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And the Winner Is...
I can still remember the first speech contest I ever attended in Toastmasters,

during the early 1960's. I recall an atmosphere filled with anxiety and anticipa
tion. I sympathized with the participants, understanding the consternation

in their voices and the nervousness of
their actions. They had spent days
creating their speeches, polishing and
practicing them until every word was
perfect. My first thoughts were "Why
would anyone go through this torture?"
The answer became readily apparent—
they all wanted to achieve.
Since that first speech contest, I've par

ticipated in quite a few contests and
witnessed many more. No longer do I
sympathize with the speakers—I admire
them. I admire their determination and

perseverance. Most of all, I admire their
desire to excel, to be the best they can be.
The ultimate competition in Toast-

masters, speech contests bring out the
best in each of us, not just in the con
testants. Every participant achieves in
one way or another:

• Speakers. Competing against the best to be the best is the greatest achieve
ment we know. I think we all tend to reach down deep for that little extra
effort that can make a world of difference.
• Judges. Have you ever attended a speech contest and not speculated on who
you thought was the best? I certainly haven't. Although the official judges
have the final decision, we all improve our listening, evaluating and judging
skills when hearing top speakers compete.
• Coordinators. Speech contests involve more than just speakers and judges.
Many other people are involved—people who arrange for the meeting room,
promote attendance, prepare and print the programs, for example. From the
person who sends out news releases promoting the event to the contest's
Toastmaster, each "helper" has a hand in making the program a success.
• Audience. I have yet to leave a speech contest without feeling that I have
benefited in some way from the experience.

It was Dr. Smedley who said "Let us never forget that we learn in moments
of enjoyment." Speech contests are both enjoyable and educational. They are
educational because they help us to improve our own speaking skills. Speakers
and speeches serve as examples. By analyzing them, we see their strong and
weak points. We plan how to incorporate their strong points into our own
presentations, and we look to see if we have similar weak points that we could
improve.
And speech contests are indeed enjoyable, as I'm sure that those of you who

have ever been present at the pinnacle of our competitions—the International
Speech Contest—will agree. The sense of excitement in the air is enthralling.
Watching the contestants on stage, delivering their messages with enthusiasm
and precision, is inspiring and fascinating.
I urge you to keep these visions in mind as you turn each page of this special

issue. I am certain that by the time you have finished, you will be looking
forward with anticipation to the next speech contest—and your next oppor
tunity to achieve.
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Speech contests are a special part
of the Toastmasters experience.
They recognize excellence in speak
ing, and they inspire us to achieve.
This issue of The Toastmaster is
devoted to making your speech
contests more memorable. Follow
the tips and your speech contest
will be a showcase, whether you're
coordinator, contestant, Toastmas
ter or judge! Cover illustration by
Joe Crabtree.

THE TOASTMASTER Magazine
(ISSN 0040-8263) is published month
ly by Toastmasters International, Inc.,
2200 North Grand Avenue, Santa Ana,
CA 92711. Second-class postage paid at
Santa Ana, CA, and additional mailing
office. POSTMASTER: Send address
changes to THE TOASTMASTER
Magazine, P.O. Box 10400, Santa Ana,
CA 92711.

Published to promote the ideals and goals of Toastmasters International, an organization devoted to helping its members improve their ability to express
themselves clearly and concisely, develop and strengthen their leadership and executive potential and achieve whatever self-developrnent goals they may
have set for themselves. Toastmasters International is a non-profit, educational organization of Toastmasters clubs throughout the world. The first lo^tmasters
club was established by Dr. Ralph C. Smedley on October 22,1924. Toastmasters International was organized October 4.1930 and incorporated December
19,1932. This official publication of Toastmasters International carries authorized notices and articles regarding the activities and mterests of the organiza
tion. but responsibility is not assumed for the opinions of authors of other articles. Copyright 1987 by Toastmasters International, Inc. All rights
The name "Toastmasters" and the Toastmasters emblem are registered trademarks of Toastmasters International, Inc. Marw '^8'Strada en Mexiw.^lNi tD
IN US.A. All correspondence relating to editorial content and circulation should be addressed to THE TOASTMASTER Magazine, P.O. Box 10400, Santa
Ana. California 92711. Phone (714) 542-6793. Non-member price: $12.00 per year. Single copy $1.25.
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by Linda J. Foubister
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The speech contest is over. You,
as Toastmaster for the evening,
now have the challenge of in

terviewing the contestants. How can
you make the interviews both enter
taining and informative for the
audience?

Picture an interview as a conversa
tion. Barbara Walters, star of the televi
sion news program "20/20," advises,
"A conversation, even a brief one,
should have all the best features of any
functioning human relationship, and
that means genuine interest on both
sides, opportunity and respect for both
to express themselves, and some
dashes of tact and perception."
The same holds true for an inter

view. An interview is a public conver
sation; the audience must be involved.
Talk show host Phil Donahue describes
this as developing a "community be
tween guest and audience."
Here are four basic guidelines for

making any interview stimulating.

1. Focus on the Contestant.

Avoid dominating the conversation
with youT views and your ac
complishments. It is the contestant
who is the star. Phil Donahue main
tains, "My ego is not involved in my
asking a lot of questions." Try to
bring out the best in the contestant.
Don't behave like a scandal sheet
reporter and ask such questions as
"Have you overcome your problem
with alcohol?" or "How have you
managed to gain so much weight?"
An interview should be friendly.

You and the contestant are team
players, not opponents. Barbara
Walters, famous for provocative inter
views, advises, "See if you can discover
what in his life gives him pride, where
he feels accomplished and valuable.
He'll bloom before your very eyes, and
you'll both have a marvelous time."

It's a good idea to prepare the con
testants beforehand for the interviews.
Show them where the interviews
will take place, discuss in general
the questions you'll ask, and
help them feel as relaxed
as possible. ''y V

i
/i



Avoid controversial subjects such as
politics or religion. The post-contest in
terview should allow the audience to

get to know the contestants, not serve
as a soap box for one special cause or
another.

In spite of all your efforts at being
tactful, you may innocently touch on
a sore spot for someone. The best thing
to do in such a case is to quickly change
the subject.

It may be necessary to refer to your
notes while the contestant responds to
a question. Do so as inconspicuously
as possible. You may also glance at the
audience from time to time in order to

monitor their reactions and level of in

terest, but generally direct your atten
tion toward the contestant.

Once you've asked your questions,
let the contestants respond in their
own way. Merv Griffin says, "My
technique of interviewing relies on a
guest's slowly unraveling in
conversation."

2. Ask Appropriate Questions.
The questions you ask are vital to

your interview. Questions may be
closed or open-ended. Closed ques
tions, such as "Do you enjoy
Toastmasters?" and "Are you a fan of
classical music?" often elicit one-word

answers.

Far preferable are open-ended ques
tions such as "What do you enjoy most
about Toastmasters?" or "How did

you become president of your club?"
Such questions allow contestants to
provide a wider view of the topic and
add their own opinions freely.
Don't ask more than one question at

a time. For example, simultaneously
asking, "Why did you decide to learn
fencing, and was it difficult to start
your own accounting firm?" leads to
confusion for both the contestant and

the audience.

Try to make transitions from one
subject to another logical: "You have
noted that you nearly lost your life in
a mountain-climbing accident. Besides
mountain-climbing, what other sports
interest you?"
Ask each contestant beforehand to

fill out the Toastmasters International

"Speech Contestant Biographical In
formation" form, available through the
Supply Catalog (Code 1189). This form
provides for comments on occupation,
interests and notable accomplishments.
Notes on these topics should provide

fertile ground for an interesting inter
view. Much of the information can be

introduced into the interview by a
statement: "I understand that you are

involved in community theater. Tell
me about it."

Select those topics that interest you
most. Chances are that these topics
will also appeal to the audience.
Nevertheless, if these questions fail

to result in an entertaining interview,
it's time to introduce the imaginative
question—the "if" question: "If you
were not working at your present job,
what job would you like?" Such ques
tions, although not directly related to
the contestants' histories, can il
luminate many of their values and
interests.

Humor can often help make an in
terview more entertaining, but avoid
humor that's at the expense of the con
testant. For example, don't ask an avid
photographer, "You find it difficult to
operate a fool-proof camera, don't
you?" After all, you're not Joan Rivers,
nor should you attempt to be.
Rather, sneak puns into questions

such as these: To a golfer, "Do over
crowded greens tee you off?" or,
"How did you get linked up with
golf?" Such puns are harmless, and do
get a reaction from the audience (even
if it's a groan).

3. Listen with Understanding
John, as Contest Toastmaster,

When You're the Contest Toastmaster
So you'll be the Toastmaster for the

next speech contest. Remain calm.
Being Toastmaster actually is fun!
Not easy, but enjoyable—as long as
you're prepared. Following are some
tips that can help you.
• Begin your preparations with a

telephone call to your contest chair
man. Ask about the agenda for the
contest. Will it be held in conjunction
with a banquet? What time will the
contest begin? Where will it be held?
• Prepare your introductory remarks

at least several days before the con
test. Remember, the purpose of the
evening is to hear the speech con
testants, not you. So keep your re
marks brief. If you're not cor^ortable
telling jokes, don't tell them.
• Prepare your interview questions

carefully. As Toastmaster, it is your
responsibility to briefly interview the
contestants after all have given their
speeches. Prepare your questions
beforehand, and tailor them to the in
dividual contestants. Your contest

chairman will provide you with the
names and Biographical Data Sheets
for each contestant.

• Check the room setup an hour
before the contest. Test the micro

phone and place any notes you may
have on the lectern, if you'll need
them during your presentation. Also,
make sure contestants' certificates of
participation are on hand.
• Also before the contest, meet

with the contestants. Make sure you
can pronounce names correctly, note
their speaking order and review their
speech titles. Encourage them to
check the contest room layout, micro
phones, and other details at this time,
before the contest begins. If each
speaker has different microphone
preferences (hand-held mike, lectern
mike, lavalier mike, etc.), make note
of this. As Toastmaster, you may be
called upon to help each contestant
with the microphone before the
beginning of the speech. However,
you should encourage your contest
chairman to appoint someone to

assist the speakers.
• When introducing a contestant,

announce the contestant's name and

speech title twice, slowly and clear
ly. Don't make preliminary remarks
about any speaker or the subject, nor
mention the name or location of the

speaker's club or place of residence.
• Allow a one-minute interval of

silence between speeches so the
judges can complete their ballots. Ask
the audience to be silent during this
minute, and refrain from making any
remarks yourself.
• After all speeches are completed,

ask judges to complete their ballots
and give them to the tellers or count
ers. Then begin interviewing the con
testants and present each one with a
certificate of participation.
• When all interviews are com

pleted, introduce the presiding officer
to announce the winners and present
the trophies.
By following these tips, your con

test will proceed smoothly and pro
fessionally.
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carefully reviewed the contestants'
biographical information and prepared
his questions long before the night of
the speech contest. He shot the ques
tions at the contestants at machine-gun
pace.

"fVere you born here?"
"Yes, and I've lived here all my life."
"And have you always lived here?"
John broke a basic rule of interview

ing. He failed to listen to the speaker.
It's difficult to give the speaker your
full attention when you're busy for
mulating the next question in your
mind. But listening is important
because you must tailor your questions
from the answers. A predetermined set
of questions may make you feel well-
prepared, but you risk ruling out the
unexpected. And it's the element of
surprise which makes an interview in
teresting. Be spontaneous. Don't
hesitate to dispense with prepared
questions if the interview heads in a
different, but more interesting,
direction.

When you listen, don't just notice
what is said, but also watch for how
it is said. Vocal tone and body
language can reveal which topics make
the subject either comfortable or un

comfortable. In other words, listen
with understanding. Encourage the
speaker to continue by nodding or
smiling. However, repeating "that's
interesting" after every response can
become annoying.
Be enthusiastic. React to the speaker

by showing surprise, being con
gratulatory or seeking clarification.

4. Close on Time.

How you close is very important
because it's the last impression you
make on your audience. Be aware of
the passage of time, and initiate your
closing statements at the end of a
predetermined interval. If the audience
is showing signs of restlessness after
a lengthy program, you may wish to
close the interview as quickly as
possible.
Since it's difficult to interrupt a con

testant who's finally warmed up to the
subject and is talking non-stop, try
non-verbal hints such as glancing
meaningfully at your watch or putting
aside your notes. If this fails, you may
have to interrupt the speaker, saying
"Unfortunately, we're out of time. Do
you have any closing comment?"
Thank the speaker warmly for par

ticipating in the contest and comment
on some aspect of the interview: "I cer
tainly understand why you received
the award for top volunteer. Imagine
dedicating 30 hours a week to
volunteer work." You may wish to link
certain answers to the speech itself:
"From your experience traveling in the
Orient, 1 can see why you chose to
speak of Japanese management
techniques."
Focus on the contestant, ask ap

propriate questions, listen with
understanding, and close on time.
These are the basic elements of any in
terview. If you combine these with a
genuine regard for the people you in
terview and treat them gently, you'll
gain a reputation as an artful
interviewer.

Linda J. Foubister,
a member of Vic

toria Beaver Club

790-21 in Victoria,
British Columbia,
Canada, works as a

wild life habitat

biologist for British
Columbia's Ministry of Environment.

The Ralph C. Smedley
Memorial Fund

Contribute to the Ralph C. Smediey Memorial Fund.
■ Keep the legacy alive
■ Increase the benefits of membership in Toastmasters
■ Extend the benefits of Toastmasters' membership to others.

Examples of activities the fund supports
■ Increasing public awareness of Toastmasters, through the produc
tion of television and radio public service announcements.

■ Development of new and improved material to help meet member
and club needs.

Your donation to the Smedtey Fund is tax deductible.
■ Donate $10.00 or more and receive a Toastmasters International
paperweight.

■ Clubs donating $50.00 or more receive a special club ribbon.
■ Contributors of $100.00 or more have their name inscribed In a
permanent plaque at World Headquarters in Santa Ana, California.
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"Education is our business. It
has been so since the beginning."
-Dr. Ralph C. Smedley, Founder

All contributions will be gratefully acknowledged—5i/ppc7/r the Ralph C. Smediey Memorial Fund

RALPH C. SMEDLEY MEMORIAL FUND — Contribution Form
l/We support the Ralph C. Smedley Memorial Fund

Name

If you wish to make a donation
in honor of an individual or if

Address.

City . State.

Club. . District.

-ZiP-

Country. . Amount.

you wish to make a memorial
contribution, please describe
below where acknowledgement
of your donation should be sent.
In such cases, the amount of

the donation will not be dis

closed.

Send to: Toastmasters International, Ralph C. Smedley Memorial Fund
P.O. Box 10400, Santa Ana, OA 92711

A Top Ten Tool
For Your Club's

Personal Computer

Meeting schedules and agendas.
Education planning. Club Manage
ment Plan, Member Progress charts.
Reminder letters. Guest Status,

Guest letters. Mailing list. Letters,
Year end status. Checkbook,

Dozens of reports. Club History,
Plus much much more ...

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

See September 1986 issue of
Toastmaster Magazine which describes
the personal computer tool as it was

used to make Top 10.

Send $42.00 for four disk set to
ATC, 804 Jordan Lane,

Huntsville, Alabama 35816.
Satisfaction Guaranteed.

(205) 895-9187



Do Hj Really Beneht
From DuR Current

Credit Card?
Compare These
FEATURES:
• A low interest rate

• FREE* of an annual fee the first year
• A toll-free Customer service number

that you can call 24-hours a day, 365
days a year

• A grace period on purchases
• Travel benefits that result in

significant savings
Now that credit cards have become an

important part of our lives, these are
important questions to consider.
Maryland Bank, N, A,, the leading
issuer of Gold MasterCard® cards

invites you to apply for an exclusive
Gold MasterCard card, because you are
a reader of Toastmaster,

The Annual Percentage Rate is 16.9%,
and as an added advantage the rate
drops to 15.9% for the portion of your
average daily balance above $3,500.

