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MODULE 3: Connect Your Body, Mouth and Heart  
 

Overview: 

We all have baseline body language and behaviors we engage in every 

day. Some, which are learned, we use because they’ve successfully 

achieved the outcomes in the past that we want; while others are 

innate behaviors. 

Whether learned or innate, your non-verbal behaviors reveal -- among 

other things – your level of self-confidence at that moment in time. I 

say that moment in time because no matter who we are, we all have 

moments where we will be more or less confidence, secure, and in 

control of our emotions. 

I’m sure you can think of a time or two, where no matter how hard 

you tried your nonverbals — your emotions — showed and it was only 

through conscious control that you were able to change them.  Now, 

this doesn’t mean that every waking moment you have to be thinking 

about what messages your nonverbals are sending, that is all but 

impossible…what I am suggesting to know the five key nonverbals that 

give others the impression that you are either confident or not, you 

are successful or not, you are trustworthy or not.... the list goes on 

and on as to how others will label what they see in your body 

language. 

While it’s impossible to stop people from labeling you based on your 

nonverbals, it’s easy to control the messages that you send. 
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‘Power Move 1’ Take Up Space  

Scientists who study the effects of confidence, leadership and 

dominance say all you have to do is take up more space. 

Research shows the way you show confidence, leadership and 

dominance is to take up a lot of space.  They are called “power poses” 

in body language.  It's best defined as assuming a posture of 

confidence, even when you don't feel so confident, to make yourself 

more dominant. 

Whether standing or sitting, power poses will give those around you as 

well as yourself a sense that you are comfortable and in control. The 

expansive poses elevate your testosterone and decrease your cortisol 

(stress hormone) and increased feelings of confidence, control and 

power. It can take as little as one-to-two minute to effect these 

hormonal changes.  Research shows significant and immediate 

changes in your body's chemistry. After just two minutes in a high-

power pose, your testosterone levels  (the "dominance" hormone) can 

skyrocket 20%. While testosterone is often thought of as a "male" 

hormone, women have it too. 

 

‘Power Move 2’ Breathing and the Power of Your Pause 

There is an old saying, “It’s not what you say—it’s how you say it.” 

Effective communication is comprised of the infinite combinations of 

what we do with our gestures, body, location, voice, and breathing 

patterns. 

The first of the five key nonverbals to master is your breathing and the 

place to breathe is when you stop talking or in other words, when you 

pause. 
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Low, steady and full breathing is the most powerful non-verbal to shift 

nerves quickly and restore the impression of being confident and in 

control. That’s why you may have heard someone saying, “Just take a 

few deep breathes… and it will be better.” Natural “full” breathing 

ALWAYS calms the mind and the body. 

Your breathing also controls the quality of your voice.  The sound and 

quality of your voice is controlled by your breathing (your airflow) and 

your tone of voice will mirror how you are breathing. How you are 

breathing is most often the result of your current emotional state. Be 

aware of your emotional state when the message is important. 

If you are feeling positive, your voice will naturally sound upbeat and 

energetic. The voice is a series of controlled vibrations. Where you 

place the vibration in your head (resonating chambers, such as in your 

nasal cavity or the back of your throat) — along with the way you 

open or move your mouth and tongue, and how deeply you breathe — 

all contribute to the quality of the sound you make. The more you 

practice control of airflow over the vocal chords and placement of 

sound vibrations as they travel through the resonating chambers of 

your head, the more control you have over how your voice sounds. 

Stop the Verbal Pause 

It is natural to pause when you speak; it’s when you breathe. What’s 

not natural is to fill the silent pause with um, ah, uh, you know, etc. 

Verbal pauses are distracting and muddle what you are trying to say; 

because instead of looking natural and intelligent, the audience sees 

you searching for the next words. Meaningless extra syllables or words 

make you look LESS intelligent; and your message will be more 

effective once you eliminate them. When you run out of oxygen and 
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your brain starts feeding unintelligible words to your mouth, stop 

talking and start breathing. 

 

‘Power Move 3’ Know What Your Thinking Face is Doing 

Few realize how ‘loud’ the message their facial expressions really send. 

A true story ~ 

A client who I’ll call Marge came to me and asked, “Why does 

everyone always say I’m judging him or her?” After some exploration 

it became obvious — others could label her facial expressions as 

“judgmental” or “critical. "However, that was not her intention. She 

was not consciously aware of her facial expressions. 

I pulled out my camera and asked her a "how to" question. 

Immediately, there was that "face!" I snapped a picture and she was 

shocked when I showed her a picture of the facial expression she 

made whenever she was asked a “How” question. For example: How 

do you make soup?” Once that question registered, immediately her 

eyes narrowed and her brows furrow. Her lips squeezed together and 

her eyes went blank… she’d gone “inside” to find the answer. 

As a person highly committed to systems and processes, she wasn’t 

judging, she had immediately gone inside her memory bank to start 

her step-by-step how-to list. The problem was, every time her boss 

asked her to do something – she was making that face. He had 

recently accused her of doing it just to annoy him. The high need for 

systems and processes are who she is. It would be difficult to change. 

Our work around was two-fold: first, carry a pad of paper and pen and 

write out the request and the steps. This will keep her focus external 

and she doesn’t make “that” face while she is writing notes. Second, 
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tell her boss, coworkers, friends and family she makes that face when 

she’s solving problems and that it’s not personal to them. She did 

both. She called me a couple of days later and said that I “saved” both 

her job and her marriage. I didn’t even know she was married, but she 

ran home from our session, told her husband, “Sharon says I make 

this face when I’m thinking.” They both laughed as he said, “I thought 

you had hated every idea I ever had!” 

