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Referring to this old African proverb, Ervin Canham wrote:"The
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ed, sales successes and courses completed through numbers. Thus, it is
no surprise that records and numbers are a necessary part of measuring
our Toastmaster progress. We track progress through manuals, we record
attendance and new members, and we time speeches. Qubs thrive because
of the new ideas and enthusiasm brought in by new members. The Mis
sion Statement of our organization reminds us that we must "continually
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However, quantity can't be substituted for quality. Quality educational
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success in our organization.
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Reset Your

Comitiunicafion
Radar

••••••••

Is the message you
send the one received?

✓

BY MARGARET KEYS

You need to be

The only communication that
counts is the message received.

constantly answering
the audience's

unasked question,
"What's in it for me?"

When you are speal^g, be it
one-on-one or to a large au
dience, you have to keep your
commurucation radar in working order.
If you stop getting those "echoes" back

«•«

from the receiver, it's time to use one of
••

these three reset buttons—and get your
communication back on track.

Button #1: Make sure you're not trap
ped in your own monologue.
You need to be constantly answering
the audience's unasked question,

Experts say that it takes 17 repetitions

of an idea or message before people
them for their reasons, not just yours. begin to integrate it, or "get it." If you

"Whafs in it for me?" Get in touch with

The easiest trap to fall into is to commurucate with people for our reasons
only, and assume they will "get" it.
Your communication has to get
through many filters and barriers to en
sure that the audience has not only
heard your message, but understood its
meaning, and that they are willing to act
on it.

Do this by getting them involved. Ask
questions. Make sure you're in tune
with them and not just trying to get
your message out. Build in ways for the
audience to respond and give you feed
back during your message.
Button #2: Hammer it home.

Increase the impact of what you're
saying by repeating it, either virtually
(on paper or with other methods, such
as slides or overheads) or verbally.
4
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are face-to-face with an audience or

speaking on the phone, repeat, repeat,
repeat and have the listener repeat back
the phrase or paraphrase it to you. Keep
in mind that spoken communication is
managed attention. You can use the tools
of inflection, pauses, long silences,
volume, body movement and gestures
to get the attention of the message
receiver—even in a one-on-one setting.
Button #3: "Read your audience (not
just your message).
You must be constantly monitoring
what you are doing as you speak.
People often are so busy "doing the
job" just to keep things running, that
they forget to "read" their audiences as
they go. Ask yourself these questions:
1. What is the listener's perception of
me?

MICROPHONE
USE
SIMPLIFIED

>
r

Say 'Goodbye' to Mike Fright
and increase your effectiveness
as a public speaker.

n

'The Friendly Microphone"
is an illustrated

non-technical guide
to proper use of
the microphone.
Send $8.95 to

✓
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2. What is the listener's experience
with this idea or topic?
3. What is the listener's relationship
to me? (Subordinate, colleague, boss?)
4. What is my conrununication history
with the listener? (If you have a long
and good relationship, the odds are that
your communication will worsen over
time because you start using "short

I

f

eyes glazed over? Is he/she responsive,
angry, puzzled?
9. Do I know if the listener responds
best to spoken or written communica
tion? (Each of us has a preferred way
to communicate.)
10. How do I know that I've com

municated clearly and concisely—that
my message has come across? What

hand.")

feedback do I count on to tell me the

monitor it?)

Bottom-line? Detailed? Methodical?

5. What is my credibility with the answer? Do I need to adjust it?
11. What is the listener's style?
listener? (Must you keep it, build it or
6. Is there tension? Do I need to open Folksy? Adjust your communication.
up the communication, maybe by using
You can never guarantee that the
humor or candor to break the tension message you send is the one that is
received. By using your communication
in a situation?
7. Is there an intimidation factor at
work? Do I intimidate the listener? Does
he/she intimidate me? Communication

radar you can m^e sure your message
is on target.

8. If face-to-face, have the listener's

INTERNATIONAL, INC.
Announces...

an intensive readiness program for peo
ple too timid to join or fully participate
in public speaking programs. We can
increase your chapter's enrollment and
maximize benefits to your members.
The Speak Without Fear™ system was
designed by a speech pathologist with
professional performing experience
and training in neurophysiology and the
behavioral sciences.

Do you know someone who can benefit
from Speak Without Fear™!
Contact; Speak Without Fear Int'l., Inc.
328 West 86 Street, Suite 9B
New York, N.Y. 10024
Or coil: 212-724-4880

f
The specialists in overcoming
speaking anxiety.

may shut down because of factors like
these.

SPEAK WITHOUT FEAR

Reprinted with permission from the October,
1988 issue of Executive Communications.

Ronnie Schor, Founder and President
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Program Your Meetings
Structure your meetings according to a fool-proof blueprint:
your club program

BY NEAL JOHNSON, ATM

How would you like to board a

plane whose pilot announced
to the passengers, "Folks, I
don't really know just where
we're going today. But we've got

some fuel in the tanks, and we're all

here, so lefs go!"
The pilot continues: "The navigator
didn't show up this morning, but weH

find our way somehow. And there may
be some untidyness on the plane,
because we forgot to send out the work
schedule. The co-pilot should be here
soon. At least I hope so, because he's
got all the manuals that tell us what to
do, and when. Other than that, and a

few other minor problems that I don't

want to bore you with, we're virtually
ready. Have a pleasant flight!"

No, you wo^dn't entrust your life
with such an airline.

Now, let me draw a parallel.
How would you like to attend a Toastmasters meeting having no idea of the
agenda, or if enough members would
show up to perform all the functions?
You wouldn't know where you were in
the meeting,(whether in the beginning,
middle or end), or if the meeting started
on time and stayed on time; nor could
you determine if the speakers or
evaluators were present.
Sounds ridiculous, doesn't it? It sure

does if you're talking about the trip on
the plane — people in their right minds
woiild never board that plane. However,

the Toastmasters meeting is an entirely
different situation to many people.
Many would take the Toastmasters
6 The Toastmasler

meeting trip. In fact, they are taking that
The program is just as vital to the sur
kind of trip every week.
vival of a Toastmasters club as is the
I know of clubs that continuously try pilot's pre-flight checklist to the
to operate without any kind of meeting passengers in an airplane. Without this
agenda.
key piece of information, both the presi
dent of the club and the pilot of the
plane will be groping in an improvised
approach, hoping that everything will
together before disaster strikes.
The program is just come
A program allows members to pro
as vital to the survival perly prepare for key responsibilities
and opportunities as they progress
of a Toastmasters club through the Toastmasters program. A
program also allows the club members
to review at each meeting what is
for the next meeting. That
flight checklist to the scheduled
way, any known or suspected absences
can be provided for with members
passengers in an
ready to fill in.
airplane.
A pre-printed program also gives

as is the pilot's pre-

members several weeks advance notice

to prepare for their duties, such as
preparing for Table Topics, gathering in
You wouldn't want to invest your formation for speaker introductions,
future in a trip on that aforementioned working with their mentors, inviting
airline, so why would you, or anybody visitors, etc. Special meetings can be an
for that matter, want to invest time and nounced in the program to let members
effort in a Toastmasters club that had no know ahead of time if special visitors or
program or direction? Although it may district dignitaries will attend a certain
offer friendships and social functions, meeting; if the cluhs executive officers
it might ultimately be a frustrating and will meet before the regularly scheduled
fruitless experience.
meeting; or if special "theme" meetings
In clubs without an official program, are coming up.
members are cheated of a meaningful
A program also can offer immediate
itinerary with which they can plot their access to home and office telephone
progress. Members tend to become numbers of members.
disinterested, the club loses excitement
With the popularity of home com
and energy. Ultimately, it may even puters, developing a program is easy.
close down.
Members' names and responsibilities

SAMPLE TOASTMASTERS CLUB MEETING SCHEDULE
Name of Educational Vice-President
Work Phone No./Home Phone No.

Name of President

Work Ptione No./Home Phone No
AREA

governor

executive
MTG. 6 A.M

evaluation

bring a

VISITOR DAY

emphasis day

DATE

responsibility
DUTY

TIME

The room

By 6-.45

will be set up

At 7:00

The meeting wili

PROiylPTLY begin with the
invocation &

piedge

By 7:01

President is
at podium
The business

By 7:06

session will be

completed
The Toastmaster

At 7:07

of the Day will be
at the podium
Home No.

Office No.

3y 7:08

Educational

7:11 -7:24

Tabie Topics

Happening begins

WORD FOR THE DAY

0y 7:25

First Speaker
Second Speaker
Third Speaker

By 7:52

General Evaluator
is at podium

Home No.

Office No.
Timer
Individuai Evaiuator
Individuai Evaluator
Individual Evaluator
Grammarian
Vote Counter

By 8:05

3y 8:06

Toastmaster
Toast

awards/trophies

President returns
to podium

Thought for the Day

By 8:08

IVIeeting Adjourns

GOOD

serted into the format. However, hand

can be arranged in varied or rotating for
mats. Old schedules can be stored and
referred to later to make sure that

everyone has the opportunity to grow
through all the aspects of the
Toastmasters development cycle. New
members can easily be added and in

DAY

today

HAVE

straight through, and come in with a
smooth landing. Everybody will have a
sense of "having arrived!"
♦

written or typed programs can still
achieve the same results as a computergenerated one.
Just as no airline flight should be full Neal Johnson, ATM is a member of
of surprises, neither should a Toastmas Whitehaven Club 3063-43 in Memphis,
ters meeting. When properly planned, Tennessee. He is senior manager of printing
everything will take off on time, fly for Federal Express.
April 1989 7

Turning Speaking Skills Into

Follow this 7-step
blueprint to design and
deliver a successful
seminar.

BY BOBETTE HAYES WILLIAMSON

You've been summoned to the marketing

vice president's office—on the double. Hur
rying down the hall, you wonder, "What's
wrong?"
When you see the VPs florid face and

clinched hands, your concerns intensify. He glow
ers at you and challenges, 'You belong to Toastmasters, don't you?"
Faltering, you answer, "Uh, yes, for five years."
Satisfied, the VP explains, "We lost a major sale
because our client presentation was poorly prepared
and unprofessional. Well, it won't happen again.
I want you to give a training program on effec
tive presentations. Will you accept the project?
Management considers it critical."

Reluctantly, you accept, wondering how to
deliver on the commitment.

Sure, you survived your first icebreaker at Toastmasters. Thanks to Table Topics, you're a veteran
impromptu speaker. And your humorous speeches
always go over well. But developing and teaching
a training course on effective presentations? That's
8 Tfe Toaslmnsler

another story.
Your concerns are well founded; public speak
ing and training are different in many respects.
However, enough similarities exist so that effec
tive speakers can cross over into the field of train
ing when necessary.
Training is different from speaking.
Training differs from speaking in three major
ways. First, the objectives of a training program
are to teach participants new skills, behaviors or
knowledge, while a speech might be intended to
entertain, inform or persuade. Consequently, train
ing often requires presenting information in
greater depth, demonstrating techniques in a stepby-step fashion, and asking students to practice
desired behaviors in class.

Second, while a speech generally lasts less than

an hour, a training program typic^y ranges from
three hours to forty hours. Because that's a long
time to sustain an audience's interest, trainers pay
considerable attention to instructional design.

a seven-step method that professional trainers use
when designing and delivering workshops,
seminars or classes.

The method involves conducting a training
needs assessment to learn if training is actually

needed; developing a detailed list of the tasks or
behaviors the trainee will be expected to perform;
writing training objectives; conducting an au
dience analysis that considers the developmental
level, learning styles and expectations of the
trainees; designing the training program; presen

ting the training program; and finally, evcduating
the program's effectiveness.
To illustrate how a professional trainer would
use this seven-step instructional design process,

let's apply the methodology to the presentation
skills class the marketing vice president assigned
to you. Once you see how the method works, you
can transfer it to any topic — whether you're train

ing workers on the job, colleagues in a professional
organization or friends in a community service
group.

1 Training Needs Assessment
Managers often seize upon training in the
hope of implementing a quick fix to deep-seated
organizational problems. Training, however, is
not a cure-all. So, before saluting and scheduling

the requested seminar, the trainer must play
devil's advocate, asking questions such as;
"Is the problem really lack of training, or does
it stem from the organization's structure, strategies
or practices?"
Mm

"If training is called for, which of our employee
segments needs the training—the ones I was ask
ed to train, or some other group, such as their
managers?"

Third, the degree of audience participation
demanded is generally higher in a seminar or
workshop than during a speech. Trainers en
courage quesHons, small group discussions, prac

Remember

tice and feedback, because research shows that

trainer's

the

adults learn best through these methods.
Training and public speaking are similar in that cardinal
both involve a presenter communicating informa rule: vary
tion to people in an audience. In both cases, the
audience expects the presenter to be know the pace.

With respect to the presentation skills class your
boss requested, let's assume that your needs
assessment indicates that the organization's client

presentation team wUl, in fact, benefit from
training.

