






“When gestures are used as punctuation rather

than theater, when they come from within rather

than without, they carry a subtle power.”
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Doetkott. “Gestures are only effective if they’re true ges-
tures, gestures that the person would adopt normally.”

� John F. Kennedy – Neither a natural politician nor a
born speaker, Kennedy grew into both roles. During his
time as president he had the great advantage of having
Theodore Sorensen as his speechwriter. It was Sorensen
who said later that Kennedy relished the occasional clas-
sical – almost Biblical – flourish in his speeches that
Sorensen ably provided. Perhaps the most famous of
these, “Ask not what your country can do for you…” at
Kennedy’s inauguration was punctuated strongly with a
finger-stabbing gesture at the
word “not.” He used that gesture
whenever he wanted to call
attention to the most important
lines in a speech. Most of the
time, however, Kennedy’s speaking
gestures were subtle. For emphasis, he would drum his
right hand – but usually only his right – up and down in
a gentle hammering motion just above the sloping sur-
face of the lectern, mostly with his index finger either
pointed or crooked (President Bill Clinton, who idolized
Kennedy, would later adopt this gesture but would make
sure it was more visible to his audiences). He was always
careful not to actually strike the lectern, which would cre-
ate a thump that would be amplified by microphones.

� Nikita Khrushchev – A coal miner’s son who was as
brash and rough as Kennedy was polished, the Soviet pre-
mier earned infamy in the speaker’s pantheon when,
while speaking to the United Nations General Assembly in
September 1960, he removed one of his shoes and began
banging it on the lectern in front of him. The gesture
earned him the nickname “Hurricane Nikita.” Khrushchev’s
speaking style was often crude and bombastic, and the
expansive gestures he used reflected this. Photographers
were fond of capturing him in a characteristic pose: lean-
ing forward belligerently, mouth agape in fiery exhorta-
tion, his right arm raised in the air, his fist clenched.

Even so, the shoe incident and the general bombast
were effective to a degree because “that was very much
him,” said Doetkott. “I don’t think he said, ‘Today I’m
going to do this.’ He was pretty rough trade, and that
likely came out of emotion rather than artifice.”

� Adolph Hitler – Even Hitler’s gestures, after he had gained
power and become chancellor of Germany, grew out of
the emotion of the moment and from true inner feelings
rather than from a textbook performance, said Doetkott.

“Hitler learned by speaking in bars and beer gar-
dens,” he said. “When people are drinking and you’re in
there trying to get their attention, you’re going to adopt
certain techniques that are going to be effective or else
you’re useless. He actually had a photographer photo-
graph him in various poses in order to study them.”

Once Hitler had risen to power and already had any
audience’s attention, “it was real emotion that drove the
gestures rather than the gestures driving the emotion,”
says Doetkott. “The gestures may have been theatrical-
looking but there was real emotion driving them.”

� Benito Mussolini – The Italian dictator aped many of
Hitler’s speaking gestures, taking some of them to even
wilder lengths. He would occasionally, as if frenzied,
fling his arms every which way, almost as if he were
semaphoring his speech. Perhaps his most characteristic
pose would come at the climax of a phrase or section of

a speech, when he would cross his arms pugnaciously
across his barrel chest, jut out his jaw and survey the
crowd, nodding his head – as if to say, “Take that!”

� Martin Luther King, Jr. – The great American civil
rights leader was a Southern clergyman and favored the
dramatic cadences, the round pronunciation and the
exaggerated highs and lows that are often particular to
the Southern clergy. However, in his most famous
speeches he was judicious and even economical with his
gestures. During his landmark “I Have a Dream” speech
to marchers gathered on the Mall in Washington, D.C. in
August 1963, he put his words center stage throughout
most of the address, keeping his arms at his side and let-
ting the drama of his delivery carry the presentation. It
wasn’t until the final ringing words – “Free at last! Free at
last! Thank God Almighty, we are free at last!” – that he
thrust both arms upward and clenched both fists.

The reason? According to Doetkott, King’s speech was
scripted “until that last part. When he got into ‘I have a
dream,’ he was off script at that point and that’s where
the gestures started, because that was who he was. That
was his background, where he came from.”

