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How Has
Toastmasters
Helped You?

ow has Toastmasters

helped you? I asked
that question of hundreds
of Toastmasters in the Phil-
ippines, Australia, New
Zealand, California, South
Dakota and Idaho when
Jean and I visited their dis-
tricts recently.

The overwhelming re-
sponse was “confidence”- or
more specifically, “the confi-
dence to speak before a group
clearly, concisely and with
empathy.” These people be-
lieve Toastmasters offers a
complete self development
program. Speaking is just the
vehicle to get there.

Many Toastmasters told
me that overcoming their
fears of public speaking has
given them a confidence
beyond just speaking - it
pervades all areas of their
lives. As result of their
Toastmasters membership,
their entire lives were
changed. Here are just four
examples of how this
change can occur:

One Toastmaster told me that after two
years in our program he can “face any fear
that comes my way.” He still experiences
fear but now knows how to handle it. He
said, “Now I believe I can bring any situa-
tion to a successful outcome.”

Another man attributed his many career
promotions to his 15-year Toastmasters
membership. He has gained the confidence
and skill to deal with people effectively. He
said, “The friendly evaluations I've received
in my club have helped me feel liked and
have given me the courage and confidence
to try again.”

Several university educated Toastmasters
have told Jean and me that they have learned
more about how to be successful in life from
our program than from all their academic
courses. They feel that the “quality of life
depends on personal relationships, and suc-
cessful personal relationships depend on ef-
fective communication.”

One young woman from overseas, a mem-
ber for less than a month, told me, “People
have noticed that I have gained more self-
esteem and confidence when dealing with
them.” She has participated in Table Topics
and served as timer at meetings but has yet
to deliver her icebreaker! For her, one of the
most important aspects of the whole Toast-
masters program is that members listen and
give each other quality feedback. “One’s self
worth cannot help but grow under these
circumstances,” she said. “I know Toastmas-
ters really care about each other.”

Jean and I are deeply moved by the suc-
cess stories of so many Toastmasters from all
over the world. We are grateful for the pow-
erful effect our program has had in our own
lives, and it is a special privilege to person-
ally see and hear proof of how it has changed
the lives of others. We feel so fortunate that
our organization truly is all about PEOPLE
BUILDING PEOPLE.
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A SPECIAL CHALLENGE FOR

A SPECIAL PERSON

Roy King had good reason not
to join Toastmasters, much
less participate in a speech
contest, but he did anyway.

Roy was born with a se-
vere case of laryngeal web,
where a growth of skin tissue
covers the vocal cords. At age
8, Roy had trouble breath-
ing, so doctors removed the
web. This surgery left him
with a hoarse, toneless and
raspy voice that often em-
barrassed him. “I was the
type of person growing up
who wouldn’t order in res-
taurants or speak out in class
because of my voice,” he says.

But that didn’t stop him
from proving himself an ef-
fective speaker in Hopkins-
ville Toastmasters club. His
early manual speeches were
so outstanding that he was
encouraged to enter the Be-
ginners Speech Contest.

“Of course, the first thing
one notices when Roy be-
gins to speak is his harsh,
almost grating voice,” says a
fellow club member. “Yet,
after a few seconds, the
power of his speech content
and his body language take
over and the problems with
his voice begin to melt into
the background.”

Roy won the local begin-
ners contest and went on to
win at the area level. He
went to Nashville for the di-
vision contest where he won
again and eventually placed
third out of six speakers at
the district level.

Roy says, “In all medical
aspects, I shouldn’t be talk-
ing. [There’s no sound] com-

ing from my voice box. One
doctor told me there is no
medical explanation for the
sound I make. The only ex-
planation I have is sometimes
God makes another part of
your body compensate.”

Roy King had a good rea-
son for not joining Toast-
masters, a better reason than
some we hear when trying
to recruit new members. As
he prepares to compete in
upcoming contests, Roy is
not only trying to further
overcome his speech prob-
lem, he also wants to set an
example for others.

“Maybe when I speak,
people will think, ‘If he can
do that, I can do whatever is
hindering me in life,”” he says.

David Carter, CTM
Hopkinsville Club 7995-63
Hopkinsville, Kentucky

COMMUNICATION BEFORE
COMPETITION
Toastmasters is so much
more than just speech com-
petition. Contest participa-
tion doesn’t represent the
epitome of good speaking,
nor is it the ultimate stan-
dard to strive for. It is par-
ticularly important that new
members are made aware of
this so they are not upset
about not being able to per-
form in or succeed at speech
competitions.

A good Toastmaster is
able to convey his or her
message with competence,
confidence, precision and
professionalism. It is this
ability to communicate, and
ultimately to lead, that is the
definitive goal of a Toast-
master. The speech compe-
tition does not fulfill this

need, but may add to the
fun of public speaking.

Dr. Arnold Levin, DTM
Johannesburg Club 113-74
Hillbrow, Johannesburg, South Africa

EVALUATIONS MAKE
BETTER SPEECHES

Many Toastmasters find it
ironic and inappropriate
that a speech evaluation
takes more time than the
speech itself. That viewpoint
betrays indifference to the
“pursuit of excellence,” a
phrase Toastmasters are
greatly enamored with. Is
this to say an evaluation of
Lincoln’s Gettysburg Ad-
dress should not take more
than two minutes? Do gen-
erals in war stop evaluating
the tactics of a recent battle
after debate has exceeded
the duration of the battle?

There is no proportionate
relationship between the
length of a speech and the
appropriate length of its
evaluation. All speeches have
a beginning, middle and end.
Gestures, voice control, au-
dience assessment and
phraseology are characteris-
tics of every speech, regard-
less of its length.

The basic objective of a
Toastmasters speech is to do
your best and try to improve
each time. A serious evalua-
tion is a basic and valuable in-
strument for meeting this ob-
jective. Why skimp on the very
core purpose of our meeting?

Stan Clauss, CTM
Bob Leiman Club, 666-11
Fort Wayne, IN 46808

THE REVOLVING DOOR

As a member of a two-year-
old club suffering from de-
clining membership, I have

observed two major factors
contributing to this problem.

First, nobody bothers to
brief new members about all
the duties needed to run a
club meeting. I have person-
ally seen more than one mem-
ber throw up their hands in
despair and quit because of
the personal demands on
their time, effort and money.
They had no idea what was
expected of them.

Second, new members are
expected to swim to success.
A new member must be
shown interest regarding
their goals and growth as an
individual. Too often new
members are left to learn self-
confidence on their own and
too often they sink into dis-
appointment and frustration.
They quietly stop attending
meetings and finally quit.

We can see growth and
keep many of our members
in our Toastmasters club if
we just take the time to guide
them into the responsibilities
of the club and stay with them
until they in turn can be a
productive, helpful mentor to
another brand new member.

Ned Olmstead, ATM
Navafac Eagles 8351-58
Charleston, South Carolina

NOTE: The New Member Ori-
entation Kit for Clubs contains
everything you need to orient
and induct five new members —
orientation guidelines, tips for
coach/mentors, induction cer-
emony script and much more.
(Catalog No. 1162, $5.00)
Contact the Order Department
at World Headquarters to ob-
tain a copy for your Club.
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Discover the positive
power of praise. It can help

make the world a nicer place.

my tu

“Thank you for your talk, I liked it very
much.” But two of the children wrote,
“Your talk was great. Thank you.”

Why did those two compliments stand
out from the rest? Well, after some thought,
I realized the reason: Those two children had

Suffering from
Complimentary Collapse?

® HAVE YOU NOTICED THE DREADFUL
disease sweeping our communities? No, it’s
not the measles or the mumps, but quite a
few of us are afflicted with this condition: the
inability to give and receive compliments.

This type of response is typical: “Gee,
that was one of the nicest meals I've ever had.”

“Flattery won’t get you out of doing the
dishes, Jim.”

The inability to receive compliments is
bad, but the inability to give compliments is
even worse.

A few weeks ago, during the course of
casual conversation, I asked five co-workers
to name the last time someone said “thank
you” or complimented them on a job they
had done. Not one could recall such an inci-
dent. What a shame!

Being thanked for a job well done en-
courages pride in one’s work and stimulates
a club member or employee to continue
performing on a high level. But just as we
rarely think about breathing, we also tend
to forget how important it is to receive ver-
bal praise. I have found that mentioning a
person’s accomplishment first, followed by
the thank you, is especially effective.

For example, a while back I spoke to a
group of school children. The teacher had
each child write me a thank-you note.
Twenty-two of the notes read like this,
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put me first. While all the letters had said
essentially the same thing, two had flattered
me by mentioning my talk first. By praising
my speech and speaking abilities at the very
beginning, they made me feel special.

All you have to do is put yourself in an-
other person’s shoes. Suppose your assistant
types a lengthy report quickly and accurately.
You can express your appreciation by saying
something like this: “Thank you. The report
looks great. You did a super job, Alice.”

But rather than just expressing apprecia-
tion by saying “Thank you,” place the em-
phasis on the employee’s excellent work.
Rephrase your compliment like this: “Alice,
you did a super job! The report looks great.
Thank you.”

Both compliments communicated the
same basic message, but the second one put
the person first, making her feel important.
Anytime you put someone first, that’s effec-
tive communication.

Then there’s the matter of receiving
praise. Some people have a very difficult
time accepting a compliment. When
complimented, all you need to do is ac-
knowledge the praise with a comment such
as, “That was nice of you. Thanks.”

Don’t risk turning the situation sour by
expanding or making a clever or irreverent
comment. If someone says to you, “You look

>

—

great, that outfit is stun-
ning,” don’t reply with a
self-deprecating remark like
“Thanks, but the dress re-
ally doesn’t fit properly” or
a flippant quip such as “Oh

by Jim Dinan, DTM

really? I bought it at the
thrift shop down the street.”
How do you think that
makes the other person feel?
Such a reply only puts down
the kindness of the gesture.

Instead, return the favor
by learning to enjoy the
compliment. Some may
say, “Why should I have to
compliment someone for
something they are being
paid to do?” If you want to
be completely negative,
that is the approach to take.
But why be negative? It is
so simple to tell someone
you appreciate them — and
chances are that person will
remember your thoughtful-
ness for a long time.

Let us not suffer from the
complimentary collapse syn-
drome - be a compliment
builder. It can only help
make the world a nicer place.

Jim Dinan, DTM, is a member
of the Glen Waverly Club
3807-73 and theMonash Club
7100-73 in Victoria, Australia.
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Seven ways to a
new you in 1994.

by Janet E. Freeman, ATM

invest

‘ : ERESA CHANGED DURING HER YEARS AS A TOASTMASTER. EVERY FEW

MONTHS, MEMBERS NOTICED SOMETHING DIFFERENT ABOUT HER.

HER CLOTHES BECAME MORE STYLISH. HER HAIRSTYLE SOFTENED. HER

VOICE LOST ITS EDGE AND TOOK ON A GENIAL TONE. SHE SMILED MORE OFTEN.

MEMBERS BEGAN TO WARM UP TO HER, AND SHE TO THEM. THESE WERE OUTER
SIGNS OF AN INNER EVOLUTION IN TERESA: SHE WAS LEARNING TO LIKE HERSELF.

Behavior reflects self-esteem. When we feel
good about who we are, we tend to see the
brighter side of life. When we accept our
own faults, we're better able to accept and
listen to others. When we feel confident,
our words project sincerity and power. When
we invest in self-esteem, we invest not only
in ourselves, but in our quality of life, our
relationships, and our communication skills
at home and at work.

Like a mutual fund, self-esteem requires
a conscious decision and time to flourish.
You decide to make the effort to invest, then
contribute regularly. And while you watch
your confidence grow, you'll be earning divi-
dends - for once you decide you’re worth
the effort, others will decide that, too. Here
are seven specific things you can do to foster
self-esteem:

Accept a compliment.
Sometimes we don’t allow ourselves to
hear the kind words of others. I remember
when John told Lauren that her vocal vari-
ety during her speech was terrific. She
abruptly responded, “I flubbed the open-
ing.” Lauren sent John two simultaneous
messages: her performance wasn’t worth a
compliment, and his evaluation wasn’t
worth her respect. Don’t be afraid to accept
praise. Or, in the wise words once offered
me by a blunt friend, “Just shut up and say
thank you.”

