
January 24, 2011 

Fellow Toastmasters in District 65: 

There are FIVE critical factors why some 60% of businesses will not make money 
this year and the same factors apply at Toastmasters.  

While Toastmaster's Clubs and districts are certainly not in the business of making 
money, they can certainly learn lessons why some 60% of the for-profit businesses, will 
not make profit this year.  Toastmasters clubs provide the learning environment for 
delivering and presenting effective communications and hands-on leadership 
skills. However, the fundamentals of sound business principles can also apply to non-
profit educational organization like the Toastmasters.   

 Most of us have started and finished their New Year Resolutions. So let us look at the 
five critical factors that can be implemented within any given organization, in order to be 
successful.  

When a new year comes around, many people around the country and the world take 
the time to reflect on the past and set goals for the future. New Year’s Resolution seems 
to be a common pastime. Get in shape, quit smoking, reduce debt, spend more time 
with family: the list probably looks pretty familiar. However, while the list usually looks 
the same no matter who you talk to, it is estimated that up to 90 percent of these 
resolutions will fail. 

At Toastmasters the new year (new term) resolutions generally include getting as many 
new members at each of the clubs; building of new clubs in the district; and completion 
of educational goals. In addition, the training of as many club officers as 
possible; having successful speech contests and conferences; and  finally making every 
club in the district functioning as a charter strength club are also become part of a 
successful year. While the above resolutions or goals are pretty much the same each 
year and applicable to all clubs and to all districts, many of these goals do not always 
materialize. Some clubs and districts perform better in some years then others and 
some clubs fail each year and close down. Why is that?  Though the specifics may vary, 
for most clubs (and districts) it comes down to lack of planning or knowing what to plan 
and implementing what is planned. (Unfortunately in most districts, the planning process 
is directed more towards meeting TI's statutory requirements and less towards practical 
implementations of specific goals.) 

For many entrepreneurs, yearly planning revolves around growth and success in the 
New Year and at Toastmasters, it is no different. However, without understanding the 
pillars of a successful business, such success will likely never occur. At Toastmasters 
setting the goals are easy, however implementing them effectively at times can become 
increasingly difficult. For example an excellent goal to build one new club in each of the 
23 Areas in D-65 is a step in the right direction. (I have supported this particular goal 
from day one.) However, the question frequently asked is who, when and how this and 



other goals will be implemented and achieved? I believe that goals such as this requires 
specific empowerment, accountability, commitment, hands-on execution and on-going 
directions and support from leadership. In absence of these traits, setting of goals are 
exercises in futility.  

In business, the statistics show that new businesses have a 50% chance of surviving 
five years; that in any given year, up to 30% of businesses lose money; and 
finally another 30% barely break even. At Toastmasters success is generally measured 
by performances at club and district levels. i.e., particularly the membership increases 
and educational goals at club levels and building of new clubs at the district level. While 
the former is successfully achieved by a third or more of the clubs in district 65, the 
latter can also be achieved with coordinated efforts.       

To avoid becoming a failure statistic this year and in future years at clubs and in district, 
the following five critical factors will help ensure successes.  

1.  Think Like A Marketer. Most people get into business due to a passion for their 
specific product or service. While this passion is essential in order to develop a product 
that consumers will want to buy, it should never be a business owner’s exclusive mind 
set. For real success, start thinking like a marketer. Put yourself in your clients’ 
shoes. What will excite them?  What will get their interest?  What will motivate them to 
buy? A marketing mind set does not neglect product quality and business prowess; it 
merely harnesses those elements and gears all decisions toward meeting the needs of 
consumers, which will lead to more profits in the coming year. 

At Toastmasters the products are primarily the selling of effective communications and 
hands-on leadership tools. While these 'announced' tools initially help recruit and 
attract members, it is the creativity in each of the clubs, that will sustain members to 
stay on and achieve their potential growth and success. The on-going 
support, motivation and wide-spread acknowledgments of acheivements, also needs to 
be constantly reinforced and in big doses at clubs and district levels. If these items 
are neglected, the clubs will gradually start failing (below charter strength) and some of 
these clubs will eventually close down. It is the responsibility of the club leadership in 
step with district leadership to ensure that the personal and professional needs 
of individual members (the customers) on their communication and leadership 
goals, always remain priority number one.  

2.  Be Coachable. Everyone knows that Michael Jordan is one of basketball’s all time 
greats. However, for as much inherent talent that Jordan has, he achieved the most in 
his career because he was coachable. Then Phil Jackson joined the 'Bulls' as their 
coach in 1989, Jordan made a point to welcome his coach in front of his teammates and 
say, “I am coachable and ready to learn.” Jordan could have had a good career no 
matter what his attitude, but he had a great career because he was coachable.  Top 
athletes have a coach. Top actors, musicians, and artists have coaches, too.  So it only 
makes sense that top entrepreneurs have a coach as well. No matter how good you are 
in business, make sure you are always open to learning. 



