor!
want to do a good job, and long-tern
success is based on participant satisf
tion. The participant's letter, sent be
fore the program begins, can help m
the program more relevant and betti
focused.

6 Remind the teacher of your desii
learning goals. The participant armi
with learning objectives and commil
ment that the objectives can be met
now ready for the program. If it is a
multi-instructor program, the partf
pant should arrive early to remind t
program manager about the agreed
upon learning objectives, to findoul
where in the program the objective!
likely to be covered and to see if the
instructors are aware of those learr
objectives.

Just in case the objectives have be
forgotten or miscommunicated, it n
be a good idea to bring a few extra
copies of the learning objectives alo
As the program progresses, thep

cipant may find that the objectives!
not being met. Others may be movi
in a different direction, or the instn
tor may have forgotten the particip
intent. For whatever reason, a remi
is necessary if the game plan isn t h
followed. This may take some courl

WANTED: LEADERS

You've built companies for others ■
Now build one for YOURSELF!

I«1

mw

Direct your own Human Development/
Professional Training Center!

Build your future providing our dynamic seminars and AV programs to individuals and
indusTril! PGI training systems get results. Results your clients can measure.
This is a prime business opportunity for a nominal investment. We continuously support
you in your independent business with:

• Home Office and field training
• Regional Support Centers
• Proven, Successful Marketing Systems

If you've ever had the desire to own a human development business you can be proud of,
call NOW for your brochure!

1-800-543-3000 (Ohio 1-800-582-1364)
(please provide your telephone number)

Performance Group. Inc., 13507 Branch View T,
Dallas. Texas 75234 214-241-0843
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ymean interrupting a lecture. It
iven involve being rude. Failure to
tain focus, however, may mean
[home empty-handed and frus-
ibecause the objectives have not
met.

jnow that you have learned what
sought to know. Continuous learn-
:hecks are necessary as the program
;resses. Is the objective being
red? Has enough been learned to
;e the "back home" applications? If

note-taking is part of the participant s
plan, it might be useful to catalogue
notes according to learning objectives.
This can provide an effective reference
for daily checking of progress. And the
notes also can suggest questions to be
asked at the next session.
The participant's goal — not the

program sponsor's or the instructor sgoal _ is to ensure that the desired
learning takes place. The more carefully
the participant checks his progress, the
more likely it is he'll get what he paid
for.

Making
Educational

Programs

Pay Off
by Robert P. Levey

Was the last educational program
you attended just another course
with a pleasant lunch and a notebook
of materials you haven't looked at
since? Or, was it the beginning of
greater personal effectiveness and
career advancement?
These programs represent hefty

time and money investments. While
the subject and the speaker have a
lot to do with the value of the
program, they are not everything.
.Another factor of equal importance
(and one over which you have com
plete control) is your ability to
"wring learning" from the experi
ence.

Following are five ways to see that
you get your money's worth;
• Don't study the recipe: taste the cake.
An audience thinks faster than a
speaker can talk. During the time
lags, there's a tendency to mentally
debate the speaker, dwell on the
exceptions to what is said and
worst of all — decide that it won t
work in my organization" (or "with
my customers").
Remember the bumblebee; noth

ing that flies is less qualified to do so,
Its wings are undersized. Its con
figuration is unsuited for flight. Yet,
despite the laws of aerodynamics,
the bumblebee flies.
Similarly, many times you hear

:'jLY19aO

something at a seminar that doesn't
"sound" as if it would work. The
temptation is to disregard it. How
ever, non tentare: non pugnare if you
haven't tried it, don t knock it.
• Give as well as take. Don t be a

back-row, arms-folded nonpartici-
pant. Sit in front; get involved.
React; respond to questions.
At my workshops, I frequently

pop questions. It's a form of brain-
storming. It rivets attentions, gets
people thinking, reacting, learning
from each other as well as from me.
It also creates lively repartee that
adds interest and enjoyment. But it
takes a responsive audience to make
it work.
• Don't be trapped by either-or thinking.
A wit has noted that there are two
kinds of people — those who divide
people into two kinds and those who
don't.

That's either-or thinking. So is
saying that what you hear at a
seminar must be implemented
across-the-board or not at all. For
example, take job enrichment. The
concept of improving the content of
a job so that it yields more intrinsic
rewards is a proven way to boost
morale, motivation and productivity.
But forcing job enrichment on some
people is as big a mistake as denying
it to others.

An obvious alternative to either-
or thinking is selective use of what you
hear.

• Have a system for taking and using
notes. Note-taking aids learning in
two ways. First, it provides you with
an external memory device (the
notes). As the proverb states, the
strongest memory is weaker than
the palest ink.
A second benefit is that it provides

a "decoding opportunity" for you to
transform the lecture material into a
more personally meaningful and
easily remembered form.

List usable ideas as they come up.
Keep them brief, so they will be legible
and will pop out at you later. Then,

Remember, the key to a successful
program is the p.irt/fipnnt's management
of learning. The seven steps of learning
management can help participants
evaluate a program on how well their
planned objectives were met, not on
showmanship, environment or in
formal discussion. ̂

Reprinted with permission from the December
19 79 issue 0/ Training, The Magazine of
Human Resources Development. Copy
right Lakewood Publications, Minneapolis,
MN (612)333-0471. All rights reserved.

convert these to a numbered list of
"action steps" with the easiest to
implement at the top.
This rank ordering is critical. In

fact, it's the secret to getting the best
results from courses. Achievement
leads to motivation. Taking one step
at a time and succeeding is sure to whet
your appetite. Starting with a diffi-
cult-to-implement idea may, if you
succeed, be more dramatic. But, by
definition, the odds are against you.
If you subsequently encounter prob
lems, or if the idea fails, or even
worse, if it backfires, the results are
bound to be discouraging, if not to
you then to those whose approval
you seek or need for future projects.
• Take a chance on change. If sfter the

program you deal with work-related
problems in exactly the same way
you did before, it will have been of
little value. It's true that change
often entails some risk. But
it's also the only way you can ever
hope to find a better way to solve
those problems and experience per
sonal growth.
A plaque in the boardroom of one

of America's largest corporations
states; "Nothing will ever be accom
plished if every possible objection
must first be overcome."
Use these concepts to wring more

learning from educational programs.
You can get your money's worth
and then some.

Reprinted by permission of the publisher,
from "AMA Forum," Management
Review, February 1979, copyright®
1979 by AMACOM, a division of
American Management Associations. All
rights reserved.

Robert P. Levoy has conducted more than
2500 management and sales training
seminars for business and professional
groups, government agencies, leading uni
versities and client firms throughout North
America and overseas. He is the author of
more than 300 articles and two books
published by Prentice-Hall, Inc.
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Conjuring up magical moments in speechmoking.

1 I\
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r\'k

by Marcus Bach

j. B ost speakers agree that the
I I truly great talks are those in
ft which communication
aches a point "beyond words."
hether you call it empathy, rapport or
nply being "on-the-beam," every
iforgettable presentation has its
agic moments of spontaneous re-
onse, a rewarding feedback of feeling.
How can a speaker create that kind
magic? An answer came to me one
ght in Hollywood's Magic Castle as I
atched Jay Ose demonstrate his
rcery with playing cards. Ose's ease
manner is superb, his power of
iception classically off-handed. His
tistry on this particular night brewed
)a mood of believability as high as the
low bills of the old masters that
oked down from the aged ceiling of
lemansion on Franklin Avenue.

During the most transcendent
agical performances, the atmosphere
icomes electric with expectation. The
iwer of suggestion gets so hot, the
ibliminal effect so high, that a super
agic dominates the scene. Jay Ose was
iproaching that peak.
As 1 studied his technique, 1 thought
my work as a lecturer and how 1
equently conjure up a bit of magic,
oments when I'm tempted to say to
eaudience, "We have just reached a
gher wavelength. We have entered a
ate of non-verbal communication!"
Such were my thoughts when magi-
in Ose asked me to think of a card,

erely tkink of one, mind you. Which 1

l/t980

did. I thought of an odd-numbered card,
and obviously did not tell Ose what it
was. Nor did he want to know. All he
did was cut the deck into three stacks
and ask me which I wanted the card to
appear in. 1 indicated stack number one.
Top or bottom? Bottom. Then he re
quested that I pick up the stack and
there before me was the seven of clubs
— my thought-of card. In answer to my
amazement, Ose said in his engaging
way, "You have the magic touch!"

"The caterpillar thinks
he's dying but he's
really being born..

I was convinced then and there that if
mental attitude works in the Magic
Castle in Hollywood, it should work
even better in the Magic Castle of Life
which, for the speaker, is the lecture
hall or wherever he or she persuades
listeners that they have a magic touch.
You need not be a magician to achieve
this. You need only recognize your
desire to communicate your deepest
convictions to your listeners with sin
cerity, truth and a technique that trans
mits a feeling as well as a verbal
message.

Turn on Your Magic
For days after my meeting with Ose,

no assignment was too difficult. His

words — "You have the magic touch!"
— became a potent affirmation that
inspired tremendous inner control and
confidence.

