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Weasel
Words
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by Ralph C. Smedley

Theodore Roosevelt is
said to have coined the

phrase, "weasel words."

There are certain expres

sions which annoyed him.

He said they sucked the life
and force from speech, just

as a weasel sucks the blood

from its victim.

Among his favorite aver

sions were "in my humble

opinion," "as you might
say," and "in other words."

When there was something
to be said, he wanted it said

plainly, without hedging or
side-stepping.

Today we speak of such
overused expressions as

"trite," "hackneyed," or if
we wish to be formal, we

call them "cliches."

We get trite from Latin.

There is a verb form, tritits,

meaning to wear out by
rubbing. In England, a hack

ney is a horse hired out,

with the result that it is

worn out by hard work. The
word has come into com

mon use to suggest the idea

of being put to commonplace or unworthy

use. Cliche is a French word, meaning to

stereotype.

The words we condemn as trite are in

themselves good words. It is repeated use
that makes them objectionable. We may take

it as an axiom: "Any word when used too

often is a bad word."

When you use even the best word over
and over again, it weakens your speech.
When you pick up a wisecrack or a slang

phrase and keep repeating it, your speech

becomes tiresome and you wear the listen

ers down.

"I wouldn't mind having Bill Neighbor

loaf in my office," said a word-weary Toast-
master, "if he would just quit promising 'to

make a long story short.' He can't talk about

anything without dragging that phrase into

it. And whenever he says, 'Well, to make a

long story short,' I know that I am in for a
long one."

People may be too polite to tell you, but

they dread having to listen to your hack
neyed talk.

The way to protect yourself against over
use of overused words is to set a watch on

your daily conversation. When you find
yourself giving any word or phrase too large
a place in your talk, suppress it. Find other
words to do the work. Fine yourself one cent

every time you use one of the forbidden
expressions.

Are things "simply out of this world" for
you? Perhaps you are "sitting pretty," or
maybe you are "shooting off your mouth,"

or you "sailed into" your opponent and "took
the hide off" or "laid him out." And "last but

not least": These are colorful phrases - once.

They fade with repetition, and presently they
are washed out, worn down, stereotyped.

If you were a poultry raiser you would
chase the weasels out of your chicken yard.

Being a word user, show at least this much

consideration for your vocabulary. Kill the

cliches. Clear up the detritus. Use fresh words.

This article by our organization's founder

originally appeared in the May 1950 issue of

The Toastmaster.
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A JOB WELL DONE

We sometimes forget to thank
our colleagues for a job well
done. Or we overlook the little

things that build the founda
tion for success. With this in

mind, I would be at fault if I
did not commend the staff of

The Toastmaster for its high
quality work.

The Toastmaster has been

a valuable educational tool

for me. As a relatively new
member of Toastmasters (my
one year anniversary was in
August), this power-packed
magazine has helped me
through many of my speeches!
My hat goes off to the

staff of The Toastmaster for

providing useful, timely and
applicable information for
those of us who are on the

path of becoming effective
communicators. I eagerly
await the next issue of this

remarkable resource guide.
Denise M. Bailey
SSA Cljb 2884-18

Baltimore, Maryland

OUTSTANDING MAGAZINE

I must congratulate you on
publishing an outstanding,
exemplary magazine.

Each time I receive my
copy, I am amazed at your
insight in choosing your edi
torial themes.

Every magazine touches
on a topic I need to under
stand more fully at a given
time. What is so amazing is
that each article has a fresh

outlook on a given subject
without being redundant
and boring.

I love Toastmasters Inter

national because it attracts

people who share the same
basic sincerity and motivation
of wanting to become more

prolific, articulate speakers
and dynamic leaders.

Thank you for producing
a magazine 1 love and look
forward to reading each
month. The information is

extremely helpful, workable,
and intelligent.
Charia Brooks-Davis, ATM
Success for Singles Club 2330-12
Ontario, California

Editor's Note:

We're blushing. Thanks for
your kind comments!

NO PIECE OF TOAST

Perhaps 1 missed the boat or
came in late, but it seemed
to me that Marion Amberg's
contribution, "Let's Let
Frosty Be the Odd Man Out"
(February), was written
tongue-in-cheek. As such, 1
read with amusement how

serious some members are

reacting in the extreme.
However, Carol Tanis

touched a nerve when she

reports her speeches begin,
"fellow Toastmembers..."

This form of address certainly
avoids any outdated sexist
language. For myself, I prefer
remaining a ToastMaster
rather than a piece of toast.
It also avoids the need to dis

tinguish between white,
wheat or rye members!
Paul W. Hookey, DIM
Grand Prairie Club 6332-25

Arlington, Texas

This author is telling us
to use an air befouling cigar
to help make a point while
giving a speech. His main
reason for this is because

George Burns and Groucho
Marx successfully used their
cigars as props. Furthermore,
he tells us the cigar can also
be used as a crutch (to take a
puff to give us time to think
of what to say next). 1
thought the lessons in Toast-
masters were to get us away

from crutches and show us

how to effectively commu
nicate without blowing "hot
air or smoke."

Even if our goal is to be
come stand-up comedians,
we would want to avoid of

fending the 50 or more per
cent of our audience who

do not smoke.

Richard W. Landau, CTM
Top of Georgia Club 9798-14
Blairsville, Georgia

CLEARING THE AIR

1 always look forward to re
ceiving my latest issue of The
Toastmaster because 1 know

1 will be "edutained" and

informed. The May '95 issue
was no exception, with
timely and useful articles
galore to read and enjoy. The
one exception was "The Ci
gar as a Prop."

be avoided much for the

same reason that flatulence

should be avoided as a

speaker's prop.
The article itself was very

effectively written and Mr.
Mott is to be commended

for penning such a well-
worded and structured piece.
The article was so effective

that, as a severe asthmatic, I
found myself engaged in a
coughing and wheezing fit
before I finished reading the
article!

|im Curley, ATM
Wordsworth Club 4221-31

Hudson, Massachusetts

THE WRONG PROP

As a Toastmaster of more

than six years, I look for
ward to the arrival of each

new issue of The Toast-

master. 1 find most issues to

be full of helpful articles
and 1 gleefully steal some of
the ideas for future speech
topics.

However, in my opinion,
your choice to publish an
article proposing and extol
ling the use of a smelly, dis
gusting, filthy, cancer-caus
ing, smoke-producing to
bacco product was totally in
appropriate. I was appalled
at the author's suggestion
that the use of a cigar "tele
graphs a certain panache."
In my humble opinion, a ci
gar telegraphs nothing but
total ignorance and should

CLOSE, BUT NO CIGAR

Any prop, if used effectively,
can be just the right thing
for your speech. However, 1
am not sure that cigars are
ideal as props due to their
associated health hazards,

such as mouth and throat

cancer as well as lung cancer
from second hand smoke.

Why use a controversial
prop when you can use a
safe one like soap bubbles or
other gadgets. Use your
imagination!

Finally, the author's com
ment, "...fire it up. You've
earned it. You must be go
ing places, kid," implies that
it is okay, even respectful,
to smoke. Might 1 mention
the addictive nature of to

bacco and the "cool" Joe
Camel character that is in

fluencing kids to become ad
dicted to tobacco?

Use props to get atten
tion and focus your audi
ence, but please do not pro
mote the use of tobacco.

Ed Langmaid, CTM
Dynamic Club 457-5
San Diego, California
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my turn

Dear Toastmaster:

Having a great time -

Wish you were here.

m

by Janet Whitcomb, CTM

A Message From Your Club
■ HEY, YOU OUT THERE! YES, WE SAID YOU

- the inactive Toastmaster.

First of all, let's establish that you're a
nice person and a worthwhile addition to
our club. Otherwise we wouldn't even take

the time to send this message.

But lately we haven't seen you at our

meetings. Or maybe you've attended, but
you've been so quietl Oh, you get up if asked
to participate in Table Topics. But other than
that, you seem to be more of an observer
than an actual club member.

We wouldn't be surprised, in fact, if you
are reading this article only because some
one has been thoughtful and caring enough
to mail it to you personally. Go ahead -
admit it - you've become so detached that
you don't even browse through The Toast-
master magazine anymore!

Of course, when you told us about the
changes in your life a few months ago, we
certainly understood. You've been busy at
work. There's a new baby at home. Those
extra night classes take every bit of extra
energy you can muster.

Many of us go through times when we
have to temporarily suspend our Toastmas-
ters involvement. But the longer we stay

away, the easier it becomes to let legitimate
reasons become long-term excuses. Has this
happened to you?

The truth of the matter is that we want

you to be a part of the group again! Your
individual style, your unique set of experi

ences and viewpoints, give our club real
sparkle and pizazz. And we have a lot to
offer you as well. Getting involved in your
Toastmasters club provides a wonderful op
portunity to develop one of life's most im
portant experiences: self-expression. And, as
you know, Toastmasters clubs offer excel

lent interaction with a variety of people who
wish to improve their speaking abilities -
and have fun doing so.

If you've been away, we encourage you to
make time for us again. If you attend but
shrink from participation, we want you to
get involved. Remember, our club is an inter
active experience - no chair potatoes allowed!
If we ask for your help or input, honor us -
and yourself - with your enthusiastic contri
bution. And if we are remiss in engaging your

talents, let us know. Talk to the Vice Presi

dent Education about scheduling your next

speech assignment. And be ready with a
thoughtful quote, a hip-pocket speech or some
Table-Topics-to-Go if a scheduled meeting
participant is unable to attend.

Which brings us to another related sub
ject. Please don't take us lightly! Being a mem
ber of a Toastmasters club means being part of

a team. Once you've made a commitment, we
know you'll do your darndest to come through
for your fellow club members. And if some
thing else must take precedence, we depend
on you to contact us as soon as possible and

maybe even arrange for an
other club member to take

your place. You are impor
tant to the success of our

meetings, and we rely on
your sense of responsibility.

Well, the cat's out of the

bag. You thought your ab
sences and silences didn't

really matter. But now you

know about that gap you've
left in our otherwise terrific

club. We miss you! And once
you rejoin us, we have a feel
ing you'll recognize the dif
ference that being an active

Toastmaster makes in your

life. Don't keep us - or your
self - waiting much longer!

Janet Whitcomb, CTM, is the

Vice President Public Rela

tions of Rancho Speech
Masters Club 9113-F in Goto

de Gaza, California.

JOKES for SPEAKERS!
For Toastmasters, Business Executives, Club Officers,

Banqueteers, or anyone who has to talk.

An up-to-the-minute Topical Joke-Bulletin with approximately 100 funny
one-liners, stories roast lines. Created by top Hollywood comedy writers.
A great source of fresh professional material to humorize your speech

for any audience; any occasion. Current issue: $9.50
Our 23rd Year. Send check or M.O. to:

JOKES UN-LTD.
8033 Sunset Blvd., Dept. T-X, Hollywood, CA 90046
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by Charles Dickson, Ph.D.

Do You Need An

ATTITUDE Al
Our attitudes are

like compasses of

behavior pointing

us In certain direc

tions of thinking

and acting.

