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Tl OFFICERS
AND DIRECTORS

Make Your Club Exciting!

I recently met a Toastmaster who belonged to a club that was having some
problems. Only 10 members were attending meetings, and scheduled speakers
were not prepared. Officer elections were nearing, and only one member had

shown interest in serving as an officer.
NS The member who spoke with me was,
: of course, concerned. He had belonged
to this club for five years, and he credited
the club with some of his newfound self-
confidence and personal growth. His
loyalty would not allow him to let this
sick club die. What could he do to nurse
it back to health?

My answer came from a statement by
Andy Pearson, President of PepsiCo.
Pearson said, “"Perhaps the most subtle
challenge facing us in the decade of the
eighties is to ensure that PepsiCo remains
an exciting place to work.”

The same is true of Toastmasters. To
ensure healthy Toastmasters clubs, we
must keep them exciting. We must keep
it exciting to learn, participate and achieve.
Our members have many family, business
and recreational activities competmg for their time. We must help them become
achievers. And we must make the experience enjoyable. Our founder, Dr.
Ralph C. Smedley, was right when he said, ““We learn in moments of
enjoyment.”’

Here are ways to help your club’s members become achievers:

* Present dynamic programs. Plan club meetings at least three months in
advance. Schedule theme meetings, debates and other special events. Be
creative, not boring.

* Encourage members to set goals for themselves. Again, members will par-
ticipate if they benefit in some way. Meet with each member semiannually
to discuss goals and interests. Then see that club programs and activities are
tailored to meet these goals and interests.

® Track members’ progress. Monitor each person’s progress through the
Toastmasters program and provide encouragement as needed.

® Recognize achievements. When a member receives a CTM, ATM, DTM
or other recognition, announce it to the club. Present any certificates during
a special ceremony. Also recognize personal and business accomplishments
when they occur. Everyone likes to be congratulated for becoming a new
parent, buying a home or getting a promotion.

® Promote camaraderie. Greet each member at every meeting and make
everyone feel welcome. People will make special efforts to come to meetings
when they know their friends are there.

As long as members benefit and achieve, they’ll participate in our program
and our clubs will remain healthy. So help members to grow and achieve by
keeping your club exciting.

I can give you a six-word formula for success:

i

“Think things through — then follow through.”
(Edward Vernon Rickenbacker)
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Take seven simple
steps to make
your membership
worthwhile.

started attending Toastmasters

meetings. But then I got busy,
and the meetings took a long time, and
it took even more time to prepare all
those speeches, and I have trouble
thinking fast enough when it’s my turn
in Table Topics, and everyone is bet-
ter than I am, anyway. So I just don’t
go much anymore. You know, I’'m not
really sure I’'m getting much out of the
club.”

Does any of this sound familiar? You
haven’t made any of these excuses
yourself, of course, but perhaps you've
heard them from other people, prob-
ably those who had great potential as
speakers.

If only they’d stuck to it.

What is your club worth to you?
What benefits do you receive from
Toastmasters? How can you increase
your benefits and make your club even
more valuable to you both personally
and professionally?

By following the seven steps outlined
in this article, you’ll make your time
with Toastmasters so beneficial that
when someone asks, “Why should I
join?”” you'll be able to say, ““Because
it’s worth so much!”

I was really excited when I first

1. Attend Club Meetings Regularly
The first step, of course, is to establish
a habit of faithful attendance at club
meetings. Regular attendance is the
foundation of all the benefits you'll
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What is Your
Club Worth

to You?

by Barbara Ardinger, Ph.D.

receive.

Make a commitment to yourself and
your own growth. You’'ve made com-
mitments in other areas—to a relation-
ship, for example, or to education,
fitness or an investment program. All
these things are worth your time and
energy, and you'll find that your
growth in Toastmasters complements
your success in other endeavors.

Dr. Ralph C. Smedley, founder of
Toastmasters, wrote in 1950 that “even
if I never opened my mouth in our
meetings except to take food, atten-
dance would be worthwhile for what I
would learn. Open ears would bring
me full value for my investment.”

2. Get Involved in Club Activities

Although you’ll learn a great deal
from other members simply by attend-
ing and listening, it isn’t enough.
You've got to participate. Even if you're
brand new, don't hesitate to take your
turn at Table Topics and chat with other
members during breaks.

If you're not feeling particularly ex-
troverted one week, you still can count
verbal tics—all those pesky ah’s, uh’s
and you know’s that come out of our
mouths when we have nothing to say.

A good way to meet people and learn
how the club works is to volunteer to
assist the Sergeant-at-Arms with a
multitude of tasks. You can also serve
as timer or grammarian. All these
duties are valuable to the club and

enhance your visibility.

With sufficient Toastmasters ex-
perience, you can serve as a speech
evaluator, and with a bit more ex-
perience you can hold office at a
meeting—perhaps be the Toastmaster
or General Evaluator. Eventually, you
may run for a club office.

What is the value of involvement?
Speaking skills aside, the value is net-
working, which is both one of
mankind’s oldest activities and one of
the hottest trends of the 1980s. Net-
working is a group of people getting
together for information or action, giv-
ing and getting referrals for business or
personal needs. When you get involved
in a club like Toastmasters, other peo-
ple come to know and trust you. They
learn what you can do and what your
connections are, and they may phone
you when they need your professional
or personal services. Likewise, you
come to know and trust other club
members. Do you need a referral for a
good mechanic, printer or accountant?
Attend a club meeting and look around
you.

3. Learn to Listen

Every Toastmaster learns pretty fast
that communication isn’t complete with-
out listening. As Dr. Smedley said,
“"Learning to make a speech is impor-
tant, but almost equally so is learning
to listen critically, analytically, and
then give the speaker the benefit.”



John Garcia, a Toastmaster since
1979 and former District Governor, is
a project manager for the Orange Coun-
ty Transit District, responsible for the
design and construction of large trans-
portation facilities in Southern Califor-
nia. In this job, Garcia needs to be a
good listener, and he gives Toastmasters
full credit for teaching him this crucial
skill. ““I have to listen carefully,”” he
says, ‘‘to find out what amenities the
passengers want and what concerns or
problems the people working on the
project are having.”

Garcia is a problem-solver, both on
the job and at Toastmasters. “As a
Toastmaster,”” he continues, “I've felt
a sense of belonging to a group which
aspires to self-improvement. We
develop a bond as we help each other.
I try to take this feeling back to my job
and listen to the people I work with.”
He also takes his listening skills
Speechcraft groups, new clubs he
helps organize, and university classes
at which he is a guest lecturer.

Forty-five percent of our time is
spent listening, according to ““How To
Listen Effectively,” a module from
Toastmasters’ Success/Leadership Series.
“Ineffective listening is the cause of . . .
accidents and production breakdowns,
lost sales and lost customers, personal-
ity clashes and poor morale, poor com-
munications and misguided manage-
ment,” this program tells us. Make your
time at your club worthwhile by learn-
ing to become a better listener and tak-
ing your listening skills back to your
family, friends and colleagues.

4. Take Risks and Grow

We all know the value and dif-
ficulties of taking risks. Philosopher
and psychologist William James wrote
that “it is only by risking our persons
from one hour to another that we live
at all. And often enough, our faith in
an uncertifiable result is the only thing
that makes the result come true’” (The
Will To Believe, 1987).

Consider this: By virtue of being a
Toastmaster, you're already suc-
cessfully at risk. You took a big risk
when you came to your first meeting.
Even if you came with a friend, you
entered a room of 20 or 30 strangers.
Most people feel very much at risk
when they first encounter a Table
Topic, but they all live and learn
through it.

Your ““Ice Breaker”” may have been
your first big risk; self disclosure can
be a challenge even to a professional
speaker. But you accepted that
challenge and the further risk of being
evaluated.

As you work through the manuals,

you continue to take calculated risks.
When you work on body language, for
example, try something new. If you
tend toward frantic, adrenaline-
induced gesticulation, try to stand still
and move with purpose. Conversely,
if you stand like the mighty oak,
become a windmill to learn what it
feels like to move. At your sixth
speech, experiment with new words.
(Be careful as you dive into the
thesaurus; you and I may think, but
only William F. Buckley “opines.”) Ex-
plore new topics and learn along with
your audience.

As you learn to deal with stage
fright, you may feel that you're literally
risking your life. However, you'll soon

Make a commitment
to yourself and

your own growth.

realize that Toastmasters is a safe place
to grow.

5. Deal With Evaluation Positively

Learning to deal with evaluation is
one of the greatest benefits of the
Toastmasters experience. It might have
been an evaluation that brought you to
Toastmasters. After doing a presenta-
tion at work, your manager might have
stopped you in the hall and said,
““Have you ever considered taking a
course in speaking?”’ (Translation:
““While the material you presented this
morning may have been valuable, your
delivery really stunk, and because I see
a lot of potential in you, I want you to
improve your presentation skills before
you embarrass yourself again.”’)

By watching and by doing, you learn
to deal with evaluation in your club.
You evaluate and you are evaluated.
Remember these lessons and act on
them when you discipline your
children, interact with coworkers or
participate in other organizations. Ask
others to evaluate your performance.

Dr. Smedley often said, “We gain
skill by practice, and we improve by
heeding our evaluators.”

6. Make Use of Advanced Programs

As you grow in competence as a
speaker, you also experience the worth
of your club on a pragmatic level. You
learn about other people—how they
think and act—and about the topics of
interest to citizens of today’s world.
You receive the benefits of networking
and you learn to listen effectively. You

grow by taking risks, and even if a
specific risk isn’t successful, you can
learn valuable lessons in areas such as
planning, research and organization.
Moreover, you learn to deal positive-
ly with evaluation, and become more
successful at Toastmasters meetings, at
home and at work.

The Advanced Communication and
Leadership Program gives you the
chance to specialize. Take advantage of
the nine advanced manuals to sharpen
new skills. Are you, for example, mov-
ing into public relations for yourself,
your department or your organization?
Manual 226-C, ““Public Relations,”
shows you how to prepare many of the
speeches you'll need to know: per-
suading an audience, dealing with a
hostile audience, even presenting your-
self to the media.

Four of the advanced manuals are
especially useful for men and women
climbing the corporate ladder. ““Speak-
ing To Inform” teaches you how to
give a demonstration talk, present a
fact-finding report and cover abstract
concepts so that your audience
understands. “The Discussion Leader”
gives four different methods for leading
productive discussions, and the
“Technical Presentations’” manual
covers briefings, proposals, technical
papers and team presentations. The
“Speeches by Management’’ manual
covers topics of interest by managers.

The other advanced manuals, ““The
Entertaining Speaker,”” “The Profes-
sional Spokesperson,”” ‘'Specialty
Speeches”” and ““The Professional
Speaker,”” are for Toastmasters who
want to specialize in a certain field or
consider moving into professional
speaking.

You could pay hundreds of dollars
to take seminars on these topics. Do so
if you want to, but keep in mind that
you’ll get the same value from
Toastmasters.

7. Use Your Transferable Skills

Dr. Smedley once wrote that a
Toastmasters club is a laboratory:
“There are opportunities to try out
various applications of speech, such as
may occur in daily work.”

To make your club worth your time,
energy and dues, use your transferable
skills. Take what you learn with you
when you leave the club.

Dick Hsu is a Toastmaster who has
used his transferable skills with great
success. Hsu joined Toastmasters in
1980 with two goals in mind: He want-
ed to increase his command of the
English language and conquer his
stage fright.

Although he’d taken English and
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Do you remember your first visit to
a Toastmasters club? What impressed
you so much that you wanted to be-
come a part of that group? A visitor’s
first impressions of a club often deter-
mine that person’s view of the entire
organization, as pointed out by Inter-
national President John Fauvel, DTM,
in his presidential message, “‘First
Impressions Last”” (The Toastmaster,
October 1987).

In a recent survey of members,
most agreed that these simple steps
are the keys to member satisfaction:
¢ Make people feel comfortable even

before they become members.

Greet all guests at the door, pro-

vide them with information on

Toastmasters and show them that

they’re among friends.
® Once the guests become members,

offer a proper orientation into the

Toastmasters program. Explain the

educational, leadership and social

benefits available in the organiza-
tion. Stress that everyone can

ir ¢t impre

ion La ¢

achieve in Toastmasters.
* Hold a formal induction ceremony,
officially welcoming new members
into the club. An impressive induc-
tion goes a long way toward satis-
fying members’ needs.
Finally, recognize all members’
achievements and encourage them
to continue pursuing goals in
Toastmasters. A standing ovation
for achieving CTM, ATM or DTM;
a press release sent to the local
media announcing the officer elec-
tion results; even a certificate of ap-
preciation for bringing new
members into the club are all ap-
propriate, appreciated and neces-
sary. A club should reward its
members for the time and effort
they continuously devote.
The New Member Orientation Kit
(Code 1162) contains information on
orientation and induction ceremonies.
For a complete list of membership
items and ideas, contact the Member-
ship and Club Extension Department
at World Headquarters.

MULTIPLY YOUR

COMMUNICATION SKILLS

Are you prepared to handle the speaking situations that
come your way—in Toastmasters, on the job, and in the
community?
- Toastmasters Advanced Communication and Leadership
Program can give you the practical experience you'll need
in any of these areas.
! The program consists of nine manuals, each dealing with
a specific aspect of communications. When you submit your
CTM application to World Headquarters, you receive three
advanced manuals of your choice at no charge. But there
are six other manuals available to you to help you improve
your skills. Charts are also available to track your ac-
complishments, and the accomplishments of your fellow
club members.

Order today!
TOASTMASTERS INTERNATIONAL, P.O. Box 10400, Santa Ana, CA 92711
MANUALS CHARTS
___The Entertaining Speaker (226-A) ___C&L Program Progress Chart—File Copy
____Speaking to Inform (226-B) 227) @ 60 cents each

___Public Relations (226-C) _C&L Program Progress Chart—Wall Chart
(227-B) @ $2.00 each

___Advanced Program Progress Chart—File
Copy (227-A) @ 60 cents each

___Advanced Program Progress Chart—Wall
Chart (227-C) @ $2.00 each

___Progress Chart Kit (one of each of the
above) (227-D) @ $4.00 each.

Add posta?e and handling charges for each

item as follows: For 227 and 227-A, add 50

cents inside U.S., $1.00 outside U.S.; For

227-B, 227-C and 227-D, add $1.25 inside U.S.,

$2.00 outside U.S.

