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Be... All That
You Can Be!

P

“Education is a growth and a
slow growth at that, and all
efforts to discover a quick and
easy road to knowledge have
failed. A full-grown oak tree, fit
to weather the storm and breast
the gale, cannot be produced in
two or three years. Neither can
a mind be matured and devel-
oped by any quick process. Na-
ture must have time for the op-
eration of her laws.”

RALPH C, SMEDLEY

ur organization’s
Ofounder wrote this
in his college newspaper
shortly before graduating
from Illinois Wesleyan Uni-
versity in 1903. He was con-
cerned about attempts to
shorten the college curricu-
lum. In his book, The Story
of Toastmasters, he recalled
expressing similar concern
regarding issuing certifi-
cates to members who had
completed the basic speech
manual, because this might
give them the impression
that they had “graduated.”
How do you feel about
your CTM (ATM or DTM)

award? Is it an end in itself, or do you view it
as an exciting beginning of the next phase
of your self-improvement? Today we recog-
nize awards as a positive motivator to reach
for even greater heights. Recognition, when
handled with discretion and in a meaning-
ful manner, can be a powerful motivator.

A question I am often asked is whether a
Toastmaster should ever be “failed” by the
evaluator after delivering a manual speech.
From time to time I have evaluated so-called
“manual speeches” that were so far removed
from the goals and purpose of the assign-
ment that the speaker clearly did not met
the manual objectives. In such circumstances
I am willing to say, “I would recommend
that you repeat the assignment, and when
you do you may wish to address the follow-
ing...” The onus is then on the member, and
that person’s commitment to excellence. I
am reminded of the admonition by Polonius
in Shakespeare’s Hamlet:

“This above all: to thine own self be true,
and it must follow, as the night the day, thou
can’st not then be false to any man.”

Self improvement and personal motiva-
tion must come from within. In this age of
uncertainty and change in the workplace,
learning new skills is a prerequisite for stay-
ing continually competitive, both individu-
ally and as a nation. We need to take time to
“sharpen our saw.” Toastmasters provides
not only the “communicators’ edge” but a
forum for lifelong learning.

Business consultant Charles Handy, in
his book, The Age of Unreason, uses the term
“work portfolio” to describe how five differ-
ent forms of work fit together to form bal-
ance in our lives. “Study work” is what we
do in Toastmasters to sharpen our skills.
“Gift work” is our public service. Dr. Smedley
strongly believed that we should use our
Toastmasters skills in service to build a bet-
ter world. Yes, lifelong learning and a com-
mitment to excellence is our chance to “be...
all that we can be!”
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LETS MEET VIA VIDEO

[ would like to get in con-
tact with Toastmasters clubs
that would wish to exchange
VHS video tapes of their club
meetings with us. It would
give our club an insight into
the variety of club meeting
styles in different parts of
the world. Any respondents
may contact me at:

93 Green Acres Drive
Burlington, VT 05401-0425
(802) 862-6142 (evenings)

Donald Supancic
Greater Burlington Club 4899-45
Burlington, Vermont

DOING IT BY THE BOOK
Although our corporate
club is only two years old,
we have accomplished
some very positive objec-
tives. We have kept our
membership at 20+ in a
“closed” club within a com-
pany of only 240 employ-
ees. While our company,
Delta Faucet, supports the
club activities, membership
is our responsibility. We
have to find ways to keep
current members and at-
tract new ones.

We have done this by
presenting the Moments of
Truth program, conducting
member surveys, and sched-
uling exciting meeting pro-
grams and regular member-
ship campaigns. We also
heavily promote our theme,
“Toastmasters is SMART
business” (S - successful, M -
managers, A - appreciate, R -
recognize, T - Toastmasters).

One of our most success-
ful meetings in terms of pro-
moting our club was “Invite
Your Boss” day. Bosses and
supervisors attended with

their peers, and when asked
at the end of the meeting to
make any comments, they
enthusiastically supported
the program.

Several of our members
attribute their promotions
to their Toastmasters train-
ing and all members have
improved their presenta-
tion and communication
skills.

[ am proud of our club
because of the commitment
and creativity enjoyed by our
officers and club members.
The best news is that this can
be done by all clubs - we
don’t spend time re-invent-
ing the wheel. Success lies in
using materials produced by
Toastmasters International.
We read our manuals and use
the programs available from
Toastmasters headquarters -
in other words, we “go by
the book.” It works!

Karen . Addington
Polished Brash Club 9666-11
Indianapolis, Indiana

LOOKING FOR WRITERS
FROM OUTSIDE THE U.S.
I'would like to support Brian
Hodgkinson in his com-
ments regarding the Ameri-
can content of your maga-
zine (Letters, November,
1995). Like him, I have been
frustrated by excellent ar-
ticles that ignore the pres-
ence of the organization's
overseas members.

For example, the Octo-
ber issue contained a very
useful article, “Get the Facts”
by Martha Henderson, CTM,
that could have been a lot
more useful if the references
quoted had been more uni-
versal. Even if Martha was

unaware of overseas reference
material, a little editorial in-
put could have put this right.

[ found it ironic that the
same issue that printed Mr.
Hodgkinson'’s letter also fea-
tured the article “The Final
Touch” by Amy Walton,
which mentioned only
American quotations and
reference books. I cannot re-
late at all to American Con-
gresswoman Barbara Jor-
dan, and I am getting a
little tired of continually
being quoted the words of
Martin Luther King Jr. and
Abraham Lincoln. I do not
doubt that they were ex-
cellent orators, but other
examples must exist.

Perhaps this is an oppor-
tunity to urge clubs and
members outside the United
States to contribute articles
to the magazine. I am sure
their contributions will be
gladly received. Please, help
make Toastmasters Interna-
tional a truly international
organization and recognize
that a significant portion of
the members live outside
the USA.

lennifer Musgrave
Explorers C&L Club 9613-73
Perth, Western Australia, Australia

CURRENT MEMBERSHIP
FIGURES WANTED
During my 14 years with
Toastmasters, I have enjoyed
reading the magazine and
attending all the activities
in Toastmasters.

At every meeting I attend
— at least two a week - I hear
the Toastmaster giving dif-
ferent figures for the num-
ber of club and members in
the world. These figures

range from 1,000 to 5,000
clubs and from 1 million to
5 million members.

I am suggesting to have
the exact figures updated
monthly, at least to the pre-
vious month, printed in ev-
ery issue of The Toastmaster
so that we are properly and
accurately informed. It
would be like watching the
stock market to see our
“company” grow.

Mario Garrolini, ATM
Executives of Makati Club 4086-75
Makati, Manila, Philippines

Editor’s Note: Sorry to disap-
point you, but our membership
has not quite hit the millions
yet. And while the figures vary
daily, they have remained
pretty much the same for the
past four years: approximately
170,000 members in 8,000
clubs worldwide.

WELCOME TO SOUTH
AFRICA’S COASTAL
CONFERENCE

District 74 (Southern Africa)
will be hosting the first of
its 1996 conferences at
Amanzimtoti, near Durban,
on the KwaZulu-Natal south
coast, on May 23-26 1996. If
any fellow Toastmasters are
likely to be in the area at the
time, we will be delighted to
welcome you to our Coastal
Conference.

Anyone requiring infor-
mation regarding accommo-
dations may contact Gail-
Anne Nothard, CTM, for de-
tails. Direct all other inquir-
ies to me at this address:

Shelley Walker, CTM

Coastal Conference

P.O. Box 867

New Germany 3620

South Africa

Telephone and Fax: 27 - 31 - 7052840

the Toastmaster » February 1996



If you aren’t excited about your
own progress, selling others on

your club becomes difficult.

my turn

by Jill Rowlands, DTM

Talking Toastmasters

B WHEN YOU FIRST JOINED YOUR CLUB,
do you remember stalling when someone
asked you, “What is Toastmasters?” Could
you adequately describe this worldwide or-
ganization in a simple statement? Did you
even know about the many different aspects
that Toastmasters has to offer? What do you
say now when someone asks you to talk
about Toastmasters?

Personal experience is a critical point when
“Talking Toastmasters” to co-workers, friends
and other associates. However, other points
can enhance the conversation, such as Toast-
masters’ worldwide scope, the types of com-
munication training and recognition offered,
the opportunities for leadership training, and
what happens in a typical meeting. Moreover,
you can do all this in two ways: You can share
your own experiences, or you can distribute
fliers and brochures about the organization.

The obvious benefit of using preprinted
material is that you don’t have to struggle
with the words, if talking to prospective
members makes you uncomfortable. The bro-
chures available from TI Headquarters are
inexpensive; some are even free of charge.
They are small enough to keep on hand and
they make a nice starting point for a discus-
sion. Another way to help you “Talk Toast-
masters” without a lot of talking is to ask for
the prospect’s mailing address or phone
number and make sure his or her questions
are answered by someone who has more
information. However, you must follow up
to make sure that person’s questions were,
in fact, answered.

One way to actually “Talk Toastmasters”
is to make a general statement about the
organization’s international status and goal
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to improve communications worldwide.
Then, you can ask the prospective members
what aspects of the Toastmasters program
would most interest them (i.e. public speak-
ing, interpersonal communications, Table
Topics or leadership training). If the person
is unsure, start from the top and work down
the list, briefly explaining all the benefits
and aspects of the Toastmasters program.

When a particular area strikes a chord
with your prospect, you will see that person
light up and ask lots of questions. This may
be the time when she takes over the conver-
sation and opens up. Remember, communi-
cation involves listening, as well as speaking
and thinking. So you might have to cut your
planned pitch about the rest of the wonders
of Toastmasters to let her discuss a personal
“failure to communicate” experience. Usu-
ally, if she wants more information, she will
ask more questions.

Effectively “Talking Toastmasters” re-
quires some practice with Table Topics. Why?
If your immediate response to “What is
Toastmasters?” appears long-winded, inco-
herent or inadequate, your club may lose a
potential new member. If you don’t show
confidence and enthusiasm about what you
have learned in your own short time as a
member, how do you expect to get anyone
else interested in the program?

You don't have to be an eloquent orator
to “Talk Toastmasters.” But you do need to
be certain of how you have already benefit-
ted by being a member. One way to practice
your “Toastmasters pitch” is to have the Topic
Master ask general questions about the Toast-
masters program during Table Topics. Seeing
how different members respond to the same

type of question helps ev-
eryone prepare for their
next opportunity at “Talk-
ing Toastmasters.”

In contrast, it’s hard to
convince someone else to
do what you are not doing.
If you don’t practice your
speeches prior to present-
ing them, then you lose the
maximum benefits for
which you paid dues. More-
over, if you are the mentor
to a new member or spon-
sor to a prospect, what ex-
ample are you setting?

“Talking Toastmasters”
is not difficult. Each mem-
ber has more experience in
Toastmasters than a pro-
spective member — just talk
about what you do know
and offer to get the infor-
mation that you don’t know
to your prospect later. This
follow-up always makes a
positive impression. It is OK
not to know everything
about Toastmasters, it is not
OK to fail to follow-up and
lose that prospective mem-
ber. Don't let you, a Toast-
master, be speechless. Can
you “Talk Toastmasters?” @

Jill Rowlands, DTM, is a
member of Metro Club
6045-56 in Houston, Texas.



emember the quote, “A picture is worth a thousand

words”? I'd like to add, “And you are the picture.” The

impression you make on others is a total package. Your lan-

guage, your behavior, your perspective — all of these impact

the image you project to others. Personal power is often an

unwrapped gift. Most of us can benefit from developing a

more powerful presence on and off the platform. Here’s how:

IDENTIFY YOUR PASSION
What is your passion in life?
Take a moment to let that
question settle. Consider
how you translate your pas-
sion into specific, measur-
able goals. Then ask your-
self, “What is it about my
goals that makes me yearn
to achieve them?” Your
answer should fuel your
motivation to achieve.

Consider the example of performer Ben
Vereen, who had a life threatening accident
in 1992 and was expected to die. During a
visit with singer and actress Liza Minnelli, he
spoke of his shame about his condition. She
reminded him that his life was a miracle.
Then, impromptu, they began singing,
“Accentuate the positive, eliminate the nega-
tive.” That thought became Vereen'’s inspira-
tion for setting high goals for his recovery. By
1993, Vereen had recovered enough to star
on Broadway in the play “Jelly’s Last Jam.”

Strategies for projecting
personal power.

by Susan B. Wilson

BE RIGHT MOST OF THE TIME
That thought tends to raise eyebrows! But it
can happen. Using effective problem solv-
ing, decision making and planning skills
raises the probability that you will be right.
And that impresses people! Presenting an
informed perspective while also respecting
others’ views builds your personal power and
raises the probability that you are heard.
When managers at a power plant were
asked, “What employee do you most
admire and why?”, many named a female
supervisor whose position was two levels
below theirs in the corporate hierarchy.
But she was mentioned because the man-
agers appreciated her attention to setting
effective goals, identifving problem areas
and developing strategies for resolving
them. The manager said, “People just listen
to this woman because she comes well pre-
pared and seems to know what she is talk-
ing about.”