Anew arrival in a mid-size community
asked an old man who'd been a life

long resident, "What kind of people live
here?" The native responded by asking,

"What kind of people lived in the town you

came from?" The newcomer quickly replied

that they were mostly mean-spirited, self-
serving and hard to get along with. "That,"

asserted the old native, "is the kind of folks

you'll find living here too."

Shortly thereafter, another newcomer
asked the same man the same question, to

which the old man again replied by in

quiring as to the type of people living in

his home town. The second newcomer

boasted, "They were basically good folks;

caring people who would lend a hand to

someone in need." "That," added the na

tive, "is the kind of folks you'll find living
here, too."

This story illustrates that we find just
the kind of people we look for and the

qualities in them that we look for. Each
newcomer had found distinctively differ

ent characteristics in previous relationships
and it is likely they would continue to find

the same patterns in future acquaintances.

It's all about attitude.

Our attitudes are like compasses of be
havior pointing us in certain directions of

thinking and ways of acting. Webster's Dic

tionary defines attitude as "a state of mind.

the Toastmaster • September 1995
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behavior or conduct as indicating one's feel

ings, opinion or purpose."

Sometimes we fail, not because the cards

are stacked against us, as we might like to

use as an excuse, but because we approached

the problem or person with the wrong atti
tude. If we are to turn our fortunes and our

lives around, we may need a major attitude
adjustment.

Attitudes are feelings expressed by our

behavior. That's why they can be obvious
even without a word being spoken. Have

you ever noticed the "pouter" who just sulks,
or the "jutted jaw" of a determined person?

Psychologists estimate that we give 1,400

nonverbal communications each day.

A person or company can have the best

product, the best marketing techniques, the

best location and the best customers, but if

a bad attitude persists, it is setting itself up

for failure.

What are the elements of an attitude

check we can use to ensure our outlook to

ward people and situations is on the right

track? Consider the following points:

I ake sure you are thinking ratio
nally. Two elementary school stu

dents were discussing an assignment by

kon't try to defend actions against all

odds. It's much like the case of the

farmer who defended the inordinate amount

of time he spend fishing by saying, "Look at
a map of the world. It shows the earth is

two-thirds water and only one-third land.
That means a fellow should fish two-thirds

of the time and farm the other third."

Sometimes we place ourselves in awk

ward positions by going to extremes to jus

tify our thinking and actions. This results in

our nurturing a defensive rather than open

attitude. So a second element in making an

attitude adjustment is to make sure we are

not going to unreasonable lengths to justify
our actions.

Know what you are looking for.
Two kinds of birds fly over the Califor

nia desert: the hummingbird and the vul

ture. All the vulture can see is rotting meat

because that's what it looks for. It thrives

on that diet. But the hummingbird ignores

the smelly flesh of dead animals and in

stead looks for the tiny blossoms of the

cactus flowers. It buzzes around them until

it finds the colorful blooms almost hidden

from view by the rocks. Each bird finds what

it is looking for.

their teacher to write a paper on a subject
of interest to each of them. The one girl

said to her friend, "I'd like to write about

my pet chihuahua, but 1 don't know how

to spell it." The second girl replied, "Why

don't you ask the teacher?", to which her

friend responded, "How would she know
the words like that? She's only a fourth
grade teacher."

Too often we have unrealistic and preju
dicial thoughts about others. This not only
affects our attitudes, it also inhibits us from

accomplishing goals that otherwise would

be attainable. The first element in making

an attitude adjustment is to make sure we're

thinking rationally.

Look at both sides of an issue. George
V. Denny, Jr., founder and moderator of

the Town Meeting of the Air, had a little ball
he liked to display when the question of dif

ferences between people came up for discus
sion. Grasping the ball tightly in his hand he

would ask, "What color is it?" The person ques

tioned would take a quick look and answer,

"black." Denny then shook his head. "The part
1 see is white." He would then give the ball a

twist - the other half was white. "We could

never agree on the color of this ball," he pointed

out, "unless you knew my point of view."

How many disagreements could be settled
if only we tried to look at things the way

continued on page 28

"So/nef/'/nes we fail,

not because the

cards are stacked

against us, as we

might like to use

as an excuse, but

because we

approached the

problem or person

with the wrong

attitude/^
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our newly elected International President,

K Ian Edwards, DTM, lifelong learning, lead-

^ ersltip development, and the quest for excel-
lence in oral communication are the three

major benefits of Toastmasters tnembership. "Our orga

nization's founder. Dr. Ralph Smedlcy, often expressed

the notion that we never really 'graduate' in the field of

public speaking," Edwards says. "There is always a high

er peak to climb and a new goal to accomplish."
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Ian Edwards comes to our organization's highest office
with a wealth of international experience. Born in Cape
Town, South Africa, he grew up in Zimbabwe (formerly
Rhodesia), obtained his B.S. and M.S. degrees from the
University of London, and earned his Ph.D. in genetics
and plant breeding from North Dakota State University.
Ian has spent 30 years working in genetic research in
Europe, Africa and North America. He is a Worldwide

Crop Research Director for Pioneer Hi-Bred International,

the world's largest agricultural seed company with opera
tions in more than 60 countries. Last year he was elected a
Fellow of the Crop Science Society of America. He has

served two terms as Chairman of the National Wheat

Improvement Committee and is currently Vice-
Chairman of the U.S. Wheat Quality Council.

Mr. Edwards joined Toastmasters 18 years ago in
Fargo, North Dakota, to become better at commu

nicating his science to the general public. He quick
ly became interested in the leadership opportuni
ties within Toastmasters and served as District 20

Governor in 1984-85; his district achieved Distin

guished status during the three years he served in
top district office. He has climbed the ranks to the

organization's top position by serving as
International Director (1988-90) and then as

Third, Second and Senior Vice President. Ian

lives in West Des Moines, Iowa, with his wife

Pat, who owns and runs an interior design busi
ness. Their daughter, Julie, is studying genetics
at Iowa State University.
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How did you select your theme:

Invited by the Manamn Toastmasters Club to attend its 30th anniversary celebration last October, Ian Edwards and his wife Pat were received by the
Amir of Bahrain as official "State Guests," an honor indicating the Amir's high esteem for our organization. From left: Artist Tissa Hewavitarne,
Toastmaster Mohammed Iqhal Butt, Pat and Ian Edwards, HH the Amir Shaikh Isa bin Sulman Al Khalifa, Toastmaster Yakoob Hermes, Manama
Toastmasters Club President Annie D'Costa, a member of the Bahrain royal family, and the Bahrain Information Minister Tariq Amoayed.

membership growth the consequence of doing the right
things in our clubs, by creating a climate of excellence at
our meetings and excitement among our members.
Finally, let's improve our training programs at club, area
and division levels. We need to be more proactive in
identifying our leaders of tomorrow, giving them the best
training possible and serving as mentors for them.

When did you join Toastmasters and what were
your personal goals? Have you accomplished them?

When 1 joined Gate City Club 759 in Fargo, North Dakota,
in 1977 my immediate goal was simple. I had been accus
tomed to teaching and speaking in front of groups, but I
knew 1 could do a lot better. 1 wanted to be more effective
and lucid in communicating my research. Have 1 accom
plished my goals? It may surprise you but the answer is an
emphatic no! At the time of joining my goals were limit
ed. I believe few of us really join Toastmasters with a clear-
cut set of goals. One of the real benefits of Toastmasters is
that we become better at setting add accomplishing gdatsr"
The Communication and Leadership Manual is a great
goal-setting tool. We aiso learn that there is a lifetime of
opportunities for growth. Thus we develop new goals and
reach for new heights. When I have finished my term as

"Toa.vtmasters: Share the Vision of Excellence,"
and what is its message to each member?

Cdwatdd.: To truly benefit from our programs,
each member needs to give his or her very best in all
assignments. This means not only a commitment to per
sonal excellence, but to a climate of excellence within the
club. The value of vision is powerful - it enables us to live
out our imagination, rather than our memory. It is a pre
view of what lies ahead. Ours should be a vision of excel
lence - for the individual, the club and the organization.
To make this vision a reality requires "buy-in" - it needs
to be shared by our members. We need to talk about it
and make it tangible.

What do you hope to accomplish during your
term as President?

1 would like to accomplish many things, but I will focus
on four key objectives at this time. First, let's build 750
new clubs by June 30th, 1996. Second, let's establish an
increase in club size by asking each club to gain at least
six new members during the year and maintain a member
retention level of no less than 80 percent. Third, lets make

-L)
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President my next goal will be to become an Accredited
Speaker. Since this goal is now in writing, I am already
halfway there!

Has the leadership experience you've acquired in
Toastmasters helped you in your career?

Definitely! From a personal standpoint, I have become a
much better listener than I used to be, and this has had

enormous benefits.

1 first obtained a leadership position in the National
Wheat Improvement Committee because of the parlia
mentary procedure skills I had learned in Toastmasters.

People became aware that 1 could run effective meetings
and handle conflicting viewpoints.

Today 1 have to communicate with the lead

ers of our company's business units around

the world. Effective communication skills,

coupled with a sensitivity to cultural differ
ences have been of vital importance to me. 1
also have had to build a team composed of
individuals of different nationalities - the

team-building skills that we learn in Toast-

masters have had immense practical value.

^oaitm
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Successful Club and Speaker series add a new dimension.

The membership also has more than doubled since I

joined, and 1 expect to be a member when it doubles again!
1 believe the greatest test of an organization is not how

we do during good times but how we respond to adversity
and the need for change. The downturn in the North

American economy during recent years had an impact on
volunteer organizations like Toastmasters. While we have

fared better than most, our challenge now is to increase
membership per club through quality and excellence.
There is much to be proud of, and 1 believe the changes
that have been put in place these last few years will stand
us in good stead in the future.

Why does Toastmasters spend so much time em
phasizing growth, new members and
new clubs?

Many members leave Toastmasters

after a year or two. What has kept
you active and committed for the past

18 years?

 the

Excellence!

We have a mission to make effective oral

communication a worldwide realty. Implicit
in this is the need for growth. Growth is the
lifeblood of our organization, bringing with
it new faces, new ideas, new leadership
potential, more enthusiasm and excitement

at club meetings. Growth in the number of

clubs is the district mission - we need to

expand our network! I feel sorry for those
many people who have never heard about
Toastmasters - they don't know what they
are missing! Let's do something about it!

There is also a very sound economic reason - we never
could have offered the range of programs we do today
without the growth we have experienced. Costs of print
ing and mailing are continually rising and so are adminis
trative costs. The reality is that organizations have a
choice - grow or die!

Early on, 1 was fortunate to have a mentor who convinced

me there really is a life after the CTM award. Over the
years my wife and I have built lasting friendships among
Toastmasters and these are important to us. 1 also derive a
lot of satisfaction from seeing others grow and develop
within the club.

But it's the leadership aspects of Toastmasters that has
kept me interested. 1 believe with the coming of a clearly
defined leadership program for our members in July
1997, coupled with new materials such as the High
Performance Leadership Manual, we are seeing the start of
something that will attract a significant new market seg
ment to our organization. These new opportunities will

benefit me both in my career and in the other volunteer
services 1 perform.

1 believe strongly in lifelong learning. The study and
practice of leadership in a time of great change is a wor
thy pursuit.

How has Toastmasters changed since you joined?