MBNA

MosterCcid

With a credit line of up to $15,000 this
could result in meaningful savings for
you. The MBNA® Gold MasterCard
account is FREE of an annual fee the first
year, and costs just $30 in subsequent
years. You are probably paying $45 - $65
a year for each of your current credit cards.
The MBNA Gold MasterCard card also

has tremendous travel benefits, including
up to $1,000,000 travel accident insurance,
lost luggage protection, auto rental
coverage, emergency cash and airline

tickets, and GoldPassage^'*', an exclusive
travel club that offers so many outstanding
discounts and benefits that we are sure

you will want to take advantage of the
services when traveling.
Compare the MBNA Gold MasterCard
card to other credit cards. You will find

the benefits outstanding. You may even
decide to use the Access Checks that

will accompany your card to pay off
current credit card balances and take

advantage of the lower interest rate and
other benefits right away. To apply,
complete the application below and
send it to MBNA, P.O. Box 15088,
Wilmington, DE 19885-9960.
For immediate action & answers to your
questions, call toll-free

1-800-847-7378.
Experience The
Possibilities, ApplyTodat.

C f I wish to apply for the MBNA Gold MasterCard card (described in Toastmasterl with all the
L  « benefits described above. I understand that this account is issued FREE of an annual fee for
e first year. Should my application for the MBNA Gold MasterCard not be approved, this constitutes my
plication for the Silver MasterCard card, also issued FREE of an annual fee the first year.' (Note: this is not
application for a corporate account).

^ME

CURRENT CREDIT CARD ACCOUNTS

MY MASTERCARD* /MSA* ACCOUNT# IS,

MY AMERICAN EXPRESS* ACCOUNT# IS_

(please pnnt)
-)nRF.S.S

(no P.O. Boxes)

TV STATE ZIP

BCAV
0J692

10383

.BUSINESS PHONE IDMEPHONE( I

IE YOU: D Renting "Own "Buying Monthly Payment S

XriAL SECURITY # DATE OF BIRTH _

lESENT EMPLOYER

/1 Wei autkonze MBNA' to investigate any facts, or off din and exchange reports regarding this application or resulting
dccount with credit reporting agencies and others. Upon request I 'wei will be informed of each agency s name and address.

II you wish to apply with a co-applicant over 18 years of age complete the information below.

CO-APPLICANT NAME (Please PrinU

SOCIAL SECURITY NUMBER

BUSINESS PHONE ( >

EMPLOYER

POSITION

YEARSTHERE_

.ANNUAL SALARY $.

ATURE OF BUSINESS.

3S1TI0N

NNUAL
KLARY S.

OTHER

_ INCOME S .

.YEARS THERE.

_ SOURCE

I have read this entire application and agree to its terms, and understand that 1 will be jointly and severally
liable for all charges on the account.

CO-APPLICANT S SIGNATURE X
Date

lOTHER S MAIDEN NAME
'For use when you request special action taken on your account*

Mimony. child support, or separate maintenance income need not be revealed if you do not wish it considered as a
asis lor repayment . I

REVIOUS EMPLOYMENT if less than 3 years YEARS THERE

PREVIOUS HOME ADDRESS if at present address less than 3 yearsi

; have read this entire application, agree to its terms, and certify the information is correct.

APPLICANT S SIGNATURE (Seal)

"The ANNUAL PERCENTAGE RATE IS 16.9% for that portion of the average daily balance lessthan $3500 and is 15.9%
for that portion of the average daily balance equal to or greater than $3500 The ANNUAL FEE for the Gold Card is $30
(Silver MasterCard $20). Grace Pferiod: You will not be assessed a FINANCE CHARGE on purchases if you pay the New
Balance Total by the Payment due date 25 days after the billing date. If this amount is not paid, FINANCE CHARGES
accrue from the date of transaction. There is no Grace Period for Cash Advances. OTHER CHARGES; you will be charged
an overlimit fee of $15 if your New Balance Toul on your billing date is more than 15% over your credit limit. You will
be charged a late fee of $15. if you fail to makea required payment within 20 days after the Payment Due Date. You will
be charged a returned check fee of $15 if a check submitted as payment is returned for any reason.

This offer is not available to Delaware Residents

MBNA

Setting the Standard
a subsidiary of MNC Financial
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THE
SPEECH

CONTEST:
A Challenge and an Event

Competition is richly rewarding
for everyone involved.

I  am always surprised when I
I meet a member of Toastmasters
I  who has never entered a speech

contest. To pass up the benefits of this
opportunity seems almost unreal."
That's what David L. Johnson said

after he won second place two years in
a row in the Toastmasters International

Speech Contest. His view is shared by
other contestants. They're amazed that
many eligible Toastmasters don't par
ticipate in speech contests.

If you've never entered a speech
contest, the reason may be that you're
not aware of its benefits, or perhaps
you feel nervous at just the thought of
competing.
"To venture causes anxiety,"

observed the Danish philosopher
Soren Kierkegaard, "but not to ven
ture is to lose oneself." So what to do?

To venture or not to venture? To enter

a speech contest or not to enter?
In answering, keep in mind

Kierkegaard's wise observation, along
with the wisdom of the familiar pro
verb, "Nothing ventured, nothing

by Thomas Montalbo, DIM

gained."
Three other questions need to be

answered:

What's a speech contest.
What are its benefits, and
What makes the speech contest one

of the most thrilling and best-attended
events at the annual Toastmasters In

ternational Convention?

Challenging Competition
A speech contest is a special kind of

public speaking. The speeches in a
contest are not run-of-the-mill. They
rise several notches above the ordinary
in their appeal to audiences.
Contest speeches are creative at

tempts to make ideas understandable,
impressive and dramatic. Seeking to
inspire or persuade, contestants go be
yond the bare facts to reach the
listener's heart and conscience.

Contestants get themselves involved
in the challenge of competition. In
terestingly, when Art Linkletter ac
cepted last year's Golden Gavel
Award, he said: "All my experience in

public speaking can be summed up by
the word 'challenge.' When you stand
in front of an audience, they are en
titled to, and should get the best you
have."

Linkletter is right on target. Give the
best you have! That's exactly what con
testants must do. The challenge of tak
ing part in a speech contest is a demand
ing task. It calls for devoting the con
testants' time and efforts as well as the

full and energetic use of their abilities.
Such all-out application draws upon

the latent or reserve powers of the con
testants. These abilities existed before

the contest but were not active,
developed or visible until the challenge
of competition stimulated the con
testants to use them.

The speech contest, like life itself, is
a voyage of self-discovery. Surprising
even themselves with what they can
do, contestants apparently agree with
the advice of the religious leader Harry
Emerson Fosdick, who once said,
"Have the daring to accept yourself as
a bundle of possibilities and undertake
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the game of making the most of your
best."

For a long time doctors were con
vinced that it was physically impossi
ble for any human being to run a mile
in less than four minutes. But 33 years
ago Roger Bannister did. Since then,
according to the 1987 World Almanac,
the record for the one-mile run has
been broken 16 times.

This isn't to say there are no limits
on how fast a person can run—or how
well he or she can do any specific task.
The point is this: We seldom if ever
surely know what these limits are. But
too many of us too often set our own
limits far below what we could actual
ly achieve. You can outdo yourself—if
you really want to.
William P. Johnson, winner of the

1976 Toastmasters International
Speech Contest and a mathematician,
computed the odds against winning.
He concluded: "The odds are very
large but not overwhelming. There is
an International Speech Contest each
year, and each year there is a winner.
This achievement, then, is not an
impossibility."
No Losers

Anyway, what counts is not so much
whether the contestants win or lose.
The Roman orator Cicero once said, "If
you aspire to the highest place, it is no
disgrace to stop at the second, or even
the third." Dr. Denis Waitley, speaker,
author and an authority on personal
development, says, "Winning is a con
tinual process of improvement."
There are no losers in speech con

tests. All contestants gain valuable ex
perience from participating. What mat
ters is that you compete, and not just
once but again and again. Perseverance
is the key to competition. Keep going
even when you feel like quitting.
Research studies consistently show

that the most important ingredient for
success is perseverance. Adopt the
slogan, "A quitter never wins and a
winner never quits" and you've taken
the first important step on the road
from the club contest to the Interna
tional finals, through the area, divi
sion, district and regional levels.
Garry C. Porter, reminiscing about

his experience as a finalist in the Toast-
masters International Speech Contest,
recalled, "the joy, the heartache, the
excitement that comes with competing
for the highest speaking honors in
Toastmasters."

"Who would have dreamt," mused
Toastmaster Porter, "that I would be
competing in a district contest, let
alone the International contest, after
struggling for three years just to win
my own club's contest?"
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You have only
one competitor—

yourself.

Overcoming Obtacles
"Struggling" is the right word to

describe what's necessary to obtain the
rewards and satisfaction that speech
contests produce. As implied in the
phrase, "the struggle for existence," it
takes persistent efforts to overcome
life's obstacles. It's struggling to make
your way in the world, to earn a liv
ing, and to try to overcome a problem
or handicap, that drives you to
success.

Demosthenes, Cicero, Patrick
Henry, Daniel Webster, Abraham Lin
coln, and Winston Churchill all
struggled with handicaps before they
became great orators. In their youth,
they struggled with speech im
pediments, stage fright, awkwardness
or shyness. They gave little promise of
their eventual success in public
speaking.
Churchill, for example, struggled

long and hard to overcome his stutter
and lisp. A doctor told him that only
constant practice and perseverance
would help him eliminate or modify
his speech defects. Diligently and
faithfully, he practiced and persevered.
So do Toastmasters. Desire and

determination provide them with the
self-motivation and self-reliance that
lead to their self-improvement in
speech contests and other Toastmasters
activities. Those with handicaps learn
to cope with their disadvantages.
From childhood, Clarence Enzler

had a severe stuttering problem. To
learn to control this handicap, he join
ed the Potomac Toastmasters Club in
District 36. He won the district
humorous speech contest twice and
achieved second place in the Toast-
masters International Speech Contest.
Evelyn-Jane Burgay lost her sight as

a teenager. Yet she became the first
woman to win the Toastmasters Inter
national Speech Contest and is the
District 36 Governor for 1987-88.
"I am a great believer in speech con

tests, one of the most valuable educa
tional programs in Toastmasters," she
says. "Speech contests give you the
opportunity to sharpen and refine your
thoughts and ideas, as well as your
communication of them. What's more,
you learn to do all of this under great
pressure."

Pressure Pays Off
About learning to speak under

pressure, Barney Kingston, with wide
experience as a speech contestant, says
"All you have to do to learn to speak
under pressure is to enter a Toastmasters
speech contest—and that means start
ing right in your club. If you reach the
pinnacle of speaking before hundreds
of Toastmasters, their wives and guests,
with distinguished luminaries at the
head table, you couldn't possibly find
a speaking situation of greater pressure.
But when you find that you can rise
above these conditions, you can accept
the pressure of speaking anywhere—
and with complete confidence."
Before Joel H. Weldon became a pro

fessional speaker, he sold en
cyclopedias. One of his firm's top
salemen, he was promoted to
manager. Then he discovered that his
selling experience had not prepared
him for running training sessions, con
ducting meetings and speaking to
audiences.

So one day Weldon visited the
Tempe Toastmasters Club in District 3
to see if they could help him develop
the skills he needed. Soon he began to
compete in Toastmasters speech con
tests, and eventually earned a third-
place award in the 1974 Toastmasters
International Speech Contest. When
word of his contest victory spread
among local organizations, a group in
vited him to speak. That first profes
sional speaking engagement netted
him $25 and a free dinner.
These days, Weldon receives fees of

thousands of dollars for each engage
ment. Top companies across the
United States now book him for
customized seminars on sales,
management and personal effec
tiveness. Stressing the importance of
a positive attitude, he says: "Positive
expectancy is seeing the result you
want and then expecting to achieve it.
Never sell yourself short."
Great Benefits

"Never sell yourself short" is good
advice. It was the theme of Steve
Boyd's first place speech in the
Toastmasters International Speech
Contest in 1970. After the contest was
over, he said he had worked much
harder on this speech than any before.
He spent a hundred hours of prepara
tion and practice on it. First he wrote
the speech word for word and
memorized it. Then he practiced the
speech daily to make it sound as if he
had not memorized it.

Are speech contests worth the effort?
Yes. The challenge of achieving your
potential by participating at any level
in the annual Toastmasters Interna-



tional Speech Contest yields great
benefits.

• You get to do some fresh thinking on
any subject you choose. Your speech
must be substantially original. You
learn a lot about a specific topic from
gathering material and developing
perspective.

• It provides opportunities to speak
before new and large audiences. The
bigger the crowd, the greater is the
need for more drama, emotion, and
gestures in your speeches.

• You develop ability to speak under
pressure, as you move from club to
area, division, district, region, and
International levels of competition.
The higher you go, the more
pressure you're likely to feel. As the
competition progresses, the con
testants tend to become rather equal
in performance. A little nervousness
can be an advantage, as it gives you
a shot of adrenalin that adds energy
to your delivery.

• You're compelled to tighten up the
composition of your speech and tim
ing of your delivery. Roy Fenster-
maker, the 1983 winner of the Inter

national Speech Contest, prepared
twenty versions of his winning
speech between the first text in June
and the final in August. Sticking to
the time limitations is necessary to
avoid disqualification. If you use
humor, allow time for laughter.

• It helps form the habit of practicing
your speech delivery. Participation
in a contest that runs through the
various levels of competition re
quires constant rehearsals. Jeff
Young, who won the International
Speech Contest in 1980 said: "1 have
practiced each of my contest
speeches more than ICQ times. Prac
tice is ardous work and can get bor
ing. But until you are sick of deliver
ing your speech, you haven't prac
ticed enough!"

• Your self-discipline and self-
confidence increase.

• You become a better all-round

speaker. Contest speeches require
far more preparation and rehearsals
than ordinary ones. Your contest
speeches, so carefully prepared and
so often rehearsed, are likely to be
your best. By competing in contests
you acquire experience that's dif
ferent from your club speeches and
this increases your overall effec
tiveness. Evelyn-Jane Burgay once
said: "I know that 1 am a far better
speaker today than I was when I
began competing in speech con
tests."

• It gives you visibility, respect, and
recognition.

Don't Compare
As you think of competing in a

speech contest, you may be concerned
about how good the other contestants
will be compared to you. That sets you
off on the wrong track. Zig Ziglar,
speaker, author and authority on
motivation, says: "Success is not
measured by what you've done com
pared to others but compared to what

Your Responsibility
as a Contestant

When you enter the International
Speech Contest (or any speech contest),
you have committed to more than just
presenting a speech. You've committed
to compete in a contest according to the
given rules and procedures. But do you
know what the rules and procedures
are?

When you enter the International
Speech Contest study the rules, espe
cially those pertaining to eligibility,
speech length, originality, timing and
protests (the International Speech Con
test Rules appear on page 15).
In addition to studying the rules, at

tend the pre-contest briefing for all con
testants, held by the contest chairman.
Your contest chairman will tell you
when the briefing will be held. The
briefing reviews rules and procedures.
During the briefing contestants also
draw for speaking positions and be
come familiar with the speaking area.
This is your opportunity to ask any
questions you may have about the con
test.

Familiarity with contest rules and
procedures often makes the difference
between winners and losers. Be a win

ner—Know the rules and procedures.

you're capable of doing."
Worrying about a competitor's

abilities and possible superiority gen
erates self-consciousness and can be

self-defeating. Don't fret about the
other contestants. There's nothing you
can do about that anyway. You have
only one competitor—yourself. And
you can do something about that.
Bob Moawad, in his keynote address

at the 1986 Toastmasters International

Convention, suggested that the real
key to success is competing with your
own best self and continually moving
toward exciting, worthwhile, personal
goals.
Focus intently on improving your

own efforts. Always remember to do
your best and forget about what others
may do. Each contest provides a learn

ing experience. You can learn even if
you don't win, since failure often
teaches more than success. Con
testants lose time and time again but
continue to compete. Many also-rans
win later, some just a year or two
afterwards.

