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The
Homestretch

he ““Homestretch’’ is a magical part of a horse race where all the com-

petitors have made their last turn and begin to run furiously toward
the finish line. Excitement, fatigue, exhilaration and determination all come
together in a flurry of emotions. The goal is in sight and the inner desire
to achieve drives each participant to strive for victory.

Toastmasters are like champion thoroughbreds. We entered our ‘“maiden
race’’ when we joined a club. Preparing for our icebreaker was like taking
practice runs around the track. Developing timing, pacing and endurance
seemed critical. We experienced victory after giving our first speech.

A club can be compared to a race track. Our fellow Toastmasters provide
the surging roar of the crowd, cheering us on, bringing out in us spectacular
and unbelievable efforts. Whether it is giving a speech or serving as a club
officer, each “‘race’” we enter in our club provides the opportunity to meet
new challenges and enter the winner’s circle of personal success.

Toastmasters provides many ‘‘race tracks’’ of opportunity. Beyond the
club, you can develop leadership skills by becoming an area or district of-
ficer. Running the track of leadership means you are not only racing for
your own improvement, but you are riding to ensure the success of fellow
Toastmasters.

Last July, almost 2,000 Toastmasters from all walks of life accepted the
challenge to serve as district officers. From area governor to district gover-
nor, they entered the race and bolted out of the starting gate with the goal
of giving their district “distinguished”” status.

What is the Distinguished District Program? Like the Grand International
or the Kentucky Derby, it is a championship race. To win, districts establish
new clubs and help existing clubs build membership. They also help clubs
establish excellent educational programs.

When members receive their CTMs, ATMs and DTMs, they are working
to achieve their full potential. Our educational programs increase the odds
for success in the race we call “’life.”” The Distinguished District Program
is dedicated to helping men and women capture their own ““Triple Crown”’
by learning the arts of speaking, listening and thinking.

Our district officers are now in the homestretch of the district year. They
are galloping toward the finish wire of June 30 and a record-breaking per-
formance. Waiting for them in the winner’s circle is the victor’s prize—
knowing they have achieved the success of bringing more people to
Toastmasters this year than ever before.

"’Somebody said it couldn’t be done,
But he with a chuckle replied
That 'maybe it couldn’t,” but he would be one
Who wouldn’t say so till he'd tried.”’
Edgar Albery/Guest
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JOKING
AROUND AT

WORK

Humor is an important aspect
of office politics.

BY MAGGI PAYMENT, CTM

emember when First Lady Nancy

Reagan was continually criticized

for her taste in expensive china

and designer clothes? Finally,

when the time was right, she
told a crowd of reporters she was not
taking on queenly airs. “’After all,”” she
explained, ““a tiara would surely muss
my hair.”

Have you ever wished for a snappy
comeback to defend yourself, or to
build your image? You have daily op-
portunities at work for using jokes to
influence others, to diffuse hostility, to
build rapport, and to smooth over
awkward situations. In addition, jokes
can be used to squelch a topic, or to in-
itiate a frank discussion of an other-
wise sensitive issue.

4 The Toastmaster

Take a look at the following myths
about joking at work, and challenge
your beliefs.

““Jokes are inappropriate at work.”

Who said so? Who said you have to
be mean to mean business? Who said
the punch line can’t be close to the bot-
tom line?

Researchers have found that humor
is an important aspect of office politics.
Women who are secure in their jobs
joke as much as men do at work. Peo-
ple who are less secure in their jobs
avoid joking.

People who retreat behind a serious
demeanor underrate the power of
humor. All business contains an ele-
ment of funny business and everybody
laughs at something.

Matt Weinstein, founder of the

G M OE R
— = S Sale s el
Berkeley-based training and consulting
firm Playfair, Inc., is fond of asking,
“How many times have you heard
someone say, ‘Someday I'll look back
on all this and laugh? We at Playfair
like to ask, ‘Why wait?”’

“Joking diminishes my authority.”
What do you think of a person with

easy outward humor? Unprofessional?

Offensive? Confident? Capable?

One of the conclusions of George
Vaillant’s 40-year study of the career
development of successful people,
Adaptation to Life, is that most suc-
cessful people have a very well-
developed sense of humor. Further-
more, they use it as one of their
primary coping mechanisms.

Sooner or later, joking takes place at
work. Because joking is supposed to be



fun, it is often considered frivolous.
Women, in particular, tend to view
joking as more likely to damage their
image than strengthen it.

“I'm afraid my employees won't
take me seriously if I joke with them,”
says one female manager. On the other
hand, men and women who acquire a
reputation for taking themselves too
seriously are described as being weak
in interpersonal skills, and they aren’t
promoted.

The workplace is a hotbed of con-
flicts and tensions, the inevitable result
of combining people with differing
backgrounds and preferences. Ram-
pant joking to cope with workplace
problems is one alternative to rampant
substance abuse.

Still, joking can be inappropriate at
work—if the jokes are inappropriate.

For example, self-disparaging humor
can boomerang and reinforce racial
and sexist stereotypes.

Undoubtedly, joking to soften asser-
tive behavior or statements under-
mines authority. However, a joke to
make your demands more acceptable
is good joke strategy.

People who constantly make jokes
are probably leaking power and
eroding their authority. Yet, if people
know that you can be light about
yourself and serious about your work,
your image is in good shape.

“Joking requires no planning.”

Something which our mothers didn’t
teach us, and isn’t taught at Harvard
Business School, is the ability to make
and take jokes, especially in a profes-
sional setting.

First of all, no one, not even a good
joke teller, should blurt out a joke
simply because it comes to mind. A
joke at work must be told on purpose
and for a purpose.

Jokes should always be appropriate
for the listeners. When any doubt ex-
ists, don't tell the joke. If something is
funny to you, fits your style, and fits
the occasion, go for it.

Or, play it safe and plan ahead to be
spontaneous. Many workplace situa-
tions are predictable. “‘Planned spon-
taneous’’ jokes work.

Change your borrowed joke in any
ways you can to make it relevant and
believable. Find ways to personalize it.
Put yourself, your company or your
coworkers in the joke.

Different jokes are for different folks.
Strive to laugh with others, never at
others. You’ll be respected for choos-
ing jokes that are appealing to every-
one and appalling to no one.

Practice your joke out loud ahead of
time. Proper timing of your delivery is
critical. So is remembering your punch
line.

Keep it brief.

Avoid setting yourself up by an-
nouncing that you're about to tell a
joke. Maintain your usual tone of voice
and vocabulary as you move into tell-
ing your joke. The bigger their sur-
prise, the bigger their laugh.

After your joke, don’t explain it. En-
joy the laughter, then move on. Some
people review their jokes after telling
them: ““That was a good joke, wasn’t
it?”” Don’t!

Going for a laugh is always a risk,
even for the pros. Failure is “’deadly.”
You could “bomb,” or “die.” Or worse,
you could lose your job.

These are not however, good ex-
cuses for avoiding jokes at work. So
memorize a safe line to tell in case of
joke failure.

Remember, five work days without
jokes make one work weak.

Maggi Kirkbride Payment, CTM, isa
member and past president of Laughmasters
Club 4727-5, a humor specialty club, and
a member of Articulates Club 5046-5 in
San Diego, California. She is a writer,
speaker, trainer and consultant who
specializes in career and personal develop-
ment. She presents training and special-
event programs about “'Humor Matters”
at workplaces, meetings and conventions.
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MEMBERSHIP

Take Your Club on the Road

Here’s how to get more mileage out of Toastmasters.

The entire presentation
takes just 20 minutes,
but it etches the
concepts of Toastmasters
in the mind of everyone
who attends.

Editor’s Note: When “‘taking your club
on the road,”’ if time permits, be sure to
bring along a copy of the Membership and
Extension Slide Presentation (Code 376),
available through the TI Supply Catalog.

6  The Toastmaster

BY AL COOPER, CTM

e often hear the cliche,
““Toastmasters is the best
kept secret in town.”

In our club, we realized
that we needed to do some-
thing to increase our membership, give
us an opportunity to speak outside the
Toastmasters environment, and pro-
vide us more visibility in the communi-
ty. We knew that the service clubs in
our town, such as Kiwanis, Lions,
Rotary, Venture and Soroptimist, are
continually seeking new and different
programs for their weekly meetings.

Specifically, these organizations seek
twenty-to-thirty-minute programs
which involve local people with whom
their members can relate, and which
provide information of interest to the
membership. So, it seemed to us that
we could solve our problem and, at the
same time, provide a solution to the
programming needs of local service
clubs.

We did some brainstorming and the
result was a fast paced, 20-minute
““Road Show,”” telling the story of
Toastmasters in a time frame tailored
to the program format of our local
clubs. The ““Road Show"’ program ex-
pressed here is very similar to the pro-
gram described in the Community
Contact Team brochure (Code 1020),
but requires fewer people and can easi-
ly be tailored to the needs of a com-
munity organization. Here is how it
works:

A four-person demonstration team
is formed from the Toastmasters club
membership. One person serves as the
Toastmaster, one is the ‘featured
speaker,” another is Table Topic-
master, and the fourth member is the
evaluator. Three members of the team
serve double duty as Table Topics
speakers. Since many Toastmasters are
members of local service clubs, it is
easy to approach the appropriate club
president or program chairman and
get on the club’s program schedule.

Basically, the demonstration will ex-
plain what happens at a typical Toast-
masters meeting, introduce the service
club members to Table Topics, demon-
strate a poorly delivered speech, let the
audience participate in the evaluation
process, and conclude with a smooth,
highly polished speech which demon-
strates public speaking at its best.

Before the meeting, 3-by-5-inch in-
dex cards are placed at each seat. At
the beginning of the meeting, the pres-
ident of the club asks each of the
members to write a subject for an ex-
temporaneous speech on the index
card and sign it. (Having the cards
signed tends to eliminate submission
of inappropriate material and lends a
sense of legitimacy to the process.)

The index cards are collected, placed



in a container and used for the Table
Topics portion of the program. At the
appropriate time, the sponsoring club
president or program chairman intro-
duces the Toastmaster, who then in-
troduces the other three members of
the team, gives a two-minute introduc-
tion to Toastmasters, explains how the
program will be conducted and intro-
duces the Topicmaster.

The Topicmaster gives a short in-
troduction to Table Topics and asks the
president of the sponsoring club to
draw one of the index cards from the
container, read the name of the person
submitting the topic, and the topic.

Members of the sponsoring club are
invited to time the speaker and to
begin their applause at the end of 60
seconds.

The Topicmaster then assigns the
topic to a Toastmaster, who immedi-
ately rises and gives a 60-second Table
Topics speech, displaying all the attri-
butes of a polished Toastmaster. This
process continues until all three Toast-
masters have participated.

Finally, the Topicmaster invites the
audience to participate. This usually
elicits looks of fear and panic, and rare-
ly results in any takers. However, if a
member of the audience does choose
to participate, the Topicmaster must be
certain to lead a positive round of ap-
plause for the participant regardless of
the quality of the speech. At the end
of the allotted five to seven minutes,
the Topicmaster returns control to the
Toastmaster.

The Toastmaster then thanks the au-
dience for their participation and sets
the stage for the ““featured speaker.”
He or she briefly introduces the speaker
and announces that the speaker will
demonstrate how not to give a speech.

The speaker presents a 90-second
speech during which every rule learn-
ed in Toastmasters is broken. (Your
club members can develop ideas for
flaws to demonstrate during this
speech. Examples can include ex-
cessive use of ““ah,”” ““you know,”” im-
proper posture, speaking monoton-
ously, mumbling and lack of eye
contact.

The audience may not find many of
the speaker’s flaws to be humorous
because they may see their own mis-
takes manifested in the speaker. Usual-
ly, however, the speaker will be able
to evoke a fair amount of laughter or
at least some chuckles. The Toastmaster
takes control of the meeting after the
speech, thanks the speaker and in-
troduces the evaluator.

In the few minutes allocated to the
evaluation phase of the program, the
evaluator gets the audience to par-
ticipate by soliciting their comments as
to what errors were committed by the
speaker and what the speaker should
have done. To demonstrate that
Toastmasters International is a “caring
organization,”’ the evaluator gives a
brief ‘“Toastmasters-type”’evaluation
of the speech. Now that the audience
knows what was done incorrectly, the
speaker is reintroduced by the Toast-
master and the speech is given in a
smooth, polished, professional manner.

Members of the audience have now
heard excellent examples of extem-
poraneous speaking, the wrong and
right ways of speaking, as well as how
positively we present our evaluations.
Most importantly, they have had fun
in the process. It is on this high point
that the Toastmaster reiterates what
happened during the program, reminds
the audience of the purpose of Toast-
masters, and invites them to visit the
Toastmasters club at the next regular
meeting. He then returns control of the
meeting to the sponsoring club’s pres-
ident.