The greatest changes I have seen have been in the range
of programs we offer to our members. In 1984 we revised
the Communication and Leadership program and added
the ATM Bronze and Silver awards. The new Success/

Leadership modules have been tremendous, but now the Toastmasters International, and with that privilege comes

What personal goals do you encourage new mem
bers to set?

New members must be given the latitude to set goals con
sistent with their work schedules and personal lives, but it
is important that they do set goals. The CTM should be

their first goal and, through the member interest survey
and with the help of a mentor, they should be encour
aged to expand their horizons. Goals should be reviewed

on an annual basis as they move forward in their club.

Every member needs a support system if they are to be
successful in accomplishing their goals.

What do you believe are the responsibilities of
each member to the organization and to his or
her club?

I strongly feel that it is a privilege to be a member of
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responsibility. While, in the words of our founder "...we
are an organization dedicated to the individual," this can

only bear fruit if individuals acknowledge their responsi
bility to the club.

The "Toastmasters Promise" is printed in the front of
all our officer manuals. It includes the three basic

responsibilities, namely to 1) regularly attend club meet
ings; 2) prepare all speeches to the best of one's ability;
and 3) willingly prepare for and fulfill meeting assign
ments. There are others, but 1 believe it is also our role as

leaders to encourage excellence. As members we have the
power to determine our club environment, through our
own enthusiasm and acknowledgement of personal
responsibility.

quality of our programs, the conduct of our meetings and
the first impressions we make on guests are vital to a
club's success. Membership growth is simply the conse
quence of excellence in the club.

What qualities do you most admire in a Toast-
master member and club leader?

In members 1 most admire the willingness to try something
new; to take on a task that stretches their abilities. In lead

ers I most admire those who understand they have a
responsibility to serve, but they also have a responsibility to
lead. Consistency in a leader is essential; so are a clear set of
values and the willingness to live by those values.

How can we encourage more members
who have achieved their CTM to con

tinue working toward the ATM and
DTM awards?

Members need exposure to the programs
we offer and to the options available. This
can best be done by an experienced mem
ber taking time to explain the programs,
i.e. being a mentor. 1 am excited about our

new Successful Club module, because it can

play an important role in club excellence.

Furthermore, the Supply Catalog can really •
stimulate interest - It is the best kept secret
in many clubs and never seems to get circu
lated at meetings. Some excellent clubs have an "Idea
Fair" at their meetings, in which the advanced manuals
and a number of other items are displayed. The DTM
has seemed a very difficult award to many of our mem
bers. The new DTM award structure to be implemented
in July 1997 will more clearly define the pathway to
successful completion of the award. We have not low
ered our standards - in fact we have raised them - but

we have found a way to reward members more frequent
ly en route. This should encourage greater pursuit of the
D TM goal.

What makes a strong club, and how would you
define excellence within the club?

Show me a strong club, and I will show you a club with
strong leaders! The greatest investment we can make for

our organization is in the quality of training we give to
volunteer leaders. Training is an ongoing necessity - not
just for the top three district leaders but for all our club
officers. 1 believe that mentors within the club can be a

great help here, too.
Excellence within the club is taught through the

Successful Club module "Moments of Truth." 1 believe

this module should be conducted at least once a year by
every club to reinforce these standards of excellence. The

(yum
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Half of all Toastmasters clubs are in

corporations. Why is this?
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Executives around the world recognize the
value of Toastmasters training and what it
can do to help build their corporate leaders
of tomorrow. They also appreciate how
inexpensive and effective our program is.
Furthermore, teamwork and team decision

making are becoming increasingly impor
tant in the marketplace, and our program
fosters teamwork.

As we look to the future we need to

understand that corporations will remain a
key growth area, and we need to gear an

appropriate proportion of our new products and programs
toward this market.

What do you hope to accomplish during visits
this year?

1 look forward to meeting and talking with as many mem
bers as possible during my visits to 12 districts next year. I
want to hear what is important to them and also what we
can do to make our organization better.

I also wish to visit with our district officers and

advise them on how to lead their districts to success

through motivating members to join the team. 1 wish to
raise the profile of our organization through visits with
corporate leaders, media interviews, and the opportuni
ty to address a number of groups. Finally, I want to con
vey the message that the clubs are the heart of our orga
nization, and success will come from focusing on our
mission.

If you had one single message to impart to every
Toastmaster, what would it he?

Make excellence a habit in all you do. Set new goals, reach
for new heights and "Share the Vision of Excellence" with
other members. 0
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As a leader, you have the job of figuring

out what people can't do for them
selves. Are they stuck in their comfort zone?
Do they lack confidence? Do they need dif
ferent skills and knowledge to be successful?
Effective leaders help people who can't
change on their own.

The three most common ways leaders help
people succeed include: challenging them to
reach goals, building their confidence and
coaching them on how to reach their goals.

hypothetical scenarios penetrate the routine
and plant seeds for new possibilities. "What
if we try to design this widget in two months
instead of our typical time of 12 months?"
Or, "What if only one person were available
to run this process?"

A third way leaders can challenge com
fort zones is to point out examples of top
performance. My 14-year-old son Andrew
plays basketball. Every once in a while I
take him to a high school or college game

Cli

Leadership-
Helping People to Succeed
Leaders first need

to figure out

what their people

can't or won't do

for themselves.

by Paul B. Thornton

Why do leaders need to challenge people?
We all like to operate within our "comfort
zones." Within the area of familiar responsi
bilities, we understand how things work and
how to succeed. The word "comfort" says a
lot - it implies that which is safe, secure,
known and predictable. People set goals and
objectives in or close to their comfort zone.

"Last year we had 4.4 inventory turns; let's
shoot for 4.7 this year." Yet the marketplace
usually requires steep improvements signifi
cantly outside most people's comfort zones:
Not a 6 percent improvement, but a 60 per
cent improvement. When people are stuck in
their comfort zones as evidenced by their
thinking, attitude or behavior, a leader must
step forward and challenge them to think
and act "outside the box."

1. THE CHALLENGE
Challenges can take several forms. A leader
may state a stretch goal such as "increase sales

by 50 percent." Dennis Gormley, CEO of Fed
eral-Mogul Corporation, says that an impos
sible goal forces you to rethink everything and
break away from old habits and traditions.

Another more subtle type of challenge
involves asking "what if" questions. These

to watch a top player perform. Seeing top
performance presents him with a challenge
to improve. Business leaders can do the

same thing by frequently pointing out
benchmark performances.

Assume you challenge an individual or
team and they achieve success. Will that
success lead to future successes or failures?

Many companies like General Motors, IBM,
Sears and Digital were very successful in
the past, but then experienced failure.
Some companies tend to look backward to

their glorious past rather than ahead to
future challenges. They remain in their
comfort zones and don't change.

In 1982 Tom Peters and Bob Waterman

published In Search of Excellence. In this
best-selling book they highlighted 42 com
panies they considered excellent. Five

years later only 20 of them were still ex

cellent. What happened? Max Depree,
CEO of Herman Miller Co., says that suc
cess can close a mind faster than preju
dice. Success often produces complacency
- you stop questioning and improving.
Or you become very conservative and stop
taking the risks required to keep you ahead
of the pack.
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On the other hand, some people, sports
teams and companies keep piling up one
success after another. The main reason for
this is that they keep challenging the status
quo and continually set new - seemingly
impossible - goals.

Successful leaders set high standards and
challenge people to do more. A sign on the
desk of T. J. Rogers, CEO of Cypress Semicon
ductor, says "Be Realistic - Demand the Im
possible." Whatever happened to setting goals
that are "challenging but attainable"? Attain
able equals comfort zone. Impossible goals
force people to be innovative, to reinvent, to
achieve quantum leaps in performance.

When people face a challenge, their confi
dence drops. Self-doubt is common. "Do 1
have what it takes?" By definition, getting
outside one's comfort zone is scary. So the
leader must help restore or build confidence
in the individual or team. Jack Welch, CEO of
General Electric, has said that confidence must
be driven to all parts of the organization be
cause "only confident people face reality as it is
without distorting it."

The opposite of confidence is fear. When
people are afraid, they don't take risks, show
initiative or try to improve the product or

process. When people are motivated by fear,
they wait to be told what to do and then do
just that and nothing ruore. This behavior is
the exact opposite of what's needed to suc
ceed in today's marketplace.

2. BUILD CONFIDENCE
Here are several things you can do to
strengthen the confidence of those around
you:

■ Recognize good or improved perfor
mance. When you recognize someone,
you're saying, "I've noticed" (extra effort,
improved results, a new attitude, etc.). Most
people want to feel appreciated and valued.
And when they do, their confidence grows.

■ Empower people. When you give up some
of your authority, you're saying, "I have
confidence in your judgment and ability to
get the job done."

■ Build people's knowledge and skills.
When people feel prepared, their confidence
increases. When facing a challenge, the
leader should first focus on the people, not
the challenge. Make them believe they can

When people are

stuck in their

comfort zones, a

leader must step

forward and

challenge them to

think and act

^^outside the box/'
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Mfi impossible goal

forces you to

rethink everything

and break away

from old habits and

traditions."

perform. Make sure they have up-to-date
knowledge and skills. Build confidence first,

then discuss the challenge.

3. COACHING
A third area leaders need to focus on in

volves coaching. An excellent first step in

any coaching situation involves showing
trainees what good performance looks like.

Give them a concrete example to follow. A

demonstration of how to make a presenta

tion, write a report, run a meeting or fix a

machine takes a lot of the mystery and guess

work out of exactly what performance is

expected. But keep in mind that good per
formance doesn't stand still. What was

"good" or "excellent" last year may only be

"average" this year. Leaders must continu

ally benchmark and find examples of what
top performance looks like.

Perhaps the toughest part of coaching
involves giving feedback. The best leaders

provide feedback in a way that it is helpful
and productive. Here are some suggestions

on giving feedback effectively:

■ Be timely. Observing performance in

January and providing feedback on it in

July isn't helpful. Generally, the sooner
you comment on someone's performance,
the better.

■ Be specific. Vague, general feedback like,

"You made a poor presentation," or " 1

didn't like it," isn't helpful.

■ Be realistic. Are you willing to totally

change some aspect of your personality or
behavior? Probably not. But you would

attempt a 5 or 10 percent change. Tell

people what you'd like to see "more of" or

"less of." For example, "Joe, I'd like to see
you show more initiative in expressing

your viewpoint at our weekly meeting."

■ Offer suggestions for improvement.

"I've pointed out a few things that need
improvement. Now, here are a few ways

to make that improvement."

These three variables - challenge, confidence,

coaching - interrelate. As you build people's

knowledge and skills through coaching, their
confidence increases. Confidence continues

to grow as you recognize accomplishments,

validate skills and empower associates with

additional authority. As people become more
and more confident, they willingly take on
bigger and bigger challenges.

Leaders first need to figure out what their

people can't or won't do for themselves. Do

they lack confidence, knowledge or skills?

Are they stuck in their comfort zones? Lead

ers then need to provide the required advice,
challenge, guidance, support and coaching
to help their followers achieve success. o

PaulB. Thornton, oi Chicopee, Massachusetts,
is a keynote speaker on leadership and the
author of The Answers Are On The Office Wall

(Monochrome Press).

