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VIEWPOINT

Uou Deserve the Best

s Toastmasters, you are investing your most valuable asset: your time.

Given the time commitment required to receive the full benefits of
Toastmasters training, you deserve the best from your investment. How can
you guarantee that your investment won'’t be wasted? By making sure you
belong to a quality club! But how can you do that?

First, it's necessary to understand that each member is both a customer and
employee of Toastmasters. While all clubs exist to serve the members, it is the
members who provide the service. A club is only as strong as its members.
Unless each member is personally committed to fulfilling the Toastmaster’s
Promise, the club can never achieve the quality you deserve. Achieving club
quality must become a personal objective of each member.

Second, quality is demonstrated in both the club meeting and in club oper-
ations. Every club deserves a 50th anniversary. For this to happen, not only
must every meeting be a showcase event, but the club must operate correctly.
Too often, club operations are treated as a superfluous activity, but there is
more to a quality club than “good” meetings. Members must be achieving
their educational goals. New members must be recruited, so more people can
enjoy the plethora of Toastmasters opportunities. Every meeting can be great
once the officers become passionate about superior club operations.

Finally, becoming a Distinguished Club must be at the heart of every club. The
Distinguished Club Program (DCP) provides specific activities and enables every
club to make quality part of the club’s culture. If all you see is a point game, you
are missing the meaning of the Distinguished Club Program and the benefits of
being a Distinguished Club. The DCP focuses on four key areas: education, mem-
bership, leadership and communication. If a club spends its efforts on these four
areas, its activities will assure quality in both meetings and operations. Anything
short of being a member of a Distinguished Club means you are not getting the
most out of your investment.

With the start of the new year, I challenge each club to re-examine its com-
mitment to its members and its mission. If your club truly wants a mutually
supportive and positive learning environment, then quality must become
expected. By reconfirming each member’s pledge to the Promise and the club’s
commitment to being a Distinguished club, your club can become the place
where you can achieve your full potential and realize your dreams. Given your
time investment, you do not deserve anything less.

In passionate pursuit of excellence...

Robert E. Barnhill, DTM
International President

2 THE TOASTMASTER « DECEMBER 1996

ToRSTMASTER

Publishar

Editor

fissociale Editor
Editorial Rssistant
firt Diraction
Braphic Design
Infern

TERRENCE MCCANN
SUZANNE FREY
BETH CURTIS

PINKY FRIAS

LILIANA CARTELLI
SUSAN CAMPBELL
MARILYN MARCUS

TI DFFICERS AND DIRECTORS
founder DR. RALPH C. SMEDLEY

DFFICERS
alional Prasident

Seniar Yica President
Second Yice President
Third Vice President
Immediate Ps! President

Executive Direchor

Secratary-Treasurer

DIRECTORS
STEVEN A. BARD, DTM

1711 N.W. 46th Avenue
Lauderhill, F1. 33313

BOB BRADSHAW, DTM
4 Deer Run Trail
Sherman, CT 06784-2028

GRACE E. BROWN, DTM
1401 Longstreet Lane
Suffolk, VA 23437

TED CORCORAN, DTM
124 Grange Road

Baldoyle, Dublin 13
Ireland

WENDY M. FARROW, DTM
2704 Galena Avenue
Simi Valley, CA 93065-1332

BRUCE FRANDSEN, DTM
2809 Daventry
Portage, M1 49024

RON HARGER, DTM
16624 West 147th Street
Olathe, KS 66062

DICK HAWLEY, DTM
601 Washington Avenue
Stevens Point, WI 54481-1167

ALFRED R. HERZING, DTM
20365 Via La Vieja
Yorba Linda, CA 92887

ROBERT E. BARNHILL, DTM
P.O. Box 2583
Lubbock, TX 79408-2583

LEN JURY, DTM
Box 4400
Auckland, New Zealand

TERRY R. DAILY, DTM
2715 Garland Lane N,
Plymouth, MN 55447

TIM KECK, DTM
2333 Kapiolani Blvd,, #2108
Honolulu, H1 96826

IAN B, EDWARDS, DTM
4017 Stonebridge Road
West Des Moines, 1A 50265

TERRENCE J. MC CANN
Toastmasters International
P.O. Box 9052

Mission Viejo, CA 92690

FRANK CHESS
Toastmasters Intemnational
P.O. Box 9052

Mission Viejo, CA 92690

JOHN F. HOWARD, DTM
135 East 4775 South
Ogden, UT 84405

JOAN M. JOHANSON, DTM
P.O. Box 474
Gowrie, IA 50543-0474

MARK LAVERGNE, DTM
35.17 Ditmars Blvd., Suite 150
Astoria, NY 11105

FRANCINE NARDOLILLO, DTM
15373 Auburn Center Road
Newbury, OH 44065

IRMA ORTEGA PERRY, DTM
4109 Dorman Drive
Nashville, TN 37215-4622

JEAN RIGGS, DTM
P.O. Box 33
Deer Park, TX 77536-0033

RICK SYDOR, DT™M
1092 Salmon Drive
Roseville, CA 95661-4432

BRUCE W. TRIPPET, DTM
1895 Partridge Circle
Excelsior, MN 55331

To place advertising or submit articles, contact
TOASTMASTERS INTERNATIONAL
PUBLICATIONS DEPARTMENT:

P.O. BOX 9052
MISSION VIEJO, CA 92630 USA
(714) 858-8255, 1-800-9WE-SPEAK, FAX:(714) 858-1207
email: sfrey@toastmasters.org
World Wide Web: http://www toastmasters.org

THE TOASTMASTER Magazine (ISSN 00408263) is published monthly by
Toastmasters International, Inc., 23182 Arroyo Vista, Rancho Santa
Margarita, CA 92688, U.5.A, Periodicals postage paid at Mission Viejo, CA
and additional mailing office. POSTMASTER: Send address change to THE
TOASTMASTER Magazine, .0, Box 9052, Mission Viejo, CA 92690, U.S.A

Published to promote the Ideas and goals of Toastmasters
International, a non profit educational organization of clubs throughout
the world dedicated to teaching skills in public speaking and leadership
Members subscriptions are included in the $18 semi annual dues

The official publication of Toastmasters International carries autho-
rized notices and articles regarding the activities and interests of the orga-
nization, but responsibility is not assumed for the opinions of the authors

of other articles.

Copyright 1996 by Toastmasters International, Inc. All rights reserved.
Reproduction in whole or in part without written permission is prohibit-
ed. Not responsible for unsolicited material.

Toastmasters International, THE TOASTMASTER, and the Toastmaster
International Emblem are trademarks of Toastmaster International reg-
Isatered in the United States, Canada, and many other countries. Marca
registrada en Mexico, Printed In US.A.

@mmhmm




| bontents

features

8 MEET THE FIVE OUTSTANDING SPEAKERS OF 1996
Annual poll shows Toastmasters admire speakers who
inspire and inform, educate and motivate.

8 SPREADING THE WORD

How this 53-member club in London,
England, keeps its membership strong.
By Les King, CTM

24 ARE YOUR "OLD" MEMBERS SLIPPING AWAY?

Here’s how successful clubs keep
their members interested.
By Patricia Fry, CTM

departments

2 VIEWPOINT: You Deserve the Best
By International President Robert E. Barnhill, DTM

4 LETTERS

5 TOPICAL TIPS: Exceed Your Expectations
By Mark Majcher, ATM

December 1996
Volume 62, no. 12

B TI TIME CAPSULE:
¥ Santa Claus,
Toastmasters Style

]g HOW TO: Tips for Vacation and Holiday
Slumps
By Jill Rowlands, DTM

2] 1997 OUTSTANDING SPEAKER BALLOT FORM

2 2 INTERNATIONAL
SPEECH CONTEST RULES  ©

28 HALL OF FAME

3[] 1996 ARTICLE INDEX

The Taastmasters Vision:

Toastmasters International empowers people to achieve their full
potential and realize their dreams. Through our member clubs, people
throughout the world can improve their communication
and leadership skills, giving them the courage to change.

The Tnastmasters Mission:
Toastmasters International is the leading movement devoted to
making effective oral communication a worldwide reality.

Through its member clubs, Toastmasters International helps men and
women learn the arts of speaking, listening and thinking — vital skills
that promote self-actualization, enhance leadership potential, foster
human understanding, and contribute to the betterment of mankind.

Itis basic to this mission that Toastmasters International continually
expand its worldwide network of clubs, meru::_ryl offering ever-greater
numbers of people the opportunity to benefit from its programs.
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WHAT HAPPENED TO DARROW'S
PERSUASIVE POWERS?
I am wondering why William H.
Stevenson did not make at least pass-
ing mention of the famous Scopes
trial in 1925 is his article, “Clarence
Darrow: The Attorney as Orator”
(September). This trial attracted at
least as much media attention as did
last year’s infamous O.J. Simpson trial.
It should be noted that Darrow’s
“formidable powers of persuasion”
were no match for William Jennings
Bryan. John T. Scopes, a county high
school teacher, was tried for teach-
ing Darwin’s theory of evolution, an
act that violated a recently passed
law. William Jennings Bryan assisted
the prosection, and Clarence Darrow
along with two other lawyers provid-
ed the defense. Scopes was convicted
and Darrow lost the case.

Dean T. Burnham
Beacon Club 2421-40
Dayton, Ohio

MULTIMEDIA NEWS

The article, “Multimedia Madness”
(September) brought up an impor-
tant and timely subject. However,
many LCD projection devices
shown at the INFOCOMM exhibi-
tion (Philadelphia, June 13-15,
1996) proved that multimedia does
not imply a plethora of equipment
displaying a poor image in a dark
room, as the article implies.

A business report that includes video
footage projected onto a 150" screen (or
wall) with bright, sharp images and
stereo sound can be informative and
interesting. Computers and other
audio/visual devices now can hook up

directly. And lights can stay on.

Vincent McRae, CTM
Metro-Dade Club 8251-47
Miami. Florida

ADVICE FROM TOASTMASTERS
INTERNATIONAL'S NEWSGROUP

Your article in July’'s magazine,
“Get Connected,” mentioning the
Toastmasters Newsgroup (alt.org.
toastmaster) was wonderful! Every-
one in the newsgroup is helpful
and it's a great way to get ideas for
your next speech.

Several experienced members
subscribe and are great for advice. |
think all Toastmasters can benefit
from it.

Sharon Serre
Last Word Club 3853-53
Pittsfield, Massachusetts

IN FAVOR OF EDUCATIONAL CHANGES

What a change in the educational
award system! I had glanced at the
awards beyond CTM, but felt they
were many years away, and probably
not attainable with my schedule. The
time limits on some of them made
me think I might lose credit by the
time I was eligible for anything.

I hope the people who are already
at or near the DTM don't get discour-
aged by newer people getting the
award differently (I don't think it’s
easier). | do think that if more people
can attain advanced awards, and ulti-
mately DIM, more people are likely
to continue in Toastmasters. The very
large gap between CTM and ATM
may have been a reason for many
members leaving Toastmasters.

Jerry L. Davis
Stentors Club 6401-56
Austin, Texas

LIKES “OUTSIDE™ SPEECHES

As an area governor, | had been
hearing about the new educational
system (October) and was eager to
read about it. I am very pleased to
see that Toastmasters updates its
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programs — it shows openminded-
ness and a refusal to stagnate.

One question though: Why has
the requirement for outside speech-
es been dropped? One of the rea-
sons I joined was because T was
scared to present speeches to
strangers. When it came time to get
my ATM I had to face my fear of
speaking to strangers and it was the
best thing that happened to me!

David Kendall. ATM
Vital Words Club 2375-64
Winnipeg, Manitoba. Canada

Editor’s Note: For years Toastmasters
International has been concerned
about the lack of participation in its
advanced program. Research conducted
by an outside firm revealed that many
members do not have the opportunity
or time to speak outside the club. The
new award requirements are flexible
enough to accommodate these mem-
bers. Of course, those who do have the
time and opportunity may give outside
speeches if they wish.

BE OUR GUEST

As a guest at a recent Toastmasters
meeting, I happened to take a look
at The Toastmaster magazine. | real-
ly enjoyed Patricia Fry’s article urg-
ing people to write letters (August).
I agree with her that this lost form
of communication should be re-
awakened. Letter writing provides a
more formal means of communica-
tion than public speaking, but it
can be very rewarding. The Toast-
master is absolutely right in recog-
nizing that we should learn to use
all forms of communication; not
just speaking.

Matt McDonald
Chicago. Illinois



By Mark Majcher, ATM

loastmasfers Share Their Lessons Learned

Exceed Your Expectations

It isn't just in the Olympic games that individuals can
surpass and surprise themselves. The ingredients for
such achievement are within us all. It is merely a matter
of recognizing opportunities and sharing our best ideas.

The following tips empower us to become more effec-
tive communicators. They point to specific, concrete
actions or behaviors that can be incorporated immediate-
ly into our speeches or speech preparations.

Here is a selection of the latest tips submitted by our
readers:

W Several years ago, I attended a business lunch where one of

our clients asked me to respond to a question. I was caught
totally off guard and gave a disappointing talk — especially for
1 Toastmaster. Now, prior to attending a function, | always
prepare a speech outline even if I'm not expected to speak.
This way I have a rough framework to guide me, should my
name be called. If not, the preparation efforts are valuable for
future use.

PATRICK KELLY, CTM, SOUTH AFRICA

B Consider starting over at speech No. 1 in the CTM manual.
I realize this may not appeal to everyone. But you'll be sur-
prised at the number of benefits to be gained by taking it
through a “second time around.”

MALCOLM C. MADDY, SYLVANIA, OHIO

B [t might sound silly, but I practice drafting Toastmasters
speeches while 1 mow the lawn. I don’t worry as much about
the length of my speeches in the early stages as I do about oral-
ly “cutting and fitting” pieces until they seem to flow well.
DUANE YOTHERS, CTM, WORTHINGTON, OHIO

B Use your computer to expand your mind. For example, there
are several programs that check grammar and find synonyms.
These programs will help you spot problems before you utter a
word in front of a group.

MATT CUTTS, ATM, STRONGFIELD, OHIO

W At our meetings, we added a new job to our task list... that
of listener. At the end of the mecting, the listener gives a 20
question oral quiz, choosing Toastmasters at random.
SHARON WHITE, RAINIER, OREGON

B When opportunity knocks, say “yes” — then figure out how
you will do it. You will always find a way. The more you pro-
crastinate and vacillate, the further away opportunity flies,
never to return. By saying “yes” to opportunity — in spite of
inconvenience and sacrifice — you ensure a life filled with sat-
isfaction, achievement and personal growth.

DON ENSCH, DTM, VENTURA, CALIFORNIA

W [ [eaped the precipice between requiring notes and speaking
without them by incorporating what I had learned from Table
Topics. I arrange my manual speeches around three main
points, each of which is stated in the form of a question. Each
main point has two minutes of supporting material presented
as if I were answering a Table Topic question. Simply add a
30 second opening and closing and you will have given a
seven-minute speech without relying on notes.