But how do you turn on the magic?
One way is to recognize your audience's
contemporary interest in the "un
known." Dare to enter into the field of
the unusual, especially if you have an
experience to relate that is relevant to
your subject and that makes its point.
Don't underestimate your listeners'
familiarity with and attraction for un
common phenomena. After all, most of
it is no longer uncommon.
As a case in point; Several years ago,

my wife, Lorena, and I decided to leave
the Chicago area and seek our fortune
on either the East or West Coast. We
didn't have a promise of a job or
security in either area. We decided to
"meditate on it," but nothing came
through. Finally, Lorena said, "Let's flip
a coin. Heads it's New York, tails it's
California." I agreed and tossed the
coin. It came up "heads." We both
looked at it thoughtfully. Then Lorena
said, "Don't you think we should try
two out of three?" That sounded rea
sonable, so I gave her the coin. Again it
came up "heads." We stood looking at it
and then looked at each other. "It seems
it's New York," she conceded. "It sure
does," I said and then added impul
sively, "Let's go to California!" "Let's
do," she agreed. And to this day, we've
never regretted that decision. There is
definitely a knowing within the know-
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ing if you can catch its magical depth.
A better case in point is more recent. I

have been giving lectures on "The
Challenge of Change" in which I dis
cuss life's metamorphosis, ways to meet
the impact of the unexpected, the
credibility of the incredible and so on.
When I compare life to a caterpillar
transforming itself into a butterfly,
people listen. They listen because of
their respect for nature and their
awareness of the close ecological rela
tionships in our environment.
So when I relate how, in a Mid

western classroom, a six-year-old boy
came to school with a milkweed twig on
which dangled a cocoon, the audience
responds not only with a touch of
nostalgia but a touch of magic, espe
cially when I tell them the boy laid the
twig on the teacher's desk and whis
pered, "The caterpillar thinks he's
dying, but he's really being born."

This, of course, is rich material, for
we all have moments when we feel as if

something or someone is wrapping us in
a cocoon, when we go through the
experience of change and wonder how
we can find our wings. But the story did
not end there, for when the trans
mutation took place and the butterfly
was born, the school children named

Lead your listeners
into new frontiers of

the heart and mind.

him "Monty." When the teacher asked,
"Why Monty?" they shrugged as if to
say, "If you don't know, we can't tell."

But it was when the youngsters
decided to give the butterfly its freedom
that the magic really began. They tele
phoned me in California and seriously
urged me to look for him in our garden
because, "Monty is heading west!"
We are now touching something be

yond words, and my audiences seem to
sense the magic when I tell them what
happened next. One misty, rainy night
when I approached the entrance to my
home, 1 saw a wet, bedraggled monarch
perched on the doorknob as if it was
waiting for me. I ran around to the back
door and summoned my wife, confident
that 1 would need verification for this

intriguing episode. Lorena cupped
"Monty" in her hands and took him into
the house, where he hung on a drapery
overnight. The following morning she
coaxed him onto a rosebud, photo
graphed him and watched him take
flight at the click of the shutter. The
picture became the jacket cover for my
I, Monty book, an allegory on life's
metamorphosis.

Exploring New Frontiers
Everyone, at some time or other, has

felt a magic touch or been involved in a
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serendipitous event. The hunch that
letter will arrive, the luck at the race
track, the premonition of meeting
someone who comes as though called,
the flash of ESP, the deja vu experienc
the subjective vision, the butterfly on.
the doorknob — all are attention

getters and metaphors of special
interest and appeal.

Certainly a speaker's objectives areti
avoid over-intellectualization, to pro
vide intuitive insights and to transmit
sensations of feeling instead of mere
words.

1 keep harking back to the Magic
Castle as a touchstone for reaching
through to the mind of a listener and
the heart of an audience. If you beiievi
in yourself and your art as Ose does,
you can convey that magic wherever
people are waiting to be challenged anJ
inspired by something beyond wonts.
Beyond words. That is where the

magic of communication began. It
began in consciousness. People starte;
exchanging ideas and the ideas began
changing the world. Why? Becausefc
the first time people began hearing
ideas they had secretly pondered but
had been reluctant to express until
someone with understanding enterec
their realm of awareness.

That's what empathy is all about.
People are eager to consider the seem
ingly illogical if they can find someone
who presents the subject from a iogia
point of view. The media world is too
much with us. We are relieved and

encouraged by side trips into new
frontiers of heart and mind. The ex

ploration of those frontiers is what
makes a speech magical.
Judging from current reports ontl

subject, science may well be just an
other name for magic unveiled. Relij
is without a doubt the result of the
magic of faith. Public speaking is the]
transmission of ideas through the
magic of sensory and extra-sensory
communication. What the best speal
put across to their listeners is a glim[
of new horizons with the reassuring
reminder — "You have the magic
touchl"^

Dr. Marcus Bachislii
I founder and directi>rii§
The Fellowship for

I Spiritual Understmi:i
in Southern Calijoml
leading authority on::'i
temporary religiomrr

' ments, he is one of tk
most sought-after lecturers in his field. Htc j
Ph.D. from the University of Iowa and fin j
honorary degrees from other American ««t j|
sities. He is the author of more than 20 hi» J'
based on his research into world religionsifijj
holistic healing. His most recent iioniU, Mr
— an allegory on life's metamorphosis-
obtained by writing to Dr. Bach at BoxSd
Palos Verdes Estates, CA 90274.
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Are we preparing people for o reality that will not be there?

Most organizations pride
themselves in showing you
how they develop their peo

ple through a process of selection,
training, education and assignments to
eventually fill top managerial and pro
fessional jobs in their organization.
Large staffs administer these programs
and much money is spent in training
and education. Even more energy is
expended by those enrolling in these
programs who are trying to fill in the

Career Developineiit;

PREI^RING
ROUND
PEG/
FOR

/QUARE
1-IOI.E/
by Leonard Ackerman

appropriate blocks that will allow them
to fill in more blocks that will make

them more competitive for further ad
vancement and development.
Whether it is industry, government

or university, those at the bottom are
always trying to ascertain what tickets
are needed to get to the top. Choice
assignments, particular education or
training or publication in a prestigious
journal may be important steps up the
ladder of success.

SO

Career development has been almost
universally accepted as the epitome of
managing an organization's human re
sources. And yet this writer has some
grave misgivings not only about the
effectiveness of these programs but in
the underlying philosophy and its impli
cations.

Do we know what skills, knowledge
and experiences will need to be devel
oped during the next 10 to 30 years? I
think not. History has shown that
technological innovation has far ex
ceeded our ability to control and man
age it. We are constantly faced with
after-the-fact management. One has
only to look at the utilization of com
puters in contemporary organizations.
The majority of our sophisticated com
puters are currently being used as
glorified accounting machines, spewing
out payrolls and inventories, hardly
ever working on the complex problems
they were designed to deal with. And so
we run courses for executives designed
to give them an understanding and
appreciation for computers and what
they can do for managers. But it's too
late! How can we expect individuals
who have gotten where they are, based
on a totally different way of doing
things, to feel other than distrusting,
threatened and inadequate when faced
with something they really don't under
stand?

Where are those individuals

who were being developed 20 years
ago to meet the challenges of change?

They're exactly where
they are supposed to be;
unfortunately they are
not equipped in terms of
knowledge and, at an even

more basic level, in terms of under
standing or appreciation of change im
plications. They are where they are
based on past knowledge, skills and
experience. We have taught them tech
niques that have already outlived their
time spans rather than having prepared
them to develop new techniques and
methods for future problems brought
on by a technology of which we have
only a small inkling.
Does this mean that education, train

ing and experience are for naught and
that nihilism is the only way to cope?
Far from it. What is required is a
restructuring of the whole develop
mental process. Let's still educate and
train, both in the classroom and on the
job, and give our people the necessary
knowledge and skill to handle their
current and immediate future jobs, but
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instead of typecasting them for a role ^
that will be written out of the play, let s
prepare them to act in plays that have
yet to be written in roles that will have
to be interpreted.

An Uncertain Future
What is to be accomplished is fairly

obvious. How to do it is the most
difficult problem facing organizations
today.

It is readily apparent that the only
way to prepare for an uncertain future
is to develop in those who are to race it
the necessary capacities of broad out
look, flexibility, tolerance for am-
biguity, ability to analyze and synthe
size and to be able to make decisions
under conditions of risk and uncer
tainty. More of this later.

The primary goal of career develop
ment programs is to develop top-level
managers and professionals to meet the
future needs of the organization. At the
same time, they are designed to develop
the individual careerist to maximum
potential. Surely these goals are
meritorious. However, are they really
being attained?

Career development programs are
designed to do this through a series of
planned educational, training and ex
periential opportunities. Selection for
these opportunities is based on per
formance in previous activities and
"potential" for further development.

In addition, the careerist can opt for
different types of programs and activi
ties. Programs have historically pro
gressed from the narrow to the general
with job content and educational and
training activities taking on broader
areas as the individual moves up the
career ladder. It is this writer's con
tention that the broadening comes too
late and that the molding, either im
plicit or explicit, in these programs has
preordained their failure.

When an individual goes to work for
an organization, he or she learns what
things must be done to succeed in that
organization. Assuming that person
stays with the organization and accepts
the system, he or she will play the
career development game since it s the
only game in town and he or she is
striving to succeed in that organization.