ALLOW YOURSELF TO ADMIT MISTAKES

To what extent are you conditioned
against being vulnerable and admitting
your mistakes? How easily can you admit a
mistake, right a wrong, or ask forgiveness?
Interestingly, rather than being perceived
as weak, those who consistently use honest
and respectful communication with both
the positive and the negative establish
greater trust with others. An executive who
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hired me to gauge his effectiveness with his
employees accepted the results with a
desire to improve. Although employees
viewed him as having many positive quali-
ties, his ability to listen was not one of
them. He did not ignore their concern. He
not only developed a plan for improved lis-
tening, he also apologized to employees for
his poor listening habits as the opportuni-
ties arose. His effort to apologize and right
the wrong improved employee morale.

DEVELOP TRUSTWORTHINESS BY
IDENTIFYING A WIN-WIN SITUATION

Why is it that, despite our dislike of “loos-
ing,” we so often establish positions that
set us up for either a win or a loss? Why
not concentrate on a win-win perspective?
Seeking a win-win perspective establishes
that you are as concerned about the other
person’s needs as your own.

Developing a reputation for fair and
honest relationships positions you as a
trustworthy person. And the more trust-
worthy you are perceived to be, the less
defensiveness vou will see in others.
Communication will be clear and your lis-
teners will trust what you are saying rather
than wonder about your “real” agenda.

Not too long ago, I was talking with
Barbara Pagano, a true professional in the
world of speaking. She had been on my
“I'd like to get to know list” for quite a
while before we finally had our first tele-
phone conversation. When calling, Barbara
made clear her purpose: she sought ideas
and information for one of her projects.
Then she made a point of asking, “What
can | do for you?” and took as much time
responding to my need as what she had
asked of me. Barbara was as concerned for
someone else’s need as her own. And it
conveyed a powerful message about her
ability to position a mutually beneficial
interaction.

USE ASSERTIVENESS SKILLFULLY

Books, articles and speeches promoting
assertive behavior abound. But there seems
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to be no uniform definition of assertiveness
and how it compares to aggressiveness. In
fact, a recent study by a major university sug-
gests that aggressiveness is a skill that new
graduates need to take into the workplace. |
disagree: Both assertive and aggressive behav-
ior are, in part, defined as open, honest
behavior. But the definition of assertive goes
further. It is defined as open, honest behav-
ior that is mutually respectful. Showing mutu-
ally respectful behavior is the first point. And
a key way to respect others is to be a good lis-
tener. Rarely are you viewed as aggressive
(often a negative!) when you are respectful
and listen carefully to others.

DEMONSTRATE PASSION FOR YOUR
POSITION

Sometimes the facts and data are not enough;
people want to feel your passion for your
position. Sincere enthusiasm is easily recog-
nizable and quickly mobilizes attention. All
other things being equal, the one who
exudes enthusiasm is more persuasive. For
those of you who attended the Toastmasters’
International Convention last August, take a
moment to reflect back on luncheon speaker
Mary Ellen Drummond. Yes, she was power-
ful because of her content knowledge. But
she captured the audience because of her
obvious joy and enthusiasm for her subject
matter. People lined up to buy her products
and to speak with her. This was personal
power and influence at work!

Many of us invest hours and hours in
perfecting the speaking craft. Connecting
with our audience is an ever-present chal-
lenge. The congruency of our behavior,
regardless of the situation, strengthens our
relationships and helps us focus our time
and energy on desired results. And then we
get a measure of our true strength. i

Susan B. Wilson owns Executive Strategies, a
management consulting firm in Newton,
[owa. This article is based on her recent
book, Your Intelligent Heart: Notes to Women
Who Work, published by AMACOM.

“The more
trustworthy
you are
perceived to
be, the less
defensiveness

you will see

in others.”




Learning from the past
prepares us for the future.
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by Thomas Montalbo, DTM

istory is bunk!” That’s what Henry

)

Ford said. But late in his career he

changed his mind and had these
words placed over the entrance to the Ford
Museum in Dearborn, Michigan: “The farther

you look back, the farther you can see ahead.”

It may not come as a surprise to you that the art of
public speaking wasn’t invented by Dr. Ralph C. Smedley,
but in fact dates back to ancient Greece and Rome. By
looking back to see how it began, we’ll discover how this
classic discipline has evolved into modern public speak-
ing. The study and use of rhetoric has been essential in
the fields of literature, history and philosophy for ages. It's
only recently that the word “rhetoric” has taken on nega-
tive associations, thanks to less-than-articulate politicians
and overblown media circuses. As Toastmasters we ought
to treasure the history of rhetoric and aim to restore it to
its former glory.

CORAX: FOUNDER OF ORATORY

Circumstance created the need for a systematic study of
the subject in 500 B.C. Citizens of the Greek city of
Syracuse had overthrown a dictator and replaced the old
government with a democracy. Lawsuits were tying up the
courts as citizens tried to reclaim property that had been
seized by the deposed despot.

The disenfranchised citizens needed help because they
had no documented evidence to prove their claims. The
Greek teacher Corax, living in Syracuse, understood the
necessity of persuading the courts with appropriate, rea-
sonable and probable statements. So in writing the first
known handbook on rhetoric, Corax earned his place in
history as the founder of oratory.

Corax's treatise contained his formula for a courtroom
speech consisting of five parts:

# PROEM (Introduction) — Impress the jury with your
goodwill.

+ NARRATION - Set forth the facts of the case.

4 ARGUMENTS - Give reasons for the claim.

# REFUTATION - Counteract possible arguments against
your case.

# PERORATION (Conclusion) — Summarize.
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His method of teaching required his pupils or clients to
memorize standard parts of speeches suitable for various
types of legal processes. In effect, he was saying, “Convince
the jury by choosing or combining these ready-made sen-
tences I have already worked out for you.”

The study of rhetoric spread from Syracuse to Athens
where the democratic government spurred a general inter-
est in the new art of speechmaking. Tisias, a former pupil
of Corax, went to Athens to teach rhetoric. He also wrote a
treatise on the subject. Like Corax, Tisias believed the pur-
pose of rhetoric was to persuade with plausible arguments,
and he promoted the methods of his former master.

No study of the period can be made without mention
of Pericles, the great Athenian statesman. A man of fore-
sight and vision, Pericles did much to expand on the cul-
tural and political glory of Athens. His fiery eloquence
before the Assembly won him particular acclaim, yet he
also could encapsulate the loss of the Peloponnesian War
dead with one gentle phrase: “The city has lost its youth;
it is as though the year has lost its spring.”

GORGIAS: AN EXPERT ON RHETORICAL DISPLAY
Gorgias, a pupil of Tisias, continued the development and
teaching of oratory. But as a Sophist, he took a broader
view of education. (The Sophists were a group of profes-
sional teachers who traveled from city to city to teach a
variety of subjects, including grammar, mythology, reli-
gion and rhetoric.) When Gorgias went to Athens as an
ambassador from Leontini, his native city, he dazzled not
only the common people but also the highly educated
class. Having observed that people react more readily to
some forms of expression than to others, he initiated the
style of oratory called “epideictic” — the Greek name for
speeches designed to impress with rhetorical display.

As part of his exuberant style, Gorgias substituted rare
expressions for ordinary forms of speech. He also revital-
ized prose with poetic effects such as punning, wordplay,
rhyme and rhythm. Among his favorite devices were par-
allelism — arranging important ideas in similar grammati-
cal structure, and antithesis — the juxtaposition of contrast-
ing ideas in balanced or parallel words or phrases. As
Gorgias well understood, these devices gave polish to
rhetoric while directing the audience’s attention to the
speaker’s main points.

Gorgias thus became the first to consciously develop a
speech style. Although his prose style seemed excessive, it
nevertheless served as a model for future generations.

ISOCRATES: A MASTER TEACHER
Isocrates, who was taught by Gorgias, refined the epideic-
tic style of oratory. By reducing the extravagances of




Gorgias’ style, Isocrates gave oratorical prose its own
rhythms instead of adapting cadences from poetry. As a
master of style and composition in both theory and prac-
tice, he occupies a prominent place in the development of
Greek prose.

Born in 436 B.C., Isocrates was active in the field of
rhetoric until his death at age 97. For several years he
composed speeches for the courts.
Later he opened a school in Athens,
and within 15 years his classes were
comprised not only of Athenians, but
students from all areas of Greece and
several other countries.

As a teacher of rhetoric, Isocrates
won particular fame. Listen to his
views on education:

“The trainer of the body cannot always
make a man an athlete, nor can the
trainer of the mind make everybody an
orator. There are three essentials requi-
site for success — natural aptitude, proper
teaching and long practice, and moreover
there must be a will on the part of both
teacher and pupil to persevere. Some peo-
ple expect a marked improvement after a
few days of study and demand a com-
plete training in a year. This is ridicu-
lous; no class of education could produce such results.”

ARISTOTLE: TUTOR OF ALEXANDER THE GREAT
Aristotle, the next major figure in the history of oratory,
had greater long-range influence than Isocrates. Born in
Macedonia in 384 B.C., Aristotle traveled to Athens at age
17 to study at Plato’s Academy. He remained there for 20
years, first as a student and later as a researcher and
teacher of rhetoric.

Shortly after Plato died, Aristotle returned to Macedonia
to serve as the private tutor of the King's precocious 13-
year-old son, later to be known as Alexander the Great.
When Alexander became king, Aristotle returned to Athens
and opened his own school, the Lyceum.

Aristotle also wrote a three volume treatise, Rhetoric,
describing the study of oratory in detail. In Book I, he
introduced and explained the close relationship between
rhetoric and logic. Both subjects, Aristotle theorized, are
concerned with communicating ideas directly from mind
to mind through words. And since, he argued, rhetoric is
the publically spoken word and logic is rational discus-
sion, the two are complementary.

“Rhetoric,” said Aristotle, “may be defined as the facul-
ty of observing in any given case the available means of
persuasion.” Persuasion is achieved in three ways:

" %
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tl*ldt an orator Sll(')l[](]
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as we“ as move

tl’nem to tears.

+ By the orator’s personal character when his speech is so
spoken as to make us think him credible.

# When the speech stirs our emotions.

+ When the speaker provides logical arguments.

With the wholeness and balance of this three-fold sys-
tem, Aristotle aimed to correct what he considered the
one-sidedness and superficiality of
approaches used by early rhetori-
cians and Sophists.

Aristotle’s second book treats the
ethical and psychological factors
involved in making a favorable
impression on listeners and influenc-
ing their emotions. He wrote, “The
orator must not only try to make the

l)f:? dIDIO to (‘l(‘llgllt argument of his speech demonstra-

tive and worthy of belief; he must

also make his own character look

right and put his hearers, who are to

decide, into the right frame of

mind.” He believed an orator wins

the trust of audiences by showing

he’s a good man, knows what he’s

" talking about, and wishes to do
what's best for them.

In the third book, which covers

style and organization, Aristotle

wrote, “It is not enough to know what we ought to say,

we must also say it as we ought.” For example, elaborating
on elements of style, he maintained that:

+ diction (the choice of words) should be clear and
appropriate,

+ metaphor (implied comparison of two different things)
and simile (explicit comparison of two unlike things)
will provide vividness;

+ antithesis (direct contrast) will create greater clarity
and emphasis.

Regarding arrangement, Aristotle pointed out that there
are only two essential parts in a speech: exposition (setting
forth facts and ideas) and proof (presenting convincing argu-
ments or evidence). He added, however, that it's customary
to add a formal introduction and epilogue (conclusion).

DEMOSTHENES: HARD WORD AND DISCIPLINE
MADE HIM GREAT

We often hear of the “born speaker,” but is there ever
such a person? Consider the example of Demosthenes,
the greatest and most famous of all Greek orators. As a
child, he was sickly and overprotected. Moreover, the
young Demosthenes stammered, had a weak and
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unpleasant voice, suffered
from shortness of breath, and
was inarticulate in his
pronunciation.

So how did he become
such a great and mighty ora-
tor? By hard work and rigor-

‘Cicero’s de ‘I])ratore:
A classic dPProach to Pul)]ic speal(ing.

achieved public success as
an orator in 80 B.C,,
Cicero changed his mind
and devoted himself to the
study of rhetoric and phi-
losophy in Greece. After
returning to Rome, he

ous discipline. Legend has it
that Demosthenes spoke
over the roar of the sea with
pebbles in his mouth and
recited speeches when out of
breath, running up steep
hills. Learning oratory under
a mentor and immersing
himself in the study of the
best prose writers, he pre-
pared speeches for private
clients in lawsuits and repre-
sented them in court.
Demosthenes also wrote and
delivered key orations of
national and political interest.
Among his oratorical
methods were the following:

follows:

benevolent.”

brance.