Evelyn-Jane Burgay says, "Don't let
previous losses stop you from trying
again. The truth is that no matter who
goes home with the prize, every per
son who competes in a Toastmasters
speech contest is a winner. We may
not always go home with the trophy,
but we are always better speakers for
the experience."

Jeff Young, who won second place
in 1978 and first place two years later
in the Toastmasters International

Speech Contest, advises that your
main reason for entering a speech con
test should not be to win a first place
trophy.
The award, says Young, "is, after all,

merely a symbol, a by-product of a job
well done. Your primary motivation
for entering a contest ought to be that
you have something to say! This
'something,' whatever it may be, must
be burning within you. You must
believe it, understand it and live it."

The Main Event

By exploring the nature of a speech
contest and the benefits it provides for
the contestants, we have answered
two of the three questions asked
earlier, namely, "What's a speech con
test?" and "What are its benefits?"

There remains the third question,
"What makes the speech contest one
of the most thrilling and best-attended
events at the annual Toastmasters In

ternational Convention?"

Year after year, despite the long
hours of the preceding days and nights
of the convention, 1500 to 2000
Toastmasters and their guests gather
for breakfast on the last day in the
hotel's largest banquet hall.
They look forward with pleasure to

the convention's "Grand Finale," the
exciting and impressive drama that
features the nine finalists—Toastmas
ters' best speakers in the world-
reaching for the sky in the "World
Championship of Public Speaking"
contest.

The contestants speak from a stage
with a microphone so that the huge au
dience can see them in full view and

hear them clearly.
Because the speech contest is a

distinctive periodic program compared
to the daily routine operations, it's
worthy of a special occasion event.

Continued on page 28
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ENERGIZE YOUR LIFE!
SHIFT YOUR POTENTIAL INTO TOP GEAR

WITH NEW TECHNIQUES!

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

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

THE HUMAN BIOCOMPUTER

"THIS PROGRAM IS A MUST FOR ALL WHO SERIOUSLY WANT TO ACHIEVE THEIR POTENTIAL'

HUMAN POTENTIAL MAGAZINE

PSYCHO CYBERNETICS
PSYCHO CYBERNETICS is the study,

by comparison, which has been made in
to the way in which computers, the brain
and human mind works, and the reiated
methods of control.

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

PSYCHOFEEDBACK
PSYCHOFEEDBACK, a mind/brain

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

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

It is IMPOSSIBLE to achieve ANY goal
vvithout using psychofeedback. From the
simplest of goals such as putting one foot
in front of the other to walk or lifting a glass
to the mouth to drink. But because our bio
computer cannot tell the difference be
tween a real and an imagined experience,
we do not have to have had the experience
to use psychofeedback.

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

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

a positive attitude, you must be self-

How to have more of a "do it now" attitude

Paul G. Thomas

'III'""

8 S 8 3

I
advanced
PSYGHD

CYBERNETICS
AND

PSYCHOFEEDBACK
Ihe HrJt Scitnlihc

UplanMion •! Cyli»K«llf«
CHMriete SteaWSiw

re
liant, etc. What no program has done be
fore is tell you HOVV you can do this, with
very little effort on your part, so that it
happensautomatically. Carrying outthe
simple instructions, you will discoveryou
have a power you never thought possible.
The power to have direct access to your
biocomputer enabling you to be sure the
best possible program is contained there
in. You will release this power by learning
to use another mind/brain mechanism -
Reticuiar Activating System Control or
RASCON.

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

to establish your goals concisely. Every
authority in the field of personal develop
ment stresses the importance of setting
goals but none tells you why it is so. Paul
Thomas SHOWS you why.
He teaches you to use psychofeedback

and put a better program into your bio
computer in 4 easy steps. This is the
purpose of the "A" sides of the cassettes.
The"B" sides contain exersizes which will
get your right hemisphere working har
moniously with the left hemisphere.

Here are more benefits of using
Advanced Psycho Cybernetics

1^ How to earn more money and achieve greater
career success.

How to develop a more positive attitude.
i> How to become more seif-confident.

How to become more enthusiastic about life in
generai.

How to channel your energy more productively.
How to become more diligent effortlessly.

eliminate procrastination.

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

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

How to have a more outgoing personality,
p' How to become more self-discipiined.
How to be more decisive.

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

How to communicate your feelings and ideas
with conviction.

How to be more self-reiient.

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

i.' How to develop your creative ability,
i-- How to become more persistant in the pursuit

of your goals.

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

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

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

WHATEVER YOUR GOALS
WHATEVER IT IS YOU WANT OUT OF
LIFE CAN BE YOURS WITH ADVANCED

PSYCHO CYBERNETICS AND
PSYCHOFEEDBACK.

PREVIEW THIS FANTASTIC
PROGRAM FOR ONLY

POSTAGE AND HANOLING4Siand ^ ,
73C1st class post.. 27C handiing-Totai!

CLASSIC PUBLISHERS, 150 S. Barrington Ave., #98, Los Angeles, California 90049
With no obligation I want to preview the program. Here is $1.00 for 1st class post & handling for

ONE FREE CASSETTE, AN 8 PAGE BOOKLET AND THE PRGVINO KIT
MENTIONED ABOVE. countries - send $3 u.s. for airmail)IN CANADA THE HARDCDVER BDDK IS AVAILABLE FRDM W.H. SMITH.

PRINT Name.

Street

City State.

. Ste/Apt_
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YOU BE

THE JUDGE
Reliance on the judging form
will make you a better judge.

by John Hoven

Have you ever left a speech con
test feeling that the wrong con
testant was announced as

winner?

I'll wager that you have. I'll also
wager that it's happened more than
once.

One explanation for this is that peo
ple react differently to the same
speech. But that can't be the whole
story. When I was area governor, I was
startled to see that almost all of the

judges at our area International Speech
Contest had ranked their own club's

contestant in first place and the even
tual contest winner in second place.
(Yes, I know I wasn't supposed to see
the ballots. The Chief Judge gave them
to me, and I couldn't resist peeking at
them.)
Now, I personally know these

judges. I can't believe that even one of
them, much less all of them, would
consciously vote in a biased manner.
So what happened?
The most likely explanation, to me, is

excessive reliance on general impres
sions. One aspect of the speaker's per
formance—such as humor, subject, con
clusion, even familiarity—may be so
striking that it creates a "halo effect"
which affects a judge's perception of all
aspects of a speaker's performance.
(Learn more about the "halo effect" and
other judging biases in the accompany
ing list of "Obstacles to Objectivity.")
Well, how can you make sure that,

when you judge a speech contest, you

don't let your biases unconsciously in
fluence your decisions? How can you
ensure that you do indeed select the best
speaker as winner?

Judging the Speaker
To avoid bias and select the best

speaker, it's important to look for
specific indicators of the speaker's skill.
TTie Judge's Guide and Ballot (Code
1172) for the International Speech Con
test is designed to do this.
There are three basic categories on the

International Speech Contest Judge's
Guide and Ballot: content, delivery and
language. Let's examine each category.
Content is what gives substance,

meaning and purpose to a speaker's
message. This category represents 50
percent of the speech value. Consider
these areas:

• Development—Does the speech
have an opening, body and conclusion?
Is the speech organized so that the
speaker's ideas were clear and easy to
follow? Are transitions smooth?

• Effectiveness—What is the purpose
of the speech? Does the speaker ac
complish this purpose? Does the
speaker consider the audience and oc
casion when preparing the speech?
How does the audience react to the

speech?
• Value—Does the speaker's message

have substance and logic? Are the
thoughts original? Does the message
stimulate listeners' thinking and
growth?

PKK A WINNER
Judging a speech contest requires

knowledge and skill—something that
not all judges may have. Now you can
help members develop their speech
contest judging abilities with Toast-
masters International's new Speech
Contest Judges Training Program
(1190). This two-hour program can be
used by districts and clubs to make sure
contest judges have the ability to pick
a winner.

The program specifically covers the
International Speech Contest, but may
be adapted for others. The complete
program package includes one Present
er's Guide (1190-A), seven overhead
transparencies, 10 International Speech
Contest Judges Guides and Ballots
(1172) and 10 completion certificates
(1184). The kit sells for $16.00 plus
postage and handling. Consult Toast-
masters' Supply Catalog for order in
formation.

Help others pick a winner! Order your
Speech Contest Judges Training Pro
gram from World Headquarters today!
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Delivery refers to the mechanics of
presenting the message. This category
represents 30 percent of the speech val
ue, and includes the following:
• Appearance—Is the speaker proper

ly attired? Do clothing and accessories
add to the speaker's effectiveness?
• Body language—Does the speaker

stand alert? Do gestures and movements

compliment words and message?
• Voice—Is the speaker's voice pleas

ing? Are the words spoken clearly and
at an adequate volume? Do rate and
pitch vary? Does the speaker's voice
show feeling, emotion and enthusiasm?

Language is the speaker's word
choice and grammatical skill. This

OBsncus
TO

OBIECnVITY
Judging is a subjective process,

which we try to make objec
tive. But it's almost impossi

ble for anyone to be totally objective.
Each one of us has likes and dislikes
that unconsciously affect our
decisions.

But if you're aware of your own
likes and dislikes, you can prevent
them from unjustly influencing your
judging. Following are some barriers
to objectivity that you should watch
for when judging a speech contest.
• First or last speaker is the best

Research shows that people who
studied lists tended to remember first
and last items best. It's believed that,
similarly, the first and last speakers
in a contest have a slight advantage
over others.

The first speaker is remembered
because he or she becomes a refer
ence point against which other speak
ers are measured. The last speaker
can leave the most memorable im

pression. Those "sandwiched" in the
middle can risk being forgotten.
You can compensate for this by

paying close attention to all con
testants. If the first or last speaker is
indeed best, fine. But don't automat
ically judge him so.

• Let's help the "underdog"
You may be tempted to give a break

to a new Toastmaster or to someone

who has overcome a handicap. Don't.
All contestants must be judged only
by the criteria on the judging form.
• Halo effect

This phenomena occurs when you
attribute a favorable trait to a person
just because that person possesses
another favorable trait. "Mary
teaches speech, so she should win."
"Joe has a dynamic delivery, so his
content must be good."

Resist giving a speech high marks
because of dynamic delivery, because
the speaker dresses well, etc. Evalu
ate each speaker only on the criteria.
• Reverse halo effect

This is the association of one unfav
orable effect with another unrelated
trait. "George has bad grammar, so
his speech content must be weak."
Resist the temptation to downgrade a
score in one area because you're not
happy with performance in another
area.

• Second time around

"Betty gave this speech at the divi
sion contest, and it was better then."

Always judge as if this is the first time
you've heard the speech and the

category represents 20 percent of the
speech value. These are things to look
for:

• Appropriateness—Do the speaker's
words fit the occasion and the audi
ence? Do they promote understanding
of his message?
• Correctness—Does the speaker use

correct grammar, correct pronunciation.

speaker.
• Give someone else a chance

"He won at the area contest last
year, but lost at the division contest.
Let's let someone else go forward this
year." Past performance must never
influence your judgement of the cur
rent performance.
• Not the norm

Occasionally a club, region of a
country, or a country has social
behavior patterns that are not com
mon to other clubs, regions or coun
tries. Sometimes judges, if not
familiar with these patterns, may let
them influence their decision.
For example, not long ago Toast-

masters in some parts of the United
States felt that a contestant must
stand behind a lectern when speak
ing. Judges were harsh on those who
didn't. That's wrong. It's acceptable
to speak with or without a lectern, no
matter what the standard is in your
club, area or district.
When you judge, consider what

your club, district or national norm
usually is for a good speech. Do you
unfairly expect everyone to fit your
norm?

• Prejudices and personal preferences
Tastes, preferences, beliefs and

prejudices are the most prevalent bar
riers to unbiased judging. Your likes
and dislikes are what make you
unique, but they also prevent you
from being totally objective. You
can't ignore your likes and dislikes,
but you can try to be more fair by ask
ing this question: "What do I like or
dislike about this speech?"

If you can answer this question fair
ly and openly, you can guard against
your prejudices affecting your judging
• The unknown judging form

If you're not farruliar with the judg
ing form, you may spend your time
analyzing it instead of listening to the
contestants. Don't let that happen.
Study the form before the contest
begins.
Eliminate all obstacles to objectivi

ty. Strive to be unbiased and fair at
all times. If you can't, then do the
speaker a favor—don't judge. The
credibility of the contest depends on
you and how well you judge.
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and good enunciation? Is the speaker
master of the words chosen to convey
the message?

Picking the Winner
Now, how do you select a winner?
You can use the Judge's Guide and

Ballot in several ways to choose the
winner of a speech contest. Remember,
however, that you are selecting a win
ner, not evaluating the speakers.
One way to select a winner and

eliminate bias is to refrain from using
the ballot while the speech is being
delivered. Simply take notes, carefully
marking what the speaker does well or
poorly. Then, when the speech is com
pleted, enter the point values for each
category on your ballot. This way
you're not overly influenced by one
category.
Then take notes on the second

speaker. Compare the second speaker
to the first in each category, decide
who is best, and award points to the
second speaker based on your deci
sion. Use the same method for judg
ing each speaker. When points are
totaled, you can easily determine the
first, second and third places. If there's
a tie, or if you're not satisfied, you can
review your notes to refine your
assessment.

Another way, of course, is to use the
point values suggested for each rating
(excellent, very good, good, fair). Or
you can put the first contestant's name
in the far right column on the ballot.
Fold that column under, mark the sec
ond speaker's name in the far right col
umn, and judge that speech. Fold that
speaker's column under, and continue
the procedure for the rest of the con
testants. This way you won't be in
fluenced by your rating of previous
speakers.
Remember, reliance on the judging

form, category by category, will make
you a more effective and impartial
judge. However, it won't stop others
from feeling that the best speaker was
not selected as winner. After all, you
can't please everyone. But you'll know
that you made the right decision. ̂

John Hoven is a
member of Justice
Club 2937-36 in

Washington, D.C.,
A ̂  and Advanced Speak-

ers Club 4036-36 in

Bethesda, Maryland.
He has conducted

Speech Contest Judges' training for
District 36, and works as an antitrust
economist for the U.S. Justice
Department.

1988

International

Speech Contest Rules
As a member of a Toastmasters club,

you are invited to participate in Toast-
masters International's World Cham

pionship of Public Speaking. (Members
of undistricted clubs participate in the
International Taped Speech Contest.)
Your club will be conducting its 1988

contest soon. The winner of your club
contest will then compete at the area
level.

Higher levels of competition culminate
in the finals at the International Con

vention in Washington, D.C., USA, on
August 20, 1988.

If you're planning to compete in the
contest, or if you're on the contest com
mittee at any level, you should be
familiar with the following contest
rules. Read them carefully and, of
course, foUow them. By doing so, you'll
ensure a fair contest and an enjoyable
event for everyone!

APPLICABILITY

These rules, unless otherwise noted, apply
to all Toastmasters speech contests which
select contestants for the annual International

Speech Contest, which is conducted in English
only. These rules may not be supplanted or
modified, and no exceptions may be made.

SELECTION SEQUENCE
A. Club, Area, District. Each club in good

standing may select its club speech contest
winner to compete in the area contest. An
alternate should also be selected. The area

speech contest winner (and alternate) then pro
ceeds to the division (if applicable) and district
contests. NOTE: The district contest chairman

informs World Headquarters of the name and
address of the winner and alternate in the dis

trict contest. Information concerning the
regional contest is then mailed to the winner
and alternate.