SUSAN D. BELISLE, CTM, WEYMOUTH, MASSACHUSSETS

W ['ve found that a great place to practice my speeches is in
the car while I commute to and from work. Doing so takes
time that is normally wasted in transit and makes it incredi-
bly productive.

LINDA LOVE-LAPRAD, CTM, ATLANTA, GEORGIA

We want to hear from you! Share with us your favorite
tip, strategy or lesson learned by sending vour Topical
Tip via postcard, letter or electronic mail. Be sure to
include your name and address.
Send to: Mark Majcher

“Topical Tips”

1255 Walnut Court

Rockledge, FL. 32955

or E-Mail: mark.majcher@truemedia.com
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Sanfa Glau
[oastmasters Sty

oes Santa Claus belong to a
Toastmasters club? That’s
difficult to say. But while

World Headquarters doesn’t have
anyone in its records by that exact
name, it can be verified that many
Santa trainees have benefited from
the Toastmasters program.

In the December 1960 issue of The
Toastmaster magazine, Richard
Westerman, president of the North
Pole Santa Company of Compton,
California, told his fellow Toastmas-
ters what it was like to train and place
more than 100 Santas each year for
duty in department stores, supermar-
kets and at civic functions. As a mem-
ber of Progressive Toastmasters 18-51
of Huntington Park and founder of
Compton Toastmasters 464-51,
Westerman attributed the success of
his business “directly to my 15 years
in Toastmasters. Without my Toast-
masters training I could never have
imparted to others what I know
about speech.”

Every October, he said, he would
begin training candidates for “Santa-
dom” in a six hour, two-night
course. At the end of the course,
Westerman added, “each prospective
Santa makes an ‘icebreaker’ speech
on ‘Why I Want to Be a Santa Claus,’
then gives a version of a Santa
‘pitch’ for both boy and girl.”

“The whole secret of good Santa
Clausing,” wrote Westerman, “is
just what I learned in Toastmasters:
a good introduction, main points -
in our case we separate these into
recognition and questioning - and
a strong close.”

Among Westerman'’s tips:

H Realize that “Ho Ho Ho" is out
of date.

B Never, never injure the pride of
a young man by calling him “lit-
tle boy” or of a young lady by
addressing her as “little girl.”

B Have a good entrance gag call-
ing for group action.

6 THE TOASTMASTER = DECEMBER 1996

There’s more to being
Santa than Ho Ho Ho!

The entrance gag Westerman
outlined would be worthy of one
of today’s “Tall Tales” contests:
After greeting everyone, Santa
described how Rudolph and the
other reindeer had decided to land
and graze in a cabbage patch, caus-
ing Santa to get sore feet after
walking the last three miles.

And the group action? ““Well, |
wonder if you're glad to see me.
I'm going to ask you, and if you
are, I want you to shout. Are you
all glad to see Santa Claus?'” If the
replies were faint, Westerman then
encouraged Santa to reply, “Say, |
think I faintly heard something.
Let's try it again.”

His Santa routine went like this:

The Invitation
“Why, hello there, sister (or junior)!
haven'’t seen you for almost a year.”

The Recognition
For a girl: “Gosh, every time | see
you you're looking prettier, and




a
is

what a nice dress! Are you going
to be in the movies when you
grow up?”

For a boy: “Every time 1 see you,
you're sprouting up like a weed!
What are you going to do when
you get older, play quarterback for
(name a team) or pitch for the
(name a team)?”

The Question

“Now tell me, just what do vou
want for Christmas. (Followed by
attentive listening.) Is that all?”

The Close

“All right, you've told me what you
want and now I'll tell you what I
want. I want you to be good for
another 30 days, even after
Christmas. I want you to eat your
vegetables, drink yvour milk, brush
your teeth twice a day, go to bed
on time and be good to Mom and

Dad. Can you do that? O.K., then,

that's a promise.”

Just as Toastmasters are
expected to stay within cer-
tain program guidelines,
Westerman advised all Santas-

to-be to stick with this pitch.
On one occasion, when asked
to fill in at a Los Angeles de-
partment store,
Westerman had
wandered away
from the spiel,
1 and with dire
3 results.

“l was pretty
tired, but that

/‘ ! was no ex-
v, cuse for

looking at
the first boy
and going off
the pitch,” he
said. “I said,
‘Well, is there
anything new
at vour house
today?” The kid took

a long breath and began. ‘Golly,” he
said, ‘it was real exciting. Daddy
wouldn't get up so Mom threw a
glass of cold water at him."”” Much
to Westerman's dismay, the boy

A

child had advised him to write
down his list of toy requests.
Feeling exceptionally confident,
Westerman bellowed, “Fire away,
young man! Old Santa has the
brains of an elephant - he never for-
gets.” The child proceeded to list 68
items. “When he left, I was groggy,”
said Westerman.

But that wasn't all. The boy then
reentered the line and “within the
hour a vaguely familiar voice was
asking, ‘Santa, what do 1 want for
Christmas?’ “You tell me,” I countered
cheerfully. Whereupon he snorted,
‘Brains of an elephant! Boy, Santa,
you don't have the brains of a flea.
Now get a pencil and paper and let’s
get this down in black and white."”

“Meekly, 1 did,” admitted
Westerman.

Did this trainer of “jolly old
elves” have any suggestions for
Toastmasters merrymaking? Clubs
could liven up their December
meetings, Westerman wrote, by
throwing a Santa party. He suggested
asking a member who had been
inactive for a year or so to visit a
week or two before “Santa Night”
and familiarize himself with the
names and faces of new members. As
an alumnus of Progressive Toastmas-
ters, this is exactly what Westerman

“The whole secret of good Santa Clausing

is just what I learned in Toastmasters: a good

introduction, main points and a strong close.”

proceeded to detail the parental
brouhaha until a large man sudden-
ly appeared and, grabbing his child,
accused Santa of being a busybody.

In true Toastmaster fashion,
Westerman also advised Santas not
to underestimate their audience or
overestimate their own abilities.
“Never profess any special powers
you don’t have,” he warned - and
with good reason. It seemed one

had done a few years earlier. Then,
he said, on the night of the party, he
was able to baffle members by recog-
nizing them and making acute
observations - “bets were flying
around as to my identity

As Westerman so aptly pointed out,
all it takes is some imagination and
planning to put one’s Toastmasters
skills to creative and even entrepre-
neurial use. O

1"
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[) ven the experts are not perfect. A self-described
procrastinator, Diane Sawyer would like to take
the time to be better prepared. Kenneth Blanch-

\)ard wants to end his speeches more effectively,
and Billy Mills would like to learn how to present his
ideas “in as few words as possible.”

While they may not regard themselves as having
reached the pinnacle of oratorical excellence, it is clear
that this year’s Top Five Speakers inspire the many
Toastmasters who responded to our “Outstanding Speak-
ers” poll. (See this yeat’s ballot form on page 21.)

For the past five years, we have asked Toastmasters
to name their favorite speakers. Nominees are selected
to represent five different categories and must meet cer-
tain criteria. This year, as in previous years, they were
chosen for their achievements or contributions in the
following areas:

1. Degree to which the person’s success can be attrib-
uted to his or her communication skills.

. Amount of influence on public opinion.

. Demonstration of leadership.

. Service to the community, state or nation.

. Commitment to a cause, product, idea or business.

. Ability to effect change.

. Dedication to improving the lives of others.

Nyl W

As in previous years, the responses varied greatly.
Some who received a high number of votes were
unreachable, and others were disqualified because of
already having been named Outstanding Speaker in pre-
vious years. Still, plenty of outstanding speakers were
nominated. This year’s Five Outstanding Speakers exem-
plify our membership’s diverse tastes, but they share one
thing: They all effectively use the spoken word to
advance their ideas.

So now that the nominations have been tallied, the
envelope please...

..AND THE TOP FIVE SPEAKERS OF 1996 ARE:

* COMMERCE AND INDUSTRY: Dr. Kenneth Blanchard,
management consultant, lecturer and best-selling
author of The One-Minute Manager and other books.
GOVERNMENT: General Colin Powell, Chairman of
the U.S. Joint Chiefs of Staff 1989-1993; directed
Operation Desert Storm in the 1991 Persian Gulf War.
INSPIRATIONAL OR MOTIVATIONAL: Billy Mills,
motivational speaker and winner of the Gold medal
in the 1964 Olympic games.

EDUCATIONAL OR SOCIAL: Dr. Elie Wiesel, Nobel
Peace Prize winning philosopher, human rights activist
and acclaimed author of Night and other books reflect-
ing his experiences as a concentration camp survivor.
MASS MEDIA OR ARTS: Diane Sawyer, television
journalist and co-anchor of the ABC network news
magazines Prime Time Live and Turning Point.

All five of these speakers are proven leaders in their
respective fields and masters when it comes to commu-
nicating their messages. When they talk, people listen!
What can Toastmasters learn from them? Let’s take a
closer look at the methods and styles of each of the Five
Outstanding Speakers of 1996:

KENNETH BLANCHARD:
Making Minutes Count

His genre-creating best seller is
titled The One Minute Manager,
but the acclaim surrounding

Kenneth Blanchard has hardly

been momentary.

Nor has the popularity of his ~———
breakthrough book. An unprecedented
phenomenon in the business publishing world, The One
Minute Manager has been translated into 25 languages
and sold more than nine million copies. Fourteen years
after it was first published, the book continues to be list-
ed in Business Week magazine as a current best seller. But
as friend and business associate Nick Carter of Night-
ingale Conant Productions tells it, early on Blanchard
realized that having his message in print wasn’t enough.
“After he was told that 90 percent of the book-buying
public didn’t read what they purchased, this troubled
him. He wanted to get his message across so more people
could lead happy, successful lives.” So, Carter says,
Blanchard decided to take his message on the road, and
today he is recognized internationally as one of the
world’s leading business speakers.

Since co-authoring the 1982 business classic with
Spencer Johnson, M.D., Blanchard has maintained an
extensive schedule of training sessions and speeches
while running a thriving management and consulting
company. The success of his first book generated addi-
tional volumes, and this year alone saw the release of
three collaborations: Empowerment Takes More than a
Minute with Alan Randolph, Managing by Values with
Michael O’Conner and Mission Possible: Creating a World
Class Organization with Terry Waghorn.

Obviously, Blanchard isn’t just an expert in leadership
and management — he’s also a superb team player. “It
takes a certain amount of sacrifice to be a good team
member,” says Blanchard. “You can’t always be a super-
star at everything and just think about yourself.” Blanchard
is quick to add, however, that teams must have vision.
“The vision usually starts with the leader having a vision
that they are able to communicate,” he says. “And part of
visioning is to lift up the expectations.”

Exemplary communication and visionary leadership
have been central themes in Kenneth Blanchard’s life.
After receiving a bachelor’s degree in government and
philosophy at Cornell University, he earned a master’s in
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sociology and counseling, then a Ph.D. in educational
administration and leadership. During his graduate years
at Cornell, Blanchard also was an assistant basketball
coach. While working as an independent consultant and
professor at the University of Massachusetts, Amherst,
the future “businessman’s guru” and his wife, Dr.
Marjorie Blanchard, founded Blanchard Training and
Development, Inc., in San Diego, California. The inter-
nationally recognized center advises major corporations
on how to receive outstanding results from employees
by creating encouraging and positive management sur-
roundings.

Blanchard’s friendly and unpretentious speaking style
has brought him numerous accolades. In 1991 he
received the National Speakers Association’s highest
honor, the “Council of Peers Award of Excellence.” And
in 1992 Toastmasters International honored him with its
annual Golden Gavel Award.

Blanchard has always remembered the advice of his
father, a United States Navy admiral: “If you learn only
one skill, learn how to share information, to inspire
people.”

Today this lesson continues to influence Blanchard’s
informal style; he has, one reviewer says, “a knack for
making the seemingly complex easy to understand.”
He's also not afraid to be creative or innovative: In one
of his most recent video presentations, Blanchard draws
comparisons between modern management principles
and the characters and storylines from the motion pic-
ture classic, The Wizard of Oz.

“Ken comes walking on the stage with great power,”
Nick Carter says. “That’s because he’s analyzed his audi-
ence in advance as much as possible, so he's ready to
explore the profound concept that a particular company
or organization needs. But his real secret is that he does
what he loves to do; his greatest fun is lifting up the spir-
its of his audience.”

“People who feel good
about themselves
produce good results.”

— KEN BLANCHARD

Blanchard says that audience members often come up
afterward and express feelings about their perceived lack
of oratorical skills. “Some people have such an aversion
to public speaking that they decline career opportunities
based on the chance they will have to speak in front of
others... But as all Toastmasters know,” he affirms, “pub-
lic speaking is a learnable skill.”

Aside from joining a Toastmasters club, what does he
recommend? “Observe people who are good at speaking
and find out what they do.” Blanchard suggests three
key elements that affect performance: body language, a
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set routine and a belief system. Watch how confident
people hold their heads up with shoulders back and
proper hand gestures, he says. “It's pretty hard to feel
inadequate if you walk and act like you don’t.”

Next, use a speech preparation format that includes
familiarizing yourself with the material, practicing in
front of friends and breathing deeply. “When focusing
on and caring about the audience, personal fears dwin-
dle and eventually die.”

Enthusiasm, conviction and a sincere desire to share
his information with others - these are the qualities that
continue to make Kenneth Blanchard one of today’s
most sought-after speakers. As Terrance McCann,
Executive Director of Toastmasters International, says:
“Ken is the type of speaker who makes friends with the
audience. His open, honest delivery makes people
believe what he says. He is an extremely good storyteller;
he backs up his points with tales that give meaning to
his words.”

|

COLIN POWELL:
The Man Who Wouldn’t
Be President

When General Colin Powell de-

clined to run for the office of U.S.

. President last year, thousands of

'Ja voters were disappointed and

" the campaign managers of the

two leading candidates were relieved. After all,

had Powell decided to run, chances were good he would
have been elected.

As Time magazine put it, “No man in modern Ameri-
can political history has ever had a better chance to
become President of the U.S. on his own terms... And no
man with such an advantage has seemed less driven to
seize the opportunity.” Citing a lack of “fire in his belly”
for top-level politics, Powell instead opted for a comfort-
able private life with his family and his new career as a
public speaker and author.

A four-star general and decorated war hero, Powell
radiates confidence, integrity and reassurance. Former
U.S. Secretary of State George Schultz calls him “a big
presence.” Wherever he goes, he receives applause and
acclaim. What accounts for his appeal, both as a leader
and as a public speaker?

Military figures often carry an intrinsic appeal as
tough, decisive leaders, and Powell projects that quality.
He advanced rapidly in the Army, assuming the post of
Chairman of the Joint Chiefs of Staff in record time,
then received recognition for his organization of
Operation Desert Storm in the 1991 war with Iraq. But
his popularity transcends the confines of the armed ser-
vices. When tapped as a potential presidential candidate
last year, Powell’s comparative ease in discussing his




stance on political issues appealed to many Americans
who had grown tired of politicians regurgitating the
same rhetoric for fear of offending their constituencies.
Granted, Powell had more leeway to discuss his feelings
on social issues since he never officially declared his
candidacy. But the public clearly perceived him as an
honest, trustworthy leader and was ready to support
him in a bid for the most powerful leadership position
in the world.