The individual learns which types of
assignments are better for his or her
career and will try to get them. If an
advanced degree is important, the indi
vidual will try to get to school — even if
he or she has to do it on personal time
and expense. (In fact, in many organiza
tions this carries more credit than if the
company sends the person.) Othe^ will
try to become proteges of those who
appear to be going places in the organi
zation. In other words, people play the
career development game not because it
necessarily leads to professional compe
tence but because it leads to success!
Many people have played the career
20

game only to find that the organization
has changed the rules of the game and
what the individual thought was the
ideal preparation for success is no
longer relevant. This seems to be on the
increase as career programs become
more structured while the needs of the
organization are being constantly
modified.

Scrap Our Programs
The way out of this dilemma is toscrap our career development pro

grams. Let's limit our education, train
ing and experience assignments to the
immediate job or to the next job a
person is going to fill. The underlying
assumption is that since we cannot
predict with any degree of certainty
what specific skills and knowledge will
be needed in the long-term it is self-
defeating to try! It results in a net waste
of organizational and individual re
sources.

In order to meet the needs of the
future, individuals and organizations
must be flexible if they are to remain
competitive. Those unable to meet the
demands of a constantly changing en
vironment will become obsolete. Plan
ning is a critical part of any organiza
tion's process of coping with change.
However, overplanning results in in-

Promotion should be
based on potential
and past performance.

flexibility and trying to make reality fit
the plan rather than modifying the plan
to meet reality. This writer believes
that this is the case with career develop
ment. We are programming people for a
reality that will not be there.

A similar problem can be seen in
many colleges and universities where
the program of study is so restricted
that the individual is prepared for only a
very narrow area, having no apprecia
tion or understanding of other disci
plines and their relationships. The
problem then is how to develop what is
essentially an orientation toward
change. How do we prepare people to
meet the challenges of the future? How
do we develop tolerance for ambiguity?

Of primary importance is the devel
opment of an organizational climate
that is open in that it is not bound by
the constraints of conventional wisdom
but dares to seek new solutions. This
climate, reinforced by a rewards struc
ture that is not concerned with the
tickets one has punched but rather with
the ability of the individual to perform
well in situations of ambiguity, risk and
uncertainty, will do more to prepare the
individual for the future than any
career program currently extant. In this
kind of environment, people will make

mistakes and, if people are to learn fro
them, then the organization must havthe capacity to accept them.

When the price of failure is so high
that people will not chance even the
smallest risk, the organization will
eventually suffer.

As for formalized training and edu(
tion, I would restrict this to current j(
needs and possibly for the next jobai
individual will fill if that person is
programmed to fill it and if the know
edge or skill is necessary to performt
job. This would eliminate training lai
groups of people for jobs to be filledi
the future when only a few will actu,
be needed.

In place of these career developme
programs I would substitute an educ
tional program that would have one
objective in mind, simply to broaden
background and understanding of th
individual. It would focus on teachin
the individual to analyze, synthesize
and draw conclusions and to apply t
abilities on the job. It would not be
geared to any particular level of the
organization but would be an ongoin
process from the time a junior engid
or management trainee first comes j
work for the organization until retiJ
ment. j

It would not be formal except thatorganization might want to run it aj
in-house program or to make arranj
ments with an outside activity topr
vide the program. It would be stricf
voluntary in that it would not be re
quired for advancement. In this sch
the only measures for promotion
be previous performance and poted
Included in the evaluation would bi
individual's tolerance for ambiguity
flexibility and ability to operate und
conditions of risk and uncertainty.
Whether the individual had taken a
courses or not would be immaterial
the true measure would be perform!
Thus, some people might find the?
cational experience helpful in perfo
ing their jobs while others might fi
a waste of time. The only value jud
ment made is that a broad backgroi
in a variety of disciplines may beb(
ficial to some people in meeting ful
organizational problems.

What is to be studied has no limi
History, philosophy, literature, td
natural and social sciences are all"
for the mill." The only limits aretl
participants are not to be graded a
courses are not to teach how to do
anything. They are to be experien
gaining knowledge, understandini
appreciation of the world in whicl
live.W

Reproduced by special permission from fl
February 1976 Training and Devel
ment journal. Copyright 1976 by Ik
American Society for Training and Det
ment. Inc.
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Congressman Jerry Patterson went
ilothe debate feeling confident that his
lin to establish a strong energy com-
liltee in the House of Representatives
id enough backing to insure passage.
lie45-year-old California Democrat —
former Toastmaster — had even
irmed an alliance with Republicans
(tio also wanted the jurisdiction over
nergy policy, now divided among 83
mnmittees, to be consolidated into one

group. But as soon as the debate
»the House floor started, Patterson
«ew his plan was in trouble. Two
owerful committee chairmen who
rere determined to maintain their
illuence over energy issues had come
pwith a rival plan, and legislators who
)d privately pledged their support for
atterson's proposal were speaking out
pinst it.
Patterson was worried, but not at all
itlmidated by the powerful bloc of
iposition that confronted him as he led
e debate. While others traded insults
her they felt they were losing ground,
itterson remained calm — and kept his
use of humor. At one point, when
ferring to the Senate, Patterson
oted the former House speaker who
id, "The other body is that institution
tere old members of the House go
len they die." That light touch relieved
: tension — for the moment, at least
and cooled down the hot- tempered
luse leaders who were intent on
itecting their committee powers,
n another confrontation, Patterson
lifully trapped his opponent into
eating his own argument. Michigan
ngressman John Dingell, the author

yi980

of the rival proposal, wasarguingagainst
one amendment on the ground that it
duplicated another. Patterson asked
Dingell to read the amendment he
opposed aloud. As he did so, the dif
ferences became clear. "Thank you for
presenting my case," Patterson said.
Dingell reluctantly conceded.
Patterson lost that bid for House

reform, but he won respect — even from
his opponents — and strengthened his
image as a quick-thinking, cool-headed
Congressional reformer.
Patterson, whose district office is

located inToastmasters' hometown,
says his three years of involvement in
Toastmasters have served him well in

Congress. The techniques he now uses
to push legislation, inform constituents
and campaign for votes are skills he
developed as he was learning the art of
speechmaking through Toastmasters'
educational program.
While active in Toastmasters, Patter

son was involved in local politics as a
councilman and mayor of Santa Ana,
California. He was elected to Congress
in 1974 and soon became a vocal advo

cate of environmental protection, low-
income housing and other social issues.
In March 1979, he was appointed chair
man of the special Committee on Com
mittee Reorganization, becoming the
youngest member to chair a full com
mittee of the House. Although his
energy plan was defeated, his special
committee did streamline the legislative
process by eliminating 26 subcommit
tees and taking other measures to give
bills a faster, more direct route to the
floor of the House.

Patterson says the ability to com
municate has been crucial to his success

in politics.
"Success is largely the ability to

communicate your goals, to persuade
others," he says. "Communication is the
key to getting the job done."
Patterson finds impromptu speaking

more challenging and exciting than
formal speechmaking. He's not afraid to
open himself up to criticism from con
stituents. In fact, he makes opportunities
for voters to speak to him freely and
directly. He tries to limit his formal
speeches to 15 minutes to allow time for
questions, and he regularly holds in
formal community forums in his dis
trict. Tempers often flare during those
discussions, but Patterson has learned to
diffuse anger by steering the debate
back to the issues whenever he becomes
the target of personal attacks.
In formal addresses, Patterson strives

for a positive approach.
"People want to be led by somebody

who is hopeful, someone who has a
solution — a vision they can connect
with," he explains.
He makes a conscious effort to get his

audiences involved by maintaining eye
contact and using dramatic gestures. His
speeches are further enhanced by the
"little things" he remembers from his
Toastmasters training ("keep your coat
buttoned, don't fidget and always shake
the hand of the person who introduced
you"). Patterson believes in the impor
tance of these "little things." For him,
they add up to big things — success,
personal fulfillment and a very promis
ing political future.
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How you con moke learning a
fulfilling process of growth for others.

Developing
Skillful

People
by Len Corcoran and

Jeannette Heltger

.Ji 22

You are a teacher! Whatever
other role you may happen toi
play in life — doctor, lawyer,

merchant, chief, parent, manager,
speaker or friend — still you are a
teacher. By your words and actions,
successes and failures, you are showi
others how or how not to conduct th(

own lives.

If you have no investment (finand
emotional or otherwise) in the peopli
who are learning from you, read no
further. However, if you do have sue
an investment — if you care aboutvj
certain people learn and how they us
that information — don't leave it to

chance and imitation. Develop a plan
for developing skillful people.
A great deal of research has been

done in the field of learning. Pyscholl
gists and behavioral scientists haved
covered that specific techniques will
produce specific results, regularly an
predictably, with people of all ages,
intelligence levels and backgrounds.

The Learning Process
If you are to develop a skill (regard

less of whether it is social, mechanic
mental or otherwise), you first must
have a goal — that is, a concrete idea
what is expected of you or what you
expect of yourself. In other words,y
must have knowledge.
You must also have desire. Every

deliberate learning process requires
effort, so the person who sets out to
acquire a skill must be prepared tow
for it. The more important your real
for starting toward the specified goa
the stronger your motivation will be
and the more quickly and surely you
will learn.

Finally, you must practice. Only
through experience can the activity
become a true skill.