The entire presentation takes just 20
minutes, but it etches the concepts of
Toastmasters in the mind of everyone
who attends, and gives your club
many well qualified leads for new
members.

In addition to serving as a publicity
and marketing tool for your club, par-
ticipation in the development and
presentation of the ““Road Show”
tends to develop greater cohesiveness
within your club and gives members
an opportunity to speak in a “non-
Toastmasters’” environment. Some of
your members may even be able to
count their participation as a ““non-
Toastmasters’” speech in one of the ad-
vanced manuals. Finally, the composi-
tion of the presentation team can be
rotated among your club members so
that everyone in the club can par-
ticipate and gain valuable experience.

Taking Toastmasters on the road was
a new and entertaining project for our
club. It worked for us and it will work
for you. Try it, and take your club on
the road to success. (T

Al Cooper, CTM,
president of Oak Har-
bor Club 514-2 in Oak
Harbor, Washington,
is a retired Lieutenant
Commander of the
U.S. Navy.
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TALKING

YOUR WAY
TOTHETOP

Keys to success in the exciting field
of professional public speaking

BY KATHLEEN A. BISHOP, ATM

8  The Toastmaster

amous people get paid a lot of money to

stand up and give speeches at lunches,

breakfasts, dinners, seminars and rallies.

They’ve taken their professional and per-

sonal experiences and turned them into
speeches that have produced money, fame and
personal rewards.

Cavett Robert is one of those people. Co-
founder of the National Speakers Association, he
is a 51-year Toastmasters veteran, a recipient of
Toastmasters Golden Gavel Award and winner
of Toastmasters International Speech Contest in
1942. Cavett went from being an attorney and
realtor to success as a professional speaker.

“I made my first professional speech when I
was 61 years old,” Robert, 80, recalls. “I tried to
retire and found out that I was just dying on the
installment plan. So I finally decided I was going
to retread instead of retire. I started to make
speeches and realized that the adrenalin started
flowing. I felt twenty years younger.”

During his career Robert has averaged about 200

speeches a year. Each audience has had the op-
portunity to hear his homespun brand of wisdom.

Shannon Barnett is another professional
speaker who made an incredible career climb from
sales representative to director of sales and
marketing to professional speaker and consultant.
Barnett was in charge of a 12,000-member
organization of independent sales people for 13
years. Now she’s speaking nationwide to 130
groups a year, sharing her message of ““Wings
and Roots.”

I met Cavett Robert and many other speakers
while I was director of sales and marketing,”” she
says. “I hired them and they asked me, ‘Why
don’t you get out and speak?’ I thought that was
all very nice, but I wanted to know what they did
for a living.”

Wings and Roots

Three years ago, Barnett finally took their ad-
vice seriously. Today she is one of the top
speakers in the United States and plans to expand



her speaking circuit to include Australia,
Singapore and Canada.

What could she possibly have to say that would
interest people around the world? Barnett gives
motivational speeches. Her “Wings and Roots”’
message is about positive thinking.

“You've got to have positive thinking; that’s
your wings,” she says. “And you've got to
balance it with positive action; that’s your roots.
The blending of the two makes your success. One
without the other is no good.”

She has chosen a popular subject, which she
surrounds by Texas tales and tall stories that make
her speeches fun, interesting, thought provoking
and memorable.

However, speaking is not all huge audiences
and big paychecks. It’s a tough business, often
discouraging and ego-bruising. And sometimes
a short speech requires long travels.

Nine Tips on Professional Speaking
Do you have a message that would be of in-

t's
only when
you speak
from your
heart that
you will
reach your
audience.”’

Cavett Robert
DR

terest to other people? Are you a success or an
expert in a particular field? If so, you can take your
personal and professional experiences and turn
them into a profitable speaking business by
following these tips from Cavett Robert and Shan-
non Barnett.

1. Select a message.

You need a message, Robert says. ““One that
cries for expression, one that you believe in, one
that you can express humorously and interesting-
ly. Remember, it can take years to develop a good
speech. People are more interested in your feel-
ings than your words. You've got to believe in
your message.”’

2. Join Toastmasters.

How are you going to be a good speaker? Begin
by joining Toastmasters International to perfect
your speaking skills, Robert advises. “Toastmas-
ters teaches you how to write your first speech,
and helps you with delivery techniques, such as

May 1988 9
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body language, vocal variety and hand gestures.
Once you've mastered these basic skills, sign up
for your club’s Speakers Bureau and spread the
news about Toastmasters to local organizations in
your community. That will give you plenty of
speaking experience and will give you a reputa-
tion as a speaker.

“Get all the practice you can at Toastmasters.
Enter club contests and work your way up to area,
district and division contests. Put your skills to
the test. If you think that speaking before a
Toastmasters audience is difficult, try speaking
before an audience that’s paying you a lot of
money and expects you to be funny, intelligent,
entertaining and the world’s foremost expert on
your topic.”

3. Write a speech.

Once you feel confident about your skills, write
a 30-40 minute speech that you can extend to in-
to a two-hour seminar. Tape-record it, Robert
suggests.

“Play it over and over until it becomes a part
of your subconscious mind. You get knowledge
from your conscious mind, but you get feeling
from your heart. It’s only when you speak from
your heart that you will reach your audience. Do
not try to be all things to all people; pick a topic
or subject and stick to it. You want to be
remembered for your own special message.”’

Once you’ve decided on the message, Barnett
says you must remember that, as a speaker,
“you’re leading people down a path. Would you
follow that path? You credibility is on the line. It's
important that people are able to relate and iden-
tify with you. You must ask yourself: ‘Can I live
by my message?’ and ‘Am I willing to allow peo-
ple to identify with me?’”

4. Create a brochure.

You must have a promotional brochure. Robert
believes that although a brochure will never get
you a speaking engagement, you'll never be con-
sidered a professional until you have one.

Dr. Robert Anthony, in his book, How to Build
a Lucrative Paid Speaking and Seminar Business, says,
“If used properly, your brochure can be one of
your most effective prospecting tools.”

Find a professional writer to help you and print
about 500 copies. In the beginning, you’ll need
to revise your brochure every year or even more
often.

5. Make a demo tape.

You need a cassette tape to send to prospective
clients. They’ll want to hear a live presentation
that you have made to another group. Choose a
speech for which you received many laughs,
much applause and lots of audience feedback.

Dr. Anthony says, ‘‘Most people will hesitate
to hire you until they’ve heard you first. After all,
you're in the speaking, not the writing business;
the clients must hear your voice if you want to
win them over. In reality, this should be called
an audition tape. That’s exactly what it is. Just as

10 The Toastmaster

t's
important
that
people are
able to
relate and
identify
with you.”

Shannon Barnett

in auditioning for a play, your performance deter-
mines whether you’ll ‘get the part.””’

You are probably wondering how you can do
that if you’ve never been paid for a speech. Send
out letters to local Rotary, Kiwanis and Elks clubs
asking to be a guest speaker at one of their
meetings. Bring your tape recorder and record
your presentation. After you've done a dozen
speeches or so, you'll find one you can use as a
demo. However, don’t make the tape longer than
15 minutes, even if your speech was longer.
Choose the best parts of your speech for the
demo.

Every large town has a sound studio that can
copy your tapes for you, and every printer has
labels that can be personalized with your name
and contact information.

6. Market a product.

You need a cassette album or product to sell.
Robert says, “If you get up and give a good
speech, the audience won’t remember 10 percent
of it the next day. Next month they won't
remember two percent, and six months later
they’ll ask, ‘What’s the name of that crazy old guy
we heard speak?’”’

Begin thinking of ideas for a cassette tape series
that relate to your speech topic. You can have the
tapes recorded live during your speeches, or done
professionally in a sound studio.

7. Write a book.

That may sound like the impossible dream, but
it really isn’t. If you’ve got a message that you're
compelled to speak about, then you've got the
beginnings of a book.

I wrote my book following the advice of Dr.
Robert Anthony. He says, ““The best way to write
a book is to write two or three pages a day, no
more, no less. The discipline of doing two or three
pages a day, every day, will enable you to pro-
duce your first manuscript within 90 days.”
Believe it or not. He goes on to say, “‘The next
step is to have your book published. You'll waste
an incredible amount of time and energy looking
for a publisher. Only one out of 10,000 manu-
scripts received by publishers ever gets into print.
You can't afford the odds and you haven't got the
time.” Self- publication is the way to go.

8. Market yourself.

At last you're ready to enter the world of pro-
fessional speaking. Now’s the time to begin
marketing yourself. Go to your local convention
bureau and find out about conferences or conven-
tions to be held in your community. Write the
organizations and ask to speak at their conven-
tions. Mention your fee and offer to send them
complementary cassettes. Don't forget to include
a copy of your brochure. Several days later, follow
up with a phone call.

Shannon Barnett advises that with this phone
call, “you’ve got to sell them on the idea that
you're a results-oriented speaker. The audience
will leave not only feeling good, but being



educated as well.”

Patricia Fripp, past president of the National
Speakers Association, always asks the meeting
planners this question: ““What do you want in the
minds of your people after I'm through speak-
ing?”" If you can fulfill their answer, you're the
speaker they’ve been looking for.

After completing the engagement, follow it up
with a letter to every chapter of that association
or every branch office of that corporation. Let
them know that you would love to speak to them
as well. You're now on the road to getting
engagements by referral. Each time you do a good
job for someone, you should get additional jobs
just from word of mouth and follow-up
correspondence.

9. Join the National Speakers Association.

The next thing you must do is to join the Na-
tional Speakers Association (NSA). Cavett Robert
and several of his colleagues found out it wasn’t
enough to be a good speaker; you had to market
yourself as well. ““You can be the best speaker in
America, yet be the best kept secret and go to
your grave with your music still within you,”
Robert says. He and his associates formed the Na-
tional Speakers Association to share the
knowledge they had gained with other profes-
sional and aspiring professional speakers around
the country.

Mark LeBlanc of St. Paul, Minnesota, says,
“joining the National Speakers Association is by

ou’ve
got to sell
them on
the idea
that you're
a results-
oriented
speaker.”’
Shannon Barnett

far the greatest investment I've ever made in ad-
vancing my professional career.”” Rosita Perez of
Brandon, Florida, believes that “every fee I now
earn, every skill I've honed, every sound decision
I've made for my business, can, in some way, be
attributed to NSA membership.”” Burt Decker of
San Francisco says, “The meetings are totally
stimulating and renewing. NSA is truly an amaz-
ing resource.”

The Birth of a New Profession

Cavett Robert really believes that a new profes-
sion has been born and people soon will quit say-
ing to him, ““Yes, but what do you do for a liv-
in ?II

When I asked Robert to what he attributes his
great success, he said, “It’s hard, hard work.
You've got to make sacrifices and keep your
priorities in order. It's having the passion of a
lover, the fire of a crusader, the dedication of a
saint and the perseverance of a martyr. You've
got to give up other things in order to get it.”

You who desire to share your message with the
world can begin today to talk your way to the top.

Kathleen Bishop, ATM, a member of Plantation
Club 2582-47 in Plantation, Florida, is president of
K.A. Bishop and Associates, a communications con-
sulting firm. A member of the National Speakers
Association, she has been nominated to the 1988 World
Who's Who of Women for her accomplishments in the
speaking profession.
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SPEAKING

DISCOVER YOUR SPEAKING

Don’t just mimick other speakers.

BY ROBERT ALAN BLACK, PH.D., ATM

b hat a great speaker. I

wish I could speak like
that.”
You often hear this
statement, or one much
like it, after a particularly good presen-
tation. People are usually a little envi-
ous of a good speaker.

The first advice a Toastmaster gives
people who make such statements is
to attend a Toastmasters meeting. After
they attend, we suggest that they join
a local club. As new members, they
usually learn by mimicking the better
speakers in the club.

This is basically fine. Too many
members, however, grow only to the
level of the experienced members. If
the older members are continually
growing, everyone grows. If the older
members are resting on their laurels,
little progress is made. In order for all
Toastmasters to grow and progress
toward their potentials as speakers,
they need to discover their own unique
strengths and styles.

Just as we all have our own specific
thinking, learning and problem solv-
ing styles, we also have our particular
speaking or communication style.
Some individuals favor rational meth-
ods while others prefer intuitive and
flamboyant techniques. Still others
prefer systematic and logical deliveries
and some prefer very personable ap-
proaches. These represent four basic
speaking styles.

12 The Toastmaster

MEDITATIVE INTUITIVE
(Rational) (Flamboyant)
DIRECTIVE NEGOTIATIVE
(Systematic) (Personable)

No one uses one of these styles ex-
clusively. We all tend to use a mixture
of the four. Generally, we favor one
style or combination of styles over the
others. For most people, one style
dominates, a second supplements and
the other two are basically not used.