“He has that rapport good politicians have with peo-
ple,” says Paul Wolfowitz, former Under Secretary of
Defense. “I think it’s related to the fact that there are
things he cares deeply about. There is an intensely
human quality about Powell that I think is exceptional.”

Powell’s popularity also can be explained by his plat-
form charisma. Former U.S. President Gerald Ford calls
Powell “the best public speaker in America.” Audiences
identify with him as he self-deprecatingly jokes about
how he can’t even get his wife Alma to make him lunch:
“One of the saddest figures in all Christendom is the
Chairman of the Joint Chiefs of Staff, once removed, dri-
ving around with a baseball cap pulled over his eyes,
making his strategic choice as to whether it's going to be
McDonald’s or Taco Bell.”

After a lifetime of Army housing, Powell enjoys being
what he calls “General Harry Homeowner.” Since he left
the Pentagon in September 1993, he has written his
bestselling autobiography, My American Journey. He
receives top fees for his speeches to corporate groups
and universities, but also speaks for free at inner-city
schools, prisons and veterans hospitals. He has quietly
volunteered at homeless shelters and organized a cloth-
ing drive. All this contributes to Powell’s appeal: A self-
made millionaire with a social conscience who has over-
come racial prejudice and humble beginnings to rise to
the top. To many, he represents the quintessential
American success story.

“I am not going to carry this
burden of racism. I am going to
destroy your stereotype. I am
proud to be black.”

- COLIN POWELL

As the son of Jamaican immigrants, Powell rose from
the inner-city streets of Harlem and the South Bronx and
the “stigma” of New York public school education to
become, at age 52, the youngest Chairman of the Joint
Chiefs of Staff in United States history.

Admitting he was a “C"” student in school, Powell is
quick to point out that public education prepared him
“to write, think and communicate effectively and

equipped me to compete against students from colleges”
- colleges he could only dream of attending.

In his formative vears, he received the love and guid-
ance of a close-knit family. He discovered his future as a
leader in the City College of New York's Reserve Officers
Training Corps (ROTC) unit, where he found “the disci-
pline, the structure, the camaraderie, the sense of
belonging... I craved.”

Powell grew up in a mixed ethnic neighborhood and
was spared extreme racial prejudice. In his autobiogra-
phy, Powell tells of his first encounter with racism at a
1957 ROTC training camp in Fort Bragg, North Carolina:
After six weeks of rigorous instruction and hard work,
Powell received the award for “Best Cadet, Company D.”
The night before his unit left for home, “a white supply
sergeant took me aside. “You want to know why you
didn’t get best cadet in camp?’ he said. | had not given it
a thought. “You think these Southern ROTC instructors
are going to go back to their colleges and say the best kid
here was a Negro?'”

Powell did not let the episode diminish his resolve or
ultimate accomplishments. At a speech last year in San
Antonio, Texas, Powell rhetorically asked, “How did |
deal with racism? I beat it. | said | am not going to carry
this burden of racism. I am going to destroy your stereo-
type. I am proud to be black.”

He went home after that summer camp with the proof
that he, at age 20, had finally excelled at something: “I
had found something that I did well. I could lead.”

Powell learned that with leadership comes a great
responsibility to solve problems. “The day soldiers stop
bringing vou their problems is the day you have stopped
leading them,” he says.

In his career as a military leader, Powell found it nec-
essary to become a skilled negotiator. He learned to lis-
ten, observe and evaluate. “Everyone [ ever ran into
influenced me in some way,” he says. “Some more good
than others, some very, very much worse than others. 1
watched people I admired and people I didn’t admire to
see what they were doing right and doing wrong. So 1
had hundreds of role models.”

Perceptive, intense and a model of decorum, Powell
attributes his public speaking acumen to techniques
acquired in the Army. “Briefing is a performing art. You
stand, pointer in hand, before maps and charts, and
have a splendid chance to show your stuff, often to your
seniors,” he says.

He is proud of his Caribbean and African roots and
has succeeded despite encounters of racial hatred and,
sometimes, because of them.

“To think that we have reached a point where it's
possible for an American who is also a black American to
be on the cover of magazines, to be interviewed and
taken seriously — that, in and of itself, should tell every
young person in America that there is nothing you can-
not set your sights on,” he says.
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BILLY MILLS:
Running Against the Odds

[t is remembered as one of the
greatest moments in Olympic
history. At the 1964 games in
Tokyo, Japan, a virtually un-
known 26-year-old American —
athlete rocketed past the expected a
medal winners to win the 10,000 meter race — astound-
ing the announcers, his coach and Olympic fans around
the world.

Billy Mills surprised even himself that day with his
record-breaking time. But he wasn’t surprised that his
philosophy of persevering against all odds had paid oft.

It is that same determination to succeed that Mills
uses in his work today as a motivational speaker to thou-
sands of employees in corporations and associations
throughout America.

Mills was raised on the poverty-stricken Pine Ridge
Indian Reservation in South Dakota. Being part
Caucasian and part Lakota Indian left Mills unsure of
who he was or where he fit in. “The Indians called me
mixed blood,” he says. “And the white world called me
Indian.”

Both of Mills’ parents had died by the time he was 12.
He was sent to live at a boarding school where he began
running to escape his pain. “I would run five or 10 miles
on weekends because it allowed me to get away from
everybody else,” he says. “And [ just cried. I'd be crying
while I was running. A half-blood and an orphan - you
couldn’t get much lonelier than that.”

Eventually, running became his means of acceptance
when he won a cross-country scholarship to Kansas
University. But there, too, he struggled to find himself
and his place in the world. “I was running in search of
my identity,” Mills says. “I was running to find Billy.”

His years at Kansas University brought Mills a success-
ful athletic career. But the peace that running had once
brought him turned into turmoil when he began to feel
as if he were simply a machine, running only to please
his coach, his teammates and his scholarship providers.
It was his personal philosophy of never giving up that
kept him dedicated to his sport.

After receiving his bachelor’s degree in education,
Mills joined the U.S. Marine Corps. He increased his
running to 100 miles a week, in preparation for the
Olympic trials. In 1964 he made the U.S. track team,
although he was not favored to place in his event, the
10,000 meter race.

But with the race under way that day in Tokyo, Mills
kept pace with the front runners as 28 arduous minutes
of running passed. In the last lap, however, with every
stride crucial, Mills was shoved by another runner all the
way out to the third lane. He stumbled but recovered,
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and caught up with the two front runners. Then, with
seconds left, he surged ahead, passing the others just
before the finish line to win the gold. Today, Mills
remains the only American to have ever won an
Olympic medal in the 10,000 meter race.

After the Olympics, Mills finished his Marine career as
an officer assigned to the Department of the Interior. He
later became a successful life insurance salesman, then
switched career to become a professional speaker. He and
his wife Pat live in Sacramento, California, where Mills
owns and operates the Billy Mills Speakers Bureau.

Mills also uses his speaking skills as an advocate for
and role model to young Native Americans. He is the
national spokesman for Running Strong for American
Indian Youth, a non-profit organization that helps com-
munities with self-sufficiency programs, housing, educa-
tion, food relief, youth activities and cultural identity
projects. He has presented testimony before the Senate
Indian Affairs Committee about the challenges that face
American Indian youth and served as the National
Chairman for American Indians under U.S. presidents
Reagan and Bush.

In 1984, Mills’ life was made into a major motion pic-
ture, Running Brave. He has written a book, Wokini: Your
Personal Journey to Happiness and Self-Understanding, which
blends traditional Native American beliefs with modern
positive thinking principles.

“The ultimate is not to win,
but to reach within the depths
of your capabilities and to
compete against yourself.”

— BILLY MILLS

Using an easy, down-to-earth speaking style, Mills
speaks to corporations, schools and various organizations,
urging his audiences to cling to a personal philosophy
that will help them achieve their goals.

In one of his signature speeches, Mills tells his audi-
ences that before he was even halfway through his gold-
medal race, he decided to quit because of pure exhaustion
and lack of confidence. But while looking for an incon-
spicuous place along the track to drop out, he thought of
his wife sitting in the stands, supporting him as she had
through all his training, and through his difficult days at
college. “We had a goal and I was pursuing it, and there
was really no way that I could quit,” he says. So he pressed
on. Again, he tells audiences, near the end of the race and
in third place, he momentarily decided that was good
enough; he would accept the bronze medal. Then he
remembered he was committed to doing his best; he need-
ed to give it his all. “Don’t quit... one more try... I can



win... I can win...” he thought. “And the next thing I
remember,” Mills says, “I broke the tape.”

Because he had not even been on the list of the top
10 runners, a Japanese Olympic official rushed over to
him and asked, “Who are you? Who are you? You won!”
For the first time, Mills says, he was able to look some-
one directly in the eyes and say who he was with com-
plete understanding and confidence.

“We have this incredible opportunity to look some-
body in the eyes and to tell them who we are,” Mills says
to his audiences, an urgency in his voice. “The ultimate
is not to win, but to reach within the depths of your
capabilities and to compete against yourself to the greatest
extent possible. When you do that, you have the dignity.
You have the pride. You can walk about with character
and pride no matter in what place you happen to finish.”

' ELIE WIESEL:
Messenger to Mankind

He is not a speaker in the modern
sense, nor an orator in the classic
sense. He gives very little thought
— if any - to lectern technique. Of

’J some of today’s successful speak-
ers, it may be said their style is
_— often the bulk of their substance. But
for Elie Wiesel, the reverse is true: It is his message that
drives his method.

As a survivor of World War II concentration camps,
Wiesel has spent more than 40 years bearing witness
against cruelty and indifference. He does so not through
stirring rhetoric or heart-pounding presentations, but
with soft-spoken commentary and earnest questioning
that compels his audience to ponder rather than reply.

“My whole life has been devoted to questions, not
answers,” he told journalist Bill Moyers in a 1990 tele-
vised interview. “I have read probably every single book
on [the Holocaust]. Each time I say to myself, ‘Now I'm
going to find something.” But the more I read, the less |
understand.”

In 1943 he was a 15-year-old boy, imbued with the
ancient teachings of his faith and destined, so it seemed,
to become a great rabbi. Then, without warning, Elie
Wiesel, his parents, three sisters and their entire Roman-
ian village of almost 15,000 Jews were deported in cattle
cars to Auschwitz, Poland. Soon afterward, Wiesel and
his father were transferred to Buchenwald, where the
boy watched his father die of dysentery and starvation.
Two years later, upon liberation, Wiesel learned that his
mother and youngest sister had died in the Auschwitz
gas chambers.

For ten years Wiesel worked odd jobs, went to school
and eventually worked for several Paris-based newspa-

pers. Of what he had seen in the death camps, however,
he said not a word.

“In those years, it was very difficult to talk about the
subject,” he now explains. “I grew up in a mystical
atmosphere, believing in silence, so I tried to use what I
learned to purify the words, to purify language.” When
at last he felt ready to “unite the language of humanity
with the silence of the dead,” he wrote a novel, Night,
whose narrator, a teenage boy, is witness to a multitude
of Nazi atrocities.

Since that time Wiesel has written more than 30 books
and lectured throughout the world on behalf of human
rights. Currently a professor at the University of Boston,
his language and manner are intense, austere, and - like
this passage from Night — almost hypnotic: “Never shall
forget that night, the first night in camp, which has
turned my life into one long night... Never shall I forget
the little faces of the children, whose bodies I saw turned
into wreaths of smoke beneath a silent blue sky.”

Although his demeanor is that of a courteous academ-
ic, Wiesel is no stranger to controversy. In April 1985,
soon after it was announced that President Reagan
would make a reconciliatory visit to the graves of
German soldiers — many of them SS troups - in Bitburg,
Germany, Wiesel was invited to the White House to
accept the Congressional Gold Medal of Achievement. A
national television audience looked on as Wiesel accept-
ed the award, then asked the President to alter his plans.
“The issue here is not politics, but good and evil. And we
must never confuse them, for | have seen the SS at work
and I have seen their victims.” His diplomatic choice of
words was criticized by some, but few understood the
anguish Wiesel had felt in having to publicly challenge
the president — or his despair afterward in thinking he

“I wanted to give the
victims a voice.”
— ELIE WIESEL

had failed. Except for a hastily added sidetrip to a con-
centration camp, the presidential itinerary remained
unchanged, but Wiesel’s plea continued to resonate long
after the presidential tour had ended.

In 1986 he received the Nobel Peace Prize. In award-
ing the prize, Egel Aarvik, Chairman of the Nobel
Committee, said that “Elie Wiesel has emerged as one of
the most spiritual leaders and guides in an age when vio-
lence, repression and racisim continue to characterize
the world... Wiesel is a messenger to mankind. His mes-
sage is one of peace and human dignity. His belief that
the forces fighting evil in the world can be victorious is a
hard-won belief.”

Three months later Wiesel and his wife Marion estab-
lished the Elie Wiesel Foundation for Humanity. The
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Il five of our Outstanding Speakers

were asked to answer six questions
regarding speech. Here are some valuable
tios from the four who responded:

What do you consider your greatest strength as a
speaker and communicator?
Kenneth Blanchard: My sense of humor and storytelling
ability. People learn best when they are enjoying themselves
and when the information ties into a memorable story.
Billy Mills: As a speaker, | recognize the audience’s
common interests and can share several analogies that
the audience can identify with.
Diane Sawyer: Only passion for the content — whether
it's journalism, women's health, day care. The opportunity
to excite people about what you love.
Elie Wiesel: My reluctance to speak.

i
S /rom the

Oufsfanaény

If you could improve one aspect of your speaking
style, what would that be?
Blanchard: To end on a real high. Sometimes | end a
speech three or four times but never quite finish it off. It's
amazing how often you can get a standing ovation with a
rousing ending.
Mills: To communicate the depth of what | want to say in
as few words as possible.
Sawyer: I'm still a procrastinator, writing in the cab on the
way to the event. A little preparation would calm the nerves.
Wiesel: All aspects.

Which do you consider to be the best speech
you've ever given? Why?
Blanchard: A baccalaureate talk at my alma mater Cornell
University a few years ago. My son Scott was a fifth gener-
ation Cornellian, so that institution has a special place in
my heart. The auditorium | spoke in was one of my favorite
places to hear lectures and concerts. The nostalgia had
me higher than a kite and giving my very best.
Mills: It has not been delivered yet!

Sawyer: Informal ones, with great questions and a
chance to learn together.
Wiesel: Who am | to tell?