Coaching of newer members at exsisting clubs as well as coaching of members of a 
newly chartered (as mentors) coupled with constantly learning new traits at 
Toastmasters are of paramount importance. Everyone in Toastmasters who has done 
the basic manuals of communication and leadership can become a coach. No matter 
how many years you are in Toastmasters, at every meeting, contest and conference, 
one is bound to learn something new and refreshing. This is why we have members 
who are in our clubs for 10, 20, 30 and even 40 years. What motivates them? Why do 
these members keep on coming back each year and why do they compelte the 
various manuals, again and again? Why do they try to compete in the speech contest, 
year after year? This is the beauty of the Toastmasters program - every Toastmaster 
must be open to learning new things and open to new ideas. In short, every 
Toastmaster is a coach and also Coachable.   

3.  Walking through the Mind Field: More than seventy percent of business failures 
could have been avoided if people got proper professional advice. What is the best 
thing you can have when crossing a mine field?  Not a map, not a GPS, but someone 
who has already walked through that exact mine field and succeeded. In the business 
mine field, find someone who has had the business success you desire and learn from 
them. Do not make the mistake of thinking you can do it alone, or the year may end in 
a disaster. Actively seek guidance and insight from others in the field. 

The district has a wealth of talent and experience, especially in Toastmasters who have 
already walked through that exact mine-field and succeeded. They are there to guide 
the new members, new clubs and especially in advising the district officers to succeed. 
Unfortunately, from time to time we have some district officers who believe that they can 
do it all by themselves. We all have seen that happen in the past. When a club or an 
Area or a Division or a District becomes distinguished, it does not appear anywhere on 
the award, that this was achieved single handedly or through collaborative efforts! Any 
club or Area or District leadership that ignores the pool of readily available talent and 
wealth of resources within the clubs and especially within the district, has no one else to 
blame but themselves. Toastmasters organization and especially the clubs are built 
upon mutually supportive and positive learning environment. In absence of this, 
personal growth and acquisition of self-confidence are greatly diminished. At district 
level, when all members of the district team do not feel as part of the winning team or 
when few officers feel disenchanted, a climate of miscommunications, 
misrepresentations, miss opportunities, and even mistrust can begin to dominate the 
scene and become distractions. All members of the district must also be made 
to understand how they can positively contribute to the district's vision of success.         

4.  Get off your Tush. In 2006, the movie “The Secret” tried to convince audiences that 
good intentions made all the difference. While it is true that good intentions are 
important, the central theme of that movie has hurt more people than it has helped. You 
can have the best intentions in the world, but if you never do anything with those 
intentions, it’s nothing more than a fancy idea floating in your head. Stop intending for 
success and get off your ass and make it happen. 



A Toastmaster friend of mine once quoted a phrase in one of his speeches - "Don't wait 
for your ship to come in; swim out to it." — I add to that another similar phrase "Sail 
away from the safe harbor. Catch the trade winds in your sails. Explore. ..." At 
Toastmasters we quote the much used phrase "comfort zone" (getting out of it and/or 
outside your club's comfort zone) in the same context. I remember not too long ago, the 
district theme was "Make it Happen." Need I write more? 

5.  The Power of Three. Everyone does only three things that account for ninety 
percent of their total income. Understanding this fact can help revolutionize your daily 
functions and will dramatically improve your profits. Spend time identifying the three 
things that lead to your income.  Once you know what these three things are, reorganize 
your priorities so that 85% of your time is devoted to those things and delegate the rest. 
With that kind of focus and dedication, you will see viable increases in your profits. 

At Toastmaster the three things that come to my mind is once again the theme of the 
immediate past district Governor - "Recruit, Train, Retain." I believe that if we combine 
the two recent district themes of  "Recruit, Train, Retain" and "Make It Happen" -
 we can then have all of our clubs become distinguished or better and the district, a 
Presidents Distinguished District - one of the top five in the world. Why not? What limits 
us is our own perceived limitations or lack of imagination and lack of urge in being on 
the top of the world!  

Start taking actions NOW (today - this very moment) and make this TM year and every 
year in every Toastmasters club and the district, a distinguished year. I believe that is 
what "Achieving Greatness Together" is all about.  

Best regards, 

Sam 

Sam Mehta, DTM, PDG 
                                                                                                           
Syracuse, NY 
__._,_.___ 
 