Meditative

Speakers with this style use facts and
figures while being logical and rational.
There are no holes in their presenta-
tions and no unanswered questions.
These people concentrate on facts,
logic and proof, using graphs and
charts as visuals. Often the audience
must listen very closely to catch all the
important data.

Intuitive

These speakers use imagery, props
and audio-visual presentations. They
involve the audience in seeing new
ways of looking at issues. They stress
possibilities and potentials, emphasiz-
ing uniqueness. They often have ““aha”
experiences during their presentations,
creating while they speak. When these
people’s intuitive powers are strong,
their speeches become exciting for both

the speakers and their audiences.
Creativity is always present.

Negotiative

These speakers use a friendly, per-
sonable and audience-oriented conver-
sational approach. They like to involve
members of the audience, even if they
are strangers, and prefer to use names
of people in the audience. They tend
to personalize their humor, and usual-
ly illustrate their main points with
anecdotes. They often deliver motiva-
tional, emotional speeches.

Directive

Speakers with this style use a very
systematic and easy-to-follow ap-
proach, using facts and figures quoted
from experts and authorities. Often
they provide audiences with outlines
on handouts so they can follow the
structure and content of the speech.
They emphasize reliability, detailed
specifications and accuracy. They
prefer accepted speaking methods and
approaches and use them like for-
mulas. Their speeches are specific and
clear.

Find Your Style

If you're interested in discovering
your preferred style or combination of
styles, fill out the questionnaire accom-
panying this article. Remember, there
is no “perfect” speaking style. Speakers
maximize their abilities and skills when



they match their efforts with their in-
dividual styles.

As Toastmasters, we can benefit by
capitalizing on our own speaking
styles and not simply mimicking other
speakers. In turn, we can better assist
new and beginning Toastmasters by
helping them discover and maximize
their own natural styles.

Robert Alan Black,
Ph.D., ATM, is a
member and past pres-
| ident of Athens Club
1779-14 in Athens,
Georgia. A former col-
lege professor, he is a
management and mar-
keting consultant specializing in programs
for business, industrial and government
clients.

SCORING SHEET

Circle your responses from the ques-
tionnaire. Add up the points under M,
I, N and D. Please notice that question
2 is worth three points and 6 is worth
two points. All others are worth one

point.
el ol D
1) B D & A
2) A@) €3 B(@3) D®E
3) C A D B
4) B A C D
5) B C A D
6) B2 A2 D@2 C@2
7) € B A D
8) D A B C
9) A D B C
s e e o]0

M I N D

Your M,[,N,D scores should add up to
12. If they do not, check to see if you
answered all nine questions and that
you counted the scores for questions
2 and 6 properly. Questions 1,3,4,5,7,8
and 9 are worth 1 point each. Question
2 is worth 3 points and question 6 is
worth 2 points.

For more information about the use
and application of MIND DESIGN
contact: Robert Alan Black, Ph.D.

957 Baxter

P.O. Box 5805

Athens, GA 30604

(404) 543-9355

MIND DESIGN Questionmaire

This questionnaire has been developed to examine learning, thinking,
problem-solving and communication styles. MIND DESIGN was design-
ed to illustrate individual differences that produce infinite personal styles.
Circle one response per question only.

1) Would you describe yourself most as:

A) organized  B) analytical  C) interpersonal D) innovative
2) When you work on projects or assignments:

A) you attack them logically with facts and rationale

B) you prefer to be a team member

C) you play with ideas and often rely on hunches

D) you use step-by-step procedures

3) When/if you have time for hobbies you prefer:
A) hobbies you do alone to use or develop your creativeness:
photography, painting, sculpture, arts and crafts, writing or
reading.
B) hobbies you do with close friends for competitive reasons to
win trophies/awards: boating, cards, fishing, bowling, spectator
sports.
C) hobbies you do alone and strive to improve your skills at: golf,
woodworking, home improvements, reading.
D) hobbies just for fun: fishing, baseball, bowling, or being a col-
lector who is active with other collectors of stamps, coins,
memorabilia, etc.

4) If you had to group people, which of the following would you
use?
A) 4 categories—creative, O.K., boring, rigid
B) 4 categories—intelligent, strange, too stiff, too emotional
C) 1 category—all potentially good if they try and are supported
D) 4 categories—those that must be: supervised, organized, con-
trolled, guided

5) If someone saw your office or work place, they would say you
are:
A) Sharing space with others
C) #$%&@#!

B) neat and orderly
D) highly organized

6) Which aspect of your job do you enjoy the most?
A) concepts and innovation B) technical and problem solving
C) organizing and administering D) teamwork

7) If your spouse or a friend chose one word to describe you, it
might be:
A) friendly  B) dreamer  C) thinker D) reliable

8) Do you experience motion sickness on amusement rides, at sea, or
in moving vehicles?
A) always or most of the time

C) never

9) Iam...
A) a loner
B) generally with people, or wish I was or could be.
C) not comfortable with overly emotional or too friendly people.
D) a loner when I choose to be and not when I choose not to.

B) sometimes, but can control it
D) once or twice

After answering the questions, transfer your answers to the scoring sheet.

©Robert Alan Black, Ph.D., 1985
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Toastmasters Salutes ITC

As International Training in Com-
munication (ITC)—formerly called In-
ternational Toastmistress Clubs—
celebrates its 50-year anniversary this
year, Toastmasters International salutes
this organization and its leaders. We
recognize the common heritage and
cause of our two organizations, and are
proud of ITC’s success.

In 1938, when Toastmasters Interna-
tional accepted only male members
and virtually no educational organiza-
tions existed for women, the wife of a
Toastmaster formed the first Toast-
mistress club.

The founder, Italian-born Ernestine
F. White, a secretary, part-time model
and actress, often accompanied her
husband to Toastmasters meetings in
their home town of San Francisco. It
was at one of those meetings, held at
the YWCA, that the female desk clerk
suggested to Mrs. White that they form
their own group.

Ernestine F. White

Mrs. White was the right woman for
the job, as her husband, George, had
been instrumental in assisting Toast-
masters’ founder, Dr. Ralph Smedley,
in forming San Francisco’s first Toast-
masters club. The first Toastmistress
club soon was formed, receiving over-
whelming response and membership
inquiries.

It was Dr. Smedley, one of the new
women’s organization’s staunchest
supporters, who suggested they “‘go
international.”

Mr. White, a patent attorney, pre-
pared the articles of incorporation, and
the organization’s first international con-
vention was held jointly with Toast-
masters in San Jose, California, on
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Production Manager Larry Langton is honored for his 20 years of service by Executive

Director Terrence McCann.

WHQ Manager Celebrates

20-Year Anniversary

Larry Langton, World Headquarters’
40-year-old manager of Production,
has spent half of his life working for
Toastmasters International.

“The best thing about the past 20
years is the past 20 years,”” Larry said
when presented with a commemorative

plaque and a clock for his long-time
service at a recent staff luncheon in
his honor.

This statement is typical of Larry, a
quiet man whose manner of speech is
short and succinct, but whose sense of
humor and dedication to work is praised
by Executive Director Terrence McCann
and his co-workers.

Continued on page 20

August 10 through 12, 1939.

As founder Ernestine White then
became the first president of Interna-
tional Toastmistress Clubs, she was
presented with a gavel used by the
Vice President of the United States. In
her acceptance speech, she said: ““Our
purpose must be the betterment of our
acts and words; the enhancement of
our faculty to influence others; eleva-
tion toward leadership; control and
direction of our every act and word for
bringing about waves of activities that

will attain the best possible results for
the individual and for the whole.”

ITC has come a long way since that
day almost 50 years ago. Today, the
organization has 25,000 members—
both men and women—in twenty-five
countries. Toastmasters International
congratulates International Training in
Communication for its success in im-
plementing its goal of “hoping through
better communication to achieve
greater understanding throughout the
world.”



A Question of Leadership

I sincerely enjoyed Peter Crabtree’s
February article, ““Leadership, An
Elusive Quality”” (February 1988). One
item did jump off the page, though,
and I feel I should bring it to your and
Mr. Crabtree’s attention.

The author gave an example of
leadership as not being afraid to be out
in front. I definitely agree. I disagree,
however, with one of the examples
given, John Brown. Brown not only
believed that slavery was evil, he was
evil. I will give some examples of this
from a Time Life book. Obviously, I
have no way of determining the validi-
ty of anything in the book, but by
reading from several other writings on
the same subject, I believe it!

Brown'’s group called on the James
Doyle family on May 24, 1856. They
took all except the youngest son out on
the prairie, killed them with their
swords, split the boys’ skulls like
melons, then sliced the arms off one of
the corpses. They did not kill Mrs.
Doyle, but she got to watch!

He was a failure at 15 business ven-
tures in four states and weathered
numerous lawsuits and accusations of
dishonesty.

John Brown was an accomplished
speaker, evidenced by the fact that he
rallied people to join his bloodthirsty
gang.

I'll close with a quote from this
maniac: “‘Better that a whole genera-
tion of men, women and children
should pass away by a violent death
than that a word of either (the Bible or
the Declaration of Independence)
should be violated in this country.”

Everett Harvey
Woodman Club 681-11
Indianapolis, Indiana

Even Reagan Needs Practice

The article entitled ““You are the
Message”’ (February, 1988) was one of
the most interesting articles I have ever
read in The Toastmaster.

It is always fascinating to know what
goes on behind the scenes in the White
House. But what was most interesting
was that even a well-known, experi-
enced speaker such as President
Reagan still needs a confidence booster
now and then. Furthermore, this arti-
cle showed how a good speaker must

(L

go through the preparation and prac-
tice to leave a lasting impression on the
audience.

The article by Roger Ailes and Jon
Kraushar was a good example of how
a presentation is made with overall
body communication, not just words.

Jeff Werwie
JCI Energetics Club 1595-35
Milwaukee, Wisconsin

Evaluate, Don’t Criticize

I really enjoyed reading the February
issue of The Toastmaster. The subject of
leadership was dealt with in many fine
articles.

However, I was somewhat disap-
pointed with one section of the lead ar-
ticle written by Peter Crabtree. The
author suggests that the leader “be
open to criticism”’ and use that criti-
cism ““while in a position of power.”
It seems to me that criticism of perfor-
mance, whether it be giving a speech
or leading a group of people, is not the
way to get the ““best”” from ourselves
or from others. Simply, the concept of
criticism seems to me so un-Toast-
masters-like.

We grow from evaluation of our per-
formance, not criticism of the same.
Mr. Crabtree made many fine points
in his article; it was worth reading. It
just seems to me that any reference to
criticism as being useful to personal
growth is out of place, and might have
been edited out.

David Keen
Red Barn Club 5144-2
Seattle, Washington

Drinking Is 0.K.

I write this letter to express my
disagreement with one of the March,
1988 letters to the editor, and to offer
my support to your decision to men-
tion beer, wine and drinking buddies
in The Toastmaster.

Whether people such as Pat Eather-
ly like it or not, an occasional alcoholic
beverage or two is an important part
of life for many responsible people, in-
cluding Toastmasters and others in
leadership positions, and including
this writer; and “‘drinking buddies”
are closer to each other than most peo-
ple who meet for the first time.

In fact, drinking together is one way
men in our society get close. And

whether or not people such as Pat
Eatherly agree, I think it’s entirely ap-
propriate for The Toastmaster to
recognize this.

Michael ]. Lee, ATM
Sunrise Club 1829-4
Salinas, California

Ghostly Cover

I usually just look a second and third
time and let it go, but this time I'm go-
ing to write—I think the March cover
of the magazine is horrid! It is definite-
ly ““offbeat,”” original and ghostly!

I just thought I would warm up my
fingers to let you know how one
member reacted, but maybe no one
cares. I have been looking at The
Toastmaster covers for many years, but
this is about the most unlikely one I've
seen, if you'll pardon me for saying so.

Barbara | Mueller
Koffee N Toastmasters Club 105-F
Redlands, California

Articles Appeal to New Members

It’s great being a member of
Toastmasters. I've had the unique op-
portunity of joining a brand new
chapter. After reading the October
1987 issue of The Toastmaster, 1 realized
how fortunate I was.

International President John A.
Fauvel, DTM, reminded members how
important it is to make guests feel
welcome, because walking into a
meeting of an established Toastmasters
club can be very intimidating. Since
our whole membership is new, we all
had fun learning together. The ability
of our group has improved a hundred-
fold since our first meeting on October
27, 1987.

Ilook forward to The Toastmaster each
month to learn more about what is
happening in other clubs. There’s a
certain joy in reading the articles and
realizing how they relate to us. For ex-
ample, the October article already
mentioned, and ‘“Viewpoint” in the
December issue by John Fauvel, who
stressed that we ““promote camaraderie.”