HELLV'OUR club

Keep the Benefits Coming!
lour Club Officers are now

working hard to collect dues

for October 1 through March

31 and they need your help.

Clubs that submit complete

semiannual reports that are

received at World Headquar

ters by October 10 receive

credit toward recognition in the

Distinguished Club Program.

seu

Os

Speak with your Club Presi

dent or Treasurer and get your

dues in early. Contact mem

bers who have been absent

and encourage them to get

back into the Toastmasters

program of learning, achieve

ment and growth. Toastmasters

provides a maximum return for

a small investment.

•  Continue investing in your I'utiu-e tociayl
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by Robert N. Riter

Oh No, It's '60 Minutes'!
■ MY WORST NIGHTMARE IS TO OPEN THE

front door and find Mike Wallace of 60 Min

utes pointing a microphone in my face while
a camera crew films away. No matter what
he might ask me, I'm afraid my reply would
sound both guilty and ridiculous. Not that
I've done anything terribly wrong, mind you.
But it would scare the life out of me to

attempt to explain, on camera, even the

most minor of transgressions.

All of us are placed on the defensive from

time to time, so the ability to respond coher
ently and persuasively is a useful skill. For that
reason, our Toastmasters club has a Table Top
ics session called "60 Minutes Comes to Toast-

masters," which is designed to provide mem
bers with the opportunity to practice respond
ing to confrontational and hostile questions.

A Table Topics session that asks poten
tially threatening or embarrassing personal
questions to individual Toastmasters is un

likely to be a pleasant experience for any

one. To make the questions less personal
and more entertaining, the session is built
around roIe-pIaying - the questions are ad
dressed to public persons such as politicians,
celebrities, etc., whose roles are assumed by
the members present. Since the questions

are directed at the public figure and not at
the individual Toastmasters, both the par
ticipants and the audience can relax and

enjoy the staged confrontations.
When a Toastmaster is called on to par

ticipate in this Table Topics session, he or she
walks to the front of the room and finds an

array of notecards, each listing one notable
public figure. (Our past sessions have included
Bill Clinton, DonaldTrump, Madonna, Queen

Elizabeth, Ross Perot and the Chairperson of
the National Rifle Association.) The partici
pant selects one role to assume, informs the

audience of that choice, and then responds

to the topic leader's question as though he or
she were that person. The Topicmaster's job.

of course, is to do his or

her best imitation of Mike

Wallace by asking chal

lenging questions that are

designed to place the re
spondent on the defensive.

If the respondent answers
evasively, the Topicmaster
reserves the right to ask fol

low-up questions.

The first "60 Minutes"

topic session was so en

thusiastically received
that it has been adopted
as an annual event. Con

sider giving it a try in
your own club! o

Robert N. Riter is a mem

ber of Washtenaw Club

3054-28 in Ann Arbor,

Michigan.

21)

Are you GOOD ENOUGH
to be a Pro?

Toastmasters' Acc1^cli2^peaker Program
is now acceptirt^ apf^Iichions for 1996.

■ he Accredited Speaker Program is designed to
recognize those Toastmasters who have attained a
professional level of excellence in public speaking.
To qualify, you must be an Able Toastmaster (ATM)

and a member in good standing of a Toastmasters club.

You must have completed a minimum of 25 speaking
engagements outside the Toastmasters club
environment within the past three years. Then, you
must pass a rigorous two-stage judging process.

Those Toastmasters who earn the prestigious tide of
Accredited Speaker will receive widespread recognition
both inside and outside Toastmasters International.

They will have taken the steps that can launch them on
exciting careers as professional speakers.

Only a handful of Toastmasters have what it takes

to become Accredited Speakers. If you think you're
one of them, write to World Headquarters for details
on how to apply.

The deadline for the 1996 Accredited Speaker
Program is November I, 1995.
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If you've never examined

your response to giving

or receiving criticism and

praise, here's your chance.

Jl:
y  main objective in joining a local

/I'oastmastcrs club three years ago was

to build my confidence as a public

speaker, l.ittlc did 1 know this experience would offer
lessons in other areas of my personal growth as well -

how to accept and offer evaluations, for example.
What is your reaction to receiving criticism or

praise? How do you feel when club members evaluate

your speeches? How honest and genuinely helpful are

you when critiquing someone else? How free are you

with praise for others?
If you're uncomfortable with aspects of doling out or

accepting criticism or praise, the following may help. If
you've never examined your thoughts on this subject,

here's your chance.

THE VALUE OF CRITICISM

This exchange occurred during the evaluation portion of

a recent Toastmasters meeting: "I liked your speech,

Joanne, but it bothered me when you turned your back
to the audience."

"1 luul to turn my back," Joanne quickly retorted. "How

else could I write the points of my speech on the board?"

When the other club members attempted to address

her question, Joanna became even more defensive. To the

suggestion, "Maybe if you angled the board more to the

left, you could acknowledge your audience as you write,"

she curtly responded, "Speak while I'm writing? That
would be pretty awkward, don't you think?"

When someone suggested, "I like to write out my

points ahead of time on a flip chart," Joanne replied, "I

don't happen to have a flip chart in my

hip pocket."
by Patric

Another club member stepped in

with, "Joanne, I think your speech was

well-organized and 1 liked the examples

you used. I'd like to see you use more
examples to illustrate some of the other

points."

Obviously still on the defensive, Joanne

blurted, "Do you know how hard it was to

come up with that one example? Anyway,
with more examples, 1 would have had to short

en my speech and there's no way 1 could do that

and still make all of my points."

It didn't matter how gently Joanne's peers cri

tiqued her speech, nor how helpful their suggestions,

she reacted as though she was being attacked and she

was prepared to resist and defend to the end.

How comfortable are you with criticism? When fel

low Toastmasters evaluate your presentations, do you:

>• Quickly defend yourself as Joanne did?

>• Avoid saying anything, but feel a little (or a lot) that it
is a personal attack?

► Feel resentment toward the critic?
>• Disregard all unpleasant criticism as invalid?
> CJraciously accept the evaluation and learn from it?

Most of us don't feel particularly comfortable being criticized.
It makes us feel as though we're doing something wrong,
and it makes us doubt our ability to make good decisions.
Ultimately, too much criticism can shake our self-esteem. And
our negative reaction to criticism can alienate us from anyone
who might offer it. In fact, we often react to what we consider
unpleasant or unfair criticism as Joanne did, by quickly
defending ourselves. This is a reflex action. When we react
through our reflexes instead of our thought processes, the
situation becomes emotional rather than productive.

Here's how to effectively handle evaluations at a Toast-
masters meeting:

ia L Fry, CTM Stop yourself before speaking.
If you hear something that makes
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you feel defensive, hold your tongue.

You might be able to change the way
you feel, but you can't take back your
words. Further, if you start to verbally
defend yourself and make excuses, you will
block your ability to listen and learn.

Change the way you feel. If someone

says, "I'd like to see you use more vocal

variety," yet you gave it your all and you start to
tense up, STOP! Notice how you feel. Listen to
your thoughts. Are they productive? Will they
help you grow? If not, try changing them on the
spot.

Instead think, "My peers, who have known me

for several months, believe I can use more vocal vari

ety." Find ways to test the validity of the critique. Tape
your speech and evaluate yourself, for example, or ask
for other opinions.

Evaluate the evaluator. An

evaluation, whether it involves

criticism or praise, is only an opinion.

You have the freedom to accept or reject

that opinion. You may be more inclined

to accept criticism from someone you

respect and trust than from someone you

don't know well or don't like. You will make a

better decision about using criticism if you do

it from a place of acceptance rather than defen-
siveness.

ACCEPTING PRAISE

Anyone can understand why criticism is hard to take,

but why do some of us have trouble accepting praise?

My friend Jake speaks for many when he says,
"Sometimes I just don't feel 1 deserve it."

At a recent Toastmasters meeting, a fellow member said

to him, "Good speech, Jake. I especially liked your use of

'it didn't matter how gently her peers critiqued

Joanne's speech nor how helpful their suggestions,

she reacted as though she was being attacked and she

was prepared to resist and defend to the end."

iL>

^Open yourself up to learning. Ask if anyone can
suggest an exercise for increasing vocal variety. Start

listening more carefully to the speeches of fellow mem
bers and see what you can learn from them. By rejecting

your automatic defense mechanism, you will be better

able to listen, learn and grow.

If you reject criticism on the spot, you may be rejecting
an opportunity for growth.

According to Hendrie Weisinger, Ph.D., in his book.
The Critical Eiigc: How To Criticize Up and Down Your

Organization and Make It Pay Off, "The most immediate
way to increase your receptivity to criticism is to look at it

as information that can help you grow."

gestures." Jake exclaimed, "Gestures!? Now there's one of

my real weak spots. Gesturing while speaking feels so

unnatural to me. If you saw me doing it, it was probably a

fluke. I don't know the first thing about using gestures."

I sat across from Sylvia at a Toastmasters training semi

nar. Things weren't going well, and Sylvia offered an idea

to help move the process along. The team leader was

grateful and complimented Sylvia for her good idea.
Sylvia's response surprised most of us. She looked down

self-consciously and mumbled, "It wasn't my idea. It's

something we do at work."

Later that morning, another trainee commented on her

beautiful handwriting. Sylvia brushed off that compli-
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ment, too, by saying her writing was chicken scratches

compared to her sister's handwriting.

The inability to accept praise stems from a lack of self-

confidence. If you don't feel good about yourself, no
amount of opinion from others will convince you of
your qualities.

How do you feel when praised? How do you react? Do
you:

be sensitive and honest. And remember that what you have
to give is only your opinion.

When you are evaluator strive to:

Deny and counter any attempts at praise?
Ignore the compliments and start talking about some
thing else?

Feel uncomfortable or embarrassed and don't know

what to say or do?

Feel you don't deserve it?
Reject compliments because you
suspect they are just a means of get
ting something from you?

you are

Offer criticism and praise that is helpfiiL Don't
be judgmental or overly critical or even overly compli
mentary just for the sake of having something to say.

" Soften criticism with a compliment. For example,
you might say, "1 found your topic really interesting
and you had a strong beginning, but I began to feel lost
when you started talking about your escapades in
Europe."

► Be honest but not brutal. Instead of telling a speak
er that her voice is annoying,

"Wh©n you fejoct praiso, point out that her voice is clear

Learning to accept praise requires just as
much work as learning to accept criticism,
and it is nearly as difficult. It involves chang
ing the way you feel about yourself.

 in effect
insulting the

intelligence and
opinion of
the giver."

Replace negative thoughts and beliefs
M with positive ones. Instead of saying or

thinking, "1 can't do that," "I'm not a good speaker"
or "I'll probably goof up," say or think instead, "1 can

(J8 do that," "I am a good speaker" or "I will succeed."

Start a program of positive affirmations:
^ Every day, several times a day, say to yourself, "1 am a
successful, worthwhile person," "1 am likeable" and "1 feel
good about who 1 am."

O Accept praise. From now on, when a fellow Toast
ed master compliments an aspect of your presentation,
stop the habit of denial. Don't say the first thing that
comes into your head. Say, instead, "Thank you." And say
it sincerely.

Think about it: When you reject praise, you are in effect
insulting the intelligence and devaluing the opinion of
the giver. If you have one iota of respect for someone, you
will graciously accept their words of praise.