2 Job Task Analysis
Having determined that training can cor

audience expects to hear a good speaker. Because

rect the problem, your next step is to have the vice
president describe the tasks he wants the team to
carry out, as well as the proficiency level at which
he wants them to perform. When confronted with

of your participation in Toastmasters, your skills
in these areas probably are well developed already.

"1 want them to be polished, professional and

For instance, you undoubtedly know how to

organized." Your challenge is to find out exactly

organize your material in a clear, logical flow; use
a "hook" to capture your audience's interest; show

which behaviors these traits translate into in the

ledgeable, prepared and organized. Above all, the

these questions, his first response likely will be,

mind of the vice president.

the audience what's in it for them; and establish

Suppose one aspect of "polished, professional

rapport with the group. Moreover, frequent prac
tice and feedback at club meetings have honed
your platform skills. To broaden your scope from
public speaking to training, you need to master

and organized "is having eye-catching visuals. In
order to create these visuals, the presenters must
reduce their ideas to a series of slides, with each

slide containing no more than five key ideas. Since
April 1989 9

the presenters must write copy for their slides, you
can include this topic in the training program.
Similarly, if they are expected to operate projec
tion equipment, that subject can be added to the
curriculum.

This process of job task analysis should continue
until you and the vice president have identified
all the tasks the presentation team must perform.
Once the list is compiled, view it to identify those
tasks that meet the following criteria: proper per
formance of the task is vital to the success of the

presentation; and performance of the task can be
improved through training. When you transfer
these tasks to a new list, you will have your

objectives, content, length and number of par

B

ecause

learning
is

controlled

by the
learner,

curriculum.

an

3 Creating Objectives

instructor

The third step in the process is to create a

written set of objectives that will serve as a guide

must pay

special

to you, to management and to the trainees. Each

objective must specifically describe a behavior that
the participants will be expected to perform at the
conclusion of the traming. Some sample program
objectives might be stated in the following

attention

to the

needs of

manner:

At the conclusion of this program, the trainee

the

will be able to:

1. Explain five methods of organizing a presen
tation.

2. Select the method of presentation organization
most appropriate to the audience and topic.
3. Use the selected organization method in devel
oping a presentation.

When drafting objectives, mention any special
conditions that might have a bearing on the

trainees.

ticipants, you begin step four in the instructional

design process: conducting an audience analysis.

4 Audience Analysis
Because learning is controlled by the
learner, an instructor must pay special attention
to the needs of the trainees, precisely assessing
each class member's training needs and learning
style. If you assume that the trainees know more
than they actually do, your training program will
not cover the basics and the trainees' performance
will not meet your standards. On the other hand,
if you are too elementary in your instructions, the
trainees may become disinterested.

The studenfs learning style is an important con
sideration in selecting a teaching method. All of
us absorb information through our five senses;
however, some people rely more heavily on one
sense than another. For example, some students
prefer to read up on a subject or view a film, while
others want to hear an explanation of the material,
and still others desire hands-on experience.
The students' learning rate is as individual as
the learning style. Some trainees are like sponges,

rapidly sowing up as much information as you
give them. There will be a point, though, when
they slow down to assimilate the new information.
Other trainees may get off to a slow start, and then
suddenly, as bits and pieces of information fall into

place, their learning rate will pick up. Learning
plateaus, so called because performance seems to

level off, are common in many training situations.
When these plateaus occur, it's important to step
in quickly and give the trainee much needed en
couragement and reassurance.

trainee's ability to accomplish the task. For exam

ple, if the trainee's successful performance
depended on availability of desktop publishing

5 Workshop Design

equipment, the objective might read: "At the con
clusion of this program, the trainee will be able

Once you have established the need for
training, performed a job task analysis, drafted ob
jectives and conducted an audience analysis,

to develop the slides necessary to illustrate a thirtyminute marketing presentation within two hours,

using desktop publishing equipment."
Be careful to draft objectives that are attainable

within the time period available to present the pro
gram. Suppose your boss wants you to train 25
people on eight major aspect of presentation skills
in a three-hour training meeting. In addition, he
wants each participant to give a presentation dur
ing the class. Clearly, he has unrealistic expecta
tions about what can be accomplished within a
given time frame.

you're ready for step five: designing the training
program. Because training programs require
anywhere from three hours to more than forty
hours, trainers use a variety of methods and
media, changing the pace and type of activity on
almost an hourly basis for the duration of a
workshop. To be effective, methods and media
must support your objectives, and they must

match the learning styles and experience levels of
the participants.
Methods include lecture, question and answer

In this situation, you must advise the vice presi

sessions, both large and small group discussions,

dent that class size should be limited to between

case studies, experiential activities, demonstra

six and eight participants in order to allow for

tions, skill practice by participants, and perfor

practice and video feedback.'Vbu must also explain
that you can't cover eight topics in three hours.
The ^tematives are either to increase the number

of training hours or drop some of the topics.
Once both of you have agreed on the program's
10 The Toastmaster

mance feedback. Falling under the category of
media are slides, overhead transparencies, charts,
video tapes, films, audio tapes, laser disks, com
puter software and printed handouts. Each
method and each form of media, of course, has

advantages and limitations.

adding life to your program. Their success
depends heavily on the skill level of both the in

A lecture format, for example, works well with
any size group and allows the instructor to retain
control over both the time and the topic. On the

T

he

down side, because a lecture is one-way com

ing subspecialty, newcomers and veterans alike
generally consult reference books to find suitable

student's

activities. Two widely used resources are Games

learning
style is an
important

Trainers Play and More Games Trainers Play, both
written by John W. Newstrom and Edward E.

• Lecture

munication, the instructor can't always tell how
the message is being received. Even the attention
span of highly motivated adult learners will flag,
so trainers generally shift to another method after
about 30 minutes of lecture.

• Questions and Answers

Punctuating a lecture with questions and an
swers or with a lively discussion has an energiz
ing effect on the audience. Additionally, a Q&A
session or a fast-paced discussion allows the in
structor to ascertain how well the audience has

grasped the material. With these sessions,
however, the instructor gives up some control.
And, people can lose interest in Q&A sessions

quickly, especially if the floor is dominated by a
few highly vocal individuals.

considera
tion in

selecting a
teaching
method.

structor and the group.
Because creating experiential activities is a train

Scannell (McGraw-Hill Book Company.) Two
other sources are the Encyclopedia of Icebreakers:
Structured Activities That Warm-Up, Motivate, Chal

lenge, Acquaint and Energize, by Sue Forbee-Greene,
and the University Associates Annual Series, edited
by J. William Pfeiffer, John E. Jones and Leonard
Goodstein (depending on the year.) Both are

available throu^ University Associates, Inc., 8517
Production Avenue, San Diego, CA 92121.
• Demonstration and Practice

When you want trainees to adopt a correct
behavior, technique or process, the method of
choice is demonstration and practice followed

by performance feedback. Successful use of this

• Discussion

method rests, of course, on the ability of the

Small group discussions are excellent for involv
ing everyone,from the most outspoken to the most

trainer to serve as a good role model, as well as
the trainer's skill in giving performance feedback.

shy member. Participants who are too shy to make

To insure that trainees are taught correct behavior,

themselves heard in front of the entire class

skill, or technique instructors often show films or
videos instead of trying to model the behavior

generally will contribute in a small breakout team
of four to sb< people. Groups typically require

about twenty minutes to conduct ^eir diKnissions,
develop short oral reports, and prepare accompa

nying visuals such as charts or handwritten
overhead transparencies. A drawback to this
method is that the quality of the discussion is af
fected by the experience level and verbal abilities
of group members.
• Case Studies

Case studies allow trainees to consider real-life
situations in the safe environment of the class

room, as well as to develop strategies for dealing
with the situation should it occur in reality.

When using case studies, trainers typically
divide the class into small teams that analyze the

cases and report their findings and recommenda
tions. Case studies offer the twin advantages of

providing a clear focus for a lively, structured
discussion and preparing participants to meet and
deal with similar situations. On the negative side,

locating or writing case studies is time-consuming
for the trainer, and the quality of the small group
discussion is limited by the experience level and
problem-solving abilities of team members.
• Experiential Activities

Experiential activities are exercises that allow
trainees to apply principles or techniques during
a low-risk, in-class simulation. With the guidance
of the trainer, participants learn about their own
behavior and that of others. Experiential activities
are excellent tools for breaking the ice, obtaining

participant involvement, reinforcing concepts, and

themselves.
• Media

Printed handout packets, charts and slides are
ideal supplements to lectures. When you want to
record data developed in class, an easel and chart

pad are best. After posting the information on the
chart with a broad-tipped marking pen, tape the
sheet of chart paper to the wall to maintain a
dynamic record of your proceedings.
Turn to films and videos when you want to il
lustrate behaviors, change attitudes, inspire or

bring a visiting expert into the classroom. A hand
out packet or workbook serves as a classroom
aid and a permanent record of the training pro

gram. Choice of media will be influenced by room
size, availability of equipment, budget and preparahon time, as well as by your traming objectives.
It is wise to preview a film/video before show

ing it. Even if you have seen a film before, look
at it again before the workshop to refresh your
memory and to ensure it is rewound and in good
condition. Never show a film immediately after
lunch unless it's such a spellbinder that no one

will tempted to nod off. Let your audience know
your reasons for showing the film beforehand, in
troduce the characters and mention the key ideas

you want the students to notice. Following the
film, conduct a discussion to reinforce the main
points.

While use of media can enhance your training

program, every student of Murph/s Law knows
Continued on page 21
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avid Gergen, former presidential
speech writer and director of
communications in the Reagan

White House, calls speech writ
ing "an unnatural act." He's right.
It is an occupation fit only for masochists, having all the frustrations and
problems of "real" writing and none of
the rewards. Writers get bylines; speech
writers get anonymity. When the
speech goes well, the speaker gets all
the credit; when it flops, the speech
writers get all the blame.

/
*

Yet there are rewards. Some are overt.

%

A few top corporate speech writers earn
six-figure salaries; many earn more than
$50,000 a year. Sometimes the satisfac
tions are less tangible but just as real.
If you work for a politician who is
elected to high office, your words can
reach millions. And, there are special
satisfactions that go with mastering the
craft itself.

Writing for the Ear. But writing
speeches is also a potential minefield for
the unprepared writer. Part of the pro
blem is that many newcomers to speech
writing, even though they may be fine

I

im

writers or editors, know little about the

nuances associated with preparing
public addresses.

m

The most critical difference, of course,

is that writing for a live audience means
writing for the ear. Many a weU-formed
written sentence falls on the ear like a

CADENCE:

The Key to Effective
Speechwriting
Writing for a live audience means
writing for the ear.

brick; many fine speeches, when
transcribed, read as if they had been
written by Morpheus himself.
Guidelines on writing for the ear can
be found in the myriad books on speech
writing on the market today.(The best
texts, of course, are great speeches.)
Only a few are worth reading all the
way through, but among the more
helpful is Dorothy Sarnoff's Speech Can
Change Your Life(New York: Dell, 1972.)
There you will read about using fam
iliar words, simple ideas and short
sentences, and avoiding tricky words
such as homonyms, or words that are
hard to pronounce. But most of these
books either ignore or gloss over the
most helpful element in creating a
speech that is easy to listen to and that
sticks with the audience: cadence.

BY BRUCE O. BOSTON
Cadence. Cadence is

critical to

speeches because from it arise audience
involvement, force, harmony, dignity,
and in truly great speeches, majesty. All
languages have distinctive rhythms and
cadences when well spoken, and Eng
lish is no exception. The basic natural
1 2 The Tatslmasler

John Kennedy was a master at using remarks of these leaders are truly ex
the rhythm of the triple to drive home cellent examples of the art of the speech
a point. In his inaugural promise to the writer. Another superb resource for
people of the Third World, for example, developing a feel for cadence are the
he pledged for American help ... "not biblical Psalms and the Book of Com
because the communists may be doing mon Prayer, which contains some of
it, not because we seek their votes, but the most satisfying rhythms in the
English language.
because it is right."
Mastering the art of creating cadence
be made from it—what 1 call the dou
will not transform a speaker into
ble and triple. Simple statements fall
another Churchill or King; that takes
most powerfully on the ear:
Many a well-formed
natural gifts on the platform as well as
"Keep hope alive"—Jessie L. Jackson
effective prose. But establishing the
written
sentence
falls
"I have a dream"—Martin Luther King
right rhythms can help a speaker to
"But let us begin"—John F. Kennedy
on the ear like a brick; measure out the stream of words so that

rhythm of English is found in the sim
ple declarative sentence. The direct oral
style is more appreciated in American
English than in French or German, for
example.
The most effective cadences in speak
ing are found in the single direct state
ment and the simple variations that can

Simple statements are most effectively
used either to introduce a point in a
speech or to sum it up. Many speech
writers use simple sentences as a set of
bookends for a particular paragraph or
as a form of verbal punctuation for
several related points. In this latter
regard, one of the most effective
(though overshadowed) uses of such
statements is Martin Luther King's use
of "Let freedom ring" in his renowned
"1 Have a Dream" speech.

many fine speeches,
when transcribed,

read as if they had
been written by
Morpheus himself.

those who hear will not only attend the
message, but will know they could not
have said it better themselves. And that

is the first step toward eloquence.