Greeting each member and guest at
every meeting could be a very strong
foundation upon which to build a club.

Mariana Meurer

North Orange County Board of Realtors
Club 5543-F

Fullerton, California
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““A successful pérso Emust have the ability to work well
with others, commuriigate effectively, and be willing to
take a chance.” |

PAUL F. OREFFICE
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PAUL r. OREFFICE

JOW'S DYNAMIC LEADER

BY JULIE BAWDEN

hen you speak with the chairman of the
board of The Dow Chemical Company,
it’s hard to believe that he once suffered
from “painful shyness”” and found it
difficult to express himself. Paul F.
Oreffice answers questions directly and in an
organized manner, and has no discomfort with
the spoken word.

“In college, I took a speech course and had trou-
ble opening my mouth,” he says. “When I
graduated in 1949, a friend told me about
Toastmasters. I was very interested and joined the
club in Lawrenceberg, Indiana. It did a tremen-
dous thing for me—it made me loosen up and
taught me how to speak in public. I'm considered
a very good speaker nowadays, and I don’t think
I could have gotten there without Toastmasters."”’

Where this charismatic, well-spoken business-
man has gotten is to the top of one of the United
States’ largest chemical companies. In May 1978,
he was named president and chief executive of-
ficer (CEO) of The Dow Chemical Company and
in May, 1986, he became chairman of the board.
The former two positions he held until just recent-
ly. He remains chairman.

In 1953, when he began his career with Dow
at their headquarters in Midland, Michigan, he
helped found the town's first Toastmasters club,
the still active Tittabawassee Club 1655-62. He felt,
and continues to believe, that good communica-
tion skills are necessary to succeed in business.

“The best ideas aren’t worth anything if you
don’t know how to communicate,” he says.
“Throughout the years I've suggested Toastmas-
ters membership to young people who I felt were
bright, but lacked good communication skills,
because that organization is one of the best
vehicles for learning how to speak. It also teaches
you to think on your feet and that’s helpful,

because that’s the way the real world is. If some-
one asks you to give a short speech, you don't
have time to sit and think.”

During his lengthy and colorful career, he has
thought on his feet a number of times. As CEO,
president and chairman of Dow, Oreffice has
faced his share of challenges. In the early 1980s,
the company had some financial difficulties and
dealt with controversy over the production of cer-
tain types of chemicals.

“The early 1980s were
the most difficult time fi-
nancially for the company
in thirty years,” says T.K.
Smith, Dow’s vice presi-
dent of government and
public affairs, who has
known Oreffice for 15
years. ‘I think that was
the most strenuous time
I've seen him [Oreffice]
undergo. It was a difficult period for him both
personally and professionally, because if you're
the chief executive, you feel like you're supposed
to lead the company through the dark valleys to
success. I think he remained optimistic that we
would pull through and be even more successful,
which turned out to be the case.”

Rather than shying away from publicity and
speaking engagements during this trying time, as
some company executives might do, Oreffice
spoke with newspapers, appeared on network
television and presided over press conferences.

In their book, The Big Boys, which includes a
chapter on Oreffice, Ralph Nader and William
Taylor mention how Oreffice was willing to
discuss just about any topic. They also note his
excellent speaking skills, crediting Toastmasters
with his training.

Dow'’s corporate
headquarters in
Midland, Michigan
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By speaking his mind during Dow’s early 1980s
crisis period and putting his business sense to
work, Oreffice did turn the company’s financial
picture around; something he considers his
greatest career accomplishment. He did so by
diversifying.

"I took this company, which was strictly in the
basic chemical business, and moved it to a more
diversified chemical company,” he explains. “We
now produce pharmaceutical and consumer pro-
ducts and don't just sell to industry. We're see-
ing the company set new records financially every
year now.”’

Consumer products, such as Ziploc Bags and
bathroom cleaners, make up almost half of what
Dow markets, a goal Oreffice set for the company
in the early 1980s. The idea was not popular,
though.

““Many people thought diversifying was a very
difficult thing to do,” says Oreffice. “But what
has made it successful is that we’ve remained in
the chemical business, which is what we under-
stand. Although we’ve diversified, everything we
do is chemically related.”

After 35 years with Dow, Oreffice has become
an integral part of the company. When he says
we, he is truly correct.

““Oreffice is a part of Dow and Dow is a part
of him. They’re inextricably linked,”” says Smith.
"“He is such a strong proponent of the company
and of the company’s people that he views any
outside challenge as an attack on his “family.”

His dedication to Dow and the chemical in-
dustry has won Oreffice several honors. In 1981,
he received the prestigious Chemical Industry
Medal from the Society of Chemical Industry, and
in 1987 he received the Centenary Medal from
SCI. He also sits on numerous boards and is cur-
rently a director of CIGNA Corporation, The
Coca-Cola Company, Northern Telecom Limited
and Morgan Stanley & Co.

Although he maintains that a host of qualities
make a person successful, Oreffice cites three
traits that are essential for success. A person must
have the ability to work well with others, com-
municate efffectively, and be willing to take a
chance.

““The ability to make others work with you—to
delegate and form a team—is absolutely essential
for success,” says Oreffice. ““But you need to
delegate and trust people once you’ve done so.
Let them do their own thing and don’t look over
their shoulders all the time. There is nothing that
makes people grow more than doing things by
themselves. In business you have to let people
make their own decisions and mistakes. In-
dividual stars don’t succeed in big organizations.
Intelligent people who can work with a team are
most successful.”

Smith notes that creating a team atmosphere is
one of Oreffice’s strong suits. ““His ability to mold
and inspire a team, despite adversity, is outstand-
ing,” says Smith. ““He’s inspiring, motivational
and willing to give people a lot of latitude. For
example, when I was working in the financial area
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with another employee, we went to him [Oref-
fice] with a crazy idea that other financial investors
weren’t doing, and he said to try it. We did, and
made money for the company.”

Another critical component of success that Oref-
fice stresses time and again is the ability to com-
municate both orally and in writing. He also pro-
motes brevity. Ten years ago at Dow, he issued
an edict which stated that individuals could only
write one- or two-page memos.

“Busy people don’t read 20-page reports, but
they will read a one-page memo,”” says Oreffice.
“Being as succinct as possible is something else
that Toastmasters teaches very nicely. It’s often
easier to make a 30-minute speech than a five-
minute one.”’

Throughout his career, Oreffice has mastered
speeches of various lengths and his timing is im-
peccable. ““He is a superb speaker,”” says Smith.
““He’s told me a speech would take 19 minutes
and it took 19 minutes and five seconds. It was
a speech for a video-taped year-end summary and
he covered about 15 subjects. To the best of my
knowledge, he hadn’t even rehearsed it. He very
seldom uses a script. He will have an outline in
his mind and key points on paper in nearly illegi-
ble handwriting."”’

Another quality that Oreffice feels makes both
individuals and companies succeed is a will-
ingness to advance new ideas. ““The comfortable
thing in business is to sit back and let events carry
you,” he says. “‘But the most successful people
are those who occasionally rock the boat with an
idea and carry it forward. The status quo is almost
a sure failure; it usually leads you backwards. It
really makes me mad when I ask someone why
they do something a certain way and they say it's
because they’ve always done it that way. That’s
a sure sign that they ought to try something dif-
ferent.”

Oreffice questions the competitiveness of some
U.S. industries, noting their reliance on the status
quo. “Our business, the chemical industry, has
stayed competitive, but many industries have
fallen behind,”” he says. “They didn’t investigate
new technology and kept doing things the same
way, while someone else passed them by. Many
have changed, but they’ve been slow. The terri-
ble thing about inertia is that the more you sit on
your butt, if you pardon the expression, the more
you stay there.”

Oreffice has never been inactive. During his 35
years with Dow, he has had successive interna-
tional assignments in Switzerland, Italy, Brazil
and Spain. In the United States, he’s lived in
Florida and he started his career in Midland,
Michigan, where he now works.

During his career, he has moved swiftly up
Dow’s corporate ladder, climbing from financial
vice president in 1970, to president and CEO in
May, 1978 and chairman of the board in May,
1986. He holds honorary degrees from several
educational institutions, including Purdue
University from which he graduated in 1949 with
a Bachelor of Science degree in chemical



engineering. In 1976, the school presented him
with an honorary doctorate in engineering. He
also speaks six languages, which has helped him
greatly during his career.

Born in Venice, Italy, on November 29, 1927,
Oreffice first came to the United States with his
family at the age of 12. It was not a pleasant
journey, however. They were forced to flee their
home.

““We ran out of Italy because my father was
beaten and jailed by the fascists,” says Oreffice.
It was obligatory to become a fascist, but his father
refused, so they jailed and tried him. People
testified in his defense and he was released, but
the family was closely watched. They finally got
temporary visas to the United States and board-
ed a ship just days before Italy entered World War
II. The vessel, which was supposed to carry 800
people, transported 2000 on that voyage. Oreffice
and his family slept on cots in the ship’s ballroom.
A few months after they arrived in the United
States they received permanent visas to Ecuador,
where Oreffice attended high school.

Such a traumatic childhood experience certainly
left its mark on Oreffice. He hints at its influence
when he says gravely, ““a little diversity is good
when you’re growing up—you learn from it and
grow.”

Oreffice also attributes his success to the loca-
tion in which he chose to pursue a career—the
United States. “I was an immigrant and this
wonderful country gave me a chance,”” he says.
“In most places around the world it would be dif-
ficult for someone like me to succeed. But here
in the U.S. we're such a nice melting pot of
people. It’s your own dedication and work that
allows you to succeed.”

t really
makes me
mad when I
ask someone
why they do
something a
certain way
and they say
it’s because
they’ve
always done
it that way.”’

Whether speaking
with employees in
the cafeteria, to
stockholders or
board members,
Oreffice "‘adds an
element of infor-
mality that helps
make the atmos-
phere more
casual, yet not
too informal,”” ac-
cording to T.K.
Smith, Dow’s
vice president of
government and
public affairs.

Oreffice puts equally great stock in his family
as he does in his work. In his office, he exhibits
pictures of his wife and two children, a son and
daughter in their twenties.

"’Successful people also meld their careers with
a family life,” he says. ““Despite my work, I've
always found time for my family and that’s
something I really pride myself on being able to
do. This weekend, for example, I'm taking off and
going to a basketball game with my son. He lives
in Washington, D.C., and I'm in Michigan, but
we’re going to meet in Indiana.

Oreffice formerly coached his son’s Little
League and soccer teams. ‘“Today, even though
my children are grown, we take family vacations
together,” he says.

Oreffice also believes in finding time for hob-
bies and community activities. He is an avid ten-
nis player; he and his son have competed in
father/son tournaments. I carry my racket every
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Continued from page 19

place I go, and I try to sneak in a game whenever
Ican,” he says. When he visits his second home
in Scottsdale, Arizona, he blissfully plays tennis
for three to four hours a day.

“He is a superb athlete,” says Smith, who
plays tennis with him. ““He is more than ten
years older than I am and often beats me. He also
plays competitive soccer and golf. He keeps
himself in really good shape. He rarely, if ever
drinks, eats in moderation and doesn’t smoke.
He is a good role model for Dow executives.

Oreffice devotes a great deal of time to educa-
tion. He talks regularly to schools, often giving
commencement addresses on how to succeed.

Not only does he find time for his family, hob-
bies and education, he’s always willing to assist
fellow employees. “On a number of occasions
he’s been more than happy to give me advice,”
says Smith. “In 1978, I had an opportunity to
move to Hong Kong to be the director of
marketing for Dow Pacific and I consulted with
him about it.”

Over the years, Dow’s top executives have
made it a point to be accessible to employees.

According to Smith, the informality traces back
to the days of Carl Gerstacker, who retired as
chairman of Dow in 1976 and who Oreffice says
greatly influenced him. “’It was quite common for
Gerstacker to come and sit down at your table in
the cafeteria, even though he didn’t have any idea
who you were,” says Smith. “It didn’t make any
difference to him whether you were a new
employee or a secretary, he would sit down and
start talking and see what you were thinking
about.”
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expression,
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Oreffice also uses this approach. ““Talking with
various individuals gives him a chance to hear
things through channels other than the formal
route of communication,”’ says Smith. ““Informal
routes are very important. He knows it and he’s
a master at working those.”

Oreffice is also adept at speaking to employees
and stockholders. He often addresses groups of
new company members, telling them of his
dreams for the company and his hopes and ex-
pectations for them. And he handles stockholder
meetings with finesse. “’First he shows slides with
data and then he comes around and stands in
front of the lectern and talks about impressions,
feelings, directions and anything of interest to
shareholders,”” says Smith. “He adds an element
of informality that helps make the atmosphere
more casual, yet not too informal. You get a sense
of the man’s style.”