The best modern speakers have drawn lessons from
watching people such as these. They have come to real-
ize that the grand gestures of the era of Henry Clay and
Benjamin Disraeli seem antique and almost clownish
today. They also realize that aggressive gestures – the
closed fist, the pointed finger – have the power to either
galvanize or frighten. The images of animated tyrants still
haunt our memories.

Conversely, today’s great speakers likely have found
that when gestures are used as punctuation rather than
theater, when they come from within rather than without,
they carry a subtle power that can engage an audience
and more accurately – and truthfully – make their point.

Patrick Mott is a freelance writer from Fullerton, California.
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M Y T U R N

Sounding Off
it nasal or hoarse? What is the over-
all impression your voice creates? In
general, when we support our voices
with deep, diaphragmatic breathing
they sound fuller. This is also known
as abdominal or belly breathing,
because when done correctly, the
belly expands on the inhale.

In addition, get used to your
voice by listening to it often. You
may hear your spouse or co-workers
so often that you take their voices
for granted. But yours will always
sound strange to you until you hear
it on a regular basis. One easy way
to do this: Record an extra long
message on your answering
machine and play it back frequently.
Experiment by re-recording with
a different pitch. (To help out
callers, make your primary message
shorter and more to the point!) Or,
if you can use high-end recording
equipment, so much the better.
In fact, it’s not a bad idea to ask
a fellow club member to tape your
speeches now and then. Not only
will you grow accustomed to how
you sound, but you’ll also improve
your speaking ability. And in time,
you’ll become accustomed to your
voice so you can judge it more
accurately.

As for me, I use a deeper voice
when I speak to groups and lighten
up when talking one-on-one.
Believe it or not, I’ve actually come
to appreciate my “distinctive” voice.

Just don’t ask me how I look on
camera!

Caren S. Neile, Ph.D., ATM-S/CL,
directs the South Florida Storytelling
Project at Florida Atlantic University
and is a member of the Boca Raton
Toastmasters club.

culture, we tend to judge people
to some extent by their voices.
(In non-visually oriented cultures,
people are judged far more by how
they sound or smell than by how
they look.) Did you ever notice that
dogs tend to respond better to men
than to women? Like dogs, people
associate lower, stronger voices with
authority. We tend to sit up and take
notice, to take the speaker more
seriously. Higher-pitched voices, on
the other hand, are typically associ-
ated with children and with non-
professional, non-assertive women.
That doesn’t mean they’re bad. It
just means we should be aware of
the impression we’re making.

Just how important is the tone
of our voice when we’re speaking?
According to some estimates, 55
percent of what audiences recall
from a speech is the visual portion,
seven percent is the content of the
speech, and 38 percent is the quality
of the voice. So if our words are
stirring and our images are strong,
but we deliver our talk in a less-
than-pleasant voice, we may not be
communicating as well as we’d like.
And in a recording where there are
no visuals, tone takes center stage.

Does this mean that we all need
to take voice lessons? Well, that isn’t
a bad idea for anyone, but it’s usual-
ly not crucial. Instead, liking your
voice may simply be a question of
adjusting your attitude. Think of it
this way. If your voice sounds thin-
ner and higher to others than it does
to you, remember: Everyone else is
in the same boat. So in comparison,
you sound perfectly normal!

You might consider asking others
for their opinions about your voice.
Do they think it sounds pleasing? Is

� Some years ago, I called a col-
league for a quick chat. In the mid-
dle of my second sentence, I real-
ized I hadn’t identified myself, so
I told him who was speaking. He
replied that he had known who I
was as soon as I said hello, because
I have a very distinctive voice.

I was intrigued. “Oh, really?” I said.
“How would you characterize it?” His
immediate reply: “You sound just like
the little sister on The Simpsons!”

Now that may sound cute to
some, but I was a newspaper editor
in my thirties at the time. And I was
still reeling from having been told
several years earlier that I sounded
just like the actress Mary Steenbur-
gen, who has, in my opinion, the
voice of a cartoon character.