Bruce O. Boston is president of Wordsmith, Inc. He has written speeches for
presidential candidates, senators, members

of Congress, government officials, and
business executives; he also conducts

But when using doubles and triples
to establish a cadence, speech writers
There are several kinds of doubles,
but they are usually used either to of should take care that they establish the
right order of the elements. Put the big
fer a contrast or to provide balance to
idea
at the end. Patrick Henry did not
a sentence. The opening line of Ken
say "Give me death or give me liberty;"
nedy's inaugural address provides an
Thomas Jefferson did not write, "... we
excellent example;
mutually pledge to each other our lives,
"We observe today
our sacred honor, and our fortune."
not a victory of a party, but a
Sometimes a fourth, fifth, or even
celebration of freedommore elements can be added to a triple
symbolizing an end as well as a
to extend the cadence, change the pace,
beginning,
and offer the speaker a chance to drive
signifying renewal as well as
home a point. Winston Churchill did
change."
this most dramatically in his famous
The basic rhythm here is provided by speech to the people of Great Britain,
the sets of pairs, which provide both op following the battle at Dunkirk. Notice
position and apposition. Each of the how in this passage, the word
three sets presents a different contrast, "fighf'marks the cadence and carries a
but together they compose a satisfying sequence that for many speakers might
progression to the speaker's theme for be too long:
"We shall go on to the end, we shall
the entire speech—America's entry into
fight in France, we shall fight on the
a new era.
seas and oceans, we shall fight with
Several structural devices can be us
ed to set up doubles: either... or; growing confidence and strength in the

workshops and seminars on speech writing.
This essay originally appeared in The

Editorial Eye.
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-Robert Maynard Hulchlns

Quotemaster the indispensable writing tool
Fagt - " ALL MY POSSESSIONS FOR A MOMENT
OF TIME."

remark: "There can be no successful

faster on a newer machine).

Displaying and

printing with Quotemaster are just as fast.
Concige - "NOBODY EVER FORGETS WHERE HE
BURIED THE

HATCHET'

-Kin Hubbard

Quotemaster is a concise locator of the perfect
quotes for your writing needs. Quotemaster will
enhance and expand the capabilities of your
exisiting word processor.
Broad - A SHORT SAYING OFT CONTAINS MUCH
WISDOM"

-Sophocles

Quotemaster's entire quotebase resides
completelv on your computer (no massive

volumes to obstruct your creativity), and it can be
called up quickly and easily.

Quotemaster is a user-friendly quotebase that is
all-inclusive. Its 3.000+ Quotes were researched

specifically for writers and public speakers. The 2
entire Quotemaster system is designed for ease of g
use. with extensive on-line help and a simplified 2

search approach.

Search criterion can include f

any or all of the following: Subject (or topic). Era. j
or Author.

Most of all. Quotemaster is Fast. 2

Concise and Broad enough to meet your needs. 2

Finally. Quotemaster is expandable, (additional J
quotebases available January 1989).

in the hills, we shall never surrender."

g

The Quotemaster package includes System disk, g
entire quotebase. and an easy-to-read manual for: g

Recite! Writers interested in adding
the power of cadence to their repertories

appeal from the ballot to the bullet; would do well to recite aloud the
and those who take such an appeal are speeches of Lincoln, Churchill and
sure to lose their cause and pay the Franklin Roosevelt, as well as those
costs." Here, we have three doubles— speakers quoted before. Properly phras
a set of balanced clauses, each focus ed, their powerful sentences have the
ing on an alliterative pair.
ability to sweep the listeners. The

-Queen Ellzabelh I

Quotemaster has an average search and report
time of less than 3 seconds on an IBM PC (even

on the beaches, we shall fight in the
The double can also be used to con
fields
and in the streets, we shall fight
trast ideas and is particularly effective

contrast, as in Abraham Lincoln's

2

"Whenever I feel like exercise I j
lie down until the feeling passes"

neither... nor; not (only) this ... but air, we shall defend our island,
whatever the cost may be, we shall fight
(also) that; if ... then.

when alliteration is used to set off the

♦

$39 (includes shipping & handling)

^

Quotemaster "vKK 2,
by PennComp Software

L**

J^7 Development
(713)-669-0965
(■

4031 VlUanova Street. Houston Texas 77005
(Requi
res: IBM PC/clone with 256k & Hard Drive)

j

S

J
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Don^t be Guilty
of Doublespeak
Pretentious language is confusing and
misleading. Use short, precise words when
writing and speaking.
BY CHARLES DOWNEY

Some years ago,a plumber wrote

to the U.S. Bureau of Standards

touting a new procedure for
cleaning pipes. The bureau
replied; "The efficacy of the
recommeded solution is completely un
disputed. However, there is an inherent
incompatibility between the aforemen
tioned solution and the basic chemical

structures of the commonly used

r

materials in current household and

Doublespeak covers
something up or puts
a better face on a bad
situation.

commercial pipeworks."
The plumber wrote back saying,
"Thanks, I really liked it, too." The
bureau quickly responded with yet
another letter: "Don't use hydrochloric
acid! It eats the hell out of the pipes!"
Like the momentarily puzzled
plumber, many of us are dumbstruck
when trying to understand the language
of bureaucrats in government, business
and education. Unclear writing, known
as "gobbledygook," often says one thing
but means the complete opposite.
For example:"One year, an airline hid
the crash of an expensive airplane and
the deaths of three people by listing the
crash in its annual report as an 'involun
tary conversion of a 747,'"says William
D. Lutz, who is chairman of the Com

mittee on Public Doublespeak and an
English professor at Rutgers University.
"Involuntary conversion means losing
an asset through no fault of your own.
The meaning is clear to lawyers but not
to most laymen."
The Committee on Public Double

speak was formed in 1971 by the Na
tional Council of Teachers of English
and is devoted to encouraging people
14

Tdf Toastmaster

to speak and write clearly. Each year,
the organization hands out two awards:

The Orwell Award goes to the person
or group who has consistently
employed honest, easy-to-understand
language; the Doublespeak Award goes

The Doublespeak Committee has rounded up prime examples of
doublespeak over the last ten years. A few gems from the worlds of business,
education, government, medicine and the military follow:
Term

Translation

to those who have used the most

misleading, self<ontradictory or evasive
language.
Past winners of the Doublespeak
Award have included the U.S. State

Department (for replacing "kill" with
"urdawful or arbitary deprivation of
life"),'^sir Arafat (for saying "The PLO
does not want to destroy Israel. It is
precisely because we have been ad
vocating co-existence that we have shed
so much blood.") and a Colonel in the

U.S. Air Force for calling a Titan II
missile (which is tipped with a nine
megaton nuclear bomb) "a very large
potentially disruptive re-entry system."
Why do people resort to double
speak? One reason, says Dr. Lutz, is
that "doublespeak covers something up
or puts a better face on a bad situation.
So instead of a tax increase, we hear

from Washington, D.C. news about
'revenue enhancement.' Cemeteries

advertise 'pre-need arrangements.'
And in one hospital, patients don't
die, instead they suffer 'negative pa
tient care outcome.'"

Sometimes doublespeak can be
almost impossible to decipher. For in
stance, check-out clerks who work less

than forty hours at one supermarket
are now "part-time career associate

scanning professionals." Spoiled fruit
and vegetables at the same store are
"distressed produce." California no
longer has emergency vehicles; in
stead, "major incident response units"
arrive at accidents and fires. Junk yards
are hard to find, but you might come
across "auto recyclers who deal in predismantled, previously owned parts."
Other times, doublespeak turns into
something resembling a foreign tongue.
Author James Boren, a former official in

the State Department and author of
Fuzzify, a book about bureaucracy, re
ports that some officials have created
their own words. For instance:

Business

encore telecast

re-run

strategic misrepresentation

vertical transportation corps
inventory shrinkage
net profit revenue deficiencies
energetic disassembly
socid expression products

lie

elevator operator
employee theft
lose money
explosion
greeting cards

access controller

doorman

Education

movement experiences

applied life studies
learning resources center

sports

physical education
library

Government

impact attenuation device
member of a career offender cartel
pavement deficiency
poorly buffered precipitation
controlled flight into terrain

sand-filled oil drums
gangster
pothole
acid rain
plane crash

Medicine

therapeutic misadventure
activity boosters

malpractice
amphetamines

Military

combat emplacement evacuator
incontinent ordinance

shovel
bombs that fall on schools

engage the enemy on all sides
ambush
operate in a target-rich environment
outnumber
tactical redeployment
retreat
aerodynamic personnel decelerator
parachute
wood interdental stimulator
toothpick
ballistically induced aperture in the subcutaneous environment...bullet hole
manually operated impact device
hammer
portable, hand-held communicatons inscriber
pencil

propisms, misplaced modifiers and

main media of communication. And,

assorted solecisms, all of which add to

despite the efforts of English professors
to teach the correct usage and meaning
of words, many high school and college

the crushing burden of doublespeak.
For instance, "Fbland was dismembered

peace by peace...," 'To combat secu
larism, aJl marriages should be consum

• Legalay—to delay a decision or action mated in church" and "The hills were
by requiring a lawyer's opinion.
worn down by eroticism," which is a
• Mobiate—to execute a 180-degree turn "very difficult way to wear down hills,"
of policy while appearing not to be Smith says.
making any change at all.
This loss of precision in our language
• Bloatate—expanding or puffing up a seems inevitable, given our most
report.
popular modes of communication.
But doublespeak isn't confined to the Gone are the days when people com
State Department. Jack Smith, the municated by letter and spent evenings
elegant, witty columnist for the L.A. curled up with a good book. Today, the
Times, collects written examples of mala- telephone and the television are the

students venture into the world with

vague ideas about clear writing. Says
Judith Ramos, an instructor of English
at Moorpark College in Moorpark,
California: "Because

most students

don't like to read, and because they tend
to misspell the words they hear, they
unknowingly create doublespeak."
Yet there are ways to combat this
destruction of the English language.
Anne Davis Toppins, associate professor
in the College of Education at the
Continued on page 23
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TUESDAY

^ AUGUST

p
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15

Registration—10 a.m. to 6 p.m.
Ticket Sales—Noon to 6 p.m.

v4i«

If you're pre-registered, pick up your
ticket packet at 10 a.m. and select your
seats for great events such as the Beach
Party Fun Night and the World Cham
pionship of Public Speaking. Remain
ing event tickets can be purchased
at noon, but these are subject to avail
ability. So it's a good idea to buy your
>.*

L':-

tickets ahead of time.
Visit the Founder's District/District 12

• •

'»X *»

Information Desk. Our hosts want you
to have an electric experience of non
stop fun. The Candidates Corner and
Credentials Desk will also be open
Tuesday afternoon.

:v

%
t .»>.

Education Bookstore and More!

The popular Education Bookstore
opens at 1 p.m. It's stocked with great
items. Browsers are welcome!

»fita

Presidential Welcome for
First-Timers
International President Tom Rich

ardson, DTM, personally welcomes
you to your first International Conven

•fa.; ,.

tion.
. ./■

'

■ V

Board of Directors Meeting
See your elected representatives in ac
tion. Attend an open meeting of Toast-

■. »

• 16

The Taistmster

The lobby at Marriott's Desert Springs Resort.

Candidates Forum

u

Hear International Officer and Direc

tor candidates as they address conven
tion delegates.
Open Evening
Enjoy an evening on the town or stop
m

by the Host District Information Desk
for some great entertainment ideas.

1
^ T
A

H U R S D A Y
17
U G U ST

Annual Business Meeting
Delegates will elect International Of
masters International's Board of Direc

Proxy Prowl
You're invited to a party! Meet this

year's International Officer and Direc
tor candidates.

*

•"Speak and Grow Rich"
Dottie Walters, C.S.P.

tors.

WEDNESDAY

fjn AUGUST 16

Lilly Walters
Walters International Speakers Bureau
Discover how to "Grow Rich" by
bringing people to Toastmasters, ly
gaining confidence and ability to com
municate, by promoting yourself, and
by speaking for money.
•"L-E-A-D-E-R-S"

Donald L. Panhorst, A.Mus.D.

ficers and Directors and vote on other

important issues.
Toastmasters and Guests Luncheon

This popular event is open to every
one, so be sure to buy your tickets in
advance. Partners Gail Wenos and Ezra

D. Peabody (Smart Dummy)will enter
tain you by "Communicating with Team
Spirit."
DTM Luncheon

If you're a DTM, don't miss this
Professor of Speech Communication
Opening Ceremonies Featuring
Edinboro University of Pennsylvania special luncheon. Featured speaker
Doc Blakely
Do you aspire to be an effective lead ftter Kossowan, DTM,leads you "Step
The spectacular Parade of Flags kicks
By Step." Speakers from districts
off this thrilling event. Enjoy the first- er? Learn how to achieve respect and representing Australia, England,
recognition
in
this
exciting
session.
rate, side-splitting humor of keynote
Ireland, New Zealand, the Philippines,
speaker Doc Blakely as he gives you •"Assessing Your Club's Personality" and Southern Africa compete for a final
"The Gift of Laughter." This seminar
Toastmasters from Founder's District spot in Saturday's World Championship
leader, consultant, and author of several and District 12 help you explore your of Public Speaking.
books possesses a rare talent for presen club's unique character.
ting positive approaches to problemHall of Fame
H. A1 Richardson, DTM
solving. Also, International President
Experience the pageantry and see the
Mary E. Berg, DTM
Tom Richardson, DTM, and Executive
best in Toastmasters for 1988-89.
Norman L. Cook, ATM
Director Terry McCann give us their ex
citing reports.