If you question the validity of the praise (which is, after
all, just an opinion), ask others, "Do you agree with Tom
that this is an effective presentation to give to the sales
team at work?" And ask, "If so, why?" or "If not, why?"

Participation in Toastmasters is an exercise in self-dis
covery and an opportunity for personal growth. And
learning to receive criticism and praise are stepping stones
to this end.

WHEN YOU'RE ON THE GIVING END
Evaluating or critiquing someone's performance is a respon
sibility that should not be taken lightly. It is important to

and melodic when she's engaged in
casual conversation, but that she

seems to strain her voice when she

speaks before a group, causing it to lose
it's natural pleasing quality.

> Remember that this is just your
opinion - your personal reaction. Use per

sonal statements. Say, for example, "It seemed
to me," or "1 felt that," instead of, "You should

have (shouldn't have)."
Keep your remarks in perspective. You

wouldn't critique a beginner who is giving his
Icebreaker the same way you would a seasoned speak

er. Keep in mind the speaker's experience level, his
purpose (is he preparing to be keynote speaker for a
group of 1,000 or does he just want to feel more confi
dent in front of his Sunday school class?

Do compliments sometimes stick in your throat? Do you
feel that by saying anything complimentary to someone
else, you're devaluing yourself? It's common for individ
uals with low self-esteem to avoid handing out praise
because, to them, it feels like they're giving something
up - that the compliment is taking something away
from them.

In reality, to give is to receive. Try it and see what joys
it brings you.

>• Look for praise-worthy traits and achievements in
friends, family, co-workers and fellow Toastmasters.

>■ Give honest, not contrived, praise.
>• State why you feel this person's effort or achievement is

worthy of praise.

By re-evaluating your ability to give and receive both criti
cism and praise and by taking action to improve where you
may be lacking, you will foster your personal growth and
greatly enhance the quality of your club membership. O

Patricia L Fry, CTM, a member of Pro Speakers Club 7256-
33 in Ventura, California.
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purposes at any level of the organization.
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"Nervousness puts me in the

best of company, prompts me to

prepare and gives my speech or

performance an edge." by Richard Gordon, ATM

Thank God I Get Nervous
■ WHEN I SPEAK IN PUBLIC, I USE MY

special nerve-control formula. I discovered

it while playing a couple of string quartet
performances - one a dismal failure and one
an unqualified success.

One might think that, after years of con
ducting and playing professionally, stage fright
and nervousness wouldn't be problems.
Frankly, they were. And frankly, they still are.

As I tuned my viola before the perfor
mance in which I played so badly, I could
feel the shakes coming on. That made me
angry. The angrier I became the more ner
vous I became - and vice versa. The perfor
mance was a disaster. I lost my place several
times. My friends covered for me as best

they could, but when we stopped playing, I
swore, "That's the last time. No more play
ing in public for me!"

Despite my resolve I got talked into play
ing again. This time, as I began to get ner
vous, I said over and over to myself, "Thank
God I'm nervous, thank God I'm nervous."

The performance was a success. I played ac
curately, expressively and better than ever.

Thank God I'm nervous? What kind of

thing is that to say to yourself? Where's the
logic? Why should it help? The answer is
that nervousness is not the problem. The
problem is the way one perceives it.

In the disastrous performance, I had been
thinking in dictionary terms: "Nervousness
is an excitable, uneasy, apprehensive condi
tion that may cause shaking hands, quiver
ing voice and lapse of memory." I had all
these symptoms. My hands shook. My voice

quivered. I lost my place in the music, not
once, but a couple of times.

In the successful performance, my think
ing changed. I remembered having read
somewhere: "Nervousness is a physical/men
tal manifestation of an intense desire to do a

good job." To want to do a good job is
admirable. Intensely wanting to do a good
job even more commendable. Suddenly I
began to relish nervousness. I began to re
spect it, and I began to respect myself.

From further reading and experience, I
found that nervousness:

■ puts one in the best of company
■ prompts one to prepare

■ and gives one's performance an edge

Puts one in the best of company? Yes. For
instance, the biographies of opera greats like
Feodor Chaliapin and Gladys Swarthout re
veal that they were so nervous before perfor
mances they paced, prayed and even vomited.

Prompts one to prepare? Definately. In
my 50 years of teaching violin and viola, I
have observed that nervous students were

and are typically my best. Casual students
tend to be less attentive and conscientious.

Many of my students are preparing to audi
tion for the California Youth and the San

Jose Youth symphonies. Are they nervous?
Definitely. Are they practicing? Endlessly.

When I have a speech coming up, ner
vousness keeps me from resting or sleeping
until my notes arc organized and my speech
practiced.

Gives the performance

an edge of expectancy?
True. It entices the speaker
to keep searching for the
right word, inflection or dy
namic level. And nervous en

ergy can be expended in ges
tures and body movement,
which can make the presen
tation more visually interest

ing. A nervous speaker is
prone to stand on the balls of

the feet and lean forward ag
gressively, invoking the audi
ence to sit up and listen. The

adrenaline flowing through
the speaker is communicated

to the audience, creating an
edge of expectancy.

So now when I speak or
play in public, I use my

thank-God-I'm-nervous

control formula. I remem

ber that nervousness puts
me in the best of company,
prompts me to prepare and

gives my speech or perfor
mance an edge. Nervousness

Is my friend and I wouldn't

want to be without it. Thank

God I get nervous. 0

Richard Cordon, ATM, is a

member of Willow Glen

Club 5815-4 in San Jose,

California
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How Do You

Look and Sound?

Use this self-evaluation guide to review your videotaped speech.

4 i early one out of four American homes
# 1/ now has a vuieo camera, according to the
/ W Electronics Industries Association, and
while no one is keeping score, it seems likely that

ownership might be higher among Toastmasters

than the general public. The reason: many

Toastmasters recognize that video cameras - the

popular name for what manufacturers prefer to

call camcorders - are a valuable tool to help

improve speaking skills.

Indeed, "Using a video camera to evaluate is one of the

best ways to dramatically improve your speaking skills,"
says Miriam Otte, in her article, "You're on Candid

Camera!" in the August 1994 issue of The Toastmaster.
That article presented helpful tips on how to obtain and
use a video camera. This article presents the next step:
evaluating videotaped recordings of your speeches.

That's not as easy as it first may seem. The problem:
most people, especially the first time they look at them
selves on videotape, concentrate on insignificant details.
They worry when they spot a crooked tie, hair that needs
cutting, a facial blemish and such.

Focusing on those aspects diverts your attention from
the truly important features of your speech, such as:

Appearance of self-confidence

Effectiveness of your body language
And the three most important factors of a productive
speech: content, organization and delivery

To help you concentrate on those features, use
the Videotape Self-Evaluation form at the end by Leon Fletcher

of this article. Make photocopies of it and use the form each
time you see a videotape of yourself speaking. Here's how:

Set aside a folder or binder in which to file your self-
evaluations. Then, after you've taped and assessed a few of
your speeches, you'll be able to review your first judg
ments, compare them with later ones and pinpoint your
improvement.

Fill out the evaluation form by noting in the first blank,
"Speech," either the name of your speech or the content.
The more specific your statement, the more precisely you
should be able to recall that particular speech without
having to view the videotape again.

Be sure to make the distinction between how you looked
and how you felt when evaluating your self-confidence.

Then, on the next two blanks, write in specifics. Don't
answer the statement with something vague like,
"Someone viewing this speech could tell I was confident
by noticing that I wasn't nervous." Instead, write a precise
evaluation such as "...looked at individual listeners, smil
ing often in a way that projected assurance." Be realistic.
Don't write, "Someone viewing this speech could tell 1 was
nervous by noticing my 'knees shaking.'" Of course, your
listeners couldn't see that. You may well think they can,
but you certainly won't see on the videotape your skirt or
trousers fluttering!

In checking the various points about your body lan
guage, consider "movement" as more than just gestures. It
is the place to evaluate your effectiveness in, for example,
stepping out from behind the lectern, walking closer to
your audience or moving over to any charts or visual aids
you may use. This is also the place to judge yourself on
any inappropriate movements such as pacing, hands in
pockets or lack of eye contact.

In assessing your voice, again, avoid generalities. Don't
respond with simplicities such as "good," "strong" or
"deep." Rather, note specific features such as "communicat

ed authority," "easily heard by all in the audi
ence" or "clear and hale despite the cold I had."

il)
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Next, evaluate the three main factors of a speech. In look

ing and listening to the content of your speech, ask your
self questions such as:

Was the subject appropriate, relevant and interesting
to your listeners?
Did you present your own ideas and interpretation?
Were your points and data clear and significant?

iiii^ Did you get to the central idea of your speech quickly?
Did you present a variety of information - statistics,
personal experiences, human interest stories, quota
tions, humor, etc.?

Ill#- Did you use audiovisual aids appropriately?
Ill# Did your data adequately support your conclusions?
II# Did you include smooth transitions from one point to

the next?

Ill# Did you emphasize the main points of your speech
enough to help your audience remember them?

0^^<i4UfcMo4t
To review the organization of your speech,
reflect on these questions;

II# Did you begin with an effective
attention-getter?

Ill# Did you preview your subject

or viewpoint?

Ill# Did the body of your speech

include two to five specific
points?

I# Were those points presented in

a logical sequence?
I# Was each of those points support

ed with data?

I# Did the conclusion of your speech

review your subject, viewpoint or discussion

points?
I# Did your speech end with a memorable statement or

appeal?

^eUoe^
To assess the third important factor of your speech, deliv
ery, consider these aspects:

I# As you approached the lectern, did you project confi
dence?

I# Were your notes, aids, microphone and other equip
ment in place before you began to speak?

Ill# Did you connect with your audience from the start
and then maintain that connection throughout your

speech?

"Using

camera to

one of the

 a video

 evamate is

best ways to

dramatically improve

your speaking skills."

Ill# Did you begin without referring to your notes?
Ill# How often did you refer to your notes?

Ill# Did your speech sound extemporaneous and not as if
you were reading or reciting it from memory?

Ill# Did you avoid verbal crutches, such as ahs?
Ill# Did you maintain good posture?

II# Did you speak loud enough to be heard easily by all

your listeners?

Ill# Did you enunciate clearly and pronounce words

correctly?

I# Did you vary the volume and pitch of your voice and
your rate of speaking?

I# Did you present your audiovisual aids effectively, so

they supported your points and could be seen or
heard easily by everyone in your audience?

Ill# Did you project enthusiasm and confidence?
Ill# Did you appear to enjoy speaking?
Ill# Did you seem concerned that your listeners under

stood, learned from and enjoyed your speech?
I# Did you handle errors with composure?

Did you wait until your speech was

completed before packing up your

notes or equipment?

Upon concluding, did you move

away from the lectern (or from
wherever you were standing)
with confidence?

Don't try to respond to all of these

questions at once. Rather, in each

of the three factors, concentrate on

the two or three questions of greatest

concern to you.

When considering the remaining
points on the evaluation form, don't be

too hard on yourself and don't be too lenient.

Just be honest, specific and fair.