B. Region, International. Each region shall
select a winner and an alternate. The contest

chairman, usually the first-year International
Director, informs World Headquarters of the
name and address of the winner and alternate

in the regional contest. Information concern
ing 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 com

petes in the International Contest.

ELIGIBILITY

A. To be eligible to compete at any level of
the International Speech Contest, an indivi
dual must:

1. Have been an active Toastmaster in good
standing of a club in good standing since the
previous July 1.
2. Have completed at least six projects in the

Communication and Leadership manual.
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.)
C. The following are ineligible for competi

tion in any contest: incumbent international of
ficers and directors; district officers (governor,
any lieutenant governor, area governor, secre
tary or treasurer) whose terms expire June 30;
international officer and director candidates;

immediate past district governors; district of
ficers or announced candidates for the term

beginning the upcoming July 1.
D. Past first place international winners are

not eligible.
E. A Toastmaster who is a member in more

than one club and meets all other eligibility re
quirements may compete in each club contest
in which he or she is a member in good stand
ing. However, should he or she win more than
one, he/she can represent only one of them at
any level beyond the club. No Toastmaster can
compete in more than one area contest—even
if the two areas are in different divisions or dif
ferent districts.

SPEECH SUBJECT AND PREPARATION
A. Subject for the prepared speech shall be

selected by the participant.
B. Participants must prepare their own five-

to seven-minute speeches, which must be
substantially original, and certified as such in
writing to the chief judge by the contestants
prior to the presentation of the speeches (on
form #1183, Speaker's Certification of Speech
Originality). Any quoted material must be so
identified during the speech presentation.
C. All contestants will speak from the same

platform or area designated by the contest
chairman with prior knowledge of all the
judges and all the contestants. The contestants
may speak from any position within the desig
nated area and are not limited to standing at
the lectern/podium.
1. A lectern/podium will be available.

However, the use of the lectern/podium is
optional.

2. If amplification is necessary, a lectern/
podium fixed-mounted microphone and a por
table microphone should be made available, if

Continued on page 21
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To be a winner^

you must act

like a winner.

!TFj?

by Michael and Jeanne Frensley

jk nd the second place trophy
XA goes to Competent Toastmaster
/ \ Michael Frensley, from the
Wuerzburg Bavarian Toastmasters
Club."

As I heard my name announced as
second place winner in the Continen
tal Council of European Toastmasters
(CCET) 1984 Humorous Speech Con
test, I was proud; but at the same mo
ment I was disappointed that I had not
been declared the winner. My speech
content, my delivery, and my use of
humor, in my opinion, had been
flawless. So had the speech of the first
place winner. What, then, made the
difference between first and second
place? What gave my competition the
winner's edge?
To find the answer, I reevaluated

previous speech contests at the club,
area, and district levels to identify
those specific speaking techniques that
gave the winners their edge.

Make It Relevant

The first technique is to make your
subject relevant to your potential au
dience. How does your subject appeal
to your audience's needs? Who'll be
your listeners? What are their interests,
their goals, their values? What is their
demographic makeup by sex, age,
race, income, education? Do they come
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from different cultures?

The importance of the proper choice
of subject matter for your intended au
dience cannot be stressed enough. Just
as a salesman must size up customers
and appeal to their particular interests
to gain the prospects' respect and con
fidence, you must ensure your
message is relevant to your audience's
experience or desire to be informed,
persuaded, challenged, or entertained.
Misjudging your audience can mean
the difference between first place and
second place.
At the CCET Humorous Speech

Contest in 1984, I misjudged my au
dience. I had not taken into account
the cultural makeup of the CCET.
CCET members are of various na
tionalities from Toastmasters clubs all
over Europe including England,
France, Germany, Switzerland,
Austria, Luxembourg, and American
Toastmasters clubs established under
the umbrella of the U.S. Armed Forces.
My humorous speech, was a mock

lecture on being a "tried and true
redneck," instructing the audience on
how to become one.

"The fuhst thing ya gotta do is
change yore name. You're prob'ly
thankin,' 'Change my name? Whoa
Nelly NO!' But ya gotta change yore
name. We call my pa Big Daddy. And

Momma, we call her 'Come 'ere
woman!' My name's Bubba; my boy's
Bubba Junior; and the main filly of my
herd is Sweet Thang."
You can easily see how the phrasing,

dialect, and choice of words—familiar
to most Americans—could get lost in
the communication to an international
audience. I had not considered my au
dience. I had not made my speech rele
vant to the specific cultural background
of the CCET—the difference for me
between first and second place.

Similarly, a speech on patriotism that
refers to "The Star Spangled Banner"
rather than "the national anthem" has
relevance only for an American
audience.

As you fine-tune your speech in
preparation for the next contest, take
a close look at your subject and its
relevance to your intended audience.
Ensure that your subject matter will
not be offensive to even a small seg
ment of your audience (that small seg
ment could include a contest judge). If
you pass the relevancy test, you are on
your way to gaining the winner's edge.

Enthusiasm is the Key
A second technique for gaining that

edge is to be enthusiastic—enthusiastic
about your subject, enthusiastic about
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the structuring of your subject, and en
thusiastic about sharing your subject
with your audience.
Enthusiasm is the key to success, not

only in the contest arena, but in any
speaking situation you find yourself.
The amount of enthusiasm you put in
to the total speaking experience can
make the difference between first and

second place. Enthusiasm gives your
speech its freshness, its excitement,
and its sparkle.
Imagine the reaction to a speech

chosen, prepared, and delivered with
little or no enthusiasm. It would put
the audience to sleep in 30 seconds.
The reaction would be the same for a

soda that had gone flat—lifeless and
unexciting.
You can build enthusiasm into your

speech in three ways.
First, you must be enthusiastic about

your subject. While your choice of sub
ject must be relevant to your audience,
it must also be one about which you
can get excited—one that you are eager
to research, motivated to develop, and
bursting at the seams to share with
your audience. If you cannot sell
yourself on your subject, how can you
expect to sell your audience?
Second, you must use enthusiasm to

structure the speech itself. Make your

speech sparkle by putting that extra
"oomph" into your introduction, body
and conclusion. Tie it all together
through logical, creative and colorful
transitions. Ask yourself the following
questions as you write and review your
speech.
• What is your central theme?
Does every sentence and paragraph,

as well as every supporting fact and
anecdote contribute to your central
theme? If not, your speech will have
no direction, traveling in circles or
dead ending, regardless of how rele
vant it is to your audience, how en
thusiastic you are about the subject
matter, or how enthusiastically you
deliver your speech.
• Is your introduction attention-
getting?
Does it wake up your audience or

arouse their interest? Appeal to their
needs? The stronger and more power
ful your introduction, the more en
thusiasm you generate in your au
dience to listen to the remainder of
what you have to say.
Starting my humorous speech with

the usual, "Mr. Toastmaster, fellow
Toastmasters," I continued, "and all
you ornery guests out there. How
many of y'all saw Coal Miner's
Daughter and liked it? How many of

y'all have complained 'cause ya can't
find a real good honky tonk here in
these parts? Well, I'm through asking
questions now, but 1 just wanted to
find out how many of y'all had the po
tential of becomin' true rednecks. I'm

a redneck and proud of it and I'm here
to tell y'all how to become a redneck,
too."

Lasso your audience's attention and
bring it into your corral with a power
ful introduction.

• Does the body clearly expand the
theme?

Do you present at least two or three
main points that you develop and sup
port with revealing facts, startling
statistics, relevant examples or color
ful anecdotes? The stronger your evi
dence, the greater the chance your au
dience will remember your main
points and the more effective the com
munication between speaker and au
dience will be.

Construct the body of your speech
brick by brick. Your illustrations and
evidence will be the mortar that holds

the structure together. If your mortar
is weak, your structure will not stand
for very long, and neither will your
speech.
• Is your conclusion forceful?
Does your speech end enthusiastical-
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ly on a high note? Does it present a
memorable final statement—one short,

exciting, simple statement tied to your
central theme that your audience can
sink their teeth into? Does it leave your
audience with a feeling of "WOW!"?
"Well, 1 gotta go now. Sweet Thang

and Junior are out in the pickup waitin'
on me. It's been real nice jawin' with
you folks. 1 jest wanted y'all to know
that the redneck tradition is a fine way
of life and y'all ought to try it once. To
quote the redneck national anthem:
'There's no place I'd rather be than
right here with my red neck, white
socks, and Blue Ribbon beer.' (At this
point 1 pop open a can of Pabst Blue

Ribbon beer, take a drink, and raise the
can in toast.) Mr. Toastmaster."
Your conclusion is the most important
part of your speech because it is what
your audience will remember. Your
speech goal should be to guide your
audience along a straight and narrow
path, from introduction to conclusion,
to reach your destination with you.
• Are transitions creative and smooth?

Transitions are cues to your audience
that you are moving from one major
section of your speech to another.
Transitions also effectively tie the con
clusion back to the introduction. They
help you and your audience under
stand the relationship between the in

dependent parts of the whole.
Finally, put your speech down for a

day or two, then review what you have
written. Reviewing your work after a
period of separation brings a freshness
of thought and new objectivity to this
creative process. Do your words reflect
exactly what you want to say and con
tribute to your central theme? Write
the way you talk, in a conversational
manner, rather than in stilted, formal
language.
Are your ideas (1) unified (following

a set pattern), (2) coherent (clearly
stated with smooth transitions from ■

one idea to the next), and (3) em
phasized in the right places?

Why Not Add a Touch
of Magic to Your Speech?

I t had to happen. Since I've
been a full-time professional
magician for 14 years, it was

only a matter of time before 1 decid
ed to try a magic trick in one of my
speeches.

I'll never forget it. It was my very
first speech contest, the 1986
Toastmasters International Speech
Contest. Having only been in Toast-
masters a short while, I felt 1 had to
pick a trick that would be easy to per
form, but would make my speech
stand out from the others. The title

of my speech was "Lighting Your
Creative Fire." Since the speech was
designed to inspire people to be more
creative, 1 decided to open with
something that 1 knew would grab
their attention.

The trick 1 selected was called "Hot

Book," and sold at the magic shop for
$14.95. After rehearsing my opening
sentence with the prop 25 times in
front of the mirror, 1 felt 1 was ready
to incorporate the Hot Book into my
speech.
The night of the club contest was

filled with excitement—six members

had entered the competition, and I
was the least experienced. As the
Toastmaster for the contest announced

my name and speech title, I walked
briskly up to the lectern, shook her
hand, and then turned toward the
audience. Looking as confident and
sincere as I possibly could, 1 said,
"The title of my speech is 'Lighting

by Michael Jeffreys

Your Creative Fire,' and 1 found a

quote in this book (1 held up the Hot
Book) that really illustrates the theme
of my talk."
"It says here in chapter one that

everyone has a creative spark deep
within; it's up to you to light that
spark." As 1 said those words 1 opened
up the book and a giant flame leaped
out. For a split second a hush fell over
the audience as they were taken by
surprise. Then, all at once, the entire
audience began to chuckle. Soon
these chuckles turned into hard
laughs. Before I knew what had hap
pened, the laughter had turned into
applause! Imagine that; 1 had been
into my speech less than 10 seconds,
and 1 was already getting applause!
The next six minutes flew by, and
before I knew it 1 was back in my seat
being congratulated by my fellow
club members. I ended up winning
first place in my very first speech
contest!

You Can Do It, Too
During the week that followed the

contest, I received a number of phone
calls from other Toastmasters wan

ting to know where I got the book.
In the nine months that have passed

since the contest, I've used magic
tricks in a number of other speeches,
and have been asked on numerous

occasions where I got each trick and
if it was difficult to perform.

You do not have to be a profes

sional magician to incorporate a
magic trick into your speech. But you
do have to be willing to invest the
necessary time to properly rehearse
the trick so that it adds to the speech,
not detracts from it. If you are, you
will find the effort well worth it, as
nothing grabs an audience's attention
quite like a magic trick. There's
something about seeing an event take
place which seems to defy logic that
brings the kid out in all of us.
The first thing you want to do is

make sure a magic trick is appropriate
for the subject you are speaking on.
If you're giving a speech on how to
win at Blackjack, for example, then it
would be perfectly appropriate to do
a magic trick with a deck of cards.
Likewise, if you are speaking on how
to manage your money, then a magic
trick where money multiplies or
disappears might not only be ap
propriate, but humorous as well.-
However, if you were speaking on
the subject of arms sales to Iran, then
stopping the speech to make a
quarter disappear only to end up
behind a young woman's ear in the
audience might be inappropriate, to
say the least.
Once you've decided on a speech

for which a magic trick would be ap
propriate, the next step is to choose
the trick. The best and probably the
quickest way to do this is to go
through your local telephone direc
tory and look for a magic shop near-
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Share Your Speech
The third and final way that you can

build enthusiasm into your contest
speech is the way you share your
speech with your audience. The more
enthusiastic and dynamic your
delivery, the greater the "edge" you
possess over your competitors. Body
language that is dynamic, smooth, and
natural can push you closer to the win
ner's edge.
During your practice sessions note

which aspects of your body language
work for you and which do not. Keep
the following points in mind.
• Eye contact binds speaker and
audience.

by. Then call and tell the magician at
the shop that you're putting together
a speech on whatever topic you've
chosen and you'd like to know what
magic trick the shop has that would
pertain to your topic.
For example, I was recently booked

by actress Jane Fonda to perform at
her Christmas party. Since her hus
band's a politician who's very in
volved in trying to stop pollution in
the Pacific Ocean around Los

Angeles, I wanted to open with a
magic trick that would be ap
propriate. I remembered reading as
a child about a special magic trick. A
magician could pour a glass of water
into another glass, and the water
would change into red wine. Since
pollution comes in all colors, I knew
that if I did the trick backwards—that

is, held a glass of wine (or "polluted
water" as I would refer to it during
the show) and poured it into another
glass where it turned clear, it would
not only be appropriate, but topical
as well! Although the magic shop
didn't happen to have this particular
trick in stock, the clerk did give me
the name of a chemical company that
did.

I obtained the chemicals, and the
trick worked just great!
I hope the next time you need

something to spice up your speech,
you'll do what I do, and add a little
magic. I

Michael Jeffreys is
a magician and
public speaker. He
is a member of

Sand and Sea

Speakers Club
5983-1 in Santa

Monica, California.

The quickest way to interrupt com
munication is the lack of eye contact.
Try to establish eye contact with all sec
tions of your audience. However, ex
cessive shifting of head or eyes can
give the appearance that you are watch
ing a tennis match. Be relaxed and
natural.

• Facial expressions convey feelings.
Make sure your facial expressions

are enhancing your speech, not detrac
ting from it. They can show how you
really feel about your topic: excited,
tense, bored.
• Gestures help you to clarify.
Through gestures you can describe,

suggest ideas and emotions, create a
desired mood, express a particular
thought, or prompt or evoke a desired
response from your audience. Avoid
distracting mannerisms—jingling coins
in your pocket, tugging at your belt
buckle, playing with your scarf or tie,
or adjusting your glasses.
• Every movement counts.
When delivering your speech, your

body movement should be confident,
expressive, and well-rehearsed.
Nothing is more distracting than a
speaker wandering aimlessly back and
forth.

There will be moments in your
delivery that won't require movement
in terms of changing position. This is
an excellent time to put other body
language techniques to work for you,
including a confident posture. You
should stand with your feet firmly
planted on the floor about six to twelve
inches apart, one slightly ahead of the
other, and weight balanced evenly on
the balls of your feet. Knees should be
straight but not locked. Relax your
shoulders without dropping them.
Keep your chin up, chest out, and
stomach in. When not using your
hands and arms let them hang natural
ly at your side, your fingers slightly
curved.

Well-planned body movement will
not win a contest but poorly planned
body movement can certainly put you
in the losers' circle. The key point to
remember about body movement is to
use enough to keep your audience's at
tention, but not enough to steal their at
tention away from your message.
• The voice is vital.