List 20 of your best qualities.

Yes, you have them! While this exercise
may feel forced and awkward, you're not
alone. Some people tally 20 personal faults
in five minutes, then take hours to think of
even one positive trait. Keep working on the
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list, even though it takes time. When you
finish, write each good quality on a 3 x §
card. The cards will provide daily reminders
of your worth. Post them around the house.
Or, if you're not comfortable sharing these
cards with family members, keep the stack
tucked away near your bed and review it
privately each morning.

“Givewyourself a treat.

Remembershow you felt when you were
a child and mom,and dad brought you a
surprise? You were the most important kid
in the world! You can recapture a bit of that
feeling by giving yourself a special reward. It
needn’t be fancy or expensive. It can be as
simple as 10 uninterrupted minutes soaking
in the tub, a frozen yogurt cone, a drive to
the park with a friend. The secret is to choos-
ing something you want...just because.

Try something new.

Risk may be scary, but it produces excit-
ing and satisfying results.’You’ll be amazed
how good a single pasitive change in rou-
tine can make you feel. Anything new
counts. Want-to exercise regularly, read

@.H&f figway -orfloss each evening? Just do

it O.K., so you might wind up hating
Hemingway — congratulate yourself for your
willingness to try.

Praise yourself out loud.

Sue’s good friend presented his con-
cerns before the school board. After the
meeting, she offered encouragement.
“Good job, Bruce. You gave a strong argu-
ment in favor of smaller class size. It's
clear you really care about our schools.”
You'd praise a good friend - why not your-
self? When you do something well, reward
yourself with a compliment and say it out
loud! Remember that bit of folk wisdom:
“It ain’t braggin’ if it’s true.”

Use “I” statements to convey the pride
you feel about a specific achievement, large
or small. For example, tell yourself “I feel
good about the diplomatic way I dealt with
Jimmy’s temper tantrum” or “I'm glad I
made my lunch last night — the morning
seems more relaxed.” If you need help get-
ting started, develop a compliment from
your 3 x 5 cards. Convert “I'm organized”
to “I like how I organized my bedroom
drawers.”

Seek out supportive relationships.

As your confidence builds, you'll find
some people are uncomfortable with the new
you. Inevitably, a friend or co-worker will
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make remarks implying they want the old
you back. Choose to spend more time with
supportive people who have similar goals
and healthy self-esteem. They’re better
equipped to appreciate the person you want
to become. When you're ready, form new
friendships based on mutual respect and
shared dreams.

Be gentle with yourself.

Building self-esteem takes time. Permit
yourself to make mistakes and fall short of
your goal. It doesn’t
mean you're bad, it just
means you're human.
You’'re worthy of
patience. After all,
when your mutual
fund’s past perfor-
mance promises long-
term growth, you keep
investing, despite the predictable ups and
downs of the stock market. Just keep at it and
know that you’ll succeed eventually. After
all, I speak from experience — I'm the “Teresa”
mentioned at the beginning of this article.

“While you watch your confidence
grow, you'’ll be earning dividends —
for once you decide you’re worth the

effort, others will decide that, too.”

JanetE. Freeman, ATM, is an aerospace systems
engineer and a former member of Green
River Toastmasters 92-2 in Kent, Washington.
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processes of thinking through your speech or presentation. You will be challenged to deepen and
expand your thinking as well as sharpen your focus. Having captured your ideas, you may package
them in @ number of useful forms, including outlines, drafts, or full texts for your word processor.

XPRESS YOURSELF is designed to get you to the heart of successful written and verbal communication.

All speakers face the basic challenge of creating clear, expressive,
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hen you walked to the lectern for your recent Toast-

masters speech, how did you choose to feel? Which

emotion did you pick from your gunnysack of feelings?

“I didn’t know I had a choice of how to feel,” says
teacher Nikki Rajala of St. Cloud, Minnesota. “For years
I thought emotions just controlled us.” This is a com-
mon fallacy - emotions control you only if you let them.
Of course, no one can prevent that first instantaneous
emotional reaction to an event. Dave DeMars, president
of Daylighters Toastmasters Club in St. Cloud, says de-
spite years of teaching experience, he was nervous the first
time he spoke to a group of his peers.

“I stumbled around a little bit,” he says. “My knees
weren’t quite solid.” But he soon felt comfortable. Why?
What changed? His choice of feelings. Perhaps cues and
clues from the audience contributed to his mood change,
but they weren’t essential to it. You too can control your
feelings and moods.

Dr. Penelope Russianoff, clinical psychologist and au-
thor, says to think of it like this: “Your best friend doesn’t
invite you to her big party. You could feel hurt. Society says
you should feel hurt. But you don’t have to. You could say,
‘Gee, I wonder why she didn’t invite me. Maybe there’s a
good reason. I'll have to ask her.””

Emotions control you
only if you let them.

S



Perhaps it’s that simple when
you're speaking to a group or if some-
one cuts you off in traffic, but what if
it’s a more serious situation, such as
the death of a loved one? Even then
you can choose how you feel.
“When things go bad, you don’t
have to torture yourself,” Dr. Russianoff
says. She speaks from experience. Two
years ago her husband died. “We had a
marvelous marriage, and loved each
other very much,” she said. “After he
died, I didn’t feel angry. I never thought
‘Why should this happen to me?’ Instead
I chose to concentrate on the happiness of
our 24 years together. I feel like he is very
much with me, and I don’t think I would
 feel that way if I chose to be dreadfully
lonely and very sad and very upset.”

WHY DON’T MORE PEOPLE CHOOSE?
If it’s true that people can choose how they
feel, then why do so few do it? Lots of reasons,
says Dr. Russianoff.
People Don’t Realize They Have Choices. All
too often our negative emotions are planted on us
from the outside: What will people think? What
am [ supposed to do? What if I open my mouth in
front of everybody, and prove that I'm a fool? These
are powerful and difficult bonds to break.
People Don’t Want to Face Consequences.
Often when people say they don’t have choices,
they’re choosing not to have choices. “They’re
saying ‘I can’t’ instead of ‘I choose not to,”” Dr.
Russianoff says. Choosing, especially differently
from the norm, invites the wrath of family and
culture. (However, not making choices also brings
about consequences.)

People Only Know Themselves as They Are.
Choosing how you feel alters who you are. Dr.
Russianoff says, “People can’t imagine themselves as a

different person. Like Popeye, whose favorite saying is

‘T yam what I yam.” It never occurred to him that he

didn’t have to be that person.” Outside forces don’t
control you - you do.

Change Is Frightening. Better the devil one knows than
the devil one could become. What if the change doesn’t
work? Or what if it does? What will be gained? Or lost?

Change Isn’t Easy. Making life changes takes energy.
“It’s hard,” Dr. Russianoff says, “but not too hard.”
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Some People Want To Feel Negative. People don’t choose
different feelings because they must be getting something
out of feeling the way they do, no matter how negative, says
Arthur Freeman in his book, Woulda, Coulda, Shoulda. “Even
wallowing in misery has its advantages,” he says.

THE GOOD NEWS

No matter how long people have been hooked to bad
emotional habits — feeling nervous in front of a group,
questioning their own judgment when evaluating some-
one else’s speaking — they can reap the benefits of positive
feelings. It’s never too late.

Dr. Russianoff says, “We create our own emotional envi-
ronment, with our families, on the job, and among our
friends, by the way we look at things. We can create a nega-
tive environment and wallow in it, or we can create a positive
environment and succeed in it.” In fact, one of the basic
tenets of Toastmasters — constructive evaluations — does just
that by creating a positive environment for speaking.

(

ften when people say they don’t
have choices, they’re choosing not
to have choices. Outside forces don’t

control you — you do., )

SHOULD YOU DO IT?

What's in it for you? “For one thing,” Dr. Russianoff says,
“you can go out and get what you want out of life. So many
of my patients say ‘I'm lonely. No one ever calls me.” Well
all right. Then do something about it.”

Choosing how you feel obviously is most valuable if you
choose happy feelings. People with a lilt to their walk, a
sparkle in their eye, and a smile on their lips attract other
people. They may also gain maturity, wisdom, peace of
mind, confidence, and much more. How can you choose to
harness positive emotions? Follow these steps:

1. DETERMINE THAT YOU WANT TO CHANGE. Ask your-
self: Do I want to feel how I'm feeling? Do these feelings
interfere with my life? Would life be better without
these feelings? Do I want to change?

2. DETERMINE WHAT YOU WANT TO CHANGE. Is there a
particular reactive trait you'd like to alter? Self-doubt?
Fear in front of groups? Guilt? Shame? Worry? Getting
angry easily? Dr. Russianoff says, “You don’t have to
have a short fuse, if you are aware of it and decide to
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stop practicing it.” But do it bit by bit. “If we can handle
our negative behavior in small pieces, we can begin to
eliminate it, piece by piece,” Dr. Russianoff says.

So if you're nervous in front of a group, plus you
don’t feel like you have anything to say, choose only
one of those items - perhaps the “nothing to say part”
and master that. Prepare your speech and practice it
until you know the subject matter very well.

3. STOP IT. You can’t change if you don’t stop the offend-
ing behavior. Dr. Russianoff says, “You can decide to
stop practicing your negative feelings. You have to say ‘I
choose not to.””

4. MOVE ON. “If you're going to change your feelings, it’s
a good idea to know what you want to feel instead, an
emotion that would feel more natural and comfortable,”
Dr. Russianoff says.

5. PRACTICE THE FEELING. Practicing not only makes you
better and better at something, it also makes it easier to
change next time. That’s why tasks that used to trouble us
- such as driving a car, giving a speech or jogging a mile —
no longer do after we've been doing them for a while.

DIFFERENT WAYS TO DEFEAT THE DOWNS

Most people can’t simply decide one second that they want
to feel happy, and a second later be happy. Different meth-
ods work for different people.

B Exercise:According to Robert Thayer, psychology pro-
fessor at California State University, Long Beach, moder-
ate exercise is one of the most reliable methods of en-
hancing moods.

You needn’t do anything strenuous: sustained walk-
ing (12-20 minutes), for instance, produces endorphins,
“feel-good chemicals,” which predispose you to more
positive emotions. Walking or riding a bike can give you
a sense of control over your life, which is often missing
during emotional times, and also allows you to choose
positive feelings more easily.

B Compliment others. There’s an old saying about get-

ting back out of life what you put into it. In other words,
if you praise others — honestly — for their dribbling
ability or their hairstyle, someone will eventually com-
pliment you on your smile or a speech you gave. Prais-
ing others makes you feel as good as the other person.
Mark Twain once said, “I can live for two months on a
good compliment.”

B Soak yourself. Take a long, soothing bath. Submerge

yourself in hot water until the tensions melt away, or
else scrub those tensions off. At any rate, a hot soak
lightens the soul. Like the Greek mathematician

!

Archimedes, you might also discover some famous prin-
ciple while in the tub.

Go to church. Whether or not you're religious, you'll be
calmed by the music and serenity. It will help you find
at least a measure of peace within yourself.

Play upbeat music. Many times when people feel bad,
they tend to wallow in self-pity. One of the best wallow-
ing grounds is sad music, so avoid it when you're feeling
down. Instead, play music that gives you a lift. You may
want to start with “sad” music that matches your mood,
and then slowly working working toward the “happier”
melodies.

e create our own emotional environ-

ment by the way we look at things.

We can create a negative environ-
ment and wallow in it or we can create a

positive environment and succeed in it., )

Play with a pet. Dogs are usually the most affectionate,
but cats are playful, too. Have a pull or two at an old
sock, your dog at one end and you on the other. Watch
your cat chase a piece of string or bat a ball around. The
vivacity of a pet is contagious and will raise your spirits.
Buy a gift — either for yourself or for someone else. But
be sure you can afford it, or your doldrums might end up
worse than ever!

Do the best you possibly can. Choose a project, like
working on a speech or making dinner, then go to it.
Take your time and give it your best effort. Your sense of
accomplishment will make you feel better.