David J. Gardner, DTM

Golden Gavel Luncheon

Robert G. Harvey, ATM
Edna M. Lumley, ATM

See and hear Joel Weldon, one of the

Juanita M. Skillman, DTM

most sought after speakers in North •"Speakers Showcase"
America. Overcoming fears and selfNon-stop excitement with:
imposed limitations, Joel joined ToastTom Dell, ATM
masters to conquer his fear of speaking
Seaford Jack, DTM
before groups and eventually became
David Meeks, DTM
one of the most highly respected com
John J. Smith, M.F.P.T.
municators in the field of professional
Steven Wall
speaking. He will be presented with
•
"The
Accredited Speaker Program"
Toastmasters' highest award, the Golden

Fun with the Best

•"Not Another Joke Please"
Natasha Josefowitz, Ph.D.

Laugh and learn about using humor
in sensitive subjects from radio person
ality and author Dr. Natasha Josefowitz.

Beach Party Fun Night
Surf's up, sun's out, and you're set for
that legendary Southern California
Beach Party. Get out your sunglasses,

Gavel.

Roundtable discussion with:

visor, sandds and zinc oxide for that hot

Fun in the Afternoon

Ray Brooks, DTM
Joseph L. Eden, DTM
Join Accredited Speakers Ray and Joe

dogger, hang ten look! At this party,
guests are part of the entertainment.
Get set to boogie down with the sensa
tional Papa Doo Run Run and the

Education is your companion and ex
citement is your guide. Enjoy afternoon for a small, informal discussion on what
sessions on personal growth, club it takes to become an Accredited
development and professional success. Speaker.

fabulous Cruisers. Eat your hearts out,
Frankie and Annette!
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18

Fun in the Sun—All Day Long
Opening Session
•"Solving The Great Illusion"
Norman B. Sigband, Ph.D.
Professor Emeritus of Management
Communication

Tom shares his unique systems ap
proach to effective presentations in a
fast-paced, stimulating session.
•"Your Life Is Your Material"
Orvie Nix

Your life is a gold mine of material for
exciting and meaningful presentations.
Participate in this practical, informationpacked session.
•"Six Levels of Communication"

Dr. Hal Hawley, ATM
Join Hal for a thought-provoking

University of Southern California
Start the day with Professor Sigband
as he unravels the mystery of effective

seminar and examine communication

communication.

from simple daydreams to intimacy.

Joel H. Weldon

Morning Sessions
•"Dream Your Dreams"
Dick Caldwell

i

■

Personal Development Institute
You have the power to succeed. There

rx

Doc Blakely

dream into a reality!

Closing Session

•"Make Your Message Matter"
Mary Jane Mapes
Mary Jane Mapes and Associates

•"Fbrtnering Pbr Improved Relationships"
Dr. Gary L. Couture

Mary Jane Mapes teaches you how to
tailor your talk to your audience.
•"Be A Star"

John N. Hartquist Jr., DTM
Accredited Speaker
Leam drama concepts from a talented
actor and Toastmaster along with the

when, why, where, and how of using
them in your speeches.

ue--^

•"Energize Your Stress"
Dr. Gregory Ladd
Windows Into Health

Ezra D. Peabody

Exchange ideas in this give-and-take
discussion on computer applications in
the club.

IT

Gail Wenos and

Roundtable Session with:

Dianne Bryson, DTM

is nothing wrong with having a dream.
Let Dick tell you how to turn your

Professional trainer and consultant

iw

•"Computers In The Club"

Stress is not what you think. It can
make you or break you. Put stress to
work for you in this powerful session.

The Institute for Advanced Educational
Research

People skills are essential in today's
world. Now, more than ever, in

dividuals who develop values will rise
above the rest in their field. Join per
sonal development expert. Dr. Gary
Couture, for a session that can improve
your life.
President's Dinner Dance

Dine and dance in elegance at this
magnificent event. Past International
President John A. Fauvel, DTM, is the

Toastmaster of the evening. He presides
over the installation of our newlyelected International Officers and Direc
tors.

•"Becoming a Parliamentarian"
Roundtable Session with:

Eli Mina, R.P.

Registered Parliamentarian Eli Mina
conducts a group discussion on what it
takes to become a parliamentarian.
Afternoon Sessions

^A

^

Ik..
Papa Doo Run Run

•"Create A Powerful Vocal Image"
William Rush

Golin/Harris Communications, Inc.

Bill Rush, spokesman for Hall's Voice
Improvement Program, helps you arm
yourself with good vocal habits.

Sir'

Tom B. Richardson, DTM

18

The Toasimaslei-

Dr. Gary L. Couture

•"YOU—The Presenter"
Thomas E. Reese
Norman 8. Sigband, Ph.D. Reese and Associates

SATURDAY
AUGUST
19

"The World Championship of
Public Speaking"—International
Speech Contest
Witness the world's best speakers.
Nine finalists compete for the title
"World Champion of Public Speaking."
See the intensity, experience the emo
tion, and feel the suspense when you
hear the words, "And the winner is.."

This is a popular event so order tickets
now. Please note this is not a meal

event, but continental breakfast items

will be available prior to the contest.

Natasha Josefowitz, Ph.D. Peter Kossowan, DTM

Dottie Walters, C.S.P.

Lilly Walters

Donald L PanhorsL A. Mus. D.

Seaford Jack, DTM

David B. Meeks, DTM

John J, Smith, M.F.P.T.

Steven Wall

H. Al Richardson, DTM

Mary E. Berg, DTM

Norman L. Cook, ATM

David J. Gardner, DTM

Tom Dell. ATM

Get Yourself to Palm Desert
Getting to Palm Desert is easy. Marriott's Desert Springs Resort is located
just 13 miles southeast of beautiful Palm Springs, California. Make your travel
plans now and take advantage of travel discounts. Remember, the conven
tion registration desk opens at 10 a.m. on August 15, 1989.
• By Air—Palm Desert is serviced by the Palm Springs Airport. Most major

ic

airlines provide connecting flights which fly into P^m Springs. Marriott's
Desert Springs provides a free shuttle service to the hotel, departing every
30 minutes. Look for Marriott's free shuttle near the baggage claim area.

A hotel courtesy phone is also available at the airport. Ground transpor
tation is available between Los Angeles International Airport, Ontario In
ternational Airport and Palm Desert. Call the Airport Coach Company
for detaUs: (800) 772-5299.

• By Rail—Amtrak provides service to the neighboring city of Indio, Califor
nia. A cab ride to Marriott's Desert Springs Resort costs about $10.

• By Bus—Greyhound provides bus service to Palm Springs. However, a cab
ride from the bus station directly to the hotel will cost about $25. Save some
money and take a $5 cab ride to the Pblm Springs Airport. From the Airport

you can take Marriott's free shuttle to the hotel (departs every 30 minutes).
• By Car—The Fblm Springs/Palm Desert area is about a two-hour drive from
Los Angeles or San Diego. Interstate 10 provides access to the city from
the east (Arizona) and west (Los Angeles). Take Interstate 10 to Palm
Desert. Exit at Bob Hope Drive and proceed south to Country Club Drive.

tea-

T
Robert G. Harvey, ATM

Edna M. Lumley, ATM

Juanita M. Skillman, DTM

Then turn left and head eastward to Marriott's Desert Springs. If you are

driving from the San Diego area, you can take highway 74 north to Palm
Desert. Highway 74 turns into Monterey Avenue once you enter Palm
Desert. Take Monterey Avenue to Country Qub Drive and turn right. Then

00

R

head east to Marriott's Desert Springs.

T

Ray Brooks, DTM

Joseph L. Eden, DTM

Mary Jane Mapes

Dr. Gregory Ladd

Dick Caldwell

John N. Hartquist Jr., DTM

Official Travel Company
Conventions in America has officially been selected to provide special
travel services and benefits to Toastmasters and guests attending the Inter
national Convention in Palm Desert, California, August 15-19, 1989.
Here is a sample of some of the services and benefits available to you just
by calling the toll free number for reservations:
• At least 45% discounts on coach class seating and guaranteed discounts
on ALL other seat classes (restrictions apply).

•"Double-check" reservation system to insure lowest fares on any airline.
• FREE $100,000 travel insurance with each ticket.

It

• FREE in-flight drink coupons with each ticket on American Airlines.
• Special convention rate discounts on Alamo rental cars.
• Tickets mailed to you immediately.

Eli Mina, R.P.

Dr. Hal Hawley, ATM

Thomas E. Reese

To take advantage of these special fares and discounts, here is all you do:
• Call toll free 800-942-0098

Identify yourself and give your special Toastmasters Group Identification
Number: 328.

t

When you book your air travel with Conventions in America, you become
eligible to win TWO FREE ROUND TRIP TICKETS to any of 150 destina
tions in the continental United States. (Drawings held quarterly.)

William Rush

Dianne Bryson, DTM

Orvie Nix
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r

r:

August 15-19, 1989
Marriott's Desert Springs Resort and Spa

n

Palm Desert, California
MAIL THIS PART TO: Toastmasters International, P.O. Box 10400, Santa Ana, CA 92711 (This form Is not to
be used by international Officers, Directors, Past international Presidents or District Governors elected for 1989-90.)
To attend general sessions on Wednesday, Thursday and Friday, a registration badge will be required. Preregister and order event
tickets nowl You must be registered to purchase tickets to any event except the International Speech Contest. ATTENDANCE AT
ALL MEAL EVENTS AND THE SPEECH CONTEST WILL BE BY TICKET ONLY. Advance registrants will receive a receipt by mail.
Tickets can be claimed at the registration desk beginning Tuesday, August 15.
ALL ADVANCE REGISTRATIONS MUST REACH WORLD HEADQUARTERS BY JULY 15.
Member Registrations @ $45.00

$_
$_

Joint Registration; Husband/Wife (both Toastmasters) @ $65.00
.Spouse/Guest Registrations (each) @ $20.00
.Tickets; Golden Gavel Luncheon (Wednesday, August 16) @ $21.00
.Tickets; Toastmasters & Guests Luncheon (Thursday, August 17) @ $18.00

$_
$_

$-

.Tickets; DTM Luncheon (Thurs., August 17)(Note DTM#
)@ $18.00
$_
.Tickets; "Beach Party" Fun Night (Thurs., August 17, Dinner, Show) @ $34.00
.Tickets; President's Dinner Dance (Fri., Aug. 18, Dinner, Dancing, Program) @ $34.00
$.
.Tickets; International Speech Contest (Sat., August 19) @ $7.00
$.
(PLEASE NOTE; Continental breakfast items will be available for purchase prior to the contest).
TOTAL
Check enclosed for $.

$.

.(U.S.) payable to Toastmasters International. Cancellation reimbursement requests not

accepted after July 31. Cancellations not accepted on site.
.District.

Club No..

(Please Print)
NAME
SPOUSE/GUEST NAME.
ADDRESS
.STATE/PROVINCE.

CITY

ZIP CODE.

COUNTRY.

NO. CHILDREN ATTENDING.

.AGES.

If you are an incoming club or district officer, please indicate office;
□ Please check here if you need special services due to a disability. We will contact you before the Convention.
B

□ Please check here if this is your first Tl Convention.

MAIL THIS PART TO: Marriott's Desert Springs, 74-855 Country Club Drive, Palm Desert, CA 92260
All reservation requests must be accompanied by the first night's deposit In order for the reservation to be processed and confirmed. Deposits
are refundable with 10 DAYS ADVANCE NOTICE. Upon arrival, the deposit will be applied to your final night's stay. An earlier departure will
result In forfeiture of the deposit, unless the hotel receives 10 DAYS ADVANCE NOTICE of the earlier departure date.

All reservations must be received at the Desert Springs by JULY 15, 1989.
Requests prior to and after convention dates will be acceded on a space availEible

TOASTMASTERS INTERNATIONAL
58th ANNUAL CONVENTION

basis only. Convention rate applies two days prior and two days following official

August 15-19, 1989

meeting date.

I plan to arrive;

NAME;.
ADDRESS;

I plan to depart;

CITY, STATE, ZIP;.

Transportation to and from the Airport is available on a scheduled
basis. There is an Airport Courtesy phone.