PAYMENT MUST ACCOMPANY ORDER. Available only to Toastmaster members. California residents

add 6% sales tax. My check or money order for $. (U.S.) is enclosed.

Name

Club No. District

Address.

City State/Province

Country Zip

____The Discussion Leader gZS-D)
___Specialty Speeches (226-E)
—_Speeches By Management (226-F)
____The Professional Speaker (226-G)
___Technical Presentations (226-H)
___The Professional Salesperson (226-)

and handling inside the U.S., $1.25 outside
the U.S. for each manual.

r
1
1
1
1
1
1
1
1
1
1
1
1
1
: Each manual is $2.00. Add 50 cents postage
1
1
1
1
1
1
1
1
1
1
1
1
1
L
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speech classes in college, he came to
Toastmasters for the “practical week-
by-week practice that forces you to use
your skills” and for ““the leadership ex-
perience you don’t get in college.”

Hsu attended regularly, got involved,
took risks and grew. A significant les-
son was learning to leave his “’comfort
zone;”’ in his case, small groups of
fellow Chinese. ‘It was frightening at
first,”” he admits. "I felt exposed and
inadequate.”” But he stayed in the pro-
gram and became club president, then
area governor. He also won humorous
and serious speech contests. ‘I never
thought I could do it,”” he says.
“Toastmasters helped build my self-
confidence.”

As general manager of an Acura car
dealership, Hsu has used his commun-
ication skills to advance his career. For
example, he has used his knowledge
about club meetings to run manage-
ment meetings and organize the deal-
ership’s grand opening.

Dr. Smedley has the final word on
the value of Toastmasters membership:

“The end of our training is better
communication. In the process of lear-
ning to communicate better, we get
other benefits, which come as extra
dividends. As we gain speech facility,
we gain in our thinking and in our
listening powers. We extend our
horizons and enlarge our interests. We
become better neighbors. We help in
the cause of human progress.

“All civilization, all progress, de-
pend on communication of ideas. As
we learn to share our thoughts with
others, and compare our own thinking
with theirs, we make possible that co-
operative action without which there
can be no progress. We promote better-
understanding, on which human rela-
tions are based.

““Thus we see that while most of us
may have entered Toastmasters to learn
to make speeches, that benefit is but
the beginning of the good which may
come to us, and the good which we
may do for mankind.” L 4

Barbara Ardinger, Ph.D. is a long
time supporter of Toastmasters who
helps businesses and individuals in-
crease the effectiveness of their written
marketing tools. As a professional
speaker and university professor, she
often recommends Toastmasters to her
students.

Editor’s Note: Dr. Smedley’s com-
ments are from his book, Personally
Speaking, which may be ordered from
World Headquarters (Code 63-B)
through the 1988 Supply Catalog.
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Build Yourself
To Become A Dynamic Speaker

Become a speaker whose words are heard, understood and acted upon! Learn to share vital information ef-
fectively, motivate others to action, inspire people to great heights, and make them laugh until they cry.

Toastmasters has available an array of the most complete and dynamic audio and video cassette albums
ever produced. Each combines simple yet profound tips on effective speaking that you may use in your
career or on the platform. These outstanding cassette albums and video are ideal for self-development as
well as entertainment! And you can listen to them and learn at your leisure—in the privacy of your own
home, car or office. They're also a great addition to your Club’s library.

Be Prepared

COMPLEAT SPEA

Begin Building Your Speaking Power Now! Order These Cassettes and Video Learning Programs Today!

BE PREPARED TO SPEAK (215-V, 215-B)
Team Toastmasters with the latest video
technology and what do you get? A state-of-
the-art, g‘rofessionally- roduced videotape
that can help you excel as a speaker—at an
unbeatable price! Our three-part video
guides you step-by-step through the pro-
cess of speech writing, presentation, au-
dience analysis and the use of imaging to
conquer fear. It is just under 30 minutes
long, the ideal length for club meetings, cor-
porate training sessions, or for individuals
to view on their own at home. Available in
VHS (215-V) and BETA (215-B) formats.
Outside the United States or Canada, check
for compatibility of formats.

THE SITUATIONAL LEADER (258)

This dynamic combination of two audio cas-
settes and an easy-to-read book enables you
to learn situational leadership concepts.
This package will help you develop skills to
lead people, diagnose the competency and
commitment of team members, differentiate
styles of influence, identify and cultivate
people committed to moving our organiza-
tion forward, and train and properly reward
quality people.

THE COMPLEAT SPEAKER (241)
Broadcaster and motivater Earl Nightingale
reveals little-known secrets of effective com-
munication for beginning and advanced
speakers. Subjects discussed include tips
for writing speeches, making introductions,
conducting panel discussions, and handling
radio and television interviews. Six audio
cassettes.

HUMOR, SPEAKING AND YOU (252)

Laugh and learn at the same time! Learn the
essence of humor, how to find humorous
material and how to use humor when you
speak. Then roar with laughter as you hear
examples from some of the world’s greatest
humorists, including Mark Russell, Dr.
Charles Jarvis, Bob Richards and Win
Pendleton. Topics covered include ‘“Magic
Methods of Humor,”” “‘Motivate with
Laughter,”” ‘“Let Me Entertain You,”” and
““Inspire with Fire.”” Four audio cassettes.
Produced by Toastmasters International.

THE EFFECTIVE SPEAKER (243)
With this excitement-packed cassette al-
bum, you'll learn time-tested techniques for
effective public speaking, and you'll hear
them brought to life by some of the great
speakers, including f'ohn F. Kennedy,
inston Churchill, Will Rogers and Dr.
Norman Vincent Peale. Included are such
vital subjects as ‘‘The Power of What You
Say,”” ‘’Speak from the Power of Memory, "’
and ‘‘Capture Their Hearts with Humor.”
Six audio cassettes. Produced by Toastmas-
ters International.

COMMUNICATE WHAT YOU THINK (240)
Noted broadcaster and motivator Earl Night-
ingale offers timeless advice on effective
speaking, listening, organizing and persua-
sion. This basic guide will help you become
a respected and sought-after speaker. Topics
covered include getting and holding an au-
dience’s attention, how to sell your ideas,
how to overcome fear of addressing a large
group, and more. Six audio cassettes.

THE BBFEevive ons

DU THINK

Toastmasters International
P.O. Box 10400, Santa Ana, CA 92711

Please send me:
Quantity

___Be Prepared to Speak—VHS (215-V) @ $39.95 each.
____Be Prepared to Speak—BETA (215-B) @ $39.95 each.
____The Situational Leader (258) @ $29.95 each.

___The Compleat Speaker (241) @ $45 each.

___Humor, Speaking and You (252) @
___The Effective Speaker (243) @ $30

___Communicate What You Think (240) @ $45 each.

Please add $3 postage and handling charges for each program inside the United States, or
$4 for shipment to Canada, Mexico and overseas. California residents add 6% sales tax.
PAYMENT MUST ACCOMPANY ORDER. My check or money order for $_______(U.S.) is

enclosed.
Name

O Member (Club No.

District )

[J Non-member

State/Province

gl Address

eacn. 3

each. Clly
Country

Zip Code







| Toasting is an elegant art, long neglected,
which deserves attention study and practice

icture yourself at a large and elegant wedding sup

P per. The best man asks you to give a toast to the brid

3 and groom. You're both pleased and frightened
* What can you say that will be appropriate and humorou

You try to recall some of the groom’s college pranks. Th
time is at hand. Your mouth goes dry. You grasp the cha

pagne glass by the bowl, lift it up and begin to talk, a

_tempting to say something funny. Nobody laughs. Yo

push your effort, only to come up with something a b

~ raw. You're embarrassed. You close with something like

- ““May you be happy.” The whole thing’s a flop.




RETURN OF THE TOAST
Continued from page 9

Don't feel bad. Most people do no
better under similar circumstances.
Wedding parties and other popular oc-
casions often carry a level of perform-
ance that’s dull, inept and sometimes
even in bad taste. Toasting is an ele-
gant art, long neglected, which de-
serves attention, study and practice.

Picture yourself at the same wedding
supper. You stand, get the guests’ at-
tention, lift your glass by the stem and
say in a strong voice, ““To the bride and
groom; as you embark on the sea of
matrimony, may you not jump over-
board at the first squall.” Everybody
smiles. The effect is delightful. Many
will congratulate you.

Toasting is an art that’s been long ig-
nored. In the days of George Washing-
ton and Thomas Jefferson when British
custom prevailed, the toast was in-
tegral to the feast. As history rolled on,
the pioneers were more concerned
with meat and potatoes than with giv-
ing and receiving toasts. The early
Americans took a dim view of dancing
and developed severe reservations
with regard to the use of table wine.
Even though a fetching toast can be
given with water, fruit juice, coffee, tea
or any other beverage, the art of
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“Here's to you
Here's to me
May we never disagree
But if we do
Heck with you
Here's to me!”

toasting at festive occasions almost
disappeared.

An American dinner party came to
be an occasion in which food was the
central concern. The social aspects
were deemed important, but second-
ary. Today, American dinner parties
often start with an hour of socializing
after which guests are seated and
served. A carefully selected wine is
quite fashionable.

Fortunately, the smart, witty and
meaningful toast has come back in
style. ““A word fitly spoken’” and the
elegant ring of fine crystal are once
again popular at tables around the
world. As Toastmasters travel through-
out the world or attend international
conferences, they learn about other
cultures and rediscover the ancient art
of toasting.

An Ancient Art

The practice of giving and receiving
toasts was common among the
Hebrews in Old Testament times. In
Psalms 116:13 appears the line I will
take the cup of salvation and call on the
name of the Lord.”” The word ““toast”’
originated with the Romans who
browned their coarse bread in a fire.
When the bread became too hard to
chew, they soaked it in wine. The

softened bread, called ““sop,” served
the purpose of collecting the sediment
accumulated with the fermentation
and aging of the wine. The meaning of
“toast”” expanded to include the drink
in which the bread had been soaked
and even the person in whose honor
the drink was consumed. Madame
Pompadour thus became known as
““the toast of France.”

The ancient Greeks celebrated with
many civilized and elegant toasts. It
was a religous requirement that a pious
citizen make a gift of wine to the gods.
When Socrates received his death
sentence in the form of a cup of
hemlock, he asked permission to pour
out a few drops as a libation to Zeus
and the other gods. The stingy execu-
tioner denied the request on the
grounds that just enough hemlock had
been provided.

One of history’s most famous
celebrations is recorded in Plato’s
“Symposium.” It occurred in the
house of Agathon. Socrates, who had
a lordly disregard for protocol, invited
Aristodemus to be a guest at the feast.
Eryximachus, Agathon’s personal
physician, served as ‘’symposiarch”
and proposed that, in the interest of
mental clarity, drinking should be
avoided. The flute girl was sent away,
and the dinner party turned out to be
a famous celebration when each of the
brilliant guests gave a tribute to Eros,
the god of love.

This famous platonic dialogue has
given us the word “‘symposium,”
which designates an exchange of ideas,
although it orginally meant an occasion
when guests ““drink together.”

However, the art of toasting wasn’t
limited to the Western world. When
Confucius taught in China, festive oc-
casions were highlighted by appropri-
ate toasts. The Egyptian ruler Amen-
hotep exchanged poetic toasts with his
colleagues and visiting ambassadors.
Records of similar rituals exist from In-
dia, Iran and other ancient countries.

Religious Meaning

In medieval times, the toast took on
a religious meaning. People believed
that Satan could be exorcised with cer-
tain rituals as described in the phrase
"“bell, book and candle.” It was believed
that the sound of church bells and the
sight of the Bible so terrified the devil
that he fled. The candle was the sym-
bol of faith and prayer which pierced
the darkness and defeated Satan.

It was likewise believed that the bell-
like tone produced by the custom of
touching goblets together could expel

Continued on page 15



Speechwriting and a
Bottle of Wine:
[N VINOVERITAS

by Alex M. Moller

t was while I was luxuriating in

I the pleasures afforded by a ‘72

Wolf Blass Cabernet Sauvignon
(yellow label) that a remarkable
thought struck me: How alike the
methods employed in producing a
magnificent red wine are to those used
by the thinking Toastmaster in
manufacturing another five to seven-
minute classic! The analogy bears ex-
amination if for no other reason than
to allow the state of wine-induced
euphoria to bear fruit.

The wine maker, having determined
what his product will be, begins by
harvesting his grapes, the ““body and
soul” of his endeavor. The Toastmas-
ter, having selected his topic, begins by
“harvesting”’ the thoughts, opinions
and statistics which will form the
“heart” of his speech.

Having extracted the very essence of
his ““harvest,” the Toastmaster then
begins “‘fermentation’”’—converting
the mass of ideas into a more potent
form, producing the “‘spirit”” of his
speech.

“’Filtering’’ definitely must be
employed at this stage to remove the
impurities of grammatical errors, waf-
fle, laborious phrasing and vague
notions.

"“Clarity”” will convey confidence. A
murky or opaque appearance to any
wine will make any prospective im-
biber nervous about the effect the li-
quid will have on the tongue and
viscera. An indistinct thought or idea
similarly will cloud the speech and
make the speaker struggle to keep the
audience interested in his topic.

A preliminary ‘‘bottling’’ is
sometimes wise, as it allows the speech

All good speeches
should have

lingering aftertaste.

to settle and may provide an oppor-
tunity for a more objective assessment
of its “balance’” at a later time. This is
done to ensure that all the “flavor”
components, the points raised in the
speech, are in complete harmony.

The secondary bottling will allow the
speech to mature. It's amazing how a
speech, once written and put to bed,
can be subtly but effectively changed
by time before being presented in final
form.

A wine’s bouquet is critical to the
success of the vintage, but to suggest
that one should smell a speech before
delivery is something even this partial-
ly inebriated author could not propose.

Nevertheless, a certain amount of
testing of the speech should be per-
formed. Likewise, wines should be
allowed to come in contact with air
some time before serving. Allow your
speech to ““breathe,” present it to a
friend and allow this outside agent the
opportunity to affect it. Not substan-
tially, just a rough edge smoothed over
here or there.

All good speeches should have a
lingering aftertaste; the wine that loses
its identity once swallowed is scarcely
worth uncorking. The whole point of
a speech is to leave a message with the
audience; one that lingers, is preferably
pleasant, and will encourage the recip-
ient to look forward to another sam-

pling of the maker’s wares.

If your speech is shunned by the
public, don’t try a different label. Pour
it out and start again. A bad wine will
always be just that, no matter how
many additions or alterations are
made.