As chairman of the board, Oreffice intends to
remain active in the company. He will keep a
close eye on the business and continue to give
many speeches.

"T've enjoyed all 35 years of my career and plan
to keep enjoying myself,”” he says. “My only prob-
lem is finding enough time to do everything.”

Julie Bawden is a full time free-
lance writer residing in Orange,
California, who specializes in hu-
man interest stories and person-
ality profiles. Her three columns,
“OC Careers,” "“OC Insight"’
and "'OC Couples” regularly ap-

pear in Orange Coast Magazine
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Continued from page 14

"“Larry is an outstanding performer
who has greatly contributed to the im-
provement in printing quality and pro-
duction efficiency,”” McCann said. “He
is a great team player.”

John Feudo, manager of Member-
ship and Club Extension, agrees.
““Larry is the cog that makes our wheel
turn. He has a way of lightening up
any conversation with his charismatic
personality.”’

At age 20, Larry began working for
Toastmasters as a receiving clerk. He

then became a bindery clerk, worked
his way up to pressman, and in 1978,
was promoted to his current position.
Today, he supervises seven employees
and is in charge of the printing, bin-
ding, receiving and warehousing func-
tions of WHQ.

In addition to keeping the busy print-
ing department operating on schedule,
Larry is responsible for the mainten-
ance and security of the headquarters
building.

“Larry is the only person I know
who would come to work at 3 a.m. to
shut off a burglar alarm, "’ said Finance

The Speech Timing Solution!
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-Large green, yellow & red lights turn on at preset times
-Includes 13 preset speech times, expandable to 24
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-1 YEAR Warranty

"

Speech Timer 1| $112.00
Buzzer 10.00
Buzzer ON/OFF switch 7.00

Performance Electronics
6601 Michael Road
Palo, lowa 52324

[319] 396-4823

Manual advance switch 25.00
Custom time selections leal 7.00
Shipping: N. America 3.50

Overseas 27.00
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Manager Frank Chess.

The organization has undergone
many changes during Larry’s tenure.
Staff, membership and printing needs
have doubled in size, and technology
has evolved. The printing department
now has three state-of-the-art presses,
capable of printing 100,000 impres-
sions a day. But the most radical
change, Larry said, occurred in 1976
when women were allowed to join
Toastmasters without any restrictions.

In 1979, he married Nancy, WHQ's
manager of Merchandising and Policy
Administration. They now have three
children and live only three blocks
away from their work.

Larry enjoys his job and the camara-
derie among co-workers. Since the
printing department doesn’t have much
direct involvement with the member-
ship, Larry said a highlight of his work
has been ““to attend the annual Inter-
national Convention and interact with
S0 many nice people.

"It is very satisfying to work for an
educational organization such as this
one,”” he concluded. m
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Toastmasters Focus on Membership Retention

fé he incredible warmth of fel-

lowship and the caring and
interest shown by all Toast-
masters turned my visits into
truly amazing experiences,”’
said International President John A.
Fauvel, DTM, as he summarized the
events of the past year to the Board of
Directors at their February meeting.

President Fauvel’s observations,
gleaned from his visits to many busi-
nesses and community groups, pro-
vided a framework for much of the
three-day meeting at the Disneyland
Hotel in Anaheim, California.

“The name of Toastmasters Interna-
tional and a basic knowledge of our
program and its intent, are certainly
well known and established through-
out the corporate world and, to a lesser
extent, in the communities,”” Fauvel
noted.

He also said he was pleased to see
the eagerness and commitment dis-
played by fellow Toastmasters. “Words
will never fully explain or describe
their hospitality. These visits, above all
else, stamp the major differences be-
tween my year as President and my
years as an officer.”

President Fauvel visited six districts
—32, 53, 43, 13, 52 and 16—in 1987,
traveling 32,458 miles in 30 days from
his home in New Zealand. He met
with Arkansas governor Bill Clinton,
two city mayors, key business ex-
ecutives and representatives from
various chambers of commerce, hos-
pitals and schools.

The media covered his visits in
several newspaper articles, 15 minutes
of television air time and in an un-
precedented 236 minutes of radio time.

“The leaders I met with all had a
knowledge of our programs and were
only too willing to allow a follow-up
visit by Toastmasters from that
district,” Fauvel said. ““A new club was
chartered almost immediately follow-
ing my visit to Washington Women's
Employment and Education, Inc., in
Tacoma, Washington.
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International President John A. Fauvel presides at a Toastmasters’ 1987-88 Board

of Directors meeting at World Headquarters.

"I cannot speak too highly of those
Toastmasters who organized each of
my visits,”” he continued. ““Each visit
was well prepared and the people
were ready to meet with us at the ap-
pointed times. I now look forward with
great anticipation to my 1988 visits
with districts 41, 29, 66 and 15.”

Executive Director Terrence McCann
reported to the Board the organiza-
tion’s commitment to focus on mem-
bership retention and growth.

While continuing to help fulfill mem-
bers’ educational and self-development
needs, he said the organization will
research new ways of ““making sure
that people don’t leave Toastmasters
clubs before fully benefiting from the
program.”’

McCann said that ““the old solution
to the problem of membership reten-
tion has been to add points to one pro-
gram or another,”” rather than focus-
ing on the club, its meetings and the
quality of its leadership.

“It’s time to turn the searchlight in-
ward and analyze the operation of our
premiere showpiece, the club itself,”
he noted.

Recognizing the many improvements
in the organization’s educational and
awards programs during the past
several years, McCann said, ““We have
taken a marketing approach to growth
level in well over fifty-four clubs.
These improvements to our existing
programs were important, and un-
doubtedly have contributed to helping
keep members active.”

McCann informed the Board that 216
clubs were chartered from July to
December, 1987, bringing the total
number of Toastmasters clubs to 6215.
Membership in the organization grew
from 124,486 to 131,557 last year, mark-
ing a 5.7 percent increase.

“Our organization has never been
stronger, so there is no reason to fear
the future,” McCann concluded. ““But
the future does bring a change in at-
titudes, values and personal needs.
Since we are strong, it seems
reasonable that we take the time to
look inside, and determine where
change will enhance performance.”

The Board of Directors will meet next
on August 16, at the International Con-
vention in Washington, D.C.



Board of Directors’ Actions

hen the Board broke into its
component committees—
Education, District Admini-
stration and Programming,
Executive, and Policy and
Administration Review—and recon-
vened, they took these actions:

¢ Approved division of District 36 in-
to two districts effective July 1, 1989.

* Approved division of Founder’s
District into two districts effective July
1, 1989.

® Approved a policy on limited fund-
raising activities at the club and district
level.

e Revised Article IV, Section 4, of the
Club Bylaws to clarify the wording
dealing with credential and proxy card
procedures. Sentence two was amend-
ed to read ““The Club shall select its
representatives in sufficient time for
the President or Secretary to validate
the proper credentials for them.”
Sentence four was amended to read
“Such representative or proxy shall be

an active member of Toastmasters In-
ternational.”’

e Revised Article II, Section 4, of the
Club Bylaws to ““The dues of this club
shall be $ per member per
, payable in advance at such
time as the club shall designate.”

* Reviewed Article X of the District
Constitution and Article IV of the By-
laws and reiterated that no Toastmaster
may carry proxies for or cast more than
two (2) votes (three (3) votes if a district
officer), regardless of the number of
clubs to which a member belongs.

* Reviewed the Club and District By-
laws and amended all references to
“of the members present’” to read
"‘of the members present and voting”’
to make it consistent throughout the
documents.

® Recommended a change to Article
XII, Section 1, of the International By-
laws, subject to the approval of the
delegates at the 1988 International
Convention. This allows for assign-

The Board discusses new ways to continue to fulfill members’ educational and self-
development needs.

ment of available numbers between
Founders and District 75 to newly
formed districts.

¢ Granted Territorial Council status
to the undistricted clubs of Taiwan,
ROC.

® Reviewed the participation re-
quirements for the International Taped
Speech Contest to determine if mem-
bers of prison clubs, disabled members
and others with special situations who
belong to districted clubs may par-
ticipate in the contest. The Board rec-
ommended there be no change in the
present program.

* Reviewed the proposed improved
distinguished club recognition pro-
gram and recommended that World
Headquarters proceed with the pro-
gram. The Board also recommended
that World Headquarters rename the
proposed Club Management Plan the
“Club Success Program.”’

* Discussed the proposal to change
the club administrative year from
January 1 through December 31, to July
1 through June 30, and recommended
no change at this time.

* Reviewed the proposed Club Of-
ficer Record System and recommend-
ed that World Headquarters proceed
with developing the system.

¢ Discussed the behaviors that must
be present in each club to improve club
effectiveness and member retention
and satisfaction.

® Reviewed districts’ growth over
the past three years.

® Approved the concept of a division
and area recognition program.

¢ Discussed the training needs of
division, area and club officers and
how to encourage participation in
training.

* Reviewed club effectiveness in re-
gards to member satisfaction/retention.

® Examined International Director
visits as part of a program to encourage
district growth. Recommended changes
to make these visits even more effec-
tive.
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Thinking in terms of communication rather than
performance helps us calm our biggest fear.

BY MICHAEL T. MOTLEY, PH.D.

urveys show that what Americans fear
most—more than snakes, heights,
disease, financial problems or even
death—is speaking before a group.
This is surprising, in a way, since
even a dreadful speech isn’t as
serious as illness, poverty or the
grave. Yet about 85 percent of us feel
uncomfortably anxious speaking in
public. Even professionals aren’t im-
mune. Some of our most successful
politicians, evangelists and enter-
tainers suffer extreme stage fright, or, to use its
more formal label, ““speech anxiety.”

While it’s comforting to realize that such anx-
iety is almost universal, a magic formula to dispel
it would be even more comforting. There is no
such formula, but recent research that helps us
understand speech anxiety better also suggests
ways to control it.

The most familiar aspects of speech anxiety are
its physical symptoms. Most people report some
combination of sweaty palms, dry mouth, in-
creased heart rate, shaky hands, weak knees,
shortness of breath and butterflies in the
stomach. Laboratory measurements add increased

Reprinted with permission from Psychology Today,
January 1988. Copyright © 1988 (APA).

blood pressure and muscle tension to the list of
symptoms. With all of this going on, it’s no
wonder the experience is unpleasant—for some,
so unpleasant that they avoid public speaking
completely, whatever the cost. | have treated at-
torneys, ministers and public relations executives
who were ready to quit their professions to avoid
public speaking. Other clients were losing
chances for advancement by passing off speak-
ing assignments to colleagues.

Irrational fear

Physical symptoms are just one component of
speech anxiety. More important is how people
interpret the symptoms. A few speakers, the con-
fident ones, see their physical reaction as a
positive sign that they are emotionally ready for
the speech. Most of us, however, interpret the
feelings as fear. To justify this fear, we need
something to be afraid of, so we begin to imagine
what will happen if our speech is less than
perfect. These imagined consequences are usual-
ly exaggerated and irrational. People say, for ex-
ample, ““The audience will ridicule me if I make
a mistake. I'll be embarrassed to death.”” In fact,
audiences usually ignore errors and awkward-
ness as long as they get something out of a
speech.

These irrational fears and physiological symp-
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toms often feed on each other—the fears increase
the symptoms, which in turn increase the
fears—until extreme physiological arousal com-
bines with thoughts of catastrophe. Heart rates
can approach 200 beats per minute in speakers
convinced that they will make fools of
themselves.

Excessive anxiety is especially common among
people who view speeches as performances, in
which they must satisfy an audience of critics
who will carefully evaluate gestures, language
and everything else they do. Though they can’t
describe precisely what these critics expect, peo-
ple with a performance orientation assume that
formal, artificial behavior is somehow better than
the way they usually talk. Research has shown
that expecting to be evaluated, or being uncer-
tain about the proper way to behave, arouses
anxiety in almost any situation.

Share ideas

A much more useful orientation, and a more
accurate one, is to view speeches as communica-
tion rather than performance. The speakers’ role
is to share ideas with an audience more in-
terested in hearing what they have to say than
in analyzing or criticizing how they say it—a
situation not very different, at least in this regard,
from everyday conversation.

I see speech anxiety as a three-stage phenom-
enon that develops well before the speech is to
be delivered: the performance orientation, the
physiological arousal it triggers and the thoughts
that justify interpreting the arousal as fear. Other
aspects of anxiety develop during the speech it-
self. For example, performance-oriented speakers
often assume that the audience sees how ner-
vous they are, a belief that can have a snowball
effect. An only slightly exaggerated scenario
might go like this: ““Oh, my gosh, they can tell
that my voice is quavering...now they know
that my hands are shaking. . .now they can tell
that I've fainted!”