Videotapes can be a great help in improving your

speeches. But you'd be wise to realize that those tapes
may not impress your grandchildren. As pointed out in

the Nov. 21, 1992 issue of The Economist magazine: "If
Athens had possessed video recorders, some of its orators

would now seem no more than curiosities. To modern

ears and eyes. Hitler already seems merely bombastic.
People playing Reagan tapes in the future, their blood
unstirred by the events he was talking about and the

mood of the time, may wonder why he was called the
great communicator." o

Leon Fletcher is Emeritus Professor of speech at Monterey
Penninsula College and author of the book, How to Speak

Like a Pro.
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Uideotape^
SELF-EVALUATION

GUIDE
Instructions: As you view a videotape of one of your speeches, fill in the following. Your
answers need not fit In the spaces provided; use extra pages as you see fit.

Speech Audience Date

I  looked: completely relaxed fairly relaxed somewhat nervous

'  completely relaxed fairly relaxed somewhat nervous

Someone viewing this speech could tell I was confident by noticing that I

very nervous

very nervous

Someone could tell I was nervous by noticing that I

My body language included my: hands

My movement was effective/inappropriate because.

arms eyes face head rj)

My voice was_

MY EVALUATION OF MV SPEECH IN TERMS OF:

Content:

Organization;.

Delivery:.

The best feature of my speech was

My speech could have been better if it

The next time I speak, I'll improve by

Furthermore:

Ihe Tojstmasier • Seplember 1995



Do You Need An

ATTITUDE ADJUSTMENT continued from page 7

(^28

Others see them. Or as the old native Ameri

can proverb goes, "Never criticize a man
until you have walked in his moccasins for

two weeks."

Admit your prejudices. A man sitting
in a passenger car at a railway station

in India looked out through the window of

the coach and saw people who appeared to

have distorted bodies and extremely ugly

faces. He couldn't believe what he was see

ing, but to remove his doubts he dropped the
glass window down only to discover that

everyone was normal. The differences were

caused by the poor quality of the window-
pane through which he had been looking.

Likewise, we sometimes develop prejudices

against people and situations because our per

ceptions are distorted. When this happens, we

need to admit these shortcomings. Doing so

will ultimately improve our attitudes.

Perform a little self-analysis. A busi
nesswoman in a large American city tells

of living in an apartment with another apart

ment building only a few feet away. She

Surprised to see an empty seat at the
Super Bowl, a diehard fan remarked
about it to a woman sitting nearby.
"It was my husband's," the woman
explained, "but he died." I'm very
sorry said the man. "yet I'm really
surprised that another relative, or
friend didn't jump at the chance to
take the seat." "Beats me," she said.

"They all insisted on going to the
funeral."

Introducing JokeBank, now
anyone can get a laugh.

Until now, joke telling relied on your remembering a good joke,
but with JokeBank, you'll find it's easy to tell a joke and you'll
always have a joke on hand to impress your friends. New
JokeBank is a collection of 500 hilarious joke cards. These
classic jokes are guaranteed to offend no one, be acceptable to
most and produce a laugh. Call to order your JokeBank today.

800-310-7478

Bank

could look across an alley into the same

floor as hers and see an old lady sitting by
her window each afternoon sewing or read

ing. After several months it seemed the old

lady's windows were getting dirty. "1 won

der why that old lady doesn't wash her win

dows; they look dreadful and don't let in
much light," thought the businesswoman.

Then one afternoon after the businesswoman

had done her own housecleaning, including

washing her windows, she sat down by the
window to rest. What a surprise! Across the
way the old lady sitting by her window was

clearly visible. While she had been criticiz

ing the old lady for dirty windows, it was
her own that needed cleaning.

Aren't there times in all of our lives when

we blame others for problems while neglect

ing to look at ourselves and our own activi

ties as causing the conflict? If we are to

adjust our attitudes, a little self-analysis may

be necessary.

Our attitudes develop over years of expe

rience. Sometimes they serve us well, at other
times they lead us astray. If we are willing to

review this checklist periodically, it will go a
long way toward keeping us on a positive

track. Ed Walker, president of Conifer Con

cepts, penned some words we could do well

to remember in dealing with others in either

personal or business relationships:

"What is an attitude?

It is the advance of men of our true selves

Its roots are inward, but its fruits are

outward

It is our best friend or our worst enemy

It is more honest and more consistent than

our words

It is a thing which draws people to us or
repels them

It is never content until it is expressed

It is the librarian of our past

the speaker of our present
the prophet of our future."

If we discover our attitudes are not serv

ing us well, maybe we need to consider mak

ing some adjustments. 0

Charles Dickson, Ph.D., is a chemistry
instructor, clergyman and writer living in

Hickory, North Carolina.
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hall of fame

W:

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

DTM
Congratulations to these Toast-
masters who have received the

Distinguished Toastmaster cer
tificate, Toastmasters Interna
tional's highest recognition.

Charles C. (Chuck) Liebell, 615-F

Donald W. Jared, 4703-63Clarice R.

Jones, 2793-12

Silvia T. Zsoldos. 1833-18

Nalalina Caputo, 9429-21
Paul Leo Smith, 970-33

Carolyn Welsbart, 4670-33
John P. Kelly, 3259-65

ATM Silver

Congratulations to these Toast-
masters who have received the

Able Toastmaster Silver certifi

cate of achievement.

Carolyn Virginia Quadl, 805-F
Leo L. Allen, 403-2

John Fenwick, 4270-4

Joan Marschner, 47-5

Ruth Lunde, 7443-6
Ruth C. Werning, 5332-11

Richard E. Danezy, 1026-12
Beverly G. Belcher, 242-13

A. Richard Brazis, 281-24

Norma K. Whetzel, 8539-27

Pauline Dobson, 2780-35

Joseph M. Guarine, 5547-47

Gene Grice, 5801-50

Vincent D. Balli, 6486-56

Keith Carson, 1603-60

Terence W. Kirk, 2729-60

Cheryl Ann Keane, 4821-70
Paul G. Murphy, 3300-71
Denis Corcoran, 5462-71

Roger McMillan, 6312-73

ATM Bronze

Congratulations to these Toast-
masters who have received the

Able Toastmaster Bronze cer

tificate of achievement.

Toni Gallagher, 8426-1
Colleen Humpal, 499-3

Doris S. Tse, 1435-4

Donna W. Fountain, 4270-4

Martin Olmeda, 4170-5

Matt Shively, 3091-7
Sandra Swearingen, 994-8
Edna M, Snyder, 7116-11
Shirley A. McPherson, 8442-11

Ralph Read, 12-12
Grace LeFevre, 1255-12

Angelika M. Bloch, 4465-14

Patricia |. Fiene-Voyna, 8352-14

Mary E. Leberknight, 548-15

Richard E. Schneider, 454-16
Margaret Jameson, 973-21

Marina Cipra, 3620-21

Nancy Darbro, 5385-23
LeRoy C. Wigdahl, 79(38-24

Joan Hopkins, 619-26
Richard E. Dawes, 2977-26

Paul Gormly, 6633-26
Dan George, 4540-28

Jane A. Stockdale. 9346-38

Leo E. Ellis, 2695-39

Michael B. Churchill, 7118-39

Thorn A. P. Smith, 9742-39

Audrey Wight, 1171 -42
Bryon Merrett, 2897-42

Carry K. Lee, 7304-43

Robert Trawick. 1423-47

Donnie Avery, 9443-47

Roy Corion, 3701 -49

Marie C.Wallace, 616-52

Robin Peacher, 3228-54

Donna L. Jones, 5180-56

I- Evelyn Lawson, 4582-57
Sandra Pettigrew, 6751-60
Jean Thomas, 2501-61

Elizabeth Echlin, 6536-61

Deborah Edmondson, 1738-63

Murray R, Smith, 3005-64

E. Wallace Timmons, 3431 -66

Victor Prestidge, 1866-72

Peter Merrick, 8874-73

Rod Taylor, 2444-74
Wilhelm Durholtz, 3775-74

Ruth Pressler, 8217-74

Alfredo L. Tayo, |r., 2712-75

ATM
Congratulations to these Toast-
masters who have received the

Able Toastmaster certificate of

achievement.

Edmund W. Surma, 7629-56

Janice Baylis, 165-F

Norman E. Smith, II, 285-F

Phillip J. Napper, Sr., 3280 - F

Arnett Patterson, 3686-F

Bob Eifler, 5735 - U

Tzung - Shien Hsieh, 5978 - U

Giovanni Diamante, 8258-U

Gary E. Lane, 9168-U
Gerald C. Couch, 9332-F
John A. Holmboe, 2646-1

Joseph Barth, 4489-1
Janis Carroll, 5942-1

Laura J. Blackwell, 5942-1
Len Harvey, 822-2

Amy Duran Vale, 1258-2
Wes Sagami, 1994-2

Ken Payne, 2535-2

Lida M, Stichman, 3491-2

Audrey Hastings, 4617-2
Vera L. Sullivan, 4617-2

Janice Foster, 4723-2

Peter Albert, 4741 -2

Sherrie Carman, 5134-2

Robert Merriman, 5800-2

Edward A. DeBoer, 7115-2

Warren T. Apger, 7657-3
Danetle Key, 9006-3

Linda Johnson, 1803-4

Clifford A. Hylton, 9200-4
John F, Moore, 888-5

Kenneth R, Garber, 888-5

Dianne Seaman, 1442-5

Marian K, Prokop, 4827-5
James C. Christopher, 4807-6

joni Lynn Anderson, 5338-6
Carl P, Bergslrom, 7280-6
Gail S, Denham, 588-7
Margaret K, Baggett, 503 • 6

Alice K. Berg, 5132-9
Marilyn A. Lloyd, 5132-9
Robert C. Gannon, 2917-10
Alan D. Schmidt, 17-11

Mary Smith Leiman, 666 - 11
N F 'Ernie' Earnhart, 1096-11

Terence P. Gay, 2691 -11
Mary L, Rhodes Rowley, 6893 - 11
Karen P. Swinney, 1124-12

Steven R, Posey, 4397-12

Alozie D. Udeh, 6109 -12

Diana J, Werner, 8950-12

Viola F. Hardy, 2579-14
Roger M. McKinney, 4144-14

Koni Thompson, 4212-14
Cassandra A, Daniels, 6752 - 14

Patricia Belts, 8352-14

Richard R. Schultz, 548-15

Ruben Kent Seals, 5411 -15

Paul S. Muller, 4281 - 16

William L, Hayes, Jr., 5846 - 16
James L. Jones, 300 - 18

Mansfield M. Splcer, 2562 • 18
Cathy Wylam, 101-19
Laraine D. Thulin, 335 - 19

Jim Elias, 1325-19

Dawn Cundiff, 1501-19

Mark Knoell, 1501-19

Dennis P. Christy, 3135 - 19
Greg T. Scott, 1924 - 21

Bad Stockford, 1929-21

Nancee Dean, 3849-21

Madeleine Harlamovs, 5499 - 21

Audrey E. Pope, 7732 - 21
Laura Kristiansen, 9881 - 21

Ramon E. Mondragon, 4357-23
Ed de Buvilz, 5385-23

Cenevieve Chave. 5567-23

Richard C. Kraft. 6220-23

Palsy L. Pehrson, 8799-23

Cindy Brown, 229 - 24
Barbara McKenney, 5468 - 24
Bonnie M. Brachle, 6597-24

Arlys Dill. 6981-24

Letha Jones, 6982 - 24

Daphne L. Gardner, 2047-25
BUlie F. Spicer, 6190-25
Kathleen Ann Mrllrailh, 6545-25