BUSINESS PHONE;

Please check; □ Deluxe Single Occupancy (1 person): $76.00*
□ Deluxe Double Occupancy (2 people): $76.00*
□

□ Sharing with

**

Suites are available at $205.00 and up. Call hotel for details.
* All rates subject to 8% sales tax.
* * For persons beyond two per room, there is an additional charge of $10.00
per person per night.

DATS

Anticipated time of arrival at the resort
Airline

Flight No.
Exp. .

Credit Card No
□AX

GVS

DMC

□DC

GCB

□ Check Is enclosed

Please Note; Check-In time Is 4:00 pm.
Check-out time Is 12 noon.

Call Hotel Reservations for details: (619) 341-2211

Turning Speaking Skills Into
Training Programs
Continued from page 11

P
Iloom

that risks abound, especially when equipment is
involved. Projectors malfunction, lamps bum out,
computers crash, videotapes get damaged,
microphones go dead, and copying machines quit
in your hour of need. So always have a contingen
cy plan in your pocket.

influence

• Vary the Pace

the

With this assortment of methods and media in

arrange
ments

mind,lefs turn to our example of the training pro

amount of

gram on presentation skills assigned to you^the

participa

marketing vice president. Suppose he agreed to
send eight students with minimum presentation
experience to a two-day program with a total of
fourteen classroom hours. How will you, the
trainer, decide which methods and media to use

and in what sequence?
First, arrange the topics you plan to cover in a

logical sequence, allocating specific amounts of
time to each, just as you would if you were giv
ing a speech. Second, decide what training meth

od is ^st suited to the topic, remembering the
trainer's cardinal rule: vary the pace. Change
methods at least every hour, if not more frequent
ly. Third, select media to communicate the
message.

Suppose you plan to cover the following topics:
audience analysis, platform skills, presentation
organization, preparation of visuals, and using
projection equipment. Audience analysis and
organizing a presentation are topics that lend
themselves to lecture
formats.

or lecture/discussion

The subjects of preparing visuals and operating
projection equipment call for demonstration and
skill practice. To teach platform skills, show films
for behavior modeling, followed by skill practice
and feedback. Finally, the topic of audience con
trol can be explored through discussion of case
studies.

6 Delivering The Program
As you plan the training schedule, don't be
lulled into complacency by the fact that you have
fourteen hours to deliver the material. You must

be as time conscious as if this were a thirty-minute

speech. A lesson plan helps keep the agenda on
time. A course blueprint, it includes the major
topics to be covered, key points relating to each
topic, the time you plan to begin each activity, and
methods you will use to present the material.
Many trainers create a form with the items men
tioned above, arranged horizontally in columns at
the top of the page.
Setting the proper tone as you begin the pro

gram will pay dividends for the remainder of the

tion and
involve

keeping details like class hours, break times and
location of phones and restrooms. If the group
consists of fewer than forty members, take the
time for introductions. Asking each person to state

his or her objectives in attending the class, as well
as mention any reservations about the program,
serves as an instant audience analysis. To warm

up the group, use an icebreaker or experiential ac
tivity. After these preliminaries, both you and the
group will be ready to get down to business.
Holding the class' attention after lunch is often
a challenge. Consequently, it's a good practice to
plan a lively group activity such as case studies,
a simulation or skill practice for that hour.
The nature of the training environment is
another important concern. Room arrangements
influence the amount of participation and involve
ment elicited from the students. Configurations that

ment

foster small group discussions include round table
seating for four or five participants, or a herr
ingbone arrangement with three or four to a

elicited

table. If the number of trainees is twenty or less,

from the

a U-shape configuration stimulates total group

students.

Theater-style seating is the least preferred if
group participation is one of your objectives.

discussion while allowing for group work.

7 Evaluation
The final step—evaluation—provides the op

portunity to determine how effectively
the training accomplished the objectives for the
program. In many cases, a pre-class assessment
is administered to obtain the trainees' level of

knowledge. At the conclusion of the training, a
post-class assessment is given to see if their
knowledge of the subject has increased. The preand post-class assessments can be paper and

pencil tests or performance tests. In the case of
the presentation skills program, asking each par
ticipant to give two five-minute video taped
presentations—one the first morning and the
other the second afternoon—will give you an ex
cellent basis for comparison. Other evaluation
methods include observation of behaviors and

methods used on the job after the training, and
surveys completed by the trainees stating their
degree of satisfaction with the program.
With the help of your Toastmasters training and
this 7-step instructional design process, chances
are that your training program for the client
presentation team will flow smoothly. The vice

president will be pleased, and you just might be
asked to lead another training program in the
future.

f

Bobette Hayes \>dlliam8on is a professional trainer
and freelance writer, and Director of the Motivators,
a San Diego, California, management consulting firm.

workshop. After you welcome participants and in

She specializes in training on the topics of supervi
sion, management, leadership, interpersonal com

troduce yourself, deal immediately with house-

munication and human relations.
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Open your Speech
with Pizzazz
Some "dds" and "don'ts" for beginning a speech.
BY DORI ZARR

Have you ever watched the light

a cultural exchange that will enlarge

Rockefeller Center? When the

your horizons and you may even get an
invitation to visit France on your vaca

switch is flipped and the lights

tion."

go on, everyone's attention is

Rule 3: Begin with an analogy.
It is thought provoking and paints
pictures in the listeners' minds that
adds to retention of your idea or point.

ing of the Christmas tree at

captured.
In many ways, that tree is like the
subject of our speeches. We recognize
the importance of the topic before

"When I first became a mother, it was

presenting it to the club. The ornaments

like being adrift in a rowboat without

are our final remarks. The star on top
of the tree is like the speech title: we

don't overlook its significance. Selecting

oars. I felt like I was out in the middle
of the ocean with no idea where I was
4^

and trimming the tree are as important
as selecting the topic and trimming the
content of the speech.
But what gets everyone's attention is
the moment the lights are switched on.
It's at this time we pause, look and

listen, preparing to t^e in the beauty
and message of the tree. We can liken
this to the opening in our speeches, our
impromptu talks, or our evaluations.
There are certain definite "do's" and

"don'ts" for beginning a talk.
Here are some "don'ts":

1. "I am going to talk to you about
stamp collecting. I have collected stamps
for 15 years."
Boring opening. Lacks pizzazz, ex
citement and enthusiasm.

Rule 1: Ask for a show of hands —

then react to the response.
For example:
"If you knew you could save the life
of a child, how many of you would be
willing to volunteer one hour of your
time each month? May I see a show of
hands?

"I see that more than half of you
responded positively. I want to tell you
about a program in which I'm involv
ed. It's my hope that after my talk,
when I ask the same question, even
more of you will respond positively."

2.'T feel so inadequate speaking be
fore all of you. You are so much more
experienced than I am."
People want to be informed, inspired
or entertained. They don't want to hear
apologies. You took a risk when you
Rule 2: Promise the audience some
joined this club, which has a history of thing in the opening of your speech. It
being supportive. Don't ever apologize. whets their appetite.
Let's look at the "do's." We must get
For example: 'T need homes for
the audience's attention immediately. French students this summer. If you can
There are six main ways to do this. I've help me out for three short weelU, I can

going, or even worse, why. I had mov
ed far from my family and there was no
one I could turn to. My son was not in
terested in daily naps; my husband was
working what seemed like all the time.
I was alone with a crying irrfant living
out west far from family and friends."
Rule 4: Arouse suspense or cruiosity.
For example:
"Last night I was out walking my dog.
The weather was miserable and snowy
and there wasn't a person in sight. All
of a sudden, my eye caught something.

It looked like a w^et. 1 picked it up to
check for some identification. There was
none. The wallet, however was not

empty. It was stuffed with $50 bills."
Rule 5: Use an exhibit or demonstrate

something. Audiences pay attention if
you show them something. Visual
stimulation reinforces your message and
overall impact of your presentation.
For example:
"Look at this bear. It may look quite

ordinary to you. But to me he is very
special, because he is hypoallergenic.
His name is Ache and he belongs to my
son, Jim, who was bom with asthma."

used as a memory trigger the acrostic

promise you an experience you will

Rule 6: Begin with statistics or the
testimony of an expert.
It is startling and an attention grab

SPACES.

long remember. You can participate in

ber. If nothing else, it gets people think-
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Smith adds, "Some linguists say the
language is always in a state of change
and what you say or write doesn't make

ing how they're going to beat the odds
and wondering if the speaker is correct Don't Be Guilty of Doublespeak
Continued from page 15
about the information.
For example;
"According to statistics in Road and
Track magazine, one in four people in University of Alabama, Tuscaloosa,
this room will be in a car accident fights doublespeak in the classroom by
within the next year. The thought of this insisting her students write out business
is indeed alarming. It is possible to themes with as many one pulse words
reduce the odds if you follow several as possible. To demonstrate how
understanding rises as multi-syllable
simple suggestions."
Try these techniques to improve your words drop, she re-wrote the U.S.
spe^ openings. Remember "SPACES": pledge of allegiance:
"1 pledge my troth to the flag of the
"S" stands for show of hands; "V for
promise; "A" for analogy; "C" for states that are joined in this land and
curiosity; "E" for exhibit, and "S" for to the form of rule for which it stands;
one large state with trust in God, not
statistics.
When using any of these sure-fire to be split, in which all can be free and
methods, youH be able to look at the for whom the law is just."
Pointing out the ludicrousness of
Rockefeller Center Christmas tree light
ing ceremony in a new way. It will sym doublespeak is another method that
bolize the way you now light up au often works. "A great deal of double
diences with attention-grabbing open speak can be changed with laughter ex
pressed through letters and telegrams,"
ing comments.
Dr. Lutz says. "For instance, one univer
Dori Zarr is a 4-year member of the Mor- sity changed the name of their 'depart
ristawn Club 3540-46 in Morristown, New

that much difference. But look at the

way 'podium,' something on which you

stand, and lectern' something on wfiich
you lean or place notes, are often mis
used. A journalist wrote in The New York
Times,'He pounded on the podium,' so
I saw in my mind's eye a speaker on his
hands and knees pounding on a floor.
"The hope for the language lies in
writing which uses less pretentious
words and, above all, words to which

we know the meaning."
And, more often than not, the more

concise, the better. For history shows
that writing which uses short words en
dures because we need not work so

hard to grasp the meaning. After all,
would people today remember Ben
Franklin with such warmth had he writ

ten: "Nothing in life is certain except
revenue enhancement and negative pa
♦

tient care outcome?"

ment of human kinetics' back to

Jersey. She is a teacher at Morris County 'physical education' when I ribbed them Charles Downey is a professional free
about it."
lance writer based in Tawnskin, California.
College.
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► REQIGN l/Jun« 23-24

^ REGION V/Jun* 2-3

RED LION INN, Columbia River, Portland, Oregon
Contact: Jon Woodworth, ATM-S, 11515 South West

HYATT DEERFIELD, Deerfield, Illinois

E

S

Contact: Jerry Boehm, DTM, 3803 North Kane Avenue,

Welch Court, Beaverton, OR 97005

McHenry, IL 60050

► REGION ii/Jun* 16-17

► REGION Vl/Jun* 16-17

THE BILTMORE, Los Angeles, California
Contact: Janice Hutcherson, DTM, 25765 Hogan Drive #G8,

PITTSBURGH AIRPORT MARRIOTT, Pittsburgh, Pennsylvania

Valencia, CA 91355

WV 26554

► REGION Ill/Jun* 23-24

► REGION Vll/Jun* 9-10

WESTIN HOTEL, Tulsa, Oklahoma

HEADQUARTERS PLAZA HOTEL, Morristown, New Jersey

Contact: Mike Sauter, DTM, 365 Turkey Creek Road,

Contact: Lee Abramson, DTM, 11 Stanley Place, Edison,

BartlesviUe, OK 74006

NJ 08817

► REGION IV/Jun* 9-10

► REGION Vlll/Jun* 2-3

SHERATON CENTRE, Regina, Saskatchewan
Contact: Helgi Goodman, DTM, 3803 Bow Bay, Regina,

SHERATON PERIMETER HOTEL, Birmingham, Alabama
Contact: Henry Hyche, DTM, 2260 Farley Road, Birming

Saskatchewan, CANADA S4S 7E1

ham, AL 35226

Contact: Irene Martin, DTM, 202 GBbob Street, Fairmont,

1989 INTERNATIONAL CONVENTION

1991 INTERNATIONAL CONVENTION

MARRIOTT'S DESERT SPRINGS

ATLANTA HILTON AND TOWERS

August 15-19, Palm Desert, California

August 13-17, Atlanta, Georgia

1990 INTERNATIONAL CONVENTION

1992 INTERNATIONAL CONVENTION

LOEWS ANATOLE HOTEL

August 14-18, Dallas, Texas

BALLY'S LAS VEGAS

August 18-22, Las Vegas Nevada
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YOUR YORE 1 ™E
Bring music to your speech
by using vocal variety.
It can lift like the lilt of a flute;
Or chatter like a saxophone.
Or boom like the strings of a big base vile.
Or glide like a slide trombone.
It can hum like the strum of a harp;
Or sing like a fine violin;
It can whine like an oboe;
Or twinkle like a mandolin.