If your speech succeeds, you may
pour a glass of wine and drink a toast
to yourself. Cheers! !

Alex M. Moller, a
Toastmaster since
March, 1986, is
President of the
Aurora Club 6127-69
in Townsville, Aust-
ralia. He is Store
Manager for Target
Australia Pty, Ltd., a department store
chain. A self-described “lover of good
wines,”” Mr. Moller is a former
Secretary to the Liquor Licensing Com-
mission of Papua, New Guinea.
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ENERGIZE YOUR LIFE!

SHIFT YOUR POTENTIAL INTO TOP GEAR
WITH NEW TECHNIQUES!

Paul G. Thomas, the world’s leading expert on the
dynamics of psycho cybernetics, discovered the great
truth that it is impossible to achieve any goal without
psychofeedback.

Mr. Thomas is the first to give a full explanation of
psycho cybernetics and his book is recognized as the
most important ever written on motivation. Defining
motivation as ‘‘the energizing and control of purpose-
ful behavior towards specific goals” he explains the
exact neurological process which releases the latent
power in the greatest computer known -

THE HUMAN BIOCOMPUTER

“THIS PROGRAM IS A MUST FOR ALL WHO SERIOUSLY WANT TO ACHIEVE THEIR POTENTIAL”

PSYCHO CYBERNETICS
PSYCHO CYBERNETICS is the study,
by comparison, which has been made in-
to the way in which computers, the brain
and human mind works, and the related
methods of control.

The comparative study shows that the
part of our brain which functions at the
unconscious level, the so-called sub-con-
scious, is a biocomputer, functioning by
exactlythe same principles asamechani-
cal computer. (1) By having an Input and
an Output. (2) By having stored informa-
tion and instructions, its program. Obvi-
ously, there is a different program in every
biocomputer. But that, and only that, is
what gives us our unique individuality.

PSYCHOFEEDBACK

PSYCHOFEEDBACK, a mind/brain
mechanism, is man’s ONLY means of
governing and controlling his actions by
BOTH reinserting into the biocomputer
the results of past experience (as with
orthodox feedback mechanisms) AND,
WITH THE IMAGINATION, by inserting
the results of PRESENT experience.

Is there a difference between biofeed-
back and psychofeedback? Yes, there is.
Biofeedback requires the use of mechani-
cal devices for its implementation, psy-
chofeedback does not. It proves the over-
whelming importance of imagination to
our goal seeking activities.

It is IMPOSSIBLE to achieve ANY goal
withoutusing psychofeedback. From the
simplest of goals such as putting one foot
infrontofthe otherto walk orlifting a glass
to the mouth todrink. Butbecause ourbio-
computer cannot tell the difference be-
tween areal and an imagined experience,
we do not have to have had the experience
to use psychofeedback.

You will prove this for yourself by using
a small kit you will receive.

You have probably read many self-im-
provement books which say you must have

HUMAN POTENTIAL MAGAZINE

a positive attitude, you must be self-re-
liant, etc. What no program has done be-
fore is tell you HOW you can do this, with
very little effort on your part, so that it
happens automatically. Carryingoutthe
simpleinstructions, you willdiscoveryou
have apoweryou neverthought possible.
The power to have direct access to your
biocomputer enabling you to be sure the
best possible program is contained there-
in. You will release this powerby learning
to use another mind/brain mechanism -
Reticular Activating System Control or
RASCON.

You will discover why the way the right
half of your brain functions is so very im-
portanttoyou. Forthe firsttime, the right
hemisphere brain research is explained
as it applies to our everyday activities.

You will discover why it is so important
to establish your ?oals concisely. Every
authority in the field of personal develop-
ment stresses the importance of setting
goals but none tells you why it is so. Paul
Thomas SHOWS you why.

He teaches you to use psychofeedback
and put a better program into your bio-
computer in 4 easy steps. This is the
purpose of the “A’” sides of the cassettes.
The “B” sides contain exersizes which will
get your right hemisphere working har
moniously with the left hemisphere.

Here are more benefits of using
Advanced Psycho Cybernetics

+» How to earn more money and achieve greater
career success.

+~ How to develop a more positive attitude.

+ How to become more self-confident.

+~ How to become more enthusiastic about life in
general.

» How to channel your energy more productively.

+» How to become more diligent effortlessly.

+~ How to have more of a “do it now” attitude and

Explanation of Psyc!
Complete Step-By-Ste

L )

ADVANCED
PSYCHO

CYBERNETICS

AND
PSYCHOFEEDBACK

ntific -
The First SCI:' Cybernatics

PSTIHO CYBERNITICS
£ PTG COBEANETICS

@ ==
R

pravens

p Instructions

eliminate procrastination.

+ How to become more agressive in getting the
things you want out of life,

+ How to become more impatient if you have
been too patient and long suffering about the
condition of your life and vice-versa.

How to have a more outgoing personality.

How to become more self-disciplined.
How to be more decisive.

How to have empathy with people.
How to improve your ability to concentrate.

How to communicate your feelings and ideas
with conviction.

X NEUEUN X

How to be more self-relient.

\

+ How to be physically relaxed and live longer
in this stress inducing society we live in.

» How to develop your creative ability.

+~ How to become more persistant in the pursuit
of your goals.

» How to have the ability of using good judge-
ment whenever you're faced with decisions.

+~ How to be more resilient when you're faced with
problems. Everybody has problems and often
they become the source of discouragement. Be-
ing successful at living means meeting your
problems with confidence and assurance. Ad-
vanced Psycho Cybernetics will show you the
EASY WAY.

+~ How to play better golf, tennis, bowl or any
other recreational activity because psychofeed-
back is the breakfast of champions.

WHATEVER YOUR GOALS
WHATEVER IT IS YOU WANT OUT OF
LIFE CAN BE YOURS WITH ADVANCED
PSYCHO CYBERNETICS AND
PSYCHOFEEDBACK.

PREVIEW THIS FANTASTIC
PROGRAM FOR ONLY

POSTAGE AND HANDLING

73¢ 1st class post., 27¢ handling-Total $1

CLASSIC PUBLISHERS, 150 S. Barrington Ave. #99 , Los Angeles, California 90049

With no obligation, | want to preview the pro

gram. Here is $1.00 for 1st class post & handling for

ONE FREE CASSETTE, AN 8 PAGE BOOKLET AND THE PROVING KIT

MENTIONED ABOVE.

(NO REQUEST ANSWERED WITHOUT $1. FOREIGN COUNTRIES - SEND $3 U.S. FOR AIRMAIL)
IN CANADA THE HARDCOVER BOOK IS AVAILABLE FROM W.H. SMITH.

PRINT Name
Street Ste/Apt
City State Zip




H%ERC’)#EY
SPEAKING

It's Nice To Be Back

used to tell a joke about a guy

who goes to a doctor and says,
“Doc, I can’t seem to raise my arm
higher than this.”” The doctor says,
“"Have you ever had this before?”” The
man says, “Yes.” The doc says, “Well,
you've got it again.”’

That’s the way I feel about this
column—you've got me again. [ wrote
a regular column for The Toastmaster
a few years ago, and I'm happy to be
back. The subject of my new column
is humor in speaking. I've been mak-
ing my living from comedy for the past
29 years. I've written nightclub
material for many people, including
Phyllis Diller, who introduced my
work to TV. I've written and produced
many TV shows and captured three
Emmy awards along the way. I've also
begun a professional speaking career
and have addressed the Toastmasters
International Convention a few times.
In 1983, the International Platform
Association voted me the ‘top
discovery in the field of humor.’

None of this makes me an expert in
humor. Comedy is an elusive art.
There are no experts, only those who
guess better than others at what makes
people laugh.

I recently attended a rehearsal for a
Bob Hope television special. During
the reading of the script, Hope wanted
a certain joke rewritten. It happened
to be one of my lines, so I was eager
to fix it and get it back in the script. I
made a few suggestions, but each was
rejected. I tried one more and Hope
had enough. He said, “Gene, when
we do a joke on the show, we’d like
to have people know what we’re talk-
ing about.” I threw my pencil down
and said, “Bob, now you're getting in-
to the higher priced jokes.”

C omedian Henny Youngman

All Opinions Are Valid

I will try to make this column infor-
mative and fun. With your help and
cooperation, it could also be an ex-
change of ideas. If you have any ques-

BY GENE PERRET

tions or suggestions, or if you disagree
with anything I write, please let me
know. This column definitely is for
you, and should be by you. Write to
me in care of the magazine and become
a part of the column. I'll pass your opin-
ion to the readers because in the busi-
ness of humor, all opinions are valid.

The only way your humor will work
is if it’s indeed your humor. I often
hear Toastmasters complain that they
“just can’t do comedy.”” I never quite
believe that statement. I do believe that

Put a lLttle bit
of yourself

in_your humor.

most who've tried comedy have failed
miserably. Phyllis Diller once told me
there’s no such thing as a good begin-
ning comic. Joan Rivers’ book, Enter
Talking, is a chronicle of her early
failures. There’s not a comic working
today who doesn’t have a litany of
flops to recite. And they recite them
proudly. Why? Because they’re
precisely the reason these comics are
successful—they learned from their
failures.

However, I don’t mean to suggest
that any of the speakers reading this
column should try to become comics or
even make humor the main portion of
their talks. Most of us only need a
touch of humor to spice up our
presentations.

Nor do I want to imply that you
should have years of failure to ensure
later success. What I'm saying is that
you shouldn’t avoid humor altogether
simply because you tried it once or
twice with disappointing results. Stay
with it and work with it. It gets better
as you learn.

Be Yourself
Some people say they can’t do com-

edy because they’ve tried other peo-
ple’s comedy and couldn’t do it well.
They heard a comedian or a speaker do
a funny story, so they tried it. They
told a joke exactly the way someone
else told it. They lifted a poignant story
from Reader’s Digest and recited it ver-
batim. That’s doomed to failure. You
have to put a little bit of yourself in
your humor.

Suppose I took Bob Hope's script
and gave it to Buddy Hackett, and
gave Hackett’s script to Hope. Each of
their shows would be terrible. Why?
The material is good. They both have
polished deliveries. The only difference
is that they’re not adhering to their own
styles. They’re not being themselves.

In telling a joke or story, or just ad-
ding a humorous gesture or inflection,
make sure you know why it’s funny.
Don’t just include it because someone
else got a laugh with it.

Only tell a story you believe in. If it
conflicts with your principles or beliefs,
don’t use it. You won'’t do well unless
you feel good about your material.

Tell it in your own style. Use your
speech patterns, voice inflections and
gestures. If it doesn’t translate to your
style, then it’s simply not a story you
should be telling.

By definition, comedy is fun. It
should be fun for both you and your
audience. In this column, Ill promote
the use of a little humor in public
speaking. I hope to take some of the
fear out of comedy and put the fun
back in. §

Gene Perret, a com-
edy writer for many
famous nightclub
performers, such as
Bob Hope, Phyllis
Diller and Carol
Burnett, spoke at
Toastmasters 1986
International Convention. Mr. Perret’s
column on humor and speaking will
appear bimonthly in The Toastmaster.
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Don’t Be Conned
by Connotation

Words have meaning as images they

lbert Mehrabian, author of
A Communication Without Words,
says, ““Verbal communication
contributes about seven percent to the
communicative process. The other 93
percent depends on the voice and non-
verbal communication.” As startling as
that may seem, even that seven percent
can be unreliable and misleading if you
don’t consider the importance of the
effect emotionally charged words have
on your attitudes and behavior.
Such words are known as con-
notative because their meanings con-
note rather than denote. In other words,
they have a meaning apart from
whatever they explicitly name or
describe.

Meanings Multiply

Words themselves are merely sym-
bols that represent what we see, hear,
smell, taste, touch, think and feel.
They may evoke images or emotions,
but have no intrinsic value or signi-
ficance.

For example: We can't drink the word
water, ride in the word automobile, rest
in the word sleep. Words are simply
referents—and may prove untrustwor-
thy at times.

One problem is that words mean dif-
ferent things under different circum-
stances, in different places, and to dif-
ferent persons. Most of us subscribe to
Humpty Dumpty’s philosophy in Alice
in Wonderland: ““When I use a word,
it means just what I choose it to mean
...Nno more, no less.”
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create in our minds.

by Vivian Buchan

Let’s take, for example, the word
spring with its multiple meanings. We
say, “I can hardly wait for spring.”
“Tighten the spring on the screen
door.” “Go down to the spring for
some water.” ““Some mornings I just
spring out of bed.” “He’s lost the spring
in his step.”’

Another word with multiple meaning
is run. My dictionary devotes almost
a full page to this one word, which can
act as either a verb or noun.

Words, then, have meaning only as
images they create in our minds. This
meaning depends on context, or rela-
tionship with other words in a sen-
tence, conversation or speech. ‘Con-
text” also refers to the circumstance or
setting for communication.

Consider Context

Context helps determine, then, the
speaker’s choice of what is termed
‘denotative’ and ‘connotative’ words.

Webster defines ‘connotative’ as
having significance apart from
whatever is explicitly named or describ-
ed. As aresult, tempers may be arous-
ed by connotative words as they pro-
voke emotional reactions, either con-
scious or subconscious.

Here’s an example: “Who's that lady
with Robert?”” connotes a different im-
pression than ““Who's that hroad with
Robert?”” The first description is com-
plimentary and the second is deroga-
tory. Furthermore, the speaker’s atti-
tude toward the woman is reflected in
this verbal appraisal of her.

We can refer to denotative words as
‘workhorses’ because for the most part
their meanings remain stable. Take the
word hat, for instance. We interpret:
"“a covering for the head.” Not until
we add stunning, or bizarre, for exam-
ple, will our mental image alter.

Notice how words we use every day
can be used both denotatively and con-
notatively, and how context can vary
meanings:

1. The baby is fast asleep. (denota-

tive)
Why does she baby her husband
so much? (connotative)
2. She’s wearing a red dress. (deno-
tative)
Every time I see that man, I see red.
(connotative)

3. The dentist killed the nerve in my
tooth. (denotative)
It takes a lot of nerve to rob a bank.
(connotative)

4. He used his savings to buy a car.
(denotative)
He used his girlfriend to raise the
money. (connotative)

We depend on denotative words be-
cause they are concrete; we enlist con-
notative words to arouse emotions and
win responses. When you want to ap-
pear stable or reliable, you can be more
convincing if you use mainly denotative
words.

If you're interested in winning co-
operation or arousing interest, how-
ever, you'll be more persuasive if you
emphasize connotative words.