# meticulous attention to
composition

# repetition and re-emphasis
of points

+ use of rhetorical dialogues between himself and an
imaginary critic or opponent

# spirited attacks and striking crescendos.

Demosthenes’ passionate sincerity about his topic and
thorough preparation contributed to the success of his
orations. A scoffing critic complained that his speeches
“smelled of the lamp,” implying that Demosthenes
burned the midnight oil when preparing his speeches.
But such hard work may have been the secret of his
greatness.

CICERO: HIS WORDS FOILED CONSPIRACY
AGAINST ROME
So much for the ancient Greek rhetoricians and orators.
Now let's look at the second century B.C. Romans who
followed them. Cicero, Rome’s outstanding orator, was
the earliest major figure to put the Greek concepts of
rhetoric into Latin. After Aristotle, he was the chief classi-
cal writer on rhetoric. His prose works combined grace
and elegance with precision and clarity.

Born of middle-class parents, in Italy in 106 B.C.,
Cicero originally planned for a law career. But when he
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ontinuing the classical tradition that a speech should
consist of five parts, Cicero discussed them in his book as

+ Invention. Create by thinking and discover by research-
ing and gathering materials for the selected topic.

+ Disposition. Arrange speech materials in logical order
under introduction, body and conclusion. Cicero wrote,
“The purpose of the introduction is to render the audience

+ Elocution (style). Use and group words to express ideas
appropriately, clearly, accurately and vividly. Avoid over-
extended sentences, redundancy and grammatical ambigui-
ty. Obtain power or richness through figures of speech.

o Memory. Put ideas in logical sequence for easier remem-

o Delivery. According to Cicero, “Delivery is a sort of lan-
guage of the body — the management with grace, of voice,
countenance and gestures.”

was elected to several pub-
lic offices, and, while serv-
ing as consul, accom-
plished his greatest suc-
cess: almost singlehanded-
ly, with four brilliant ora-
tions, Cicero foiled Cati-
line's conspiracy against
the Roman republic.

Unlike Demosthenes,
who was always serious,
Cicero was by nature
inclined to laughter and
pleasantries. He stressed
that an orator should be
able to delight his audi-
ence by wit as well as
move them to tears.

Cicero wrote his trea-
tise on oratory, De Oratore,
in 55 B.C. Structured like a
dialogue, this book covers
the correct training of an
orator, the style and treatment suitable for individual top-
ics, and the manner of delivery most likely to influence
an audience.

QUINTILIAN: THE SCIENCE OF SPEAKING WELL
The last major figure in ancient oratory was Quintilian.
Born in Spain in 35 A.D., he lived and studied rhetoric in
Rome. In 68 A.D. he assumed the leadership of a publicly
established school of rhetoric funded by the state treasury.
The school made him famous.

In addition to giving lectures on rhetorical theory and
evaluating student speeches, Quintilian appeared in the
courts as a pleader for private clients. After 20 years of
teaching, he retired and wrote a 12 volume treatise, De
Institutione Oratoria (On the Training of the Orator).

After reviewing and criticizing earlier definitions of rhetoric,
Quintilian arrived at his own definition: “Rhetoric is the sci-
ence of speaking well.” Taking a larger and wider view than
his predecessors, he claimed that almost all of them ignored
elementary education in the training of orators.

Quintilian agreed with Isocrates’ and Cicero’s concept
of proper training — namely, the whole person must be



brought to bear in the speechmaking processes.
Quintilian stressed the importance of personal integrity
and honest conviction of an orator, whom he defined as
“a good man skilled in speaking.” He cautioned against
making speeches sound memorized because, as he put it,
“He who speaks as though he was reciting forfeits the
whole charm of what he has written.”

Throughout the next eleven volumes of De Institutione
Oratoria (On the Training of the Orator), Quintilian deals
with the three kinds of orators and refers back to Cicero’s
five parts involved in speechmaking. Orators are divided
into specific categories according to the type of audience
addressed and the purpose of the speaker:

B Political orators. They speak in a deliberative assem-
bly, such as legislatures.

m Forensic orators. They're hired by private citizens as
advocates to plead for them in courts.

m Epideictic orators. They deliver speeches on public
platforms outside of legislatures or courts. These

speeches are what the ancient Greeks called “the cere-
monial oratory of display.” Today we refer to them as
“speeches for special occasions.”

For 24 centuries, effective public speakers have used the
principles and tools of rhetoric developed by these ancient
Greeks and Romans. Today we continue to use them,
adapting and modifying — just as the original orators
themselves did.

While public speaking is an ancient art, let's make sure
it doesn’t go out of style. In our technologically advanced
society, where computers and television “soundbites” do
most of the talking, we need to work toward bringing back
good old fashioned rhetoric as a refreshing alternative.

Thomas Montalbo, DTM, was for many years a valued con-
tributor to The Toastmaster and a longtime member of
Sparkling Toastmasters Club 3602-47 in St. Petersburg,
Florida. His book, The Power of Elogquence, may be ordered
through Toastmasters International’s Supply Catalog.
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Keep it simple. Complicated

charts turn people off.

how to

by Jim Carmickle, ATM

Tips For Using Flip Charts

B OVER THE MONTHS AND YEARS AHEAD
as a Toastmaster, you are bound to use flip
charts or easel pads at some time or anoth-
er. The information you put on them will,
of course, depend on the speech you are
giving. While there are no specific ways of
using flip charts correctly, there are defi-
nite wrong ways of using them. A flip chart
is used wrongly if it:

< Is unseen by any part of the audience.

« Detracts from, instead of augments,
your speech.

% Confuses instead of enlightens.

% Contradicts the speech.

< Draws attention to itself instead of to
you and your message.

% Allows the audience’s minds to stray.

Let me briefly discuss these five factors:

UNSEEN

- Make sure everyone can see the entire
chart. Remove any obstructions or move
the easel to a better vantage point.

- Make lettering large enough for all to
read. Test the chart by reading it from the
back of the room and from where you will
speak.

— Use dark colors. Pastels are difficult to see
in some lighting; shiny chartboards can
create a glare.

DETRACTS

— Do not speak to the chart, speak to the
audience. Look at the chart, point (if
appropriate), then look at the audience
before speaking.
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- Don’t write the entire speech on the
chart — only key words, and let your speech
expand on them.
- Spell correctly.

CONFUSES

- 1f you say one thing and the chart says
another, you will lose your audience.

- Keep it simple. Complicated charts turn
people off.

- Use the information or omit it. If you put
something on the chart and don’t mention
it, the audience will wonder about it.

CONTRADICTS

- Colors, sizes, shapes of objects and letter-
ing all can contradict the spoken word.

- Direction must agree with the speech.
Take care not to write on a downward slant
if you are giving an uplifting speech; don’t
indicate movement to the left if you are
talking about going forward.

MANIPULATION

- Practice turning pages. Try to be unobtru-
sive — use inconspicuous tabs placed on the
edge of the sheets to locate and turn to the
proper page.

- Practice writing if you plan on creating a
chart as you go along with your speech.
Make your writing legible to everyone. Don't
apologize for your spelling or writing ability.
- Stand with your side to the audience,
not your back, while writing on or manipu-
lating the chart.

MINDS STRAY
- Don’t outline your whole speech - the
audience will read it while you speak.

- It is best not to reveal
chart information until
you're ready to speak
about it. Keep words, lines
of words or pages covered.
Don't write anything until
you're ready.

Remember:

% The flip chart can be
your ally or your enemy.

% It can enhance your
presentation or it can
ruin it.

% Keep it simple and keep
it legible by the entire
audience.

There is much to be
learned about chart pre-
paration, the results of
which will say as much or
more about you than
your words will. Learn as
much as you can.

So push your “envelope
of comfort.” Use charts
when you can and do your
best to make them improve
your speech. At some time
in your Toastmasters experi-
ence you will need this valu-
able tool. Use it wisely. @

Jim Carmickle, ATM, is a
member of Sunrise Speakers
Club 1449-39 in Red Bluff,
California.

——_—I




Humor is a
five-letter-word;
it doesn’t have to

shock or offend.

by Gene Perret

umor has fallen into disrepute
lately. During my speaking tours,
someone in the audience usually
asks, “Why does comedy have to be so dis-
tasteful today?” My answer is that it doesn't.
People enjoy wit and humor as much today
as they ever did.

I understand the basis for the question,
though. Most professional comedians
today would rather shock than entertain,
confront rather than amuse. Obscenities
have replaced punchlines.

Young comics take pride in how much
they shock and offend their listeners.
“Wasn't | daring?”, “Wasn’t | boldly offen-
sive.” Not too many years ago, comedians
used to say, “Wasn't I funny?”

Television and film humor is not much
better. An advertisement for a recent film
proclaimed how crude, offensive and dis-
gusting the comedy was.

It's sad to see comedy so abused because
humor is a gentle, friendly art. It's designed so
people can share fun and laughter, and feel
better as a result. | notice this when I travel to
various conventions as a speaker. Often I'll
see people great one another in the lobby of
the hotel, people who haven’t seen each
other for a while. If their greetings are sterile, 1
know they're acquaintances. However, if they
immediately begin tossing gentle insults back
and forth, I know they’re close friends.

Humor doesn’t have to be overly respect-
ful, obsequious, square. Humor can be hard-
hitting and even insulting, as long as it is
done in the spirit of fun. It's when it's
meant to harm that it becomes offensive.

Someone once asked Will Rogers how
he could toss his barbs at notable people
without offending them. He said, “TI've met
just about every prominent man in the
world, and I've never met a man | didn’t
like. When there’s no malice in your heart,
there can’t be none in your jokes.”

Not too long ago I played golf with a fel-
low writer. It was not my best round of golf.
For some reason I was pulling everything to
the left, which is where a lot of trees grow
on most golf courses. Why someone decid-
ed to build golf courses with trees is beyond
me, but they did and the trees were certain-
ly part of my game that day.

It seemed as though I hit every tree on
the course. Finally, on one par three hole, 1
hit a straight shot and the ball landed safely
on the green. I exclaimed proudly, “Well, at
least I didn’t hit any trees on this hole.”
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My playing partner said, “You haven’t
putted yet.” That's a nasty, funny line. I
loved it. I laughed at it then, and I've told
it to many friends since.

This gentleman wasn’t attacking me
personally. He wasn’t offending me. He
got a big laugh from everyone in our four-
some without using any four-letter words.
He said something clever and witty and we
all laughed together. That's humor.

That's also the kind of humor we need
from the platform. I attended a seminar
for writers in Hannibal, Missouri, last year.
At a dinner show, we listened to some
energetic young entertainers sing songs
from various eras. It was delightful. At
one point the stage went dark and we
heard a voice from the back of the room
say, “This is the sorriest excuse for an audi-
ence I've ever seen.”

When we turned we saw a spotlight on
the town’s most renowned citizen, Mark
Twain. We applauded. As the applause
continued, the actor portraying Twain
ambled toward the front, then slowly
climbed the stairs onto the stage. When he
arrived at the chair center stage, he looked
at us again and said, “And you don't look
any better from up here, either.”

The entire audience laughed and
applauded even though we’d been “insult-
ed” twice. We'd been insulted but not
offended.

During his performance, “Twain” aimed
a few more shots at the audience, but he
kidded himself, too. His talk was humor-
ous, entertaining and fun.
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We - Toastmasters, speakers, platform
professionals — can preserve the integrity of
humor. While many professional comics
are debasing the art form under whatever
guise and for whatever purpose, we can
keep our humor light and incisive.

We can step to the podium and have
fun with our audience. That basically is
what it is — fun. Some of today’s comedy
professionals argue that if it’s just fun, it
serves no purpose. Comedy has to have a
higher calling, they say. It has to do some
social or political good for mankind.
However, it's my opinion that humor is it’s
own reward. It has its own agenda.

Once | waited in an airport with a plane
load of angry, annoyed people. Our flight
had been delayed and delayed again. We
finally boarded almost four hours after we
were scheduled to. Almost everyone who
boarded took out their anger on the flight
attendant. She was quickly reaching the
point where she’d had enough.

My travelling companion, a fellow humor-
ous speaker, went to the flight attendant and
said, “This flight has been delayed for four
hours. We all got together and decided it was
your fault.”

She laughed.

When we landed, she presented my
friend with a bottle of champagne with a
hand-written note attached. It said, “Thanks
for making me laugh when I was about to
blow my cork.”

That's what humor is supposed to do. @

Gene Perret is a professional comedy writer
and humorous speaker living in Westlake
Village, California.

JOKES for SPEAKERS

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

“Humor can be
hard-hitting and
even insulting,
as long as it is
done in the spirit
of fun.”