•fs been said that our voices are commodities,

and if no one is listening, we should stop
talking.
But Toastmasters can't accept that. If no one
.is paying attention when we speak, we find a
way to get people to listen. We won't stop until we
have the kind of voice people want to hear; a voice
that charms our audiences, a voice that won't be

ignored. Our voices are instruments that can make
teautiful music, but it is up to us to keep it in tune
so it can produce the best possible music.
BY MARY E.S. FLEMING, DIM

';1|
Illustration by Jeff Koegel
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In song the human voice can span a twelve- to
twenty-note range. Vfet most of us, in ordinary con
versation, use around a five-note range. Try sing
ing a five-note scale and see how limited it is. By
the old "do, re, me," singing method five notes take
you from do to so: "Do, re, me, fa, so." And thafs
not very much.
To discover your speaking range, read the follow
ing sentence aloud. Note the highs and the lows
in your voice.
'1 took a little walk one lonely day."

Did you hear a five note range? Did you hear
more? Or less? Repeat the phrase and listen to your
voice. Do you need more practice? Most of us do.
To facilitate your practice 1 have selected a sad
lyric, because sadness is an extremely difficult emo
tion to express with any degree of vocal variety.
First, read the passage in a monotone, then read
it again with expression and feeling. Read it fast,
then slow, and then try pacing yourself, leaving
spaces where pauses are needed. Notice the dif-

f^nces in the soimds in your voice. Become aware
of the range of notes you are using.

You never die from loneliness,
you only cry from loneliness.
You may live a million lonely years
in just a little while.
You may shed a thousand bitter tears
before you learn to smile.
But you never die from loneliness.

him, I cannot succeed. With that assistance,

B

'ecome

aware of

the range
of notes
you are

using.

I cannot fail.

("Lincoln's Farewell to Springfield")

By using vocal variety and taking advantage of
the rhj^hm in our language, your voice will come

alive. However, there are special ways to bring even
more music into your speech. You can use repeti
tion as a mearrs of adding both rhythm and em
phasis to your speech. Say the simple phrase, "1
was bom an American, 1 shall live an American,

1 shall die an American," and you have a
semblance of rhythm created by repetition that
sounds good to the ear. However, use repetition
sparingly or it may become monotonous and lose
its effect.

Rhyme

^yming words can also create music in your
speech. Using phrases like "thumping, bumping
heart;" or "adoring, boring," "giving and living,
sinning or winning," can tnake your speech more

music^. A line or two of quoted poetry also is
pleasing to the ear.
Just as music has legato and staccato, the human
voice is capable of producing these sounds, too.
Legato means smooth, connected tones with no
breaks between tones. An excellent example
would be the Twenty-third Psalm.
The Lord is my shepherd, 1 shall not want.
He maketh me to lie down in green pastures;
He leadeth me beside still waters

Now read the passage again and stretch your
range. Try reading it several times, and each time
extend your vocal variety. Stretch your voice. Reach.
With practice you will begin to speak with more
than a conversational five-note range.

Notice how the words flow together like beads
on a string. Each word seems to clasp the one

Rhythm

sounds are disconnected and cut short. Just as a

Along with range it is helpful to become aware
of rhythm. A lengthy passage such as the follow
ing example will help you feel the inherent rhythm
in our language. As you read the lines from "Lin
coln's Farewell Address to Springfield," become
aware of the ebb and flow of his language, the ups
and downs, the soft words and the strong words.
Feel the rhythm, the accents, the pacing. You may
want to tape record your reading in order to listen
more objectively for vocal variety and rhythm.

violinist plucks the strings of his instmment for
variety, there is a place for a plucking of words
when we speak. For instance, the words "clip-clop
clip-pity-clop" in the song "Mule Train" lend
themselves to a choppy expression. They are
automatically spoken in a staccato manner. Used
at the wrong time, staccato detracts from your
speech. But when used appropriately, it adds in
terest and musical variety.
Pianissimo and forte are also important musical
expressions to include in the repertoire of a
musical voice. Soft sounds and loud powerful
tones, and all the stages in between, are helpful
to expression and meaning. The use of crescen
do, where the voice moves from very soft to louder
tones, is very effective in the following lullaby. The
words lend themselves to moving from soft hushed
tones to louder ones. Read the nursery rhyme

He restoreth my soul.

before it and the one after.

Staccato, the opposite of legato, means the

"My friends: No one not in my situation
can appreciate my feeling ofsadness at this
parting. To this place, and the kindness of
these people, I owe everything. Here I have
lived for a quarter of a century and have
passed from a young to an old man.
"Here my children have been bom, and one
is buried. I now leave, not knowing when
or whether ever I may return, with a task
before me greater than that which rested
upon Washington. Without the assistance
cf that Divine Being who ever attended
26
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aloud and strive for this effect.

Rock-a-bye baby on the tree top, (hushed)
When the wind blows, the cradle will rock,

(somewhat stronger)
Continued on page 31
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Jonathan C. Nye, 208-6

DTM

Kristina M. Schaab, 447-6

Congratulations to these

Per M. Kjeldaas, 1280-6
Marymartha Heasley, 2167-6
Richard Youngquist, 2512-6

More Doublespeak:

Toastmasters who have received

the Distinguished Toastmaster
certificate, Toastmasters Inter
national's highest recognition.
Lynne T. DeVictoria, 530-4
Lahia M. Keiser, 530-4
Julia Horwitz, 4124-4

Michael H. Kingsinger,
485-11

Barbara Thorkelson, 4755-6

A Rolls Royce spokesman
in England recently

Nora E. Ramirez, 1667-47
Allan R. Field, 2908-53
B. Arthur Breslow, 961-57
Alan Cirlin, 6058-56

ATM BRONZE

certificate of achievement.
Margarel K. Lee, 2203-4
Richard L. Peterson, 6042-6

Mark B. Sayler, 1739-9

Eduardo Cabieses, 3098-U

Toni St. James, 2361-16
Rex R. Moore Jr., 4101-16
Carobelle Carson, 5514-16
Debra Brown, 1234-17
Verlin E. Frank, 3288-19
Ann J. Lockhart, 821-26

Flora J. Larkey, 65-4

Donald W. King, 4023-33

Doris Gelini, 2407-4

Charles L. Reed, 5378-36

certificate of achievement.
Richard Rahder, 7016-F

Jeffrey Hartman, 724-U

George E. Peo, 3804-8
Mary Kay Long, 4564-11
Timolhy Brodbenl, 1367-16
Donald L. Wrighl, 4101-16
Margarel Hope, 59-21
Weldon L. Merrill, 5929-23

Slephen Lucich, 3131-33
Judy Clinlon, 3374-33
Leonard Jakubczak, 3421-36
John Davis, 3682-36

Nancy L. Jones, 5000-8
Patsy Sutton, 5576-8
John M. Haller, 708-9
Lois J. Collier, 1716-10
Robert Viancourt, 2917-10

Michael Maslrovilo, 5182-3
Toastmasters who have received
the Able Toastmaster Silver

Abdul-Haqq Haad Shabazz,
1408-8

Pat Tamburo, 590-10

Toastmasters who have received
the Able Toastmaster Bronze

Congratulations to these

Martha Drake, 1354-8

J-v-i

Congratulations to these

ATM SILVER

Kamran Behnam-Guilani,
654-8

''Occasionally," he
explained, "they fail to
proceed."

Roy J. Dupre, 234-68
Brian A. N. Kearne, 3378-70
David N. Orr, 4870-70
Ian D. Milchell, 4518-72
Palricia R. Lemmer, 920-74
Eduardo M. Sacris, 5368-75

John Sail, 4520-7
John Fox III, 6253-7

not break down.

Weldon L. Merrill, 5929-23
William Morris, 5590-25

John W. Mawson, 2882-42

Terry Beaudry, 6042-6
Karen Richey, 2999-7
Morley Knoll, 3681-7
Ted W. Magbuson, 3681-7
Maryann R. Beebe, 3697-7

insisted that his cars do

Leland D. Mapes, 5968-22

Belly H. Massey, 956-29
Frank J. Guyer, 1743-30
Nancy S. Deans, 2812-37

Gay M. Allworden, 5126-6
David Johnson, 5365-6

Harry E. Carpenter III,
1193-37

Richard Franklin, 1193-37

Marilyn Minden, 64-39
Leo E. Ellis, 2695-39
James A. Brewer, 3735-43
Bonnie Wesson, 3735-43
Louise Dietrich, 5011-44

Peter Hung, 1333-53
Gene Ahlf, 598-57

Kirk Walilo, 86-F

J. Murray Quirk, 479-F

Karen Thielen, 2549-11

John Webb, 602-F
William Barr, 3292-F
Julie Hector, 4062-F
Otis Smilh, 4064-F
William Neal, 4438-F
Lois E. Suckle, 5453-F
Anne L. DeWill, 5799-F

Edna Pringle, 2632-11
Betty Gabriel, 339-14

5719-15

Sally Zarefsky, 298-1
Anthony Kaselionis, 710-1

Carol Schreiner, 1615-16
M. Coleman Hull, 2106-16

James E. Hill, 2596-1

Donald L. Wright, 4104-16
Marty Jones, 4906-16
Jeannie Weaver, 4906-16

Ellen LeFler, 4369-1

Gary I. Wilson, 6923-1
Anthony Paulson, 23-2
Robert Henry, 117-2
Marvin R. Beachler, 514-2
Archie Curtis, 4072-2

Taylor Greene, 4723-2
Carolyn J. Bell, 5448-2
Evelyn De Cerce, 5448-2
Patricia Berardi, 1772-3
Jeanne C. Cook, 3850-3
Grace Johnson, 4770-3
Jim Williams, 5450-3
Keith Virnoche, 4014-4

Kathleen Borges, 4604-4
Constance L. Braun, 196-5

Shiv P. Singh, 2518-5
Rosa Ma Oviedo de Mar

Mary Hamilton, 3731-56

Congratulations to these

tinez, 2680-5

Harold F. Parker, 3174-68
Arthur Malson, 3167-66
James G. Pearce, 5423-73

Toastmasters who have received

Douglas Foster, 6674-5
Dave Lundberg, 134-6
June B. Edman, 208-6

the Able Toastmaster

William J.W. Techymann,

Lemuel Davis, 1687-U
Hirdaki Suzuki, 1727-U

Leigh F. Anderson, 2882-42

certificate of achievement.

Edward Lawson, 2597-14
Tom Munson, 2906-14
Michael Gibson, 4144-14

Odelia G. King, 4377-14
Shelley Lieberman, 6301-14
Kenneth D. Vaughan, 724-U Lynn Kenison, 2696-15

Robert Smilh, 211-44
Novie Gilbert, 4340-44
Elizabeth Johnson, 1476-52

ATM

Roger Emge, 507-11
Ada M. Meyer, 507-11
Jeane McMichael, 2043-11

Richard Sharon, 6365-16
William Wandersee, 1759-17
Alton Hendrickson, 2067-17
Roxanne L. Fredrickson,
2269-17

Robert Blotkamp, 5544-17
John Wilson, 2045-18
Andrea Nelson, 3800-18
L. Lee Herren, 4047-18
C. Rosemarie Petzold,
164-19

Joann Young, 451-19
William A. Nelson, 569-19
Glen A. Evans, 617-19
Rod Simonson, 617-19
Barbara A. Waters, 685-19

Betty Jo Wells, 974-19
Douglas Vranek, 1824-19
Jeanette Ellington, 1937-19
Clyde Kinkade, 2388-19
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David Pike, 2388-19
Judith A. Leavitt, 3250-19

Charles Spooner, 5295-19
R.C. Eichacker, 5866-19

Heiuy Schelling, 5980-19
Peter Wagner, 5980-19

William J. Padilla, 4342-26
Anne M. Allen, 5314-26
Dulce M. Renaud, 936-28
Allen I. Moore, 1660-28
Thomas Brennan, 1450-30

Adalbert Vlazny, 4353-30

Nancy B. Ericksen, 2350-41
Robert Moser, 6049-41

Pat Cooper, 294-42
Terry Tuharsky, 1241-42
Patrick Wolfe, 3296-42
Barb Shea, 4662-42
Kevin Veitenheimer,

Warren Wolf, 5980-19
Galen Bornhoft, 6443-19
Ann Halbur, 6443-19

Paul J. Burke, 1625-31
Eric Henderson, 3251-31

Bruce Wright, 581-20
Joyce Krachmalnick, 717-20

Irene E. Meints, 329-32
R.P. Clinton, 5-33
Maureen Fitzsimmons,

Leni Wedenig, 6372-42
James E. George, 3670-43

Simon L. Bartholow, 759-20
Kim Chadwaick-Quade,

Philip Moul, 4604-31

4662-42

Sharon Gee, 4840-42
Roderick C. Bower, 6131-42

270-33

Bonnie Wesson, 3735-43

3786-20

Harold W. Lathrop, 384-33

Timothy Twete, 4116-20
Betty Sherlund, 5399-20
William Semeyn, 331-21

Fred Freeman, 1910-33
Alice Shillock, 3374-33

Blanche H. George, 5632-43
Mary Moore, 884-44
Lois Folger, 5381-44

Jack Ziebart, 738-21
Duncan Jacob, 965-21
Allan Oas, 973-21
Thomas H. Kim, 1734-21
Charlotte Tone, 2969-21

