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7 Scientifically Proven Ways to be More Charismatic
Want to unite followers around a vision in a way that others can’t?

What if I told you that there were language patterns that are especially engaging and
powerful? Look no further! There are! Better than that, you can begin using and
mastering them immediately.
Studies show that people who use these terms in conversation were perceived to be
more leaderlike, competent, and trustworthy – even when measured against “good”
presentation skills, like structure, pronunciation, easy-to-understand language, and
speaker comfort.
In fact, when practiced and integrated into daily conversation, a test group of midlevel
managers saw observers’ numerical ratings of their competence as leaders jump by
about 60% on average. Roughly 65% of people who have been trained in these skills
receive above-average ratings as leaders, in contrast with only 35% of those who have
not been trained.
See than bit in bold above? That is because this type of language pattern change will
take practice before it becomes your new normal. The more you can work these into
conversation, the better!
It is also a good practice to note the use of these patterns when you are watching
leaders communicate, convince, or debate.
Some of these patterns are verbal:
Metaphors, Similes

Metaphors and similes are awesome tools to use for a laugh, a jolt, or to drive home a
point. They add color to your delivery and break the monotony of conversation. They
also make it easier for other people to remember what you said and convey it to others
accurately.
“She was all over that buffet like white on rice!” (Simile)
“Definitely invite Jake to the party. He’s a circus in a suit.” (metaphor)
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Find your own style and begin to incorporate more of these patterns into your
conversations. It will liven things up and make you more memorable.
Stories

Stories are a lot like jokes, when you need one it evades you. One thing you can do is
begin making notes of good stories as they come to mind.
Sort for stories that are illustrative of a reason to do or not do something. They are
wonderful ways to teach through example.
If you looked in our refrigerator, you might ask, “Nancy, why do you write a date on
every opened container?” Trust me, there’s a story behind that!
Bing and Bob…
Have you ever seen the famous Bing Crosby/Bob Hope Road Movies - “The Road to
Morocco”, “The Road to Rio”, etc.?
They have some of the best, most natural one-liners you can imagine. The quips and
zingers are simply amazing. But it wasn’t an accident!
Bob and Bing each requested multiple copies of the script as soon as it was available.
They each independently picked through the script and wrote 3-5 one-liners and
zingers wherever they saw an opening in the dialog. They had at least 3 options at hand
when it came time to film.
“The original appeal of the Hope/Crosby pairing was the players’ quickness. They were
so ready with a quip that audiences barely had a chance to finish laughing at a Crosby
line before Hope had topped it (and vice-versa).” Noel Murray
Because of their diligence, they were able to consistently catch each other off-guard
during filming – even if they had to do several takes of the shot. That natural reaction
WAS natural because the other guy hadn’t heard that one yet.
You don’t need to seek that level of mastery. For now, start keeping track of the great
stories you have and polish a few up for practice.
Rhetorical questions

Who even cares about those?
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You do! They are incredibly useful for a host of reasons. The most obvious one is that it
allows the people listening to you to fill in their own blank. Who hasn’t heard a vague
question that sent their mind wandering?
Allowing other people to fill in the blanks means that they ultimately answer their own
question but attribute that answer to you (oh wise one).
Another great reason to use rhetorical questions is to get to the answer!
When you hear a question, even if it is not directed at you, your brain will begin looking
for the answer. That is why you sometimes come up with brilliant solutions to problems
that were posed days ago that were not even top-of-mind anymore.
Validation and Empathy

“It sure is hot out there today!” “I’m know you are all relieved to be at the end of this
journey…”
Mirroring the group’s sentiments or common experience is an immediate way to build
rapport. To see it done on a large scale, watch any give (well prepared) commencement
speech.
Of course, it goes a long way on a one-to-one level as well. Being able to say, “You
must be over the moon!” or “whoa, that sucks…” validates the other person’s
experience.
Have you ever mentioned to someone that you were stressed out only to have them
explain how much more stressed out they are than you? Have you ever told someone
about your awesome “win” only to have them try to outshine you with a great story of
their own?
You often leave those interactions feeling defeated, even if that wasn’t the intent.
With the above scenarios, how much better is it to have someone say, “Wow you must
have a lot going on! Want to talk about it?” or “Woohoo!! I’m so happy for you! You
must be over the moon! Details, please!”
When you receive a reaction like that it is with a feeling of validation. You experience
the comfort of knowing someone was listening to you and really cared about your
experience. When you can make people feel like that, they will seek your company.
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Three-part Lists

Awesome for three reasons…
First, they are FUN and make it easy to get your point across in a punchy way!
Second, they work because people tend to hold only a few bits of information in their
head at one time.
Third, if you announce that there are THREE points coming, you do three things,
•
•
•

You prepare them to take in and hold onto 3 bits of information.
You give them a roadmap of sorts and you will hold their attention for all 3
points.
You give yourself the opportunity to build anticipation between points because
they WILL hear you through to the third point.

Speaking of three-part lists…
Let’s look at a three easy non-verbal ways to step up your communication game and
leadership perception:
Emotions touch people. Allowing your emotions to shine through in conversation will
help you get your point across in the punchiest and most memorable way.
These three ways touch on several different communication modalities – auditory,
visual, and kinesthetic.
Animated Voice

This is the auditory element. Allowing yourself to be animated vocally helps get your
point across just like italics or bold does in written communication. For people who lean
toward auditory learning, this helps them to remember your message much more
clearly.
Facial Expressions

This is the visual element. One of the best way to let those feelings pipe through in
conversation it to set your face free!
Your expressions punctuate verbal communication. Your very own emoji!
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When people see your animated face, they are engaged and rapt. Let it show! Go
ahead. Drop the poker face and let people see and feel the passion behind your words.
Gestures

This is the kinesthetic element. Yes, it’s visual too. People’s eyes will follow your
gestures but they will also be more aware of their own place in space.
Watching the movements of other people activates mirror neurons in the observer. That
means that the same part of the brain that is activated in the person making the
gestures is also activated in the observer. This is a part of evolutionary behavior that has
stayed with us. It is part of our learning mechanism.
For your audience, using these three non-verbal communication styles makes for a
holistic experience. They get to see, hear, and feel the emotions and passion behind
your words. That is powerful!
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