Saying what you mean takes a keen




understanding of how our language
works. Unfortunately, we can never be
sure just what reactions we’ll arouse
by our choice of words. You may remain
unmoved by words that nevertheless
inflame a friend or coworker.

Teachers, ministers, politicians, ac-
tors, salespersons, fundraisers, novel-
ists and poets all depend on connotative
words to arouse memories, aspirations
or desires. However, engineers, mecha-
nics, machine operators and computer
analysts prefer denotative words as ap-
propriate to their fields.

Proceed with Caution

Connotative words must be used with
caution because they can cloud our
judgment, provoke hasty action and
encourage extravagance.

Because words are weapons that can
coerce people, we must be on guard to
keep from being conned (and conning
others) by terminology. Remember that
time you were influenced to do some-
thing against your better judgment, or
yielded to persuasive arguments and
then wondered what on earth possessed
you to react as you did? Maybe you
were conned by connotative words.

But now you're alert to their power.
Use that knowledge wisely! 4

Vivian Buchan, fre-
quent contributor to
The Toastmaster,
has published more
than 600 articles in
75 publications. A
resident of Iowa
City, Iowa, she is a
former faculty member of the University
of lowa, where she taught expository
writing, public speaking and literature.

RETURN OF THE TOAST
Continued from page 10

the evil spirits. The goblet was created
to enable guests to hold their glasses by
the stem to allow the chime effect when
the goblets were touched together.
The old belief that sharing food and
drink sealed an agreement of friend-
ship has come down to us in the
custom of giving toasts when heads of
state meet. Important political events
often are occasions for carefully
prepared toasts. Some of these
speeches are long and windy, couched
in the language of diplomacy. Only
rarely is there a lovely lilt of humor.
The best toasts are custom-made. The
creative person can sense just what
should be said in terms of praise,
honor, humor or celebration. As long
as the toast is sincere and doesn’t
cause someone to lose dignity, it’s ap-
propriate and will be highly regarded.
The amateur poet can put together
fun rhyming toasts such as the classic:

“"Here’s to you
Here’s to me
May we never disagree
But if we do
Heck with you
Here’s to me!”’

At a small dinner party, the custom
of standing for a toast generally is
foregone. The toaster lifts his glass by
the stem, speaks the words and then
touches the glass of the person or per-
sons involved. When the glass is held
correctly, the beautiful ring of fine
crystal enhances the event.

On large public occasions, the situa-
tion is rather different. At the ap-
propriate time, the toaster should

stand and say, ‘I propose a toast to”
the person, occasion or whatever is in-
dicated. Enough time should be pro-
vided for the guests to lift their glasses
and be prepared. The words are then
spoken and the wine consumed. For
example, at an academic event at a
famous university, the toaster stood,
lifted his glass and said, I propose a
toast to Socrates—the first professor
who drank himself to death.” On a
more serious note, in a similar at-
mosphere, a business school dean
stood to honor his colleagues and said,
“I propose a toast to the School of
Business Management—the oldest art
and the newest science.”

Now that I'm in my eighties, toasts
that pertain to old age appeal to me.
If you're ever called to give a toast to
one of us who are chronologically
gifted, try one of these:

May you survive to one hundred five
Before your time is spent—
A hundred years for having fun
And five years to repent!

Perhaps Mark Twain said it even better:

May you live forever
And may the last voice you hear
Be mine! Q

Perry E. Gresham
has a doctorate in
philosophy and is
President Emeritus
and Distinguished
Professor at Bethany
College in Bethany,
West Virginia. He al-
so is the author of Toasts—Plain, Spicy
and Wry (Code 29-B), which can be
ordered from World Headquarters
through the 1988 Supply Catalog.

FOR THE CLUB:

handsome folder.

FOR THE MEMBER:

savings.

* Membership Building Kit (1160)—A complete collection of Toastmas-
ters membership handbooks and promotional brochures encased in a

* New Member Orientation Kit (1162)—Includes guidelines for coach/
mentors, induction ceremony script, orientation interview guidelines, new
member certificates and other helpful information.

* Spirit of Success Award (1211)—A great way to recognize new mem-
bers. A ‘spark-plug’ award. Contains guidelines and certificates.

* Toastmasters and You (1167)—Every new member should have this
great introductory tool. It is designed to present to new members upon
joining and while they are waiting to receive their new member kit from
World Headquarters. Available singly or in packages of five for extra

HAVE THESE TOOLS UP YOUR SLEEVE! ORDER TODAY!

THERE’S NO MAGIC TO GETTING AND
KEEPING NEW MEMBERS

Not if you make your new members feel welcome, orient them, induct
them with flair, assign them a coach/mentor, insure that they are meeting
the goals they have set for themselves, and they enjoy coming to your club.

Use these four tools to help your club get new members, acquaint them
with the program, and keep them.

----------1

[Repuepeepeepmpesp——m———r L L L L T L 0 N § ]
Mail to: Toastmasters International, P.O. Box 10400, Santa

1162

1211

1160 Membership Building Kit............. $3.50
plus $2.00 shipping & handling
New Member Orientation Kit......... $3.50
plus $1.25 shipping and handling
Spirit of Success Award.............. $1.00
plus $.50 shipping and handling
Toastmasters and You................ $1.75

1167

___1167A Package of 5 Toastmasters and You...$7.50

Please send me the items I have indicated above. I have
enclosed a check or money order for $___(U.S.) (Add
shipping and handling charges as indicated. California
residents add 6% sales tax. Where postage exceeds these
charges, customer will be billed the excess).

Ana, CA 92711

plus $1.25 shipping and handling

plus $2.00 shipping and handling

Name

Club No. District
Address

City State/Province
Country Zip
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nexperienced and seasoned

speakers can both benefit from

storytelling as a means of
speech practice. Telling stories helps
develop confidence and aplomb in the
beginning speaker. The teller is carried
along by the narrative and becomes so
absorbed in the story that speech deliv-
ery concerns almost take care of them-
selves. For the experienced speaker,
the art of storytelling can be a satisfy-
ing extension of the speaker’s already
well-developed abilities. Storytelling is
a delightful stimulus for one’s creativity
and imagination.

Every speaker needs to infuse variety
into the speaking event. Storytelling
provides a fresh way to discover and
practice new ways of verbal self-expres-
sion. Storytelling encourages more spon-
taneous use of the face and body in the
speaking event. In short, storytelling
is the one virtually painless method of
speech practice.

(That’s one way to start this article.
Perhaps the following is a better

beginning.)

Donald was worried. He had to give
a speech to the members of his Toast-
masters club. Not only was he fright-
ened by the idea of standing up in
front of a group of people and talking
for fifteen whole minutes; worse yet,
he couldn’t think of anything to talk
about.
Stories Entertain

Everyone enjoys a story. Stories
speak to us in ways that simply giving
information never can. Stories involve
us in what is happening. They engage
us on many levels: intellectual, emo-
tional and even physical. The most ef-
fective stories are ““true’’; that doesn’t
mean literal truth, but stories that
speak of what really might happen us.

Donald thought about all the after-
dinner speakers he had ever heard. He
thought about the preacher’s sermon
last Sunday. He tried to remember the
president’s most recent address. How
did they do it?

At last realization dawned on him.

The speeches that most vividly stood
out in his memory were those that in-
volved interesting stories. Donald
rushed to the garage to retrieve those
old magazines he had planned to
throw out. Donald knew he could find
catchy stories in those.

He frantically searched the garage.

“Sally!” he shouted to his wife,
“What have you done with all the
magazines?”’

Most people assume that ““storytell-
ing”” means one of two things. Either
it’'s something that you do with
children, or it’s some kind of formal,
structured anecdote, a clever mono-
logue, or the guffaw-provoking joke of
a professional comic. Actually, we all
tell stories every day of our lives.
Use Personal Experiences

* “Honey, you'll never believe what
happened at the office.”

® “You should have seen Jackie’s
putt on the 14th green. The ball rolled
over the cup, caught the lip, hung for
what seemed like an eternity and
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then...”

e “This reminds me of something
that happened during last year’s
speech contest. What we did then was
to; .

We put the meanings of our lives
together by way of stories. We make
the pieces make sense by telling stories
to each other and to ourselves. True,
not everyone is a natural storyteller.
Even those with a flair for spinning a
yarn may not have been encouraged in
a culture which depends so heavily on
mass media for information and
entertainment.

The storyteller’s art was once a prime
means of diversion. The loungers

around the campfire or potbellied
stove told stories to socialize and pass
the time or pass on history and tradi-
tions. Parents told their children stories
when there was no radio or TV, and
books were rare items possessed by
only a rich few.

Although the born storyteller is a
specially gifted individual, the tech-
niques of storytelling can be learned
and perfected by those willing to make
the effort.

Sally stood in the doorway.

“What did you say?”’ she cried.

“I asked what you did with the
magazines. I need them for a speech.”

IIOh' e

“Well,”” Donald asked impatiently,
“what did you do with them?”

Refine by Practice

Children and grandchildren provide
a ready audience for many practicing
storytellers. Children are often eager to
hear about “how it was in the old
days,” and can refine and polish a
repertoire of personal anecdotes.
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TIPS FOR TELL
TALL TALE

any Toastmasters who can con-
Mfidently deliver a serious and

informative speech on short no-
tice are intimidated when it comes to
telling a tall tale. They frequently come
up with excuses such as “I'm just not
creative’”” and ““I could never tell a
story!”’

Anyone’s creative ability can be im-
proved with systematic practice. Writ-
ing and telling tall tales is one way of
exercising your creativity, and it’s an
exercise that can help all aspects of
your communication skills.

Telling tall tales once was a major
form of entertainment, and everyone
had several anecdotes to contribute.
But with the invention of radio and
television, we seem to have turned this
form of pleasure completely over to the
professionals.

A tall tale is a narrative that
transcends reality. A creation of the

BY GARY R. BUNDE

imagination, it is usually characterized
by exaggeration, flagrantly false
statements and the connecting of unre-
lated ideas or objects. It isn’t a joke in
the usual sense, since jokes generally
are short and to the point. Yet a tall tale
can be an extended joke and have a
punch line.

Tall tales are best told in all serious-
ness. Members of the audience know
they’re being fooled, but seem to enjoy
the story more if the narrator tries to
convince them that it’s true.

The best part about tall tales is that
there are no rules. They don’t have to
be logical; in fact, the more illogical and
nonsensical the story, the better it is.
Craziness is the norm.

There are many ways of stimulating
your creativity to develop a tall tale,
but I have found three techniques that
work well for me. I call them elabora-
tion, paralleling and mind-mapping.

Elaboration

Elaboration is taking a short joke or
story and expanding it with other in-
formation, jokes or stories. You use the
basic joke to hold the story together,
but you digress from or support the
story line with a series of events. For
example, there’s a story about a knight
who lost his horse in battle and went
to the local stables to get another. But
the stable master was out of horses; a
large mastiff was all he had left. The
knight needed something to ride and
tried to buy the dog. The stable master
responded that the mastiff was like a
member of his family, and that he
would never send a knight out on a
dog like this.

To expand this story, you could tell
about Sir Lancelot who had been sent
on a quest by King Arthur to get the
knight out of his hair—and harem.
Lancelot slew a dragon on the quest,

Continued on page 20




Find a group of children and tell
them some stories. The stories can be
any type: fairy tales, adventure stories,
or episodes from your own life story.
The telling is the important factor.

Attentive listeners are sure signs of
a successful story. Yawns and wander-
ing attention are the young critics’
means of declaring a story dull. Pay at-
tention to the responses of your young
audience. The reactions of children are
an invaluable barometer.

If you already have what you're cer-
tain is a sure-fire stock of stories,
perhaps you could benefit from a
wider range of vocal or physical ex-
pressiveness. These attributes bring a
story to life for the listeners, making
the story more than mere recitation of
canned material.

Visit a number of different locations
where you can observe people engaged
in various sensory activities. An ice
cream shop and a petting zoo would
be good places to start. Watch the ways
in which people register outwardly
what they are experiencing; then try to
imaginatively recreate what you’'ve
observed.

Develop Your Imagination

The work of the storyteller begins
with trying to recreate the world of the
story. What does it look like, taste like,
sound like, feel like? The storyteller
wants to be able to live in some way
within the story. The storyteller must
find a way to experience the story if it
isn’t actually from personal experience.

But having the experience of the
story isn’t enough. The next step is to
make sure the listeners have access to
the experience as well. The foremost
requirement of a storyteller is an active
imagination and a willingness to ex-
periment with ways to get inside other
people’s lives, the past, the future,
even inanimate objects.

The storyteller needs to develop the
ability to draw the listener into the
story, so that the listener can see, hear,
taste, touch and smell the world of the
story. The energy and excitement of
finding out what happens next carry
the teller and the listener along
together within the context of the
story.

The story provides its own structural
integrity. You don’t have to worry
about arranging your material in con-
formity to an inflexible outline; there’s
no Roman numeral I, sub-head A.1.a.
Everything flows of its own accord.

The next time you’'re around some-
one who is telling personal stories, pay
attention to the way the story is
structured.

Transmitting information is primarily

a rational enterprise. However, a story-
teller is not merely a reporter of inci-
dents, but a creative interpreter of
events.

“Sally,”” Donald said, fighting to re-
tain his composure, “tell me what you
did with the magazines.”

“I gave them all to the scout paper
drive.”

Communicate Through Inflection

Use Donald’s and Sally’s words
from the previous paragraphs to help
you develop your vocal flexibility. To
start, choose to work with only one
person’s voice and identity. Try say-
ing the words into a tape recorder. Try
to imagine that you're actually hearing
those words. Try to feel what that per-
son must have been feeling.

Use the sound of your voice to sug-
gest different meanings for the same
words. The important thing is to ex-
periment with your voice and its ability
to communicate through inflection.

Storytelling 1s the one
virtually painless method
of speech practice

A variation of this exercise is to
decide upon a category; for example,
dogs, beverages or furniture. Try to
communicate the identity of a specific
member of the category. For example,
if the category is ““dogs,”” you might
communicate dachshund by drawing
out the word ““dog,”” making it a very
long word: ‘““d-0-0-0-0-0-0-g"’. To
suggest a French poodle, try it with a
French accent.

The point is to develop awareness of
the great potential for interpretive ex-
pression which exists in the sounds of
words. In telling stories, this can pro-
vide an experiential entree for the
listener. Rather than flatly announcing
that “Isabel was whining,”” the
storyteller may opt for saying that
phrase in a manner that recreates the
whine. It’s an opportunity to make the
story come alive.