Clear up a misunderstanding. Go to a friend - or
enemy - and explain your side of the disagreement. Ask
for theirs, then compromise. Nothing so drains energy
as a continued spat — and nothing makes us feel so bad.
Relive pleasant and happy moments. Concentrate on
the times you felt loved and wanted and secure. Replay
that mental tape time and again. Remember the smells,
the feelings, the thoughts. They are sure to help you feel
better.

Help someone else. Read to the eldery or the blind.
Volunteer to help at a local hospital. Do a good deed you
know you'll never get credit for
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B Uncork your favorite fragrance. Little else has such
powerful effect on people as the sense of smell. A whiff
of perfume or after-shave can suddenly transport you
back years, even decades. Think of happy childhood
smells — homemade bread baking or cinnamon in hot
apple cider - and recreate these fragrances. My wife
remembers a bubble bath she really liked as a child. A
few years ago she bought a dish-washing detergent that
smelled just like the bubble bath, and it evoked wonder-
ful old memories.

B Smile. It takes many more muscles to frown than to
smile. And if you smile, you lift your spirits. Thus if you
“act” a certain way, you'll discover you begin to feel that
way. So on the way up to the podium, smile, think
happy thoughts, and be happy.

B Mental Imagery. How we think affects how we feel and
how we behave. So if you create mental images about
negative things, you're going to feel bad. Good feelings
drive out the bad.

B Put Your Thoughts on Pause. Thoughts and feelings are
inextricably intertwined. That’s why today you can think
of the death of your favorite childhood pet and feel sad,
or you can think of last year’s bonus and feel happy. In
order to change your strongest emotions, you must use
strong medicine. Yell “Stop!” aloud, or silently, to break
the circle of thoughts. You may need to do this several
times. Or distract yourself. There are ways to set anger or
fear aside. For example, reach out to people. Or do some-
thing creative: read, nap, exercise, work on hobbies, play
with pets, do something new and constructive.”

B Write Your Feelings Down. This allows you to slow
down, to focus on your thoughts and to pinpoint cer-
tain aspects.

B Talk to Someone Else. “If people could only talk out
their most negative emotions,” Dr. Russianoff says, “they
wouldn’t act them out. If serial killers could tell some-
one that they feel like killing, it would probably stop
them. But our society doesn’t accept feelings like that.
People need to realize you're allowed to have negative
feelings; you're just not allowed to act on them.”

m Talk Tenderly to Yourself. Self-talk is one of the best
ways to change how you feel. Simple as it sounds, it is
one of the most effective techniques for breaking nega-
tive habits. One writer has a large sign that says “You're
okay” above his word processor. The sign reminds him
that he can choose to feel okay about himself. Those
gentle words give him confidence and make him feel
better. Your sign might say “You did it before — you can
do it again” or “You can do this.”

In general, if your feelings have to do with the normal ups
and downs of everyday life, these methods can help you
choose how you want to feel. You are a magician. No
matter the situation, whether it is making a speech at a
convention or in front of your fellow Toastmasters, asking
for a raise or shooting the rapids, parachute jumping or
talking with a stranger, you can conjure whatever feeling
you want. Just tell yourself, ‘You can’t make me feel any-
thing. I choose how I feel.””

It’s not always easy, but it can be done. The payoff is in
living a wiser, more masterful life. As Dr. Russianoff says,
“The door to changing our feelings is always open. We just
have to choose to walk through it.”

Bill Vossleris a freelance writer living in St. Cloud, Minnesota.

B Emotions don’t affect health. The
great English surgeon John Hunter
noted that anger and anxiety
brought on chest pain. In fact, he
died after he got furious with two

| other doctors during a staff meet-
ing. Dr. Robert H. Curtis, says “The
concept that emotional factors - feel-
ings — contribute to the develop-
ment of coronary artery disease has
received general acceptance.”

B Other people cause your distress
and pain.Common phrases such
as “Look what you made me do”

or “It’s your fault” are simply
not true. You choose how you

§
react to what others do.

B You should never feel bad. A vari-
ety of moods is normal. We all ex-
perience happy times and occasions
when we feel anxious or angry.

§

H You have no control over your
feelings. Most people are taught
that feelings just erupt and take
their course. That isn’t true: If
you choose to understand your

emotions, you can control them.
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Words without
action are like a car

without a motor.

by Judi Bailey

66g 'm whipped,” Ed told me. “It was at
l least 4 a.m. before I got to sleep.”

I've never seen Ed when he wasn't tired.
After pouring a cup of coffee and lighting an-
other cigarette he went on to complain about
his teenage son - coming in late, sleeping until
mid-afternoon, not helping around the house.

“He didn’t come home at all last night.
I've had it. Tonight I'm laying it on the line
- he lives by my rules, or he gets out.”

I've heard that story from my friend Ed
before.

Ed stands tall: good suit, clipped hair,
modern tie, deliberate speech. By all appear-
ances, he is successful, a man who shares a
great deal, and is comfortable with himself
and with his life. Ed talks about problems in
his insurance company (the same complaints
he has had for three years), the people who
pester him, and the behavior of his son. The
conditions in his life have not changed for a
long time, yet, if you heard his plans for the
first time, you would say, “Now there’s a
man of action!”

You can even say, to some degree, that
Ed is following the advice mental health
experts have been screaming at us: “Express
yourself! Don’t keep things inside!” Interest
groups, such as the women’s movement,
have encouraged both men and women to
accept the shedding of false pride, the cry-
ing of tears, the pouring of hearts.

We're learning it’s okay to talk. It's all
right to share faults and weaknesses. It's
good to express emotions.

But sometimes, as the saying goes, “talk
is cheap.” Words can be masks, hiding true
feelings — tight defenses against action. Some

people, like Ed, avoid confronting their emo-
tions by talking unceasingly about them.

Words can be used as substitutes for feel-
ings, and substitutes for action, especially
for people who tend to intellectualize every-
thing. “They strip things of their emotional
significance,” says Dr. Roger Barrett, a pro-
fessor and clinical psychologist in private
practice. “These people use analyzing as a
means of avoidance. They make things dis-
tant and hide under the abstract nature of
the problem. They don’t deal with the emo-
tions that are really there.”

This may be truer for men than for women,
according to psychologist Dr. Sidney Jourard,
author of The Transparent Self. He describes
the male role as setting men up to be tough,
objective, non-expressive and detached,
which literally places their lives in jeopardy.
Because men reveal fewer personal facts about
themselves, they are under constant stress —
“on guard” - to prevent any weakness from
showing. Some men use talking as a method
to avoid this feared self-disclosure.

But there are positive aspects to disguising
real feelings as well. Dr. Edward Swingle,
assistant professor of speech at a branch of
Kent State University in Ohio, says, “We de-
liberately hide feelings in terms of organiza-
tional goals and interpersonal relationships.”
Dr. Swingle gives role expectations as one
example and cites the situation of a teacher
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who is supposed to be considerate and under-
standing and strives for high ideals. What if
the teacher doesn't like a particular student?
Or what if he doesn’t feel well?

Emotional problems occur when a person
hides behind his roles, according to Dr.
Swingle. If a person is functioning well, suc-
ceeding, and has healthy interpersonal rela-
tionships, more often than not that person’s
repression of feeling is occurring appropriately.

Honesty is the key here — knowing what
you truthfully feel no matter what you say
to others. Some people are unaware of their
feelings. “Maybe they need to cry,” says Dr.
Barrett, “and what they say is how good
mother was.”

Many people are afraid of their feelings,
and operate under the assumption that
if they speak otherwise, somehow, magi-
cally, their real feelings will go away. Hating
parents, fearing children, being jealous of
spouses, and wishing evil on colleagues are
not popular attitudes. Their unacceptability,
however, begins with us.

Dr. Jourard puts it this way: “A person’s
public utterances are often radically differ-
ent from what he authentically feels and
believes. Many of us dread to be known by
others as intimately as we know ourselves
because we would be divorced, fired, impris-
oned or shot.”

And to prevent ourselves from seeing
these “ugly emotions,” we rationalize.
“People will give reasons why they act in a
certain manner,” says Dr. Barrett. “It has
nothing to do with their real feelings. This
rationalizing tends to be self-convincing.”

These individuals grow farther and far-
ther away from their true feelings. The fa-
mous therapist, Carl Rogers, talked about “in-
congruence,” having one feeling but acknowl-
edging another. The more incongruent we
are, the more confused.

How can you know whether or not you
are sharing appropriately, or if you are in
touch with your real feelings? Your body
may tell you, according to Dr. Barrett. “You
go to the doctor and she says nothing’s
wrong...Or a person may have ulcers, but be
unaware of the emotional content behind
the physical problem.”

Other symptoms of not dealing with real
feelings are: having a loss of control of tem-
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per, being constantly on edge, being irri-
table or depressed. Often a person feels
“something is wrong,” but is unable to put a
finger on it.

Talk is often inadequate. In addition to
camouflaging feelings, it can delay positive
action. Take, for example, the compulsive
list-maker or planner. He writes his goals or
shares his plans with his friends. Unfortu-
nately, they're for tomorrow. But tomor-
row never comes for him; he’s constantly
figuring out what he should do when he
gets the chance. He analyzes to such an
extreme that his plans get over-complicated.
He’s immobilized. Dr. Barrett calls this the
“centipede theory,” our way of tripping over
our own feet.

Insight and understand-

ing can be interesting but  “Many of us dread to be known

often are not enough for a

life of self-fulfillment. So- by others as intimately as we

cial psychologists say that

people don’t change their know ourselves because we

attitude, then their behav-

ior; it’s the other way WOUId be divorced, fired,

around - behavior first.

“If you can get someone
to try on a behavior,” says
Dr. Barrett, “she’s more likely to change. For
instance, if a shy person can begin to act as if
she’s confident, she’ll actually start to feel con-
fident as a result of this new behavior.”

Very often a person will claim to have made
a decision. But it is not a decision until some
action is taken. It is like the alcoholic who,
upon rising shakily one morning, says, “I'm
not going to drink any more.” Then he goes on
a binge at noon. Was that a decision he made
in the morning? No, it was only words, words
that eased his mind for a few hours.

Sharing thoughts and feelings can be a
great tension reducer. Many people “feel bet-
ter” after they have talked a problem out. But
if it’s an ongoing problem, and all that gets
done is the talking, it may be counterproduc-
tive, or bring only temporary relief. Being in
tune with your true feelings and putting ideas
into action are the dynamic duo of success.
Action, indeed, speaks louder than words.

Judy Bailey, now a full-time writer, is a former
behavioral therapist for both children and
adults. She has a Master’s degree of Education
in Rehabilitation Counseling.

imprisioned or shot.”




Qaugh lines

Tickle their funny
bone with jokes

made to order.

Using

Spontancou

B SPONTANEOUS HUMOR IS ONE OF THE
most effective tools you can use to connect
with an audience. And a spontaneous quip
will almost always be more effective than a
canned joke. Audiences are flattered when they
feel the joke was created just for them. In fact,
what appears to be an improvised joke often
lends a fresh appeal to your whole talk.

Here are four keys to the effective use of
spontaneous humor:

1. Preparation
2. Observation
3. Courage
4. Practice

ARM YOURSELF WITH HUMOROUS QUIPS
First, let’s look at preparation.

What? Prepare to be spontaneous? Of
course! Have you ever visited a comedy club
and observed how the stand-up comic has
an “off-the-cuff” ad lib for nearly anything
that comes up? Think of those times when
the comic chats with people in the front
row and makes a witty remark if someone
happens to be from Chicago, or works in the
medical field, or is visiting with someone

by John Kinde, DTM

other than his or her own spouse. Such ex-
changes appear to be very spontaneous. But
in reality, the comic is often making the
“spontaneous” remark for the 50th or 100th
time! The seasoned comic has prepared to
be spontaneous.

In speaking situations, it’s a good idea
to be prepared with humor to handle un-
expected events. What will you do or say if
the lights go out or the sound system fails?
If you're armed with a humorous ad lib,
the audience will be won over when they
see that the problem hasn’t gotten the best
of you.