An up-to-the minute Topical Joke-Bulletin with approximately 100 funny
one-liners, stories, roast lines. Created by top Hollywood comedy writers.
A great source of fresh professional material to humorize your speech for
any audience; any occasion. Current issue: $9.50
Qur 24th Year. send check or M.O. to:

JOKES UN-LTD.

8033 Sunset Blvd., Dept. O-C Hollywood, CA 90046
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eing a Toastmaster has its rewards... and

its dangers! Suppose you are attending

an important corporate dinner. Participants
include all of your company’s executives, man-
agers, employees, important vendors and their

spouses. Just as you are about to savor the shrimp scampi
while listening to the executives’ speeches, the chairman
notices you in the audience and says, “One of our staft
members is a Toastmaster. I'm sure he'd like to come up
here and give us a short speech on today’s economy.” You
probably could give an extemporaneous talk, and get by
without covering the subject in depth or perhaps by
avoiding it all together. But wouldn’t it be better if you
could give a formal speech on the requested topic without
any advance preparation? A speech with an attention get-
ting opening, a body relating to the selected topic, and an
exciting finish.

Building A Skeleton
The secret of giving a formal speech at a moment’s notice is
to have the structure, or skeleton, already prepared and wait-
ing. The skeleton has all the elements of a formal speech and
can be tailored to fit any subject in a matter of minutes. You
often can do this tailoring as you walk up to the podium.
Any good formal speech must have an opening that
grabs the listeners’ attention, a body that presents the
major points you want to discuss, and a closing that
summarizes the talk or invites the listener to take some

action. An effective closing often ties back to 4 R ing, the key word can be either
‘ ; g ‘ by Bill McLain [ & ¥ ” Y P
the opening. cost” or “waste.” For instance:

What if you could
give a formal speech

on a requested topic...
without any advance preparat

Thus, the first
step in creating a
skeleton is to devise a
good opening and
closing. When you do

this, look for two i
< o b
factors: W g
b L T T

- ALY

B An opening that is Bl
general. It should be able 1
to relate to any subject. It
also should be summarized
in a single word or phrase.

B An opening that also can be
used as a closing.

The following are three exam-
ples of general openings that also
can be used for closing a speech.

EXAMPLE 1 - THE BURNING
DOLLAR

You slowly pull out your wallet or
purse, extract a dollar bill, hold it up
for the audience to see and then set
fire to it. You watch the audience as the
bill burns up and you drop the rem-
nants into an ash tray. With this open-
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“This is what the government does to
your money every second of the day.”
“Poor business communication can burn
up money faster than this.”
“Did you ever consider what happens to a
company’s profits when employees waste time?”
“Buying something you don’t need is like
burning up your money.”
“This is what inflation does to your savings.”

Once the speech is finished, you can close by
picking up the ashes in the ashtray and slowly let
them fall from your hand as you summarize your
point. For example:

“I'm not going to let the government do this anymore to
my money. How about you?”
“If your business communication is doing this to
your money, do something about it now.”
“Companies can’t last long with profits like this. Isn't
it time to motivate your employees?”

“If we give more thought to our purchases, our money
won't look like this.”
“It's time to evaluate our savings programs to protect
against inflation.”

EXAMPLE 2 - “AM I UP OR DOWN?”

You stand on a chair, look at the audience, and then ask
the following question: “Am [ up or down?” Try to get the
audience to respond, poll them if possible. Most will say
you're “up.” However, you explain: “I'm up with respect
to the floor, but I'm down with respect to the ceiling. It
all depends on how you look at it. It all depends on your
point of view.”

This opening can be used in a variety of ways. Some of
the key words are: “viewpoint” and “relative.” Here are
some examples of each:

Viewpoint - “Although most people want to protect the
environment, there is another point of view. If we do not
cut down trees, what will we use for building houses? If
we do not dam our rivers, where will we obtain electri¢
power?”

“Virtually everyone thinks health care should be pro-
vided for every citizen. On the other hand, it will take
enormous amounts of money to finance this plan and

where will it come from?”

Relative - “If you live near a nuclear reactg you might
be frightened and opposed to nuclear power,
own a factory and have difficulty obtaining ct
you might be an advocate for nuclear power.”
“Many people in this state are opposed to
of new residents moving in because it detrac
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present quality of lite. However, if you are a business
owner, new residents can mean more income and profits
for your company.”

EXAMPLE 3 - THE FEATHER AND THE BOOK

You hold a feather (or some light object, such as a hand-
kerchief) high in one hand and a book low in the other
hand as you say, “A feather and a book will never balance
on a scale. This is similar to a problem we often face
today...“a lack of balance.” The key words here are: “bal-
ance” and “extremes.” Here's an example of each:

Balance - “Many environmentalists
would protect the land to the point
that we would lack lumber for new
homes. Their opponents often think
nothing of turning the entire coun-
try into a wasteland. But I think
there must be a sensible point some-
where between these two views.”

Extremes — “Some people think the
judicial system is too hard on crimi-
nals. Others think it is too easy on
them.”

As you can see by the above examples, the key word —
“balance” or “extremes” — could let you talk about morality
(puritanical to permissive), television (from source of
knowledge to purveyor of violence), personal finances
(from spendthrift to tightwad), etc.

Some Key Points

The key for the opening is to be general. Sum it up in a
single word that you can use to flavor your speech. You
also can use synonyms for the key word. For instance:

cost = expense, price, toll, rate, charge

waste = debris, garbage, trash

viewpoint = angle, direction, slant, outlook, attitude,
judgment,

relative = conditional, comparative, position

balance = even, proportional, equal

extremes = radical, excessive, remotest, farthest

When you design your own skeleton or structure,
remember that the opening must relate to the closing.

It also is a good idea to avoid props unless you always
will have access to them. When someone asks you to
speak, you may not have the props available. The objects
used in the previous examples are always handy: a dollar
bill, a chair, a handkerchief.

The Body - Although the body of a speech varies accord-
ing to the subject, a typical body simply accentuates your
idea and gives examples. It might also provide a solution.

0wnﬁg is to be
~ general. Sum it up

that also relates
~ to the closing.”

Accentuating your idea - This is casy. It's simply an
amplification of your opening remark. In other words,
define your opening remark more fully. For example,
assume you use the “burning a dollar bill” skeleton and
your opening remark is, “Poor business communication
can burn money faster than this.” Your next step is sim-
ply to accentuate that idea by defining what you mean.
For example, “If an employee doesn’t understand how
you want a task performed, he or she might do it com-
pletely wrong and cost your company a lot of money.”

Giving an example of your idea -
This is the only part of your speech
you will have to think about on your
way to the podium. You will have to
think of some “for instance” to illus-
trate your main point. For example,
you might say, “Suppose you need a
product shipped immediately to an
important customer. You tell an
employee to send the product to
XYZ company right away. You
assume it will be sent Federal Express
but your employee understands
‘right away’ to mean it must be
shipped today, so he ships it stan-
dard UPS. Your customer doesn’t receive the product on
time and is so upset that he no longer does business with
you. This is how poor communication costs you money.”

Presenting a solution - If you have presented a problem,
then you should finish the body of the speech by offering
one or more solutions. If you have presented a problem
with business communications, then you might offer a
solution such as, “When you talk to an employee, make
sure that he or she understands exactly what you want.
Ask the employee to repeat the instructions back to you
to make sure you have communicated clearly.
Communicate the desired end result and, if possible, write
down the instructions for achieving that result so there
can be no misunderstanding.”

Putting It All Together

If you build a proper structure and keep in mind that the
second part of your speech is just a definition of your
opening remark, you only will have to do three things
when called upon to talk about any particular subject:

B Pick the proper skeleton for your opening and closing.

W Seclect your opening remark.

B Think of one or more examples to illustrate your main
point.

If you keep a few “skeletons” in mind and remember

these three rules, you can talk on any subject, any time.
Continued on page 27
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SELF-REVELATION:

manner of speaking

Are You Doing It For Your
Audience or For Yourself?

® WITH A SPEECH TITLED, “YOU CAN DO
Anything!” her purpose was to inspire.
She'd stumbled a little through her opening
but now her nervousness had melted away
and enthusiasm for her subject was taking
over. Her gestures seemed natural and
relaxed, her voice was steady and her eye
contact established. I thought this could be
her best speech yet! Then, suddenly, and
with no lead-in whatsoever, she said, “...and
I 'am a survivor of childhood sexual abuse.”

With these nine words, our speaker
ended her speech long before its well-
thought out, precisely executed, but barely
noticed conclusion.

And with these same nine words, I'll
open this article. I am a survivor of child-
hood sexual abuse. I say this only to con-
vince my reader at the outset that I can
identify with and have nothing against
this speaker, nor anyone else courageous
enough to share a personal tragedy. After
all, Toastmasters, in addition to being
members in an outstanding organization,
also happen to be members of humanity,
so most of us have survived something.
Many a strong message has emerged from a
heart-wrenching tale of woe. Yet, it's
important for any speaker, before sharing
some intimate, possibly disturbing detail
about herself, to consider what impact her
revelation might have on the audience.

Obviously, there can be value in sharing
stories about overcoming serious obstacles in
life. But in doing so, a few rules might apply:

Any important message deserves its
own speech.
Our speaker made the common mistake of
trying to give more than one speech at a
time. When we have a message we’d like to
convey, it's a natural tendency to try to fit
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in every little bit of information we feel
might strengthen our position or sway our
audience. But delivering an effective speech
is like using one of those adjustable flash-
lights — if you use the wide beam in a dark
room, you can see a lot, but it’s all a bit
fuzzy. However, if you focus your beam, you
can view what you're looking at in detail.

An effective speech must be organized

and have a logical flow of ideas.
Our speaker was well on her way to an
effective speech. She’d been using anec-
dotes to illustrate her points, but all were
general and about someone else. When she
abruptly threw in this statement about her-
self, I felt like I'd been slapped. From the
reaction of the audience, I don’t think I was
alone. Supporting information is absolutely
necessary to prepare the audience for an
emotionally charged message, and points
made to illustrate that message should have
similar emotional “weight.” Statements like
“I'm a survivor of spousal abuse,” “I'm an
alcoholic,” or “I'm an ex-convict” should
never be thrown into a speech as “oh, by-
the-way” elements, especially when the
overall tone of the speech has seemed light-
weight up to that point.

The needs of the audience should

always supersede the needs of the
speaker.
Too often, a speaker has made no effort to
learn about the audience. While researching
an audience’s needs in the public sector
might present a challenge, most Toastmasters
clubs are intimate and the phone numbers of
fellow members are readily available. Take
the time to make a few calls to say, “I'm
thinking of giving a speech about such-and-
such topic. How would my talking about

by Linda Cook, CTM

that make you feel? Do you
have any suggestit)ns on
how I could make the audi-
ence feel more comfortable
with my topic or how I
could make my speech
more effective?” It's a
shame when a Toastmaster
who intends to move her
audience with a story of
personal triumph instead
ends up leading her own
imposed group therapy ses-
sion; and it's a real turn-off
for guests who might be
attending the meeting,.

To be effective com-
municators, we need to
know how to reveal issues
about ourselves appropri-
ately. Inappropriate per-
sonal comments not only
ruin our messages, they
also deprive us of the
opportunity to serve as an
instrument of much need-
ed inspiration and heal-
ing. Our membership in
Toastmasters provides us
with the tools to craft our
tragedies into triumphs
but we must recognize and
use the techniques we are
shown. We must always
choose our words with
thought and care, lest we
harm rather than help. @

Linda S. Cook, CTM, is a
member of Kentuckiana
Club 5103-11 in Louisville,
Kentucky.




TELL ME MORE ABOUT YOU:

Personal Anecdotes

As Voltaire said,
“The secret of
being a bore is to
tell everything.”

by Joanna Slan

’l “wo people who haven’t met sit next to each
other at a Toastmasters meeting. A few min-

utes before the meeting is called to order, they lean

over and introduce themselves.

This simple interaction is a typical exam-
ple of disclosure matching. When someone
shares a piece of personal information with
us, we typically respond with similar infor-
mation about ourselves. In The Talk Book:
The Intimate Science of Communicating in Close
Relationships, Gerald Goodman explains the
value of this transaction: “No disclosures, no
intimacy.” Without disclosure matching, we
would all live in perpetual isolation.”

In speaking, we invite disclosure match-
ing when we share a personal anecdote
with our audiences. True, our listeners may
not speak directly to us, but our personal
anecdotes set off a dialogue of give and
take in our listeners’ minds.

To be effective, personal anecdotes must
be used appropriately. These three criteria
are useful when deciding whether a per-
sonal anecdote is suitable:

The anecdote must pertain to the
subject at hand.