Have you had any role models when it comes to
public speaking? If so, who?
Blanchard: My father — he was a naval officer who retired
as an admiral. Throughout the Navy he was known as a
great speaker. He was asked to emcee many a large Navy
function. Dad was the one who taught me about humor
and storytelling and was a great model. Another [role
model] is Norman Vincent Peale. He continued to enthrall
audiences until he died quietly at home on Christmas Eve
at age 95. Norman was a wonderful inspiration and model
not only as a speaker but as a human being.
Mills: In the area of public speaking my role models are
Chief Seattle and Bob Richards.
Sawyer: We grew up studying the Presidential press
conferences. At their best, they were brilliant.
Wiesel: | am not seeking to emulate anyone.

What do you consider to be the single most im-
5 portant element of an effective speech?
Blanchard: Focusing your energy and content. Too many
speakers try to tell everything they know about a subject.
Pick a few key concepts, present them with humor and
sprinkle your speech with warm human stories.

ea/é ers

Mills: Being able to draw the audience into a story you are
sharing and having them live the experience you are relat-
ing... to feel all the emotions: the joy, fears, doubt, beliefs,
the lows and highs that the story is taking them through.
Sawyer: A clear point, vivid language, strong emotion.
All three. And some laughter.

Wiesel: Brevity.

What would be your first advice to anyone want-
ing to become a better communicator?
Blanchard: Join Toastmasters and take every opportuni-
ty to get on your feet and talk to groups. Becoming a
good speaker is a matter of “times at bat.” The more you
speak the better you will become.
Mills: Identify the issues you feel strongly about and rely
on the passion within you to help you communicate. If
properly used, this passion can empower you beyond
your wildest dreams!
Sawyer: Research and cherish the material. Think about
what you love — know yourself.
Wiesel: Learn to listen.
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foundation’s first project, “Facing the 21st Century,” was
an international symposium of Nobel Laureates convened
by Wiesel in Paris. Time magazine editor Lance Morrow
noted “It was Wiesel’s moral authority that brought
together Vaclav Havel and Nelson Mandela; Jimmy Carter
and Francois Mitterrand; the authors Gunter Grass and
Nadine Gordimer; Chai Ling and Li Lu, leaders of the
democracy movement in Tianamen Square.”

Subsequent conferences have worked to advance
human rights and peace, as did a discussion forum
presided over by Wiesel last year in Venice, Italy, which
convened youth leaders from Africa, Bosnia, Ireland, the
Middle East, the United States and other nations.

Through the foundation, his association with the
United States Holocaust Memorial Center/Holocaust
Museum in Washington, D.C., and his many lecture
appearances, Wiesel continues to keep the tragedy of
oppressed peoples, both past and present, before the
world’s conscience. Mindful, however, of ever-changing
public tastes, he is careful not to overstate. “Many peo-
ple do not realize that I actually speak very little about
the Holocaust. The subject is so sensitive that I'm con-
stantly aware of the possibility of its being trivialized...
That is among the unspoken tragedies of our age. Our
century is the noisiest in human history. Never before
has there been a time of such tumult - so many people
talking, so much shouting — with so little being said and
so little inclination to listen.”

His themes, then, tend to be spare and life-affirming:
“Respect learning. It is for the soul and can make a dif-
ference in life.” And the message he would most want to
be remembered for in the next century?

“For people to be against indifference, to do any-
thing, to be committed to something.”

DIANE SAWYER:

Poise Under Pressure

Whether she conducts a live inter-
view with a world leader or con-
fronts scam artists via hidden cam-
era investigations, Diane Sawyer
comes across as both authorative !
and appealing - “The most suave “=. J

TV interviewer in America,” in the words

of an admiring writer for Esquire magazine.

“She always wants to climb a new Mount Everest,”
says an ABC executive of his network’s much-admired
news anchor.

People magazine sums her up as “an intriguing combi-
nation of fairy princess, tough dame, workhorse and
scholar.”

“Then there is the rich, honeyed voice, husky and
authorative, but free of the severe tone affected by some
females in TV news,” writes Time correspondent Richard

Zoglin. “As a reader of the news, she is masterly; busi-
nesslike but warm, her eyes now wide with the drama of
the day, now crinkling ever so slightly with concern. Diane
Sawyer doesn’t just deliver the news, she performs it.”

Ranked as one of the top broadcast journalists in the
United States — and, with a reported $7 million-a-year
contract, certainly one of the best paid — Diane Sawyer
co-anchors the ABC news magazines Prime Time Live and
Turning Point. During the past few years she has won a
number of journalistic awards and led Prime Time Live on
a comeback with her determined style and tough report-
ing. She conducts high-profile interviews and the show's
trademark hidden-camera investigations that in recent
years have focused on subjects such as toxic waste dis-
posal, errors in the medical field, public school bureau-
cracy, age discrimination, fraud in the diamond industry
and the unethical practices of televangelists, attorneys,
daycare providers and car salesmen.

“Interviewing is about
using good instincts, about
listening and curiosity.”
— DIANE SAWYER

Known as a gifted storyteller and interviewer, she
avoids the confrontational interviewing techniques used
by many of her professional colleagues and believes in
probing gently; in being smart rather than tough. “I
think you really have to use your instincts,” she says.
“Interviewing is about using good instincts, about listen-
ing and curiosity.”

She sees interviews as “explorations of character:
Within a single interview, you and the subject may go
through a whole range of reactions to each other, but |
really don’t go in with a strategy that says I'm going to
beat up a little here and then smooth it over a little
there.... My mission is to try to take that kinetic, uncon-
trollable, unpredictable encounter that is the live inter-
view and make it probing and persevering and penetrat-
ing and engaging for the person who is doing it, for
myself, and, therefore, for the person who is watching.”

The secret to her interviewing technique, she says, is
“to overcompensate.” She prepares thoroughly by read-
ing the extra book and making the extra phone call.
With her gracious and disarming manner, Sawyer often
catches her subjects off guard and elicits from them
unusually revealing remarks.

In a 1989 Time magazine interview, Sawyer said, “I
really love what you learn every day in the business. I
love the breathtaking way we walk into people’s lives
and ask them anything we want and then leave. For a
moment you have available to you the whole universe of

(Continued on page 20)
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How this 53-member club
in London, England, maintains
its strong membership.

BY LES KING, CT

ost Toastmasters clubs

want to recruit new mem-

bers. Not simply for points
or awards, but because bigger attendance
produces better meetings. Rather like hav-
ing a party, a good crowd creates a
good atmosphere. Even a well-attended
club can benefit from a steady

influx of new personalities

and new ideas.

However, there is no point in
recruiting new members until you
know what to do with them. And

Al
growth should never be at the iq
expense of existing members. ¢y

My home club, The London Athen-
ians Speakers Club 7365-71, is quite a
young club. Before we started recruiting, we knew we
needed to create an efficient organization. We needed to

establish effective financial control, develop a mentoring
program and, most importantly, ensure that the meet-
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ings were worth attending. Only then were we ready to
recruit new members.

RECRUITMENT SOURCES

Friends and colleagues of existing members are an obvi-
ous source of new members. However, I find that rela-
tively few members actually do bring guests — perhaps
because people’s natural reserve precludes the “pes-
tering” of friends. It is therefore important that members’
guests are treated with respect and not given the “hard sell”
the moment they walk through the door. The Toastmasters
training program is excellent and usually sells itself, mak-
ing excessive sales pressure counter-productive. It's best to
concentrate on just providing information.

PUBLIC RELATIONS

A far better method of generating potential members
is to let the outside world know about our club’s
existence.
There are many opportunities for doing this.
A great deal can be done with properly directed
energy and enthusiasm:

Posters - My club has
always done quite

{ well with posters in
," local libraries. We are
i PRSI W / currently organizing
/ the placement of posters
/ on every public notice
} / board in the community,
U/ including council offices,
'\ / hotels, churches and adult
' / education centers. Anybody

,/ with access to a computer can

' produce a respectable poster at

\ V4 minimal cost. Posters also can be

———y sent to local businesses and members

,—'/ can display them at their place of work,

/ social clubs, fitness or leisure centers.
: Th

¢ Toastmaster Magazine - Although it is pri-

marily American in style, The Toastmaster magazine
gives a good feel for what the Toastmasters program is all
about. Spare copies can be distributed to places such as
library reading rooms and doctors’ waiting rooms with a
sticker on the front providing information about your club.

e

Advertisements - In Britain, most local newspapers
have a free diary, calendar or events column for things
of interest to the community. Toastmasters should be
mentioned in every one of them. The response may not
be great, but an occasional guest justifies the small effort
involved. You never know, that one guest could be your
future district governor!
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Press Articles — Press articles are a wonderful
source of free advertising and most local
newspapers are delighted to accept material of
interest to the community. Write and submit your
own articles or send a press release inviting a
reporter to your club meetings and special events.

Whatever your trade or profession, there probably is an
appropriate publication to which you could submit arti-
cles or meeting notices. Articles should be slanted toward
the trade concerned, and the benefit of better speaking
skills in that particular profession should be emphasized.

In the past year, our club has appeared in a national
newspaper, various local papers and trade publications.
During one week we appeared in no less than three publi-
cations. The beauty of trade and national press is that you
can submit essentially the same article to several different
publications and — with any luck — the Toastmasters organi-
zation as a whole will receive publicity.

External Speaking - The Athenians Toastmasters club
recently organized a presentation to a joint meeting of
the British Computer Society and the Institute of Data
Processing Management (IDPM). This was followed up
with an article in the IDPM Journal and similar presenta-
tions for other branches of these organizations. What-
ever your trade or profession, communication skills are
usually the key to success, so the members of many pro-
fessional organizations could benefit from Toastmasters
presentations. Other organizations also may be interest-
ed in this kind of presentation.

Each Toastmasters club has many experts on a wide
range of subjects and could easily provide speakers for all
sorts of special interest groups. For example, one of our
members has been booked to address a branch of the
IDPM on the subject of “teleworking.” This will be good
practice for him and excellent promotion for
Toastmasters and our club.

Personal Recommendation (Contacts! Contacts! Con-
tacts!) — As any marketing expert will tell you, the easiest
method of obtaining business is by personal recommen-
dation. Every club can capitalize on the contacts of exist-
ing members.

Internet, E-mail and the World Wide Web - Anyone
not presently living on the moon knows that the
Internet has suddenly become very fashionable. But
most importantly, the Internet provides a relatively inex-
pensive and efficient means of transferring information
among some 30 million users worldwide. E-mail mes-
sages can be prepared off-line and then transmitted
worldwide in a few seconds at local call rates. This has
obvious potential for advertising, but I do think it wise
to limit transmissions to personal contacts. Although E-
mail can be discarded at the touch of a button, there are
those who object to “junk” mail.
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World Wide Web pages can be used to dis-

ek play club information. Free WWW pages for

L '? non-commercial use are now available from

CompuServe and other Internet service

providers. The information on them may be

changed at any time, and links can be incorporated

so the reader can send E-mail or jump directly to
other WWW pages at the touch of a button.

Direct Mail - Direct mail is the one activity mentioned in
this article involving the expenditure of significant funds
(significant for a Toastmasters club, anyway). With direct
mail, the response is likely to be 1 or 2%, so you need to
distribute a few thousand pieces rather than a few dozen,
but the results may prove successful in bringing in new
members you otherwise wouldn’t be able to reach. We are
working on a plan to share the cost of a 15,000 piece dis-
tribution among five London Toastmasters clubs. It will
cost about 50 pounds each, but is likely to produce 300
guests between the five clubs. We don’t have any guaran-
tees, but if we don't try, we’'ll never find out!

SO DON'T JUST SIT THERE - KEEP SPREADING THE WORD!

As Toastmasters, we do not lack ideas as much as we
tend to lack execution. Since we all have a limited
amount of time to spend on these activities, the secret is
to spread the load, involve as many people as possible
and cooperate with other clubs when appropriate. A
highly-motivated management team has been crucial to
our club’s success. Thanks are due to evervone who has
supported the club by participating in meetings or sim-
ply by helping out when they could.

When everybody does a little - we achieve a lot! @
Les King. CTM is President of The London Athenians
Speakers Club. He can be reached via E-mail at 101640,
2041@compuserve.com. The Athenians WWW page can
be accessed on http://ourworld.compuserve.com/home-
pages/london_ athenians_toastmasters.

THIS CHRISTMAS GIVE YOUR FAMILY AND FRIENDS
THE KEY TO SUCCESS
Word Power: Vocabulary for Success - Discover
the words used by America’s most successful leaders!

“an effective and manageable guide” -R. W. Smith,
Chrmn. & CEO, Bell Atlantic Corp.

“an invaluable tool in the realm of communications™
-R.G. Torricelli, US Congressman (NJ)

Read Word Power: Vocabulary for Success
by Charles Ickowicz. 170 pg. pbk. $7.95 + shipping.
Call Toastmasters (714-858-8255) or call 800-356-9315.

3t 30 Day Money-Back Guarantee at




By Jill Rowlands, DTM

-~ Tips for Vacation and Holiday Slumps

HISTORICALLY, CLUB ATTENDANCE AND MEMBERSHIP DRIVES TAPER
off during vacation periods and holidays. Your club can get
through these slumps with the help of some proven tips.

These include:

m Inviting guest speakers and evaluators

m Extending contest preparation time and practice sessions

m Presenting Success/Leadership modules
m Holding joint meetings with other clubs
m Designing creative theme meetings.

HAVING GUEST SPEAKERS at a time of low attendance
gives members a unique opportunity to question and
learn from the speaker on a more intimate level. A small-
er audience tends to be a more attentive audience.

HAVE SPECIAL MEETINGS FOCUSING ON ONE PART
OF AN UPCOMING SPEECH CONTEST. For example, in
preparation for the evaluation contest, the club could
schedule three or more evaluators (depending on the
attendance level) for one brave speaker. The agenda also
could include a Toastmaster and a Timer.

In preparation for the Table Topics contest, you may
want to schedule a meeting full of Table Topics, includ-
ing two Topics Masters. Make the questions interesting
and amusing, hand out judging forms for members to use
(and get familiar with), and have fun. This reduces the
pressure of filling so many positions and gives members a
break. With this method you can bring some highly
trained members to the club and area contests!

OFFER A WORKSHOP ONCE A MONTH. This relieves
the other members from a duty, helps the presenter gain
new skills, and provides the club a membership-building
tool to attract guests. Most Success/Leadership modules,
when followed properly, carry themselves regardless of
the skill level of the presenter. However, it's best if the
presenter has at least CTM-level skills.

CONSIDER HAVING JOINT MEET-
INGS WITH ANOTHER CLUB. You
can promote these events and target
prospective members by calling it a
“Demonstration Meeting: Open to the
Public.” Shy visitors will come to demon-
strations if they know they won't be put
on the spot.

REGULAR THEME MEETINGS WITH

FUN CREATIVE TOPICS or current

issues related to the group can fill up

meetings. While members may com-

plain about the idea of having a
reverse order meeting (timing reports first, evaluations,
then speeches, and Word of the Day last), these types of
programs add spice and freshness to the meetings and
enhance creative thinking skills. The key is to have some-
thing different from the regular routine.