Preparation should also include a study
of your audience. If you circulate a prepro-
gram questionnaire to obtain “inside infor-
mation” about the group, you’ll be able to
customize your humor and make it seem
much more spontaneous.

Here’s another tip: carefully note any ef-
fective off-the-cuff humorous remark made
by you or an audience member, then recycle
it during your next talk. Although it may
seem contradictory, being ready with a few
humorous quips can actually add an illu-
sion of spontaneity.
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KEEP YOUR EYES PEELED

The second key is observation. Since most
humor is based on relationships, the more
observant you are, the more likely you'll be
able to create humorous relationships and
pictures in the minds of your audience.

I once saw two signs in a junior high
school cafeteria which were unrelated but
posted on top of the other above the back
door. Most of the 300 faculty members in
the audience had seen those signs before,
but few probably looked at them the way I
did. “This is a unique facility,” [ remarked to
the crowd. “I knew that as soon as I saw the
sign over the back door. ‘Restroom - Capac-
ity 475!"”

On another occasion, while attending a
Christmas luncheon, I noticed a gentleman
wearing loud green and red plaid pants with
a black sports coat. On my way up to the
stage, I passed by his table and asked him to
join me. Once we were in front of the audi-
ence [ said, “Bob has started a new tradition

Humor

today. To carry on this tradition, next year
when you arrive at your Christmas luncheon,
you'll be required to exchange an article of
clothing with someone seated next to you.
Would the gentleman wearing the other half
of Bob’s suit please stand up.” Without any
advance coordination, a gentleman wearing
a loud plaid sports coat with black pants
stood up! It brought the house down.

It’s also a good idea to listen and observe
while remarks and presentations are being
made. At one meeting I noticed it seemed as
though nearly everyone receiving 5, 10 and
15-year service awards had started in the
company’s telemarketing department and
had subsequently worked their way into
other jobs. I added a new line to my open-
ing monologue. “People call me a comedy
magician because they laugh at my magic
and they’re mystified by my jokes. But I
wasn’t always a comedy magician. I used to
work in telemarketing!” It was on target and
received a great response because the audi-
ence appreciated the fresh, spontaneous na-
ture of the remark.

Then there was the time [ attended a
function where a wide variety of recogni-

the Toastmaster * february 1994

tions were being given for club service. Dur-
ing the course of the ceremony I noticed
that some of the recipients were present and
some were absent that evening. So one of
my best lines came from a simple observa-
tion: “This is my kind of club. You gave out
perfect attendance awards to two people who
weren’t even here!” Simple? Of course. But
highly effective.

DARE TO FAIL

After you've prepared and remembered to
be observant, you’ll need to exercise the
third key...courage! There’s no doubt about
it: Trying out new jokes takes guts. But the
more you do it, the more comfortable you’ll
become. It's worth the risk. Besides, if your
audience doesn’t laugh, just pretend you
were serious!

SPEAK UP!

The fourth key is practice. You learn humor
and spontaneity only by exercising your
skills. T recommend that you set a goal of
always using some humor in every presenta-
tion you give. Your humor comfort zone
will increase and so will your spontaneity as
you gain confidence.

A great way to practice your use of spon-
taneous humor is to participate more fre-
quently at Toastmasters club meetings.
When the opportunity comes to say a few
words at the close of a meeting, for ex-
ample, use a bit of observational humor
created out of the circumstances of the
meeting. Or, if you're assigned to present
a joke during the meeting, bring a “hip-
pocket” joke only as a backup. Then, dur-
ing the meeting, attempt to create a fresh,
new joke by exercising your observational
skills. It’s not as difficult as it might seem
at first. You’ll become more observant and
will eventually be able to create five or six
pieces of observational humor by the close
of every meeting.

By using these keys of preparation, obser-
vation, courage and practice you’ll become
more spontaneous. You'll add a freshness to
your presentation as you customize humor
to your audience and your environment. Your
talk will hit the mark...and the funnybone!

John Kinde, DTM, is a professional humorist
and comedy-magician. He is a member of
Santa Maria Toastmasters Club 89-33 in Santa
Maria, California.

“What will you do
or say if the lights
go out or if the

sound system fails?”
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By Sandra Wilson, ATM

How public speaking skills can

enhance private expression.

he work we do at Toastmasters meetings is too

important to relegate to simply once a week. There

are endless situations we can enhance and relation-

ships we can improve with our Toastmasters training.

What would happen, for instance, if we used our Toast-

masters skills to enrich relationships with our family

members - spouse, children and perhaps even extended

family? The preparation and results of a Toastmasters

speech vs. the preparation and outcome of connecting

with a family member might have more in common than
you think.

WHAT TO SAY...

At your Toastmasters club meeting almost any subject can
be presented in an interesting and informative way. We
need only consider how we like to spend our time, what
we read about, the experiences we have had or shared
with others, our dreams for the future and adventures we
are planning.

Within a family, your focus is centered on the adults or
children in your group. Let’s suppose, for example, that
you choose your spouse as your “topic.”

...AND FIGURING OUT...
Your focus has been chosen. Now you must decide on the
message you wish to convey. Time to prepare.

As a Toastmaster, you know that your speech prepara-
tion usually includes some quiet sitting, thinking, writing,
typing or mind mapping. It is important to get our thoughts
on paper so they can be enlarged, ordered, deleted and
arranged intelligently. Preparation may involve research,
interviewing and perhaps gathering of props as you con-
tinuously ask yourself, “How do I get my message across?”

Most Toastmasters speeches last only 5-7 minutes, but —
as it should be - the preparation always takes much longer
than the final speech. Probably the most difficult aspect of
preparation is shrinking the material to fit your designated
time slot.
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Is this similar to prepara-
tion at home? The focus is your
spouse, and you have decided

that your message is that she or he
is very important to you. How do
you get that message across?
If you know what is special to your wife
(for convenience, let’s use the female gender),
if you know how she likes to spend her time, and
what you can do to make her feel truly recognized, then
you already know how to communicate your message.
Now you just have to deliver it!

...HOW TO SAY IT.

The day has come. We stand in front of our fellow Toast-
masters and honored guests. We launch into our prepared
speech keeping in mind our vocal variety, our gestures. We
stand away from the lectern and make eye contact around
the room. Our speech is well organized. Our message is

TOAST

understood. Just before the red light signals the end of our
time, we pause, turn and finish by saying, “Mr. Toastmas-
ter.” We did it! Well done! There may even be a trophy -
but even if there isn’t, the feeling of accomplishment sus-
tains and fulfills us.

Your presentation to your spouse is less formal and regu-
lated than at Toastmasters. You have taken her to a restau-
rant you know she likes, and the two of you are going to
have a private evening together, focusing on your relation-
ship. After all, this is why you are together in the first place!

§ Part of your preparation is to set up the situation by
flirting with your wife. Use the phrases, the gestures and
the voice you used in the early days of your relationship.
Court her and ask her for a date!

Now you are sitting in a secluded booth in a restaurant
that makes her eyes sparkle...and the waiter has left you
alone. The conversation starts. You have made it clear that
tonight you are not going to talk about your beloved chil-
dren. They are important — but not as important as she is.

o —
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(( n the home front your focus
is to become more adept in
expressing your feelings.”

Now think back for a moment. You've always been
fascinated by the icebreaker speeches you’ve heard at your
Toastmasters meetings. Why? Because they give you
glimpses into the lives of real people, their experiences and
dreams for the future. And you've found you like to talk
about yourself, and that doing so has become easier with
every Toastmasters meeting. But this time you are thinking
of someone else.

Your message is that your wife is important to you so,
using your feelings for her plus your increased ability to
listen attentively, encourage her to give an icebreaker of
sorts. No, don’t ask her to tell about where she was born,
how many siblings she has and all the places her family
moved to as she was growing up. You know that already!
Instead, use this precious time together to explore who she
is now. What is the most important time of her day? Does
she like what she is doing? Why or why not? What does she
see herself doing in five years? What is the most important
part of her relationship with you? Who are her best friends?

ASTER

What is her dream for the future? What would she change
about her life if she could?

This “presentation” is more a gift of listening than
talking, but of course, you may reply or clarify. And feel
free, at the appropriate moments, to join in. She is impor-
tant to you. Show her this by asking her who she is and
how you can be fully involved in her life. Listen as she
responds with her feelings.

UNDERSTANDING OUR OBJECTIVES
We all know that Toastmasters speeches have objectives.
These range from organizing our material and giving a
speech without notes to reading from a prepared text. We
concentrate on improvement, having faith that the manu-
als have been created with a logical progression in mind.
On the home front your focus is to become more adept
in expressing your feelings. Not only do you want to com-
municate your support and love, but you also want to
insure the maintenance of a strong relationship.



REMEMBER ORGANIZATION

Toastmasters speeches start off with a punch; we grab our

audience’s attention. We want people to know that what we

are about to say is exciting, important and of personal interest.
The body of the speech includes well organized support-

ing information and is presented in such a way that each

part is memorable.

1
Wﬂen both of you bring up subjects that seem
to gum up your relationship, you can smooth
them out quickly and without resentment.?’

Finally, the end of the speech reflects the main idea. A
point of intensity has been achieved with such enthusi-
asm and passion that no one can doubt the message of
the speech. This is our conclusion. Strong. Important.
Impressive.

On the home front you can look at your relationship with
your spouse also in terms of an opening, a body and a conclu-
sion. Unless you are newlyweds, you have already moved past
the opening of the meeting, “courting” and then marriage.

The body of your relationship is the years you spend
together, sometimes simultaneously enhanced and strained
by the presence of children. If this is where you are now, it
is important to stay focused on the primary relationship
despite all other distractions. Interject humor, tender mo-
ments and romance into your times together.

The “conclusion” of the relationship is not the end of
it. Indeed, the finest conclusions have to do with the
years spent together after the body of the relationship -
often the first 25 years — has passed. Take

Home evaluations have one significant advantage over
those we receive in Toastmasters: At home the dialogue is
two-way. If your spouse shares that she was hurt by what you
said, you have the opportunity to explain that you thought
your words conveyed something much different than what
she heard. When both of you bring up subjects that seem to
gum up your relationship, you can smooth them out quickly
and without resentment.

Evaluations are more informal at
home. Ideally, the emphasis is on the
things that went right. The gestures
and the hugs and the support are men-
tioned and encouraged. The evalua-
tion becomes personal and loving. Each
person is sensitive to the other.

THAT SPECIAL RECOGNITION
At our Toastmasters meetings awards come in the form of
trophies and ribbons.

But what are our rewards at home? Knowing that you like
to be there. Knowing that the person you live with is exciting
and special to you and that the feeling is mutual. A spring in
your step. Smiles. A feeling of well-being. A knowledge that
you are creating something that will get stronger through the
years and will be there to add to your health, your comfort,
your ambition and your joy of life.

Our Toastmasters skills are important. They are life-
sustaining, career-promoting, relationship-building. Let’s
not underestimate them. They can enrich our lives more
than just once a week.

Sandra Wilson, ATM, is a member of Mun-E-Men Club 2732-
2 in Everett, Washington.

time now to discuss what your future will
look like. Keep it fun and full of activities
and new interests.

TWO-WAY EVALUATIONS

At our weekly Toastmasters meeting, an as-
signed evaluator stands in front of the group
and tells us how we did. The evaluator men-
tions the things we did well, the things we
could do better, and where we have im-
proved. There may be enthusiastic comments
about the level of enjoyment - and there
may be criticisms that we do not feel are fair.
Sometimes we feel the evaluator didn’t un-
derstand our intention.

- / ~
ToaL
T.Q.M. Made Simple || &,
Torar Quariry MANAGEMENT o
F OR YOUR pR(:FLEI“SLEIS?N'AL

PrivaTE & PROFESSIONAL LIVES

This Book, by Patrick Cox. ATM, clarifies the mystery behind TQM. You
can succeed, both at work and in your private lives with this book. Mr.
Cox has appeared on TV as a TQM expert and has been applying and
teaching these methods for sixteen years. To order this breakthrough
book, call 1 800 229-0499. Or send $12 plus $4 S&H to 1020 Wainwright
Dr, Oviedo, Fl1. 32765.

(Please make checks payable to Patrick Cox)
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Dare To Be Competent!