The story must offer

some benefit to the
audience; the anecdote
should not be shared if
its only purpose is to
satisfy the speaker.

The anecdote must be “in harmony”
with the mood of the presentation.

For example, if you are talking about tax
codes and suddenly throw in a story about
your client who died after filing this year,
your listener is likely to feel a bit confused.

Many speakers shy away from using per-
sonal anecdotes because they perceive that
sharing personal information is risky. But
without personal stories or references, the
speaker is limited to re-hashing anecdotes
about famous people or telling stories
gleaned from other sources. True, an
insightful story about Churchill may be
the perfect way to drive home your point
about determination. But talking about
Churchill may actually be more risky than
talking about the time you personally were
called upon to show great tenacity in your
own life.

When you re-tell another’s tale, keep the
following points in mind:
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B You invite instant comparison to any
other speaker who also might use this
story. (Even worse, what if the two of you
are invited to the same function and tell
the same story?)

B You may bore your audience because
they may already know the story. Unless
your listeners are unusually polite, at least
one or two people may whisper the punch-
line to the person sitting beside them.

B You have dramatically increased your
chances of forgetting what you intend to say.
After all, you had to memorize this material
to present it. Chances are it's only stored in
your short-term memory, a place notorious
for its poor filing and retrieval system.

B You have lost the opportunity to build a
meaningful relationship with the people
who are there to hear you!

By contrast, your speaking skills improve
when you mine your own life for compelling
situations to share from the platform. Your
presentation will be better because:

B The material is fresh and original: Tt is
yours and yours alone.

B The material is easy to remember. After
all, you aren’t reciting a piece you memo-
rized, you are sharing an experience from
your life.

B The material lends itself to natural gestures
and vocal variety. Just recall how you felt
when this situation happened and go from
there. If the story is worth telling, chances are
you have attached strong emotions to it.
These emotions will re-surface and further
enhance your delivery.

It you already include appropriate per-
sonal anecdotes in your speeches, you may
wish to consider developing them more
fully. My good friend, speaker/trainer
Brian Becker, is a case in point.

During a presentation about leadership,
Brian told a snippet - not even a fully
developed story — about his son’s reaction
to his travel schedule. As Brian was heading
off to the airport, his child looked at him
and said, “Daddy, | hate your job.” Brian
followed his disclosure with comments on
the power of personal accountability.

After his presentation, Brian and I took
time to chat. I told him his remarks about
his son’s comments interested me. I want-
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“The anecdote
should not be
shared If its

only purpose is

ed to know more. | challenged him, saying,
“Brian, that was the most compelling por-
tion of your speech. As a listener, that was
my only glimpse into you. Won’t you con-
sider expanding that story and sharing it
with your audiences?”

A few months ago Brian called to tell
me he had done just that with positive
results. Several audience members have
approached him after his presentations
and specifically thanked him for sharing a
part of his life.

Please note, I am not suggesting that
you spend your entire presentation talking
about yourself. As Voltaire said, “The secret
of being a bore is to tell everything.” But, |
am encouraging you to share a part of
yourself appropriately from the platform.
When we are willing to share, we literally
invite our listeners into our lives. The gap
between the lectern and the audience nar-
rows, and we both experience greater satis-
faction with our interaction.

Certainly we risk more when we talk
about ourselves than when we talk about
famous people we've encountered in books
or movies. We could be rejected, misinter-
preted or even disliked for who we are.
Goodman says, “These riskier revelations
that give away power and leave us vulnerable
can paradoxically bring us the strength and
protection of intimacy.”

So the next time you give a speech at
your Toastmasters club, don't just tell me
about Churchill; tell me about you, too. I'd
like to get to know vou. After all, you're
the person I came to hear. (7]

to satisfy the
speaker.”

Joanna Slan is a professional speaker and
trainer living in St. Louis, Missouri.
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Another LooK At

It's quality,
not quantity,
that matters.

by Robert Nelson, CTM

Gesture

“Yestures are important. They can be

Jbelievable and powerful. But good
communication is more than gestures.

Some speakers seem to believe that if the
use of some is good, then more is better.
Their gestures are dramatic and even gym-
nastic. And some evaluators and judges seem
to believe that it is quantity rather than
quality that matters. They automatically
applaud the speaker whose arms wave like a
windmill even if the gestures are ineffective.

Gestures are powerful tools but they are
only tools — not ends unto themselves. The
way we are seen determines how we are
heard. We use gestures to illustrate our
words. We nod our heads to indicate yes
and we shake them from side to side to
indicate no. We use our hands to draw pic-
tures of things in the air. We imitate move-
ments and move in certain ways to empha-
size what we say.

The problem with gestures is that they are
ambiguous. They are definitely powerful and
believable but by themselves they can be
misunderstood. What does a smile mean? It
might mean one thing on the face of a child
who just got some candy and something else
on the face of a used car salesman who wants
to sell you a lemon. We can cry tears of sad-
ness or tears of joy. A raised fist can mean
anger, defiance, threat, victory or unity.

I'he first key to using gestures well is

congruence. Effective gestures con-
tribute to the overall message. They add to
and emphasize our words. That means that
our gestures should say the same thing we
are trying to say with our words. The only
time gestures become confusing or distract-
ing is when they are incongruent with our
words or with the rest of our gestures. That
is why we notice hand wringing and fidget-
ing. In and of themselves hand wringing
and fidgeting are just gestures but when
they are incongruent with the message,
they become distractions. (Of course, they
might be appropriate if you are talking
about anxiety or someone who is nervous.)

[he easiest way for most of us to make
sure that our gestures are congruent with
the rest of our message is to focus first and
foremost on our words. Even if you are not
memorizing your speech, read it over and
over again and familiarize yourself with the
words and their meaning. Then when you
are comfortable with the words, deliver the
speech in front of a mirror and notice
which gestures come naturally. Do they
contribute to or distract from the message
vou are trying to give? Work with them the
same way you would work with your words,
pitch, volume and rhythm. Remember that
gestures include posture, movement and
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ILLUSTRATION: JERMART

facial gestures, not just hand and arm ges-
tures. Building on these natural gestures
helps us avoid gestures that detract from
our intended message.

A second key to using gestures is to

use them in clusters. A gesture is like a
word. We usually do not speak in words;
we speak in sentences. A word is a building
block but a sentence is a complete thought.
Gestures are the same way. We usually do
not use one gesture; we use clusters of ges-
tures. For example, slouched shoulders,
lowered eyes and a turned down mouth is a
cluster that might mean sadness or depres-
sion. But if we change one gesture of the
cluster we have a different meaning.
Slouched shoulders, turned down mouth
and raised eyes might mean pleading.
Change one more and we might have shy-
ness — for example, a turned up mouth.
And we can make that cluster more power-
ful by adding more gestures, such as clasp-
ing the fingers of one hand in the other
hand. It is the effect of the total cluster that
matters — not just a single gesture.

Of course it is possible for a cluster to
have conflict within itself. Normally a
smile means happiness. But what does it
mean when someone smiles with sad eyes?
What does it mean when someone stands
straight, looks in your eyes and uses broad,
comfortable gestures but has a nervous
twitch? Make sure that the cluster says
what you want it to say. Gestures must be
congruent within the cluster and the clus-
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ter must be congruent with the main mes-
sage you are trying to send.

The third key to using gestures well is

practice. Experiment with the effects of
different gestures. Try using different facial
expressions not only when you give
speeches but also in your everyday commu-
nications. Notice what happens. For exam-
ple, use a vacant stare when saying hello to a
friend. Give a serious message while laugh-
ing. Tell a funny story with a serious face.
This will help increase your understanding
of and conscious control over your gestures.

Use your television. Turn down the
sound and just watch the picture. Look for
clusters of gestures. Copy them and notice
how they make you feel. Take notes. This is
one way of increasing your vocabulary of
gestures. One of the things you will notice
as you increase your awareness of gestures
is that smooth, round body movements are
more pleasing and more persuasive than
angular movements.

Gestures are important. They can add
credibility and power to our messages and
they emphasize and illustrate what we
mean. But they are tools. To be used effec-
tively they must contribute to the overall
message and not become an end unto
themselves. (1)

Robert Nelson, CTM, is a member of
Downtowners Club 2887-7 in Vancouver,
Washington.

“Our gestures
should say the
same thing we are
trying to say with

our words.”
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22 ONGRATULATIONS! YOU'VE BEEN A

BE A HIGH S(:H()OL I’-. r TOASTMASTER FOR ABOUT A YEAR, MAYBE

Wi, A LONGER, AND YOU'RE FEELING MIGHTY

CAREER DAY SPEAKER - TR=e 500D ABOUT YOUR SPEECH-MAKING

ACHIEVEMENTS. WITH A DOZEN FIVE-MINUTE

SPEECHES AND HALF AS MANY CLUB TROPHIES TO
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your credit, why not? Out in the community, where
yvou've spoken at church gatherings, business seminars,
and acted as master of ceremonies, you're not only talk-
ing, you're the talk of the town. Clearly it's all coming
together — Toastmasters is working for you.

Yet before you get too confident, before the praise,
hand shaking and back slapping from fellow Toastmasters
lift you off the floor, I have an oration challenge that

ST o (e R

i o U
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might just keep your feet squarely on the ground.

How about combining the various techniques from
your Basic Communication and Leadership manual into a
single 30-to-45-minute presentation to one of the tough-
est audiences you'll ever encounter? How about address-
ing a group of skeptical, often slovenly teens, some of
whom will brood and slouch in their chairs, wanting to be
anywhere but in front of you? A group of seasoned, yet

ENGE!

by Ronald A. Reis

impressionable teenagers who, nevertheless, needs to hear
what you have to say and see what kind of person yvou
are. A group that, today more than ever, requires guidance
and inspiration from a successful adult. How about
becoming a high school career day speaker?

WHAT'S A HIGH SCHOOL CAREER DAY, ANYWAY?

At some point during the school year, the high schools
throughout the United States make a concerted effort to
focus students’ attention on life after graduation — it’s
annual career day time. Speakers, representing occupa-
tions from architect to zoologist, arrayved in occupational
garb and laden with “show and tell” paraphernalia,
descend on local campuses, endeavoring to inspire and
direct today’s vouth.

For students, career day is a break from class routine
and a chance to check out a possible career.

For presenters, successful adults and potential role
models (Toastmasters, to be sure), the festive occasion
provides an opportunity to promote their professions, net-
work with those in related fields, give something back to
the community, touch base with today’s youth culture,
and just get out of the office and have a little fun.

But most of all, for Toastmasters, career days present a
unique speaking challenge. If you can inspire this often
finicky and cynical audience, inform them and make
them glad you showed up, you’ll have reached new
heights as an effective communicator. You may not win a
club trophy, but yvou'll feel like a winner, nonetheless.

ARE YOU UP TO THE CHALLENGE?

Bob, an attorney and CTM, felt he was up to the chal-
lenge. Hence, six weeks after contacting the local school
district, he found himself milling around the Thomas
Jefferson High School library in Los Angeles at 9 a.m.,




consuming coffee and donuts while chatting with other
career day participants.

With more than 60-plus guests assembled, Ms. Holt,
the school’s career center director, called for everyone’s
attention.

“Thank you so much for taking the time from your
busy schedules to come,” she began.

“It’s extremely important that today’s youth have posi-
tive role models to identify with. All the virtues I'm sure
you will be talking about — honesty, hard work, being on
time, seeking advanced training and education — the stu-
dents, particularly the seniors, will have heard espoused
before, by their teachers. Frankly, they're ‘numbed out” on
it. But coming from you, people in the real world, they'll
see such values in a new light,” she assured the attentive
crowd.

“One more thing, before I let you go off to meet your
group of students,” Ms. Holt intoned. “Don’t just tell stu-
dents about your career, tell them about you. Share your-
self: your attitudes, vour confidence, your optimism.
That’s what students will remember most, that’s what
they will take with them for years to come.”

As Bob was being escorted off to a class of 30 Marsha
Clark and Johnnie Cochran wanna-bees, pre-speech jitters

Keep your voice at a low pitch and move quickly

through key ideas. Speak with “controlled urgency.”
Use language high school kids understand. But remember,
vou are not one of them. Don't use phrases foreign to you
just to be “cool.” Students, like any of us, don’t appreciate
being patronized.

5’]1‘ your presentation lasts more than a half-hour, try
to make it as interactive as possible. Ask the audience
to mingle with each other when appropriate.