The importance of vocal expression
cannot be overemphasized. Your voice
should be pleasant, expressive, and
easily heard. Find a place where you
can be alone to practice your speech
without interruption and turn your
voice loose without inhibition. Experi
ment with your voice in different ways

Continued on page 28
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Coordinating
'Xbnr Contest

Seven tips for managing
a successfui event.

by Donn Le Vie, Jr., ATM

Speech contests are an exciting
part of Toastmasters. No matter
what your level of involvement

—competitor, judge or contest coordin
ator—a lot of preparation is required in
order to do a good job. But of all the
tasks associated with speech contest
preparation, none involve more atten
tion to detail and skillful negotiation
than that of facilities coordinator.

Toastmasters International's ex

cellent publication Put On a Good
Show (Code 220) tells how to arrange
for meeting rooms and room setups for
banquets, special events and speech
contests. But you need to be able to
negotiate with a hotel or restaurant
about some of the services for which

you might be charged. Why? Because
the cost of a speech contest is a reflec
tion of what hotel or restaurant ser

vices are used. The cost is then passed
on to those who are attending the
event.

Herein lies the critical factor that can

make the difference between a suc

cessful and an unsuccessful speech
contest: The per person cost of an
event has direct bearing on the number
of people who decide to attend that
event. Thus, if the cost of an event is

high, fewer people will attend. If the
cost is low, more people will attend. A
good facilities coordinator knows how
to keep room and banquet expenses to
a minimum so tickets will be afford

able. Following are tips that will help
you to minimize expenses when you
serve as facilities coordinator for a

speech contest.
1. Estimate attendance before you

begin preparations. Know approx
imately how many people will be at
tending the contest. The number will
affect the size of the meeting room
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you'll need.
2. Know your contact person. When

you first call the hotel or restaurant,
you'll speak with the catering or sales
staff. Introduce yourself as a member
of Toastmasters International (our
organization has an excellent reputa
tion) and give details about your event.
Ask for information on facilities,
menus (if your contest includes a ban
quet) and prices for your event. Peo
ple like to hear their own names in
conversation, so be sure to use the per
son's name several times throughout
the discourse. This little extra effort on

your part can open the door to con
genial negotiating. If possible, make all
arrangements through one person.
3. Negotiate the cost of room

facilities. Most hotels and restaurants

charge for the use of their meeting
rooms—unless your event includes
meals, in which case the room rental
fee is waived. Don't pay for a room
and meals. Politely insist that the hotel
or restaurant waive the room fee (since
they obviously won't waive the cost of
the meals). The only exception may be
when only beverages and/or pastry
will be served. In this case, you may
only be able to convince the hotel to
reduce the room fee. Get your
agreements in writing.
When planning for a banquet, em

phasize that tables can't be cleared
during the contest. Make arrangements
with the catering staff for clearing
tables only before or after the contest.
The competitors must be free from
distractions and interruptions.
4. Manage cost of banquet room

setup. Your contact will ask if you re
quire any special setup, so be ready
with your plan. Below are some
considerations.

• Table arrangements. If your contest
involves a banquet, you may want a
special table at the front of the room
for Toastmasters officials and their

guests. Know the number of people to
be seated there.

• Beverages. Do you want a cash bar,
either inside or outside of the meeting
room? If you're planning to serve
alcoholic beverages, the hotel or
restaurant may provide a bar and
bartender free of charge if you will
guarantee a minimum in liquor sales,
which may be $100 to $200. If sales fail
to meet the minimum, you must pay
an additional fee. If you are confident
that sales will meet the minimum, the
cash bar is a good idea. Otherwise,
forget it.
Coffee service is another arrange

ment to consider. Coffee is a profitable
item for hotels and restaurants. Most

will charge $16 or more for a gallon of
coffee. For banquets, ask if the meal
price quoted includes coffee. Again,
the cost of this item is negotiable. Have
it included with the meal, or at a re
duced price.
Soft drinks also are expensive—

sometimes $1.50 per drink. Be careful.
If you order too many sodas, you'll
have to pay for all of them even if some
are not consumed. You have a choice:

Be prepared to pack up leftover sodas
you've already paid for and save them
for your next event, or tell the cater
ing manager beforehand that you'll
start with a small number of sodas and

order more as needed.

• Lecterns and stages. Hotels charge
anywhere from $15 for a plain free
standing lectern to $35 or more for one
equipped with a microphone and
reading light. Many contests use two
lecterns—a free-standing one for the
contestants and a table-top lectern
placed at the head table for the Toast-
master and other officials. Of course,
the hotel will charge you for both
unless you negotiate. Clften you can
persuade the facility to waive any fees.

If you're expecting a large audience,
you'll need one stage for your contest
and another for your head table. The
height of the stage will depend on the
size of your audience. Again, negotiate
for staging.
5. Minimize audio-visual equip

ment expenses. Standard audio-visual
equipment such as microphones
should be provided for the contestants
(check with contestants to see what
type of microphone each prefers).
Know what the microphones and
public address systems will cost. If a
contestant requires a 35 mm slide pro
jector, overhead projector, cassette
player or any other equipment, it's the



contestant's responsibility to obtain it
and pay for it. Make sure all com
petitors know this, and tell them if
such equipment is available from the
hotel or restaurant for a fee.

It's also the contestants' responsibili
ty to have someone assist with audio-
visuals if necessary. 1 had a bad ex
perience when I competed in a district
-humorous speech contest. I used a
slide projector with a remote control,
which the hotel provided for $25, as
part of my speech. The screen, which
would descend from its hiding place in
the ceiling when needed, was controlled
by a wall switch near the entrance to
the kitchen. The maitre d' assured me

someone would be there to listen for
my cue to lower the screen. I checked
the banquet room early and prepared
my equipment. Everything was ready.
But when 1 reached the portion of my
speech that required the descending
screen, my "assistant" was nowhere
in sight. I lost 30 seconds while some
one from the audience located the

switch. Then the projector jammed.
Fortunately, someone manually ad
vanced the slides, but not before
another 30 seconds had been lost.
6. Budget for gratuities. Many peo

ple overlook this item. Omitting'
gratuities from your expected costs can
quickly put you "in the red." The stan
dard gratuity is 17 percent; that's $17
for every $100 worth of food served.
This is one item the catering manager
really won't negotiate, so be prepared.
7. Allow for complimentary meals.

If you invite an International Director,
district officer, mayor or some other
special guest to grace the head table,
you should not expect that person to
pay for his or her own meal. Bear that
in mind when figuring expenses.

Negotiating Your Bottom Line
Negotiating can pay off. My

Toastmasters club can attest to this. We
meet every other week at a nice hotel
in southwest Houston, Texas. The
terms of the original contract with the
hotel were a $50 room fee, $18 per
gallon of coffee, free water and a free
standing lectern. After negotiating a
new six-month contract, the terms
were a $25 room fee and complimen
tary coffee, water, lectern and storage
space. Additionally, as regular clients,
any other Toastmasters club, area or
division planning an event at the hotel
gets special attention from the catering
staff. We were able to negotiate a
reasonable contract for us and the

hotel.

Contract negotiation is the perfect
opportunity to test your self-assurance
as well as diplomacy. Remember, there

SPEECH CONTEST RULES

Continued from page 15

possible. It is suggested that the fb(ed-mounted
microphone be non-directional. The selection
and use of a microphone is optional for each
contestant.

3. All equipment will be available for con
testants to practice prior to the contest. Each
contestant is responsible for arranging his or
her preferred setup of the lectern/podium
microphone and other equipment in a quiet
manner before being introduced by the Toast-
master.

D. Every participant must present an entire
ly new and different speech for the regional
and for the international contest than he or she

has given that same year. Up to and including
the district contests, contestants may use the
same speech, but are not required to do so.
E. The successful contestant at each district

shall present a detailed outline of his or her
district winning talk to the chief judge of the
regional contest. Successful contestants at the
region will prepare and mail to World Head
quarters an outline of their district and regional
winning talks, which will be given to the chief
judge at the international contest.

TIMING OF THE SPEECHES
A. A speaker will be disqualified from the

contest if he or she speaks under four minutes,
30 seconds, or over seven minutes, 30 seconds.
B. The timers shall be seated in such a posi

tion that warning signals will be clearly visible
to the speakers, but not obvious to the au
dience. The green and amber warning signals
will remain on for one minute.

C. Upon being introduced, the contestant
shall proceed directly to the speaking position.
The contestant shall make no attempt to com
municate with the audience via sound or ac
tion prior to uttering the first word of the
speech, at which point timing and judging
shall begin. Should a contestant engage in
definite verbal or nonverbal communication

with the audience (including the playing of
music or other sound effects, a staged act by
another person, etc.) prior to reaching the
speaking position and uttering the first word
of the speech, the timer should activate the tim
ing device at that point. If this results in the
speech going overtime, the contestant will be
disqualified.
D. Timers shall warn the speaker with a

green light after he or she has spoken for five
minutes. An amber light will be turned on after

six minutes. A red light will be turned on after
seven minutes and will remain on until the

conclusion of the speech.

PROTESTS
A. Protests will be limited to judges and con

testants. Any protest will be lodged with the
chief judge and/or contest chairman prior to
the announcement of the winner and alter-

nate(s). The contest chairman shall notify the
contestant of a disqualification regarding
originality prior to that announcement before
the meeting at which the contest took place is
adjourned.
B. Before a contestant can be disqualified on

the basis of originality, a majority of the judges
must concur in the decision.

C. All decisions of the judges are final.

INTERNATIONAL AND FRENCH
TAPED SPEECH CONTESTS

A. Members of undistricted clubs are invited

to participate in the International Taped
Speech Contest. Tapes must be in English.
French speaking members of any Toastmasters
club have the option of entering the French
Taped Speech Contest. An individual may
enter the annual International Speech Contest
or the French Taped Speech Contest, but not
both.

B. The Toastmasters International Speech
Contest Rules are to be followed as far as they
are applicable. Naturally there is no area, divi
sion, district or regional competition, nor is
there any travel allowances.
C. The tape shall be made using the follow

ing procedures:
1. Use fresh tape and record at IVi IPS

speed, or on a cassette, before a live audience.
2. Time the speech carefully to comply with

the Speech Contest Rules.
3. Clearly mark tape and container with par

ticipant's name and club number.
D. Tapes for the International and French

Taped Speech Contests must be received at
World Headquarters by June 1 to be eligible for
competition. .

Additional copies of the 1988 Interna
tional Speech Contest Rulebook (Code
1171) are available from World Head
quarters. Consult your club's 1988
Supply Catalog for prices and order in
formation. The Supply Catalog should
be displayed at every club meeting.

jns

jgramming

nt, and

is a difference between being politely and •
assertive and being aggressive: One e"
method will reward you with conces
sions, the other may leave you search
ing for another facility to hold your
speech contest.
Plan well in advance for both ex

pected costs and contingencies. Re
view anticipated charges with you; operating Expenditures
hotel or restaurant staff and you'l.
have a greater perception of what tlrpiacements and
total costs will be. Then you can hefty
ter judge how much to charge for ad
vance and at-the-door registratior- OVER expenditures
You can include a built-in "cushion

to help defray any unexpected cos

6ba;. ful
157,73b

621,103

250,699

261,149

76,242

635,498

$3,157,146

$ 277,000

277,000

$ 366,320
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We're Stronger Than Ever!
There is indeed strength in

numbers, and Toastmasters In
ternational displayed just how

strong it is in the last year. Our
worldwide membership increased in
1986-87 to more than 131,000 in over

6,100 clubs. These numbers are our
highest ever.
"We are stronger today than at any

other time in the history of our
organization," 1986-87 International
President Theodore C. Wood, DTM,

proudly announced at Toastmasters'
Board of Directors meeting held this
August during the Convention in
Chicago, Illinois.
President Wood attributed this

record-setting year to dedicated
members throughout the world who
were determined to "Keep the Spirit
Alive," his Presidential theme for the
year.

An Outstanding Year
Toastmasters' growth during the

past year was just one of the many
topics the Board discussed during their
meeting. They also reviewed the
following data concerning educational
and administrative matters:

• For the second consecutive year,
participation in the Club Manage
ment Plan (CMP) exceeded 50 per-
cec'^wlTcl' bei-iue ,necognizing the
Thus, if the cost of an'otaining a

high, fewer people will attend. If i.
cost is low, more people will attend. A-^g
good facilities coordinator knows how t
to keep room and banquet expenses to
a minimum so tickets will be afford

able. Following are tips that will help
you to minimize expenses when you
serve as facilities coordinator for a

speech contest.
1. Estimate attendance before you

begin preparations. Know approx
imately how many people will be at
tending the contest. The number will
affect the size of the meeting room
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• During 1986-87, 301 members
achieved Distinguished Toast-
master (DTM) recognition, com
pared to 287 in 1985-86. This is a
4.9 percent increase. The DTM
award is the highest recognition
our organization bestows.

• The Success/Leadership Program
continues to be popular, with an
overall increase in registrations for
all modules. "The Art of Effective

Evaluation," however, was

especially well-received, with 732
registrations for the 1986-87 year.

• For the second consecutive year
more than 500 new clubs were

formed—530 to be exact. Member

ship rose to an all-time high of
131,129, an increase of 5.8 percent
over last year.

• As of June 30,1987, we had a total
of 641 clubs in 48 countries outside
of the United States and Canada.

Other Actions

During the two-day meeting, the
Board of Directors reviewed and
discussed many important items.
Specifically, the Board;
• Recommended additional em

phasis be placed on the importance
of all districts continuing to grow
and reaching a minimum of 50
clubs. Additional visits to selected
districts by International Directors
were approved by the Board.

• Reviewed and revised the deadline

dates for the submission of district

budget requirements. A newly in
stalled district governor may draw

V. on the available balance in the

ta district reserve account provided
Tl the district minimum requirements
dis have been received at World Head-

4  quarters. The Annual District
set Budget must be submitted to
qu World Headquarters by September
wit 30.

coni Recognized the high quality of the

information available in the District

Management Handbook and
recommended changes to be incor
porated into these materials, sub
ject to the approval of the modifica
tion of the district structure at the

1988 Annual Business Meeting.
• Reviewed district officer training

and recommended that the effec

tiveness of available material be

enhanced through practical
workshop participation.

• Reviewed how districts train divi

sion, area and club officers and
recommended ways to overcome
obstacles to training these officers.

• Prepared the wording of the
changes to the Toastmasters Inter
national Bylaws, the District Con
stitution and the Club Constitution

regarding the proposed structure
modification to be brought before
the delegates at the 1988 Annual
Business Meeting.

• Reviewed and revised Policy
Bulletin G 15 concerning the for
mation of new districts, consolida
tion of existing districts and forma
tion of non-district administrative

units. The revised Policy Bulletin
sets out the general principles to be
followed by the Board when con
sidering the creation, consolidation
or reformation of districts and then

sets out specific policies in relation
to Territorial Councils, reformation
of a single district into two districts,
and consolidation or reformation

of one or more districts.

• Reviewed and revised Procedural

Rules I 5 in that the Report of the
Nominating Committee will be
announced on the Friday of the
February Board of Directors meet
ing. This is in addition to the mem
orandum sent from World Head

quarters to the Opinion Poll part
icipants and candidates.

• Reviewed the International Speech



Contest Rules and recommended

procedures for disqualifying con
testants for tardiness at a contest.

The Board also recommended that

these procedures be incorporated
into all other speech contest rules.
This change will appear in the 1989
rules for all contests.