Most of us have no idea how we
sound to others, and when we find
out, we are often discouraged.
That’s because our voices tend to
sound higher-pitched and reedier,
or thinner, to other people than
they do to us. And for good reason.
When we hear ourselves talk, the
sound has traveled not only through
the air, but also through our bones
into the inner ear, which gives it a
deeper pitch. But since the sound
doesn’t reverberate through the
bones of our listeners, our voice
sounds lighter to everyone else.

This phenomenon becomes even
more disconcerting when listening
to a recording of our voices. Unless
the equipment is of extremely high
quality, we’re not only missing the
impact of the bones on our voices,
we’re also hearing the tinniness
caused by a poor microphone
and/or speakers.

Why should we care how we
sound? Despite our highly visual

Febr uar y 2008 TOASTMASTER 29

T

If you don’t like your
voice, here’s the reason.
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Anniversaries
F e b r u a r y 2 0 0 8

DTM

35 YEAR
Bootstrappers 2397-07, Salem, Oregon
Abilene 1071-44, Abilene, Texas
Mohawk 3597-60, Toronto, ON, Canada
Taumarunui 2053-72, Taumarunui, New Zealand
Makati 1697-75, Mandaluyong City, Metro Manila, Philippines

30 YEAR
Wordmasters 165-F, Seal Beach, California
Sensational Salesmen 417-F, Santa Ana (Tustin), California
Talk of the Town 2917-10, Brookpark, Ohio
OKC PROS 3220-16, Oklahoma City, Oklahoma
Club Dynamique De Laval 3604-61, Laval, QC, Canada
Portage 3064-64, Portage La Prairie, MB, Canada
Peninsula 1444-69, Redcliffe, QLD, Australia
Randwick 3812-70, Sydney, NSW, Australia

25 YEAR
Second Stage 3742-F, Irvine, California
Roller Toasters 4216-06, Minneapolis, Minnesota
Technical Talkers 1691-16, Bartlesville, Oklahoma
Revelstoke 4050-21, Revelstoke, BC, Canada
Riggs 3612-36, Washington, District of Columbia
Treasure Chest 1245-42, Yorkton, SK, Canada
Speaker’s Corner 4310-42, Regina, SK, Canada
Bradenton 2449-47, Bradenton, Florida
Dramatically Speaking 1580-57, Oakland, California
20/20 1385-64, Brandon, MB, Canada
CI Club 4228-64, Winnipeg, MB, Canada

20 YEAR
Inland Valley Earlybirds 6836-12, Upland, California
Tanglewood 6850-25, Fort Worth, Texas
Arvada Speak-Easy 6835-26, Arvada, Colorado
Star Performers 6839-26, Colorado Springs, Colorado
Unity IV 6838-28, Warren, Michigan
Hi-Rise 6819-37, Raleigh, North Carolina
Folsom Intellects 6833-39, Folsom, California
Medical Center Speakers 6837-47, Miami, Florida
Kuching 2936-51, Kuching, SAR, Malaysia
Miri 6832-51, Miri, SAR, Malaysia
North Star 6826-65, Syracuse, New York
City of Norfolk 6822-66, Norfolk, Virginia
Articulate Speakers 6844-71, Dereham, Norfolk,

United Kingdom

70 YEAR
Century 100-F, Westminster, California
Modoc 98-07, Klamath Falls, Oregon
Pioneer 97-26, Casper, Wyoming

65 YEAR
Miles City 239-78, Miles City, Montana

60 YEAR
Magic City 572-77, Birmingham, Alabama

55 YEAR
Mainliners 1213-04, San Francisco, California
Blue Ox 1235-07, Portland, Oregon
Nora 1183-11, Indianapolis, Indiana
Shelton 1236-32, Shelton, Washington
West Hills 1249-40, Cincinnati, Ohio
Freeport-Hempstead 1105-46, Freeport, New York

50 YEAR
Papago 2694-03, Tempe, Arizona
Gainesville 2520-14, Gainesville, Georgia
Plant Industry Station 2627-36, Beltsville, Maryland