While creative membership building ideas are enacted,
don't forget to recognize dedicated club members. Give
awards for those reliable members who regularly attend
club meetings, come prepared or fill in without notice.
You can call them the Preparedness Award or the A.R.T.S.
Award - for Always Ready to Serve. Members who feel
appreciated will have a stronger bond to the club.

If your club does not have a low membership dilemma,
help one who does! See your area or division governor for
a list of clubs to help. Helping another club gives your
members opportunities to increase their skills in front of
a different audience.

All of these opportunities can relieve the pain of low
attendance during vacation and holiday slumps. But,
more importantly, variety in club meetings is compatible
with the mission of the club and helps members follow
their personal goals. Make it a habit to look on each of
these membership opportunities and meeting enhance-
ments as The Toastmasters Thing To Do!

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

THE TOASTMASTER = DECEMBER 1996 1




THE FIVE OUTSTANDING SPEAKERS OF 96 - DIANE SAWYER
(Continued from page 15)

a person’s life; the pain and the suffering and the joy
and the struggle. You can learn from it and take it with
you, and then come back the next day with somebody
else. That’s what I like to do.”

But great interviewing skills and journalistic creden-
tials aren’t enough to warrant one of the highest salaries
in the TV news business. The crucial quality is on-cam-
era charisma; to attract viewers, high ratings and net-
work advertisers. With her polished and articulate deliv-
ery, soothing voice and glamorous looks, Sawyer does it
all. As a result, when her contract with ABC expired in
1994, she was courted by all major U.S. news stations in
a much publicized bid for her star power. She opted to
stay with ABC and her successful Prime Time Live show,
and was offered an unprecedented salary and her pick in
prime time exposure.

Sawyer reached the top with the classic blend of tal-
ent, drive and hard work. Born in 1945, she grew up
with her parents and older sister in Louisville, Ken-
tucky, where she attended public schools. Her father
was a county judge, her mother taught elementary
school. In her senior year in high school, Sawyer won
first place in the annual national Junior Miss contest,
much as a result of her poise in the final interview. She
says winning the Junior Miss title was “a frightening
experience, but there was education in the terror,” for
as she traveled around the country making public
appearances, she learned to think on her feet and to
speak extemporaneously.

She attended the prestigious Wellesley College on a
scholarship and, after graduating with a bachelor’s
degree in English, reportedly “talked her way into” a job
as a “weather girl” and part-time reporter for a Louisville
television station. To compensate for her lack of meteo-
rological experience, the enterprising young reporter

attempted to liven up the highs and lows of her weather
reports by quoting from appropriate poems. Her initia-
tive and composed performance on the air soon earned
her a promotion to full-time correspondent,

In search of new challenges, Sawyer moved to
Washington, D.C., landing a job as assistant press secre-
tary in the Nixon White House. She was quickly promot-
ed and eventually became a staff assistant to President
Richard Nixon. As the Watergate scandal unfolded and
Nixon resigned from office in August 1974, Diane
Sawyer was among the staff members asked to accompa-
ny him to his home in San Clemente, California. She
accepted out of loyalty and spent four years working
closely with Nixon on his autobiography, R.N.

Returning to the nation’s capital in 1978, Sawyer
signed on as a general assignment reporter with the
Washington bureau of CBS News. To combat criticism
that her political connections had tarnished her credibil-
ity as a reporter, she became known as a tireless worker
who would go anywhere for a good story. Again, she was
quickly promoted to correspondent and co-anchor of the
show, Morning With Charles Kuralt, and ultimately, in
1984, to the all-male team of reporters for the renowned
60 Minutes news magazine.

A self-described “dreary believer in self-improve-
ment,” Sawyer is an avid reader of books on a wide vari-
ety of subjects. Married to film director Mike Nichols,
she enjoys a glamorous lifestyle that sometimes threat-
ens to overshadow her journalistic accomplishments. No
need to worry. Surveys show that Americans listen to
her, respect her and trust her. According to industry ana-
lysts, Diane Sawyer still hasn’t reached her potential:
They predict she might just become the first woman in
the U.S. to successfully anchor a nightly news show. @

Editor’s Note: See next page for a ballot form for next year’s
Outstanding Speakers. Don’t forget to cast your vote!

lub Series

Ne/‘;"j ( :The Successful

Modules in this series address the subject of
quality Club meetings and offer tips on attracting
and maintaining a healthy membership.

The Moments of Truth - How to recognize and deal with situ-
ations critical to Club success, from a visitor's first impressions to recogni-
tion of member achievement. Includes Club evaluation chart.

290 - SCRIPT AND 10 OVERHEAD TRANSPARENCIES - $10.95
290-A - SCRIPT ONLY - $2.95
290-B - ADDITIONAL CLUB EVALUATION CHART - 35¢

Finding New Members For Your Club -

Ways for helping you seek out those vital new members!

291 - SCRIPT AND THREE OVERHEAD TRANSPARENCIES - $3.50
291-A - SCRIPT ONLY -$2.25

Evaluate to Motivate — Give an evaluation that benefits the
speaker and the audience.

292 - SCRIPT AND THREE OVERHEAD TRANSPARENCIES - $3.50
292-A - SCRIPT ONLY - $2.25

Mentoring — New! A mentor program offers many benefits for your

Club and its members. This program defines mentoring, explains benefits,
and discusses responsibilities of mentors.

296 - SCRIPT , 11 OVERHEADS AND CLUB MENTOR PROGRAM KIT (Cat. No. 1763) - $14.95

296-A - SCRIPT ONLY - $2.95

Call (714) 858-8255 to place your order, or fax your request to (714) 858-1207.
Shipping charges will be added to your invoice. Prices valid through

May 31, 1996.

%1 TOASTMASTERS INTERNATIONAL

P.O. Box 9052 * Mission Viejo, CA 92690
(714) 858-8255 « (714) 858-1207
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Each year Toastmasters International selects and offi-
cially honors Five Outstanding Speakers, one each
from specific categories listed on the ballot below. By rec-
ognizing individuals for their communication skills, we
hope to create greater public interest in, and understand-
ing of, the art of speechmaking.

You are invited to fill in the nomination form below
and send it to World Headquarters. The Board
of Directors will review the nominations re-

Vote

B
ceiving the most votes and select the Five
Outstanding Speakers. The final list of names
will be published in The Toastmaster and
announced via press releases to the media.

DRAWING A BLANK? Who do you think best exemplifies excellence in public speaking? Just to break the ice, we've
listed the names of some prominent speakers you may wish to consider when marking your ballot. But since this is,
at best, a limited listing, we encourage you to vote for whomever you feel best meets the judging criteria.

® Steve Allen - humorist, author and
television personality. storyteller

B Spalding Gray - author, actor and

B Patrick Reynolds - anti-smoking
activist

® Christiane Amanpour - foreign corre- @ Vaclav Havel - president of the Czech ~ ® Ann Richards - former governor of

spondent with CNN and “60 Minutes” Republic
B Tony Brown - PBS talk show host
B William E. Buckley - political commentator
® Dr. Barbara de Angelis - radio talk football coach
show host, psychologist and author
B Elizabeth Dole - American Red Cross

® Dr. Dean Edell - syndicated radio

® John Hockenberry - reporter,
advocate for the disabled reporter
B Jimmy Carter - former U.S. president ® Lou Holtz - former Notre Dame

® Michael Jackson - award winning
radio commentator
president B Clive James - BBC commentator

Texas
® Cokie Roberts - National Public Radio

B Dr. Laura Schlessinger - radio talk
show counselor and author

B Bernard Shaw - TV journalist

B Margaret Thatcher - former British
prime minister

B Charles Kuralt - media commentator ~ ® Terry Waite - human rights activist

doctor B Robert MacNeil - TV news journalist ® John Walsh - advocate for missing
® Linda Ellerbee - media commentator ® Lynne Martin - former Secretary of Labor children

B Mary Fisher - founder, Family AIDS

Network commentator
B Betty Ford - former U.S. First Lady
B Rev. Franklin Graham - evangelist

B Charles Osgood - TV and radio

B Anita Perez Ferguson - president,
National Women's Political Caucus speaker

8 Christine Todd Whitman - New
Jersey governor
W Zig Ziglar - author, motivational

JUDGING CRITERIA - The nominees' abilities as “outstanding speakers” will be evaluated in terms of message and delivery. A great speaker has “some-
thing to say,” so factors such as importance, timeliness and relevance of the message to the audience will be considered. Nominees will be selected based
on their achievements or contributions in the seven areas listed on page 9. Please Note: This vear’s Outstanding Speakers and those from previous years are
not eligible for nomination. All ballots must be postmarked by Saturday, March 1, 1997,

Outstanding Speakers Bal

1. COMMERCE AND INDUSTRY
Nominee

I think this person is an Outstanding Speaker because

2. GOVERNMENT
Nominee

I think this person is an Outstanding Speaker because

3. INSPIRATIONAL OR MOTIVATIONAL
Nominee

[ think this person is an Outstanding Speaker because

1]

4. EDUCATIONAL OR SOCIAL
Nominee

I think this person is an Outstanding Speaker because

5. MASS MEDIA OR ARTS
Nominee

I think this person is an Outstanding Speaker because

Submitted by:
Club/District No.:

Please mail this form by March 1, 1997 to:
Toastmasters International, P.O. Box 9052, Mission Viejo, CA 92690
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length, originality, tu:mng and proté'sts

I 0 N A L

L Y P Ty

In addition, attend the pre-contest briefing for all contestants, held by the contest chairman, who will tell you when
the briefing of rules and procedures will be held. During the briefing, contestants draw for speaking positions and
become familiar with the speaking area. This is your opportunity to ask any questions about the contest.

Familiarity with contest rules and procedures often makes the difference between winning and losing. Be a winner -
know the rules and procedures. -

PURPOSE

A

To provide an opportunity for speakers
to improve their speaking abilities and
to recognize the best as encouragement
to all.

To provide an opportunity to learn by
observing the more proficient speakers
who have benefited from their
Toastmasters training.

APPLICABILITY

These rules, unless otherwise noted, apply
to all Toastmasters speech contests which
select contestants for the annual
International Speech Contest, which is con-
ducted in English only. These rules may not
be supplanted or modified, and no excep-
tions may be made.

SELECTION SEQUENCE

A

Club, Area, District. Each Club in good
standing may select a contestant to
compete in the Area contest. An alter-
nate should also be selected. The Area
speech contest winner then proceeds to
the Division contest (if applicable). The
Division winner then proceeds to the
District contest. Should an Area or
Division contest winner be unable to
participate in the next level contest, the
highest placed available contestant will
advance to that level. NOTE: The
District contest chairman informs
World Headquarters of the name and
address of the winner and alternate in
the District contest. Information con-
cerning the Regional contest is then
mailed to the winner and alternate.

B.
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In those Areas with four assigned Clubs
or less, Districts have the option to
allow the two highest placed available
contestants from each Club to compete
in the Area contest. In those Divisions
with four assigned Areas or less,
Districts have the option to allow the
two highest placed available contestants
from each Area to compete. In Districts
with four assigned Divisions or less,
Districts have the option to allow the
two highest placed available contestants
from each Division to participate in the
District contest.

. Each Region shall select a winner and

an alternate. The contest chairman,
usually the first-year Director, informs
World Headquarters of the name and
address of the winner and alternate in
the Regional contest. Information con-
cerning the International Speech
Contest is then mailed to the winner
and alternate. Eight speakers, one from
each Region, compete in the
International contest. A ninth speaker,
selected in a special speech contest
among Districts outside of North
America, also competes in the
International contest.

4. ELIGIBILITY
A. To be eligible to compete at any level of

the International Speech Contest, an
individual must:

1. Be an active Toastmaster in good
standing of a Club in good standing,

2. Have completed at least six manual
speeches in the Communication
and Leadership Program manual.

3. If a new, dual, or reinstated mem-
ber, have dues current with
Toastmasters International.

B. Only one Kind of exception may be

made to the requirements listed above,
A charter member of a Club chartered
since the previous July 1 is eligible to
compete. (The Club must be officially
chartered prior to the Area contest.)

. The following are ineligible for compe-

tition in any contest: incumbent
International Officers and Directors;
District Officers (Governor, any
Lieutenant Governor, Division
Governor, Area Governor, Secretary,
Treasurer, or Public Relations Officer)
whose terms expire June 30;
International Officer and Director can-
didates; Immediate Past District
Governors; District Officers or
announced candidates for the term
beginning the upcoming July 1.

. The winner of the contest finals held

each August during the International
Convention is not eligible to compete
again at any level,

. Toastmasters who are members in more

than one Club and who meet all other
eligibility requirements may compete in
each Club contest in which member-
ship in good standing is held. However,
should they win more than one Club
International Speech Contest, the con-
testant may represent only one of the
Clubs at the Area level. No contestant
can compete in more than one Area
International Speech Contest, even if
the two Areas are in different Divisions
or different Districts.



F. A contestant must be a member in good
standing of the Club, Area, Division,
District, or Region being represented
when competing in a speech contest at
the next level.

be given to the chief judge at the H. Announcement of contest winners is
International contest. final.

6. GENERAL PROCEDURE
A. At the Club or Area level contests, a

7. TIMING OF THE SPEECHES

G. Each contestant must complete the A. Speeches will be five to seven minutes.

Speaker’s Certification of Eligibility and
Originality (form 1183) and submit it to
the chief judge prior to the contest.

SPEECH SUBJECT AND PREPARATION

A. Subject for the prepared speech shall be

selected by the contestant.

contest chairman, chief judge, at least
five judges, three counters, and two
timers are appointed. These appoint-
ments will be as far as practical at the
Club level, but required for the Area
level.

At the Division or District level con-
tests, there should be at least seven
judges or equal representation from the

A contestant will be disqualified from
the contest if the speech is less than
four minutes 30 seconds or more than
seven minutes 30 seconds.

. Upon being introduced, the contestant

shall proceed immediately to the speak-
ing position. Timing will begin with the
contestant’s first definite verbal or non-
verbal communication with the audi-

B. Contestants must prepare their own Afeds FOMpUMAR (M€ DIVISon o1 ence. This will usually be the first word

five- to seven-minute speeches, which District in a_ddltlon to a contest chair- uttefed b Hhie contettait, but would
must be substantially original and certi- Ia; Coek fuge; e Counten; and include agy other communication such
fied as such in writing to the chief HSHEIRGES. as sound effects, a staged act by another
judge by the contestants prior to the At the Regional or International con- person, etc.
presentation of the speeches (on form test, there should be at least nine judges ' )
1183, Speaker's Certification of or equal representation from the . Timers shall provide warning signal
Eligibility and Originality). Any quoted Districts or Regions respectively; no lights to the contestants, which shall be
material must be so identified during judge shall be a member of the Club clearly visible to the speakers but not
the speech presentation. represented by a contestant. In addition obvious to the audience.