Lome W. Kay, 3081-21
Shirley A. Williamson,

George Mitchell, 3533-33
E. Frank Poyet, 4055-33
Adolfo Lupercio, 4138-33
Cornelio Hernandez,
4182-33

Dawn E. Butcher, 6083-33
Laura Coburn, 173-35

James Harty, 189-35

3984-21

Leonard Kachinski, 1331-35

Wayne G. Soon, 4328-21

Lynnemarie Van Hoogen,

Carl Abel, 4949-21
Robert L. Matthews,

1477-35

6218-21

Marcy Kirsch, 4596-35

Nola Fields, 2609-22
Richard Schwab, 2765-22

Flamont Butler, 4937-35
James DeCruz, 6141-35

Stephen Garrett, 3985-22

Cynthia Eimann, 1378-36

Donna L. Cronk, 4322-22
Owen Laurion, 122-23
Linda D. Swink, 2282-23

Marjorie Pool, 5929-23
Marilyn N. Crotty, 6360-23

Elizabeth Mueller, 2353-35

David Betts, 2581-46
Charles Altadonna, 3304-46

747-5712

Clyde L. Floyd, 6219-47
Lajpat R. Utreja, 568-48
Donald Dierking, 2459-48

Los Angeles, CA-Tues., 8:30
p.m., Hedrick Hall, 250 De

Dennis Sorenson, 125-52
Marco Cerna, 616-52
Richard B. Vasconi, 921-53

John F. Easley, 2785-53

Hope Jayeks, 4006-24

Linda Brown, 4301-36

John B. Linnstaedt, 2058-56

Patricia Leslie, 4006-24
Harold B. Wilson, 4362-24
Lon G. Milner, 1207-25

Sarah Rousey, 4308-36

Donald W. Samp, 3245-56

Edward Connor, 4862-36

Thomas A. Wehe, 4570-56
Norwood Thames, 4973-56
Ann Avila, 5268-56
Mario Garcia, 6681-56

Gloria Scala-Vance, 1783-25
Karen Crum, 2690-25
Randall Hickerson, 3546-25
Bill Frazier, 4015-25

Stephen Fenlon, 4432-25
Marshall R. Endsley,
4714-25

6414-36

Margaret Griffin, 439-37
Geoffrey Gaede, 1278-37

1620-56

Neve Dr.
Harbor UCLA Medical

Center, 7244-1
Torrance, CA-Harbor UCLA
Medical Center, 1000 W.
Carson St.

Greater Issaquah, 5433-2
Issaquah, WA-Thur., 6:30
p.m., Bellwood Retirement
Ctr., 3710 Providence Ft.
Dr. SE, (206) 392-4937
C&L Tic n' Talk, 1272-4
San Jose, CA-alt. Wed.,

noon. Coopers & Lybrand,
Ten Almaden Blvd., Ste.
#1600, (408) 295-1020
CSD, 2281-4
San Jose, CA-Wed., 4:45

Cheryl A. Southworth,

A. Dean Lucas, 6061-57

p.m.. United Tech., 5883
Rue Ferrari Dr., (408)

4135-37

Joyce Murphy, 1453-58

778-4171

Brenda S. Erickson, 5620-37 Gordon Barrett, 2040-58
William Henne, 277-38
Peter Groves, 1220-60
James R. Boswell, 2435-38
Allen Torrenueva, 1220-60

Leonard Serafino Jr.,

Gool Mistry, 3597-60

4887-38

Carolyn Costner, 5202-25
Wayne East, 5202-25

Bina Lefkouitz, 142-39

Patricia Fulton, 5445-60
Geoff Nimmo, 2722-61

Ed Lupien, 662-39

Femi Kotoye, 1655-62

Linda Counts, 5297-25

William G. Pasztor, 1735-39 Ethel Marshall, 3462-62

Randolph Davis, 5297-25
Wolfgang Krell, 5297-25
Tim Burgoon, 5569-25
Betty Holcomb, 5928-25

Thomas Farrgin, 2695-39
Roger P. Zabkie, 3359-39
Ruth Wimberly, 3359-39
Harvey Canter, 4457-39
George Lahner, 453-40
Evelyn Hileman, 785-40
John Armstrong, 859-40
Henry Knapp, 224-41
Jeffrey J. Schlepp, 224-41

The Toaslmaster

Westworders, 7238-1

Grace Darling, 4027-57
Marge Graham, 5130-57

Russell G. Hood, 4963-25

28

Westmark Hotel, (907)

Louella H. Grimes, 2271-37

Harry Clay, 4963-25

Michael Leathers, 6059-25
Gail Lofton, 6119-25
Dora B. Johnson, 784-26
Martin Jelsema, 1399-26
Nina Chace, 3941-26

NEW CLUBS

Neal Goodless, 3331-47
Annette L. Hatton, 3466-47

Jo Ellen Cooper, 1652-56

Shirley Selman, 1207-25
Charlotte Greguski, 1495-25

Fortunato Lagana, 2844-75
Jesse Alto, 4749-75
Nancy S. Garfield, 6001-58
William Gardner, 4373-60
Bette Howard, 3410-69
Harold F. Parker, 3174-68
Gert C. Van Blerk, 844-74

Sitka, 7240-U
Sitka, AK-Mon., noon,

Jean Dawson, 467-54
W. Newlin Hewson, 1795-36 Loren Ehling, 1711-54
Logan McConnell, 3272-36 Nelda E. Fate, 2594-54
Nelson R. Latona, 3396-36
Rebecca Graham, 3479-54
Marie Pinho, 3421-36
John L. Goodenough,

Malinee Vangsameteekul,

Dale F. Knuth, 6134-69
Perce Williams, 3585-70
Les Bohm, 5073-70
Alistair F. Paterson, 3514-72
Martin Loun, 2249-74

Phyllis Salmons, 1134-47
Kimberly Burst, 1178-47
Laura Schlafly, 1695-47
Kathy Quinty, 2284-47

Shirley Roos, 3550-36
Thomas Gilboy, 3846-36

Dave Sieler, 3112-24

Ian McLaren Kemp, 3208-69
Anthony Pitt, 3388-69

Milpitas, 7242-4
Milpitas, CA-Mon., 7 p.m..
Omega Rest., 90 S. Park
Victoria Dr., (408) 436-8500
NASSCO, 7224-5

San Diego, CA-Tues., 4:30
p.m., NASSCO Bldg. 51,
28th & Harbor Dr., (619)

Anne Simpkins, 802-63
John F. Petty, 1298-63
Patricia Taylor, 4843-63

544-8814

Darlene Crone, 4574-64
Judith Bernstein, 1993-65
Warren G. Campbell,

4 p.m., Universidad
Autonoma de Baja CA,

5460-65

TCO Speakos, 7225-6
Golden Valley, MN-Mon.,
noon, 701 N. LUac Dr., (612)

Erica Enraught-Moony,
2097-69

Universitario, 7233-5
Ensenada, B.C., Mexico-Fri.,

6-66-41

540-1200

United Student Aid Funds,
Inc., 7245-11

Philadelphia, PA-2nd & 4th
Tues., 6:30 p.m.. Northwest
Br. Free Library, Chelten

Indianapolis, IN-Wed., 7

Ave. & Green St., (215)

a.m.. United Student Aid
Funds, Inc., 8115 Knue Rd.,
(317) 576-1177
Techmasters (Student

438-5442

Survivors, 7218-42
Edmonton, Alberta,

Canada-7:30 p.m., FilipinoCanadian Community Hall,
Chapter), 3509-14
Atlanta, GA-Tues., 6 p.m.,
12520 135th Ave.
Georgia Tech, (404) 894-8255 Warner-Lambert Club #3,

The Forum, 7222-14
Columbus, GA-2nd & 4th

1342-46

Morris Plains, NJ-2nd & 4th

Early Birds, 3546-25
ANNIVERSARIES

50 Years

Salem, 138-7
Sierra, 135-33

Spokesmen, 1599-11
Carmel, 2182-11
Warsaw, 2632-11

Austin, TX-Wed., 4:40 p.m..
Fisher Controls, 8301

Orbiters, 2943-4

Essayons, 2265-7
Town and College, 875-19
Capital, 1412-19
University Park, 2984-23

Tower Country, 7234-20

West Austin III, 7241-56
Austin, TX-Fri., 7:45 a.m.,
Sid's Rest., 3501 N. Lamar,
(512) 345-2980
St. Eustache, 5842-61
St. Eustache, Quebec,

Cando, ND-Thur., 7:15

Canada-Tues., 6:30 p.m..

Capital City, 2953-35
Atomic Energy Commis

281-3789

a.m., Towner County
Memorial Hospital, Hwy.

Restaurant Kefalonia, 171

281, (701) 968-3927

St. Louis, (514) 473-1051
St. Georges De Beauce,

Seymour Speakers, 7239-21

7220-61

Vancouver, B.C., CanadaThur., 7:30 a.m., B.C. Tel

St. Georges, Quebec,

Bldg., 768 Seymour St.,
(604) 530-1793
Cross Timbers, 7230-25

Canada-Thur., 7 p.m.,
Manoir Chaudiere, 11575 le
Ave. Est., (418) 228-5362
Pacesetters, 7223-64

Pioneer, 2932-26
Executive, 2956-29

sion, 2901-36
VA Gaveliers, 2920-36
Justice, 2937-36

Naples, 2835-47
Sudbury, 2816-60
E S B, 1747-65
Dublin, 2601-71
25 Years

Stephenville, TX-Mon., 7
p.m., Texas Farm Bureau
Ins., Hwy. 281, (817)

count Motor Hotel, 1670

Tustin, 3733-F
Convair, 3745-5

968-6081

Portage Ave., (204) 667-8759

Key, 3723-15

Winnipeg, Manitoba,
Canada-Tues., 7 p.m.. Vis

Talking Tigers, 7229-36

Sentara, 7232-66
Reston, VA-lst & 3rd Tues., Norfolk, VA-lst & 3rd

noon, DynCorp., 2000 Ed
mund Halley Dr., (703)
Spirited Speakers, 7231-36

Wed., 7:30 p.m., Norfolk
Gen. Hospital., 600
Gresham Dr., (804) 455-7474
West Bank Jazzy Grabbers,

Alexandria, VA-lst & 3rd

7226-68

264-0330

Thur., 7:30 p.m., Alfred St.
Baptist Church, 301 S.

noon. West Bank State

Alfred St., (703) 978-3421

Farm, 109 Wall Blvd., (504)

SNC, 7236-37
Charlotte, NC-Wed., noon.
Southern National Ctr., 200

391-8723

S. College St., Rm 1670,
(704) 568-9134
Germantown, 7237-38

Gretna, LA-Wed. (monthly),

Burlington, 1340-19
Early Bird, 1928-22
Commerce, 693-36
EPA, 2775-36
Old Dominion, 3302-36
Greenville, 2595-37
Premiere, 2738-45
Dunedin, 2166-47

Coral Springs, 2445-47
Ralph M. Parsons, 2151-52
CE, 1333-53
Sundstrand Blue Blazers,
1977-54

Rantoul, 2379-54

Cambridge, 2728-60
Oaks, 2141-73

30 Years

Cameron Rd., (512) 834-7306

Gas & Electric, (301)

Simadan, 2625-U
Courier, 3476-4

Pacific Beach, 54-5
Hood River, 701-7
Boone, 184-19

Wed., noon, WarnerLambert Co., 201 Tabor Rd., 35 Years
(404) 682-2554
(201) 540-2472
Ontario-Upland, 1506-F
Toast of the Town, 7228-15
Warner Lambert #2, 7227-46 Oak Harbor, 514-2
Ogden, UT-lst & 3rd Wed., Morris Plains, NJ-2nd & 4th Duluth, 1523-6
Thur., noon, WarnerService South, 25th & Lin
Jefferson County, 1482-8
Lamber Co., 201 Tabor Rd., Johnstown, 1231-13
coln Ave., (801) 625-6284
(201) 540-3852
Rock Springs, 7243-15
Greeley Evening, 1490-26
Frontier, 7219-56
Metro-Milestone, 1511-36
Rock Springs, WY-2nd &
4th Wed., 7 a.m.. Park Inn, Austin, TX-Sat., 10:30 a.m.. Goldsboro, 1496-37
Reveilliers, 985-39
New Age Books, 1006 S.
2518 FoothUl Blvd., (307)
Permian, 1509-44
Lamar, (512) 443-6794
382-8904
Kodak Park, 1491-65
Territorial 89'ers, 1518-17
Fisher Nutz, 7235-56