David A. Loiseau, 2977-26

Larry R, Miller, 2977-26

Gordon S. Savage, Jr., 3413 - 26

Nancy E. Allen, 4853-26
Ronald M. Griesse, 6651-27

Debra C. Critchlcy, 9212-27
Robert C. Moyers, 1402 - 28

John F. Barry, 1087-30
Susan P. Siebers, 5577 - 30

Harvey F. Thomas, 6667-30

James Phetterplace, Jr., 6667-30
Fred Craver, 2603 - 31

James J. Foran, 4436-31

David Hamacher, 5738 - 31

Phil Moeller, 422-32

Mike Exiey, 1123 - 32
Nancy Junk, 4785-32

Midge Cameron Mitchell, 970-33

Virginia L. Rommel, 3105-33

C. Chris Garrett, 7634 - 33

Alicia Hueda De Salgado, 4276-34
Maria Astrid Nunez Valle, 4276-34

Ricardo Soriano Davila, 5638-34

Alicia Morales Lizarraga, 9305-34

Celia de Monies de Oca, 9305-34

Reynade Reyes, 9305-34
Fernando A. Salazar, 9406-34

Maria Magdalena Zeevaed, 9406-34
Linda J. Napolitano, 834-35
Kate Labuda, 898 - 36

Jacqueline Pasley, 4493-36

Wilfred E. Shisler, 5437-36

Veronica Anne Bucki, 4335-37

James W. Blaylock, 4867-37
Nancie S.Welsh, 6819-37

Donn R. DeBoard, 2774-38

Linda Jean Campman, 2960-38

Stephen Fraundorfer, 6070-38

Lorna R. House, 8401-38

Mark J. Lenz, 178-39

Dennis G. Diede, 1383-39

Jean Bilodeaux, 5273 - 39

Carol Hayes, 8606-39
Joan Anglea, 9010-39

Sharon R. Simko, 553 - 40

Mary L. Doljack, 1802 -40

Kenneth B. Jones, 2126-40

Jean-Jacques D'Aoust, 2869-40

Eugene J. Weber, 51 36 - 40
Edward E. Beeman, 9349-40

29)
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Chfistupher P. Olson. 224-41
Debra D. Watson, 2350-41

Carol F. Wagner, 2656-41
Shona Welsh, 939-42

Far! I. jones, 1512-42

Ivy Meslon, 3144-42

Dean S. Findlay, 3381 -42
lanel Nielsen, 4104 - 42

K.ilhy Fayant, 4310-42

Theima lohanna Riglin, 4508-42
lohn Brittain, 7318-42

Donna M. Vossier, 7445-42

Laura Post, 7554 - 42

Michael I. Blackburn, 3063 -43

Alexandria Louise Rose, 3165-44

Lanelle Witt, 3428 - 44

Mary Koester, 6145 - 44

Baldwin M. Domingo, 1094 - 45
Neale 13. Buxton, 3119-45

Pallie Abrams, 6871-45

Elizabeth Montgomery, 2413-46

Patricia B. Isom, 5463 - 46

Sheik M, Salim, 6798-46

Huldah Bredenberg, 911-47

Margaret 'Peggy' Freed, 976 - 47
Christopher C. Calhcart, 1066-47

Barbara Beneby-Basden, 1425-47
Cynclair P, Musgrove, 1425-47
jerry F. Testa, 1841-47

Mary Barrett, 3196-47

Karen Carlwne, 3299-47

Irwin Maxwell Storr, Ir,, 3596-47

Amy Abrams, 4698-47

George Blake. 6026 - 47
Linda Seashore Larsen, 6026-47

Cheryl Long, 6273 - 47
Gloria D. Kemp, 7250-47

lohn R, Nelson, 8,345-47

Craig Varnadore, 9260-47
Carol Hawnrth Hartman, 9400-47

Beverly R, Hood, 6206-48
Richard Myers, 1805 - 49
Mary Fcalh, 345 - 50
joanne Bond, 713-50

Ruth Blackwell, 1017-50

BethAnne Morgan, 2690-50

Calvin Chappell, 4721-50
Robert Green, Jr., 7348-50

Lisa Katz, 8552 - 50

M, Douglas Schabot, 8608 - 50

Nancy A, Manning, 8983-50
Scow Looi Liew, 655-51

Kevin Diroil Loveall, 8-52

lack Serina, 342 • 52

Rhona Beverly Svidor, 342 - 52

Henry Gchoa, Jr., 2900-52
Carolyn Fox, 3113-52

Belynda lohnson, 4279-52
Pieler L, Severynen, 8231-52

William T, Lawrence, 3007-53

Mark S, Fearon, 5908 - 53

Marcel M. BIythe, 6983-53
Beverly T, Corrigan, 633-54
Hugh Ivany, 995-54

Dorothea M. Perry, 7253-54
Fred A, Flewellen, 2058-56

Deborah L. McCue, 4948-56

Debra K, Aikens, 4948-56

Rita A- York, 5530-56

Brenda |. Sexton, 5556-56

Cynthia |. Barclay, 5556 • 56
Mary Byrd, 5629-56

William E. Dunn, 6260-56

Mercedes Bafli, 6486-56

Cynthia M, Guerrero, 6681-56

Derrick N, Benn, 7167 • 56

Larry Stewart, 5708-57

David P, Anholm, 7169-57

W. Barnwell Vaughan, 1005-58

Richard L, Spencer, 145 1-58
Carl E, Dunn, 2500-58

Margaret Kovacs, 1586-60

Ian Marshall, 1693-60

Diana Ward Keogh, 2057 - 60
Margaret M, Gainlnrth, 2057-60
Steve Rakus. 2303-60

Louise Lcduc. 2432 • 60

Sandra Mustlow, 2729 - 60

Rosa Leung, 3090-60

Vale Rie Masinzn, 3935 • 60

Reta McCormick, 5207 - 60

Merle Fishman, 8517 - 60
Tom Matched, 9523-60

Nathalie Auger, 2273 - 61

Velma Latmore, 5458-61

Solange Dagenais, 6502-61
Norman W, Bowen, 8290-61

lohn P, Kitchen, 9240-61

Melanie Bruno-Short, 404-62

Ruth Hansen, 404-62

Sharon A. Townsend, 5321 - 62

Linda 8, Nilson, 1.565-63

Kona B, While-Henson, 2983-63

Brenda Ford, 4253 - 63

Doris H, Saylof, 5711-63

Hildegard Vandenbyllaardt, 2215-64
Mark H. Dewarl, 2638-64

Nancy Bagiey, 2638-64

Armin T, Ens. 5214-64

Kay Shewfelt, 8002-64

Carl A, DeFranco, jr., 1271-65

David Dube, 1427-65

Marjorie Forth, 3685-65
Thomas W, Shelton, 2870-66

Christine M, Bennett, 3115-66

Page Taylor Hardage, .1167-66
David L. Norman, 3305-66

Corey David Walker, 6915-66

Bryan P. Bourgeois, 6342 - 68

Linda Pear! Richard, 7494-68

Kathiee Baxter, 2756 - 69

Ingrid Elizabeth Duane, 2763-69

Graeme McCourt, 2987-69

Stephen John Moffalt, 3944-69

June Tentori, 7709-69

John L. F. Buchner, 880 • 70

Vicki Wooflger, 2274-70

Clare Madeline Cagney, 2822-70
Mark Francis Whilwell, 3129-70

Ros Van Dyk, 4237-70

Kevin joseph Norton, 5070-70
Veronica Mary Foran, 5071-70

Pam Synfield, 5483-70
Phineas David Herden, 5655-70

Arminel loan Ryan, 6406 - 70

Patrick Joseph Ryan, 6406 - 70
Greg Osborne, 6737-70
Allan John Morris, 6865-70

Paul E. Willliamson, 7334-70

Colleen Moxham, 7519-70

William IBilll Wallace, 8372-70

Cheryl Ann Keane, 9265-70

Mark Brown, 9301 -70

Anthony William Yelton, 9448-70

Patti Bertram, 9691-70

A. A. Barnhurst, 2487 - 71

Fiona Murray, 4141-71

Joyce Jackson, 5461 - 71
Mary O'Connell, 5482-71

Eddie O'Neill, 7729-71

jili L. Shat/. 7951-71

Norma Rose Cameron, 3080 - 72

Malcolm Hutdiins, .1928-72

julie Ann Anderson, 4978 - 72

Marie Chatlerton, 7523-72

Douglas Martin Thorscn, 7818-72
Keith Pieter Mallpgrom. 1060-73

lohn Loy. 2141-73
john Biuron, 3124-73

Martin Howard, 3807-73

Anna Mdlvenny, 5029 - 73

Ross Whiltingham, 6700 - 73
Charles Bruce Patcrson Stewart, 1150-

74

judilh A. Alexander, 1315-74
Rod Taylor, 2444-74
loan Leslie McLeod, 4854-74

Helena MiC.iig, 5120-74
Carole Raffinetti, 6652-74

Annie Coelzee, 9652-74

Dale Clark, 9879-74

Leonardo E, jiz, 2712-75

Ma. Divina Faith A, Segovia, 2712-75
Educarles C. Viloria, 2844-75

Virgilio C. jumamoy, 8229-75

Amparo Martinez, 9.354-75

ANNIVERSARIES

2o vditrs

Sargent & Lundy, 336-30
Knowledge Speakers, 2194-30
North Shore Badgers, 2612-35

(j() s ciirs

Fuilerton, 57-P

fSio vciirs

Van Nuys, 172-52

">() vt\irs

Kaposia, 3 30-6
Vigo, 3.32-11
Pioneer, 5 31-21

N'LNirS

South Hills, 847-1.3

Capital, 876-36
Raleigh, 843-37
Chtco, 558-39

4() vcnrs

Pillsbury, 1891-6
Huron Valley, 1909-28
Calvary, 1 253-36
Parthenon, 1738-63

33 N'diirs

Heidelberg, I6.32-U
Dawn Patrol, 1646-13

Gold Coast, 2727-47

Midtown, 5167-66

Barangay, 3128-75

3() vt^iirs

First Family, 3256-6
Somerville, 1103-46

Miranda R S L, 2505-70

Easlside, 1076-72

Akarana, 3 398-72

25 yciirs

15 vdiirs

ACCI, 43 54-U

Speakeasy, 4 3 37-3
Scottsdalians, 4346-3

North Coast, 4356-5

Anheuser-Busch, 4345-8

Greater Lafayette Adva, 4356-11

PB/T, 4141-14

Progressive, 4J49-14
Daybreakers, 4357-23
Irving Noon, 4 144-25
AFBF, 4 147-10

Research Triangle Park, 4335-37

Harry laffe, 3512-48

lO Vddrs

Seven Hills, 2300-47

Wanderer's, 5976-F

Taichung, 5978-U

Sand & Sea Speakers, 5983-1
Heartbeats, 5965-3

Garfield-Perry, 143-10

A G M C & Friends, 5967-10

University Hospitals, 5969-10

Rosweli, .3990-14

Capitol Hill, 5997-14
West Lakes. 6000-19

Burnaby Mountain, 5989-21
G.U.T.S., 5986.27

NCSC, 599h-29

Claim Masters, 5964-30

Northside Christians, 5988-30

Pembroke Pines, 6003-47

Carrolllon Toastmasters, 5981 -50
Esprit De Corps, 5999-54
Dynamic, 6006-64
Belmonl, 5974-70