Recognized the high quality of the
information available in the Club

Management Handbook and
recommended changes to be incor
porated into these materials, sub
ject to the approval of the modifica

tion of the club structure at the 1988

Annual Business Meeting.
Discussed the proposal to change
the club administrative year from
January 1 through December 31 to
July 1 through June 30, and recom
mended to continue discussion at

the Board of Directors' February
1988 meeting.
Reviewed the proposal to open the
International Taped Speech Con
test to members of prison clubs and
to disabled members who belong
to district clubs but, because of

their limitations, are not able to

participate in the International
Speech Contest. Discussion of this
item will continue at the February
1988 Board meeting.

• Discussed ways to cultivate leader
ship at the club, district and Inter
national levels or our organization.

The next meeting of Toastmasters In
ternational's Board of Directors will be
held at World Headquarters February
19, 1988. A report on that session will
appear in the May 1988 issue of The
Toastmaster. t

Tl FINANCIAL STATEMENT 1986-87
STATEMENT OF ASSETS OF ALL FUNDS

June 30, 1987
GENERAL FUND

UNRESTRICTED:
Cash and temporary investments, at cost $ 1,767,838
Accounts receivable 111,061
Deposits, prepaid postage and other 56,872

Total—unrestricted $1 935 771
RESTRICTED:

Cash $212,338
Due from General Fund—unrestricted 488

Total—restricted 212,826
total $2,148,597

INVESTMENT (ENDOWMENT) FUND
Marketable securities, at cost (estimated
market value of $2,371,859),

TOTAL

$1.835,826

$1,835,826

STATEMENT OF LIABILITIES AND BALANCES
OF ALL FUNDS

June 30, 1987

GENERAL FUND
UNRESTRICTED

Liabilities:

Accounts payable
Accrued wages
Sales tax payable
Advance Convention deposits
Deferred charter fees
Due to Property Fund
Funds held for TMI Regions
Due to General Fund—restricted

Total liabilities
Unrestricted—General Fund balance

Total—unrestricted

$  274,674

30,845
3,682

45,562

21,275

5,035
9,161
^

$ 390,722

1,545,049

$1,935,771

RESTRICTED:

District Fund balances 154,552
Restricted grants 488
Ralph C. Smedley
Memorial Fund 57,786

Total—restricted $ 212,826

total $ 2,148,597

INVESTMENT (ENDOWMENT) FUND
Investment Fund balance $ 1,835,826

TOTAL $ 1,835,826

PROPERTY FUND

Property Fund Invested balance $2,106,968
Property Fund Reserve balance 5,035

TOTAL $2,112,003

PROPERTY FUND
Property, building and equipment at cost:
Land $ 45,716
Building 1,037,121
Furniture and equipment 1,024,131
Total property $2,106,968

Due from General Fund—unrestricted 5,035

total $2,112,003

GENERAL FUND-UNRESTRICTED

STATEMENT OF INCOME AND EXPENDITURES
FOR THE YEAR ENDED JUNE 30, 1987

INCOME:

Membership charges
Charter fees

Charges for optional educational
materials and supplies

Other income

TOTAL

OPERATING EXPENSES:

Executive Director's Office

Education & Club Administration

Finance
Membership and Club Extension
Publications and Communications
District Administration & Programming
Production

Merchandising and Policy
Administration

Club supplies, equipment, and
insignia purchases

$ 2,861,635
39,825

827,660

71,346

$ 3,800,466

$  243,615

221,820

689,285

157,735

621,103

250,699

261,149

76,242

635,498

TOTAL $ 3,157,146

Excess of Income over Operating Expenditures

OTHER DEDUCTIONS:

Provision for other replacements and
additions to property $ 277,000

TOTAL 277,000

EXCESS OF INCOME OVER EXPENDITURES $ 366,320
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USING A
MICROPHONE
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I f you'll be participating in any
speech contest outside of your
club, you'll need to know more

than just your speech. You'll need to
know about proper use of a micro
phone.
A microphone is essential when

speaking before a large audience.
Without one, you won't be heard. In
a contest, if you don't know how to
use a microphone, you may as well not
compete. But if you're familiar with
microphones and how they work, you
can make them add to your speech.
When you are comfortable with your
microphone, you can concentrate on
what you have to say.

Know Your Mike

Before the contest, find out from your
contest chairman what microphones
will be available to you during the con
test. Your choices most likely will be
a lectern, with a microphone attached,
a microphone on a floor stand, a hand
held microphone, or a lavalier micro
phone that loops around your neck or
clips onto your clothing.
Some microphones are highly direc

tional in their pick-up, giving max
imum support to your voice but also
reducing or eliminating extraneous
sounds. Others pick up from a wide
area or from all directions. How you
must speak and how you must direct
your speech toward the microphone is

If you can't use a

microphone, you

may as well not

compete.

partly determined by the type of micro
phone. Before the program begins, test
and adjust microphone placement,
and the volume and tone settings of
the amplification system.
Following are tips to help you im

prove your use of microphones:
• If you use a lectern with an at

tached microphone, maintain an equal
distance from the microphone and
speak toward it whether you are look
ing to the right or to the left. If you
don't, your voice will fade out as you
move away from the mike.
• Don't start your speech by grab

bing the microphone and moving it.
Have the microphone position planned
in advance and, if you must reposition
it, do so quickly and with precision.
• Use a lavalier microphone if you

use visuals, such as a flipchart, set to
one side of the presentation area. If
your presentation requires much
movement, make certain that the cord
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of your lavalier microphone is out of
your way.

Check the System
• Whatever microphone you use, or

however the room is arranged, check
everything before your presentation
and have assistants help you if neces
sary. Speak into the microphone at a
volume level you expect to use during

Mike Etiquette
by Thomas H. McKerlie, DIM

Using a microphone correctly is not
as complex as it seems, even in the
heat of speech competition. Just
follow these dos and don'ts:

Do..'.

• Tap the mike lightly or talk across
it and say, "Test, one, two, three,
four." If you're still not sure the
volume is OK pick out someone in
the audience and ask, "Ed Bradley
(or whoever), do you hear me all
right?" With that affirmation,
you're off and running.

• Hold the mike below your chin.
The level depends on the PA
system volume: The closer to your
chin, the lower the volume control
can be; the farther away from your
chin, the higher the volume must
be raised.

• Shut the mike off while you reposi
tion yourself behind the speaker or
someone turns the amplifier when
you have feedback problems. This
will usually stop the high-pitched
squeal caused by oscillation in the
amplification system.

• As a general rule, anytime you lay
a mike down, turn it off first. And
try not to drop the mike; that can
be very dangerous to its health!

• Observe these points. Most of
them are common sense. When

you use a mike properly you are
easily heard. If you use one im
properly, you are NOT easily
heard—so why use it at all?

Don't...

• Blow into a mike to see if it is on.

This will damage some micro
phones. Look at the microphone to
make sure it's on. To check that the

amplifier is on, don't say, "Is this
on? Can you hear me?" "Thiat's very
unprofessional.

• Put the mike right against your
mouth. You'll see many enter
tainers do this. However, the type
of mike they're using is designed
for a very noisy background, with
the amplifier volume very high.
Most public address mikes you'll
use should be held four to eight in
ches away from the mouth.

• Hold the mike horizontally in front
of your mouth. Otherwise you risk
blasting certain letters from the
system. For example, every time
you say a word with a 'p' in it, that
'p' will make the PA system 'pop.'
The letters 'b', 'd', 'k', 't'—those

formed with a sudden release of air

from your mouth as you say
them—tend to make the system
'pop' also. That 'pop' turns into a
blast unless you keep the mike
vertical. ^

Thomas H. McKerlie, DTM, a
member of Professional Speakers
Club 9-F in Santa Ana, California and

Positive Communicators Club 3708-F

in Anaheim, California, works for
Beckman in La Habra, California.

your speech. Have assistants check
your voice from different positions in
the room.

• "Feedback" is that unpleasant
squeal that occurs when the speaker
system "feeds back" into your
microphone and is reamplified. Again,
test the sound system beforehand;
have somebody standing by to make
needed adjustments. Experiment with
settings for volume, bass and treble in
the sound system. Sometimes reduc
tion in treble, or an increase in bass,

coupled with adjustment of volume
(up or down) will eliminate feedback.
• Don't touch the microphone unless

absolutely necessary, and never use it
to give you support. Keep your hands
off and away from it unless, of course,
you are using a hand-held mike.
• Be aware of how your voice is pro

jecting through the public address
system. Are you talking too quickly for
a large room, so your echo is interfer
ing with clear communication? Are you
turning away from the microphone so
your voice fades?
• If you use special recorded sound

effects or music during your speech, be
sure to test them in advance. You may
need assistance from sound techni

cians in setting up your tape recorder
and wiring it into the sound system.
This usually works better than holding
the tape recorder up to the microphone.
The best rule to follow, of course,

whatever technique you use, is to
avoid complex arrangements. Keep the
mechanics and your technical problems
as simple as possible. .§

Based on Toastmasters International's

Audiovisual Handbook (1193), avail
able from World Headquarters for
$1.50 plus postage and handling. Cal
ifornia residents add 6 percent sales
tax. Consult your club's Supply Cat
alog for order information.

ORGANIZE YOUR lOEAS WITH THE PERFECT SPEAKERS TOOL.

NO MORE

LOST CARDS
KEEP YOUR

IDEAS IN ORDER

Coil-n-Card Systeme
COMPILE — ORGANIZE - BIND

PERFECT FOR: EACH PACK CONTAINS:

SPEAKERS 100 - WHITE PUNCHED 4 « 6'

INSTRUCTORS CARDS RULED ONE SIDE

TEACHERS 6 - BLUE PUNCHED CARDS

STUDY NCfTES 3 - COILS

CPA EXAM CARDS STEPS;

SALES AIDS 1  Enter data on cards

TELEMARKETING 2 Place cards m order

WRITERS 3 Spiral coil to secure cards together

L_ 4 Remove coil to rearrange

Coil-n-Card

Systeme

_ A unique combination of specially
'■Hp!' punched cards with reusable plastic

coils makes speech organization
easy as (1) compile, (2) arrange, (3)
bind. Type on blank side, write on
ruled side, spiral plastic coil to
secure cards in order. Remove coil
to rearrange your ideas.

ORDER FORM
Coil-n-Card Systeme Set
100 - 4 X 6 Cards — 6 Blue Cover
Cards, 3 Coils — #46-000 4.29/set x = $_

coil-n-Card Pack Only
100 - 4x6 Cards — 6 Blue Cards,
No Coils — #46-100 3.98/pkg x ^ $_

SUB-TOTAL

POSTAGE &
HANDLING + 3.00

TOTAL
STATE/ZIP

MAIL AND MAKE CHECK PAYABLE TO:
CAL-CARD CO., 2118 E. 3rd, TULSA, OK 74104
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Ordering from
WDrld Headquarters

Have you seen the Toastmasters In
ternational Supply Catalog? If not,
you're missing out on materials that
could help you and your club!
Toastmasters International has avail

able a wide array of administrative and
educational materials through the Sup
ply Catalog: Success/Leadership mod
ules, educational manuals, cassette
programs, parliamentary procedure
materials, books, pins, jewelry; every
thing from "A Toastmaster Wears
Many Hats" (Code 1167-D) to a Zip
per Briefcase (Code 230).
The Supply Catalog is published an

nually. The 1988 edition was mailed to
all club presidents of record in Oc
tober, along with other club adminis
trative material. Additional copies may
be ordered from World Headquarters.
The catalog should be displayed at

every club meeting to give members
the opportunity to order materials that
will help them further their education.
Clubs also should keep a supply of or
der blanks on hand.

Changes in 1988
The 1988 catalog contains a major

change. Beginning January 1, 1988, the
day the 1988 Supply Catalog goes into
effect, members will be able to charge
purchases on their MasterCard or
VISA card. Also beginning January 1,
payment must accompany each order.
As in the past, all transactions will

go through the club account. Since
payment will be included with orders,
a debit and a credit will be shown on
the account, as well as any differences
in the transactions (overpayment or
underpayment).

If an underpayment occurs, the
amount due is payable within 30 days
of receipt of the invoice. Overpay
ments show on the account as credits
and can be used for future orders. Your
club may wish to keep a credit balance
in its account at World Headquarters
against which orders can be charged.

Mail and Phone Orders

Members can place orders two ways:

by mail or by telephone. In each case,
it takes five working days from the
time an order is received to the time it
is mailed. (This doesn't include items
that need to be engraved, which will
take longer.)
For rush shipments, a special hand

ling service is available called "priori
ty handling." "Priority handling"
shipments will be mailed within eight
working hours (except for items that
need to be engraved, such as trophies
and badges). However, you must pay
a $15.00 service charge in addition to
the actual postage and 5 percent hand
ling charge. By placing orders with
plenty of lead time, you will avoid this
charge.
When ordering by mail, please in

clude a check, money order, or your
credit card number, expiration date of
your credit card, and your signature.
Do not send cash through the mail. Be
sure to include your club and district
numbers on every order.
When ordering by phone, please

have ready for the order taker your
credit card number and expiration date
as well as your club and district
numbers.

How To Order

By doing the following you'll help
World Headquarters process your order
promptly:
• Mail your order early. Allow five

working days for processing.
• Combine your orders when possi

ble. There's a one pound minimum
postage charge.
• Be sure to include:

— Your club and district numbers

— Your club name

— The person to whom the
materials are to be shipped (must
be a member of your club). Please
note that United Parcel Service

(UPS) delivery cannot be made to
a post office box. If you want UPS
delivery, you must provide a street
address.

— A telephone number where you
can be reached between 8 a.m. and

5 p.m. (PST).

— The person to whom a copy of
the invoice should be sent (if dif
ferent from the person to whom
the materials are to be shipped).
— The method of shipment. The
catalog contains complete informa
tion on the methods of shipment
that are available and the time in
volved in each method. If priority
handling is needed, request it at
this time. Orders that do not
designate method of shipment will
be sent fourth class or surface mail.
(If any item is out-of-stock, you will
be notified on the packing slip in
cluded with your shipment.)
— Engraving details. Engraving is
20 cents per letter. On mail orders,
type or print all copy for lettering
or engraving. If ordering by tele
phone, spell names and other in
formation to be engraved. Be sure
to specify exactly what is to be
engraved, including officer titles
and member recognition such as
CTM, ATM, and DTM.

• On mail orders, total the prices and
weights and determine postage and
handling costs.

If your club is within the United
States, do this by adding the total
weight of the order. (The weight of an
item can be found in its catalog
description.) Then choose the method
of shipment (see Shipping Methods
section). Postage charts are supplied in
the catalog.

If your club is outside the United
States, add 20 percent of your total
order for postage (surface mail). If
postage exceeds this amount, you'll be
billed for the excess through your
club's account.

For telephone orders, the charges
will be calculated by computer. All
orders—including telephone, mail and
personal pick-up—are charged a 5 per
cent handling fee. California clubs
must add 6 percent sales tax.
World Headquarters processes more

than 30,000 orders a year. We strive to
provide quick and accurate service to
our members. You can help us do so
by following the above instructions.
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SPEECH CONTEST

Continued from page 11

"larger than life," as the expression
goes. Such an event, however, is not
something that just happens.
On the contrary, it's the direct result

of careful and creative planning by a
sizeable group of Toastmasters, who
also put the plan into effect. True, the
contestants are the stars of the show.

Without them, there would be no con
test. But the show includes judges and
many other Toastmasters who plan
and manage the event.
As an example of preparation, let's

look at the scope of planning for an
area speech contest. First, the area
governor selects a contest chairman,
who recruits a Toastmaster from each

club in the area to serve on the plan
ning committee.
Next come the subcommittees, such

as "program," "facilities," and "pro
motion." Their chairmen are chosen

from the different clubs or the host

club. Each of these committees needs

helpers, who may be obtained from
the clubs in the area. Planning also in
volves use of the "what if" approach
and "Murphy's Law" ("If anything
can go wrong, it will).
What if the Toastmaster of the

meeting fails to arrive on the day of the
event? Is somebody prepared to fill-in?
What if some judges are absent? Do
you have qualified alternates?
The test of proper preparation and

planning is the ease with which you
handle things that can go wrong. Most
of the "what if" and other problems
can be controlled much more readily
and satisfactorily if considered in
advance.