45 YEAR
Miracle Babies 2230-F, Irvine, California
Saratoga 3572-04, Saratoga, California
Suitland Federal 3349-27, Suitland, Maryland
Arsenal 2264-38, Philadelphia, Pennsylvania
Guymon 1680-44, Guymon, Oklahoma
Breakfast Club 3581-62, Muskegon, Michigan

40 YEAR
Pajaro Valley 2373-04, Watsonville, California
Capital Nevada 1813-39, Carson City, Nevada
Skyline 3258-78, Rapid City, South Dakota

Gene Ann Hildreth 1334-77, Montgomery, Alabama
Rebecca Lee Yueh Hoon 5090-80, Singapore, Singapore
Fernando Young 691812-80, Singapore, Singapore

Louis H. Altman 3645-1, Torrance, California
Rochelle D. Hall 6072-1, Carson, California
Gregg A. Cummings 7771-4, San Francisco, California
Linda Wolf 913434-5, San Diego, California
Kenton J. De Motte 701931-8, Saint Louis, Missouri
Susan E. Nelson 105-12, Redlands, California
Darcy M. McNaboe 290-12, Grand Terrace, California
James Jackson 3723-15, Salt Lake City, Utah
Nita K. Patel 1615-16, Norman, Oklahoma
Linda Ann Israel 3031-16, Oklahoma City, Oklahoma
Linda Schaab 4869-21, Vernon, BC, Canada
Shirley Berry 9460-21, Surrey, BC, Canada
Scott Mochinski 7880-30, Chicago, Illinois
Mike W. Halawa 916266-30, Oak Brook, Illinois
Claude J. Schilling 8852-35, Menomonie, Wisconsin
Joan Hepscher 6522-46, Freehold, New Jersey
Jennifer L. Hoch 2604-50, Dallas, Texas
Ai-King Ngui 6622-51, Kuching, SAR, Malaysia
John D. Nilson 5522-52, Sherman Oaks, California
John T. Willison 3481-54, Freeport, Illinois
Ronald Mueller 6140-56, Houston, Texas
Gloria T. Hume 4027-57, Walnut Creek, California
Christine Levesque 5651-61, Québec, QC, Canada
Reid B. Weidman 1136-65, Rochester, New York
Lois S. Cheney 7290-65, Towanda, Pennsylvania
Dick Fu 2422-67, Kaohsiung, Taiwan, Taiwan
Webster Kiang 844289-67, Taipei, Taiwan
Lewis Christopher Troman 2456-70, Wollongong,

NSW, Australia
Marjorie Hines 3186-70, Gosford City, NSW, Australia
J. Cameron 7574-71, Glasgow, SCO, United Kingdom
Leonor L. Tebelin 7271-75, Cebu City, Cebu, Philippines

� Congratulations to these Toastmasters
who have received the Distinguished
Toastmaster award, Toastmasters
International’s highest recognition.

The following listings are arranged in numer-
ical order by district and club number.

You have the opportunity to continue
the legacy of our organization’s

founder by contributing to the Ralph C.
Smedley Memorial Fund. The fund is used
to develop new and innovative education-
al and promotional materials, such as the
new DVD Welcome to Toastmasters.
Contribute $26-$99 and receive a special
Toastmasters International paper weight.
Donors of $100 or more receive a special
plaque and have their names permanently
inscribed on a donor recognition plaque at
World Headquarters. Every contributor is
recognized in The Toastmaster magazine.

Contributions are tax deductible. Your
support will result in more people learning,
growing and achieving through Toastmas-
ters. Contributions should be sent to:

Keep the Legacy Alive!
The Ralph C. Smedley

Memorial Fund
TOASTMASTERS INTERNATIONAL

P.O. Box 9052 • Mission Viejo CA 92690-9052, U.S.A.

Contributions may be made via check,
money order, Visa, Mastercard, American
Express or Discover cards. If making an
honorary or memorial contribution, please
indicate the name and address of any per-
son(s) to whom acknowledgement should
be sent. Contribution forms are available
at members.toastmasters.org. Ralph C. Smedley