Three Kings, 3991-72

NEW CLUBS

roxima Projectors, 7707-5
S.iii Dh.'hii, Ci.ilitornia

County Communicators, 5823-8

CLiylon, Missouri
Bateico Communicators, 6361-47
Na'-'-.uj, Bahamas

Mouth of the South, 6489-47

Miami, Florida

Advantage Speakers, 6808-50
Lancaster. Texas

Toast of Broadway, 5281-52
Ids Angeles, California

Nestle', 6653-52

Clrndaie, California

Mass Mutual Speakers, 426-53
Springfield, Massachusetts
Marshall Eaton, 5626-62

Marshall, Michigan
Undanbi, 2281-69

Brfruiali\ Queensland, Australia

Swords, 1753-71

Swords, Co, Dublin, Ireland

Capital Communicators, 7584-71
Edinburgh, Scotland

Safe Speakers, 4511 -F
Fountain Valley, California

Speaking of Lunch, 6535-4
San Francisco, California

the Toastmaster • July 1995



Vadnais Voice, 7066-6
V.Klnjis Hfij-hls, Minni'soto

Corona-Norco Speechcrafters, 3276-12
Norco, California

Tongue Twisters, 1482-16
Tulsa, Oklahoma

Regulators, 4198-16
Oklahom.i City, Oklahoma

Chase Lakeside, 5773-21
Chase, British Columbia, Canada
Wireless Toasters, 5203-26
Denver, Colorado

NDW Yard Tappers, 7931-27
Washin^lon, D.C.
Arthur D. Little, 6519-31
Cambridse, Massachusetts

Apple Country Communicators, 7122-31
Harvard, Massachusetts

Town Square Talkers, 742-32
Olympia, Washington
Oousman Area, 1517-35
Dousman, Wisconsin

WRO, 4487-36

Washington, D.C.

Noontime No-Ahs!, 7073-38
Fogclsville, Pennsylvania
Talkin 'Cross Texas, 87-44

Monday, Texas
Expressly, 8048-45
Hampden, Maine

Blue Expressions, 1503-46
Newark, New Jersey
Power Engineers, 7800-46
New York, New York

World Toasters, 1917-47
Lake Buena Vista, Florida

Downtown, 6262-47

Jacksonville, Florida

Caliier Communicatos, 3216-50
Dallas, Texas

MCl Networkers, 5910-50
Richardson, Texas

Nestle, 708-51

Bangkok, Thailand

Phoenix Home Life-Hartford, 3058-53
Hartford, Connecticut

Vernon, 4425-53

Vernon, Connecticut

City Centre, 6288-60
Mississauga. Ontario, Canada

ISM Aztecs, 5919-64

Winnipeg, Manitoba, Canada

Greenbrier Smooth Talkers, 4462-66
Chesapeake, Virginia
Rocky Mouth, 6051-69

Maclean, New South Wales, Australia
Gungahlin Jumbunna, Palmerslon,
ACT. Australia

AMRL, 6277-73

Fishermens Bend, Vic, Australia

Jscorite, 2546-74
Pretoria, South Africa

Rainbow, 6447-74
Maseru, Lesotho

RALPH C. SMEDLEY
MEMORIAL FUND

Contributor

Linda Yuska, in memory of Interna
tional Director Peggy Richardson, DTM

State Farm Club 2872-11, In memory
of International Director Peggy
Richardson, DTM

Past international Director |on
R. Greiner, DTM, in memory of
International Director Peggy
Richardson, DTM

Belle City Club 1477-35, in memory
of International Director Peggy
Richardson, DTM

Jake Christopherson and Amy
Christopherson, in memory of
international Director Peggy
Richardson, DTM

Robert Caldwell, DTM. in memory of
Fred Halper, DTM

Murray Maness and Pat (Hurt)

Maness, In memory of International

Director Peggy Richardson, DTM

Moonlighters Club 5739-39, in
memory of Louise Donalhan and

Glen Duncan

Past international Director Jon R.

Greiner, DTM, in memory of Beth
Levra, DTM. Past District 54

Governor

Past international Director Loring D.
Dalton, ATM, in memory of Gerald
P. "Jerry" Brown

Bob Leiman Club 666-11, in memory
of InlernationaJ Director Peggy
Richardson, DTM

Keith Hood and Sue Hood, In
memory of International Director
Peggy Richardson, DTM

HUD Club 6821-11, in memory of
internaliona! Director Peggy
Richardson, DTM

Sparkey's Speakers Club 2663-62
Northwest Club 30-11, in memory of

International Director Peggy
Richardson, DTM

Past International Directors Jim
Sauer, DTM. Don Story, DTM, Jon
Greiner, DTM, Dick Sforer, DTM,
Charley Rodgers, DTM, Fran
Weaver, DTM, and Norm Maier,
DTM, in memory of International

Director Peggy Richardson, DTM

Naples Club 2835-47, in memory of
Gerald P. "Jerry" Brown

Tom F. McEvoy and Ursula L.

McEvoy. in memory of Jack Wilson,
DTM, Past District 16 Governor

Past international Director Ronald 1.

Wallace, DTM, and Mary Wallace,
in memory of Beverly Per! Davis, DTM

District 36, in memory of Past Disiru t

36 Governor ("harles Waterman, DTM

District 36, In memory of Past District

45 C.overno' Terry ( hinnerv, DIM

Past international Director Lydia D.
Boyd, DTM, in memory of Past
international Director Beverly Perl
Davis, DTM

Contributing c:lub
Outer Marker Club 7300-22, in

memory of Ronata Woodridge, CTM
Forest City Club 1165-10

Associate

Matthew B. Winthrop
Lake Club 4541-47, in memory of

Charlotte "Dolly" Conover
District 3, in memory of Betty

Gillis, DTM

Past International President Jack

Gillespie, DTM, and Grace
Ciiiespie, in memory of International
Director Peggy Richardson, DTM

International Director Kai Rambow,
DTM, in memory of International
Director Peggy Richardson, DTM

Region I, in memory of Past

International President Frank

McCrillis, DTM, Past International

Director Beverly Perl Davis, DTM,
and Past International Director

Marvin E, Kline, DTM

Alfred R. Herztng, DTM, in memory
of Fred Halper, DTM

Alfred R. Herzing, DTM, in memory
of Herb Moeller, DTM

Associate

Alfred R. Herzing, DTM

NOTICE OF ACCEPTANCE OF

NOMINATIONS
FOR INTERN ATIONAL OFFICE

People have asked what qualifications are needed to hold Interna
tional Office. Following are the qualifications:

FOR INTERNATIONAL OFFICER;

■ active member of a Toastmasters Club during the entire 12-month
period immediately preceding nomination.

■ served a two-year term on the Board of Directors.

FOR INTERNATIONAL DIRECTOR: (DISTRICTS WITHIN REGIONS)

■ active member of a Toastmasters Club during the entire 12-month
period immediately preceding nomination.

■ served an entire term as District Governor at the time of election.

■ not more than one of the elected Directors may be from any one
Club or any one District.

FOR INTERNATIONAL DIRECTOR AT LARGE: (DISTRICTS OUT
SIDE REGIONS: ELECTED IN EVEN-NUMBERED YEARS)

■ active member of a Toastmasters Club during the entire 12-month

period immediately preceding nomination.

■ served an entire term as District Governor at the lime of election;
or Chairman or Chief Officer of a non-District administrative unit

during the entire administrative year immediately before the unit
became a District or Provisional District; or as District Governor
during the entire administrative year in which the unit became a
District of Provisional District.

If you are interested in running for International Office at the 1996

International Convention and meet the qualifications stated above,
please write or call the Policy Administration Department at World
Headquarters for a booklet called "Information for Candidates to the
Board of Directors of Toastmasters International." This booklet con

tains a "Letter of Intent" to be sent to the International President by
December 31, 1995.
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Is your Club prepared to welcome guests into membership? You
need an organized membership building and new member
orientation program to succeed; these tools will help your Club
attract new members and get them off to a good start.

MEMBERSHIP BUILDING KIT

Complete kit of membership building materials.
Catalog No. 1160

MEMBERSHIP GROWTH MANUAL

Catalog No. 1159

GUEST BOOK

Catalog No. 84

visitor's card
Get some basic information about your guests.
Catalog No. 904 Quantity of 30

GUEST INVITATION KIT

Handsome formal invitation to invite guests to your club.
Catalog No. 344 Quantity of 25

$5.00

$2,25

3.95

$2.25

$5.25

NOTE CARDS WITH ENVELOPES

Catalog No. 352

INVITATION TO MEMBERSHIP

Formally invite guests to become members.
Catalog No, 348

NEW MEMBER PROFILE SHEET

Catalog No. 405

Quantity of 25 $5.25

Quantity of 25

Quantity of 10

NEW MEMBER ORIENTATION SHEET

Everything you need to properly orient new members.
Catalog No. 1162

TOASTMASTERS AND YOU KIT

Introduce new members to your club and the organization.
Catalog No, 1167

PACKAGE OF FIVE TOASTMASTERS AND YOU KITS

Introduce new members to your club and the organization.
Catalog No. 1167-A

$5.25

$.95

$5.00

$2.00

$8.75

Mail to: Toastmasters International

P.O. Box 9052

Mission Viejo, CA 92690

Please send me:

QUANTITY

Il6{)-$5.00

1159-$2.25

84 -S8.95

904 -$2.25

344 -$5.25

352 -$5.25

348 -$5.25

405 -$ .95

1!62-$5.00

I167-S2.00

U67-A-$8.75

Subtotal

Shipping

Tax

TOTAL

Prices subject to change. See the 1995-96 Supply Catalog for
completedescriptions and orhermembershipbuilding materials.

PAYMENT MUST ACCOMPANY ORDER.

Check or money order enclosed: $ (u s. funos)

Charge my MasterCard I VISA (circieonej

Credit Card No.

Expiration Date

Signature

Club No.

Name

Address

City

Country

District

, State/Province

Postal Code

Standard Domesi

Shipping
Total Order Charges

Ic Shipping Prices
Shipping

Total Order Charges

$0.00 to $2.50 $1-10
2.51 to 5.00 2.30

5.01 to 10.00 2.95

10.01 to 20.00 4.05

20.01 to 35.00 5.55

35.01 to 50.00 $6.50

50.01 to 100.00 7.60

100.01 to 150.00 9.95

150.01 to 200.00 12.25

200.01 to - Add 7%

of total price

For orders shipped outside the United Slates, see the current Supply
Catalog for item weight and shipping charts to calculate theexact postage.
Or, estimate airmail at 30% of order total, surface mail at 20%. though
actual charges may vary significantly. Excess charges will be billed
through your Club's account. California residents add 7 75% sales tax