Since you're planning to put on a
good show, why not let the world
know? As an event, a speech contest
provides community awareness of
Toastmasters and affords the possibili
ty of newspaper publicity as well as
radio and television coverage.
Send news releases before and after

the speech contest to local newspapers
(samples are given in the "Let the
World Know—Toastmasters Publicity
and Promotions Handbook" [Code
1140], available from the Toastmasters
Supply Catalog).
Local broadcasters may provide you

with public service time that's set aside
for non-profit organizations. Approach
the station's program director or public
access coordinator with your request.
You may even persuade them to
broadcast or televise the entire speech
contest.

For more ideas and "how-to" infor

mation, see the following materials

it

available from the Supply Catalog:
• "Put On A Good Show" (Code 220)
• "Speech Contest Rules" (1171)
• "Judge's Guide and Ballot" (1172)
• "Speech Contest Manual" (1173)
Judges and other Toastmasters who

help in staging the speech contest gain
from their participation as do the con
testants themselves, since the ex
perience develops self-confidence and
personal growth.
The speech contest, as we have seen,

is both a challenge and an event. At the
same time it's a richly rewarding pro
gram in self-improvement for all
Toastmasters involved in it—the con

testants, judges, and those who plan
and administer the staging of the
event. It's an arena where all

Toastmasters involved can achieve

their best in action. Go for it!
X

Thomas Montalbo,

1  % DTM, is a member

f — Sparkling Toast-
*  masters Club 3602-

47 and has received

a Presidential Cita

tion for his articles in

"The Toastmaster."

He is also the author of "The Power of

Eloquence," a book on public speak
ing published by Prentice-Hall, 1984.

THE WINNER'S EDGE

Continued from page 19

to express the different tones and
moods of your speech. Experiment
with your voice in different size rooms.
A tape player is the best way to obtain
initial feedback. You get the absolute
truth from a tape player.
Voice qualities to look for include

volume (good projection, easily heard),
pitch (not too high, not shrill, and not
monotonous), quality (clear, mellow,
and enthusiastic), enunciation (clear
and crisp, avoiding tangled tongue,
tight jaw, mumbling, and mispronun
ciation), timing (smooth and varied),
and vocal variety (conveying emotion,
softness and hardness, and enthu
siasm.

Your vocal expression should change
constantly during your presentation.
Always keep the tone lively. Be plea
sant to hear and easy to understand at
all times.

Enthusiasm in your subject, en
thusiasm in your speech content, and
enthusiasm in your delivery all con
tribute to a successful presentation.
One of the best examples of en
thusiasm is the cast of NBC's Today
Show (Bryant Gumble, Jane Pauley,
Willard Scott, and John Palmer). They

bring a freshness and sparkle to each
show and appear to have a great time
doing what they do. Make your au
dience believe that you're having a
great time presenting your speech to
them.

Practice Makes Perfect

The key to gaining the winning edge
is practice. Rehearsing a speech can be
boring. Yet all the thought, emotion
and hard work you put into your
presentation will mean little without
practice. All the good feelings that
come from having done your best will
be absent. Practice every aspect of your
delivery as often as you can before the
contest. Practice in front of a mirror, in
front of family and friends, and in front
of your local Toastmasters club. Even
practicing in front of the family pet
can't hurt. Use a tape player, and if
possible, videotape your practice ses
sions. Take the feedback you receive,
analyze it in terms of what will best
serve your purpose (not all feedback
will necessarily improve your presen
tation) and revise your speech
accordingly.

Try to achieve the following goals
• Learn your speech so well that you
don't need to use notes. Be certain that

you don't exceed the time limit.
• Be aware of your body language.
Make sure it's smooth, natural and

enhances your speech.
• Practice with any props or any
special clothing you plan to use.
• Keep enthusiasm high throughout
the practice sessions. Boredom can
distract you from your goal. Fight the
tendency to become bored.
• Practice! Practice! Practice! Winners

are those who do things that losers hate
to do.
Total commitment to making your

subject relevant to your audience; put
ting enthusiasm into your choice of
subject, your speech structure and
your delivery; and practicing as often
as possible will give you the winner's
edge. Act like a winner by expressing
confidence in what you say and how
you move. Act like a winner before,
during and after your speech.
Expect to win the next time you enter

a speech contest because you will have
the "winner's edge."J|

Michael Frensley, ATM, is a past
member of Wuerzburg Bavarian Club
4473-Uin Wuerzburg, West Germany,
and is now a member of SWD Corps
of Engineers Club 2760-25 in Dallas,
Texas. Jeanne Erensley also is a past
member of Wuerzburg Bavarian Club
4473-U.

28 The Toastmaster / November 1987



HALb'FAMe
DTMs

Congratulations to these Toast-
masters who have received the

Distinguished Toastmaster
certificate, Toastmasters Inter
national's highest recognition.

Dennis Ham, Spacespeakers
1018-2, Kent, WA
Richard Charles, Sri
Organan 1435-4, Menlo
Park, CA
Richard S. Lawrence,
Bechtel 1771-4, San Fran
cisco, CA
Kenneth E. Herman, Totem
Pole 610-7, Vancouver, WA
Franklin R. Warlick,
Clayton County 4865—14,
Clayton County, GA
Donald J. McGuire, Queen
City 1967-20, Dickinson, NO
Gary E. Talada, Early Bird
2534-23, Albuquerque, NM
Clarissa R. Green, Town
Criers 1743-30, Lombard, IL
Robert B. Gaylor, Triple
Crown 4147-47, Ocala, FL
Donna L. Brock, Mason-
Dixon 2186-48, Huntsville,
AL

Ward Penman, Woden
Valley 494-70, Canberra,
ACT, Australia

ATM Silver

Congratulations to these
Toastmasters who have re

ceived the Able Toastmaster

Silver certificate of achieve

ment.

Rete Jeannette Geller,

Spacemasters 5045-5,
Downey, CA
Louis I. Mandle, Hawkeye
617-19, Cedar Rapids, lA
William A. Moylan, Birm
ingham 957-28, Birmingham,
MI

E. Frank Poyet, 1910-33, Las
Vegas, NV
Ralph R. Walker, Gold Mine
241-37, Concord, NC
Claudius H. Moore, West
Rowan 2225-37, Cleveland,
NC

Robert James Pate, Deadline
3440-70, Sydney, NSW,
Australia

ATM Bronze

Congratulations to these
Toastmasters who have re
ceived the Able Toastmaster

Bronze certificate of achieve

ment.

Carl Cottingham, Cedar
Hills 751-7, Beaverton, OR
George E. Munyer, 1-5
3091-7, Vancouver, WA
Donald J. McGuire, Queen
City 1967-20, Dickinson, ND
Tom C. Roberts, Power

Masters 3985-22, Overland
Park, KS
Wayne C. Coleman, Early
Birds 2534-23, Albuquerque,
NM

Calvin S. White, N.E. Early
Birds 6130-25, Ft. Worth, TX
William A. Moylan, Birm
ingham 957-28, Birmingham,
Ml

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

E. Frank Poyet, Harmon-
Izers 1910-33, Las Vegas,
NV

Hugh T. Burgay, G.U.T.S.
5986-36, Annandale, VA
Lucy C. Beebe, Amelia
Island 5568-47, Fernandina
Beach, FL
Sue Johnson, Link 2848-65,
Binghamton, NY

ATMs
Congratulations to these
Toastmasters who have re
ceived the Able Toastmaster

certificate of achievement.

Pamela Pedggo Lowe, Sad
dleback Sunrise Speakers
86-F, Mission Viejo, CA
Willie Parker, Grand Ter
race 290-F, Grand Terrace,
CA

Randolph A. Frye, Parkers
519-F, Irvine, CA

Norman H. Gehrke, High
Desert 1043-F, Victorville,
CA

Joseph Mondschein, The
Lunch Bunch 5372-F, Fuller-
ton, CA

Debra K. Harbort, By-the-
Sea 298-1, Santa Monica,
CA

I Mary J. Gennuso, TRW
990-1, Redondo Beach, CA
Sharon Barraclough, "Liber
tines" 4369-1, Lakewood,
CA

Howard Hinman, "Liber
tines" 4369-1, Lakewood,
CA

Merilyn Chilleen Brown,
Sunrise 74-3, Phoenix, AZ
Charles J. Summers,
Western Sages 327-3, Scotts-
dale, AZ
Stephen H. Olson, Positive
Thinking 949-4, San Mateo,
CA

Dale Schrumpf, Orbiters
2943-4, Sunnyvale, CA
Carl Schwab, Windjammers
3639-4, San Bruno, CA
James W. Lilley, High Spirit
4368-4, San Mateo, CA
Lyn April Stratten, High
Spirit 4368-4, San Mateo,
CA

Stephen E. Holmstrom,
Redwood City Orators
5707-4, Redwood City, CA

Herman Schmedding, Chula
Vista 108-5, Chula Vista, CA
James W. Parmelee,
Daybreakers 4155-5, Yuma,
AZ

Richard L. Peterson, Victory
221-6, St. Paul, MN
Eloi A. Hamre, Hutchinson
II 4324-6, Hutchinson, MN
Louis Husmann,
Daylighters 4807-6, St.
Cloud, MN
Delaine Wichman, Cor
porate Communicators
5870-6, Minneapolis, MN
Forrest L. Rutledge, Cor-
vallis 395-7, Corvallis, OR

Ruby L. Andrews, Grants
Pass 852-7, Grants Pass, OR

Mary Fujii, Sunrise 1492-7,
Portland, OR
Steven Grant Mueller, PGE
3534-7, Portland, OR
Rosalie Hyland, Kaiser Per-
manente 5859-7, Portland,
OR

Max S. Kaiser, Jr., Webster
Groves 461-8, St. Louis,
MO

Persis Mehta, Monsanto
1267-8, Creve Couer, MO
Harry J. Falk, Fairview
Heights 4206-8, Fairview
Heights, IL
David Hammer, Lord Eff-
ingham 4587-8, Effingham,
IL

Gary S. Fowler, Mineral
Area 5571-8, Farmington,
MO

Carol F. Schwartz, Lewis-
Clark 369-9, Lewiston, ID
Roberta G. Hensley, Col
umbian 708-9, Coulee Dam,
WA

Georgina K. Miller, Akron
151-10, Akron, OH
Thomas G. Nowak, Berea
2917-10, Berea, OK
Benjamin Paul Thrams, Ex
ecutives 3434-10, Akron,
OH

Norman de Borkowski,
Suburban 3613-10, Chagrin
Falls, OH
Arthur M. Zoss, Victory
Lane 44-11, Indianapolis, IN
Pamela Giese, Wingfoot
5274-10, Akron, OH
Irmgard L. DeFord, Miles
5185-11, Elkhart, IN
David C. Hoyt, Southside
5536-11, Indianapolis, IN
Margie Carter, Artesian
3379-14, Albany, GA
Cynthia L. Martin, Artesian
3379-14, Albany, GA
Nancy K. McGee, C&S
3438-14, Atlanta, GA
James E. McCoy,
Main Post Office 5849-14,
Atlanta, GA
Nancy A. Kerr, Pioneer
2308-15, Boise, ID
John H. Schoppe, Key
3723-15, Salt Lake City, UT
Richard E. Schneider, Con-
oma 454-16, Oklahoma City,
OK

Robert A. Brink, Capitol
Hill 709-16, Oklahoma City,
OK

Brian M. Chambers, Lexical
1367-16, Lexington, OK
Christine M. Bradley,
Technical Talkers 1691-16,
Bartlesville, OK
Ruth Morgan, The Gover
nors 3031-16, Oklahoma
City, OK
Harold E. Billings, Red
Castle 3383-16, Tulsa, OK
Carobelle M.J. Carson, Enid
5514-16, Enid, OK
Mary L. Kraft, Speakeasy
291-17, Great Falls, MT
Betty L. Schmitt, Gallatin
Valley 4880-17, Bozeman,
MT

Kenneth E. Kelley, Parkville
300-18, Parkville, MD
John F. Tirrell, Du Pont
1664-18, Wilmington, DE
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David A. Coulie, Sperry
Sunrisers 5731-23, Albu
querque, NM
Ricardo D. Gonzales, Zia
5929-23, Santa Fe, NM
Jo Ann Rostyne, Corn-
huskers 955-24, Omaha, NE
Jean L. Torneton, C.B.
Communicators 2114-24,

Council Bluffs, lA
William H. Palmer, Sunrise
2788-24, Lincoln, NE

Sharon I. Smith, Platts-
mouth 3560-24, Platts-
mouth, NE
Paul Hirmer, Metro-
Speakers 1470-25, Dallas,
TX

Gerald Lynn Black,
Nacogdoches 1726-25,
Nacogdoches, TX
Robert Charles Chapman,
Tale Twisters 2348-25,

Waco, TX

Willis Edward Bennett,
Athens 4714-25, Athens, TX

John Fooks, Twin Cities
5509-25, Texarkana, TX
Paul E. Mills, Lake Gran-
bury 5984-25, Granbury, TX

Arnold D. Waddell, Early
Risers 784-26, Greeley, CO

Ronald E. Dutton, Morning
Tour 2503-26, Casper, WY
Emily J. Olivero, Mt,
Clemens 4757-28, Mt.

Clemens, MI
George Beerli, Top Cats
2837-29, Tillmans Corner,
AL

Michael J. Burnham,
Western 926-30, Lisle, IL
Delmar Rogers, Jr., Daniel

Wright 1605-30, Libertyville,
IL

Janice Sykora, McGaw Park
1654-30, McGaw Park, IL
Theresa H. Jackson, O'Hare
Plaza 2683-30, Chicago, IL
William E. Haas, Strowger
3848-30, Northlake, IL
Betty Luback, Creative
5579-30, Chicago, IL
Michael J. Glenn, AVCO
2921-31, Wilmington, MA
Janice R. Pinto, Eastern
Middlesex 3565-31,

Wakefield, MA
Tom J. Terrien, Sunrisers
2205-32, Tacoma, WA

Dwight D. Lentz, Sun
downers 5325-32, Olympia,
WA

Richard A. Scott, Golden
Empire 270-33, Bakersfield,
CA

Julie Bergdorf, Elying High

1712-33, Las Vegas, NV
E. Frank Poyet, Harmon-
Izers 1910-33, Las Vegas,
NV

Cecil M. Landrum,
Minutemen 2794-33,

Vandenburg AFB, CA
Lajeanne M. Dukes, Word-
smiths 3105-33, Las Vegas
NV

Carole J. Shaw, Nite Owl's
4221-33, Lancaster, CA
William C. Taylor, Nite
Owl's 4221-33, Lancaster,

CA

Teresa M. Simonson, Ven
tura Sunrise 5575-33, Ven

tura, CA
William Kjer, Sentry
4596-35, Stevens Point, W1
Benjamin Cukok, George
Washington University
1237-36, Washington, MD
Margie U. Ritter, Capitol
City 661-37, Raleigh, NC
Karen L. Barber, Catawba
Valley 1193-37, Hickory, NC

P. M. Eppele, East Rowan
2225-37, Cleveland, NC

Grace P. Moore, West
Rowan 2225-37, Cleveland,
NC

James Hugh Slaughter,
Chapel Hill 2294-37, Chapel
Hill, NC

Joni Lopes, New Bern
2812-37, New Bern, NC

Royce A. Marquart, Texas-
gulf Lee Creek 4523-37,
Aurora, NC
Ronald T. Field, West
Shore 227-38, Camp Hill,
PA