Bring something the students can take away with
them: handouts, brochures or an invitation to visit
your company or place of employment,

TELL IT LIKEIT IS

While you're not at a career day to give a lecture, and the
students certainly don’t want to be lectured to, as Ms.
Holt implied, the teenagers in your audience will accept
suggestions and advice from you they might tune out
when coming from parents and teachers. Regardless of
what profession you represent, the idea is to share your
wisdom and experience. You'll want to help students
focus on the factors and habits needed to succeed in any

“ YOU CAN INSPIRE THIS OFTEN FINICKY AND CYNICAL AUDIENCE,

INFORM THEA AND MAKE THEM GLAD YOU SHOWED UP, YOU'LL HAVE

REACHED NEW HEIGHTS AS AN EFFECTIVE COMMUNICATOR.”

began to set in. Even with all that Toastmasters experience
behind him, Bob was glad for the extra pointers the
school’s career center had faxed him earlier in the week.
In addition to the Toastmasters “10 Tips for Successtul
Public Speaking” that Bob had virtually memorized, the
following half-dozen guidelines proved helpful:

,Sturt your session with a strong positive note. Avoid
being tentative. Devise a hook — an appropriate atten-
tion-grabber — to begin your presentation. Personal anec-
dotes will increase audience interest and your credibility,
particularly with teenagers.

Interrupt the flow of your presentation every 10 min-
Zutm or so by varying your presentation with audio-
visuals, body movements, or changes in your speech pat-
tern. Some effective career day presenters like to move
among the students during their presentations.

3‘\\']10[1 using visual aids, be sure they’re used to
enhance the key ideas in your presentation, not to
outline your presentation. Keep overheads as simple as pos-
sible. For the most part, students are overdosed on visuals.

occupation. Strive to stress the following (from Los
Angeles High School’s career day guidelines):

¢ The importance of doing your best, both inside and
outside school.

¢ The importance of a personal definition of success you
update when necessary.

¢’ Setting goals and developing a plan of action to achieve
those goals.

v The importance of communication skills - reading,
writing, speaking — and the idea that developing such
skills is a continuing, life-long process.

¢’ Managing your time well so you never miss a deadline.

¢ A positive attitude and confidence in yourself.

v Building a network/support group of others who can
assist you in being successful, and whom you can assist
in turn.

l\/l)c\'cl()ping a mentor relationship with a successful
adult.

¢ Finding out what is available in the workplace by seek-
ing out part-time, internship and volunteer work.
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v Finding the post-secondary
institutions available to
you: community colleges,
four-year institutions, train-
ing centers.

Come to think of it - some
of these points are worth con-
veying to any age group.

THE CAREER IS THE THING
After all the moralizing and
motivating is done, remem-
ber, it is a career day. Students
are assembled before you
because you are a fire fighter,
fashion designer, engineer,
actor, accountant, law enforce-
ment officer or attorney. As
you emphasize the values listed above, don’t slight the par-
ticulars of your field or career.

In particular, be prepared for the number one overriding
question: “How much money do you make?” Bob was hit
straight on with that question when he sought audience
feedback. Having observed the O.]. Simpson trial, like all of
us, the students assumed lawyers are dripping with money.
Bob set them straight on that one, as well as on a few other

HERE'S WHAT T0 Do

B Getting invited to be a career day speaker is easy: Just
contact a local high school and offer your services. | guar-
antee they’ll be thrilled to have you participate. Most high
schools have a career counselor in charge of the school’s
camer center just call and ask to speak to him or her Tell

myths of his profession.
Though some in the audi-
ence were a bit dismayed and
deflated as a result, all
emerged with a more realistic
understanding of a career
they hoped some day to
enter.

For Bob, being a high
school career day speaker
allowed him to stand and
deliver to a new type of
| audience. In the process, he
not only improved his
speaking ability, he made an
impact on his audience.

As a high school career day
speaker, you, too, can expand
your speaking horizons and,
at the same time, give something back to the community.
Who knows, you may even wind up doing so at your own
alma mater. The accompanying sidebar gives suggestions
on how to contact a local high school. Go for it! (T

Ronald A. Reis, a former Toastmaster, is a writer and professor
of electronics at Los Angeles Trade Technical Community
College.

RECIPE FOR AN INSTANT SPEECH
Continued from page 18

A Sample Speech

The following is an abbreviated example to give you an idea
of how the “skeleton” works. If you were to actually give
such a speech, you should spend more time defining your
subject and explaining the examples of your idea.

Setting — You are sitting in the audience when the modera-
tor notices you and asks if you will get up and give a short
talk on “military spending.”

First thoughts — You say to yourself, “I'll use the ‘burning
dollar’ skeleton for my opening. My main point will be ‘need
for social spending instead of defense spending.’ To illustrate
my main point, I'll use the example of ‘health care costs."”

Opening - You stand before the audience, burn the dollar
bill, and say, “This is what the government does with your
money every second of every day. In fact, it wastes more
than that. And most of our money is spent, not on social
programs, but on the defense budget. We spend more on
weapons of war than we do on taking care of our citizens.”

Accentuating the idea - Now you say, “We know how
much waste there is in military spending. We read about it
daily: canceled contracts, large cost overruns, weapons sys-
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tems that won't work and weapons that are obsolete before
they are finished. I think we should take that money and
use it for the welfare of our citizens. Use it for health care.”

Example of the idea — “The cost of health care today is
astronomical. It is beyond the reach of many of our fellow
citizens. Our local hospital is overcrowded and in dire need
of more modern equipment, yet the hospital cannot afford
it. Nor can this town, or its citizens, afford to help the needy
here because of the burden of federal taxes.

“There are countless people in this country who work
very hard at their jobs, yet cannot afford health insurance.
Nor can they afford to pay for care during a major illness or
accident. Yet cutting the cost of medical equipment, pre-
scription medicines and doctor services will only decrease
the effectiveness of health care.”

Closing — “We need to redirect the monetary resources of
the government into social channels. We need to spend less
on defense and more on the needy of this country. We need
to spend more on schools, health care and law enforce-
ment. If we don't, (pick up ashtray and slowly sift through
the ashes with your fingers), then this is what will continue
to happen to our hard earned tax dollars.” 7]

Bill McLain is a business consultant and former Toastmaster
living in Santa Clara, California.
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by Mary McNamara

can we talk?

The Importance of Being Earnest(ine

“Nothing is more
ludicrous than see-
ing the work of
writers and editors
who have grasped
the letter, yet not
the spirit of gender-

inclusive usage.”

B AS AN EDITOR, [ COUNT
among my friends and col-
leagues many bright and
interesting people who are
quite conscious of their
vocabulary. They are, in a
word, precise. Okay, okay,
downright picky. The sen-
tence “I have to leave
because I'm nauseous”
(instead of the proper “I'm
nauseated”) elicits far more
concern Over accuracy
than health; the wrath of a
thousand second grade
grammar teachers greets an
errant apostrophe; and a
misused “hopefully” causes
true physical pain.

So T am perpetually surprised when these
self-same people (who are actually a whole
lot more fun than I'm making them out to
be) find nothing wrong with using “men” as
a substitute for “people” (or “citizens” or
“consumers”). Without a thought, they will
paint the page gray with faceless indiscrimi-
nate use of “he” or “his” in an article about,
say, voter apathy, disregarding the fact that
60 percent of those voters go about their
daily lives under the assumption that they
are, indeed, “she”s.

This is an old argument, I know. I can
imagine brows wrinkling in distaste even as
I write. Every editor has an opinion about
gender-exclusive usage. (If you don't believe
me, hand in a story in which every inclusive
pronoun is a “she.”) And I realize that I, as a
woman and (“ye gods, Harry, not another
one”) feminist, may be particularly sensitive
to the issue. But to me, insisting that writers
and editors use “firefighter” or “mailcarrier”
is not an issue of politics, it’s an issue of
accuracy. After all, what is a “fireman”? A
man composed of flames? A pyromaniac?
And we all know how this simplistic labeling
affects the folks in the sanitation industry. I
really don’t know how we got away with it
for so long.

I realize that even the most curmudgeon-
ly among us concedes that we can’t call all
those folks in the Senate and the House
“Congressmen.” The real, everyday debate
emerges in stories where writers are charac-
terizing a large group of people — taxpayers,
or parents, or Johnny Dep fans — with gener-
ic examples. On my magazine, we spend a
lot of time talking about children. And

when we aren’t illustrating our point with a
specific example, it would be nice if there
were a generic pronoun. But there simply
isn’t. When you read the word “he” -
whether it's referring to a child or a Wall
Street shark or God (in which case it would
be He) — it conveys, if the story is worth
anything at all, a certain mental image.

The argument is that there is no grace-
ful way to be gender inclusive — “she/he”
(why should “he” always go first?) looks
and sounds strange; “her” or “his” is
clunky and “one” is pretentious. First, I
say, a tenet of journalism is that form fol-
lows function - grace trails accuracy on my
list of priorities. But I really don't see why
we can’t have both — why can’t we just use
our imagination? If the story is long
enough, why not just alternate the use of
“she” and “he"?

Sometimes it's best to re-work the sen-
tence to avoid the whole mess altogether.
Of course, I recognize the margin for abuse
here. Nothing is more ludicrous than see-
ing the work of writers and editors who
have grasped the letter, yet not the spirit of
gender-inclusive usage. It leads to such illu-
minating statements as “More than 30,000
people had vasectomies in 1985” or “The
majority of Americans who have abortions
do so during the first trimester.” 1 mean,
let’s not get carried away. (T]

Mary McNamara is a former editor with the
Special Reports family of publications.

Reprinted with permission from Editor’s
Only newsletter, October 1989.
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The following listings are ar-
ranged in numerical order by
district and club number.

DTM

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

Thomas P. Carras, 86-F

L. Christopher Delfosse, 594-21
Hormuzd Sethna, 5247-12
Ethel L. Jones, 5051-14

Norm Moss, 1938-21

Jeffrey A. Miller, 651-27
Herbert N. Fowler, 8508-31

D. George Lund, 4893-33

Juan Anastacio Escobedo Diaz, 8191-34
Michael Aguilar, 1732-35
Sushma Singhal, 3797-36
Satoko Kim, 6729-39

Linda Deloma Swink, 1210-40
Fern Hardie, 6901-42

Ruth B. Johnson, 1061-44
Steven C. Camp, 952-47

C. Henry Gibson, 6796-47
Graham M. Roberts, 4537-60
Robert Brentin, 2399-62

Leesa Barnard, 516-69

Ron Brownlea, 1121-70
Dorothy Bartle, 7519-70
William (Bill) Wallace, 8372-70
Lorna Smith, 4203-73

Gerald |. Strever, 113-74
Yvonne Anderson, 2132-74
Ma. Christina A. Temblique, 8390-75

ATM Silver

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

Patricia M. Glenn, 9835-F
Douglas H. Cullen, 1994-2
Martin L. Peterson, Jr., 2139-2
Richard Bailey, 9509-2

Martin Olmeda, 4170-5

Ralph Morrell, 8359-14

Mary Elizabeth Marchand, 7195-15
David Dickens, 300-18

Ron Smith, 5285-25

William A. Moylan, 2883-28
Walter H. Long, 3263-36
Donald E. Grosenbach, 1223-40
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hall of fame

ATM Bronze

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

Bob Janicki, 2164-F

Alwyn Crow, 5983-1

Leon Benwar Shepard, 3931-3
Ken Garber, 888-5

Jeanne Mitchell, 7805-6

Frances Pake, 2803-10

Mel Moore, 1863-11

Donald P. Wetzel, 2000-11

Stan Reyburn, 4062-12

Jared William Christensen, 3791-15
David Dickens, 300-18

Betty L. Pierschbacher, 5995-19
Judith Johnson, 8289-20

Bonnie L. Buckley, 5385-23
Nancy P. Swartz, 2429-26

Rose (Peggy) E. Pedotto, 3975-26
Charles V. Keane, 849-31

Midge Cameron Mitchell, 970-33
Kenneth L. Stenzel, 5454-35
Priscilla Gabosch, 69-38

Mary F. Hicks, 7683-39
Margaret Karr, 8175-39

Joyce Asmussen, 8606-39
Michael C. Disko, 3002-40
Graham F. Johns, 7661-40
Marsha Kuhn, 5265-46
Christopher-John Cornell, 3018-47
Dan R. Totten, 341-52

Alimarie Matheson, 9655-52
John Chauvin, 3153-53

Thomas Saulsberry, 11, 4948-56
Diane L. Statham, 5268-56
Sandra Fortune, 6889-63

Karen C. S. Botwright, 3207-64
Robert L. Houchens, 8755-66
Jayne Whittaker, 823-74

ATM

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

Laurie ]. Knowles, 2442-U
Graham Mitchell Harris, 4947-U
John N. Trent, 5560-U

David S. Fry, 62-F

Arthur P. Flores, 513-F

Alan Oleson, 615-F

John P. Duncan, 2164-F
Thomas Q. Morrison, 2436-F

Grace E. Krajacic, 2495-F
Barbara McNurlin, 174-1
Robert A. Richert, 2620-1
Nyree Krikorian, 7091-1
Christina McShane, 1137-2
James L. Terhaar, 1137-2
Caroline Edwards, 1531-2
Tim Davidson, 2713-2
Dianne M. Olson, 8928-2
Richard Earl Saxton, 441-3
Raul Jose, 2083-3