Beginning speakers often must be
encouraged to incorporate gestures in-
to their public speaking. No such
reminder is necessary when someone
is telling a story requiring explanation
or depiction of how something is done.
Many people have to recreate the act
in order to talk about it.

Use Gestures

Ask people for directions and see if
they keep their hands in their pockets.
Ask someone how to make or fix some-

thing, and pay attention to the ways
the person uses gestures in to give the
explanation.

The same thing happens when a
storyteller becomes involved in the
story. The gestures spontaneously ac-
company the narrative. The key, of
course, is to be involved with the story,
rather than the telling of it. When the
performance of the story becomes
foremost, the fledgeling storyteller is
likely to fall back on cliches.

For example, take the phrase, “They
found themselves alone in the middle
of the desert, not another soul in
sight.”” The cliche gesture would be to
screen your eyes with your hand like
a visor and peer out over the distance
at nothing in particular.

The experienced storyteller relates
the incident by really looking to see if
any other people are around. His face
registers concentration, followed
by persevering hope; eventually the
hope is replaced by disappointment
and finally, fear. His hands reach out
before him as though he is feeling his
way through the desolation. The key
is that this storyteller really is looking
for someone out on the desert. He isn't
just pretending to look as he tells a
story to a group of listeners gathered
in his living room.

(Oh, are you wondering what hap-
pened to Donald and Sally? Ill tell you.)

“Now what am I going to do?”
Donald said, as he turned over an old
paint bucket and sat down on it.

““Oh, honey,”” Sally replied
soothingly, ““don’t be upset. A month
from now you’ll be laughing about this
as you tell the guys over a couple of
beers.”

“Tell the guys. .."” Donald repeated
slowly, a smile spreading across his
face. “Sally, you're brilliant!”’

Donald used the story of the miss-
ing magazines in a speech to his
Toastmasters club. People approached
him afterward, saying, I really know
what you're talking about. I've had
almost the same experience myself.”
It was a smashing success.

You can experience the satisfaction
of more successful speech making by
incorporating the art of storytelling in-
to your next speaking task. «!

Lo-Ann Z. Trembley has a Master’s of
Divinity degree from the Chicago
Theological Seminary and currently is
pursuing another Master’s degree in
interpersonal communications. A
member of the American Baptist
clergy, she is extensively involved in
religious and educational community
theatre in Milwaukee, Wisconsin.
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A Top Ten Tool
For Your Club’s
Personal Computer

Meeting schedules and agendas,
Education planning, Club Manage-
ment Plan, Member Progress charts,

Reminder letters, Guest Status,
Guest letters, Mailing list, Letters,
Year end status, Checkbook,
Dozens of reports, Club History,
Plus much much more. . .

Requires: IBM/PC/XT/AT or
workalike with 380K RAM, Two
floppy disk or one hard disk.

See September 1986 issue of
Toastmaster Magazine which describes
the personal computer tool as it was
used to make Top 10.

Send $42.00 for four disk set to
ATC, 804 Jordan Lane,
Huntsville, Alabama 35816.
Satisfaction Guaranteed.

(205) 895-9187

club, sales and
political meetings
SURE NEED HUMOR!

IF YOU'RE
INVOLVED,
SEND FOR
THIS BOOK

“UNACCUSTOMED AS | AM”

gives you 238 pages of good, current humor
Indexed for easy use. A bonanza for busy chair-
men and editors. Good reading for anyone with
a sense of humor.

Pointed material to fit any occasion. compiled
by the International President of a world-wide
service club for his own personal use.

NOW, Second Printing.
Send Check for $ 7.95plus $.95 Mailing or your
Master Charge - Visa number, Indiana 4% Tax.

THE LORU COMPANY
PO.BOX 396, NORTH WEBSTER, INDIANA 46555
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TALL TALES
Continued from page 18

even though dragons were on the En-
vironmental Protection Agency’s en-
dangered species list. Until now he
had used corn meal to clean off the
crest of his shield when it became
bloodied during his many brushes
with death. But after he’d killed the
dragon he ground up its teeth and
found that teeth are better for crest
when you can’t meal after every brush.

Sir Lancelot carried the beast with
him as a trophy, but his horse dropped
dead from ‘““dragon’ it around. A
storm arose and the good knight
stopped in at an inn. The innkeeper
happened to have an enormous
dog..:it

This story could easily be carried on
for three to five minutes.

Paralleling

Paralleling is a way of trying to relate
two or more completely unrelated
ideas or objects in some bizarre or
unusual way.

Take a columned pad or draw

several columns on a piece of paper.
Over each column write an object, idea
or action. Below each word write a list
of whatever that word brings to mind.
Let your imagination go on this. When

Mind-Mapping

Mind-mapping is similar to parallel-
ing; you write down the name of an
object in the center of a large piece of
paper. Think of as many uses as possi-
ble for this object, draw a line from the
object and write the use on that line.
If this brings to mind another use,
draw another line from the first and
write the new use. Different colored
markers can help you distinguish be-
tween ideas.

Take a paper clip as an example; you
may discover that the uses for this
common object are limited only by
your imagination. You could make a
dress, a chain or a curtain out of paper
clips. You could drill a hole in a paper
clip and use it as a straw or you could
melt it down and sell the metal.

Once you've filled the page, look it
over to see if anything can be related,
even in a strange way. Circle words
and connect them with a line.

A tall tale i1s a narrative that transcends
reality. A creation of the imagination,
it is usually characterized by exaggeration,
Sflagrantly false statements and the connecting
of unrelated ideas or objects.

you've exhausted the word in one
column, go to another. When you've
filled your columns, look for words
that you can link together into an
unusual story line.

[usually try to put a variety of words
on top of my columns, including
animals, mechanical devices, household
items and occupations. If these initial
columns of words don't suggest a story,
I add some more.

A story I wrote in this way involves
a lazy mailman who ran plastic tubes
between people’s mailboxes and an
old pipe organ. Each mailbox had a dif-
ferent key. As he dropped mail into a
hopper, his wife played the organ. The
mail was blown through the tubes by
the air and people knew their mail had
been delivered when they heard their
note or chord played.

Many small stories can be added to
this basic idea, such as what would
happen if a package got stuck in a tube
or if his wife hit a few clinkers and mail
was distributed to the wrong house-
holds. Anything’s possible in a tall tale.

The difficulty in creating the tall tale
is crossing the bridge from the normal
to the absurd. If you use these tech-
niques and don’t seem to get
anywhere, it’s sometimes best to wait
a few days. You'll be surprised at how
easily creativity works when you have
time to work on it at leisure.

Creating and telling tall tales can be
a lot of fun. It may not seem easy at
first, but with practice, you'll find your
imagination working almost automat-
ically to turn you into a master story
teller. 9

Gary R. Bunde has
been a Toastmaster
for a year and is
President of the
Corry Station Club
6458-47 in Pen-
sacola, Florida. A
winner of two Dis-
trict 29 tall tale con-
tests, he currently is writing a book of
tall tales.



(Continued)

Four Ways To Focus
Articles should be written
for a specific section of the
magazine. Generally, the
magazine can be divided in-
to four such sections: (1) fea-
ture articles; (2) "how to” ar-
ticles; (3) “Idea Corner”” sug-
gestions; (4) “Update” news.

1. Feature articles must be
1800 to 3000 words in length.
Topics should be those that
haven’t been covered in re-
cent issues and should be
approached from a ‘how to’
angle aimed at the individual
Toastmaster. Good feature
articles avoid heavy theory,
contain lots of examples and
anecdotes to support points,

have a catchy opening, a
body and a conclusion.

2. ‘'How to’ articles are
organization-related and
designed to help members to
gain more from their club
participation. They share
sucessful techniques and
programs so that Toastmas-
ters can learn and grow.

3. Idea Corner gives Toast-
masters the opportunity to
promote programs oOr pro-
cedures that have brought
their club success in pro-
gramming and membership
growth. These articles are
brief—50 to 200 words.

4. Update items are short
Toastmasters-related news
items and stories of outstand-
ing accomplishments by in-

Because of limited space,
we can’t cover common
events such as club anniver-
saries or officer installations.
Instead, we focus on new
items and personal achieve-
ments that are out of the
ordinary.

Submissions, which should
be no more than 500 words,
should include photographs
whenver possible. All photos
should be black and white,
taken with a 35mm camera
and in focus.

Risk the Reward

We are eager to help you
get material into print. Since
your material will be com-
peting with many other sub-
missions, though, it’s im-

But if your article is well-
written and the subject is
good, or if your photographs
are interesting and sharp,
you have a strong chance of
having your work published.

Even though you won't
receive a paycheck for your
work, if it is published you’ll
be rewarded in other ways,
such as recognition and
prestige.

But the best reward you'll
experience is knowing that
you’ve helped thousands of
Toastmasters around the
world in their self-develop-
ment efforts. And even if
your article is not accepted
for publication, you’ll have
the satisfaction of knowing
that your desire to contribute

and are written in a lively,  dividual members, clubs, possible to guarantee it will to our organization is appre-
conversational style. They  areas and districts. be published. ciated.
Mikie Says... i
How did you celebrate the ;
sixty-third anniversary of MIKIE | ‘nealk
Toastmasters in October? The | SAYS | . SDL 4 l\( ){it .
Founder’s District celebrated &5 A l'() r Your Success!

by letting Southern Califor-
nia’s commuters know about
. J9as
““bloated,” you become “‘noted.”

Helena Zottarelli
Friendly Club 3001-47
Ft. Lauderdale, Florida

S §

Modification Makes Good

The July/August issue of the TIPS
bulletin clearly spelled out the modifi-
cations in club and district structure
that will be implemented by January,
1992. At our club, however, we
couldn’t wait that long!

Our educational vice-presidents
have felt overburdened, the duties of
the administrative vice-president were
less than obvious from the title, and it
proved desirable to appoint a separate
newsletter editor.

The modification set forth by Toast-
masters International answers all our
needs. As of July 1, the title of Admin-
istrative Vice-President has been
changed to Vice-President Member-
ship (with an accompanying revision
of duties), and the newsletter editor

oy

~ Sydney ’gen'erally is regarded as the

gateway to Australia. It also is the loca-
tion of a number of the bicentennial
celebrations. These celebrations, to-
gether with Sydney’s already impres-
sive tourist attractions, no doubt will
attract many visitors.

Toastmasters visiting Sydney, Aus-
tralia, during the 1988 Bicentenary cele-
bration are most welcome to attend any
meetings of Illawarra Club 2822-70. We
meet every second and fourth Monday
of the month at lllawarra Catholic Club,
Hurstville. Anyone wishing to attend
may contact president Lindsay Camp-
bell on phone 546-4605.

Brenda Jones
Illawarra Club 2822-70
Hurstville, NSW, Australia

Confusing Anchors

What an interesting cover illustration
by Joe Crabtree in the May 1987 issue
of The Toastmaster. Unfortunately, the
body language supporting the flight of

the anchor isn’t consistent with the

Join

Chicago Convention
Appreciated

I just wanted to drop a note to con-
gratulate everyone involved for the
fine Convention just completed in
Chicago. Executive Director Terry
McCann and his staff, as well as the
committee people in District 30, are to
be commended on an outstanding
performance.

Everything went smoothly and it
was evident that the tremendous
amount of effort that went into the
event paid off. Thanks to everyone in-
volved for a job well done.

PS: TRUE CONVENTION STORY:
While walking around the shopping
mall under the Hyatt Hotel during one
of the breaks, I happened to be stand-
ing near some local Chicagoans as they
were watching all the Toastmasters
milling around in the hallways. I over-
heard one say to the other, “I think it’s
some sort of button convention.”

Dave Schneider
Kenosha Club 1558-35
Kenosha, Wisconsin
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A Top Ten Tool
For Your Club’s
Personal Computer

Meeting schedules and agendas,
Education planning, Club Manage-
ment Plan, Member Progress charts,

Reminder letters, Guest Status,
Guest letters, Mailing list, Letters,
Year end status, Checkbook,
Dozens of reports, Club History,
Plus much much more.. . .

Requires: IBM/PC/XT/AT or
workalike with 380K RAM, Two
floppy disk or one hard disk.

See September 1986 issue of
Toastmaster Magazine which describes
the personal computer tool as it was
used to make Top 10.

Send $42.00 for four disk set to
ATC, 804 Jordan Lane,
Huntsville, Alabama 35816.
Satisfaction Guaranteed.

(205) 895-9187

TALL TALES
Continued from page 18

even though dragons were on the En-
vironmental Protection Agency’s en-
dangered species list. Until now he
had used corn meal to clean off the
crest of his shield when it became
bloodied during his many brushes
with death. But after he’d killed the
dragon he ground up its teeth and
found that teeth are better for crest
when you can’t meal after every brush.

Sir Lancelot carried the beast with
him as a trophy, but his horse dropped
dead from ‘““dragon” it around. A
storm arose and the good knight
stopped in at an inn. The innkeeper
happened to have an enormous
dog. ...

This story could easily be carried on
for three to five minutes.

Paralleling

Paralleling is a way of trying to relate
two or more completely unrelated
ideas or objects in some bizarre or
unusual way.

Take a columned pad or draw

several columns on a piece of paper.
Over each column write an object, idea
or action. Below each word write a list
of whatever that word brings to mind.
Let your imagination go on this. When

Mind-Mapping

Mind-mapping is similar to parallel-
ing; you write down the name of an
object in the center of a large piece of
paper. Think of as many uses as possi-
ble for this object, draw a line from the
object and write the use on that line.
If this brings to mind another use,
draw another line from the first and
write the new use. Different colored
markers can help you distinguish be-
tween ideas.

Take a paper clip as an example; you
may discover that the uses for this
common object are limited only by
your imagination. You could make a
dress, a chain or a curtain out of paper
clips. You could drill a hole in a paper
clip and use it as a straw or you could
melt it down and sell the metal.

Once you've filled the page, look it
over to see if anything can be related,
even in a strange way. Circle words
and connect them with a line.

A tall tale 1s a narrative that transcends
reality. A creation of the imagination,

club, sales and
Nnalitinal mAntin~e

it is usually characterized by exaggeration,
Sflagrantly false statements and the connecting

of unrelated ideas or objects.