Studies on how well an audience perceives
anxiety should comfort nervous speakers.
Researchers have found that most people report
noticing little or no anxiety in a speaker. Even
when individuals are trained to detect anxiety
cues and instructed to look for them, there is lit-
tle correlation between their evaluations and how
anxious the speakers actually felt.

Physical signs

Most speakers are familiar with two phases of
physiological arousal that go with making a
speech. Arousal usually increases substantially
in the few minutes before the speech, as we an-
ticipate making it, and there is another, even
greater surge as we actually start speaking. Heart
rates during the anticipatory phase usually range
from around 95 beats per minute to somewhere
in the 140s, compared to normal resting heart
rates in the 70s. Then, as we confront the au-
dience and begin to talk, heart rates usually jump
to somewhere between 110 and 190.
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There is a third phase of arousal many speakers
aren’t familiar with, one that should be comfort-
ing. The tremendous ‘“‘confrontation” surge
doesn’t last long. Arousal begins to subside
within about 30 seconds, gradually returning to
anticipation levels or even lower. The confron-
tation reaction is so memorable, however, that
many speakers don’t perceive the dropoff.

There are two lessons here for anxious
speakers. First, it helps to realize that the con-
frontation reaction is short-lived. Preliminary
studies suggest that speakers who constantly
monitor this adaptation can make it happen even
sooner—a sort of “I'm better already. .. better
yet. .. still better”” reaction. Second, even peo-
ple who aren’t very anxious have these anticipa-
tion, confrontation and adaptation reactions.
While they can’t be eliminated completely, we
can learn to modulate and accept them as nor-
mal signs that we are ready to do our best.

How to control anxiety

A number of techniques are being used suc-
cessfully to control anxiety. One popular ap-
proach, systematic desensitization, is aimed
specifically at lessening physiological arousal.
The technique involves training in muscular
relaxation, coupled with visual imagery. People
are taught to relax as they imagine giving a
speech, the assumption being that physiological
anxiety doesn’t go with physical relaxation.
Typically, people start by imagining an event
fairly remote from the planned speech, such as
being in the audience for someone else’s speech.
Once they achieve relaxation with that image,
they repeat the process while imagining events
closer to giving the speech, until they finally
visualize their own speech, still feeling relaxed.

Another popular approach, rational emotive
therapy (RET), works on irrational thoughts that
contribute to anxiety. RET and its variations try,
in particular, to get speakers to realize that many
of their fears are ill-founded. After people ex-
plain precisely what they fear, the therapist
points out flaws in the reasoning and helps them
adopt a more realistic attitude.

In my public speaking courses, for example,
students will often say that what they are afraid
of is getting a bad grade on the impending
speech. If this were the real problem, my offer
to leave the room and allow the speech to remain
ungraded would eliminate the anxiety. It
doesn’t, of course, since the fear of audience
evaluation remains.

Other speakers will mention some more
generalized fear, such as "I just never seem to
speak well,”” or make self-fulfilling prophecies,
such as “I’'m going to bore them to death.” The
therapist helps them replace such statements
with more positive and reasonable ones, such as
"“Since this information is interesting to me, I can
make it interesting to others.”

Another approach I find effective shifts the
speaker’s orientation away from performance

Continued on page 29
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Congratulations to these Toast-
masters who have received the
Distinguished Toastmaster
certificate, Toastmasters Inter-
national’s highest recognition.

Marian Bell, Fontana
4443-F, Fontana, CA
Andrew A. Fountain III,
One-Ders 4486-4, Palo Alto,
CA

William M. Schroeder, Sun
City 6364-9, Yakima, WA
Robert M. Davis, Encore
1339-19, Ames, 1A
Raymond E. Brown-John,
Vernon 1929-21, Vernon,
BC, Canada

Trudy Brown, TGIF 4679-22,
Overland, KS

Curtis Wilson, TGIF
4679-22, Overland, KS

A. Richard Brazis, Business
Men'’s 281-24, Omaha, NE
Richard Hawley, Sentry
4596-35, Stevens Point, WI
Daisy L.M. Alsop, Tip Top
632-36, Silver Spring, MD
Katherine Carr, West
Rowan 2225-37, Cleveland,
NC

Eldon R. Zimmerman, Sr.,
Vocalizers 5175-48, Vestavia
Hills, AL

Elizabeth A.E. Johnson,
Union Royal 1476-52, Los
Angeles, CA

Pat L. Lawrence, Skyliners
831-64, Winnipeg, Man.,
Canada

Terry R. Daily, Skyliners
831-64, Winnipeg, Man.,
Canada

Warren R. Williams, Jr.,
Greta Davis 4054-65,
Binghamton, NY

Harold Drue Shepherd,
Roanoke 1011-66, Roanoke,
VA

ATM SILVER

Congratulations to these
Toastmasters who have re-
ceived the Able Toastmaster
Silver certificate of achieve-
ment.

Colette Gardner, Newport
Center 231-F, Newport
Beach, CA

I t 1s not
sufficient to
know what one
ought to say; one
must also know
how to say it.”’

ARISTOTLE

Jacqueline Kazarian, Irvine
Complex 4149-F, Irvine, CA
Marian Bell, Fontana 4443-F,
Fontana, CA

Richard Rahder, ‘‘Liber-
tines’” 4369-1, Lakewood,
CA

Carl Cottingham, Cedar
Hills 751-7, Beaverton, OR
James C. Casterline,
Filibusters 1262-7, Portland,
OR

M. Coleman Hull, Penn
Square 2106-16, Oklahoma
City, OK

Robert M. Davis, Encore
1339-19, Ames, 1A

Paul C. Webb, Auburn Mor-
ning 329-32, Auburn, WA
Katherine Carr, West Rowan
2225-37, Cleveland, NC
Gary B. Holloway, Franklin
524-40, Columbus, OH
Courtney E. McClure,
Woodfords 816-45, Portland,
ME

Michael Depollo, Tuesday
Toasters 3004-63, Kingsport,
TN

ATM BRONZE

Congratulations to these
Toastmasters who have re-
ceived the Able Toastmaster
Bronze certificate of achieve-
ment.

Colette Gardner, Newport
Center 231-F, Newport
Beach, CA

Alfonso Tessada Alvarado,
Guadalajara AC 1828-U,
Guadalajara, Jalisco, Mexico
Orval Keith Nutting,

Globe 2197-3, Globe, AZ
Richard Bazner, Pac-Tel
Masters 4417-4, San Jose,
CA

Edward J. Collier, Dynamic
457-5, San Diego, CA
Terry Stone, Voyageurs
6340-6, International Falls,
MN

Margaret B. Potts, Beacon
2259-11, Indianapolis, IN
David J. Dempsey,
Buckhead 1520-14, Atlanta,
GA

M. Coleman Hull, Penn
Square 2106-16, Oklahoma
City, OK

Arlene Smith,Enid 5514-16,
Enid, OK

Richard Boyd, Apex
6146-16, Boley, OK

Evelyn Mae Runner, Mar-
shalltown 1857-19, Mar-
shalltown, IA

James D. Sherb, Prince
George 3081-21, Prince
George, BC, Canada
Bobbie J. Caffey, Pecan
Valley 3082-25, Brownwood,
TX

Harold W. Slach, Little Nor-
way 1154-32, Poulsto, WA

E

Nora E. Ramirez, Suncoast
1667-47, Tampa, FL

Gerald Conard, Collins
6690-47, Melbourne, FL
Sam Fowlkes III, Upeeka
4638-56, San Antonio, TX
Barbara I. Cooper, Silver
Toungue 4375-39, Carson
City, NV

Allan Deighton Mears,
Cronulla 3034-70, NSW
Denys C. Ryland, North
Shore 2256-72. Auckland, NZ
Dina Hermoisisima-Santos,
Tambuli 2160-75, Makati,
Philippines

Congratulations to these
Toastmasters who have re-
ceived the Able Toastmaster
certificate of achievement.

Doris Ehrenberg, Pomona
Valley 12-F, Pomona, CA
Bertha M. Sykes, Saturday
Morning 797-F, Riverside,
CA

Ronald L. Pardee, Riverside
Breakfast 1348-F, Riverside,
CA

Michel A. Povey, Riverside
Breakfast 1348-F, Riverside,
CA

Howard G. Townsend, Jr.,
Riverside Breakfast 1348-F,
Riverside, CA

Walli Woodfin, Harbor
Lites 1927-F, Balboa, CA
Albert Zaharian, University
Club 2250-F, La Verne, CA
Violet Gillen, Desert
Wonderland 4062-F, Palm
Springs, CA

John S. Reedy, Starlifters
6513-F, San Bernardino, CA
Michael R. Mele, Esprit de
Corps 2874-U, Frankfurt,
Germany

Takaya Ikeda, Atsugi Zama
3162-U, Atsugi-Zama, Japan
H.]. Robinson, Alyeska
4960-U, Anchorage, AK
Alma Louise Kucera,
Alyeska 4960-U, Anchorage,
AK

Diana Dee, TRW 990-1,
Redondo Beach, CA

Ron Kurtus, Del Rey 2646-1,
Marina del Rey, CA

John R. Mayhew, Northrop
Electronics 4247-1,
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Hawthorne, CA

Stephen Rinella,
Goaltenders 4273-1,
Bellflower, CA

Dodi Palmer, Star-Kist
6057-1, Long Beach, CA
Lennart A. Gille, Hermosa
6128-1, Hermosa Beach, CA
Theresa M. Johnson,
Chamber 540-2, Seattle, WA
Julie L. Quimby, Bell-
ingham Evening 4470-2,
Bellingham, WA

Anne M. Lawler, Harbor-
view 4859-2, Seattle, WA
Arthur Edgar Seabrey,
Westward Ho 2515-3,
Phoenix, AZ

Adeline Shelton, Safford
3020-3, Safford, AZ

Connie J. Zook, Paradise
Valley 4770-3, Phoenix, AZ
Marlene Ann Wilde, Chirp
‘'n’ Choke 5027-3, Phoenix,
AZ

Michael J. Mastrovito, Per-
ryville Connection 5182-3,
Goodyear, AZ

Laura M. del Peschio, Vat
Cats 5318-3, Tucson, AZ
Ezra Rosoff, Downtown
65-4, San Francisco, CA
David L. Rivera, West
Valley Orators 107-4, San
Jose, CA

Karl E. Lind, Sri Organon
1435-4, Menlo Park, CA
Adlai Jew, Asian Express
2203-4, San Francisco, CA
Janice B. Walters, Courier
3476-4, Palo Alto, CA
Marcia R. Walsh, Burl-
ingame 4314-4, Burlingame,
CA

Phil K. Mitchell, Applied
Orators 5054-4, San Jose,
CA

Wendell E. McElroy, South
Bay 161-5, Imperial Beach,
CA

Dan Hecko, Professional
Men'’s 624-5, San Diego, CA
Howard F. McCluan, Pro-
fessional Men’s 624-5, San
Diego, CA

Raymond Lee Miller, Pro-
fessional Men’s 624-5, San
Diego, CA

G.C. Jerry Ollinger, Profes-
sional Men’s 624-5, San
Diego, CA

Martin Ruberstein, Profes-
sional Men’s 624-5, San
Diego, CA

Wendell E. Stewart, Profes-
sional Men'’s 624-5, San
Diego, CA

Al Justice, Hospitality 683-5,
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San Diego, CA

Doug Thompson, Hospitali-
ty 683-5, San Diego, CA
Becki R. Longmire, Fireside
851-5, San Diego, CA
Charles E. Staten, Fireside
851-5, San Diego, CA

Steve Smiley, Poway-Black
Mountain 2955-5, Poway,
CA

Gene Cournoyer, High-Tech
Talkers 1487-6 Brooklyn
Center, MN

Richard S. Rider, Sunrisers
2140-6, Robbinsdale, MN
Robert Corley, The Gover-
nors 3031-6, Oklahoma City,
OK

Loraine M. Vettel, Pine
Island 4535-6, Pine Island,
MN

Ann Smith, Toastadas
4755-6, Bloomington, MN
Harold M. Huss, Sperry
Shepards 5038-6, St. Paul,
MN

Terry A. Pickering, Portland
31-7, Portland, OR

John R. Benson, Cedar Hills
751-7, Beaverton, OR
Clifford D. Mansley,
Sunrise 1492-7, Portland,
OR

Carol Warner, O’Fallon
994-8, O’Fallon, IL

Jerry D. Troyer, Ozark
Orators 1056-8, Rolla, MO
Rodney Lee Lincoln, Alpha
1408-8, Jefferson City, MO
Joan Wolf, Thursday Noon
1647-8, Decatur, IL