C. All contestants will speak from the E%;EE:? lcu}?fierzlg;e gﬁ?élffyﬁlg l::dg??’ei 1. A green light will be turned on at
same platform or area designated by the ! o i five minutes and remain on for one

: . ; counters, and two timers are appointed. i
contest chairman with prior knowledge minute.
of all the judges and all the contestants. . Before the contest, contestants are 2. An amber light will be turned on at
The contestants may speak from any briefed on the rules by the contest ' six minutes and remain on for one
position within the designated area and chairman. Judges, counters, and timers Hiltitite
are not limited to standing at the are briefed on their duties by the chief ’
lectern/podium. judge. Contestants will then draw for 3. A red light will be turned on at
1, A leclerttinoainim il be-availibile their speaking position with the contest seven minutes and remain on until
' P ; chairman. the conclusion of the speech.
However, the use of the lectern/
podium is optional. . If a contestant is absemkfromfthe brief- 4. No signal shall be given for the
s ek ing, the alternate speaker, if present, overtime period.
% }Z;?{E’l%gg{;%] Eisxgg-crisézilytle; may be included in place of the primary P —
e 5 L e e e contestant. When the contest - ANy Sig 4 5 13 y
p p : : Toastmaster is introduced, if not pre- 1Equent aul IuSL e gLTEy 4 Mt
phore sheuld be made avallable, if sent, the primary contestant is disquali- of warning signal of his or her own
ible. It is suggested that the S o o qua choosing, which may be an audible
E?(Sescll-mounted ?ngicro e fied and the alternate officially becomes . %} : {r:ltest:Zt A
nondirectional. The selfction and - eoptesans: Where She pFimary ame aiwie.eci;l’ szvice rel u[il::; fgrro:ulcg
e OF S RilBne I opoinal for testant arrives and makes this known to . 3{’1&]13 q
eah Acititen the contest chalr_man and has fi]l gnal.
' . required paperwork in good order prior 6. In the event of technical failure of
3. All equipment will be available for to the introduction, and missed the the signal, a speaker is allowed 30
contestants to practice prior to the briefing, disqualification shall not occur seconds extra overtime before being
contest. Contestants are responsible and the primary contestant may speak disqualified.
for arranging their preferred setup in the drawn order, but waives the
of the lectern/podium microphone opportunity of a briefing.
?ﬁgﬁ;&g&%g{:eﬂt:é} dicqé“;t . Introduce each contestant by announc- 8. PROTESTS
the Tosstmster: g b ing the contestant’s name, Speech title, A. Protests will be limited to judges and
] speech title, and contestant's name. contestants. Any protest will be lodged

D, ‘Every participant must present an . There will be one minute of silence with the chief judge and/or contest
entirely new and different speech for between contestants, during which the chairman prior to the announcement
the Regional and for the International i il K thei of the winner and alternate(s). The con-

AR h judges will mark their ballots.
contests than given in any contest that . test chairman shall notify the contes-
same year. Up to and including the Contestants may remain in the same tant of a disqualification regarding orig-
District contest, contestants may use room throughout the duration of the inality or eligibility prior to that
the same speech, but are not required contest. announcement before the meeting at
to do so. . In contests with five or more partici- which the contest took place is

E. Winners of each District contest shall pants, a third place winner (if wanted), adjourned.

present a detailed outline of their win-
ning speech in the District contest to
the chief judge of the Regional contest.
Winners of the Regional contest will
prepare and mail to World Head-
quarters outlines of their District and
Regional winning speeches, which will

second place winner, and first place
winner will be announced. In contests
with four participants, a second place
winner and first place winner will be
announced. In contests with three or
fewer participants, only the first place
winner will be announced.

Before a contestant can be disqualified
on the basis of originality, a majority of
the judges must concur in the decision.
The contest chairman can disqualify a
contestant on the basis of eligibility.

C. All decisions of the judges are final.
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ARE YOUR
OLD' MEMBERS
SLIPPING AW

HERE'S HOW SOME SUCCESSFUL CLUBS KEEP THEIR MEMBERS INTERESTED

many members as you bring in? While wooing prospective
members, do you neglect those you already have?

Keeping members is probably even more crucial to the
health of your club and the personal growth of its mem-
bership than getting new members. Why?

B A constant membership base ensures a stronger club
foundation.

B Experienced members provide the backbone of your club.

B Incoming members have more confidence in a club
with built-in mentors or coaches and where policies
are well-defined.

Don’t take your members for granted. Keep your club
strong by keeping your membership intact. Here's how:

Stay in touch. People need to feel valued and accepted.
A club that can accomplish this will have loyal members.
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s a club leader, you'd probably stand on your head
and do back flips to attract new members. But what
about your current membership? Are you losing as

Assign a committee to call members who miss a
meeting. Call to offer encouragement or assistance to
someone who is scheduled to speak or who is nearing
the completion of an educational award. Send a note of
congratulations when someone meets a personal chal-
lenge, such as giving an Ice Breaker or getting a promo-
tion at work.

Charla Davis, an active member of Success For Singles
club 2330-12, in Ontario, California, attributes her dedi-
cation to her club in part to its telephone campaign. She
says, “When [ first joined this club, members would call
me up periodically and that made me feel so special.”
When members found out that her car was in the shop,
they even called to offer her a ride to the meetings. “I've
never had people be this caring,” Davis said. “It just
made me want to get more and more involved in the

. i
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club.” And now she’s involved in the telephone net-
work. She says, “No one in our group can say, ‘I would
have come to the meeting, but 1 didn’t have the money
or a ride.””

When a member shows signs of discontent, fails to
show up at meetings, neglects to pay dues or announces

X
ASS T
d =

-
solutions. You may be able to lure that persow*back into
the club.

Establish a club newsletter. A newsletter is an out-
reach effort that links members and makes them feel
appreciated and recognized. People like to know what's

BY PATRICIA L FRY, CTM = ILLUSTRATION BY ROBERT WAINWRIGHT

that he or she is leaving Toastmasters, contact the mem-
ber to find out why. Maybe this person no longer feels
challenged through the club. Perhaps he or she is feel-
ing overworked and overwhelmed because other mem-
bers aren’t carrying their share of the load. If you ignore
this person you've lost a member. Instead, talk to him
or her about concerns or problems and think of viable

going on. It also makes them feel a deeper sense of
belonging.

® Print club business, announcements and a roster of
upcoming events.

B Give highlights of previous meetings.

B Include a list of guests and new members.
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B Recognize members’ accomplishments both in and
outside the club.

B Interview members and publish member profiles —
this is a great way to encourage camaraderie.

B Ask members to contribute informative articles that
may help other members.

Challenge, entertain and “bribe” members. In

other words, keep them interested.

The LSI Speaks Club 7596-4 is a corporate Toastmas-
ters club through LSI Logic Corporation in Milpitas,
California, that organizes an annual raffle. Members earn
tickets for speaking, evaluating, helping out at meetings
and even for just showing up. Richard Preston, the club’s
Vice President Public Relations, said, “The idea was that
the more active a member was, the more tickets he had
and the more opportunity to win a prize.” Prizes are raf-
fled off at the club’s annual election meeting.

survey, under “Better Attendance,” members were given
five answer choices and a place for comments. The choices
to entice better attendance were: 1) Advertise more.
2) Have more phone and mail reminders. 3) Change the
meeting day. 4) Offer more advanced topics for seasoned
Toastmasters. 5) Offer free dues for perfect attendance.

Charla Davis agrees with the use of member surveys.
She says, “You can’t get so complacent that you assume
you know what the members want. We send out mem-
ber surveys at least once a month.”

Keep members involved. Make them feel needed

and useful. Everyone who comes to the club brings
something different and unique. Discover each mem-
ber’s strengths and areas of interest and employ them for
the benefit of the club.

The first night Davis attended a Success For Singles
Club meeting, she was approached by the Area Governor

“Maintaining a healthy club membership is like maintaining
a healthy body: you get out of it what you put into it.”

And the King of Clubs 447-6 in Roseville, Minnesota,
operates a speakers bureau through which members are
given opportunities to use their speaking skills.

Specialty meetings also go a long way toward main-
taining member interest. Star Performers Club 8452-68
in New Orleans, Louisiana, thrives on exciting meetings.
This past year, for example, the club had several theme
meetings based on events and holidays such as
Halloween, Christmas, Black History Month, Mardi Gras
and the New Orleans Jazz Festival. In those meetings, the
Table Topics, Word of the Day, and even the speeches
had the flavor of the designated theme.

A recent Star Performers Club meeting featured a
“grab bag event.” Willing participants were given an
object around which was wrapped a paper bag with a
speech outline written on it. Each speaker was given 10
minutes to create a speech around that object and out-
line. Objects could be anything from a stalk of celery to a
spark plug or a toy rubber duck.

Listen to your members. As an officer, don't get so

caught up in your own desires for the club that you
neglect to meet the members’ needs. Make it your busi-
ness to know what each member is seeking through his
or her Toastmasters experience and support them in
attaining it. Ask, listen and learn.

The leaders of Star Performers feel they can better
serve their members’ needs when they know what those
needs are. Periodically, the club’s executive board sends
out questionnaires asking members’ opinions about
meeting format, membership, accelerated speechmaking
and how to get better attendance. For example, in its last
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who said, “I understand you are a school teacher. We
want you to be very active in this club because we feel
you have a lot to share.” And share she did. One of the
things Davis became involved with was Youth Leader-
ship programs in schools and churches throughout her
community.

The LSI Toastmasters club sponsors a contest to encour-
age member participation. The membership is split into
two teams, each bent on earning the most points. Points
are given to team members who mentor new members,
bring guests, attend meetings and assume meeting roles.
Each member on the winning team is awarded a
Toastmasters pin and treated to lunch by the losing team.

Take responsibility. As a Toastmaster, you have a

responsibility to your club, to its members and to
yourself in your own membership role. It’s your respon-
sibility to get the most from your membership.

Rather than complaining to others when there’s some-
thing you don’t agree with, discuss the problem with
your club’s officers and suggest a solution. Participate to
the fullest, always seeking new challenges for yourself.
Become involved in the leadership of the club.

We should always stand ready to welcome guests to our
Toastmaster meetings, for new members add a new dimen-
sion to our clubs. But don’t be so focused on building a big
organization that you neglect the strength and stability
you have in your current membership. Maintaining a
healthy club membership is like maintaining a healthy
body: you get out of it what you put into it.

Patricia L. Fry, CTM, lives in Ojai, California.




15 TOASTMASTERS GROWING?

Since our organization’s beginning in
YESI 1924 we've grown from just a few mem-
®m bers to more than 170,000, meeting in
8,300+ clubs in about 60 countries. Where were we ten
years ago? Just 123,000 members in 5,700 clubs.
Maximum growth occurred during the 1980s, in
part becuase of the popularity of company-sponsored
Toastmasters clubs. During the early 90s, corporate
downsizing affected virtually all Toastmasters clubs.
Members were more pressed for time, and Toastmasters
participation was often high on the list of “optional”
activities. This climate prompted difficult times for
many Toastmasters clubs during the years 1993 to
1995
But now the organization is growing again! Last year
625 new Toastmasters clubs were organized, and during

the last dues period, membership increased nearly three
percent to 170,000.

You may wonder if all this growth is good for your
club? Yes, new members add variety, and they also bring
more new members! When a club has 20 to 30 members
it is easy to fill each week’s program and divide up club
responsibilties so members don’t “burn out.”

Is your club growing? If not, you may need a check
up. Moments of Truth is a terrific self-diagnositic pro-
gram that you can conduct during a club meeting. It
will help you recognize your strengths, and possibly
point out some areas that need improvement. If you
need specific membership building ideas or sample
membership programs your club can conduct, consid-
er buying a copy of the Membership Growth manual.
You can order either by calling (714) 858-8255.

MEMBERSHIP BUIL

DING MATERIALS
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he world is changing quickly, and so are the

expectations of today’s Toastmasters. These new
promotional materials have been designed to help
your Club attract the members you need to continue
succeeding. All are available for a minimal charge
from ‘Toastmasters International.

Better Communication is One Word Away

This brochure gives a quick summary of the benefits of
Toastmasters, featuring testimonials from Toastmasters and
celebrities. Each Club can request 10 free copies every six
months when placing a supply order. Additional copies are 20
cents each. Catalog No. 99

This attention-grabbing brochure describes symptoms of
the fear of public speaking, and how Toastmasters can help any-
one overcome it. Fifty cents. Catalog No. 100

To Be Successful it Only Takes One Werd

Targeted specifically to the on-the-go business person or pro-
fessional, this informative brochure outlines the features and
benefits of Toastmasters. Features testimonials from
Toastmasters and celebrities. Each Club can request 10 free
copies every six months when placing a supply order.
Additional copies are 20 cents each. Catalog No. 101

Bringing Successful Communication
into Your Drganization

Looking for a way to build support for Toastmasters within a
company or government agency? This folder contains a full
description of the features and benefits of Toastmasters, a list of
companies that support Toastmasters Clubs, and features testimoni-
als from notable business celebrities. Fifty cents. Catalog No. 103

From Prospect, to Guest, to Member

This booklet could really be titled “How to teach any member of
your club to sell the Toastmasters program.” It's a how-to jour-
ney through the new member recruitment process. Each Club
can request three free copies every six months when placing a
supply order. Additional copies are 25 cents. Catalog No. 108

All About Toastmasters

A complete description of both Toastmasters International and
Toastmasters Clubs: the features, benefits, history, etc. 25 cents.
Catalog No. 124

Call (714) 858-8255 to place your order, or fax your request to (714)
858-1207. Shipping charges will be added to your invoice.

Toastmasters International

" P.O. Box 9052 * Mission Viejo, CA 92690
(714) 858-8255 « FAX (714) 858-1207
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The following listings are ar-
ranged in numerical order
by district and club number.

ongratulations to these

Toastmasters who have
received the Distinguished
Toastmaster certificate,
Toastmasters International’s
highest recognition.

Stewart Kuehne, 3491-2
Ashok K. Jain, 1283-3

Arvid ]. Miller, 934-4

Charlie Rodgers, 683-5

Gene Cournoyer, 1487-6
Francilda Ann Venable Erickson, 4626-8
Edwin A. Keeney, 3463-9
Robert E. Viancourt, 2917-10
Richard R. Snyder, 2330-12
Patricia M. Glenn, 5439-12
Clayton Williamson, 1901-14
Angelika M. Bloch, 4465-14
Janet L. Talley, 6354-16
Michael O'Leary, 1833-18

Del O'Shaughnessy, 908-21
Donald R. Sellers, 2029-32
Larry V. Courtney, 1675-33
Donald C. Houle, 2326-33
Earl T. Akey, 1438-35

Michael A. Zier, 5377-36

John Cecil Pierce, 4806-37
Jana B, Barnhill, 6145-44
Gayle A. Hovorak, 8995-44
James B. Carvey, 6205-45

Anil Nirody, 8840-46

Ronald E. Giddens, 22-47
Joyce OQuellette, 3342-47
Garnet L. Cassell, 4541-47
Sylvia R. Humble, 2251-50
Jean Michel R. Duval, 2908-53
Maureen Ross Gemme, 2908-53
David S. Freedman, 3863-53
David Wilkins, 1869-56
Pamela K. Clayton, 6379-56
Patricia Molloy, 749-69

Hazel Lyn Jeary, 1281-69
Rowland Francis Fell, 9471-69
John Leslie Gibson, 1879-70
Jill Bucton, 6345-70

Keith Elwyn Bucton, 6345-70
Helen Keenan, 6573-71

Wim. C. H. van Schie, 1749-72
Horst Wegener, 3807-73
Elizabeth Ellen (Beth) Thomas, 6940-74
Perla C. Villamarzo, 6804-75
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~ fiTM Silver

ongratulations to these

Toastmasters who have
received the Able Toast-
master Silver certificate of
achievement.