Able Minded Speechcrafters

My first official duty as
District 46 Governor was to
attend a Speechcraft gradua-
tion. The Speechcraft coor-
dinators, William Rodney,
Mary Genthon and Karol
Barbarula of Clifton Club
2264-96 said all class par-
ticipants had least one
physical handicap, including
deafness, stroke, diabetes
and cerebral palsy. Also
remarkable was the fact that
24 members started the
course and 22 finished, in
spite of tremendous trans-
portation difficulties.

[ was very moved by what
I saw and heard during each
participant’s two and a half
minute graduation speech:
— Carol felt that ““people in-
side came out.”

— Sandy gave the best she

had and felt that it was a
“marvelous opportunity.”’
— Jim felt he had ““arrived at
the Mecca.”

— Christ, blind for 15 years,
felt that ““the door is slowly
opening.”’

— Deana expressed her joy
by saying, ‘‘Speechcraft is
great; I love being part of

this group.”
—Shirley felt that ““Toast-
masters is contagious. .. I

would be glad to spread it!”’
—Peter found his group to
be a “group of common
folks,”” and saw “impressive
results.”’

— Mike said that: ““Toast-
masters became a very im-
portant thing in life, and my
family saw me in a very
positive role.”

— Chuck, confined to a
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wheel chair, felt that he was
on “a trail-blazing bike
ride.”

[ truly felt, as pointed out
by one of the graduates, that
““although people may not
be able bodied, they are still
able minded.”” Proof of the
program’s success is that the
graduates now want to form
a Toastmasters Club on their
own. This group can make it
happen. We're all rooting for
them.

I'd like to share my excite-
ment and joy about the suc-
cess of this unique group
with Toastmasters across all
seven continents. Toastmas-
ters changed these people’s
lives. This is living proof. I'm
very proud of their
achievements.

Deanna Brown, ATM
Aces Club 4434-46
Kenilworth, New Jersey

Here’s the FAX

In an effort to expand
membership service, World
Headquarters recently has
installed a FAX (Facsimile)
machine. The FAX number
is (714) 543-7801. The ma-
chine is available to receive
transmissions on a 24-hour
basis.

Writers Wanted

If you have something in-
structive to say about the
broad and interesting field of
communications, why not
venture to write an article for
The Toastmaster? Your ideas
may help 130,000 Toastmas-
ters around the world become
better communicators and
leaders.

(Continued)




(Continued)

Four Ways To Focus
Articles should be written
for a specific section of the
magazine. Generally, the
magazine can be divided in-
to four such sections: (1) fea-
ture articles; (2) ‘how to” ar-
ticles; (3) “Idea Corner” sug-
gestions; (4) “Update” news.

1. Feature articles must be
1800 to 3000 words in length.
Topics should be those that
haven’t been covered in re-
cent issues and should be
approached from a ‘how to’
angle aimed at the individual
Toastmaster. Good feature
articles avoid heavy theory,
contain lots of examples and
anecdotes to support points,
and are written in a lively,
conversational style. They

have a catchy opening, a
body and a conclusion.

2. 'How to’ articles are
organization-related and
designed to help members to
gain more from their club
participation. They share
sucessful techniques and
programs so that Toastmas-
ters can learn and grow.

3. Idea Corner gives Toast-
masters the opportunity to
promote programs oOr pro-
cedures that have brought
their club success in pro-
gramming and membership
growth. These articles are
brief—50 to 200 words.

4. Update items are short
Toastmasters-related news
items and stories of outstand-
ing accomplishments by in-
dividual members, clubs,
areas and districts.

Because of limited space,
we can’t cover common
events such as club anniver-
saries or officer installations.
Instead, we focus on new
items and personal achieve-
ments that are out of the
ordinary.

Submissions, which should
be no more than 500 words,
should include photographs
whenver possible. All photos
should be black and white,
taken with a 35mm camera
and in focus.

Risk the Reward

We are eager to help you
get material into print. Since
your material will be com-
peting with many other sub-
missions, though, it’s im-
possible to guarantee it will
be published.

But if your article is well-
written and the subject is
good, or if your photographs
are interesting and sharp,
you have a strong chance of
having your work published.

Even though you won’t
receive a paycheck for your
work, if it is published you'll
be rewarded in other ways,
such as recognition and
prestige.

But the best reward you'll
experience is knowing that
you’ve helped thousands of
Toastmasters around the
world in their self-develop-
ment efforts. And even if
your article is not accepted
for publication, you'll have
the satisfaction of knowing
that your desire to contribute
to our organization is appre-
ciated.

Mikie Says...

How did you celebrate the
sixty-third anniversary of
Toastmasters in October? The
Founder’s District celebrated
by letting Southern Califor-
nia’s commuters know about
Toastmasters.

What began as a promo-
tional project for then Ad-
ministrative Lt. Governor
Brenda Keeling, DTM, (now
Educational Lt. Governor,)
became a reality on October 1
as 15 billboards went up
around roads in Los Angeles
and Orange County.

Just as television and radio
stations are required to regu-
larly air free public service
announcements, billboards
also must frequently exhibit
public service messages. The
only cost is for the printing
of the billboard itself, which
is surprisingly reasonable.

The benefits of sponsoring
these billboards became read-
ily apparent, as the response
was tremendous. Why not see
for yourself? Contact a Public
Affairs Representative in your
area for more information.

Show others the road to
success with road-side bill-
boards.

& &
L NS

Speak Out

For Your Success!

Join

TOASTMASTERS INTERNATIONAL §
(818) 966-5355

A PATRICK MEDIA PUBLIC SERVICE MESSAGE

Speaking for Success— From left: Mary Cervantes, Patrick Media Public Affairs Represen-

tative; B. Stephen Woods, ATM, Admin. Lt. Governor, Founder’s District; Brenda Keeing,
DTM, Educational Lt. Governor, Founder’s District; and Randall Paulson of Jonathan Grey

Associates.
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HALTICE
ARES PERFECT

Rehearse your speech bit by bit

in conversation with friends

ow many times have you heard
your evaluator say, ““You seemed a
little nervous at the lectern, and you
relied too much on your notes’’?
These are clear signs of not being
properly prepared for the assign-
ment. How do you better prepare
yourself? Practice!

But what's the best way to practice?
The traditional answer is to deliver
the speech before members of your
family or, if this is not practical,
deliver it to yourself before a full-
length mirror. Both these methods
can be useful, but I think there is a
better way.

The trouble with rehearsing your
speeches before family members, in
addition to the fact that they may tire
of being used as guinea pigs, is that
they usually want to encourage you
and rarely give you any helpful
criticism. The problem with practic-

ing before a mirror, aside from feel-
ing silly while doing it, is that reciting
the speech verbatim several times
tends to take the spontaneity out of
it. By the time you get to the meeting,
your speech seems old and hackneyed.

An alternative is to deliver small
segments of your speech when
casually talking with others. Start a
conversation with someone and then
try out a segment of your speech to
which you want a reaction. Make a
mental note of how it plays. If it
doesn’t get the reaction you want,
consider revising that portion of your
speech.

A major benefit of this system is
that it lets you initiate many conver-
sations. Many people have trouble
starting conversations. One reason is
that they’re afraid they won’t be able
to come up with any good ideas or
that their ideas will sound trivial.

by Robert E. Cates, ATM

ILLUSTRATION BY JOE CRABTREE
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Another reason is that they want to
speak a steady stream of literary and
philosophical gems, or not get in-
volved in conversation at all. When
they finally do enter a conversation,
they are nervous and insecure and
only able to make banal comments.

In fact, conversational bons mots
are rare for anyone, and they only
will come if you're relaxed and con-
fident. What better way to build con-
versational confidence than to have
speech material clearly in mind that
you want a reaction on? This changes
an otherwise idle encounter for
which you were completely un-
prepared into a research project in
which you are in control.

If you have trouble starting conver-
sations or holding up your end of
one, this rehearsal system can be of

hen I was a teenager in junior
high school, my reaction to a
pretty girl was to ignore her, ex-
cept for a glimpse when she wasn’t
looking. How I envied the guys who
could master their shyness and control
such a situation! I have improved in
this area, but even now I wish my con-
trol was stronger when a table conver-
sation confronts me—especially when
it's with a stranger. I then rediscover
the rock in my stomach that, in collu-
sion with acne and a squeaky voice,
plagued me as a teenager.
Have you noticed that some people
can feel right at home and start a con-
versation as soon as they visit your

(e Meek Shall
Innent the
Conversation

by Rick Wilson, CTM

use to you. As long as you have a
point or two of your speech or an
anecdote in mind, you've not only
got something to say, you will also
have that essential ingredient of a
good conversationalist; you'll be at-
tentive to what the other party has to
say. In fact, you'll be very interested
in the other party’s reaction to your
comments as you develop your
speech.

Be familiar with the material

To effectively rehearse your speech
in conversation, you must be
thoroughly familiar with the material
you're going to present. You can't
duck inside your jacket or inside a
purse every few minutes to remind
yourself of what to say next. This
type of behavior is sure to make your

conversational partner uncomfortable
and not a little suspicious of your
mental stability and motivations.

The conversational speech rehear-
sal system will only work well if the
other party doesn’t know what
you’re doing. The minute you con-
fess that you're presenting parts of an
upcoming speech, your partner will
become self-conscious and lose effec-
tiveness as an objective reactor.

This system also allows the other
person to present ideas about your
speech that you might not have
thought of. By looking for such input
and incorporating appropriate infor-
mation, you can use this method as
a means of doing research on your
speech topic.

It probably wouldn’t be wise to use
this rehearsal technique with other

club? In contrast, other people come to
the first few meetings not knowing
anyone, trembling at the prospect of
having to sit down, eat a meal and
make pleasant conversation with
strangers. These people might even
prefer the agony of giving a speech to
the torture of having to seem glib.
After all, notes aren’t allowed during
the table conversation. Are you one of
these shy and meek people?
Toastmasters is an excellent laboratory
for easing the fear of public speaking,
but it also can be a place for practicing
cordial table conversation. Toastmasters
doesn’t have a Communications and
Leadership Manual for keeping track

of your progress in table conversation,
but you can design your own plan by
learning more about conversation,
determining your weak areas and set-
ting realistic goals.

Many of us long for the ability to sit
down at a dinner meeting with
strangers and initiate a pleasant
conversation—not only because it’s
more enjoyable than sitting glum and
still, but because it’s in our best in-
terests. When we seek a promotion or
anew job, our success largely depends
on our ability to converse in an uncom-
fortable situation. Even if we’re not
looking for career advancement, it’s
likely that we miss out on potentially
great friendships simply because we
don’t get the conversational ball roll-
ing with compatible people. Being
meek and shy usually goes hand in
hand with wishing we had more
friends.

Practice At Your Club

Let’s decide that the place to start
practicing conversation is the moment
you enter the room where your club
meets. Chances are you usually look
for friends and sit by them. Since you
already know how to talk with friends,
choose another spot instead, next to
someone you don’t know very well.
Arrange this in advance with your
friends to avoid hurting any feelings,
but don’t broadcast your plans. Try to
get to the meeting room well before the
formal meeting time to allow plenty of
time to practice.

Plan to make the conversation a suc-
cessful experience for you. Just as in a
speech, there are many things to
remember. In a speech, you have to
remember to properly use gestures,
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members of your Toastmasters club.
If you do, some members inevitably
will remember segments of the
speech when they hear the finished
product at a club meeting.

A major advantage of not enlisting
club members in your project is that
speaking to non-Toastmasters gives
you a fertile field for harvesting new
members. Since you already are
engaged in conversation, it’s a sim-
ple matter to invite your partner to
the next Toastmasters club meeting.

Remember that you must have
your speech completely prepared and
memorized in order to confidently
present it to someone in a conversa-
tional setting. This system will not
work on a “last minute’’ speech writ-
ten in a panic just before the meeting.
If you really want to do a good job

You must have your speech
completely prepared and
memonized in order to

confudently present it
o someone in a
conversational situation.

and get maximum benefits from the
Toastmasters experience, you must
give an appropriate amount of time
to each project in your manual. This
rehearsal technique will eliminate the
temptation to just throw together a
speech and hope for the best.
Despite the fact that this system

doesn’t allow a great deal of pro-
crastination, it still only requires you
to be one speech ahead of the man-
ual. If you prepare your speech a
week or so before you are scheduled
to present it, you can use this system
with no pressure. As a result of
employing this technique, you'll not
only build your reputation as a con-
versationalist, but you invariably will
know your speech better and be more
confident at Toastmasters meetings.

Robert E. Cates, ATM, charter
member of Electric Toasters Club
4640-23 and Hobbs Toasters Club
537-23 in New Mexico, has been a
Toastmaster since 1961. He is a pro-
fessor of journalism and mass com-
munications and a former magazine
editor.

eye contact and vocal pitch, and to
avoid saying things like “uh...”
When preparing to converse with
strangers, keep the following in mind.

Smile. Say “Hello.” Introduce your-
self, if necessary. Shake hands. Main-
tain a conversational distance. This
means three to ten feet in most parts
of the United States. Other cultures’
norms may vary. Standing too far
away may seem aloof, while getting
too close may violate the other in-
dividual’s sense of personal space—
even that of a New Yorker who might
spend 15 minutes twice a day six inch-
es away from a stranger’s face in a
crowded subway car.

Don’t be afraid to take a risk. Be the
first to speak; it’s your goal to be able
to do this and to follow up with in-
teresting talk. Nearly everyone is afraid
of failing in one way or another. Your
conversation partner may be extreme-
ly pleased to discover that you find
him interesting enough to speak with.
If you don’t try, you're guaranteed to
fail.

Ask Questions

Ritual questions and the immediate
situation are good beginning topics.
Start with closed questions that allow
short answers. Follow up with open
questions that elicit a more elaborate
response. However, don’t stay with
these topics more than a few minutes.

Be curious about the other person
and be yourself, but try to be your
most assertive self. And as long as you
express curiosity, you might go a step
further and try a little flattery; butter-
ing up the other person has helped
many conversations flow.

Seek out common grounds for

discussion and follow interesting
leads, but don’t be afraid of dead ends
or long pauses. The ability to resume
a conversation after an uncomfortable
pause is a skill that nearly everyone
would like to cultivate. Comment on
what’s going on at the moment to
rekindle the talk.

Focus on the situation. The other
person is interested in Toastmasters;
that’s why you're both at the meeting.
Questions about the person’s expecta-
tions and observations about the club
are in order. Concentrate on positive
aspects.

Focus on Body Language

Be aware of the two-way nature of
conversation. Avoid excessive use of
the word “I” and assume an open
posture. Don’t cross your arms and
legs; this communicates inaccessibility.
If you're sitting at a table, lean slight-
ly toward the person as you talk and
listen. This conveys the message that
you're interested in what the other
person is saying.