As a teacher, it's important foryo
develop a plan that will encompass
these three steps — knowledge, desirtt
practice. It's also important to seta
specific schedule and provide a good
learning environment.
Make sure the surroundings are

appropriate. No one can learn todril
car on a dance floor — or learn todl

in a carl It would be tough to learn
multiplication tables in the midstofi
lively conversation or to do creative
writing at a football stadium. So sell
scene for the type of learning youar^
trying to generate.

THE TOASmSl



prepare and present lessons in the
.effective way, it is wise to use
ific, proven teaching techniques.
[arch has shown that:
Timing is important. "First impres-
isare lasting ones." We tend to
ember the first part of any given
ation. Therefore, if the gist of the
on is capsulized first, the learner is
^apt to retain a broad concept of it.
is also true that the most recent

nts stay with us. Decide what you
it want to impress on the learner
end the lesson with that infor-
ion.

Drama is effective. We remember
isages presented with emphasis,
dness and intensity. Increase the
ime of your voice, or speak very
;tly. Use role playing, give vivid
mples, or tell humorous stories to
itrate your point.
Repetition is imperative. Probably the
ingest method of teaching is simple
Btition, Say the same thing a
nber of times, occasionally varying
ids or methods. As an old minister
e said; "Tell 'em what you're gonna
'em; tell 'em; then tell 'em what you
I'em."

Motivation

esure to define your objective in
isurable terms. Your goal for the
ner should agree with the goal that
son has set for himself. Discuss it, so
I both have a clear concept of what
outcome will be. Set up a reasonable
edule. Should it take a week? A
nth? A year? What have other
ipie done in the same field? In other
rds, know your responsibilities,
inother very important considera-
I is the attitude of the learners. If
yare reluctant, they will absorb very
le.They must want to acquire the
II more than you want them to have
iince they are the ones who will have
lo the work. There are a lot of adults
lay who took piano lessons as chil-
in but can no longer play the instru-
nt because they never wanted to learn
w; they studied music only because
:ir parents wanted them to. Do your
It to instill an attitude of enthusiasm
iconfidence. Make sure the learners
ow the advantages they stand to
n.They must have strong motiva-
n or they will not make the neces-
y effort.
fou have already begun the training
Kess when you have handled these
[liminaries. Now you are ready for
learning to begin.

LV 1980

As you proceed, bear in mind that
people remember about 10 percent of
what they read, 20 percent of what they
hear, 30 percent of what they see, 50
percent of what they see and and hear
and 90 percent of what they discuss and
do. Tell. . . show .. . do. That is the simple
formula for successful teaching: Tell
the person what to do; show the person
how to do it; have the person do it.
Repeat the process as often as neces
sary to make the learner aware of what
is expected.
Encouragement is essential to the

learning process. Make sure your com
pliments are genuine, and be careful not
to pass your own value judgments
along as rules. To get a clear under
standing of this point, compare these
two statements, both of which are

Use vivid examples.

We remember messages
presented dramaticaliy.

complimentary and encouraging:
• "I like the way you have used space

in this layout."
• "That's good . . . you should always

use space that way to create the effect
we're looking for."
The first statement says, in effect,

"You pleased me because you did well."
The second says, "You pleased me
because you did it my way." It may be
essential that the work be done "your
way," but it is also essential that
learners find out they can trust their
own judgment.

Another way to use encouragement
to further the learning process is to
express confidence in the learner. If he
or she hesitates or asks a question that
indicates a need for reassurance more
than information, say something like,
"You seem to have handled other things
up to this point very well. I'm sure
you'll figure this one out, too." Or turn
the question back to the learner by
saying, "What do you think would work
in this situation?"
Most people are very much aware of

the true quality of their work. There
fore, even if there is much room for
improvement, you can focus on the
good aspects of what has been done. If

you make this a practice, you'll be
surprised at what a reinforcing influ
ence you can be!

Guiding the Learner
After the learner has a good under

standing of what is expected, explain (or
show) what improvements or adjust
ments might help, demonstrate an
effective way the task could be done
and then have the person do it again.
Keep repeating these last three steps

until the skill is developed. As you are
discussing possible improvements or
adjustments, try to lead the learner to
draw his or her own conclusions by
asking questions in a non-critical tone.
A typical conversation might go like
this:

Teacher: "When you're addressing
those envelopes, do you ever have
trouble losing your place?"

Typist: "Yes, 1 do."
Teacher: "Some people have found

that placing a ruler across the page
helps."
People welcome tips that really help

them, providing the information is
given in a way that doesn't undermine
their self-esteem.

As you progress through the process
of showing, telling and doing, you will
be more effective if you remember the
acronym KISS — Keep It Short and
Simple. Most people can't handle more
than three variables at one time.

It will be helpful if you check out the
work your learners are doing. If they
know you will be inspecting their work,
they will do it. Otherwise, they may
procrastinate. A progress check is a way
of reinforcing motivation; it needn't
come across as "policing." You can also
make this an opportunity to offer
encouragement.

Finally, expect the very best of those
you teach, for they will most certainly
become what you truly expect. ̂

Len Corcoran, ATM, is a

management consultant
based in Fort Wayne,
Indiana. An instructor at

the Indiana Institute of
Technology, he is also a
motivational speaker,
program designer and sales

trainer. He is past Area Governor of District
11 and a current member of the Earlybirds Club
3293-11 in Fort Wayne, Indiana. Jeannette
Heitger, a technical writer, is one of Mr.
Corcoran's communications workshop partici
pants.
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THE
One of the most valuable con

cepts you can learn is the fact
that you never work for some

one else. The truth is that someone is
paying you to work for yourself. Once
you've accepted that, the next great dis
covery you can make is the realization
that work — when it is goal-directed — is
not a burden, but a blessing.
People often point to the story of the

Garden of Eden and man's loss of
Paradise to support the notion that
work is man's penance. They forget
that Adam and Eve were given the job
of cultivating the Garden of Eden_ They
knew the pure joy of work. Banish
ment from Paradise did not create the
necessity for work; it merely multi
plied the obstacles.
Work, when applied toward a mean

ingful goal, develops human potential.

Your work should be
something in which you
con immerse yourself.

Work is a way of putting your stamp on
what you do. The inspiration created by
your work breathes your spirit into
each hour of the day. Only through
your work can you contribute to human
progress. Turning a job into a mission
— a cause — brings an exciting thrill to
your work. Doing a job well and enjoy
ing it opens new opportunities for
achievement and career advancement.

Learning to Enjoy Work
It's sad that today's workers have lost

much of the excitement craftsmen of
the past found in their work. One
reason for this disturbing trend is
industrialization, which put many
people to work on assembly lines. Be
cause these workers never see the
results of their labor, they lack the pride
a craftsman gains through involvement
in every phase of production.
My dad, a German immigrant, spent

four years working as an apprentice
before he became a master cabinet
maker. He made the construction of our
home in California a family project. We
drew the plans, mixed the cement by
hand, laid the brick, threaded the pipe,
installed the electrical wiring and mixed
the colors for the paint.
When I asked him why we were

building the home ourselves, he said,
"We're doing it so you can learn to
enjoy work, to be creative, to feel the
sense of pride that comes from labor, to
develop the habit of work." When we
finished the house, we were proud of
what we'd accomplished. I'm thankful
24

PURE
joir
OF

WORK
by Paul J. Meyer

Work is pure jo}/.

Work polishes silver, purifies gold, and refines
character.

Work lifts weights and spirits-
Work overcomes adversity and defeat.
Work is an exciting thrill.
Work is the action in motivation.

Work is the reward for being alive.
Work mines coal from the earth and uncovers

diamonds.

Work brings reality to the dreams of inventors.
Yiork — intelligent work — has made

America the most prosperous nation in Ik
the world.

my parents made it possible for nie to
experience the thrill of doing a job well.

In contrast, many parents who
worked extremely hard in their youth
and eventually experienced success say,
"I don't want my kids to work as hard as
I did." As a result, they give their
children not only what they need, but
what they want plus a lot of other
things they don't want. These parents
forget that hard work is what brought
them success; consequently, their
children miss the opportunity to
develop good work habits.
When you set challenging goals and

discipline yourself to work toward
them, you can accomplish anything you
desire, but too few people today are
willing to give what it takes to succeed.
Your work fills the majority of your

time. It should be something you enjoy,
something that consumes you, some
thing in which you can immerse your
self. Although 65 percent of the people
in America today report that they are
not happy with what they are doing,
they keep plodding along at the same
old jobs. Many of them feel trapped
but, instead of exploring their options.

they play it safe and spend an entire
career marking time, waiting for
retirement.

Rembrandt is reported to have sal
that no man can become a great pain
until he learns to lose himself in his
work. The true mark of greatness ii
any field is the joyful love of the woi
itself, which enables the worker to
forget himself — and to find himself
his work.
When Edison worked in his labora

tory, he lost all sense of time and
frequently missed meals without ew
realizing it. ]. Harvey Kellogg, who
founded the famous breakfast food
company, once wrote: "When a you
man, I became convinced that the it
way to attain real success in life was
attach oneself to some great new tr
or idea coming into the world and'
for it with all one's might."
A magazine writer recently aske

what I would do if I had a chance to
start over. "If I had all money in thf
world, I'd be doing what I m doing
now," I said. "I love my work becai
hear and see that, as a result of wh
do, people change. They come out
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Classifieds'
SPEAKING RESOURCES

"New Candy Bar Made With Peanuts —
The Credit Crunch" Jokes for Speakers.
Current issue $3 — 1 year $20. Tiger
Lyons, P.O. Box 303, Dept. T-7, Franklin
Park, IL 60131.