Donald Wetzel, 53-11

Grace LeFeure, 105-12

Violet Gillen, 4062-12

Lowell H. Bamford, 9501-12
Reeta Sanatani, 6265-21

Carl P. Schwartz, 5558-25
Douglas E. Endicott, 1637-28
Dan R. George, 4506-28

Mary Beth Bruce, 3951-30

Doris B. Powell, 9546-30
Richard Lance Kull, 2946-37
Floyd V. Cothran, 1390-39

Leni Wedenig, 8391-42

Ray Crozier, 6026-47

Asha Goldberg, 4293-57

Gordon Eugene Parsons, S088-57
Paul McMichael, 2640-63

Brian Kevin Duckworth, 1921-70
Albert Cossettini, 5974-70
Sebastian Sabater, 9723-70

Zoe Hall, 3432-73

Eamonn Patrick Moran, 6780-73

AT Bronze

ongratulations to these

Toastmasters who have
received the Able Toast-
master Bronze certificate
of achievement.

Donald Eddy, 62-F

Howard Foren, 9509-2

Gloria Roka, 3198-3

Arvid J. Miller, 934-4

Edward C. Weiner, 1886-5
Margaret Speer, 4155-5

Sheryl Keizur, 2034-7

Brenda Schnmeyer, 4043-8
Ingrid Phillips, 6900-12
Lucille Chang, 7213-12

Stan Cottrell, 3412-14
Richard 1. Kolchin, 1914-18
Charles L. Austin, 3566-19
Edward Debuvitz, 5385-23
Stuart B. Gordon, 7064-26
Bruce Richard Hammer, 7342-32
David A. Schory, 6904-33
Irvine L. Phillips, Jr., 6990-33
Donald F. Wuethrick, 1816-35
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John Cecil Pierce, 4806-37
Eleanor G. Wolf, 1070-39
Bev Swan, 6279-42

Michael Blackburn, 3063-43
Laura DeBro Carter, 4496-43
Betty L. Blazier, 4269-44
Lauren ]. Erickson, 7250-47
John R. Nelson, Sr., 8345-47
Kevin 5. Lawrence, 2313-48
William F. Macsisak, 1190-50
Bruce A. Atkins, 2659-56
Noreen Barth, 207-57

Earleen Norris, 2056-57
Vicki Bitonti-Brown, 5622-57
Michiel M. Bagchus, 6716-60
William Spears, 2827-61
Victoria Filanovsky, 3279-61
Jerry Desgroseillers, 3319-61
Sylvia Fraser, 7258-61

Robert Karns, 639-62

Robert Rice, 1407-62
Thomas R. Martin, 1410-62
Love Sue Love, 1298-63
Cindy Carter, 5869-66
Anthony B. Bielby, 7894-69
Edger duBois, 7519-70
Cherie Pamela Hartwig, 7521-70
Janice Attrill, 2176-72

Baby E. Luat, 1164-75

ongratulations to these
Toastmasters who have
received the Able Toastmas-

ter certificate of achievement.

Jeffrey L. Chess, 37-F
Kathleen McGuinnes, 729-F
Robin Deschamps, 2387-F
Peter F. Kenton, 3230-U
Sherrie Simmonds, 3882-U
Alfred . Doyle, 5506-U
Ronald W. Leland, 4042-F
David P. Lee, 4244-F

Basil Poules, 5372-F

Kathy Williams, 7766-F
Richard Riegel, 7766-F

Edna Duffy, 9332-F

John R. Ortega, 1587-1

Justin Dwight Moore, 5433-2
Jack P. Krolak, 5448-2
Charlotte E. Groves, 6847-2
Michael W. Mahatfey, 9604-2
Roxanne Redd, 499-3
Richard L. Klauer, 1839-3
Victor T. Oshinsky, Jr., 2961-3
Josephine Russell, 4725-3
Bradley H. Graham, 6792-3
Cris Matthews-Lomax, 6911-3
Dwane Legg, 9145-3

Alex T. Shaner, 1577-4

John M. Cochrane, 126-5

Teri House, 7129-5

Gavin “Ben” Sermona, 9493-5
Tom Collins, 9701-5

Glen M. Wolf, 134-6

Lucy Tyrrell, 2401-6

Teri Heyer, 2401-6

Marcia J. Kunz, 4687-6
Brenda C. Eichelberger, 1360-7
Andy Vobora, 7487-7

Cheryl Simerson, 8562-7
Theodore C. Seavy, 8706-7
Barbara Kay McClure, 1056-8
Ana Anita L. Atok, 1229-8
Steve Reiter, 7136-9

Amy K. Sullivan, 72859
Michael Steineck, 4081-11
Judith A. Godeke, 5233-11
Harold Howard Zietlow, 5332-11
Patricia Sandborn Beres, 8923-11
Marie 5. Mahaffey, 1348-12
Deborah Daughdrill, 4062-12
George Lewis, 4062-12
Nancy Couch, 6836-12

Knox Robert Burnett, 833-14
Walter Zurowski, 7111-14
Frank Albert, 9798-14

Janet D. McCluskey, 2308-15
Frank W. McGovern, 3505-15
James H. Hunt, 6498-15
Jennie Burgess, 7652-15
David S. Corlett, 454-16
Darlene Ledsinger, 1566-16
Mary E. Kent, 1627-16

Gary R. Pennington, 1971-16
Rema Conger, 2341-16
Earlene Mitchum, 5467-16
Rose Sacks, 300-18

Nelson R. Burkholder, 1981-18
Julie Leitschuck, 2061-19
Kenneth Fry, 6021-19

Millard “Mit"” Williams, 6021-19
Sheryl Snodgrass, 9704-19
James Selby, 4033-20

Jean M. Wetherill, 1929-21
Charlotte Leaming, 2392-21
Patrick N. Cowan, 8591-22
Mark Mondragon, 846-23
Zenaida Raybon, 5929-23
Susan K. Holly, 2102-24
Andy McComb, 2218-24
Clay Woodka, 9633-24

David R. Hostler, 1728-25
Steve Dutton, 2971-25

Ralph John Panno, 4774-25
Gary Silverman, 6040-25
Louise Faircloth, 6530-25
Patricia Mammenga, 239%-26
Ken Ransford, 2668-26

James Thoune, 3349-27

John V. Malixi, 8913-27
Joseph G. Forgione, 1402-28
Loren W. Siffring, 4890-28
Edward Mario Mondini, 2724-30
Nancy Reece, 4585-30
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Cynthia L. Szponder, 9224-30

Tony Toledo, 3908-31

Doris M. Carlino, 7625-31
Cheryl Z. Hanson, 2296-32
Sandra S. Bell, 4670-33

Kevin L. Hensey, 5575-33

Sara [barra, 3956-34

Roberto Salazar Rodriguez, 7303-34
Eugenio F. Bueno-Campos, 9753-34
Jose Luis Rueda Metla, 9753-34
Clement 5. Pepper, 1983-35
Barbara E. Keleske, 5454-35
Zephia Conaway-Bates, 3653-36
Vivian N. Hughes, 8642-36

Lois E. Koufman, 2864-37

Sidd Chopra, 5620-37

Carl N. Rentschler, 3011-38
David Paul Baumgardner, 3403-38
Sandra L. Cole, 1449-39
Christy Amundson, 2307-39
Susan D. Roberts, 3842-39
Gary Jackson, 5218-39

M. Frances Dorris, 6156-40
Gerry O. Lamothe, 7305-40
Merideth A. Hildreth, 7305-40
Donnie M. Quaschnick, 2239-41
Patricia A. Elliott, 8764-41
Stephen Soule, 3073-42

Edwin R. Fedun, 5370-42

Frank C. White, I11, 4901-43
Freddie Arbuthnot, 8943-43
Juanita McCready, 8183-45
Maria A. Lopez, 8927-46

Fran Okeson, 9679-46

Marva |. Steplight, 1066-47
John E. “Jack” Driscoll, 1134-47
Ann Jenkins, 1178-47

Cecelia A. Jones, 228347
Elisabeth G. Frank, 2283-47
Bruce Greenstein, 2727-47
Gilbert V. Gott, 333147
Barbara M. Rodvik, 5486-47
Leann Pashina, 6193-47
Elizabeth A. Stotsky, 7250-47
Hilliard M. Paul, 8303-47
James Frederick DeMars, 8370-47
John Williams, 1932-48

Michael B. Maples, 193248
Jeanne Siu, 8800-49

Ed McBride, 713-50

Daniel T. Proulx, 1190-50
Margo M. Standley, 3382-50
Kelly Gallagher, 5887-50

Steve M. Sinclair, 6577-50
Gwendolyn Gardner-Sullivan, 9598-50
Eugene Palin, 2532-53

John Steven Wortley, 3037-53
Donald C. Sheldon, 3853-53
Geraldine Sailors, 2125-54
Joann C. Odenwelder, 4786-56
Susan Squires, 5556-56

P. Edward Salisbury, 7219-56
Brenda Bowie, 6561-57

Sonja ]. McClary, 6561-57
Margie Livingston, 1393-58
Graham Stone, 2575-58

William S. Cassels, 2728-60
Robert A. Tracz, 3935-60

Peter D. Lees, 4373-60

Thomas Davis, 1691-61

Jan Andrea Hall, 5600-61
Thomas David Phillipson, 1270-62
Kathy McKenna Martin, 3025-62
Bonnie ]. Bankson, 4964-62

Charles E. Dodge, 5470-62

Greg M. Grass, 697-63

Kay Kane, 7995-63

Nancy B. B. Meyer, 1831-65
John ]. McGuire, 2365-65
Joseph A. Nasevich, 1514-66
Rejetta Blick, 7251-66

Barry L. Mitchell, Sr., 8389-66
Joseph McCollum, 234-68
Delphine Lewis, 2306-68
Frederick D. Combs, 3988-68
Hazel Joyce Slatter, 7920-69
Delphine McIntosh, 8730-69
Frank Jordan, 787-70

Walburg Steinhauer, 880-70
Gary Fish, 7639-70

Margaret Wilson, 9504-70
Judy Franklin, 9827-70
Geoffrey M. Trotter, 1866-72
Sjef Lamers, 3185-72

Michael Joseph Walsh, 5493-72
Paul D. Dephoff, 7725-72
Ronald Graham Hunt, 4185-73
Moira De Swardt, 2458-74
Sandy Scott, 4263-74

Lynden Llewellyn Lund, 4795-74
R. E. Jennings, 5054-74
Amanda Gous, 9768-74
Arsenio Reyes, 1164-75
Libertad C. Nolido, 3128-75

60 years
Ocotillo, 68-3

55 years
Sioux Falls, 210-41

50 years
Verdugo Hills, 43452

45 years
Zumbro Valley, 1013-6

40 years

Mid-Del, 2257-16

Central, 2277-31

Sheboygan, 2121-35
Business-Professional, 2207-56

35 years

Helmsmen, 770-F

Newport Beach Distinguished, 1300-F
Downtown, 1894-10

Gladiators, 3392-27

DPSC, 3403-38

Columbus-Whitehall, 3002-40
Naracoorte, 3395-73

30 years

South Gate, 1587-1
Fairlawn, 2803-10
Travelers, 1389-53

25 years
Gulf Coast, 2095-29
Germantown, 2394-36

Fredericton, 2204-45
Kearfott, 2768-46
Whakatane, 1106-72
Napier, 1542-72
Masterton, 3199-72

20 years

Jacobs Engineering, 729-F
Sunuppers, 2834-2

Four Seasons, 373-6
North Adelaide, 2557-73
Talkabout, 3077-73
Bayanihan, 2844-75

15 years

Mile O Communicators, 2969-21
The Oral Majority, 3748-28
Speecom, 4751-51

Windsor, 4745-53

Lockport, 4759-65

Tenterfield, 3750-69

Thame, 309-71

Mount Roskill, 4748-72

10 years

San Clemente, 6463-F

Just Plane Folks, 6469-F

Arco Center, 6451-1

My-T Speakers, 6446-6

Blue “Cross-Talkers”, 6470-15
T™ of Carroll, 6443-19
Centennial, 6456-21

St. Farm Easy Speakers, 6444-22
Corry Station, 6458-29

Omni Achievers, 6471-32
Charleston Town Center, 6455-40
Singles, 6466-43

MTP, 6472-49

Greenville, 5479-50

Toast Busters, 6476-57
Empress, 2324-64
Opportunity, 6473-66
Castleknock, 6467-71

City of Sails, 6475-72
Heritage, 6480-72

Saragani Bay, 6452-75

 Mew Clubs

Peace Corps Bratislava, 1564-U
Bratislava, Slovakia

Europeans, 8018-U

Paris, France

Ericsson, 8987-U

Karlstad, Sweden

Relatively Speaking, 6848-1
Carson, California

Westside, 7869-1

Culver City, California

UPNC, 3304-4

San Francisco, California
Schlumberger, 7367-4

San Jose, California

Trading Toasters, 8786-11
Fishers, Indiana

Beaver, 85-13

Beaver, Pennsylvania

Sales Center Speakers, 1683-14
Atlanta, Georgia

Dixie Tub Thumpers, 2290-15

St. George, Utah

Professional Singles, 7722-18
Wilmington, Delaware

Prime Time, 8111-24

Norfolk, Nebraska

Minuteman Roundtable, 1386-27
Arlington, Virginia

SLO Talkers, 7858-33

San Luis Obispo, California
Tecolotlan, 8056-34

Tecolotlin, Jalisco, Mexico
Puebla-Quetzalcoatl, 9075-34
Puebla, Puebla, Mexico

Global Links, 4550-36
Washington, D.C.

Ariel Rios, 5676-36

Washington, D.C.