Peg L. Beissel, Ephrata
"Cloister" 3011-38, Ephrata,
PA

Karen E. Van Dyke, USDA
4139-38, Robbinsville, NJ
Robert Ross, Eoothill
1070-39, Roseville, CA
Richard L. Fleckenstein, Kit
Carson 2299-39, Carson
City, NV
Michael R. Denney, Ishi
3316-39, Chico, CA

Evelyn Roster, Sunrise
Center 3359-39, Citrus
Heights, CA
Mary R. Scott, Earlyrisers
4299-39, Stockton, CA
Troy J. Carlton, Hi-Liners
4457-39, Sacramento, CA
Lorie J. Teichert-Tiedman,
Los Oradores 4706-39,
Sacramento, CA
John C. Tiedman, Los
Oradores 4706-39,
Sacramento, CA

Phyllis Taylor-Hawes, New
Age 5091-39, Reno, NV
Robert F. Williams, Roast
Toasties 5421-39, Stockton,
CA

George L. Dershimer,
Seven Hills 1578-40, Cincin
nati, Ohio
Jackie Balfour, Grand Lake
5136-40, Celina, OH
Leonard T. Fisher, Farmers
Insurance 5447-40, Colum
bus, OH
Gary Scholtz, Sodak,
224-41, Sioux Falls, SD
Ted A. Thomas, Sodak,
224-41, Sioux Falls, SD

Marty Guffin, Watertown
2656-41, Watertown, SD
Donald A. Dickinson,
Skyline 3258-41, Celina, OH
Nancy A. Hansen, Talk of
the Town 4463-41, Sioux

Falls, SD
Roy Opdam, Golden Gavel
438-42, Calgary, Alta.,
Canada

Irene A. May, Wascana
577-42, Regina, Sask.,
Canada

Shirley M. Sarens, North
ern Nooners 1084-42, Ed
monton, Alta., Canada
Carol Blair, Peace Pipe
1440-42, Wetaskiwin, Alta.,

Canada

Ron Zimmer, Pile o' Bones
1862-42, Regina, Sask.,

Canada

Ian D. Muir, The Forum
2344-42, Edmonton, Alta.,

Canada

James A. Phelps, Seven
Seas 3296-42, Saskatoon,
Sask., Canada
Foster M. Mortin, Sunset
3619-42, Regina, Sask.,
Canada

Douglas Kilgour, Southern
Lighters 3684-42, Regina,
Sask., Canada
Barbara Anne Wright, Park
Place 4662-42, Regina,
Sask., Canada
Bernie Feisst, Tamarack 11
5077-42, Edson, Alta.,
Canada

Henry Heinrichs, Engineers
5820-42, Saskatoon, Sask.,
Canada

Danny Jerrell Carter, HUD
243-43, Little Rock, AR
Betty G. Compton, St. Vin
cent 3962-43, Little Rock,
AR

Mildred Dowdy, First Ten
nessee 4915-43, Memphis,
TN

Mildred H. Helms, Tupelo
5632-43, Tupelo, MS
Jo Reed, Plainview 763-44,
Plainview, TX
Shannon C. Hughes, Lub-
bock 884-44, Lubbock, TX
Jack L. Smith, Downtown
1145-44, Lubbock, TX
Sharon A. McCarrell,
Natural Gassers 1875-44,
Amarillo, TX
Aubrey Myers, Plainview
Evening 2123-44, Plainview,
TX

Galen M. Carr, Trinity
Christian 2241-44, Lub
bock, TX
Novie Gilbert, Single Texas
Talkers, 4340-44, Lubbock,
TX

Peter Charles Walz, Single
Texas Talkers, 4340-44, Lub
bock, TX
A1 Kieltyka, Kennebec
Valley 1468-45, Augusta,
ME

Yvon Maillet, Hub City
2173-45, Moncton, NB,
Canada

Gary Sidney Willet,
Bathurst 2381-45, Bathurst,

NB, Canada
Brian Tapper, Dartmouth,
3119-45, Dartmouth, NS,
Canada

Donna C. Seeber, Friendly,
3001-47, Ft. Lauderdale, FL

Alice F. Beehner, Clear-
water 3087-47, Clearwater,
FL

Mary M. Martinez, Lake
4541-47, Eustis, EL
Jackie Taylor, Maui 910-49,
Wailuku, HI
William M. Gow, Ala
Moana 3701-49, Honolulu,
HI

Maedale Gongora, Glendale
Civic Center 1256-52, Glen

dale, CA
Salvatore Muratore,
Distinguished Singles
5515-52, Woodland Hills,
CA

Walter J. Lankenau, Patroon
3863-53, Albany, NY
Dorothy Mills, Mass Mutual
5716-53, Springfield, MA

Harry B. Oathout, Mass
Mutual 5716-53, Springfield,
MA

Roger E. Gellenbeck,
Waterloo 2615-56, Austin,
TX

Noreen W. Barth, Bayfair
207-57, San Leandro, CA

Timothy John Guido, Peter-
bilt 5067-57, Newark, CA
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John R. Williams, Single
5339-57, Lafayette, CA
Raymond Dean Burchard,
Early Bird 2174-58,
Charleston, TX
Roel Vis, Trafalgar 4080-60,
Oakville, Ontario, Canada
Dale L. Luksan, Power
1080-62, Jackson, Ml
Kai Arthur Sorenson,
Speakeasies 1926-62, Lan
sing, Ml
A. A. Gus Covello, Unity
5321-62, Grand Rapids, Ml
Roberta Jean Kalt, AEDC
6048-63, Arnold AES, IN

Riley R. James, Kodak Park
1491-65, Rochester, NY
Alfred E. Smith, TNT
1831-65, Rochester, NY
Marvin Leonard, Lafayette
2678-68, Lafayettte, LA
Alistair Robert McCullough,
Northern Suburbs 2097-69,
Brisbane, Qld., Australia
Margery Hood-Jones,
Hawkesbury Valley 2009-70,
Richmond, NSW, Australia
Philip B. Mitchell, Col
lieries 4831-70, Wollongong,
NSW, Australia
Meyers Newsome, Invar-
cargill 3071-72, Invarcargill,
New Zealand

Ian Roissetter, Cranbourn
6684-73, Cranbourn, Vic.,
Australia

Anton W. Roodt, George
4983-74, George, South
Africa

New Clubs
6697-U MIM

Kuala Lumpur,
Malaysia—1st & 3rd Sat., 10
a.m., Malaysian Inst. of
Management, 227 Jalan Am-
pang (242-5255).
743-1 Singles by the Sea
Santa Monica, CA—Fri., 7
p.m.. Baker's Square
Restaurant, 1819 Ocean
Ave. (826-8192).
6707-3 Argon Blue
Mesa, AZ-Wed., 5:30
p.m.. Westerner Financial
Plaza, 1201 S. Alma School
Rd., Ste. 2350 (248-1631).
6706-8 Delta

Jefferson City, MO—Central
Missouri Correctional Ctr.

6705-16 The Live Wires

Anadarko, OK—2nd & 4th
Fri., 11:30 a.m.. Western
Farmers Electric Co-Op
(247-3351).

6702-20 Sheyenne Valley

McVille, ND—Friendship
Manor Nursing Home,
Nyus Ave. (322-4314).
6695-26 City Slickers
Colorado Springs, CO—
Thurs., noon. City Admin.
Bldg., 30 S. Nevada
(578-6600).
6696-31 Federal Club of

Boston

Boston, MA—2nd & 4th

Wed., noon, Boston Fed.
Bldg., 10 Causeway St., 5th
fl. conf. rm. (565-6419).
6708-33 TLC

Fresno, CA—Thurs., 7 p.m..
Today's Living Church of
Religious Science, 723 W.
Clinton.

6703-40 J.W. Didion &
Assoc.

Westerville, OH—2nd & 4th
Mon. 7 a.m., 229 Huber

Village Blvd. (890-0070).
6701-56 Deer Park

Deer Park, TX—Thurs.,
7 p.m.. Deer Park Com
munity Ctr., 610 E. San
Augustine (479-5565).
6704-68 Vermillion

Abbeville, LA—1st & 3rd, 7
p.m., Lytle's Restaurant,
2440 W. Summers Dr.

(237-0492).
6699-73 Mine Host

Kalgoorlie, WA, Australia-
Wed., 7:30 p.m., W.A.
School of Mines, Fagan St.
(214540).
6700-73 Western

Werribee, Vic., Australia—
2nd Tues. & 4th Mon., 6:30
p.m., Italian Social Club,
Parklands Grove (743-7997).
6698-75 Diamond

Makati, Metro Manila,
Philippines—Wed., 6:30
p.m., Makati Sports Club,
Alfaro St., Salcedo Village
(985339).

Anniversaries
50 Years

Frank E. Balmer 95-9,
Pullman, WA
Noventa 90-33, Santa Bar
bara, CA
Reedley 93-33, Reedley, CA

45 Years
Gaveliers 238-9, Spokane,
WA

40 Years
Chamber 540-2, Seattle, WA
San Diego Gas & Electric
545-5, San Diego, CA
Philadelphia's First 541-38,
Philadelphia, PA
Franklin 524-40, Columbus,
OH

Megacity 553-40, Kettering,
OH

35 Years
Forest City 1185-10,
Cleveland, OH
Carlsbad 1182-23, Carlsbad,
NM

Racine 481-35, Racine, W1
Valley Forge 1128-38, Nor-
ristown, PA
Pierre 1195-41, Pierre, SD
De Witt 1143-65, Syracuse,
NY

Tamaraw 1164-75, Manila,
Philippines

30 Years
Superphonics 2598-7,
Albany, OR
West Side 2606-10,
Cleveland, OH
New Castle's First 2292-13,
New Castle, PA
Hawthorne 2574-30,
Chicago, IL
Tazewell 2702-54, Pekin, IL

25 Years
Les Pic-Bois 3525-61, La
Tuque, Que., Canada

Keira 3558-70, Wollongong,
NSW, Australia

20 Years
Front Street 3743-5, San
Diego, CA
SSA 2884-18, Baltimore, MD
CPA 631-56, Austin, TX

15 Years
Transamerica 46-1, Los
Angeles, CA
Spirits of Babbage 3417-6,
Minneapolis, MN
Northwest 1291-20, Thief
River Falls, MN
Job Service 3171-20,
Bismark, ND
Woodridge 983-30,
Woodridge, IL
Puget Sound Naval
Shipyard 1174-32, Bremer
ton, WA
Huntington Centennial
2869-40, Huntington, WV
Anderson 1946-58, Ander
son, NC
Belleville 1617-60, Belleville,
Ont., Canada

10 Years
Eielson North Star 268-U,
Fielson, AFB, AK
Municipal 801-3, Phoenix,
AZ

Turnaround 2588-7, Seaside,
OR
Airport Area 2275-14, Atlan
ta, GA,
Speakeasy II 3557-26,
Boulder, CO
First Nevadans 3799-39,
Reno, NV
Ohio State University
1769-40, Columbus, OH
Oakland City Center
1250-57, Oakland, CA
Early Bird 3719-62, Grand
Rapids, Ml
Flin Flon 2065-64, Flin Flon,
Man., Canada
Mackay 3283-69, Mackay,
Qld., Australia

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

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

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

JOKES UN-LTD.
8033 Sunset Blvd., Dept. 0-5, Hollywood, CA 90046
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3-B. The Great Quotations. By George Seldes. More than 1300 great thinkers
contributed to this desk-top source for quotations. Paperback $12.95

7-B. How to Write and Give A Speech. By Joan Detz. Offers proven ways
to make speeches iiveiy, interesting and memorabie. Paperback... .$6.95

10-B. The Power of Eioquence. By Thomas Montaibo. if you enjoy Toast-
master Montaibo's articies in The Toastmaster, you'il want his book of speech
strategies. Paperback $6.95

16-B. What To Taik About. By Eari Heasiey. 1001 speech titles and subjects,
aiong with tips on speech preparation and deiivery. Paperback $1.75

17-B. What To Say And How To Say It. By David Belson. Learn how to speak
and what to say for the most frequently occurring occasions. Paperback$5.95

18-B. Lifetime Conversation Guide. By James K. Van Fleet. Learn to control
the minds, emotions and behavior of other people. Hardback $29.95

19-B. Push Button Wit. By Doc Blakely. Over 1000 one-iiners, quips and
hilarious short jokes, categorized by subject. Hardback $20.00

20-B. Speaker's Lifetime Library. By Leonard and Theima Spinrad. Thousands
of different speech theme ideas. Hardback $29.95

22-B. The Overnight Guide To Public Speaking. By Ed Wohlmuth. Practical
tips on speaking and how to motivate genuine applause from your audience.
Hardback $9.95

23-B. 2100 Laughs For All Occasions. By Robert Orben. A collection of one-
liners alphabetically arranged in hundreds of categories. Paperback. .$6.95

24-B. 3500 Good Quotes For Speakers. By Gerald F. Lieberman. Something
for every topic and every occasion. Paperback $5.95

29-B. Toasts—Plain, Spicy and Wry. By Perry E. Gresham. Toasts for every
occasion, including personal and international toasts. Paperback $5.95

31-B. Styles of Thinking, By Alien F. Harrison and Robert M. Bramson, Ph.D.
Will help you understand your own style of thinking and the styles of those
around you. Hardback $14.95

32-B. How to Write and Speak Effective English. By Edward Frank Alien.
Learn how to improve your present style of writing and speaking. Paper
back $2.50

33-B. Present Yourself with impact. By Caryl Winter. Whether you want to
climb the ladder or get more out of your current position, this book covers ail
the strategies you need. Paperback $2.95

55-B. How To Speak Like A Pro. By Leon Fletcher. A step-by-step guide to
overcoming stagefright and becoming a better speaker. Paperback.$3.50

56-B. The Great Business Quotations. By Rolf B. White. Short, humorous
common sense quotes. Hardback $15.00

58-B. The Smile Connection. By Esther Blumenfeid and Lynne Aipern.
Explores ways laughter can help you communicate with an audience.
Paperback $7.95

Add $2.00 postage and handling for each book.
California residents add 6°/o sales tax.
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59-B, Turning People On. By Lewis E. Losoncy. Shows you a simple ap
proach to turning people on that you can adapt to almost any situation.
Paperback $6.95

61-B. Managing a Difficult or Hostile Audience. By Gordon Shea. Learn how
to turn negativism into positive, win—win interaction. Paperback.. .$7.95

62-B. You Can Do It. By Lewis E. Losoncy. Learn to become more self-
confident, enthusiastic, and assertive. Paperback $7.95

63-B. Personally Speaking. By Dr. Ralph C. Smediey. Contains insights on
speaking, evaluating, parliamentary procedure, club programs and many other
aspects of communication. Hardback $3.00

64-B. The Art of Talking So That People Will Listen. By Paul W. Swets.
Practical, proven strategies for mastering the art of effective, persuasive com
munication. Paperback $6.95

65-B. How The Platform Professionals Keep 'Em Laughing'. By Joe Grif
fith, Robert Henry, Jeanne Robertson and Doc Blakely. Discover techniques
for weaving humor into your presentation. Hardback $20.00

72-B, 500 Power Packed Pronouncements. By Al Schneider. A pocket-sized
collection of brief but powerful inspirational messages ideal for
speech topics. Paperback $2.25

79-B. When You Preside. By John D. Lawson. Methods and principles for
developing strong group leadership abilities. Hardback $11.50

86-B. 2,000 Sure Fire Jokes For Speakers. By Robert Orben. Sparkling col
lection of topical one-liners, alphabetically grouped. Paperback $5.95

88-B. Conversational Magic. By Les Donaldson. Learn not only what to say,
but how and when to say it. Hardback $19.95

89-B. Think On Your Feet. By Kenneth Wydro. Contains exercises, examples,
and insights into the creative process of quick thinking. Paperback . $6.95

94-B. More On The Gentle Art of Verbal Seif-Defense. By Suzette Haden
Elgin. Become a more powerful, confident communicator. Paperback. $7.95

.-r.v