We guarantee it! Contemporary Com
edy, the monthly joke service the pros
renew year after year, will help you
impress your audience. Free sample!
Contemporary Comedy, 5804-QTwine-
ing, Dallas, TX 75227. (214) 381-4779.

ENTERTAIN EVERYBODY with humor you
create. Use tested, proven formula.
Write for Humor Report Number One.
$3, refundable. DreaMachine D1,15041
Commerce, Minneapolis, MN 55415.

EDUCATIONAL OPPORTUNITIES

WANT SUCCESS? ... Conduct interna
tionally famous ADVENTURES IN ATTI
TUDES. Positive thinking, motivational,
leadership seminars/workshops in your
community. Full/part-time, no fran
chise, no inventory, complete training.
Free information: Attitudes, Box 141,
Monroeville, PA 15146.

EDITING YOUR NEWSLETTER. Practical
guide to writing, design and produc
tion. $7.50 includes mailing costs. Check
quantity discounts as club fund-raiser.
Coast to Coast Books, 2934 Northeast
Sixteenth, Portland, OR 97212.

EMPLOYMENT OPPORTUNITIES

REWARDING AND PROFITABLE! if you
can spare a few hours per week provid
ing leadership to non-profit organiza
tions regarding fund raising projects,
PLEASE SEND YOUR QUALIFICATIONS to;
Opportunities for Success, 1011 Treetop
Trail, Manchester, MO 63011.

their cocoons, unfold, grow, become
and achieve."
Your life will be happy, satisfying and

successful if your work:
• Allows you to use your full poten

tial for creative expression.
• Fills your time with an activity that

is intensely interesting to you.
• Provides an opportunity to share

something of yourself with other people.
• Brings you the financial rewards

you desire.
Work that fulfills these requirements

promotes creativity and growth and
makes it possible for you to earn what
ever financial freedom and indepen
dence you want. When you choose an
occupation or career that fits those
criteria, you will discover that the thrill
ing opportunity to work is a priceless
gift that enriches life and makes it
worth living. Let s look at a few of the
benefits of work:

• Work structures time — the basic building
block of life. Did one of your children ever
come bouncing in, eyes bright with
excitement, and say, "Daddy, Mamma, I
don't have anything to do!" Not likely.
Those words are always delivered with
a whine or a sigh. What is the usual
response to that complaint?
Perhaps when you were a child you

SELF-IMPROVEMENT

Norman Vincent Peaie at tiis motiva-
tionai best! "Develop Enthiusiasm,
"Build Self-Confidence," plus 10 more.
Six hiour-long cassettes, album, $39.95.
Peale, 342 Mount View Ct., S.E., Con
cord, NO 28025.

MISCELLANEOUS

Gavels. Gavels. Gavels. From 3V2 inches
to 36 inches. From 1 dollar to 60. Box
1408, Beverly Hills, OA 90213.

Send your classitied ad with a check ot money ordet to
Tooslmosters International, Publications Department,
2200 N Grand Ave.. P.O. Bo* t0400, Santa Ana, CA 92711.
Rates: $25 minimum lor 25 words, 80 cents lor each word
over minimum. Box numbers and phone numbers count
OS two words; zip codes and abbreviations count as one
word each. Copy sutJiect to editor's approval. Deadline;
toth ol the second month preceding publication.
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When you enjoy
your work, each day
is exhilarating.

were told, "Don't bother me; go outside
and play." Today's variation is likely to
be, "Don't bother me; go watch TV."
An answer like that short-changes
children. It steals their right to learn to
be involved — to do the work that will
fill their hours with achievement.

Unfortunately, too many children are
told to get out of the way. If they are
left with the impression that they can t
do anything, they may never learn the
value of work. If you were lucky
enough to have parents like mine, you
learned at an early age the importance
of doing something worthwhile, the
importance of working to earn what
you want in life.
• Work increases your energy and capacity to

perform. This is one of the most exciting
benefits of work. When you first begin
a jogging program, your legs ache, you
puff and pant, your heart pounds, and
you feel exhausted after just a few laps
around the track. If you give up at this
level, you'll never set any records. But if
you stick to it, you'll soon have enough
energy to cover that distance and much
more without even getting winded.

You'll experience a similar energy
build-up in a job you enjoy. You may
feel overwhelmed at first, but as you
become involved in projects you find

stimulating, you'll discover that iLs
possible to increase your productivity
substantially.
Once you experience this "second

wind" in your business, you have a
choice. You can lapse comfortably bad
into your former level of achievement
and say, "Well, I did it. I proved I was a
champion." Or you can choose this ne
level as your normal pattern. The new
pattern will be challenging to maintail
for a while; but persistent performani
at the new level will soon establish it i
a habit, and you will then be ready to
reach for even higher accomplishmen
Be like the high jumper who begins

a child with the bar at two or three fe
and moves it up a fraction of an inch i
a time — always straining to jump a
little higher.
• Work offers you an opportunity to grou

Work directed toward fulfillment of
your goals provides a reason for doin
more and doing it better each day.
When you clearly visualize the payof
you will enjoy from success in your
work, the daily activities of your pro
fession are filled with purpose and
meaning. They become a labor of lo\
game, a fascinating adventure. Youj
inspired to reach for a higher plateai
each day.
• Work generates the thrill of the chase.
When you experience the exciting tl
of work, you achieve your goals wit!
out bitterness or regret. You enjoy
success — not as the end of a battle,
as the culmination of a game. Each c
is exhilarating. You don't need tow
for some nebulous time in the futui
enjoy the final results of your effor
Every day you enjoy progressively
larger and more intense rewards as
move toward the full realization of
long-range goals.
Work is the vehicle that unlocks;

potential and enables you to soar tc
heights of personal fulfillment that
amaze others — and even astound
When you discover the pure joy of
work, you will realize that the wor
the poet, Longfellow, were written
about you:
The heights by great men reached and kepi

Were not attained by sudden flight,
But they, while their companions slept,

Were toiling upward in the night. ̂

Paul]. Meyer is pn
dent of SMI Interm
Inc., the parent com
Success Motivation

tute, which he foum
Waco, Texas in 19

Mr. Meyer's know
_  and experience in SI

motivation and management have made I
of the world's leading authorities in thefi
creative selling. He is the author of eight
courses, a number of cassette tapes and ttii
200 articles published in magazines and
journals.
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To savor the beauty of good
writing, you must read siowly.

s Speed Reading Overrated?

've heard many exasperated stu
dents and professionals express a
desire to take a speed reading

irse so they can increase their knowl-
jeat a faster rate. But the informa-
nI've collected over the last few

lars leads me to believe that" speed
ading" may be less useful than most
ople think.
There m techniques that can be
oght to help you move your eyes
rossa page in a more disciplined and
fident manner. When I taught at the
iiversity of Oklahoma, I always spent
rtof the first class period discussing
me of these techniques. Primarily, I
ed to make students more aware of

iwthe eye tends to wander (usually
ckwardsand upwards) when reading.
There are other bad reading habits
at can be broken through instruction.
It you don't need a formal course to
:rease your reading speed. For a
uple of dollars, you can buy any one
half a dozen books on speed reading,
you practice the techniques outlined
anyone of those books, I'm certain
ull learn to read somewhat faster

an you do now. At least you'll dis-
ver what you're doing wrong.

Retention

Don't push yourself to read at an
traordinary pace. The claims that you
nread and fully comprehend 30,000
40,000 words per minute (or even
00 words per minute) is a gross
aggeration. One researcher proved
is In a study in which irrelevant and
)gical sentences were added to a
ssageof writing. The "speed readers"
10 were tested didn't notice the

elevant lines — the non-speed
iders spotted them immediately.
And about the 40,000-words-per-
nute readers: It was said that Presi-

nt Kennedy read three or four major
ily newspapers each morning in just a
ivminutes. But he probably obtained
the information he needed from the

adlines and topic paragraphs. I wish I
uldhave tested him after he com-

:ted his daily newspaper reading. I'm
lling to bet he would not have known
)st details revealed in the body of the
ides — except for those in stories he
id completely. I suspect that's also

by James B. Storey, DIM

true of most persons who make claims
to great reading speeds.

I've never taken one of the reading
courses that promise to increase your
reading pace astronomically, but I've
spoken at length to many persons who
have. Virtually all of them felt the
courses had been helpful but, in the
long run, didn't make them faster
readers.

My secretary used to teach a speed
reading course for the personnel de
partment of a large utility company.
She told me the follow-up surveys
indicated that employees who attended
all 12 classes showed no significant
long-term improvement in their read
ing speed. She did add, however, that
many company employees took the
course to enhance their promotion
opportunities, and it may well have
served that purpose.

1 have also interviewed people who
have attended the free introductory
sessions offered by some of these
courses. Their stories indicate that

dubious methods are sometimes used to

sell the courses. Here's how. First, you
are asked to read a passage from a book
with which most persons would be
unfamiliar. Your reading speed and
comprehension are tested during this
exercise. Then, after about an hour of
instruction, another reading test is
given. But this time the reading is one
with which most educated Americans

would be familiar — such as Huckleberry
Finn. Not surprisingly, persons attend
ing these introductory sessions find
that their "exit" speed and comprehen
sion are better than their "entry"
performance.
I'm not saying the promoters of these

courses are unethical. Far from it. They
are legitimate business people providing
a service which may benefit many
people. Whether or not this sales tech
nique is valid is up to you to decide.