Victor O. Schinnerer & Co., 6935-36
Chevy Chase, Maryland

BISYS, 1745-40

Columbus, Ohio

Mountain, 9097-40

Pikeville, Kentucky

Cosyn Crude Communicators, 7792-42
Edmonton, Alberta, Canada
Leading Voices, 6448-52

Los Angeles, California

Purolator, 7772-60

Mississauga, Ontario, Canada
Sligo, 4201-71

Sligo, Ireland

Newlands, 8610-72

Newlands, Wellington, New Zealand
Tarentaal, 740-74

Windhoek, Namibia

Ralph C. Smedley

_Memorial fund

Contributor

District 28, in memory of Marvin
Hemminger

Hubert E. Dobson, DTM, International
President 1978-79, and Helen
Dobson, in memory of Durwood
English, DTM, International President
1977-78

Donald A. Plaskett, DTM, International
Director 1974-76, in memory of Tom
Bintliff, DTM, Accredited Speaker

Associate

Bismarck Toastmasters Club No. 717-
20, in memory of Clifford E. Smith,
ATM, International Director 1955-57

Second Vice President Terry R. Daily,
DTM, and Judy Daily, DTM, in mem-
ory of Durwood English, DTM,
International President 1977-78

Robert W. Blakeley, DTM,
International President 1976-77, in
memory of Durwood English, DTM,
International President 1977-78

Jim Green, DTM, in memory of
Durwood English, DTM, International
President 1977-78
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Board of Directors Issue/Pg
Sharing the Vision of Excellence May/28
Your 1996-97 Officer Candidates June/28
Meet Robert E. Barnhill, DTM Sept/16
Your 1996-97 District Governors Sept/20
News From Tl: Improved Educational

System Oct/8
Tl Board Report and 1995-96 Financial

Statement Nov/20
Club Meetings Issue/Pg
Why Stay in Toastmasters? Jan/22

Barbara Hickman
The Magic of Filling in Blanks Mar/15

Dwayne S. Roberts, ATM
Confessions of a Table Topics “Junkie"  Mar/16
Johnnie K. Harman, CTM

Table Topics Twists Mar/19
Christine Jarzenbeck
Old Dogs, New Tricks Apr/s

Edward D. Bankey, CTM

Your Greatest Resource: The T
Supply Catalog Apr/19
Steve Wicke, CTM, and
Janet Whitcomb, CTM

Does DTM Mean “Dubious” or
‘Distinguished" Toastmaster? May/5
Darrel Francum, ATM-S

Quality Evaluations Are Our Mission May/22
Jill Rowlands, DTM

Create a TV Talk Show May/24
Jana Bickel, ATM-S

Making the Most of The Grammarian June/20
Linda Burgharat, CTM

Toastmasters Share Topical Tips June/23
Mark Majcher, ATM
Coping with the Meeting Place Blues July/s

Carole Erb, DTM
The Importance of Voting In New Members  July/6
Janet Whitcomb, CTM

Plan a Club Reunion July/16

Topical Tips: Catch the Experience July/27
Mark Majcher, ATM

Inspiring Officer Performance Aug/12
Wade Chabassol, CTM

Letter to an Absent Toastmaster Sept/5

Jim Carmickle, ATM
Pamelyn Casto, CTM

Multimedia Madness Sepl/6
Frederick Gilbert, Ph.D.

Topical Tips: Ideas for Eye Contact,

Speech Subjects and Travel Sept/28
Mark Majcher, ATM
Mission Possible Oct/13
Who's In Charge Here? Nov/5

Richard A. Freedman, DTM

Topical Tips: Exceed Your Expectations  Dec/5
Mark Majcher, ATM

Communication Issue/Pg

Keeping Time Jan/8
Deborah Flores

True Motivation vs. Snake Oil Jan/27
Patrick Mott

Self-Revelation: Are You Doing it for
Your Audience or for Yourself? Feb/19
Linda Cook, CTM

Another Look at Gestures Feb/22

Robert Nelson, CTM
Be a High School Career Day Speaker — Feb/24
Ronald A. Reis

The Importance of Saying “I'm Sorry” Apr/22
Patrick Mott
Oops! May/6

Richard G. Ensman, Jr.

Don't Tell...Show! June/19
Joanne Sherman

Get Connected! July/8
Christine Jarzenbeck

Internet for Speakers July/11
Pamela Palmer, Ed.D.

Listen Up! July/28
Marjorie Brody

In Defense of Controversy Aug/s
Mark Hammerton, CTM

Page Fright Aug/8
Patricia L. Fry, CTM

What is Your Name Again?” Aug/19
Marilyn S. Nyman

Respect Your Audience or Else! Aug/22

Len Serafino, DTM
Communicating and Negotiating

Internationally Sept/8
James G. Patterson

Louder than Words Sept/11
Desmond Morris

Famous Speakers Issue/Pg

Oratory: How It All Began Feb/8

Thomas Montalbo, DTM
Meet Toastmasters' 1996 Golden
Gavel Speaker: Dr. LeRoy Walker Mar/27
Clarence Darrow: The Attorney
as Orator Sept/24
William H. Stevenson, ll, ATM
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Meet the Five Outstanding Speakers
of 1996 Dec/8

Humor Issue/Pg

Unveiling a Secret Formula for Success  Jan/é
Randall R. Petrick, CTM

Punch vs. Raunch Feb/14
Gene Perret

Motivational Speakers: Can Anybody
Really Be That Happy? May/8
John Cadley

ircl Index 1996

You Can Quote Me on This June/14
Gene Perret

Make Your Point with Humor Aug/20
Gene Perret

The Gavel Whacker Oct/5
Karl C. Johnson, CTM

What's Your Excuse? Oct/23
Patrick Mott

Off-the-Wall Excuses Oct/24
Charles Downey

Language and Speechwriting Issue/Pg

Give Your Speech a Magical Touch Jan/16
David Roper

Recipe for an Instant Speech Feb/16
Bill McLain

Dead On Arrival Apr/6

Mike Ryan, Jr., CTM
Make Your Speeches "Cogent”

and "Memorable" May/12
Alan M. Perlman, Ph.0O

The Power of the Titillating Title June/5
Cindy Chambers, CTM

It's No Mystery June/6
Roger Martin

Quotations: Spice for Speeches Junef12

Mark Hammerton, CTM

Memorable Speeches: Of Bats
and Burgers June/16
William H. Stevenson, Ill, CTM




Easy Editing: Search and Destroy

These Top 10 Trouble Spots June/22
Jane Hufford Downes

Why We Love to Hate P.C. June/24
Alan M. Periman, Ph.D.

Consider Cadence Sept/14

Joann Niemela, CTM

On the Mark with Quality Quotations Nov/8
Dr. Rod Elias Pipinich, CTM

Clichés: The Junk Food of Language Nov/12
Gary Muldoon, CTM

Speak Like a Leader Nov/16
Charles Ickowicz

gl l %
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Membership Building Issue/Pg

Build a Team, Build a Club Jan/20
Channy Chow, CTM

Talking Toastmasters Feb/s
Jill Rowlands, DTM

Publicity: Life's Biggest Table Topic Mar/8
Elliot Essman, ATM

Madness at the Mall Mar/11
Lynn C. Brown, DTM

A Recipe for Chartering a Club Mar/22
Sherri Wood, ATM

Write Your Own Promotional Articles Apr/16

Joe A. Holmes, ATM

Replace that Demo Team with
a Single Toastmaster June/8
David W. Mclihenny, DTM

What Are You Doing to Build
Membership? July/14
Richard G. Ensman, Jr.

Membership Recruiting the Easy Way Sept/13
Roslyn I. Atwood, ATM

Spreading the Word Dec/16
Les King, CTM

Tips for Vacation and Holiday Slumps ~ Dec/19
Jill Rowlands, DTM

k

SPEAK LIKE A LEADER
D the Mak with Qualty Qustations
Taking the D" Out of Disalily

Personal Growth Issue/Pg

You Can Help Students with Competitive
Speaking Jan/15

More Power For You Feb/6
Susan B. Wilson

Advance Yourself with Advanced Manuals Mar/6
Rex Pawlak, ATM

Overcome Your Fear of Public Speaking Mar/12
Judith E. Pearson, Ph.D., DTM

Practicing "Big-Ticket" Generosity Apr/8
Victor M. Parachin

Turn Awards into Action Plans Apr/14
Shawn L. Tapley, CTM

Nobody is Perfect May/15
Patrick Mott

A Second Chance July/20
Mark Brown, ATM

Let There Be Peace July/24
Victor M. Parachin

Dump the Slump Aug/é
Dawn Frail, DTM

In Defense of Failure Oct/6
Brett Cenkus, CTM

Change Happens Oct/14

Janet Whitcomb, CTM

Ten Myths about People with Disabilities  Nov/24
Victor M. Parachin

Keeping the “Dis" out of Disabled Nov/27
Dot Nary, CTM

Speaking Techniques Issue/Pg

My Competition Speech Jan/s
Jim Carmickle, ATM

Warming Up for Your First Speech Jan/12
Janet Whitcomb, CTM

The Dreaded First "Outside” Speech Jan/24
Frank Warlick

Tips for Using Flip Charts Feb/13
Jim Carmickle, ATM

Tell Me More About You Feb/20
Joanna Slan

The Importance of Being Ernest(ine) Feb/28
Mary McNamara

Ambushed at Toastmasters Mar/5
Paula Syptak Price

7 Secrets of a Successful Speech Apr/11
Marjorie Brody

Speak Up, Please! Apr/12

Leslie Bamford, CTM

Rx for Blue-Chip Evaluations May/16
Dr. Ann D. Villiers, ATM

The Do-It-Yourself Evaluation May/19
Shelley A. English
The Eyes Have It Aug/15

Joanne Sherman
Creating Mental Fasteners for

Your Audience Aug/16
Deborah Flores

Speak Up to the Media Aug/24
Burton St. John, Il

The Power of Pace Aug/28
Doug Malouf

Tackling Your Ice Breaker Nov/6
Erich Viedge, CTM

Eloguence: It's Got to Be Real Nov/11

Patrick Mott

Miscellaneous Issue/Pg

Planning Your Next Conference Mar/24
Kathy Khoury

Meet Us In St. Louis Apr/24

Well Met In St. Louis Oct/16

In Memory of Two International Presidents
Sheldon M. Hayden 1908-1996
and Durwood E. English 1935-1996 Nov/14
International Speech Contest Rules Dec/22

Special Issues Month
Achieving in Toastmasters March
Get Connected! A Toastmasters

Guide to The Internet July
Spreading the Word December
TI Time Capsule Issue/Pg
Famous Actor Applauds

Toastmasters Jan/11
When Tough Times Prevail, So Do

Toastmasters July/22
Santa Claus, Toastmasters Style Dec/6
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ooking for a way to add new life to your Club?

Present one or two of these 10-15 minute modules

in your Club each month and you'll be surprised
how your meetings will improve, and how your Club's mem-
bers will incorporate the tips into their speeches,

She DBetter Speaker Series
Beginning Your Speech

Suggestions for starting off your speech right.
270 SCRIPT AND OVERHEADS $3.50 270 A SCRIPT ONLY $2.25

Concluding Your Speech
Tips for ending your speech with power.
____ 271 SCRIPT AND OVERHEADS $3.50

Take the Terror out of Talk

Techniques for overcoming nervousness when speaking,

__ 272 SCRIPT AND OVERHEADS $3.50 L 272 ASCRIPT ONLY $2.25
Impromptu Speaking

Don't be caught off balance when speaking off-the-cuff!

273 SCRIPT AND OVERHEADS $3.50 273 ASCRIPT ONLY $2.25

Selecting Your Topic
Running out of speech ideas? Here's how to develop new ones.
274 SCRIPT AND OVERHEADS $3.50 274 ASCRIPT ONLY $2.25

Know Your Audience
If you can relate to your audience, they will relate to you.
__ 275 SCRIPT AND OVERHEADS $3.50 275 ASCRIFT'ONLY §2.25

Organizing Your Speech
Once you know what to say, consider next the when and the how.
___ 276 SCRIPT AND OVERHEADS $3.50 276 ASCRIPT ONLY $2.25

Creating an Introduction
Great introductions should precede great speeches.
___ 277 SCRIPT AND OVERHEADS $3.50  ___ 277 A SCRIPT ONLY $2.25

Preparation and Practice

Techniques for preparing and rehearsing your next speech.
___ 278 SCRIPT AND OVERHEADS $3.50 278 A SCRIPT ONLY $2.25

271 A SCRIPT ONLY $2.25

She Successful Club Series

The Moments of Truth

How to recognize and deal with situations critical to Club success,
from a visitor's first impressions to recognition of member achieve-
ment. Includes a Club evaluation chart.

____ 290 SCRIPT AND OVERHEADS $10.95 290 ASCRIPT ONLY $2.25

Finding New Members for Your Club
Proven methods to help you seek out those vital new members!
291 SCRIPT AND OVERHEADS $3.50 291 ASCRIPT ONLY $2.25

Evaluate to Motivate
Your Club members will learn to give evaluations that benefit the
speaker, the evaluator, and the audience!
292 SCRIPT AND OVERHEADS $3.50

Closing the Sale
Exercise your powers of persuasion during those moments when a
guest is deciding to join.

___ 293 SCRIPT AND OVERHEADS $3.50

292 A SCRIPT ONLY %2.25

293 ASCRIPT ONLY $2.25
Creating the Best Club Climate

Techniques for creating and maintaining a healthy Club environment.
_294 SCRIPT AND OVERHEADS $3.50 294 ASCRIPT ONLY $2.25

Meeting Roles and Responsibilities
How members can successfully fill each meeting role.
___ 295 SCRIPT AND OVERHEADS $3.50 _295 ASCRIPT ONLY $2.25

Mentoring

New! A mentor program offers many benefits for your Club and its

members. This program defines mentoring, explains benefits, and

discusses responsibilities of mentors.

___ 296 SCRIPT, 11 OVERHEADS AND
CLUB MENTOR PROGRAM KIT
(Catalog No. 1163) $14.95

296 ASCRIPT ONLY $2.95

PAYMENT MUST ACCOMPANY ORDER
[] Enclosed is my check in the amount of § L S RINDS)
L] Please charge my MasterCard / Visa (cIRcLE ONE)
Card No. BLTe e
Exp. Date Signature
Club No. District No,
Name
Address
City State/Province
Country Zip
Merchandise Total Standard Domestic Shipping Prices
Shipping SHIPPING SHIPPING
CA residents add TOTAL ORDER  CHARGES | TOTAL ORDER  CHARGES
7.75% sales tax $0.00 1o $250 8110 3501 o 6000  §8.75
Wezs AOEAL T T 251 1o 500 245 | 500V ‘o 100.00 790
B 501 to 1000 310 | 10001 1o 15000 1025
1001 1o 2000 425 | 15001 10 20000 13.00
Mail to: 2001 to 3500 575 | 20000 o — Add7%
'
Toastmasters International Shoal pios
P.0. Box 9052, Mission Viejo, CA 92690 LISA | | Fer crders shipped autside the Lintied Siates, sue the current Supply
Catalog for and shinping charls 10 calculate the exac! pastags.,
(714) 8588255 » FAX (714) 858-1207 s il il b i
actual charges may vary signficantly. Excess charges will be bifled
Shipping and product charges valid through May 31, 1996. | through your Club's account. Galffornia residents add 7.75% saies tax,




