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President opens the meeting
Invocation

Toastmaster takes over introducing
participants of the program

Prepared speeches

Tea break

Individual evaluations of the speeches (led
by General Evaluator)

Table Topics

Reports of Word Master, Grammarian,
Ah-counter, Timer

President organizes the next meeting,
Voting, Guests’ feedback

We have to leave the room
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Toastmaster Maxim Tsvetov
General Evaluator Maria Beketova
Invocation Alina Guseva

Tatiana Smirnova
Anna Chalova
Alexey Eraskin

Word of the Day
Joke of the Day
Table Topic Master

Timer Maxim Romanov
Grammarian Ekaterina Sidorenko
Ah-counter Alexandra Borissova
PROJECTS:
1. Daria Smirnova Project #1 “The Ice-Breaker” 4-6

"Instant karma got to get you" min
Evaluator: Nick Sapozhnikov, AC-B
Obijectives:
e To begin speaking before an audience.

o To discover speaking skills you already have and skills that need some attention.

2. Evgenia Maseeva Project #5 “Your Body Speaks” 5-7
“Body speaks™ min
Evaluator: Jana Gorfan
Obijectives:
e Use stance, movement, gestures, facial expressions and eye contact to express your
message and achieve your speech’s purpose.
e Make your body language smooth and natural.

3. Nina Tsygankova, AC-B Project # 1 “The Effective salesperson”, from
the Adv. Manual “Persuasive Speaking”
“The first attempt”
Evaluator: Alla Oganova, CC

8-12
min

Obijectives:
e Learn a technique for selling inexpensive product in a retail store.
e Recognize a buyer’s thought processes in making a purchase.
e Elicit information from a prospective buyer through questions.
e Match the buyer’s situation with the most appropriate product.