B ACHIEVING THE COMPETENT TOAST-
master Award (CTM) marks a major mile-
stone in our professional development. Our
success in life depends on our ability to
communicate. The principles we learn from
the basic Communication and Leadership
manual are cornerstones of interpersonal
communication - it takes us through pro-
gressive skill development in organization,
logic, proper word usage and effective body
language. But as with any skill, we don't
learn without practice and active participa-
tion. However, many of us procrastinate and
postpone our skill development due to ini-
tial inertia and nervousness.

There are three critical steps to skill de-
velopment which were invaluable to me in
achieving my CTM award:

STEP 1: GOAL SETTING

Scott Reed said, “This one step — choosing a
goal and sticking to it — changes everything.”
The CTM program is designed to develop our
skills one step at a time. However, we have to
decide when we will take each step. We are
most likely to achieve goals that are specific,
measurable and achievable. Vague goals such
as “I hope to achieve my CTM next year” are
harder to achieve. Our goals need to be clear
and definitive. A specific and measurable goal
such as “I will achieve my CTM by August 15,
1992” is more likely to be achieved. We also
need to ask ourselves if our goals are realistic.

STEP 2: PERSISTENCE

Woody Allen has said, “95 percent of all
success is just showing up.” While achieving
the CTM requires more than just showing
up, regular attendance at club meetings is
critical. Even though we may not have a
prepared speech, each meeting provides us
with opportunities for active participation.
Regular attendance enables us to watch
other speakers and learn from them. And
by participating in minor meeting func-
tions, we build courage by repeating basic
skills and our nervousness diminishes.
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In striving for the CTM award I was en-
couraged by this comment from Norman
Boswell: “Most successful people trace their
success to one character trait — persistence!”

Three steps to
achieving the
CTM award

STEP 3: RISK TAKING

There’s an old saying: “Of course you have to
go out on a limb sometimes — that’s where
the fruit is.” Achieving the CTM requires risk-
taking. No one is adequately prepared for
any new skill. Learning occurs as we perform,
and rehearsing a new skill in front of others
involves risk. Toastmasters provides us with
specific feedback on our performance at each

ngpzimt f?ﬁﬁhﬁ&ﬁf 2 19)

recogridion o geern Va
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meeting — it is necessary to be vulnerable
and open to this type of constructive criti-
cism in order to grow and change.

The same three critical steps that can
help us achieve the CTM award - goal set-
ting, persistence and risk taking — are appli-
cable to any area of skill development. Fol-
low these steps and dare to be competent!

Mary Phillips, CTM, is a professional college
counselor in Franklin, Virginia.

°
by Mary Phillips, CTM
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When does a

tie cease to be

a tie and become

a weapon!?

by Patrick Mott

® WHY DOES THE CONCEPT

of power dressing elude me?

Usually, I can acquire at least a nodding
familiarity with fashion trends, but this one
has me stumped. One can dress to be com-
fortable, or to look good, or to impress the
opposite sex, or to keep out the cold or let in
the sun. But I have never, but never, over-
heard anyone say, “Whoa, some suit Tad!
I'm intimidated!”

I always figured a power suit was a bullet-
proof vest.

But no. I am to believe that certain com-
binations of fabrics, colors and cuts are ca-
pable, in the carnivorous world of business,
of reducing one’s adversaries to gibbering
wrecks. I am to swallow the argument that
the mere sight of navy blue pinstriped wool
and an artful monogram on a French cuff
ought to transform me from a happy, con-
tent, confident, productive and secure mem-
ber of society into a cringing, servile lackey.

And now the theory of power dressing has
evolved from full ensembles into specific cloth-
ing subgroups, one of which is easily the silli-
est of all: the power tie. It is now an accepted
tenet among the Management-Through-Ter-

I '
il

U
il
I

ror crowd that a properly chosen necktie can
have the same effect in the snarling pit of
daily commerce as a flamethrower.

The obvious question: When does a tie
cease to be a tie and become a weapon? Let’s
look at a few of the varieties and try to un-
mask the spitting cobra amid the gentility.

THE TRADITIONALIST - Solids, pin dots,
understated geometrics, muted paisleys and
the like. Generally plain vanilla, ageless and
safe with most suits. Usually about as dan-
gerous as a fistful of gruel.

THE KNITS - Professional. Tweedy. You
wear this one to impress women who like
brains and don’t care about money. This tie
is nearly extinct.

BOW TIES - Don Knotts. Wally Cox. Soupy
Sales. Your junior high school vice-principal.
Charles Bronson does not wear bow ties.

HOLIDAY TIES - Christmas trees, Santas,
holly patterns, little microchip devices sewn
into the fabric that play “Deck the Halls.”
An immense HO! HO! HO! Corporate killers
are not cheerful.

NOVELTY TIES - Pictures of things: golf-
ers, sailboats, horse tack, parrots, billiard
balls, naked women. Can double as napkins
without detection. Often iridescent. Lots of
fun. Certain death in the boardroom.

REGIMENTALS - Heavily traditional, so
much so that the wearer is thought to lack

|
|
11
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imagination. (“Nice fellow, Haskins, but not
much of a risk-taker, is he?”) Irony: In En-
gland, these are the ultimate power ties and
are worn only by men who actually served
in the British regiments.

NOUVEAU TIES - Paydirt. Artsy swirls,
graceful random patterns, flashy colors that
come screaming off the cotton broadcloth
and navy blue backdrop to blind every foe
in the room. Leaves, reeds, tropical flowers,
arabesques, Monet-like whirls and bold
strokes that say two things: “This guy is
rich” and “This is as wild as this guy’s ward-
robe is ever going to get.” The single essen-
tial is that this tie cost at least $75. If it was a
sale item it doesn’t qualify as a power tie.

Now for a bit of honesty. There’s only
one problem with the power tie: you have to
wear it. And, guys, in your heart of hearts
you know there is no item of clothing in
your closet that you hate as profoundly as
you hate that noose you have to sling around
your neck every morning and wear like a
leash all day. It is the only part of your
business ensemble that has — get this — no
practical purpose whatsoever. It doesn’t cloak
or protect your body, it doesn’t keep you
cool or warm, it doesn’t fasten anything or

hold any other item of dress in place. You
spend more time putting it on each morn-
ing than any other piece of clothing and it’s
the first thing you remove at the end of the
day when you can get away with it.

But let some hungry young manager show
up in the morning wearing a polo shirt...

On this subject, women have gotten, as
always, smarter quicker. When women first
entered the business work force in substan-
tial numbers, they wore masculine-looking
blue suits with the blouse neck knotted
tightly shut with a clownish, floppy bow
made of necktie silk in the most traditional
of men’s patterns. These ties were consid-
ered power clothing.

Today women in business, having long
ago buried the Bozon bow, are dressing in
comfortable, decidedly feminine outfits with
roomy, accommodating necklines or collars
and spending the time they used to waste
tying their ties in more satisfying pursuits —
like becoming millionaires.

And continuing to compliment men on
their ties.

Patrick Mott is a writer for the Los Angeles
Times.

“It is now an accepted

tenet among the

Management-

Through-Terror crowd

that a properly chosen

necktie can have the

same effect in the

snarling pit of daily

commerce as a

flamethrower.”

discover how to find humor in everyday situations.
you learn how humor shapes positive perspectives

to use humor from the platform: Finding and using
humor; using effective timing; adding punch to the
and telling personal stories with humor. $19.95

John Kinde, DTM, Accredited Speaker and full-time humor
specialist . Eight-time winner of District level contests and
three-time trophy winner in humor at the Regional level.

Mail orders to: Humor Dynamics, P.0. Box 2140, Santa Maria CA 93457

-
| O cheeck [ it [ % Expydate. e L ik o i
" = 5 5 | Signature

Unlock Your Humor Potential With These Dynamic Audios 1

ENRICH YOUR LIFE WITH HUMOR! - Laugh as you

stress, sparks creativity, and builds relationships. $19.95
USING HUMOR FOR POWERFUL PRESENTATIONS! — How

SUPERIOR PRESENTATION SKILLS! — How to become a more
effective presenter: Controlling nervousness and speaking without
notes; using vocal variety, gestures, and movement for impact;

developing passion and connecting with your audience. $19.95 LTM

Get ahead as a powerful communicator and have more fun in life.
Add three vital audio-cassette albums to your self-improvement library.
Each album features nearly two hours of entertaining and motivational ideas for
empowering yourself to succeed!

Patsy Dooley, ATM. Motivational humorist,
professional speaker and management specialist.
Regional level finalist in humor.

Phone Orders: 1-800-369-JOKE (5653)

|
| Acct#

I Name
|
Chuckle as | Address
, relieves I Gity State Zip
| Phone ( )
I QUANTITY ALBUM PRICE
spontaneous 1 1. Enrich Your Life with Humor!
punch line; : 2. Using Humor for Powerful Presentations!
| — 3. Superior Presentation Skills! =
| Subtotal §
| Sales Tax (Calif Residents) 7.75% ($1.55 per album) _§
| Shipping 3.00
I TOTAL: Make checks payable to Humﬂrﬂyn_am_ics_ _  I—

I . i ————
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Qor the novice

Appearance,
energy level and
poise displayed
while walking to
the lectern and
uttering the first
few sentences

are vital.

N 3
-

YOour 60

Second

Impression

m AS SPEAKERS, WE HAVE BUT ONE CHANCE
to make a good first impression — at the
beginning of a speech. And the first impres-
sion is central to the success of any presen-
tation because it sets the audience’s mood
toward both the speaker and the speech.

So what can a speaker do to maximize
the chances of being viewed favorably by
the audience? If time allows, it’s a good

|

i

idea to mingle with members of the audi-
ence before giving the speech. This is a
great time to meet, talk and build rapport
— however, the drawback is that only a few
people can be met in this limited amount
of time.

The most opportune moment for making
that crucial first impression is the first 60
seconds after the speaker has been intro-
duced, including the time it takes the speaker
to get to the lectern. So factors such as ap-
pearance, energy level and poise displayed

by Jack Purdy, ATM

while walking to the lectern and uttering
the first few sentences are vital.

Here are some key factors that will help
you develop a good first impression:

B Be Ready When You’re Introduced.

Don’t button your coat, check jewelry, ad-
just clothing, smooth your hair, etc. In other
words, don’t look unsure about whether you

/

are dressed or groomed properly — that should
all be taken care of before the introduction.

B Move With Poise and Confidence.
Approach the designated speaking area with
a look of confidence. Walk briskly with your
back straight. Keep the shoulders up and
back - no slouching! Smile and look at the
audience once or twice while moving to-
ward the podium. Act as if you are in com-
mand, have something important to say,
and are excited about being there.

the Toastmaster ¢ february 1994

ILLUSTRATION: BRAD GOLDEN/REBEL GRAPHIX



an

B Handle Notes Skillfully.

If you have notes and didn’t place them on
the lectern in advance, hold them in your
left hand since you’ll probably use your right
hand to greet the introducer. It’s all right to
have notes in a coat pocket, provided they
can be easily and quickly grasped and placed
in their proper place. If there is no lectern or
stand on which to place them, it may be
best not to use notes. Whatever you do,
don’t fumble around with notes before an
audience.

B Be Careful About Off-The-Cuff Remarks.
Briefly acknowledge the introducer. If you
are quick-witted and experienced in im-
promptu speaking, you may want to use a
humorous quip to make a point or break
the ice. That is, if it can be done in good
taste and without embarrassing anyone.
Improper, amateurish or poorly handled
remarks are sure ways of making a bad first
impression.

B Prepare an Effective Introduction.

The introduction should give basic informa-
tion about the speaker and the purpose of
the speech. And, of course, an introduction
should create a welcoming start for the
speaker. But be careful about how the intro-
duction is prepared. For example, it’s usu-
ally best not to write it out word for word as
a script for the introducer to read because it
may sound artificial or insincere. Instead, in
an easy to read format, list the key points to
be made. They should be listed in the order
you want them said. This helps the intro-
ducer talk to the audience rather than read
to them. Don’t include too much informa-
tion — only what’s necessary to achieve the
purpose of the introduction.