Try to talk with only one person at
a time until you feel comfortable with
a group. If your partner engages in
conversation with another person,
wait patiently. Don’t force your way
back into the conversation; wait until
you have something to offer or have a
question to ask and unobtrusively can
join in. Try to enjoy listening and lear-
ning about the participants and the art
of conversation.

Don’t be too discouraged if you think
your attempt failed. It takes two to
make conversation, and perhaps the
other person didn’t hold up his end.
A Toastmasters meeting is a laboratory
experience and, as such, doesn’t always

have the expected results. If another
person is nearby, try again. If you run
out of chances at a meeting, try again
next time, and practice in other situa-
tions with other people.

Your club may have a greeter, a per-
son assigned to welcome visitors and
make them feel wanted. The first im-
pression a visitor has of your club often
will determine whether he or she will
become a member. Don’t let your
club’s interest in attracting new mem-
bers depend solely on a designated
greeter who might not be available or
might have his hands full with other
visitors.

People are drawn to different types
of personalities. It may be that the
visitor is unimpressed by the glib type
and instead prefers your uneasy but
sincere manner. Some people don’t
feel comfortable with those who im-
mediately act as though they’ve been
their drinking buddies for the last ten
years. They may prefer a real person,
one who approaches them in an
unassuming manner and cares enough
about getting to know them to over-
come conversational shyness.

Let your sincerity show in conversa-
tion; it’s definitely worth the struggle
for you, your new acquaintances and
your club. &

Rick Wilson, CTM,
is President of Up-
town Toastmasters
538-8 in Quincy, II-
linois. He has an
MBA and is a Tech-
nical Publications
Manager for Quin-
tron Corporation and a freelance
writer.
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1987 ARTICLES INDEX

Board of Directors Issue/Pg.

TI Board Report............ May/26
1987-88 Officer Candidates. . .June/22
John A. Fauvel, DTM:

We Are Achievers........... Sept/4
Looking into the Future...... Oct/20
TI Board Report............ Nov/21
Convention

There Will Be A ‘Communication
Showdown’ in Your Kind of
Town—Chicago.......... March/20

Witness the Communication
Showdown in Your Kind of

BOWIE ot e o s casineh o May/8
Communication Showdown in

Your Kind of Town.......... Oct/8
Education
Give Birth to Your Creativity

Dorrine Turecamo. ................. Jan/10
The First Audience Takes a Bow

ShemyAWItESNOWir .. 5 ov v o v Feb/4
Break Down To Build Up

David HAEee S5 00 o L e Feb/8
Evaluate To Motivate

RabiJuhan S DIM S, o .o ooieoie v s s « Feb/10
Orchestrate Your Ideas

Carol SEMUll v 2ofi b iiin e e s Feb/19
Spur On Your Wit

tewart Marsh...........c00... March/4

Groom Your Humor

Arnold “Nick’”” Carter............ March/6
Put a Little Laugh
in Your Life

P AT T | A e e e A March/8
Outfit Old Jokes with
New Style

Thomas Montalbo, DTM. ........ March/16
Find That Funny Bone

Amy Adelstein. .ol March/24
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Make a Mark with Your

Questions _
Bennett Sawey, Ph.D............. April/24
Anchors Aweigh!

Pat Christopherson............... May/16
Make Your Transparencies Shine

Rebecca L. Morgan............... May/24
Improve Your Figure

Leon FIeteher: < o4+ s1s oo it June/4
Pass the Knowledge, Please

Mike Klodnicki................... June/10
Do You Do Windows?

D.C. Stultz, DTM................ June/12
Listen and You Shall Hear

George! Ry Bell, s sis o6 44555 0 55h July/6
Listening: Not a Spectator Sport
Thomas Montalbo, DTM............ July/8
Get into Training

AN Odle. s sissmmnes 16855 July/10
Lay Your Listening Foundation

NaVIA EBACNAN il oy o ¢ dirs s ]uly/ 16
Set Up Your Listening Ladder

Jane Kvasnicka.................... July/18
How Does Your Listening
Compute?

JOGIEB . KIS oot woviintes e 5108 1o ¢ Ko July/20
Sound the Alarm!

James Gates, DTM................ ]uly/24
Your Listening Profile

Lyman K. Steil, Ph.D.............. July/26
Are You Listener Friendly?

Henry J. Pratt..................... July/28
‘Release’ Your Press

LynnMadsen...................... Aug/4
Not Just ‘Dear Diary’

Mark ‘C.-Bruce; . . . : voumsnemeimmmmp s Aug/6
Take the Bull by the Horns

Bobette Williamson................. Aug/8

A... uh... Few Words on Behalf
of... uh... Slow Talkers

SheldonPATEMIX: o wils woi s bils slts Aug/12
Speak Louder than Words
Victoria A.ENissen... . ... ..ot Aug/15

Multiply Your Memory Magic

Patricia:A. HOpel«tsninls 55 snis Sept/8
What's in a Name?

Delores: 'Selinsky: : . s & vo.sm saioimto wis Sept/10
So You Want To Be

an Accredited Speaker?

Pat Panfile, DTM................. Sept/22
The Gentle Art of Interviewing

Linda J. BOUDISIBL. . i i oeiiie s s oots Nov/4
Coordinating Your Contest

Donn Le Vie, Jr., ATM............ Nov/20

How To Use a Microphone. .Nov/24

Return of the Toast
Perry E. Gresham; Ph.D....c0wumiisss Dec/8

Language Usage
Jazz It Up with Offbeat Facts

LeontFletcher: .. .} vosvos tosmvsnni Feb/16
Toastlets
Marjorie Flory.................... Mar/26

Goodbye Confusion. . .
Hello Clarity

Vivian Buchan................... May/14
Unmix Your Messages

Donna H. Milburn, ATM.......... May/15
Thank You Used and Abused

Jay Jones, ATM................... May/19
To Quote or Not To Quote

Manimohan Manickam............ June/18
Meet The Invisible Woman

Kay Wilson...................... Aug/24
Put Poetry in Your Prose

Ralph Padfield . uisoussionessnsyis Sept/18
Don’t Be Conned by

Connotation

Vivian Buchan.................... Dec/14
Leadership
Branch into Seminars

Gordon: Burgett.,. ..l fuins Feb/12
““More Bookings!”’

Tom WInningers. .. it vs b o'snsos Feb/15



ANCHORS AWEIGH!

I Couldn’t Have Done It

Without You

James L. Connell, ATM........... June/14
You Be the Judge

JoRn " HOVEN: | S5 5t wos s stobts vams Nov/13
Speaking Techniques
Deliver First-Class Speeches

Stewart Marshi .. vovoviesnulinosovon Feb/24
How To Serve Table Topics

Robert E. Miller, ATM............. Feb/27
Be Quick on the Draw

Roger Langley, DTM............. March/5

Get the Most Fun out of Funn
ATH GHIET s o o oslommiomnndte I\Xarch/ 9

Battling the Red Baron

Matvin TUmer . it s e s e soes s s April/22
Let Your Manuscript
Do the Talking

Dr. MiltiGrasselli.coeesssnvasesssss June/8
By ‘Hook’ or by ‘Look’

Tariy Bynn Porteti: &« s sesanis s July/4

Listening on Your Feet
Robert L. Montgomery............. July/14

Prime Your Presentation

Drew: Tura-aBEM o ¢ oo Sept/ll
Keeping Your Audience Glued

Mary Joyce Porcelli............... Sept/12

Catch It By the Tale
Lo-Ann'Z: Trembley. . . .iiusnesesss Dec/16

Tips for Telling Tall Tales

Gary: RSBunderi. S5, cvssen o D
Practice Makes Perfect

Robert E. Cates, ATM.............. Dec/24
The Meek Shall Inherit the
Conversation

Rick Wilson, CTM................. Dec/26

Special Features
New Year, New You?
BobiGorby, DTM: . b2 i ths . conibatte: Jan/8

Time Foolery
Elvin L. Aycock, ATM.............. Jan/12

Gotcha!

David K. Lindo, Ph.D............... Jan/16
Say It Safely

Sharon Lynn Campbell, ATM........ Jan/21
Emergency Speaking

Burton Schindler................... Jan/24
Picture Yourself with Friends

O TN o5 U A e SO RS April/4
Lurking Quirks

DominieiMagtia.—« : « i:se e April/16
Toastmaster Temperaments

Linda Shepherd................. April/17
DidYow:Know?. . . . .: «wuvvwues April/19
Beyond Ballet

George Heymont................. Aug/14
Sure-Fire Jokes

Gene Perret. i & vucimiwinn s wiinwa o Sept/ 14
Body Politics

Gwen Rubinstein................... Oct/4

Speechwriting and a
Bottle of Wine

Alex M MONBL:coivamsatiis o s 3% & w5 Dec/11
Humorously Speakin
Gene Perret.}.,. ! P ..... g ........ Dec/13

Special Issues

Put a Little Laugh in

Your: Tife. . somnal st s March
Lay Your Listening Foundation..July

Make Your Speech Contests
Memorable s v oy vinin November

TI Programs and Services

Scoop That*Byline =l o rt June/21
Your 1987-88 District

(Governorstrn e St Aug/21
1987-88 District Governors

Birectory:rito s Le Aug/31
International Hall

of Bame: 1 s S U nbie Sept/24
The 1988 International Speech

Contest "RUILS, .. v v vioives Nov/15

Ordering from World
Headquarters. . 5 e Nov/27

Of Interest to the Club

Hot off the Press
Joel David Welty and Nancy Hancock. .Jan/4

Get Personal!
Robert E. Cates, ATM i 082 Jan/14

Profit Sharing with the Corporate
Club

Andrew Bolotin, DTM............... Feb/6
Go Out and Speak Up
Madge Martinez................. April/13

Say Yes to What's Best....... April/27
How Sharp are Your

Building Tools?

J. Ross Knechtel, ATM.............. May/4
Meeting by Design

Joel Da\§d V}\llelty. g ............... Sept/8
Speak Up for Freedom—

Toastmasters Style............ May 8
Prospect for Club Quotes

Peter - Garland ... 0ol 5 U R June/16
Toastmasters: The 98 Percent of It

V.J: Flannery: oo et o July/23
Turn the Tables

Richard Whitaker................. Aug/16

The Care and Feeding

of a Platypus

Mary Koester, DTM, Clark Johnson

& Ginger Ellard!Sassi divii tis e Sept/16

Tune In on Your Toastmasters
Network

Rick Phillips,, DIM. . % ... ot Oct/16
The Speech Contest: A Challenge
and an Event

Thomas Montalbo, DTM............ Nov/8
The Winner’s Edge

Michael and Jeanne Frensley....... Nov/16
What Is Your Club Worth
To You?

Barbara Ardinger, Ph.D.............. Dec/4
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HALLFAME

DTMs

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

Richard Glasgow,
Heidelberg 1632-U,
Heidelberg, Germany

Alex Pappas, Kachina
1473-3, Phoenix, AZ
Joseph B. McBride, Speak-
ing Singles 6381-9,
Spokane, WA

Barbara H. Speaker, Irving
3365-25, Irving, TX

Larry Lantz, Pioneer 97-26,
Caspar, WY

L. Jane Farley, Bremerton
63-32, Bremerton, WA
Donald William King, Early
Risers 4023-33, Las Vegas,
NV

Mary L. Reynolds, Paceset-
ter 4065-37, Charlotte, NC
Paul F. Tunell, Pop-Up
3165-44, Midland, TX
Anthony Goodwin,
Bicentennial 5594-45,
Manitoba, N.B., Canada
Victoria M. Naylor, Friend-
ly 3001-47, Ft, Lauderdale,
FL

Velma L. Byler, Hilltop
2058-56, San Antonio, TX
L.R. Cates, Lake Charles
1225-68, Lake Charles, LA
Donnell A. Ramsey, GSU
Beaumont 2484-68, Beau-
mont, TX

Ruth Mary Steenson,
Gosford City 3186-70,
Gosford City, NSW,
Australia

Graeme F. Valentine,
Napier 1542-72, Napier,
New Zealand

Adolph P. Kaestner, Barnib
2514-74, Johannesburg,
South Africa

Leonard Urdang, Country
Club 2636-74, Johannesburg,
South Africa

Howard Steinberg, River
Park 5008-74, Johannesburg,
South Africa

ATMSilver

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

Richard A. Hicks, Conoma
454-16, Oklahoma City, OK
Irwin I. Selig, Colorado
Springs 555-26, Colorado
Springs, CO

Charlene Williams, Monday
Niters 736-33, Las Vegas,
NV

Melanie Dobosh, Windjam-
mers 2628-33, Las Vegas, NV
Jeffrey R. Akens, Sunrise
Center 3359-39, Citrus
Heights, CA

Marion L. Gion, Plainview
Evening 2123-44, Plainview,
TX

Linda Posner Pepe, True
Potential 5394-46, Rego Park,
NY

James A. Hymer, Tennessee
Valley 960-48, Huntsville,
AL

Wanda Prater, Greater
Houston 2386-56, Houston,
TX

ATM Bronze

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

Richard B. Elliot, Hunting-
ton Park-Bell 14-1, Hunting-
ton Park, CA

Jay Bakst, TBD 2139-2,
Kent, WA

Jane Neeley Snow, Gentle
People 2333-11, Indianapolis,
IN

Linda Posner Pepe, True
Potential 5394-46, Rego
Park, NY

John Hayes, Skyway
3301-60, Burlington, Ont.,
Canada

Paul Porrit, Skyway
3301-60, Burlington, Ont.,
Canada

Robert James Bishop, Col-
lieries 4831-70, Wollongong,
NSW, Australia

ATMs

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

Frank E. Reynolds, The
Toast of Tustin 124-F,
Tustin, CA
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Jerry Reynolds, Parkers
519-F, Irvine, CA

Stanley R. Wright, Edison
Power Lines 1055-F,
Rosemead, CA

Stephen E. Moore, Ped-
dler’s 1648-F, Orange, CA
Sherry L. Metcalfe, Blue
Flame 2717-F, Costa Mesa,
CA

Lynne Shapiro, Brea,
2757-F, Brea, CA

Edward J. Lieber, Tustin
3733-F, Tustin, CA
MouYoung Cho, Sunset
Hills, 3818-F, Whittier, CA
Martha A. Miser, Anaheim
Breakfast 3836-F, Anaheim,
CA