Appreciating Beauty
Finally, let's address the question of

whether speed reading is even a desir
able goal. I am an avid fiction reader.
Consciously or unconsciously, readers
of fiction appreciate the beauty in good
writing. Occasionally I will read a
passage or sentence over and over just
to let the beauty of its construction
soak in. 1 never fail to be impressed by
the opening sentences of Ernest

yi980

Hemingway's The Old Man and the Sea,
Vladimir Nabakov's Laughter in the Dark
and Herman Melville's Moby Dick.

If I was a determined speed reader, I
would never have the time to appre
ciate these beautiful passages. And I'd
never have the time to savor the

development of a character like Rhett
Butler, the Great Gatsby or Captain
Ahab. Good writers must be read care

fully and thoughtfully to be fully
appreciated.
To carry the question of the need for

rapid reading a bit further, let's con
sider the technical or educational mate

rial most of us must read for our jobs. If
you work in a technical field — and
most business and professional people
do — you'd better read slowly and
carefully. Almost all businesses today
are subject to federal regulation to
some degree. If you must read the
Federal Register, the Code of Federal Regu
lations, the 05HA Handbook or other
technical materials related directly to
your job, I'd urge you to take your time.
A misreading could be costly or damag
ing to your firm.
On the other hand, newspapers,

news magazines and other publications
should be read with some degree of
speed. Here's where a general knowl
edge of speed reading techniques might
be useful. Especially since this is the
most common type of reading we do.
Anyone can improve their reading

efficiency. To do so, you must learn
some basic techniques and then con
sciously apply them. Perhaps an expen
sive course would help you, but an
inexpensive paperback and concen
trated practice might provide as much
long-term benefit. In any case, you lose
nothing by trying the self-help
approach.
But before you get too worried about

your present reading speed, remember;
Most of the publications we read for
enjoyment, education or for our jobs
should be read slowly and carefully
anyway. So maybe we should all worry
less about imagined deficiencies in our
reading speed. ̂

Dr. James B. Storey, DTM, is past District 44
Governor and a current member of South Plains
Club 261-44 in Lubbock, Texas.
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Toastmasters'

49th Annual Conventio

August 20-23,1980
The Marc Plaza Hotel

Wisconsin

1i

(.r; I

snJi
Mail to: Toasfmasters International, 2200 N. Grand Avenue, P.O. Box 10400, Santa Ana, California 92711. (This form is not to be useclb(
International Officers, Directors. Past International Presidents or District Governors elected for 1980-81.)

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

Please have my advance convention registration and tickets to the following meal events waiting for me at the Convention Reglstratia
Desk. Ail advance registrations must reach World Headquarters by July 10.

Member Registrations @315 S_
Joint Registration: Husband/Wife (both Toostmosters) @320 S_
Spouse/Guest Registrations @35 $_
Youth Registrations (Free) $_
Tickets: "Dress for Success — Ladies Luncheon" (Wed. noon, Aug. 20) @38.75 S_
Tickets: Golden Gavel Luncheon (Thurs. noon, Aug. 21) @ 39.50 $_
Tickets: Cktoberfest (Thurs. Aug. 21, Dinner, Dancing & Program) @ 319.00 $_
Tickets: President's Dinner Dance (Fri., Aug. 22, Dinner, Dancing and Program) @ $19.00 $_
Tickets; International Speech Contest Breakfast (Sat., Aug. 23) @ 36.25 $_

Total.... S_

o
X

o
H

Check enclosed for3 .
July 31.

(PLEASE PRINT)

.(U.S.) payable toToostmosters International. Cancellations relmbursementrequestsnotaccepteda

Club No. District No..

NAME

SPCUSE/GUEST NAME

ADDRESS

CITY STATE/PRCVINCE.

COUNTRY ZIP CODE.

NO. CHILDREN ATTENDING. AGES

If you ore on incoming district officpr (other than district governor), please indicate office:

Mali to: The Marc Plaza Hotel, 509 W.Wisconsin Ave., Milwaukee, Wisconsin 53203 / (414) 271-7250. Resenration requests must reach 1)
hotel on or prior to July 28,1980.

Please circle room and approximate price desired. (If rate requested not available, next highest price will prevail.) 9% state/local sales
will be added to all rates. All rates European Plan (no meal Included)

Double

1 Person 335.00-345.00
2 Persons 347.00-357.00
Parlor and 1 Bedroom 3105.00-3115.00
Parlor and 2 Bedrooms 3140.00-3150.00
Add 310.00 each additional person (above 2).

Queen-Twin-Dbl/Dbl
339.00-349.00

351.00-361.00

King
342.00-352.00
354.00-364.00

X

i2

NAME

ADDRESS

CITY STATE/PROVINCE .

COUNTRY

I will arrive approximately.

ZIP CODE.

. a.m. . p.m. on August. 1980

(□ check enclosed to cover first night for arrival after 6 p.m.)
I will depart on August 1980. Arrival by car □ other □
am sharing room with

Room will be held only until 6 p.m. unless first night is paid in advance.
Toasfmasters International Convention, August 20-23,1980.
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Dedkers Faum" Q&A
(Mental Pictures

rove Your Memory
touU I memorize my speeches before going
the lectern? If so, what techniques can you
end?

EVER memorize a talk word for
ord. It is the worst way to prepare
ich because it is totally unnatural,
(inates spontaneity. It's the surest
lo dullness or failure or both.
St speech trainers, including my-
ecommend using a written outline
lur presentation. (The only excep-
5 to eliminate notes for a speech
St.) The top speaker in America,
enneth McFarland, uses a key idea
le. Some speakers use key words
r than sentences to highlight their
a an outline.
s best way to recall the main points
peech is to form a mental picture of
of the key ideas in your talk. I've
this method for many years. Al-
;h I recommend that you prepare
itline for effective, confident and
lized speaking, it's best to be able to
ong without any notes. Therefore,
Iternative is to use mental pictures
mbols.

ill remember a talk I gave 10 years
jecause I used an acronym for the
main points in the speech and
ed a mental picture for each of the
deas.

le talk is entitled "Tools of Leader-
' and the subject is getting along
people. The acronym is the single

1 CASH. Each of the four letters
[Is for a human relations principle.
! are the cues I use in my mental
me: First, I picture a can of coffee
I $100 bills overflowing from it.
ind, I visualize a copy of Reader's
it opened to page 70. Next, a big sign
ing CCC. Then a picture of a bou-
; of flowers. Next, a pair of cauli-
rer ears. Then I visualize a football
;h motivating the team. Last, I hold a
ital picture of a bank giving money
y. And that's all I need for the key
Its of a talk that could be done in
le minutes or expanded on just those
Its to fill an hour. Here's how it
■ks.
he can of coffee with the money
rflowing from it is all I need to recall
opening of the talk, a quotation:

le ability to deal with people is as
chasable as sugar or coffee and I will
' more for that ability than any
ility on earth." Then I add, "Those
rds were spoken by John D. Rocke-
er, the richest man who ever lived,
lat he was talking about is popularly
.Y1980

known as human relations. He used to
give speeches on the subject. Also, he
gave out new dimes to his listeners after
the talk, a dime for each person in his
audience. And that was done in a day
when a dime was worth 10 cents."

Then I simply say, "But does it really
pay to practice good human relations?"
Remember, my next mental picture is a
copy of Reader's Digest opened to page 70.
This reminds me of my next point, the
answer to the question I've posed.

"Reader's Digest took a poll of major
corporations asking them one question:
Of the last 25 employees discharged
from their company, what were the
reasons? The Digest reported that 70
percent of the individuals from these
companies were fired for the same
reason, their inability to get along with
their fellow employees." Now I'm ready
to swing into the heart of my talk and
the four ideas that spell CASH.

The "C" of my acronym CASH re
minds me that the first principle is:
Don't criticize, condemn or complain.

The "A" of CASH and the mental
picture of a bouquet of flowers reminds
me of principle number two: Give hon
est, sincere appreciation.

Next, the "S" is the first letter of the
word emphasized in the third principle
symbolized mentally by the two cauli
flower ears: Become sincerely interested
in other people.

The fourth and final principle signi
fied by the "H" of the word CASH and
the visualization of a coach motivating a
team with a pep talk is: Have a hearty
enthusiasm.

There's still my last mental image of a
bank giving money away. I close by
saying, "I have for each one of you a
copper plaque of Abraham Lincoln." I
have distributed brand new, shiny
pennies to the members of the audience,
and my final words are, "I can't afford to
give out new dimes as John D. Rocke
feller did, but put the penny in your
pocket or purse and let it remind you to
practice the CASH principles for better
human relations."

And that's it! All I need to remind me
of the entire talk, even 10 years later, are
these simple mental pictures. Until you
get used to visualizing pictures or
symbols in your mind, use a simple
written outline of key words or ideas.
Remember, never memorize a talk word
for word. But always memorize the
opening and closing of your speech so
you can look at your listeners at these
critical points.
Contributed by Robert L. Montgomery, inter
nationally known speaker and seminar leader

specializing in memory, communication and
motivation. A former Toastmaster, Montgomery
is the author of Memory Made Easy.