Brenn Weiser, 4770-3

John M. Duffy, 6350-3
loyce H. Irwin, 9007-3
Michael A. Halle, 9175-3

L. McLucas, 949-4

Elaine Janet Snyder, 949-4
Marilyn Hansen, 2038-4
Debi Edwards, 2369-4

Gary Waltrip, 3328-4
Earnest |. Wong, Jr., 4224-4
Cynthia C. Stormer, 4547-4
Scott Monfort, 7168-4
Thomas M. Richert, 643-5
Lori Largent, 4556-5

Jay Kinhal, 5553-5

Paulette A, Duve, 6132-5
James A. Sadler, 8214-5

Lee C, Overholser, 8469-5
Steve Alan, 9494-5

W, Jeffrey Kostelecky, 208-6
Michael S. Alexander, 383-6
Don Biehn, 5913-6

Jack Palmer, 4216-6

Lola M. Weber, 4777-7
Irene Marchbanks, 5347-7
Catherine Mary Wilson, 7512-7
Hubert J. Reinhardt, 461-8
Dorothy ). Keck, 1647-8

Joe Pagano, 1957-8

Noel G. Pearce, 391-10
Larry W, Hammond, 443-10
Charles C. Hinton, 1545-10
Patricia Crandall, 2917-10
Cilla Meachem, 1122-11
William R. Brace, 2568-11
Jon E. Crisman, 7116-11
Bernice Alexander, 55-12
Guaren L. Long, 105-12
Frank A. Sherlock, 1255-12
Pamela Rae Smith, 2169-12
Edward C. O’Neal, 2488-12
Richard L. Butler, 1375-14
Walter B. Jackson, 2195-14
Stan Cottrell, 3412-14

Mark A. Gasaway, 5003-14
Christina Williams, 6301-14
Gloria |. Dempsey, 7503-14
Lawrence L. Allen, 8009-14
Constant Clement Brown, 8352-14
Jan Samuels, 9130-14
Donald M. Whiting, 1614-15
James D. Patterson, 2696-15
Brett A. Smith, 645-16
Dewey I. Coffman, 2106-16

Lynn A. Baker, 3265-16
Tausha Arlene Walker, 2761-16
Marie Hancock, 4986-16

Dayl Jean Flournoy, 8819-16
Suzie Carter, 8819-16

Sharyn Solum, 347-17

Cynthia Becker, 2269-17
Benjamin W. Mallary, 233-18
Miriam F. Jennings, 1736-18
Louis R. Einstman, 9772-18
Vijay Jain, 335-19

Richard L. Cummings, 2388-19
Deborah |. Verdi, 759-20
David M. Dunham, 4389-20
Jean Siirila, 9646-20

Lois Kuster, 9816-20

Lila ). Tanner, 738-21

Allan L. Cusworth, 2590-21
Linda Hawes, 6062-21

Viola Chan, 6456-21

Darrell S. C. Peregrym, 9362-21
Mareda Kennedy, 9177-22
Ann M. Krasinski, 122-23
Elizabeth Janney, 607-23

Anne P. Sposato, 969-24
Steven D. Clifton, 1101-24
Rudy A. Rosales, 4362-24
Marianne E. Gronstal, 9444-24
Lois Jenkins, 3178-25

C. Warren Pearson, 4005-25
Avis M. Acton, 798-26

Larry Edgar, 798-26

D. Riches Dixon, 1965-26
Gary Parker, 4071-26

David E. Broyles, 4469-26

olly Y. Felmlee, 4469-26

John S. Marx, 4923-26

Robert J. Turner, 5018-26

R. Stoney Mayock, 1l, 9343-26
Steven Needler, 9395-26
Gordon Scott Cruickshank, 1762-27
Darlene Miriam Van Tiem, 573-28
John Sterner, 1329-28

Steven M, Fine, 1329-28
Walter Daring, 1083-29

David John Murzin, 2552-29
Clarence Banks, 1717-30

R. W. ‘Bill’ Baruth, Jr., 2724-30
Richard Alan Ludwig, 5457-30
Carol Lynn Anderson, 1625-31
Leonard L., Sanders, 2258-31
Robert Rossi, 2288-31

Karyn Edison, 4641-31

Grace F. Osgood, 8508-31
Victor A. Carbone, 8887-31
Judy Harris, 270-33

Albert A. Glassmire, 1900-33
Grazyna Maria Gasiorowska, 2253-33
Debbie S. Ristau, 3389-33
Donald G. Kusch, 3508-33

D. J. Scholl, 3647-33

Michael Dale Rankin, 7001-33
Mark A. Alciati, 7510-33

Jaime Hernandez Gallegos, 1828-34
Luis Angel Saenz, 4732-34



Gustavo A. Salazor Rodriguez, 7303-34

Theresa Schnider, 77-36
Hattie R. Allen, 1314-36
Victor L. Peters, 3936-36
W. T. Richards, 241-37
Robert N. Karika, 6249-37
Don Fitzgerald, 6819-37

Barrett B. Alexander, 116-39

Eric Olin Ruud, 178-39

David L. Harris, 985-39

Sheri E. Harvey, 2343-39

Patricia K. Elzy, 3780-39

Shirley Brenton Biehle, 5014-39
Linda Champion, 8606-39
Richard A. Baker, 4532-40
Richard H. Karpa, 1171-42

Elsie Rockwell, 2344-42

Stanley S. Hein, 2928-42

Barb Dootson, 3430-42
Kulwinder Singh Parmar, 4383-42
David Morris Cluett, 4699-42
Richard T. Scott, 5077-42
Marlene S. Evans, 5820-42

42
Maurice Benjamin, 6858-42
Michael S. Armstrong, 2028-43
Curtis S. Woods, 3702-43

Martha Henderson, 3962-43

Lois Ann Burks, 8936-43

Dorothy Jo Helm, 1680-44
Walter L. Black, 8995-44

Perry A. Munroe, 1741-45

P. L. (Pat) McCarvill, 5382-45
Daniel J. Moore, 8104-45

Rose Mary Infantino, 1861-46
Steve Sufian, 2895-46

Marlene Shultz, 5265-46

Frances C. Okeson, 9679-46

Alan Mendel, 952-47

Elizabeth Brothers, 1066-47
Robert L. Briggs, 1810-47
Carolyn Glenn, 1810-47

Marty Sandler, 2508-47

Genie Tarris, 2821-47

William J. Svob, 3299-47

Sheral Lynette Barr, 3596-47
William W. Clever, Il, 3631-47
Juliette Intravichit, 4145-47

Siddy L. Coakley, 6837-47
Harriet Thompkin, 9313-47
Danny S. Oswalt, 7177-48
Kevin Alan Doyle, 1416-49
Thomas Yamachika, 2076-49
Lana S. McCormick, 4108-50
Cheryl L. Harris, 7348-50
Yeo Cheng Suan, 5110-51
W. E. Trotts, 8-52

Richard Wainess, 9342-52
Blessing F. Adeoye, 7423-54
Wilma R. Brown, 8577-54
lack W. Martine, 966-56
Vinod Sharma, 2243-56
Howard L. Haring, 5166-56
Michael S. Horn, 998-57
Chuck Ward, 1441-57

John Herron, 2704-57
Vincente P. Mercado, 5269-57
Gary Q. Flewellen, 6781-57
Jeremiah M. Bacon, lll, 1005-58
Cynthia Swanson Powell, 5289-58
Sandy Wilder, 7017-58

Renata Radek, 2735-60
Thelma Dubinsky, 3234-60
Lynn M. Teatro, 3427-60
Rudy Czernecki, 4447-60

Elaine Goldenberg, 637

Hillary Slonimsky, 8517-60
Marie Cliche, 5651-61

Michael Helsen, 3581-62
Steven Mark Green, 7910-62
Marie Anne Gallico, 2983-63
Richard Swink, 3930-63
Germain Perron, 3366-64

Terry Breslawski, 1491-65
Karen D. Deline, 6237-65
Kathleen Kelly Kirsh, 3431-66
Lawrence L. Burian, 5049-66
Curtis R. Jennings, Ir., 7181-66
Paul H. Jantz, 2455-68

Pamela Dennis, 7494-68

Cathy Mastrantuono, 8876-68
Frank H. Assfalg, 3761-69
Owen Behrendorff, 8096-69
Mark Frederick Roffey, 9686-69
Valda Walters, 9860-69
David T. Maddigan, 5655-70
Dan S. Perera, 6320-70

Hilton Leonard King, 9587-70
Edna Dodd, 5461-71

Stephen Quigley, 7298-71
Chien H. Chow, 1076-72

Janet Favel, 2498-72

Vaughn Powdrell, 3047-72
Greg Harrex, 3474-72
Andrew Day, 3830-72
Mark Woods, 3928-72
Deborah Dunsford, 4298-72
David Brian Clode, 4518-72
Gary Davis, 5991-72

Helen Stockwell, 9360-72
Helen Dyjak, 26-73
Geoffrey Horton, 3288-73

ANNIVERSARIES

55 vears

Gopher, 183-6

50 yvears

Lewis-Clark, 369-9
Treasure State, 347-17
Brandywine, 359-18
Lake Region, 377-20
Plus-Two, 349-2
Speakers Forum, 37

-30

45 years

Paul Bunyan, 922-6
Farmers Ins Group, 458-22
Charter Oak, 931-53

40 years

Dawn Busters, 1918-3
Du Page Valley, 156-30
Independence, 1907-38
Sears-Halifax, 1555-45

S E C Roughriders, 1876-46
Cosmopolitans, 2655-46
Lyceum, 1993-65

35 years

Creve Coeur, 1267-8
Pershing Point, 2662-14
Hilltoppers, 3232-29
Sierra Sunrise, 2318-39
Shaganappi 60, 3205-42

West Toronto, 3057-60

30 vears

Mid-day, 1802-40
Capitol, 194-75

25 vears

Dynamic Forcemasters, 587-F
Naval Postgraduate Sch, 2032-4
Noontoasters, 1822-8

20 years

Presidncial Fronterizo, 772-5
Undersea, 888-5

Noon Flight, 1062-16

Cessna, 1543-22

Cntrl Business District, 3549-50
Spaceland, 745-56
Firetalkers, 3321-57
Golden Triangle, 2015-68

1

Otumoetai, 3511-72

15 years

Apollo Portunus, 1754-U
Big Foot, 306-2
Dynamasters, 1197-2
Foothills, 1874-3

Talking Chips, 3088-4
Pacemasters, 1428-6
Woodwinds, 2919-6
Springfield, 3825-7
Saturday Morning, 797-12
Early Risers, 3135-19
Discovery, 2460-21
Phoenix, 1369-33
Phoenix, 2060-39

Mather, 2695-39

The Owahgena TMC, 2153-65
Malahide, 2360-71

loilo Executives, 2712-75

10 vears

Plan Employee, 448-8
Wallowa Valley, 1581-9
Sundowners, 4684-14

G T E Spacenet, 3551-27

G. E., 4436-31

Paideia, 4195-34

Potosino, 6106-34
Salamanca, 6108-34
Eloquent Albertans, 6110-42
Winners Circle, 6104-54
Tech Talkers, 4973-56
Quarry, 5209-64

Deloitte & Touche, 4627-74
AGC - lligan, 6115-75

NEW CLUBS

Icebreakers, 136-U

Mandeville, Manchester, Jamaica

Tanglaw, 287-U

Jeddah, Saudi Arabia
Holbaek, 1147-U

Holbaek, Denmark

B.N.A., 1606-U

Curacao, Netherlands Antilles
West Tokyo, 2189-U
Hamura City, Tokyo, Japan
Mabuhay, 6059-U

Riyadh, Saudi Arabia

Eloguence Hainaut, 6339-U
Valenciennes, France
NET, 7614-U

Naju City, Chollanamado, South Korea

Caracas, 8149-U

Caracas, Venezuela

Tower Talkers, 1709-F
Pasadena, California

Past Area Governors, 6570-F
Tustin, California

Ethical Elite, 6072-1

Carson, California

Westin, 4161-2

Seattle, Washington
Diamonds in The Rough, 7414-2
Bothell, Washington

Off Broadway, 5911-3

Mesa, Arizona

Adaptec, 1560-4

Milpitas, California

Wry Toasters, 5366-4

San Jose, Calfornia

Ween, 5723-4

Daly City, California

U B Talkin’, 6820-4

Santa Clara, California

Bay, 7279-4

Santa Clara, California

Top of the Line, 2909-5

San Diego, California

R, 6182-8

Robinson, Illinois

Mason, 8051-8

St. Louis, Missouri
Speakeasy, 855-9

Sandpoint, Idaho

Next Step, 5763-11

Fishers, Indiana

Key Communicators, 6777-11
Indianapolis, Indiana
Hospcria Happy Hour, 5439-12
Hesperia, California