B Be Smooth With Your Acknowledgements.
Acknowledge only those required by proto-
col for the situation. If certain people must
be addressed, be sure to correctly pronounce
their names and titles. If special acknow-
ledgement is not needed, briefly recognize
the introducer and the audience, then start
the speech.

the Toastmaster ¢ february 1994

B Present a Strong, Pleasant Opening.
Open the speech with a strong, clear voice
while looking at the audience. Don’t even
glance at your notes. Any speaker should be
able to talk at least one minute at the begin-
ning of a speech without referring to notes.
Looking at the audience instead of the notes
will help build a bond with the listeners,
and will demonstrate your confidence and
command.

B Design Your Speech for Effect.

Use all the essential ingredients needed to
get attention and be accepted by the audi-
ence: eye contact, a strong and pleasant
voice, relaxed and natural body movements,
statements that hit home with the listeners.

Remember the objectives of your first 60
seconds in front of the audience - to make
a good first impression that will contrib-
ute to the effectiveness of your speech and
add to your attraction as a speaker. To do
this, look as appealing as possible, have
your speaking act well put together, show
enthusiasm and confidence and have
something meaningful to say. And with
work and preparation, that 60 second im-
pression will be a great cornerstone for a
successful speech.

Jack Purdy, ATM, is a member of Pacesetters
Club 1589-43 in Germantown, Tennessee.

“Act as if you are
in command,
have something
important to say,
and are excited

about being there.”

JOKES for SPEAKERS!

For Toastmasters, Business Executives, Club Officers,
Banqueteers, or anyone who has to talk.

An up-to-the-minute Topical Joke-Bulletin with approximately 100 funny one-
liners, stories roast lines. Created by top Hollywood comedy writers.
A great source of fresh professional material to humorize your speech
for any audience; any occassion. Current issue: $9.50
Our 22nd Year. Send check ot M.O. to:

JOKES UN-LTD.

8033 Sunset Blvd., Dept. T-L, Hollywood, CA 90046
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by Rita Robinson

0 teetering on the tip of the tonque

o

By age 60, a
person’s capacity to
retrieve bits of
information is only
about 10 percent
less effective than it

was at age 30.




them in shape like a 20-year-old, some people expect the
same of their minds.

When they forget a name, they become unduly alarmed
and anxious. Stress follows, and that makes memory re-
trieval even more difficult, says Alan Brown, associate pro-
fessor of psychology at Southern Methodist University in
Dallas, and author of How to Increase Your Memory Power.

This type of memory anxiety helps explain the booming
sales in cassettes and video tapes, memory courses and books
and manuals on memory enhancement. Mental exercises
might help, just as physical exercise is good for the body at
any age. But neither is going to melt away the years.

“People think they’re stupid when it happens,” says Crook.
“They become occupied with degrading thoughts of them-
selves, and that blocks the sought-after information.”

Another block is struggling too hard to retrieve the
information. “Sometimes running through the alphabet
will help retrieve it, but if that doesn’t work the first time,
let go of it. Don’t try to strangle it out of your brain,
because it will just get buried deeper. It's like quicksand.
The more you struggle, the deeper you sink,” says Brown.

Memory experts have other tips on how to ease the
anxiety of TOTs:

W If you are an invited speaker, or believe you might be
called upon to speak during a meeting, prepare yourself
beforehand by practicing the names, out loud, of people
or places you might want to mention. Say them to your
spouse or use flashcards in preparation.

B When called upon to speak, stick to the main subject.
People get into their worst memory predicaments when
they go off on a tangent from the theme they were
developing.

W Place a rubber band on your wrist. If you find yourself
becoming anxious about a forgotten name while speak-
ing, or at any time you're in the public eye, snap the
rubber band to get your focus back on the subject and
off the anxiety. It’s similar to slapping a hysterical per-
son to jolt him or her back to reality.

m Focus on your subject. If you are being introduced to people,
look at them and listen to what they are saying, rather than
looking around the room. When you repeat their names,
your chance of remembering them will be much better.

B Try not to think about what the other person or roomful
of people are thinking about you while you are speak-
ing. Such anxiety clutters the memory retrieval process.

B The old axiom “use it or lose it” applies to memory as
well. Mental stimulation, such as reading, learning a
new language and taking classes, enhances memory and
retrieval powers.

Another tip is to just acknowledge that you can’t remember
a place or name. Simply say, “I'm having a memory block.
Let me approach the subject from another way.”

Those in the audience should understand, because they,
too, periodically suffer tip-of-the-tongue experiences.

Rita Robinsonis a freelance writer living in Big Bear, California.

SPEECH CONTEST

Necessities!

These items make preparing for speech contests simple!

1169 International Speech Contest Kit $4.00
Contains:

Speech Contest Manual

Speech Contest Rules

Certificates of Eligibility and Originality

Time Record Sheet and Instructions

Judge’s Guides and Ballots

Tiebreaking Judge’s Guide and Ballot

Counter’s Tally Sheets

Contestant Biographical Information Sheets

NSO NIV I NIV

Kits are also available for Humorous (1169-H), Tall
Tales (1169-TT) and Evaluation (1169-E) contests.

Many other contest related items are available.
Contact the Orders Desk at World Headquarters or
consult the 1993-94 Supply Catalog for details.

Recognize your contest participants, organizers and
winners! See the back cover of this issue for details!

PAYMENT MUST ACCOMPANY ORDER  card No.

Standard Domestic Shipping Prices

| Enclosed is my check for § (US FUNDS)

Exp.Date
SHIPPING SHIPPING
TOTAL ORDER  CHARGES TOTAL ORDER  CHARGES
$0.00 to $250 $1.10 3501 to 5000 $5.80
251 to 500 205 50.01 to 100.00  6.80
501 to 1000 265 100.01 to 150.00  8.95
i 1001 to 2000 3.65 150.01 to 200.00 10.95
District No.____ | 2001 to 3500 495 | 20001 to — Addé%
of total price

For orders shipped outside of the continental United States

estimate Airmail at 30% of total, surface at 20% (minimum $1.50).
Any excess will be billed through your Club's account. California
add 7.75% sales tax.

Signature
| Charge my: MasterCard / VISA (CIRCLE ONE)
=iy Merchandise Total Club No.
Shippi : Name
__ 1169H Shipping Charges
69T CA re'sidcms add Address
7.75% sales tax City

_ 1169-E

TOTAL Country

State/Province Send to: TOASTMASTERS INTERNATIONAL
P.O. Box 9052, Mission Viejo, California 92690 U.S.A.

Zip Code (714) 858-8255 o Fax: (714) 858-1207

the Toastmaster o february 1994



The man behind the speeches of three U.S. Presidents says:

“I can make you

more powerful speaker!”

My name is Aram Bakshian, Jr. 1 am
going to show you how you can easily
become a more powerful speaker —
by using the “secret” of great political
and business leaders.

uppose for a moment that, every time you

had to give a speech, you could create and
deliver a powerful, eloquent presentation.

The kind of speech with a
real impact. That communi-
cates ideas, motivates and
inspires, and generates action.
That wins applause and rave
reviews, earns you recognition,
enhances your image, and
makes both you and your orga-
nization look good.

There is a way to achieve
that goal.

What'’s the “secret” of that
handful of elite business lead-
ers who are superb speakers?

They know how to prepare.
They have mastered techniques
to streamline the process, dramatically reducing
the time and effort required to craft a brilliantly
effective presentation.

Now you can do it, too. With the help of
American Speaker.

The discovery I made
as a Presidential speechwriter.

I served as a speechwriter for Presidents
Nixon and Ford. In the Reagan Administration,
I was responsible for President Reagan’s
speeches, and supervised the entire Presidential
speechwriting staff.

During my years in the White House, and
later, writing speeches for high-level corporate
managers, I realized that no resource existed to
help an executive prepare an important
presentation — without assistance and without
a big budget.

Now, fortunately, that’s all changed.

The perfect speech
for every occasion.

Whenever you need to give a speech —
whatever the venue or topic — a unique new
tool can be at your side, ready to guide you
every step of the way — American Speaker.

It structures your presentation. It gives you
strong openings. Eloquent closings. Advice on
every type of business presentation — from
congratulatory remarks to shareholder meet-
ings. And it helps you improve your presenta-
tion skills.

In sum, you’ll be equipped to deliver the
perfect speech for every occasion.

In the Oval Office, President Reagan
congratulates Aram Bakshian, Jr. for
his outstanding service as White
House Director of Speechwriting.

Techniques of the pros.
American Speaker is packed with proven
and tested ideas. Just one could more than repay
its price. For example:

* The simple formula, employed by the greatest
speakers, for galvanizing an audience.

* When to use humor. Before you tell a joke, be
certain that it passes this 4-point test.

* Little time to prepare? No problem!

¢ Content is only 7% of your
impact as a speaker. What’s the
other 93%?

* Speaking extemporaneously.
What to do if you go blank.

® “Er, uh...?” How to banish awk-
ward speech habits forever!

* How to use statistics, numbers,
charts so they intrigue — not
bore — your audience.

* Addressing an official func-
tion? In almost every case,
these 3 rules of protocol are all
you need to know.

* How to build an unforgettable
climax into every presentation.

* PLUS: Times of day you should never speak
... A common opening line to avoid... How to
choose the most powerful title... Handling

questions successfully... Dealing with a |

hostile audience member... Conquer nervous-
ness — and even make it work for you... And
much more!

Two valuable extras.

Two extraordinarily useful sections will sup-
ply the ideal “hook™ for your talk every time. In
the Calendars of Events, you'll find hundreds of
day-by-day listings of historic anniversaries,
birthdays, celebrations. Leaf through the
Quotations (arranged by subject and selected
for their relevance to business presentations)
and discover exactly the right one to drive home
your point.

Few experiences in life are as satisfying and
rewarding as delivering a successful presentation.

You receive applause and acclaim. Hear the
gratitude of someone you inspired or helped.
Gain visibility that can aid your career.

With American Speaker, you dramatically
boost the chances that every talk you give will
result in that kind of exhilarating triumph!

Practical free bonus.

Superb speakers always have an appropriate
quote ready.

Order American Speaker today and you’ll
receive, as a free bonus, “/00 BEST QUOTES
FOR 1994.” 1t’s indexed by topic to let you
find the perfect quote fast.

No-risk 30-day trial.

The cost of a top speechwriter is $5,000 and
up — for one speech! But the price of American
Speaker is just $97. Keep American Speaker for
30 days. Put it to work. If you are dissatisfied in
any way, return it for a prompt and full refund
— no questions asked. Even if you do, the free
bonus “/00 BEST QUOTES FOR 1994”
remains yours to keep.

Never again hesitate about a speaking invita-
tion or assignment — even when it comes on
short notice. You’ll have the assurance of
knowing that American Speaker is there to help.
It’s almost like having a top speechwriter on
staff — but at a very reasonable “salary.”

Please respond today. Sincerely,

L

Aram Bakghiar, Jr.,

P.S. Remember, regardless of your decision,
the free bonus, “100 BEST QUOTES FOR
1994,” is yours to keep.

Call Toll-Free 1-800-368-0115, Ext. 501
(In Washington, DC: 202-337-5960)
Or FAX 202-333-5198

Or mail the coupon below.

[m————————————
|
|

No-Risk 30-Day Trial !

DYES— send me American Speaker on |

a 30-Day No-Risk Trial basis, for $97. Also |

rush my FREE bonus, “100 BEST QUOTES FOR

| 19947 T have the right to return American

| Speaker any time within the 30-day period |

| and receive a full refund. Whatever my deci- |

l sion, the bonus is mine to keep. I understand I
that American Speaker will be kept current

I via periodic supplements, sent on approval. |

NAME

TITLE

COMPANY

ADDRESS

CITY

|
|
|
|
|
|
|
|
|
| 397 check enclosed. Or, charge my: |
|
|
|
|
|
|
|
|

STATE ZIp

| [J Visa [ MasterCard [ AmEx
|

CREDIT CARD NO EXP. DATE

U.S. funds only. In Canada, add 7% GST. All other countries: $US137.