Dramatize Your Talks
Qln my last speech evaluation, I was told that

my talk lacked drama and creativity. How
can I add these ingredients to my presentation?

m To dramatize your speeches crea-
A tively, you must acquire the good
habit of drawing word pictures. The
process of translating mere words into
verbal artwork requires the speaker to
almost photographically describe his or
her subject. The audience must see the
subject as well as hear the speaker's
translation. Very few audiences truly
"listen with both ears." Therefore, it's
necessary for the speaker to use vivid
word pictures. One of the best ways to
learn how to create effective word
pictures is to study good fiction.

There are dozens of excellent writers
with work on the shelf today, but one of
my favorites is Irving Wallace, whose
powerful best sellers have led the literary
world for years. Such skillful works as
The R Document, The Fan Club, The Prize, The
Word, The Man, The Seven Minutes and
others have made Wallace one of the
most widely read authors of our time.
People read Irving Wallace novels be
cause they entertain. They'll listen to
your speech if you can entertain them
similarly. The concept is the same.

The library is full of good works by
thousands of good writers who can help
you draw more effective word pictures
for your audiences.

The toughest part of creating the
word picture is the research it requires.
One must truly become a student of
fiction to understand the importance of
emotionalizing a speech. Study the
author's "written and unwritten" con
cepts. Watch closely as the writer sets
the scene. Take notes on how a story
unfolds and how it is tied together.

Fiction, in and of itself, won t make
you a better speaker. But it will help you
put creativity into your public speaking.
It will help you understand the way your
audience thinks because, as a reader of
fiction, you are a member of the author's
audience. Let him hold your hand
through one of the most pleasant growth
experiences you'll ever endure.
Contributed by Michael A. Aun, Toastmasters'
1978 International Speech Contest Winner. A
member .of the 1 A.M. Club 3391-58 in
Columbia, South Carolina, Aun is scheduled to
speak at Toastmasters' upcoming August
convention in Milwaukee, Wisconsin.

29

I  ̂

H



Hall of Fame'
DIM;
Congratulations to these Toastmasters who have
received the Distinguished Toastmaster Certificate,
Toastmasters International's highest member
recognition.

Ralph B. McKenzie
San Marcos 70-3, Chandler, AZ

Mohammad H. Navabi

Eyeopener 607-3, Tucson, AZ

Patricia Van Noy
Northwest 30-11, Indianapolis, IN

Frank E. Horka

Tuesday Y 394-11, South Bend, IN

H.M. McDaniel

Verdigris Valley 1017-16, Nowata, OK

Gary Shipley
Columbus 744-24, Columbus, NE

ObieS. Young
lackson County 1871-29, Pascagoula, MS

Campbell Snowberger
Va Gaveliers 2920-36, Washington, D.C.

Robert Ambrose, Sr.
Sea N Air 2314-38, Lakehurst, NJ

Michael R. Denney
Ishi 3316-39, Chico, CA

Virginia K. Arbaugh
Buckeye Union 3916-40, Columbus, OH

Gordon S. Bonner

Northern Lights 489-42, Edmonton, Alta.,
Can

Brian W.G. Papineau
Bowmen 2161-42, Sherwood Park, Alta., Can

Jack Kiuru
Sears-Halivax 1555-45, Halifax, NS

Sanford C. Schulman

Alzafar Shrine 2180-56, San Antonio, TX

J. Don Scott
Anderson 1946-58, Anderson, SC

Peter J. Crabtree
Oakville 2245-60, Oakville, Ont., Can

Joe Fredette
Louis Riel3207-64, Saint Boniface, Man.,Can

Raymond W. Tardiff
RTC 1342-65, Rochester, NY

Kenneth C. Rennie

Parramatta 2274-70, Parramatta, N.S.W.

AIM:
Congratulations to these Toastmasters who have
received the Able Toastmaster certificate of achievement.

Ambrose DriscoII

South Bay 280-1, Torrance, CA

Edward M. Fontes

Aerospace 401-1, El Segundo, CA

Wallace I. Smith

North Star 3696-2, Seattle, WA

Marguerite Wuebker
Ocotillo 68-3, Phoenix, AZ

Jay. C. Towsley
Cochise 3198-3, Sierra Vista, AZ

Herbert Wegwerth
King Boreas 208-6, St. Paul, MN

Raymond J. Tanis
Zephrus 490-6, St. Paul, MN

Gilbert N. Harlage
Spirit of Babbage 3417-6, Minneapolis, MN

William G. Grimsley
Sikeston 2366-8, Sikeston, MO

Edward A. Tritschler

Med Town 283-8, St. Louis, MO

John A. Smith
Walla Walla 81 -9, Walla Walla, WA

Roland C. Hintze

Ritzville 3555-9, Ritzville, WA

Loma A. Saunders
Ritzville 3555-9, Ritzville, WA

Chas. Saunders

Ritzville 3555-9, Ritzville, WA

Carole B. Breckbill

Towne 443-10, Canton, OH

Frank D. Breckbill

Towne 443-10, Canton, OH

Ken W. Gordon

Spokesmen 1599-11, Fort Wayne, IN

Albert Williams, Jr.
Noontimers 1345-18, Baltimore, MD

Ambrose W. Hagarty
Dover 2077-18 Dover, DE

John de S. Coutinho
Susquehanna 3898-18, Aberdeen, PRV GR,
MD

Ray A. Stevens
Downtowners 1325-19, Davenport, lA

Paulette Lehmann

Cranbrook Ladies 731-21, Cranbrook, BC

Gerald W. Anderson
St. Joseph 1493-22, St. Joseph, MO

Sue Ann Sorenson

Sandia 765-23, Albuquerque,NM

Gary E. Shipley
Columbus 744-24, Columbus, NE

Rod Steinacher

Sunrise 2788-24, Lincoln, NE

Roy Purczinsky
McCook 2888-24, McCook, NE

James C. Wadge
Skyline 1038-26, Denver, CO

Robert S. Wozniak

Elmhurst 1604-30, Elmhurst, IL

W. David Malcolm, Jr.
Honeywell Billerica 301-31, Billerica, MA

June Weeks
North Shore Badgers 2612-35, Milwaukee,
WI

Gary T. St. Louis
Keynoters 3390-35, Madison, Wl

Edward E. Cohen

Keynoters 1314-36, Arlington, VA

Eugene E. Rodenburg
Helmsmen 2412-36, Arlington, VA

James W. New
Pacific 3943-39, Stockton, CA

Raymond R. Schoolfield
Downtown Charleston 1014-40, Charles-
town, WV

David L. Hahn

Badlands 1478-41, Wall, SD

Donald M. Severtson

Watertown 2656-41, Watertown, SD

Eugenie Bobier
Golden Gavel 438-42, Calgary, Alta., Can

Gordon S. Bonner

Rooster Rousers 1774-42, Edmonton, Alti
Can

Robert G. Allen

Lewistown & Auburn 1741-45, Lewistowi
ME

John M. Kavahagh
Charlotte County 1463-47, PortCharlotte,

Phillip E. Evans
Century 2346-47, Jacksonville, FL

Joseph R. Schwab
Friendly 3001-47, Oakland Park, FL

Grace S. Caldwell
Jose Gasper 3668-47, Tampa, FL

Doris J. Owens
Econchati 2313-48, Montgomery, AL

June E. Forsberg
Bankoh 2074-49, Honolulu, HI

Francis Verdonck

Bankoh 2074-49, Honolulu, HI

Edmund G. T anner

Last Word 3853-53, Pittsfield, MA

Donald W. Maynard
Lincoln Trail 629-54, Danville, IL

Donald C. Ross

Nooners 877-56, Houston, TX

Harry M. Nichandros
Diablo 598-57, Walnut Creek, CA

George W. Gage, Jr.
Fort Mill 1370-58, Fort Mill, SC

Foorian L. Beles

Main Street 1407-62, St. Joseph, MI

Harry H. Jones
Early Bird 3719-62, Grand Rapids, Ml

Paul L. Vavrin

Breakfast 72-63, Nashville, TN

Douglas G. Meakin
Skyliners 831-64, Winnipeg, Man.,Can

David Lord

Tower 963-65, Rochester, NY
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mJ.Snyder
[hburg 562-66, Lynchburg, VA

senG.Trauth

lie Service 3174-68, New Orleans, LA

Griffin

ling Downs 3574-69, Toowoomba, QLD

(rtG. Davis

lant 3585-70, The Hornsby District,
W., Aust

ida Kitnitchee

nThong 1635-U, Bangkok-Thailand

ond ]. Benoit
tgartlntl. 3685-U, Stuttgart, Germany

:w Clubs'
i-F Palm Springs
Springs, CA — Tues., 7;30 p.m.,
ihella Valley Springs and Loan, Palm
fon Drive (323-2233). Sponsored by
-P.

•4 High Noon Orators
ose, CA — Mon., Noon, Sambos
Burant, 700 S. Winchester (946-2670).
^ored by 107-4.

■5 Lindbergh Field
)iego, CA — Mon., 5 p.m.. Space
tie Conf. Room/General Dynamics
rair, 3302 Pacific Highway (561-2773).
Isored by 3745-5.
i-6 Capitol
iul, MN — Tues.. Noon, Minnesota
I. of Transportation, Transportation
.-Room B-9 (296-1363). Sponsored by
6.