Sherla Johnston, Great
River 5196-8, Quincy, IL
Carol Witzel, Marion
2020-10, Marion, OH
Donna J. Payerle, Gaslight
3523-10, Beachwood, OH
Frank Pagano, Jr., Green-
field 53-11, Greenfield, IN
Stanley Henderson, Vigo
332-11, Terre Haute, IN
Natalie Levy, Broad Ripple
517-11, Indianapolis, IN
Marilyn V. Stiehi, North-
east 2000-11, Indianapolis,
IN

Jack L. Parr, Elkhart County
2549-11, Elkhart, IN
Virginia Ann Donaldson, II-
ico 2795-11, Indianapolis, IN
Frank J. Wilson, State Farm
2872-11, West Lafayette, IN
Barry Reel, Gwinnett
883-14, Gwinnett County,
GA

Gary O. Sumner, Presi-
dent’s 1713-14, Atlanta, GA
Carl V. Dendy, Conyers-

Rockdale 2579-14, Conyers,
GA

James R. Pope, Carpet
Capital 4464-14, Dalton, GA
Carol E. Cengiz, TNT
3738-15, Salt Lake City, UT
William M. Thompson, Ed-
mond 170-16, Edmond, OK
Maxine R. James, Conoma
454-16, Oklahoma City, OK
Arthur M. Heath, On
Center 595-16, Oklahoma
City, OK

Carolyn M. Strano, On
Center 595-16, Oklahoma
City, OK

Leora Lewis, Noon Flight
1062-16, Tinker AFB, OK
M. Coleman Hull, Penn
Square 2106-16, Oklahoma
City, OK

Delphia M. Hawkins, WE
Speakers 2216-16, Oklahoma
City, OK

Noreen Udall, Speakeasy
291-17, Great Falls, MT
Maxine E. Lechner, Central
Montana 609-17, Lewiston,
MT

Charles H. Kirk, Gallatin
Valley 4880-17, Bozeman,
MT

Sylvia E. Hill, North
Arunde 3442-18, Linthicum,
MD

Vernette Riley, Executives
335-19, Des Moines, IA
Mary Jane Stallman, Ruan
Center 1991-19, Des Moines,
1A

Donald R. Kerr, Ankeny
4477-19, Ankeny, 1A

Jesse W. Tennison, Esprit
de Corps 5999-19, Rock
Island, IL

Carl S. Vender, Flickertail
581-20, Bismarck, ND
Robert K. Knutson, Minot
636-20, Minot, ND

Roger Prindiville, Job Ser-
vice 3171-20, Bismarck, ND
Gordon L. Springate,
Spruce Capital 2171-21,
Prince George, BC, Canada
Robert Gault, Telespeakers
2328-21, Burnaby, BC,
Canada

Richard A. Stoebner, State
Liners 3860-22, Kansas City,
MO

June Torrison Tillman,
Speakeasy/Springfield
5188-22, Springfield, MD
Patrica A. Sanders, Early
Bird 2534-23, Albuquerque,
NM

Frances A. Myers, Kirtland
MCS 4013-23, Albuquerque,

NM

Paul S. Bushnell, Jr., Las
Cruces 4509-23, Las Cruces,
NM

Roger D. Mitchell, Fairview
4284-24, Lincoln, NE

Jill M. Thomas, UNMC
Speakeasies 4300-24,
Omaha, NE

Darrell Miller, Sunrise
5546-24, Wayne, NE
Thomas Stephen C. Rankin,
Metro-Speakers 1470-25,
Dallas, TX

Kim Wheeler, Mid-Cities
Noon-Time 2476-25, Hurst,
X

Dolores L. Ueckert, SWD
Corps of Engineers 2760-25,
Dallas, TX

Jack Landry, Ambassadors
5887-25, Dallas, TX

Willard Kamerzel, Scotts-
bluff 944-26, Scottsbluff, NE
William R. Hyatt, Littleton
2177-26, Littleton, CO
Allan D. Smith, Voices of
Distinction 2363-26, Arvada,
@(0)

Gerri Siebernaller,
Storagetalk 4071-26, Louis-
ville, CO

Edwin J. Johnson, Tri-
skelion 4853-26, Englewood,
co

Shirlee M. Metzger, Peter-
son 5316-26, Peterson AFB,
CcO

Dale E. Vander Linden,
LSC 6076-26, Littleton, CO
B.F. Bud Bailey, Talk of the
Town 4041-30, Waukegan,
IL

Kathleen Waters,
Chelmsford 4031-31,
Chelmsford, MA

Anthony J. Mistretta, Com-
municats 4816-31, Milford,
MA

Dick Skinner, DTM, Voice
of Franklin 5464-31,
Franklin, ME

Bill Thomas, Port Angeles
25-32, Port Angeles, WA
Morris Klatskin,
Bachelors/Bachelorette
3374-33, Las Vegas, NV
Cathy Peterson, Singles
3968-33, Fresno, CA

Dan Murray, Speaking Up
5205-33, Ventura, CA

Carol Propsom, Racine YM-
CA 2027-35, Racine, WI
Elizabeth A. Yaeger,
Wisconsin 3490-35,
Milwaukee, WI

Barbara S. Schuppe, II
3577-35, Fond du Lac, WI



Anne M. Thompson, Crown
of Laurel 77-36, Rockuville,
MD

Turto A. Turtianinen,
Capital 876-36, Washington,
DC

Sibsanisar Rana, Metro-
Milestone 1511-36,
Washington, DC

Paul E. Schwarze, Annan-
dale 3122-36, Annandale,
VA

Ruth V. Powers, Old Domi-
nion 3302-36, McLean, VA
Juanita Peterson, D.C.
Department of Recreation
3682-36, Washington, DC
Linda Joyce Smith, D.C.

Department of Recreation
3682-36, Washington, DC
Vesta G. Woodson, D.C.
Department of Recreation
3682-36, Washington, DC
Mary Fran Roark, Kens-
ington 3691-36, Kensington,
MD

John P. Karvazy, Chapel
Hill 2294-37, Chapel Hill,
NC

Ronald L. Smith, Salisbury
2380-37, Salisbury, NC
Steven Norman Mozley,
Bradenton 2449-37, Braden-
ton, FL

Daniel D. Sellars, Texasgulf
Lee Creek 4523-37, Aurora,

NC

David S. Slater, Asheboro
4883-37, Asheboro, NC
Yun-Yang Huang,
Moorestown Area 4887-38,
Moorestown, NJ

John R. Kosbau, Foothill
1070-39, Roseville, CA
Richard N. Pierce, Mather
2695-39, Rancho Cordova,
CA

Douglas Thompson, Sunrise
Center 3359-39, Citrus
Heights, CA

Jennifer Tom, Sunrise
Center 3359-39, Citrus
Heights, CA

Carol G. Smith, Ad Lib

3780-39, Reno, NV

Paul Nielsen, Warner
Mountain 5273-39, Alturas,
CA

Joan E. Helrich, Single
Reno Orators 6047-39, Reno,
NV

Therisia L. Peterson, Single
Reno Orators 6047-39, Reno,
NV

William C. Feyerabend,
One Moccasin 6120-39, Win-
nemucca, NV

William A. Morrow, Ross
3912-40, Columbus, OH
Kenneth E. Taylor, Grand
Lake 5136-40, Celina, OH
Judy Hoover, Dakota

TAKING THE TERROR OUT OF TALK
Continued from page 26

and toward communication. ‘“Communicative
pragmatics orienting’” works to persuade people
that effective public speaking is more like or-
dinary communication than like a public perfor-
mance. Once people genuinely view making a
speech as communication, they can think of it in
terms of their normal, everyday conversation
rather than in terms of past anxiety-ridden per-
formances. I have found that with this approach,
speech anxiety almost always subsides and the
speeches almost always improve.

Focus on communication

One implicit goal of a “’performance’” is to get
a positive evaluation from the audience. This
focus on evaluation is bound to produce anxie-
ty. It is better to concentrate on other goals. For
example, I belong to a jazz combo that recently
played its first date. As we waited to go on, we
started talking about the stage fright most of us
were feeling. I managed to eliminate much of the
anxiety by suggesting that our real goal was to
encourage the audience to have fun. Since that
was most likely to happen if we had fun
ourselves, we should stop worrying and simply
enjoy playing our music. It seemed to work.

I remember listening to a high school valedic-
tory address in which a young man employed
considerable oratorical flair. When I later asked
another member of the audience what she
thought of the speech, she told me, "I really
didn’t understand what he said, but it certainly
was a good speech, wasn't it?”” Someone with
a performance orientation might agree, but from
the standpoint of communication, the answer is
no.

Maintain a conversational style

By far the most important quality of a speaker’s
delivery is to make the members of the audience
feel that they are truly being spoken with, rather
than spoken at. People who perform at concerts,
plays and dance recitals are expected to have

ffective
public speak-
ing is more
like
ordinary
communica-
tion than
like a public
performance.

unusual skills and to show them off. But if a
speaker’s purpose is to communicate, all he or
she needs are the gestures, the vocal inflections
and the facial expressions used in everyday
conversation.

The primary differences between conversation
and public speaking are simply that public
speakers talk longer before their ““turn is up,”’
and that they need to spend much more time
selecting, organizing and clarifying their
thoughts before they talk. Preparing the content
can be hard, but if it is done well, the actual
speaking should be the easy part.

There is an exercise I use to demonstrate the
point: As the speaker approaches the podium,
I dismiss the audience temporarily and begin a
““one-way conversation’’ with the speaker. I tell
him or her to forget about giving a speech and
simply talk spontaneously to me, using the
speech-outline notes as a guide. In this situation,
most people feel rather silly orating, so they start
to speak conversationally, using natural
language, inflections and gestures. I ask the
speaker to maintain this conversational style
while the audience gradually returns, a few
people at a time.

The speakers usually do this successfully as the
audience returns. When they don'’t, the transi-
tion from talk to speech is invariably identified
later by the audience as the point when effec-
tiveness began to decrease, and by the speaker
as the point when anxiety began to increase.

All the speech-anxiety therapies I've mentioned
involve more than I have described here, of
course, and require qualified therapists. For most
of us, giving a speech is an important and novel
event. It's natural and appropriate to feel some
anxiety. A speaker’s aim should be to keep this
natural nervousness from cycling out of control:
not to get rid of the butterflies but to make them
fly in formation. @

Michael T. Motley, Ph.D., is professor and chair
of the department of rhetoric and communication at
the University of California, Davis, and has a private
practice as a communication consultant.
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TOASTMASTERS INTERNATIONAL

CONFERENCE/CONVENTION
CALENDAR

1988 REGIONAL CONFERENCES

» REGION 1/June 17-18

SEATTLE AIRPORT HILTON, Seattle, Washington
Contact: Linda $mith, ATM, 7399 126th Place S.E.

egas, Nevadda
e Vista Group,
egas, NV 89119

> REGION Ilil/June§7-18

MARRIOTT EL PASORQ El Pasd; Texas
Contact: Louise Perkin§ DTM} 4508 R.T. Cassidy, El
Paso, TX 79924

P> REGION IV/June 3-4

SIOUX CITY HILTON I
Contact: Kevin Heinrichs,
Drive, Sioux City, IA 5110
P REGION V/June 24-25

BRECKENRIDGE FRONTE
Contact: Jack Rardin, DTM,
IL 61920

P REGION Vi/June 10-11

HYATT REGENCY, Flint,
Contact: Bill Anderson, D
Kalamazoo, MI 49003

P REGION Vii/June 3-4

SHERATON TARA HOTEI} Framingham, Massachusetts
Contact: Lew Mutty, DTM§129 Nimr@d Drive, Concord,
MA 01742 |

P REGION Viil/June 24-

AIRPORT SHERATON-I
Contact: Bucky Sutton, D
Rockhill, SC 29730

oux City, Iowa
, 6008 Four Seasons

, St. Louis, Missouri
18th Street, Charleston,

Box 2493,

Charlotte, North Carolina
, 1313 Pine@rest Drive,

INTERNATION

1988 WASHINGTO
August 16-20,

HILTON AND
ashington, D.C.