Virginia Flanary, Mensanity
4438-F, Tustin, CA

Janis S. Hunter, Register
5643-F, Santa Ana, CA
Edwin W. Sippel, Hong
Kong 1364-U, Hong Kong
John C. Yeakley, Mikasa
1727-U, Yokosuka, Japan
Ann Frey, Easy Risers
2961-3, Scottsdale, AZ

E. John Mark, Chirp 'n’
Choke 5027-3, Phoenix, AZ
Tjitske Hartoog, Los Olivos
5278-3, Phoenix, AZ

John L. Wilson, Old Pueblo
Orators 5451-3, Tucson, AZ
Leo Shaw, Professional
Men’s 624-5, San Diego, CA
Edward F. Martin, San
Diego Board of Realtors
1808-5, San Diego, CA

Ken J. Lanning, Progressive
Speakers 4405-5, El Cajon,
CA

Mary Porter, Voyagers
5315-5, San Diego, CA
Thomas R. Brix, Dan Patch
1280-6, Richfield, MN
Michael George Kuriychuk,
Lakehead 2003-6, Thunder
Bay, Ont., Canada

Ted Povronznik, Satires
4026-6, Edina, MN

Bonnie J. Hoskins,
Daylights 4807-6, St. Cloud,
MN

Mark Willard, Happy
Talkers 5172-6, Maple
Grove, MN

Debbie Noah, First Masters
3866-7, Portland, OR
Kenneth R. Rogers, Capitol
503-8, Jefferson City, MO
Joe W. Funk, Thursday
Noon 1647-8, Decatur, IL
Chester W. Parker,
Waynesville-St. Robert
2842-8, St. Robert, MO

Francis J. Aufmuth,
Aerospace Center 3268-8,
St. Louis, MO

Joan Graves-Edwards,
Shawnee 5048-8, Carbon-
dale, IL

Michael Lovejoy Riley,
Tumbleweed 916-9, Pasco,
WA

Sharon Williams, Simcoe
3339-9, Goldendale, WA
Donna Carr-Jenkins,
Alliance 767-10, Alliance,
OH

Mary Ann Fletcher, New
Albany 410-11, New
Albany, IN

David C. Hale, Blue-Gray
2459-48, Gunter AFB, AL
Marie R. Fredrickson,
Travelers Noontime 2532-53,
Hartford, CT

Marybeth Peebles, Key City
3479-54, Kankakee, IL

Jahn M. Coppey, Galesburg
4951-54, Galesburg, IL
Michael A. Ott, 1960 North
Houston 2659-56, Houston,
TX

Karen Painter, Exxon
4946-56, Houston, TX
Eugene Brandaul, Single
5339-37, LaFayette, CA
Fouchena Shepherd,
Downtown Charleston
4513-58, Charleston, SC
Donald E. Jacobs, Endicott
2584-65, Endicott, NY

Ruth E. Braden,
Chesapeake 3142- 66, Ports-
mouth, VA

Thomas ], Gauthier, Cleco
of Cenla 4315-68, Pineville,
LA

Virginia Phillips, Aurora
6127-69, Townsville, Qld.,
Australia

David James Murrie, Col-
lieries 4831-70, Wollongong,
NSW, Australia

Francis Joseph Blake,
Foveaux 4978-72, Inver-
cargill, New Zealand

1181-F Buena Park-Cypress-
La Palma Board of Realtors
Buena Park, CA—Mon.,
noon, 7751 Stanton Ave.,
(521-3362)

6709-U NAMA

Tamuning, Guam—Tues.,
6:30 p.m., McDonalds
(646-7188)




6729-39 Beale

Beale AFB, CA—Fri., noon,
comptroller conf. rm. bldg.
2417 (634-2242)

6734-45 Circle of Achievers
Nashua, NH—Irr. Sat., 9
a.m. (223-3243)

340-46 Prism

Roseland, NJ—1st & 3rd
Thurs., 11:45 a.m. Pruden-
tial Insurance Co., 55 N.
Livingston Ave.

4341-46 John Deere
Wood-Ridge, NJ—1st & 3rd
Wed., noon, Rotary Engine
Div., JDTI, 54 Passaic St.
(916-2534)

4082-46 Bea Pit Bull
Morristown, NJ—Wed.,
noon, Electronic Data
Systems, 95 Madison Ave.
6711-46 ASCE

New York, NY—AIt. Thurs.
12:30 p.m., American Soc.
of Civil Engineers, 345 E.
47th St. (705-7220)

6731-47 Vero Beach

Vero Beach, FL—Tues., 6:30
p.m., Howard Johnson's
Restaurant, US Highway 1
S. (231-6904)

1843-56 U.T. Talkers
Galveston, TX—Thurs.,
12:10 p.m., Univ. of Texas
Med. Branch, Teh Ashbel
Smith Bldg. G.212
(761-2397)

6713-57 State Farm Early
Birds

Rohnert Park, CA—Wed.,
6:30 a.m., State Farm In-
surance, 6400 State Farm
Dr. (584-6757)

6714-57 State Farm—The
PM Club

Rohnert Park, CA—State
Farm Insurance, 6400 State
Farm Dr. (584-6757)
6718-57 Talksics

Martinez, CA—Wed., noon,
Central Contra Costa
Sanitary Dist., 5019 Imhoff
Pl. (689-3890)

6732-57 Clearlake

Clearlake, CA—Tues., 7
a.m., El Grande Inn, 15135
Lakeshore Dr. (995-3000)
6742-57 Lakeport

Lakeport, CA—Thurs.,
noon, Lakeport County
Schools Office, conf. rm.,
460 S. Main St. (275-2682)
3114-60 Crowe’s Nest

N. York, Ont., Canada—
2nd & 4th Sat., 3 p.m.,
Crowe’s Nest, Atk. Bldg.,
York Univ. (783-0562)

’

6721-65 Illustrious
Articulators

Rochester, NY—AIt. Mon.,
5:30 p.m., Information
Assoc., 3000 Ridge Rd. E.
(385-4664)

6738-65 Skytop

Syracuse, NY—Wed., noon,
Syracuse Research Corp.,
Merrill Ln. (425-5100)
6740-65 Jabberwocky
Auburn, NY—AIt. Tues.,
6:29 a.m., Anthony Peters
Restaurant, 170 Grant Ave.
(253-5311)

6741-68 Movers and
Shakers

Baton Rouge, LA—1st
Thurs., 7:30 p.m., Red
Carpet Inn, 2445 S. Acadian
Thrwy. (928-7925)

106-69 IPOMOEA
Brisbane, Qld., Australia—
2nd & 4th Mon., 6:30 a.m.,
Bellevue Hotel, 103 George
St. (353-1153)

6737-70 AGC Epping
Epping, NSW,
Australia—2nd & 4th Tues.,
5:30 p.m., AGC Epping,
12-22 Langston Pl.
(745-3266)

6743-70 Sunrisers
Canberra, ACT, Australia—
Fri., Perpetual Trustees
Bldg., 10 Rudd St. (488988)
1974-74 Engineers

Harare, Zimbabwe—2nd
Tues., 5:30 p.m., Reimbarts,
256 Samora Machel Ave. E.
(728911)

6715-74 Acacia
Marshalltown, South
Africa—2nd & 4th Wed.,
12:30 p.m., Centro City,
P.O. Box 61856 (490-4197)
6717-75 First Farmers
Talisay, Negros Occidental,

Philippines—Sat., 9 a.m.,
First Farmers Milling &
Mrktg. Coop. Assn., Bo.
Dos Hermanas (25475)

Anniversaries

55 Years

Seattle International 10-2,
Seattle, WA

40 Years

Tarsus 532-8, St. Louis, MO
Howard Rybolt 28-47,
Orlando, FL

35 Years

Trinity 1190-25, Dallas, TX
Waukesha 1173-35,
Waukesha, WI

Main Line 1198-38, Ard-
more, PA

30 Years

Eyeopener 2607-3, Tucson,
AZ

Jet Stream 2624-4, Moffet
Field NAS, CA

25 Years

Minnehaha 2563-4, Min-
neapolis, MN

Navy Finance Center
3502-10, Cleveland, OH
Hattiesburg 3553-29, Hat-
tiesburg, MS

North Shore 3543-70,
Sydney, NSW, Australia
Miranda 3554-70, Sydney,
NSW, Australia
Melbourne 3362-73,
Melbourne, Vic., Australia

20 Years

Saddleback Valley 2657-F,
Mission Viejo, CA

Forty Liners 2419-4, San
Francisco, CA

Mt. Gambier 1537-73, Mt.
Gambier, SA, Australia

15 Years

76 Research 3327-F, Brea,
CA

Mixedmasters 3686-F,
Downey, CA

Paramount 657-6, Sand-
stone, MN

Downtowners 2696-15, Salt
Lake City, UT

Powell River 1363-21,
Powell River, BC, Canada
Leavenworth 2301-22,
Leavenworth, TX

Cuna Mutual 2023-35,
Madison, WI

Belaborers 2221-36,
Washington, DC
Morning Knights 2875-65,
Binghamton, NY
Sunnybank 3110-69,
Brisbane, Qld., Australia
Kapi-Mana Speakeasy
1679-72, Tawa, New
Zealand

10 Years

Executives 1940-9, Seattle,
WA

Mason Dixon 2384-18, Fort
Ritchie, MD

Speakeazys 3855-30, North-
brook, IL

Speakez’s 1816-35, Kohler,
WI

Crown of Laurel 77-36,
Laurel, MD

Albemarle 1811-37,
Albemarle, NC

The Sounding Board
2149-44, Reese AFB, TX
Eastern Airlines 3754-47,
Miami, FL

Shell 2556-56, Deer Park,
TX

Metro 3644-58, Greenville,
SE

Karamu 3290-72, Hastings,
New Zealand

Manukau 3461-72, Manukau
Auckland, New Zealand
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JOKES for SPEAKERS!

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

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

speech for any audience; any occasion. Current issue: $8.50.
Our 15th Year. Send check or M.O. to:

JOKES UN-LTD.

8033 Sunset Blvd., Dept. 0-6, Hollywood, CA 90046

e e
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A picture is
worth a
thousand
words!

Wear the emblem that lets every-
one know you belong to a great
organization. The Toastmasters
symbol says eloquently what
words can't express. It tells about
achievement—yours and that of
Toastmasters International.

PINS

® Miniature membership pin (5751), %"
diameter, $2.00; 12 or more (5752), $1.80.

¢ Large membership pin (5753), %" dia-
meter, $2.25; 12 or more (5754), $2.00.

¢ Women’s membership pin (5702), 55"
diameter with guard clasp, $4.00.

® Club President (5801), $6.00.

® Club President with two zircons (5802),
$14.25.

® Administrative Vice-President (5803), $6.00.

® Educational Vice-President (5804), $6.00.

® Secretary (5805), $6.00.

® Treasurer (5806), $6.00.

® Sergeant-at-Arms (5807), $6.00.

See the Supply Catalog for Past Officer,

District Officer and Area Officer Pins.

TOASTMASTER TAGS

Gold-type CTM, ATM and DTM tags at-
tach to any membership pin.

* CTM tag (5942) has white letters, $3.50.

* ATM tag (5940) has red letters, $3.50.

* DTM tag (5941) has blue letters, $3.50.
See the Supply Catalog for a complete list-
ing of member anniversary tags honoring
membership and service.

HATRIOK G. £
PAT GLUB NO. 1523

&

"
TOAST
1N

MENZEL ATM

MA/JY‘EH’;

T RMATIONAL

f TONY WELCH
MERCURY TOASTMAS

o389

391 391-S 391-B

IDENTIFICATION BADGES

* TOASTMASTERS ID BADGE (343 clip
on, 343-A pin back). . .special white
badge with name, office and club name
engraved in red, $7.50 each.

¢ CTM ID BADGE (340 clip on, 340-A pin
back). . .special brown badge with name
and club number engraved in white,
$7.50 each.

* ATM ID BADGE (391 clip on, 391-A pin
back). . .special red plastic badge with
name and club number engraved in
white, $7.50 each.

Your ATM badge can show your level of

ATM achievement. These polished bronze

and silver speaker figures adhere to your

ATM badge. $2.00 each:

ATM Bronze attachment (391-B).
ATM Silver attachment (391-S).

¢ DTM ID BADGE (389 clip on, 389-A pin
back). . .Special gold plastic badge with
name and club number engraved in
black, $7.50 each.

Mail to: Toastmasters International, PO. Box 10400, Santa Ana, CA 92711

Enclosed is $

(U.S.) check or money order payable to Toastmasters International. (Be

sure to include postage, handling and tax charges as stated above.)

NAME
ADDRESS

CLUB & DISTRICT NO.

CITY STATE/PROVINCE

COUNTRY
~ 5751

— 5752
5753
__ 5754
—_5702

—_ 5801
5802
5803
—_ 5804
5805

5806
—_ 5807
5942
— 5940
—_ 5941

343"
— 343-A
340"
—_340-A
391"

*Please print engraving requirements here:

—391-A"
—391-B
—391-S
—_ 389"
—_389-A

2 339"
— 390

5920
— 5939
— 5951

¢ TOASTMASTERS CLUB ID BADGE
(339). . .Small blue plastic badge, pin
back with name and club name engraved
in white, $3.25 each.

Be sure to print all information for engrav-

ing. You can turn a pin-back badge into a

clip-on badge with the-clip-on attachment

(390), $1.00 each.

MARK OF DISTINCTION

Provide yourself with some added recog-
nition.
FOR CTMS: CTM Pin (5920), $6.00.
FOR ATMS: ATM Pin (5939), $6.00.
® ATM Bronze Chevron (5951),
$3.00.
e ATM Silver Chevron (5952),
$3.00.
FOR DIMS: DTM Pin (5800), $6.00.
DIM Pin w/blue sapphire
stone (5799), $11.00.
DTM Medallion (5798), $15.00.

130)190)8)
WOMEN TOASTMASTERS

® Scarf-Pin (5700), $3.75.
® Membership Brooch (5701), $9.00.

OFFICIAL TI PENDANT

Gold antique finish, TI emblem, with pol-
ished back for engraving (5703), $12.00

See the Supply Catalog for more samples
of official TI pins and jewelry. California
orders add 6% sales tax. Add postage and
handling charges as follows: Miniature
and larg

e membership pins, 1-12 @ 50
cents; 13-24 @$1.00. All other items add
50 cents per item. Air mail extra. Where
postage charges exceed these figures,
customer will be billed for the excess.