Inland Valley Daily Bulletin, 5669-12

Ontario, California

WJC, 8138-13

Wheeling, West Virginia

Master Street Builders, 818-14

Atlanta, Georgia

Dawn-Breakers, 2771-14

Decatur, Geargia

Sears Speakers, 5171-14

Augusta , Georgia

Augusta Regional Medical Center,
5920-14

Augusta, Georgia

Totally Hotlanta, 7651-14

Atlanta, Georgia

FSG, 8419-14

Norcross, Georgia

Underground Orators, 4548-16

Perry, Oklahoma

Golden Ears Advanced Speakers,
6618-21

Coquitlam, British Columbia, Canada

Sixty Minute, 8010-21

Courtenay, British Columbia, Ontario

Taxmasters, 4898-22

Kansas City, Missouri

Los Oradores de Kansas City,
5885-22

Overland Park, Kansas

Temple, 7812-22

Kansas City, Missouri

Strictly Speaking, 6449-24

Grand Island, Nebraska
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Spellbinders, 4773-25

Waco, Texas

Tiger Teague, 5726-25

Temple, Texas

Tandy, 8451-25

Fort Worth, Texas

Stock Talk, 4316-26

Denver, Colorado

Hughes, Orbiting Toasters, 6656-26

Aurora, Colorado

Mountain, 7992-26

Evergreen, Colorado

Mainstreeters, 8363-26

Grand Junction, Colorado

ADA Dialogers, 7428-27

Alexandria, Virginia

Belleville Area, 245-28

Belleville, Michigan

Ellyson Park, 3876-29

Pensacola, Florida

Watson Wyatt, 543-30

Chicago, lllinois

Niles State Farm, 2062-30

Niles, Illinois

Sears, 7767-30

Hoffman Estates, Illinois

Oraquester, 6071-31

Westboro, Massachusetts

Garden City, 7390-31

Newton, Massachusetts

NYNEX Speaks, 7547-31

Middleton, Massachusetts

Managed Toast, 8176-31

Waltham, Massachusetts

Transportation, 8323-31

Boston, Massachusetts

Talking Rain, 1446-32

Dupont, Washington

Lion’s Roar, 4905-33

Las Vegas, Nevada

Ballyhoos, 6407-33

Las Vegas, Nevada

Shop Talk, 8238-33

Palmdale, California

Effective Communication, 660-34

Guadalajara, Jalisco, Mexico

Profa Dolores Alvarez De Dieguez,
916-34

Guadalajara, Jalisco, Mexico

Excelencia Juvenil U. De G., 1417-34

Zapopan, Jalisco, Mexico

Pemex Altamira, 1421-34

Altamira, Tamaulipas, Mexico

Techacapan, 2811-34

Xalapa, Veracruz, Mexico

Innovacion, 6258-34

Mexicali, BC, Mexico

Ejecutivos De Reynosa, 7946-34

Reynosa, Tamps., Mexico

FBI, 5162-36

Washington, D.C.

Silver - Tongued CATs, 3616-37

Winston - Salem, North Carolina

Cary - Ons, 7672-37

Cary, North Carolina

Greater Northeast, 5235-38

Philadelphia, Pennsylvania

UCD Emcees, 428-39

Sacramento, California

Midtown Masters, 4914-39

Sacramento, California

Fairborn, 4041-40

Fairborn, Ohio

Lima Eye Openers, 4341-40

Lima, Ohio
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Fidelity Frogmasters, 5694-40

Covington, Kentucky

Enthusiastic Seniors, 1513-42

Edmonton, Alberta, Canada

Lunch~Ala Toast, 3233-42

Regina, Saskatchewan, Canada

Share It, 3438-42

Fort Saskatchewan, Saskatchewa,
Canada

Soo Line, 7659-42

Weyburn, Saskatchewa, Canada

Talk of The Square, 7878-42

Saskatoon, Saskatchewan, Canada

Coulter, 2588-47

Miami, Florida

Toastmaster of Latino University,
3086-47

Pompano Beach, Florida

Business-Focused, 4272-47

St. Petersburg, Florida

ChuckMasters, 7053-47

Orlando, Florida

Wall Street on the Water, 8283-47

Tampa, Florida

Outrigger Hotels & Resorts, 5102-49

Honolulu, Hawaii

South Maui, 6230-49

Kihei, Hawaii

No Ka Oi, 7854-49

Wailuku, Hawaii

Creative Communicators, 3382-50

Dallas, Texas

Infomart, 3539-50

Dallas, Texas

Counselors, 5918-50

Dallas, Texas

Mandarin, 1538-51

Johor Bahru, Johor, Malaysia

IBBM Penang, 2881-51

Penang, Malaysia

Chua Chu Kang, 7702-51

Singapore

CNA Insurance, 6566-52

Woodland Hills, California

To Your Health, 7773-53

Latham, New York

Clifton Park Speakers, 7877-53

Clifton Park, New York

First Card, 8325-54

Elgin, lllinois

TG Toasters, 1516-56

Austin, Texas

Galleria Chamber of Commerce,
2167-56

Houston, Texas

Toastmatters, 2263-56

Austin, Texas

S.AAA., 6457-56

San Antonio, Texas

Raytheon Turbo Tongue, 7500-56

Houston, Texas

Dell, 7616-56

Austin, Texas

BH, 8454-56

Houston, Texas

Storytellers, 4669-57

Trinidad, California

Bel Marin, 6017-57

Novato, California

Thunderbird, 6591-57

Livermore, California

College of Charleston, 5497-58

Charleston, South Carolina

Eighteen-ninety, 7338-58

Orangeburg, South Carolina

Good Neighbor, 7827-58

Columbia, South Carolina

Pickering Powerhouse, 6809-60

Pickering, Ontario, Canada

Kirkland, 4468-61

Kirkland, PQ, Canada

Imperial, 6118-61

Montreal, Quebec, Canada

Bridge Club, 5753-63

Chattanooga, Tennessee

James K. Polk, 6548-63

Nashville, Tennessee

Forward Wise County, 8099-63

Wise, Virginia

Harza, 2082-65

Utica, New York

Carrier Speakeasies, 6966-65

Syracuse, New York

P.O.W.E.R, 7385-65

Rochester, New York

Toastchex, 7561-65

Rochester, New York

“Claims” to Fame, 4168-68

Monroe, Louisiana

New Orleans East, 5644-68

New Orleans, Louisiana

Natchitoches, 7699-68

Natchitoches, Louisiana

Lismore Daylight, 1534-69

Lismore, New South Wales, Australia

Moranbah, 1643-69

Moranbah, Queensland, Australia

Toowoomba, 3338-69

Toowoomba, Queensland, Australia

Goalsetters, 3845-69

Brisbane, Queensland, Australia

Palm Beach-Currumbin, 5841-69

Currumbin, Queensland, Australia

Centrepoint, 6232-69

Brisbane, Queensland, Australia

Hear To Achieve, 6779-69

South Brisbane, Queensland,
Australia

City of London, 2027-71

London, England

Northwest London, 4016-71

Bushey, Hertfordshire, England

Powdermills, 4028-71

Ballincollig, Co. Cork, Ireland

Failte, 7508-71

Charleville, Cork, Ireland

Pohutukawa Coast, 2025-72

Maraetai, Manukau City, Auckland,
New Zealand

NZSA, 3242-72

Remeura, Auckland, New Zealand

Twin Towers, 5333-72

Auckland, New Zealand

Eastern Bays, 7664-72

Auckland, New Zealand

Victoria Quay, 5769-73

Fremantle, West Australia, Australia

Business Talkers, 6734-73

Melbourne, Victoria, Australia

Mbabane, 5966-74

Mbabane, Swaziland

Rainbow Nation, 6940-74

Vereeniging Gautang, South Africa

Airport, 730-75

Paranaque, Metro Manila,
Philippines

Norkis, 4099-75

Mandaue City, Cebu, Philippines

ACPACI & Associates, 5970-75

Makati City, Philippines

Crown, 6392-75

Cebu, Philippines

National Life, 6994-75
Makati City, Philippines
Maso, 7862-75

Agusan del Sur, Philippines

RALPH C. SMEDLEY
MEMORIAL FUND

Contributor

Past International Director Lee
Beattie, DTM, in memory of
Tomas Esquivel, DTM, Interna-
tional Director 1982-84

Betty R. Bartschmid, in memory of
James E. Roberts, DTM, District
66 Governor 1984-85

International Director Bruce W,
Trippet, DTM, in memory of
Helen Pelinka

High Noon Toastmasters Club No.
6852-37, in honor of Merle Nall

Donald H. LaMore, CTM

John W. White, in memory of Donald
W. Mackenzie, DTM

Tom Duif and Elaine Duff, in memory
of Donald W. Mackenzie

John Komorowski, Jr. and Elizabeth
C. Komorowski, in memory of
Donald W, Mackenzie

Immediate Past District 53 Governor
Sandra Gordon, DTM, in memory
of Donald W. Mackenzie

Uncle Joe Cannon Toastmasters Club
No. 127-54, in memory of Harold
W. Hanson, ATM

Past International President David A.
Corey, DTM, and Shirley Corey,
in memory of Joseph P. Rinnert,
ATM, International President
1946-47

Fred Whitesel, Mary Whitesel and
John Whitesel, in memory of
Donald Mackenzie

Contributing Club

Speakeasies Toastmasters Club No.
9126-62, in memory of Eleanor
Barnes, DTM

Associate

Past International President Eddie V.
Dunn, DTM, and Beverly Dunn,
in memary of Joseph P. Rinnert,
ATM, International President
1946-47

Cynthia G. Vann

North Star Toastmasters Club No.
3696-2, in memory of Franklin P.
McCrillis, DTM, International
President 1945-46 and Interna-
tional Director Peggy Richardson,
DTM

Goodyear Toastmasters Club No.
4447-60

Past International Director Ted A.
Olcovich, DTM, in memory of
Past District 24 Governor James
Whelan, ATM




your entire membership.

hese essential tools help your Club easily present professional, efficient
meetings, making your meeting more enjoyable and informative for

Lectern, Wood (foldable).................ccoocovevriviiinn #379.......8 55.00 Club Letterhead Stationery (sef of 100)................. #351.....8 5.00
leceimBanner . b s e e e #2358 °3.25 EnvelopesiSetof 100) o nnin b e g #350......5 5.00
Givelo s e e e #375....% 995 Note Cards & Envelopes (Set 0f 25).........ccccoocun. #35a ol ns
Meeting Excellence Video Cassette.....#216-V, #216-P......$ 14.95 Invitation to Membership (Set 0f 25)........c.ccc........ #348,...8 525
Club Officer Handbooks (set 0f 7).................. #1310-H......$ 8.00 CharterProgram Goven: e it #OT g 2
MasterYourMeetngs bl o i #1312......% 3.00 e B e T e R S e #90......8 3.00
Table Topics Game, Stand Up & Speak.............. #1316......% 6.50 Place Camds 61 NS i i R #96....8 05
Table Topics Game, Stand Up & Speak I1.......... #1317......% 650 LargerPlace Cards: bar il iy, st #9108 0002
ORDER TODAY obvw District No __39@$5500 __ 131208300 __ 3i88 $5.25
—__235@853%5 __1316@%650 __ 97@$.12
: I\:Iail 10 Toastmasters Intgznz«_[iunal. P.0. Box 9052, Mission Viejo, Name _ 375@$9.95 __1317@8650 90 @ S$3.00
| CA 92690 USA or call (714) 858-8255 or FAX to (714) 858-1207. __216V0S81495 _ 3S1@8500 968505
| PAYMENT MUST ACCOMPANY ORDER i _ 216P@S$1495 _ 350@$500 __ 91@$12
‘ $5.25
‘ [0 Enclosed is my check in the amount of § (LS. FUNDS) City State/Province e LA, 0000550
O please charge my MasterCard / Visa (CIRCLE ONE) Co . Standard Domestic Shipping Prices
untry Zip Shipping Shipping
Order Total Charges Order Total Charges
Card No. For orders shipped outside of the continental United States estimate . 2 : 7
Airmail at 30% of total, surface at 20% (minimum $1.50). Any excess 522? ::: %88 ﬂzig ;(; 8} Eﬁ; 15338 -6,38
‘ Exp. Date will be billed through your Club's account. California residents add 500 to 1000 295 | 10001 o 15000 995
7.75% sales tax. See the Toastmasters International Supply Catalog 10.01 to 20.00 4.05 15001 o 20000 1225
Signature for complete descriptions of these items. 2001 0 3500 55 20001 o —  Add 7%

of total price