Seek counsel from those who will give you honest feedback. The 

feedback may or may not work for you, but at least you will have 

another way of looking at something. 

 

‘Power Move 4’ The Eyes Have ‘It’ 

Strive to make your eye contact consistent, not constant.  Eye contact 

is the easiest and most immediate non-verbal that people notice. It is 

also the most often misused. It can be subtle or direct, and knowing 

how to mix the two is a major part of the art of building relationships. 

How much is too much or too little varies with the culture, gender and 

context. Eye contact works best when both parties feel it’s “just right”; 

so take your cues from the other person and match their preference 

for how much direct eye contact to use. 

Direct eye contact can be a non-verbal signal of confidence, yet it is 

one of the most over-rated and misunderstood of the non-verbal 

behaviors.  Many books suggest that if you don’t make constant direct 

eye contact with someone, you are untrustworthy. Nonsense! I even 

heard one expert recommend having “sticky eyes” when you want to 

make a good impression. I’m all for looking at someone when in 

conversation, but too much (or too little) eye contact is not only 

disrespectful but can be downright creepy. It is okay to break eye 
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contact; this happens naturally all the time during conversations. In 

fact, it is easier to process what you are hearing when you break eye 

contact. Many times we look away for a moment to follow the 

speaker’s hand gestures or a distraction. Over the course of normal, 

positive conversation, eye contact is a series of long glances instead of 

intense stares. 

 

‘Power Move 5’ Strategically Use Your Chin  

The chin never gets the “love” it deserves as to the big impact it has 

on how others view you. Yes, your chin! I know, it seems a bit anti- 

climatic, yet where your chin is in space tells others a lot about what’s 

going on inside you. 

For example, if your chin is off to the side it means you are head 

tipping or tilting to the side. Women often tip their head when listening 

and it gives the false impression of not being "equal." In most 

interactions where a woman tips or tilts her head, it says, “I hope you 

like me.” This “little child” pattern makes you look less confident. 

While it is socially acceptable, it diminishes your leadership presence. 

It is a submissive move, or a move that says “I’m confused” 

depending on context. The tipped head can also say “What the ‘heck?’” 

depending on what your eyes and eyebrows are doing at the time.  

The tipped to the side head pose does work well to soften your 

message’s impact though, if that's your intention. 

Make note of your head (and chin) position as well as the amount of 

direct eye contact you are giving (Power Move #4). A quick way to 

know if you are head tipping is to notice where your chin is — if your 

chin is not parallel to the ground you do not look confident and in 

charge of yourself. 
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A tucked chin says to others “shy” or “don’t talk to me.” 

A chin tipped up says “stuck up” because, if the chin is up so is the 

nose... and that old stereotype of the "nose-up-in-the-air" is a 

narcissistic or a "stuck-up-person" still exists. 

Direct eye contact with an upright head position can mean you are 

engaged in the conversation, you are serious or it can mean you are 

confrontational depending on what other behaviors you are exhibiting 

to create a pattern. Direct eye contact with an upright head position 

enhances the dominance of the posture. 

Power Move #5 isn’t about stopping head tilting or chin up or chin 

down; it’s about being strategically aware of where your chin is in 

space, so when you choose to move your chin from its natural and 

confident-exuding place, it's a conscious choice.  If you want to soften 

the message, tilt your chin. Just be sure it serves your purpose to 

soften the message and that's really the message you want to send. 

Bottom line: know where your chin is at all times. 

 

All behaviors serve a purpose at some time and if you are getting the 

response you want, keep doing it…. It’s only when you are not getting 

the response you want look to see if it’s one of these five common 

body language mistakes. 

 

Play with your verbal and nonverbal skills, take the time to 

notice how what you say and do affect the listener(s). Make 

note of responses and play with other movements to see if you 

can change a response. Have fun with it! 
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Final Thoughts 

Thanks for listening to the Ditch Your Pitch audio program and 

completing your action sheets. 

Doesn’t this way of doing business feel so much better?  By having a 

framework, a roadmap if you will, you’ve been able to craft in your 

own words multiple ways to talk about your product or service that will 

instantly attract people to say, “I want that!” 

These tips and techniques are great, now it’s up to you to play with 

your words and behaviors to create the change you are seeking — 

feeling completely comfortable and integrated when making a sales 

presentation to be of service and create new business relationships. 

In order to get good, you must put into practice what you’ve learned 

here. 

Go through the homework and Practice, or as Sharon likes to say 

“PLAY” with these new techniques. 

People come to Sharon when they want to discover shortcuts to 

growing their income and influence.  If you are not getting the notice 

and money you know you deserve - it’s not you – it’s just that you’re 

not talking in a way that your potential clients can understand– so let’s 

learn how to have real connection conversations! 

If you really feel a strong connection to Ditch Your Pitch and want to 

work with Sharon, on a deeply more comprehensive level she has 

special “alumni rates” to work one-on-one with her 

at sharon@sharonSayler.com Before we finish this program, I 

challenge you to send Sharon a note letting her know just one thing 

you plan to implement in your business from the Ditch Your Pitch 

Program.    www.SharonSayler.com/DitchYourPitch  