AMERICAN SPEAKER
Georgetown Publishing House, Dept. HEB4
1101 30th Street, NW, Washington, DC 20007

|
|
l SIGNATURE
I
|
|

© 1993 Georgetown Publishing House
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Our first decision was to have a full meet-
ing no matter what. We would not allow
scanty attendance to stand in the way of
speeches, evaluations and Table Topics.

Secondly, we began publishing a news-
letter to list weekly assignments, remind
members to attend and keep everyone up-
to- daj;e on club act1v1tle£ \The newsletter also
remfor&ed the bond dtﬁedlcatlon among
members It visually told™ akl of us that our
club ’ws ﬁommltte ft a regular schedule,

' eekﬁno ma ;t hat. %‘&\

Wﬁgs\ at féllow&i \Q%woncen-
on eetmgs' Our mee
lled{out\and wri '\ ; Wge haa

ule just to
«me‘iﬁber”Was
\and someone
duties. 5], wa§\t0ugh going
ut it abrked Our

ized and\ everyone
or ben its each

week. During that period, we were excited if=

there were six members present!

We had redefined our Distinguished Club
Program goals at the beginning of summer
and were far enough along to challenge our-
selves to a membership drive. Three mem-
bers joined just as we were about to burn out
from too many “triple duty” meetings. Now
we could move ahead with another goal: to
add a little variety to our meetings without
losing our consistency. Three Success/Lead-
ership modules were ordered, with two
scheduled for fall presentations.

he next thing we knew, it was fall and

our club was chosen to host the Hospi-
tality Room during our District Conference.
This was our chance to really shine and
make ourselves known. Attendance at the
conference was expected to be exceptionally
high as the Toastmasters International Presi-
dent and his wife were going to attend. Our
club decided to put on the best show we
could, and we did. By then, another new
member had joined, and our meeting atten-
dance was boosted to seven or eight. Guests
were visiting regularly.

If your club is one that has been march-
ing along like this and is now in a definite
lull, then you know how we felt a few months
ago. We stumbled a bit, two months after
the conference. The New Year bells echoed
at our meeting place as only two to four
members arrived for four weeks in a row. We
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started to worry as we tried to sort out what
had happened. Our only explanation was
that we had pushed too hard for so long that
everyone was simply worn out. Our core
group couldn’t make every meeting and that
had a nasty impact on our club confidence.

But no club that works as hard as we had
was going to let a few weeks of poor atten-
dance drag us down. We hung on. Slowly,
members started attending regularly again.
When spring arrived we were back to six or
seven members each week. We had more
active members on our roster, so we knew
participation could be even better. The club
adhered to a consistent schedule. We made
sure our members entered area speech con-
tests and led programs such as Youth Lead-
ership and Speechcraft.

erseverance paid off. I firmly believe
P that our devotion to having a full meet-
ing, no matter what, is what brought five
more members to our club this spring and
early summer. Additionally, our members
looked outside of our own club to learn
more about Toastmasters. We held a Speaker/
Evaluator Exchange and our members vis-
ited other clubs. Our modest size allowed
the meetings to be less formal, yet we kept
them on track. Lastly, I think our atmo-
sphere welcomed guests and made them feel
comfortable in our club.

Something is working. This morning we
had another guest fill out a membership ap-
plication and our attendance reached 11. The
Vice President Education announced that a
new membership drive would soon be under-
way. Members are excited about the meetings
and look forward to even better meetings
ahead. I can’t wait to hear our newest member’s
icebreaker speech. So, low membership clubs,
take heart: You don’t have to have 20 mem-
bers to accomplish the Toastmasters objec-
tives. But by accomplishing those objectives,
you will automatically become larger and
stronger, and benefit more as a result.

Lorrie Blackmon, ATM, was a member of Risky
Business Club 6385-44 in Amarillo, Texas,
until a job transfer forced her to move to a
different part of the state.

Editor’s Note: The Risky Business Club Presi-
dent, Cindy Whitney, reports that the club now
has 20 members and is “constantly having new
membership campaigns.”

“Being fewer in
number doesn’t
mean that a club
can’t measure

up to the goal of
Toastmasters:

to improve each
member’s communi-

cation skills.”
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DTM

A'TM Bronze

Congratulations to these Toast-
masters who have received the
Distinguished Toastmaster cer-
tificate, Toastmasters Interna-
tional’s highest recognition.

Kelly Teenor, 3425-F

John Angiolillo, 6851-F
Twila C. Larsen, 5134-2
William D. Brooks, 4873-3
Roland L. (Bud) Dunkle, 4535-6
Gene Hamilton, 9235-7
Miriam Holman, 4599-9

Judi C. Haven, 8726-10
Nancy G. Makey, 1489-15
Joan Johanson, 2791-19

Judy Johnson, 7291-21

Ray Hill, 9453-21

Blanche T. Hall, 7183-23
Larry Ball, 5856-26

Virginia M. Harrison, 4857-27
Marjorie ). Kennedy, 4119-29
Shirley Lorraine, 1224-33
Agnes M. Knoblock, 4893-33
Helen R. Beale, 1732-35
Dick Kinter, 3359-39

Donald C. Frazier, 4706-39
Janine Bailey, 1695-47

Max Kane, 4027-57

Ed Stoermer, 5067-57
Aubrey L. Powell, 6203-58
Joan Winter, 2398-60

Robert Peck, 8047-60

Frank E. Hamell, 8999-61
Ved P. Gupta, 3753-63
Joseph C. Harper, 6822-66

ATM Silver

Congratulations to these Toast-
masters who have received the
Able Toastmaster Silver certifi-
cate of achievement.

Michael Higgins, 8735 - F
Daniel G. Marks, 7798 - 3
Terry M. Hewins, 9034 - 5
Karen M. Newcomb, 6525 - 7
George Gore, 4797 - 13
Merritt Arnold, 1367 - 16
Herbert N. Fowler, 8508 - 31
Mark Thomas Florio, 2253 - 33
Salvador Gonzalez Robles, 7440 - 34
Charles T. Davis, 6974 - 36
James C. Ronning, 6974 - 36
Flip Priszner, 5091 - 39
Krystyna Szawelski, 4160 - 57
Ruth S. Newsome, 4559 - 63

Congratulations to these Toast-
masters who have received the
Able Toastmaster Bronze cer-
tificate of achievement.

Nazeer Sultan, 5796-U
William D. Brooks, 1853-3
Faye Jeanis, 3572-4

George Gore, 4797-13

Lois A. Gore, 4797-13

Fran Gedra, 8539-27

Angela O. Bedenbaugh, 3553-29
Tony Brown, 6667-30

Kelsey Julander, 4260-33
Carlos Ibarra Miranda, 7440-34
Martha Greene, 3799-39
Agnes M. Dykstra, 6248-39
Terrence H. Ross, 6374-42
Robert H. Ballard, 1196-54
Marvin Bryant, 2207-56

Paul M. Branson, 4286-66

ATM

Congratulations to these Toast-
masters who have received the
Able Toastmaster certificate of
achievement.

Cassandra Lee, 615-F

lan J. M. Meikle, 822-2

Katharine D. Andrews, 1839-3
Margaret B. Fagetti, 530-4

Henry H. Chan, 3088-4

Joan Clout Kruse, 4014-4

Carl A. Mounteer, 7120-4

Frank M. Dibbell, 7430-4

Cheryl Anderson Carlin, 888-5
Karen E. Monks, 4155-5

Yves Prevost, 2003-6

John R. Patterson, 443-10
Maureen Therese Lindway, 533-10
Maureen Therese Lindway, 533-10
Sharen Bakke, 4936-10

Louise E. Hogan, 4081-11
Raymond Martin, 7211-11

Gayle H. Lantz, 1375-14

Betty ). Evans, 5489-14

Linda Bell Baker, 8352-14

Maria Dowding Duncan, 2216-16
Beth Kouba, 8155-16

Helmut G. Hoeschel, 1833-18
Steven Hoehn, 8645-18

lan B. Edwards, 335-19

Richard J. Palmer, 717-20

Larry G. Bryan, 2301-22

Dorothy M. Hintz, 6981-24
Randolph M. Acosta, 3178-25
Randy Shantz, 7407-25

Marie Grady, 2412-27

Ruth White Beebe, 3336-27
Vadare Cornelison, 8614-27
Arnold Rollins, 4522-32
Margaret A. Barsch, 3716-38
Paul R. Bryant, 5039-39

James Lee Marcuerquiaga, 5091-39
Alice R. Kimsey, 6864-39

Amelia Hope Slovensky, 7683-39
Joseph A. Sheppard, 1619-40
John W. Mawson, 8903-42

John W. Berryman, 2217-43
Scott Warrior, 5666-43

Linda F. Doerfler, 1875-44
Frances C. Okeson, 3817-46
Joseph Beim, 4764-46

Kenneth H. B. Adderley, 1600-47
Linda Wells-Keife, 7387-47
Eugene C. Sabo, 556-48
Flemming Funch, 8-52

Jack S. Ragsdale, 1196-54

Lynn Carter, 1711-54

Krista Marshall, 3228-54

Myron M. Streeter, 3399-54
Scott W. Randall, 3373-56

V. P. Swaminathan, 6058-56

Ray E. Ramer, 7853-56

Dale Midyette, 6302-58

Gerald Andrew Krisa, 5645-60
Laura K. Holt, 7883-63

Susan Rivers, 234-68

Walter H. Ennis, IV, 7226-68
Richard Mason, 3554-70

Chris Hobson, 309-71

Colin Young, 3071-72

Geoffrey A. Cousins, 6684-73
Daniel C.F. Janse Van Rensburg, 4125-74
Christoffel W. De Bruyn, 5729-74

ANNIVERSARIES

50 years

Pioneer, 17-11

45 years

Norfolk, 686-66

40 years

Ogden, 140-15

Gilcrease, 1384-16

Phoenix, 1357-26
Homewood-Flossmoor, 1451-30
El Dorado, 1390-39

Hub City, 1431-43

New Providence, 1095-47

35 years

Communicators, 1129-11
Pacific Missile, 2930-33
Cape Fear, 2879-37

A-R, 1481-39

30 years

Nanabijou, 2090-6
Oregon State, 3722-7
Bergen, 2581-46
Pali, 3699-49

Sarnia, 3700-62

25 years

Sioux Sayers, 430-6
Euphasia, 1209-19
Eye-Opener, 1675-33
Good Morning, 2096-47
Towns of York, 1609-60
RAAP, 3633-66

20 years

Brea, 2757-F

Edison Loquacious, 3364-F

RI Konono, 1687-U

Bilingue, 3052-5

A.U. Repiteur’s, 3487-14

ESP, 2633-24

Rooster Rousers, 1774-42

Golden Spreaders, 2424-44

Steel Centre, 3285-45

S Central/State Farm Ins., 2409-63

15 years

Borealis, 522-U

SCE Short Circuits, 1391-1
Green River, 92-2
Speakeasies, 1401-4
Peninsula TMs, 2697-4
Excelsior, 699-5

Salmon Arm, 2861-21
0630, 1756-24

Longmont, 2642-26

Five Flags, 3229-29
Quaker TM of Chicago, 3911-30
Achievers, 1625-31
OCLC, 478-40

Montala, 2482-48

FUN, 3317-57

Power, 1080-62

VIP, 3036-64

Carillon, 3406-64
National, 1117-70
Molave, 1592-75

10 years

The Lunch Bunch, 5372-F

Land O’ Lakes Butrmstrs, 1505-6
Itasca, 5365-6

Toro Prose, 5369-6

Dixon Street, 5392-7

Knot Speakers, 5371-14
Conversing Couples, 1873-16
High Vibrations, 5385-23

Virginia Advanced Spkrs, 5378-27
Wash. DC Advanced Spkrs, 5377-36
Westender, 5370-42

Wild Rose, 5374-42
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Texaco, 5381-44

