Build Your Membership with Speechcraft
Norm Cook, DTM, PDG

Speechcraft – What is it?

Speechcraft is a four to eight week program to introduce nonmembers to public speaking.  It can be thought of as a trial membership in Toastmasters.

When a club runs a Speechcraft, the club helps us towards our mission of making effective communication a worldwide reality.  Speechcraft provides development for non-Toastmasters, provides the club with an opportunity for public relations coverage, and creates proponents of Toastmasters in the club’s community.  Speechcraft will also inject a small amount of cash into the club, will introduce new people to our program, and, most importantly, will usually result in new members.  The Speechcraft Starter Kit (Catalog No. 205) is available from the Supply Catalog and provides the club with material for five Speechcrafters.  Extra participant handbooks (Catalog No. 204-H) and certificates (Catalog No. 261) are also available.

The Appeal of Speechcraft

Speechcraft appeals to non-members because:

· It enables them to address the very common fear of public speaking, 

· It offers an opportunity to develop their skills,

· It’s a short-term commitment (four to six weeks), and
· It’s at a reasonable fee compared to other public speaking courses (and the fee can be credited towards their club membership should they decide to join).

Aim for a fee of at least $30-$60 for the program – low enough to make it very attractive, and high enough to create an expectation of value and an incentive for them to attend regularly.

Getting Participants to Attend Your Speechcraft
Consider running Speechcraft within your regular club meeting because:

· It gets the participants used to your room, on your meeting day and time,

· It provides variety for your club members,

· It provides your members with some ready-made speaking opportunities, e.g., Organizing Your Speech or Using Body Language from The Better Speaker Series, and

· It enables the club to deliver a Speechcraft program without taking another evening from your club members.

Consider running Speechcraft announcements in December with an early January start to attract those who will make New Year’s Resolutions.  Ensure you indicate that registration will be limited to the first ten participants.  Expect six to actually show up.

Note: this article was first published in a slightly different form in The Founder in 2003 when Norm was Lt. Governor of Marketing for Founder’s District.