1989 MARRIO
August 15-19, P

1990 LOEW
August 14-

ANATOLE HOTEL
, Dallas, Texas

1991 ATLANTA BILTON AND TOWERS
August 13-1% Atlanta, Georgia

1992 BALPY’S LAS VEGAS
August 18-22, Las Vegas, Nevada
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Avenue 5101-41, Sioux Falls,
SD

Patrick E. Allaire, ESB
1747-65, Buffalo, NY
Kathryn N. Robinson,
Daybreakers 3685-65,
Rochester, NY

David Paul Licata, AM
Lockport 5460-65, Lockport,
NY

John Ghidili, Bristol
Speaker 5776-65, Syracuse,
NY

Jane Seeber, Wayne Ar-
ticulators 5888-65, Newark,
NY

Jenny Hurley, Summerland
3865-69, Lismore, NSW,
Australia

Sue Meehan, Stafford
Heights 2589-69, Brisbane,
Qld., Australia

Gary A. Wilson, Parramatta
2274-70, Parramatta, NSW,
Australia

Pauline Theresa Ripley,
Port Hunter 2776-70,
Newcastle, NSW, Australia
Peter O’Loughlin, Emcees
4821-70, Sydney, NSW,
Australia

Alick Goldberg, L'chaim
3769-70, Sydney, NSW,
Australia

Joe Prendergast, Clonmel
5462-71, Clonmel, Ireland
Glorija Lawrence, Morn-
ington 4738-73, Victoria,
Vic., Australia

Ann Ellerby, Cranbourne
6684-73, Cranbourne, Vic.,
Australia

Sceonais H.E. Collier,
Pretoria 2000 4795-74,
Pretoria, South Africa
Pieter du Plessis, Pretoria
2000 4795-74, Pretoria,
South Africa

Rolando V. Manuel, Square
and Compass 4749-75,
Manila, Philippines
Nerissa Mendoza, Square
and Compass 4749-75,
Manila, Philippines

NEW CLUBS

Astromasters 6851-F
Huntington Beach, CA—
Tues., noon, 5301 Bolsa
Ave.

Kuching 2936-U

Kuching, Malaysia—1st &
3rd Sun., 7:30 p.m., Holi-
day Inn Kuching, Jalan
Tunku Abdul Rahman, (082)
416777

Gallopin’ ““Gormays’’
4490-1

Hollywood, CA—(213)
851-0818

Marysville Area 6847-2
Marysville, WA—Wed., 7
a.m., The Village Restau-
rant, 3rd & Ash, (206)
659-5808

Audacious Articulators
4825-7

Portland, OR—Tues., 12:10
p-m., 7200 NW Front Ave.,
(503) 243-2020

North Stars 6828-7
Vancouver, WA—1st Tues.,
6:20 p.m., Elmer’s Pancake
& Steak House, 11310 SE
Mill Plain Blvd.
TaxToasters 70-8

St. Louis, MO—2nd & 4th
Wed., 11:30 a.m., Mart
Bldg., Tucker & Spruce,
(313) 425-4860

Steamboat 2043-11
Jeffersonville, IN—1st & 3rd
Fri., noon, Charlie’s Res-
taurant, Main & Market St.,
(812) 282-0022

University of Georgia
1186-14

Athens, GA—Thurs., 6 p.m.,
Univ. of Ga., Caldwell Hall,
(404) 357-2969

United Way 5216-14
Atlanta, GA—Mon., noon,
100 Edgewood Ave., (404)
527-7247

St. Lukes 3060-19

Sioux City, IA—Thurs.,
11:45 a.m., 2720 Stone Park
Blvd., (712) 279-3605

Silver Tongue Singles
4813-19

Cedar Rapids, IA—Sun., 5
p.m., Village Inn Pancake
House, 100 F Ave., NW,
(319) 366-2583

Pomme de Terre 6845-20
Elbow Lake, MN—1st & 3rd
Thurs., 6:15 p.m., Home 20,
Central & Division, (612)
986-2680

Eastgate 387-23

Los Alamos, NM—Wed.,
noon, EG&G Energy
Measurements, Inc., (505)
667-5687

Speak 'N Eat 6850-25

Ft. Worth, TX—Thurs.,
noon, 1000 Throckmorton,
(817) 870-8189
Communicating Leaders
204-26

Colorado Springs, CO—2nd
& 4th Fri., noon, Holiday
Inn North, I-25 & Filmore,
(303) 471-8300

Kaman Performers 6839-26



Colorado Springs, CO—
Tues., 12:05 p.m., Kaman
Science Corp., 1500 W.
Garden of the Gods Rd.,
(303) 599-1626

Unity IV 6838-28

Warren, MI—Sat., 10 a.m.,
Church of Today, 11200
Eleven Mile Rd. E., (313)
758-3050

Ellisville 6840-29

Ellisville, MS—Wed., noon,
Ellisville State School, Hwy.
11 S., (601) 477-9384
Lakeview 6842-32

Tacoma, WA—Sun., 4:30
p.m., Lakeview Church of
Christ, 1709 S. 112th St.,
(206) 537-5181

Gas City Square 4682-42
Medicine Hat, Alta.,
Canada—Thurs., noon,

Assiniboia Inn, 680 3rd S.E.,

(403) 526-2885

Rec Loose 6848-42
Edmonton, Alta.,
Canada—1st & 3rd Thurs.,
11:45 a.m., 11113 113 Street,
(403) 428-5817

Medical Center Speakers
6837-47

Miami, FL—Tues., noon,
Jackson Memorial Hosp.,
1611 NW 12 Ave.

Talk of the Tower 4601-56
San Antonio, TX—2nd &
4th Wed., 5:15 p.m., 7710
Jones

Maltsberger, (512) 829-9146
Kingsville-Bishop 6849-56
Kingsville, TX—2nd & 4th
Tues., 6 p.m., La Siesta
Restaurant, 902 N. 14th
NAVALEX 6843-58
Charleston, SC—AIt. Tues.,
11:30 a.m., Naval Elec-
tronics Cmd., 1-26 & Mon-
tague Ave., (803) 795-6568

Canadian Chiropractic
1139-60

Toronto, Ont., Canada—2nd
& 4th Wed., 1900 Bayview
Ave., (416) 483-7165

EDS 6846-62 Saginaw,
MI—AIlt. Thurs., 11:30 a.m.,
EDS/CFD Admin. Bldg.,
1805 Veteran’s Memorial
Pkwy., (517) 776-6065

Elk Valley 3947-63
Fayetteville, TN—Mon., 6:30
p-m., 101 Mulberry Ave.,
(615) 433-5088

Alcan 3759-65

Oswego, NY—Wed., noon,
Alcan Rolled Products Co.,
(315) 349-0212

Thurles 4173-71

Thurles, Ireland—1st & 3rd

Wed., 8:15 p.m., Anner
Hotel, Dublin Rd., (0504)
22310

Articulate Speakers 6844-71
Dereham, England—2nd &
4th Thurs., 7:30 p.m., Crane
Fruehauf boardroom, Toft-
wood, (0362) 696661

Manila Bankers Life
Insurance Corp. 6841-75
Makati, Metro Manila,
Philippines—2nd & 4th
Thurs., Penthouse, The
Manila Bankers Corp. Bldg.,
Ayala Ave.

ANNIVERSARIES

50 Years

Arcadia-Hoyt Curtis 115-F
Arcadia, CA

San Pedro 111-1

San Pedro, CA

Cactus Gavel 120-5

El Centro, CA
Cosmopolitans 2655-46
Whippany, NJ

45 Years

Ashland 246-40
Ashland, KY

40 Years

Jaycee 130-F
Riverside, CA
Point Loma 198-5
San Diego, CA
Roseburg 604-7
Roseburg, OR
Blue Mountain 618-9
Walla Walla, WA
Los Alamos 607-23
Los Alamos, NM
High Point 582-37
High Point, NC

35 Years

Oregonian 1226-7
Portland, OR
Filibusters 1262-7
Portland, OR

State College 1219-13
State College, PA
Williston 894-20
Williston, ND
Northwood 1329-28
Pleasant Ridge, MI
Chehalis-Centralia 1290-32
Chehalis, WA

Forsyth 1278-37
Winston-Salem, NC
Tarheel 1293-37
Raleigh, NC

Camden County 1189-38
Haddonfield, NJ

49ers 1230-39
Sacramento, CA
Toronto No. 1 1289-60
Toronto, Ont., Canada
Kalamazoo 1270-62

Kalamazoo, MI
30 Years

Harbor Lites 1927-F
Balboa, CA

Victoria 2787-U

Hong Kong

Satanta 2761-16

Fort Sill, OK

Burrard 1892-21
Vancouver, BC, Canada
North Platte 2739-24 North
Platte, NE

Capital City 2747-24
Lincoln, NE

Downriver Ambassadors
2758-28

Ecorse, MI

Bay de Noc 254-35
Escanaba, MI
Allentown 2706-38
Allentown, PA
Ridgewood 2639-46
Ridgewood, NJ

Eureka 2704-57

Eureka, CA

Early Bird 2174-58
Charleston, SC

Royal City 2735-60
Guelph, Ont., Canada

25 Years

Spokesmens 179-F
Huntington Beach, CA
Lake Greenwood 1521-11
Crane, IN

Magnavox 2568-11Ft.
Wayne, IN

Northwest Beltway 3465-18
Pickersville, MD

DRA 867-21Victoria, BC,
Canada

Silvertones 3559-30Chicago,
IL

Sears Westside 3576-30
Chicago, IL

OPM 3594-36

Washington, DC

NRL Forum 3614-36
Washington, DC

NRL Thomas Edison
3617-36

Washington, DC

Troy 3453-40

Troy, OH

Tumbleweed 3189-44 Pecos,
TX

Corps of Engineers 3030-47
Jacksonville, FL

Get Up and Go 1869-56
Austin, TX

Berkeley YMCA 3609-57
Berkeley, CA

20 Years

Transamerica Occidental
613-1

Los Angeles, CA

Word Processors 2866-3
Phoenix, AZ

Gilroy 3768-4

Gilroy, CA

Early Risers 3265-16

Bethany, OK

Surrey 2590-21

Surrey, BC, Canada

NBS 3495-36
Geithersburg, MD

HMC Dockyard 3182-45
Halifax, NS, Canada
Tuesday Toasters 3004-63
Kingsport, TN

Forrest 1541-70

Sydney, NSW, Australia
Illawarra 2822-70
Hurtsville, NSW, Australia

15 Years

Munich 2041-U

Munich, Germany
Western Sages 327-3
Scottsdale, AZ

Roseville King-Webster
4291-6

Roseville, MN

City of Atlanta 3411-14
Atlanta, GA

Knorthern Knights 3808-22
Kansas City, MO

City of Lakewood 2554-26
Lakewood, CO

Golden Brewmasters
2637-26

Golden, CO

Not By Bread Alone 207948
Cullman, AL

10 Years

Positive Thinking 949-4San
Mateo, CA

Tonka Talkers 2119-6
Excelsior, MN
Toastburners 997-7

Salem, OR

Cascade 993-9

Yakima, WA

Salt Lake Exchange 3785-15
Salt Lake City, UT
Meadeators 1746-18

Ft. George G. Meade, MD
Strathcona 1611-21
Campbell River, BC, Canada
Spruce Capital 2171-21
Prince George, BC, Canada
Langley 2743-21

Langley, BC, Canada
Apollo 1132-28

Toledo, OH

Patuxent River 1081-36
Patuxent River, MD
Penthouse 3618-36
Washington, DC
Settlement on Sturgeon
1437-42

St. Albert, Alta., Canada
Whitehaven 3063-43
Memphis, TN

Martin Luther King, Jr.
2423-47, Miami, FL
Norwalk 2785-53

Norwalk, CT

Speakers 3447-60
Scarborough, Ont., Canada
Windhoek 3562-74
Windhoek, South Africa
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MAIL TO: Toastmasters International, P.O. Box 10400, Santa Ana, California 92711
Please send me: y
Quantity
1 @%$ 75 —_ 365 f@ % 525 My check or money order for $ ______ (Ui8.) is enclosed OR Bill my (] MasterCard [J VISA (check one)
370 @ $ 1.25 (set of 2) 369 '@ $ 250 ,
37-A@$% .80 @$ 450 Credit Card No. \ Expiration Date
5700 @ $ 3.75 @ $50.00 ! \
5701 @ $ 9.00 @ $30.00 Signature
5702 @ $ 4.00 D00 @ $ 4.50 Name
5703 @ $12.00 Add $ 100 shipping and
5751 @ $ 2.00 handijfig to each item above. Club No.
5753 @ $ 225 Pleag® note: Add an addi-
5756 @ $ 9.00 tion@l$2.00 for the Cross Pen
5759 @ $12.00 an@ithe Cross Pen and Pen-
5760 @ $ 9.00 cilifor insurance. city
5762 @ $ 9.00
5770 @ $ 5.00 — 1990 @ $24.00 Country _~~~~~~~~~~ ZipCs
5812 @ $ 9.00 —_— 1991 @ $31.00
5046 @% 60 — 1996 @ $13.00 California residents add 6% sales tax. Where postage exceeds shipping and handling figures, customer will be billed
6603 @ $ 6.00 3003 @ $23.00 for the excess. PAYMENT MUST ACCOMPANY ORDER.

Add $.50 shipping and handling Add $4.00 shipping and See the 1988 Toastmasters Supply Catalog for complete descriptions of these items and Information on other
to each item above. handling to each item above. educational and promotional material.

Address

State/ProMihce