819 Main,(406) 846-3680
RBC, 7221-18
Baltimore, MD-Wed., 11:30
a.m., E.T.F. at Baltimore

15 Years

40 Years

Thur., 4:35 p.m., Pratt &
Whitney, 8801 Macon Rd.,

Deer Lodge, MT-Mon., 6:30
a.m., Scharf's Family Rest.,

Boardwalk, 2677-38
Breakfast, 72-63
New River Phoenix, 2870-66

Newton, 3706-22
Watertown, 3694-35
Dover, 2450-37

Argonaut, 3709-39
Burnt Toast, 3734-41
Coulee Commentators,
3673-42

Seminole, 3771-47
Northwest Houston, 3373-56
20 Years

10 Years
Toastmasters By The Sea,
298-1

Pro Master, 240-2
Swift Trail, 3931-3

Matchless Speakers, 3933-5
Toast Of The Town, 3932-6
Metro-East, 2878-8
Simcoe, 3339-9
Touche Ross-Cleveland,
1176-10

Beacon, 2259-11
Old Crocodiles, 2304-14
Rise and Shine, 3505-15
Mid-America, 2016-16
AM Air Toasters, 2341-16
Saanich Peninsula, 1288-21
Merritt, 3929-21
Suitfise, 619-26
Condada Norte, 903-33

Mission Chapter, 1433-33
Tip Top, 632-36
Capitol City, 661-37
Papermakers, 3330-38
Tri-County, 870-40
High-Riser, 1171-42
Fortress, 2M1-42
Sundowners, 3826-42

Speakataway, 1845-46
AT & T Pioneers, 3934-46
Rust, 556-48
Southern Talkers, 2811-48

Southern Cross, 7246-73

San Diego Board of

Berkeley Communicators,

St. Marys, So. Australia-lst
& 3rd Wed., 6 p.m.. South

Realtors, 1808-5

677-57

State Accident Insurance

Tower, 3935-60

Adelaide Football Club, 1303

Fund, 3451-7

Rivergate, 3930-63

So. Road, (61) 08-223-1427

Phillips 66, 3266-16

NGA Korero, 3928-72
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Ruth Baldwin Retires After

30 Years of Service

niversary celebration as one of the
highlights in her career. "That was the
only year 1 worked at the International
Convention," she said. "It was nice to

meet people 1 had talked to on the
telephone."
Ruth has many fond memories of her

career at Toastmasters International

and its staff and members. "This
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organization has given me a great
deal," she said. "I always felt a sense
of job security, and co-workers were
like family members. It was a difficult
decision to give up my family at
Toastmasters."

At age 67, Ruth is the proud mother
of one daughter, grandmother of four
and great-grandmother of eight, rang
ing in ages from infant to 8 years. "I
took time off from work when my last
great grandchild was born, so I could

bring him and my granddaughter

home from the hospital," she said. "1
love my family and 1 feel blessed. Now

that I'm retired, when one of my
granddaughters asks if 1 can babysit,
I can say 'yes.'"

True Believer
Ruth Baldwin is honored for her 30 years of service by Executive Director Terry

Today, Ruth Baldwin wil have her

Joins WHQ Staff

McCann.

hair done and her fingernails
manicured. Next week, she will

babysit for her two oldest grand

children. She now has the time to do

these things because she recently
retired from her job as senior book
keeper in the Finance Department at
World Headquarters, after 30 years of
dedicated service.

At a luncheon given in her honor.
Executive Director Terry McCann pre
sented Ruth with a plaque and gifts,
and praised her as an extremely valu

verting from manual recordkeeping to
the new automated system. "One
thing led to another," she said, "so 1
switched employers."
She has watched the organization
change and develop over the years.
"WhenIbecame an employee, the semi
annual dues per member were $3 plus
a 50 cent fee for the building fund,"
Ruth explained. "We had about 26
employees and offered only two basic
manuals from which to study."
She remembers the excitement when

club number 3,000 was chartered, and

i

able employee who has contributed recalls seeing Dr. Ralph Smedley, the
greatly to the organization throughout organization's founder, in the office.
the years. Ruth expressed her sense of "He was a quiet man who always was
pride and accomplishment in being polite and friendly to me."
Greg Giesen
Growth was evident and Toastmasters
part of the organization's growth.
soon
moved
into
the
Grand
Avenue
Ruth joined the organization on
manager of Membership and Club
April 29, 1959, when it was housed in building, which today houses World
Extension, Greg Giesen, has big
the 8th Street Armory in Santa Ana, Headquarters. "I watched the new head
near the Red Cross. World Headquart quarters being built from a big hole in plans for this organization.
His goal is to create new marketing
ers was in the process of automating the ground," Ruth said. "The members
its bookkeeping and purchased equip had such faith in the organization that programs that will boost membership
ment from the National Cash Register they wanted a new building that to over 200,000 and increase club
charters to 10,000 within the next ten
Company (NCR) to accomplish the would further encourage growth."
The organization continued grow years.
task. Ruth worked for NCR and was
Greg has good reason to be enthusisent to Toastmasters to assist in con- ing, and Ruth points to the 50-year anContinued on next page

Toastmasters International's new

30
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Keep Your Voice in Tune

Continued from page 26
When the bough breaks the cradle will fall,
(louder)

And down will come baby, cradle and all.
(end with a strong emphasis)
The use of allegro, a musical term meaning "in
a brisk lively manner," will lighten your speech
and give it a cheerful musical sound. Try reading
this merry expression of a child in a dreary voice.
It's almost impossible. The content of some
phrases dictates how the words will be spoken.
Some words can be spoken only with a lively
happy sound.
Ride a cock horse to Banberry Cross
To see what a penny will buy.

B

T

using
vocal

variety
and

rhythm,
your voice
will
become

Pause

Just as pauses are essential to the rhythm of
music, they are essential to speech as well. Often
used as a time for taking a breath, the pause also
enhances rhythm and meaning. For practice,
read the following Arabian Proverb. Read it slow
ly and pause where indicated. You'll gain a sense
of the importance of pauses in speech. You'll find
they help comprehension as well.
He who knows (pause) and knows he knows
(pause) is wise, (pause)
Follow him. (pause)
He who knows (pause) and knows not he knows,
(pause)
is asleep, (pause) Wake him. (pause)
He who knows not, (pause) and knows not he
knows not, (pause)

astic about the organization's growth
potential. "I'm a true believer in the
Toastmasters program, because I've per
sonally benefited greatly from club
membership," he said.
A member of Koffee N' Toastmasters

club 105-F in Redlands, California, Greg
joined, like many others, to conquer his
fear of public speaking. "Three years
ago someone gave me a brochure on
Toastmasters," he said. "1 made it a New

Year's resolution to join."
Greg's ultimate challenge came last
year when, as the Director of Student
Activities at the University of Redlands,
he was asked to introduce former presi
dent Jimmy Carter to a group of 1200
faculty members, students, and state
and local politicians.
"The week before 1 was to introduce

Carter, 1 was shaking," said Greg. "I

Think of the face that hasn't a flicker of emo

tion, no display of pleasure or pain, that has on
ly a deadpan look, one that is difficult to read and
understand. Do we want that kind of voice?

Unless we allow our voices to show our feelings
through vocal variety and rhythmic expression,
we will have voices that are monotonous and

boring; voices that no one will want to hear.
As Dionysius said, "Let thy speech be better
than silence or be silent."
The human voice is indeed a beautiful instru

ment that needs to be kept in tune. We can create
a spoken composition when we speak. We can
keep our audience enthralled by using the music
in our voices. If we find we have the limited five

alive.

Continued from previous page

is a fool, (pause) Shun him. (pause)
He who kncrws not, (pause) and knows he knouts
not, (pause)
is a child, (pause) Teach him.

note range when we speak, we can practice ex
tending our range one note at a time.

If we are speal^g faster than most people can
listen, we can slow down and speak more clearly
with the emphasis on the flow of the words. Just
as the space in a picture is necessary to set off the
subject, so space is needed for rhythm and em
phasis in speech.
It is up to us to keep our voices in tune, to give
our audience a musical treat so that no one can

say of us:"He spoke in hell's and heaven's name,
yet all he uttered seemed the same."
#
Mary E. S. Fleming, DTM is a member of two clubs:
Innovators 4633-3 and Six to Niners 3569-3 in Phoenix,

Arizona. She was elected District 3's Outstanding
Toastmaster of the Year in 1986.

had learned a lot about public speaking,
but this assignment resurrected old
fears. I read my introduction at a club
meeting. The members offered some
ideas and a great deal of support and
encouragement.''
He felt his confidence grow behind
the university chapel's lectern. Before a
distinguished audience, Greg introduc
ed a most distinguished speaker. "I
believe my delivery was nearly flawless,"
Greg said. "1 stayed at the lectern to
receive Carter at the conclusion of the
introduction. The audience was stand

ing and cheering the former president
as he approached the lectern. 1 shook
Mr. Carter's hand. It was hard to hear

through the roar of the audience, but 1
heard him say that my introduction was
one of the best he'd ever received. 1

gained a new respect that night, both
professionally and personally."
Having experienced success as a club

member is what makes Greg especial
ly pleased to be a part of the World
Headquarters staff. "This organization
has given me so much," he said. "I
want to use my creative abilities to
develop new membership building and
marketing programs that will help the
organization continue to grow and strive
for excellence."

Greg is no stranger to promotional
and marketing activities. He was Coor
dinator of Student Activities at Washing
ton University in St. Louis, Missouri;
Director of College Activities for Chap

man College in Orange, California and,
most recently. Director of Student Ac
tivities at the University of Redlands,
Redlands, California.

He has a Bachelor of Arts degree from
Western State College in Gunnison,
Colorado, and a Master of Science

degree from Miami University in Ox
ford, Ohio.
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The Doorway to Success:
Toastmasters International's Success/Leadership Series
Success/Leadership pro
grams offer unique opportun
ities for the development of
skills in many areas.
Use them for a variety of
purposes: as training programs,
community service workshops
or educational programs in

meetings for any group. For 8
participants.

Parliamentary Procedure
in Action (237). After
finishing this program, you
will be able to effectively lead
and participate in parliamen
tary discussions. For 10
participants.

clubs.
Each module contains a co

ordinator's guide, notebooks
and completion certificates.

w

How to Listen Effectively

(242). Helps you recognize
and develop skills for receiv

Some contain overhead trans

parencies and handouts.
The modules currently avail
able are:

ing, organizing and inter
preting what has been said.
For 10 participants.

Leadership,Part 1: Charac

The Art of Effective Evalua

teristics of Effective Lead

tion (251). The ability to ef

ers(255). Leam to be a leader,
to influence and inspire group
members and motivate them to achieve a mission or a goal.
Eor 10 participants.

fectively evaluate any situa
tion is a necessity in any voca

Leadership, Part II: Developing Your Leadership
Skills(256). By becoming a positive influence, you will help
members to function productively and to deliver quality per
formance. Teaches the skills and techniques needed to be
an effective leader. For 10 participants.

Speechcraft(205). Teaches leadership and speaking skills
in a seminar workshop format. This eight-session program
is a great membership builder for your club! For 5
participants.

tion. Teaches you the finer points of offering construc
tive criticism. For 20 participants.

Building Your Thinking Power, Part 1: Mental Flex
ibility (253). By increasing your mental flexibility—your
attitude—you become a better listener, a keener observer,
a more skilled thinker and a more effective problem-solver.
For 20 participants.

Building Your Thinking Power,Part 11: The Power of
Ideas(254). Clarifies the basic principles of creative think
ing and explores specific techniques for becoming effective
idea producers. For 20 participants.

How to Conduct Productive Meetings(236). Shows you
the techniques and dynamics for conducting productive

Order these modules today!

Mail to: Toastmasters International, P.O. Box 10400, Santa Ana, CA 92711 U.S.A. or telephone (714) 542-6793.
Use this form to order the complete module packages. Additional
components for each program are available through the Toastmasters
Supply Catalog.
Quantity
255 Leadership, Part 1 @$30

PAYMENT MUST ACCOMPANY ORDER

□ Please bill against my MasterCard / VISA (Circle One)

256 Leadership, Part II @ $30
205
236
237
242
251
253
254

Speechcraft @ $12
How to Conduct Productive Meetings @ $35
Parliamentary Procedure In Action @ $35
How To Listen Effectively @ $10
The Art of Effective Evaluation @ $25
Building Your Thinking Power, Part I @ $30
Building Your Thinking Power, Part II @ $30

Add $3 postage and handling for each program inside the United
States or $4 for shipment to Canada, Mexico and overseas. Califor

nia residents add 6% sales tax.

Credit Card. No.

Expiration Date.

Signature

Name.
Club No.

District No. .

Address.

City

Where postage exceeds shipping and handling, customer will be
billed for the excess.

(U.S. funds)

□ Enclosed is my check in the amount of $

Country .

.State/Province

.Zip Code.