Spirit-ed, 5375-45

True Potential, 5394-46

St Augustine, 3774-47

Talk of the Town, 5390-47

L Perrigo Company, 5373-62
Opelousas, 5388-68

BHP, 5389-73

Dizon Copper Operation, 5368-75
Dagupan, 5383-75

NEW CLUBS

InTalk, 9551-U

Hong Kong

Toastmasters Asturias, 9565-U
Asturias, Spain

Hsin-Chu, 9566-U

Hsin-Chu, Taiwan, ROC
Hong Kong Achievers, 9567-U
Hong Kong

Chungli, 9577-U

Chungli, Taiwan, ROC

Post Toasties, 9561-F

Santa Ana, California

Yorba Linda, 9591-F

Yorba Linda, California
Crystal Communicators, 9603-F
Garden Grove, California
Breakthrough, 9590-1

Los Angeles, California

M & M Articulators, 9607-1
Los Angeles, California

Vocal Ventures, 9608-1

Los Angeles, California
Burlington Nooners, 9604-2
Burlington, Washington

Free Speakers II, 9647-2
Bellevue, Washington
Premium, 9555-3

Scottsdale, Arizona

Tucson Twosomes, 9620-3
Tucson, Arizona

Electroglas, 9549-4

Santa Clara, California

First Street Speakers, 9569-4
San Jose, California

Frankly Speaking, 9593-4

San Mateo, California
Dialogue On Dellwood, 9602-6
Cambridge, Minnesota

Toast Stars, 9605-6
Minneapolis, Minnesota

Talk of the Hut, 9624-6
Minnetonka, Minnesota
Health Toasters, 9648-6
Bloomington, Minnesota
Sequent, 9579-7

Beaverton, Oregon

Talu, 9643-8

Moberly, Missouri
Challengers, 9631-11
Indianapolis, Indiana
Northeast Georgia Health Services,
Inc., 9552-14

Gainesville, Georgia

Good Neighbor Speakers, 9574-14
Macon, Georgia

Genesis, 9580-14

Warner Robins, Georgia

AT & T Mansell Marvels, 9594-14
Roswell, Georgia

Park City Speak, 9554-15

Park City, Utah

the Toastmaster ¢ february 1994

Mustang, 9600-16

Mustang, Oklahoma

JCMH Club Med, 9601-16

Altus, Oklahoma

$ One Hundred Grand, 9637-16

Oklahoma City, Oklahoma

AAI Speakeasy, 9611-18

Hunt Valley, Maryland

Procter & Gamble, 9629-18

Hunt Valley, Maryland

Stanley, 9592-19

Muscatine, lowa

Heart of the Lakes, 9646-20

Perham, Minnesota

Northwood, 9612-21

Prince George, British Columbia,
Canada

Four Corners, 9621-23

Farmington, New Mexico

High Flyers, 9633-24

Lincoln, Nebraska

Electrospeech, 9550-25

Richardson, Texas

Menasco, 9583-25

Euless, Texas

Creative Expressions, 9598-25

Dallas, Texas

Power, 9630-25

Mesquite, Texas

Jawbreakers, 9562-26

Lakewood, Colorado

Liberty, 9538-27

Alexandria, Virginia

Speak For Yourself, 9545-27

Manassas, Virginia

Frankly Speaking, 9564-27

Washington, D.C.

NTEL Talkers, 9581-27

Washington, D.C.

Toastmaster Generals, 9559-28

Ann Arbor, Michigan

Talk of the Town, 9622-28

Southfield, Michigan

Personal Communicators, 9540-30

Arlington Heights, Illinois

Classic Orators, 9546-30

Chicago, lllinois

Ameritech, 9570-30

Westchester, Illinois

Northern Expressions, 9576-30

Lincolnshire, Illinois

East Bay, 9556-31

Rumford, Rhode Island

Sky Rappers, 9614-31

Burlington, Massachusetts

Port Townsend, 9539-32

Port Townsend, Washington

Data Storage, 9557-33

Camarillo, California

Gushers & Dry Mouths, 9634-33

Bakersfield, California

Jimenez Automotriz, 9572-34

Guadalajara, Jalisco, Mexico

IFISA-Kodak, 9573-34

Guadalajara, Jalisco, Mexico

Inegi Guadalajara, 9599-34

Guadalajara, Jalisco, Mexico

Jaiapa, 9615-34

Jalapa, Veracruz, Mexico

Sauk Talkers, 9548-35

Madison, Wisconsin

Mayer’s Masters, 9589-35

Madison, Wisconsin

Universal, 9639-35

Milwaukee, Wisconsin

SEC Speakers, 9553-36

Washington, D.C.

Lake Forest, 9582-36

Gaithersburg, Maryland

C.G.0O., 9544-38

Horsham, Pennsylvania

Rodale, 9563-38

Emmaus, Pennsylvania

Threshold, 9597-38

Philadelphia, Pennsylvania

Trash Talkers, 9632-39

Sacramento, California

G.S.H., 9541-40

Cincinnati, Ohio

Hutchinson, 9585-40

Columbus, Ohio

Fernald, 9588-40

Cincinnati, Ohio

Seventh Street Speakers, 9586-40

Cincinnati, Ohio

Winton Hill, 9606-40

Cincinnati, Ohio

South-Windbags, 9616-43

Memphis, Tennessee

Med Talkers, 9640-43

Little Rock, Arkansas

ARCO Articulators, 9645-44

Midland, Texas

Phone Mates, 9578-45

Portland, Maine

Easy Speakers, 9543-46

Northport, New York

Get Toasted, 9547-46

Rockaway, New Jersey

Speakers Corner, 9619-46

Bridgewater, New Jersey

A Touch of Class, 9635-46

Newark, New Jersey

Toastmeisters, 9571-47

Sarasota, Florida

FDLE, 9625-47

Tallahassee, Florida

Naples Sunrise Bay, 9628-47

Naples, Florida

Sverdrup, 9610-48

Huntsville, Alabama

Speaking Easy, 9626-48

Albertville, Alabama

Daybreak Santa Clarita, 9641-52

Santa Clarita, California

Catskill, 9542-53

Monticello, New York

Cigna Lunch Time, 9617-53

Bloomfield, Connecticut

HMT, 9558-57

Fremont, California

Neo Meeters, 9568-57

Hayward, California

State Record, 9596-58

Columbia, South Carolina

Westin Resort Hilton Head, 9644-58

Hilton Head Island, South Carolina

Cataraqui Valley, 9560-61

Kingston Township, Ontario,
Canada

Unocal Cajun, 9584-68

Lafayette, Louisiana

Southern University, 9609-68

Baton Rouge, Louisiana

YLC, 9618-68

New Orleans, Louisiana

Health Nuts, 9623-68

Opelousas, Louisiana

B.E.S.T., 9642-68

DeRidder, Louisiana

St. Lucia, 9595-69

St. Lucia, Brisbane, Queensland,
Australia

Fountain Ridge, 9587-70

Figtree, NSW, Australia

Rooty Hill, 9627-70

Rooty Hill, NSW, Australia

Nelson Bay, 9636-70

Nelson Bay, NSW, Australia

NRMA, 9638-70

Sydney, NSW, Australia

Five-Thirty Forum, 9534-72

Invercargill, New Zealand

Flying High, 9535-72

Auckland, New Zealand

Poverty Bay, 9536-72

Gisborne, New Zealand

Birkenhead, 9537-72

Auckland, New Zealand

Te Awamutu, 9575-72

Te Awamutu, New Zealand

Explorers, 9613-73

Perth, Western Australia, Australia

RALPH C. SMEDLEY
MEMORIAL FUND

Contributor

District 19 in memory of Darel
Hildreth, ATM

Ed Baum, DTM, in honor of Past
International Director Loring
Dalton, ATM, and Dorothy Dalton

Robert G. Evans, CTM

Estephana F. Bojorquez

Flora Place Protective Association, Inc.,
in memory of Kelly Weber

Ed Baum, DTM, in honor of
Don Campbell, DTM and
Cathy Campbell, DTM

Kristine M. Henige, in memory of
Ed Belt, DTM

Super Speakers Toastmasters Club No.

4701-6

Contributing Club

Smooth Talkers Toastmasters Club

No. 5625-29, in memory of

Eddie L. Clemons
The Great Ft. Lauderdale Toastmasters
Club No. 2004-47
Fred H. Rohr Toastmasters Club No.
2518-5, in memory of Ed Duggan

and Ed McTeague
Virginia Beach Toastmasters Club No.
3267-66

AsSsociate

Tower Talkers Toastmasters Club
No. 392-22, in memory of
Lloyd Henderson
Jack L. Fox
Ketema Space Age Speakers
Toastmasters Club No. 6598-5
Past District 42 Governors, in memory
of W. Peter Francis, 1983-84
District 42 Governor
Southern Saskatchewan Select
Toastmasters Club No. 5173-42,
in memory of W. Peter Francis,
1983-84 District 42 Governor
Eagles Toastmasters Club No. 4108-25

)



These handsome trophies can be used to recognize
speech contestant winners and others
who have contributed to your Club’s success.

Sreeen Contest TROPHIES
Pictured Front Row Left to Right

1919 Medallion Award .......ccoooveeeveveeeeeeeienneeennenennnnnn, $7.95

3002 Lucite ClocK ...oeeevieiiieieieeiieeeeeeeeeeeeeeeeeeeeesenans $17.95

1920 Al Occasion Trophy ...eevieeieeeeeeeeeeeeeieeeeninnnnns $7.95

1841 Ear of Corn Trophy.uueeeeeeeceeeeeeiieieeeeeieeeeiieininnns $13.95

Pictured Middle Row Left to Right

1945 Shadow Box Trophy 12" oovvivieeeeeeereieeeennns $27.00
(Available in three sizes)

1940 Gold Cup Trophy 19" ..., $36.00
(Available in three sizes)

1984 Unisex with Eagle 12" .....coeieeivieeeieeeeiieeeeiniiinn, $30.00
(Available in three sizes)

Pictured Back Row Left to Right

1840 Bull Thrower Trophy ....ceeeveevviieeeieeeeeeeeeviveennns $17.95

1843 Female Figure Trophy ....cooovvveiveeveeeeeieeeeeeeennnn, $13.95

1842 Male Figure Trophy ......eceeeeeeeeeeeeeeeeeeeeeeeeeean, $13.95

1844 Figure Trophy ...ooeeeeeeeiiiiiiieeeeeeeeeeeee e $14.95

Sreeen Contest Ceripientes RecoGnize ConTesT
Parnicieants, Oreanizers anp Winners!

500-A
500-B
500-C

504-A Speech Contest Participation .................. $.50 each

(Suitable for Club, Area, Division, District and
Regional contests)

Certificates are also available for Evaluation, Tall Tales,
Humorous, Table Topics and Debate contests at the Club,
Area, Division and District levels. Contact the Orders

Desk at World Headquarters or consult your Supply Catalog
for details.

PAYMENT MUST ACCOMPANY ORDER
Enclosed is my check for $ (U.S)
Charge my MasterCard / VISA (circle one)

Card No.

Expiration Date

Signature

* Engraving is 20¢ per letter (please print copy as it is to appear)

Club No. District No.
Name

Address

City : State/Province
Country Postal / Zip

I
ORDER TODAVY! Standard Domestic Shipping Prices
Please send me: SHIPPING SHIPPING
e oTY ToTAL ORDER  CHARGES ToTAL ORDER  CHARGES
St 500-A - 1844 $0.00 to $250 $1.10 3501 to 50.00 $5.80
—— 500 — 251 o 500 205 5001 to 10000  6.80
— 5008 — 1919 501 to 1000 265 | 10001 to 15000 895
500-C 1920 1001 to 2000 365 150.01 to 200.00 10.95
_ 504-A _ 1940 20.01 to 3500 495 200.01 to — Add 6%
1840 1945 of total price
— . 1841 — 1984 For orders shipped outside of the continental United States
1842 3002 estimate Airmail at 30% of total, surface at 20% (minimum $1.50).
1843 Any excess will be billed through your Club’s account. California
residents add 7.75% sales tax.

See the Toastmasters International Supply catalog for additional

Merchandise Total items and descriptions. Add shipping as indicated.

Shipping Charges

STy TOASTMASTERS
3 INTERNATIONAL

P.O. Box 9052, Mission Viejo, CA 92690
(714) 858-8255 « FAX (714) 858-1207

CA residents add
.75% sales tax

TOTAL



