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The Language of Leadership
Prime Minister Churchill, in fact, used these “tools” intentionally. Whenever he cast a vision to the British people, his arsenal included five tools…

TOOL ONE: STRONG BEGINNING

Churchill never wasted time in the beginning of his speeches with small talk, or trite and superficial words, thanking all the “little people” who made that event possible. He felt if you want to do that—do it sincerely in the midst of the speech, when the audience would believe you. He generally dove right into the speech with a captivating statement, story, fact, or analogy that would grab his audience.

TOOL TWO: ONE THEME

Winston Churchill was a master at sticking to one issue, and drilling it in several different ways, until everyone listening had caught it.  His “Finest Hour” speech is a classic example of this truth.  He didn’t try to convince the people to do seventeen things in his talk—but one thing. The same could be said of King’s “I Have a Dream” speech. One issue or one phrase always rang clear in their minds afterward.

TOOL THREE: SIMPLE LANGUAGE
Again, we see a leader who was not preoccupied with impressing his listeners with his wide vocabulary—at the expense of failing to communicate effectively. He used common words, and their weight came from his passion, and their placement in each sentence. He knew that ambiguity never impacts people; confusion never makes them want to act.

TOOL FOUR: PICTURES

Churchill was a master at painting pictures in the minds of his listeners. He was a wordsmith, who knew the power of an image. This did not mean he simply told stories—but he would create an analogy, like “the iron curtain” or like calling Hitler “a snake” in the grass. These images linger even to this day. He was a master at metaphors and similes. The word pictures stuck in his listener’s minds.

TOOL FIVE: EMOTIONAL ENDING

Finally, Churchill almost always made sure he grabbed the hearts and the emotions of his listeners in the end. He knew that he could not engage their will if he only convinced their intellect. He had to get hold of the deepest part of their soul.  In most of his speeches, he stimulated their minds, emotions and will before he was finished.