•iSafeco Panthers
rd, OH — Wed., 6:45 a.m., Kopper
len, 7200 SW Hazel Fern, (225-1005).

dSToastmaslers of UTC
Lake City, UT — Wed., 7 p.m., Utah
nical College at Salt lake, 4600 South
rood Road, Taylorsville (967-4295).
isored by 1252-15.
•19 Phonetics
iloines, lA — Mon., Noon, North
ern Bell Telephone Co., 900 Keo-lst
Conference Room (286-7533). Spon-
Iby 625-19.
■19 Sioux Sayers
(City, lA — Mon., 7:15 a.m.. Postal
ice Company, 814 Pierce Street
0624).

•20 91CES
It Air Force Base, ND — Thurs., 11:30
91CES Conference Room, Bldg. 445
4761 X 3 6 91). Sponsored by 3201-20.
•23 Electric Toasters
io, TX — Mon., 12:05 p.m.. Mills
ing Training Room, 303 North Oregon
4011). Sponsored by 2461-23.
24 Farm Credit Banks of Omaha
(la, NE — Mon., 7:15 a.m.. Farm Credit
iTraining Center, 206 South 19th
t(444-3381).

1980 ■

4195-24 Behlen Speech Builders
Columbus, NE — Fri., 7 a.m., Behlen Manu
facturing Company, Box 569 (564-3111).
Sponsored by 744-24.
4184-33 Point Conception
Lompoc, CA — Fri., 6:45 p.m.. Federal
Prison, P.O. Box W (735-2771).

4178-36 VA Speakeasys
Washington, D C. — Wed., Noon, Director's
Conference Room (1B143), WVAMC, 50
Irving St., N.W. (389-7252). Sponsored by
2920-36.

4181-37 Garner
Garner, NC — Tues., 6:30 p.m.. Greens
Garner Grill, Old Garner Road (772-6531).
Sponsored by 843-37.
4183-37 Aggies
Greensboro, NC — Tues., 5 p.m.. North
Carolina A&T State University, Merrick
Hall, Room 308 (379-7657). Sponsored by
3040-37.

4187-37 Statesville
Statesville, NC — Mon., 6:30 p.m., Bonanza
Steak House, Sullivan Road (873-0765).
Sponsored by 241-37.
4180-43 Philadelphia
Philadelphia, MS — Tues., 7 p.m.. The
Colonial House Restaurant, Hwy. 19 North
Philadelphia (656-6231).
4191-43 Methodist Hospital
Memphis, TN — 1st & 3rd Tues., 5 p.m.
Methodist Hospital, 1265 Union Ave.
(726-7660).

4173-45 Valley
Woodstock, New Brunswick, Can — Wed.,
7:30 p.m. Southern Carleton School
(374-6819). Sponsored by 2204-45.
4170-47 Harris Uptowners
Melbourne, FL — Tues.. Noon, Harris Cor
poration, 1025 Nasa Blvd. (727-9100).
Sponsored by 1423-47.
4188-48 Protective Pacesetters
Birmingham, AL — Alt., Tues., 11:45 a.m..
Protective Life Insurance Company, P.O.
Box 2606 (879-9230). Sponsored by 2811-48.
4171-58 Lexington
Lexington, SC — Wed., 12:30 p.m., Harri
son, West Main Street (356-0777). Spon
sored by 3391-58.
4172-62 Steelcase
Grand Rapids, Ml — Mon., 4:45 p.m.,
Steelcase Tech Center, 1120 36th Street
(531-6902). Sponsored by 404-62.
4189-60 London-Western
London, Ontario, Can. — Mon., 7 p.m..
Room 210, Somerville House, University of
Western Ontario Campus (471-6504). Spon
sored by 2729-60.
4196-60 Sears Toronto
Toronto, Ontario, Can. — 1st & 3rd Tues.,
7 p.m.. Craftsman Distribution Centre-
Sinpsons Sears Ltd., 650 Dixon Road, Rex-
dale. Sponsored by 3057-60.

4169-68 Orange
Orange, TX — 2nd & 4th Thurs., 7:30 p.m.,
Martin K. Thomer Community Center, 1413
N. 20th Street (883-3952). Sponsored by
2181-68.

4174-68 Crescent City
New Orleans, LA — 1st & 3rd Thurs.,
6 p.m.. The Saxony, 1717 Canal Street
(821-5512).

4186-68 New Iberia
New Iberia, LA — 2nd & 4th Thurs., 7 p.m.,
Ramada Inn, Admiraly Doyle Drive
(265-2773). Sponsored by 2678-68.
4185-73 Melton
Melton, Victoria, Aust. — 2nd & 4th Mon.,
8 p.m. Sponsored by 1568-73.
4175-74P Bulawayo
Bulawayo, Zimbabwe, Rhodesia — 1st & 3rd
Tues., 5:30 p.m., Bulawayo Civil Service
Club, Cement Street, Main Street
(19 42243).

4194-U Valley
Juneau, AL — 2nd & 4th Tues., 7:30 p.m.,
Floyd Dryden Jr. High School (789-2590i

AnniversQfies'
35 Years

Augusta 326-14, Augusta, GA
30 Years

Temple City 554-F, Temple City, CA
Orange Belt 828-33, Porterville, CA
Tuscaloosa 858-48, Tuscaloosa, AL
Pearl Harbor 123-49, Honolulu, HI
Stamford 865-53, Stamford, CT
Harlingen 860-56, Harlingen, TX
25 Years

Lancaster 1723-38, Lancaster, PA
Roseville 712-39, Roseville, CA

20 Years

Gardena Lunchmasters 2631-1, Gardena, CA
Wadsworth 1970-10, Wadsworth, OH
Hl-Noon 1165-11, Ft. Wagne, IN
Westinghouse Gaveliers 3160-18, Baltimore,
MD
Hl-Noon 2217-43, Little Rock, AK
Pop-Up 3165-44, Midland, TX
15 Years

Bridgetown 2660-U, Bridgetown, BDOS
Westinghouse Friendship 1054-18, Balti
more, MD
Scottish Rite 1817-19, Des Moines, lA
Delavan 3925-35, Delavan, W1
Art-O-Rhec 2604-43, Memphis, TN
Greater Houston 2386-56, Houston, TX
Devonport 3913-73, Devonport, TAB
10 Years

Bechtel 3589-F, Norwalk, CA
The Governors 3031-16, Oklahoma City, OK
Truckee Meadows 178-39, Reno, NV
Preston Hill 1361-53, Middlebury, CT
Landmark 3291-66, Norfolk, VA
Media-Mix 2509-69, Brisbane, QLD
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LIUNG
your way to the goood life

AN EXCITING NEW EXPERIENCING
PROGRAM THAT SHOWS YOU

HOW YOU CAN ENJOY A VIBRANT
WORRY-FREE LIFE OF HEALTH,

WEALTH AND HAPPINESS
BY

AMERICAS

greatest team

ON SUCCESSFUL DAILY LIVING.

edforemnn
ANO THE SWCCESSFUl L>ft Ti*"

V-. WS

a A

FREE

BONUS
BOOK

ED FOREMAN is the only person in thiso
have been elected to the United States
from two different states (Texas and Newl
he has enjoyed a close working relatiM
five U.S. Presidents and served as a Pa
Appointee in two national administration
built a financially successful career in con
transportation & petroleum developmenji
been a leader In executive development
since 1960. He is rated as America's m«
sive speaker-trainer-motivator in the a(
cessful Daily Living".

EARLENE VINING is an accomplished
ecutive & management consultant with a
background in economics projects, pub
tration, sales and sales management
hosted her own radio and T.V. series,
a recognized specialist on office adm
business management techniques and
instructor of personal development an
ment improvement programs. Two o
popular speech topics are "Dealing W
and "Dream, Big Dreams and lUlake Thi

Laughing, Loving & Living Your Way To The Goood Life
16 Sessions-8 hours

^At^g rd;r'u^:n%°orax^^nrLi;e^t^ng^:r^-ind Controlled
Relaxation TimeRelaxatioh l ime

lafatufations, Ed, on your be#
duced and packaged program. The r
needs what you are selling. You'veg(
ner on your hands!

Earl

We have been most impressed wr
album and would like to negotiates
for you to come to New Zealand a
for a 10-day tour to present your pr

Charlei

Auckland,

Yd new album captures many of t
concepts of your full three-day proi
important adjunct to the Successful
it's a good refresher, and it preserve
the longevity of that exhilarating, li
experience one enjoys from the coi

Baton Rot

^. .ri-ITijS-g;

Call collect anytime (214) 620-0172 using credit cards listed Wow.
itiUlii ̂

Suite 115 • 2995 LBJ Freeway • Daiiaa, Texas

(Texas residents include 5% sales tax).□ my check ENCLOSED □ *
□ CHARGE ftdY CREDIT CARD □ Stsnd Up - Speak Out - And Win

master charge .

VISA

.EXP. DATE-

. EXP. DATE-

Name (please print).

Address.

.State. .Zip-

fREE...
If you order within the next thirty
receive FREE with your order oif
shown above. Please indicate yot
coupon for either: SUCCESS SE(
EARLENE VINING or STAND UP
and WIN featuring ED FOREMA
for this tremehdous bonus.


