BODY LANGUAGE IN DEBATING
Nobody has yet discovered what the body is capable of. (Spinoza) 

While observing some debates, the communication process, the evaluation and judges’ decisions, one might get confused. We may have a different interpretation and decision about the final outcome of the debate. We may be impressed or convinced, and sometimes we may lack the understanding as to why such a final decision was made. Indeed, it is sometimes difficult to follow and understand the complexity of human communication, especially if it is interesting, dynamic and quick. 

Verbal expression, fluency and rhetorical skills are indisputable in debate; but here I would like to stress other, less researched aspects of communication, called non-verbal communication. 

We know that some sentences can be grammatically incorrect but still have a powerful communicative function. Theorists of communication claim that communication is not a simple, one layered, linear process. We communicate with the entire body. The reading of debate messages works, at minimum, on two levels: verbal and non-verbal. Successive, verbal understanding of a debate is interwoven with simultaneous, multi-level reading of non-verbal layers of communication. This kind of reading can be irrational and automatic. In psychological experiments, when we send simultaneously two conflicting messages, most people will make their conclusion based upon the non-verbal message, without being aware of their basis for conclusion. For example, if a debater mutters evidence with a limp body posture, plays nervously with his fingers, and stares at the floor, no matter how strong the evidence is, one might not be convinced, or at least will start wondering what is wrong. The interpretation of messages that are made during a debate is created from a direct result of a processing of communication at all levels. 

Since debate is a hierarchical and multi-level form of communication, aside from the verbal aspect, we teach in our club 10 aspects of non-verbal forms of communication: 

1. VOCAL 
We respond to the dynamic, rhythmic, melodic and agogic components of someone’s voice. Silence is a very powerful message. Raising the voice in cross-examination might mean, "I am talking to you, and I would like you to pay attention to what I am saying," or, "I am not listening to you, I am doing the talking now." 

2. FACIAL 
The face is the most expressive part of our body; (according to R.L. Birdwhistell we can study 250,000 different expressions.) Macro and micro facial expressions are strong messages usually connected to feelings, attitudes and personal belief systems. At the same time, our face is also the area under most ego control. A person could hold "a poker face" expression (have control of her emotions) and spontaneously express herself. This means of expression has enormous persuasive value. 

3. GESTURAL
Gestural aspects of body language do not have absolute meanings, but are understood in connection to contexts and relationships with other people. A pointed finger (super-ego) usually has a stronger impact than an open palm. The balance between the inhibited, under-expressive hands and over-expressive hands is a skill which needs to be exercised. 

4. POSTURAL
The postural aspect of someone’s communication relates to the position of the body in a dialoguing context. The whole body is a unit of communication. A. Loven researched how individual postures in a specific culture can be an interpreted as a strong message. Some postures say that we are either burdened by life, are proud and untouchable, or are insecure and need protection, etc. 

5. PROXEMIC
The proxemic aspect includes communication through physical contact and represents an extremely powerful human message. Is the debater touching himself, a member of his team or the opposite team; how is he doing it? It will be noticed at least subconsciously when, in the structure of his speech, he is doing such an action. Proxemic messages could be used, but with extreme caution, because they can be easily misinterpreted. 

6. SPATIAL 
The spatial aspect represents an analysis of how the debater uses the stage or the space he is standing in or sitting on. Dominance, acceptance, extroversion, respect (for example, by not intruding on other people's territory) are only some of the information we get when observing someone's spatial behavior. 

7. RHYTHM
Rhythm in speaking and behaving is an organizing and integrating element of communication. It has several functions. The rhythm of breathing, eye movement, hands and legs, and the whole body gives meaning to someone’s expression. Carefully planned sudden changes in rhythm will increase attention and stress the importance of the speaker’s point. 

8. MOVEMENT 
Movement is a macro statement in communication. Movement has to be discreet in debating, but it is nevertheless important. As the largest element in communication, it has integrative value and has to be congruent with the other aspects of communication. It can reveal basic motives, character traits and some practical intents of the person moving (Arheim R.) 

9. CLOTHING AND BODY DECORATION 
These aspects are dependent on individual and collective ideals. A socially intelligent debater must be aware of the context and the message being sent by dressing style. Likewise, the debater is responsible for the shock created by an unusual or a rebellious style of dressing. 

10. DRAWING
Drawing is a natural but unusually rare form of communication in debate. Pictures, posters, graphs or other visual materials presented in a debate can make a strong impact; however, it is polyvalent, and therefore risky. 

11. Eye contact is sometimes considered to be an element of facial language. To a certain extent it is; however, I have seen blind speakers talking and they had wonderful facial expressions, but lacked a great deal of persuasion and expressiveness from not being able to use their eyes. 

For a debater, just as for any other public speaker, it is very important to establish and maintain efficient Eye Control with the judges and the audience throughout an entire speech. Those watching debates or moreover, judging them, know what an unpleasant impression is made by a speaker who reads his speech from paper. In this case, no feeling of speaker-to-audience communication is felt. In fact a speaker sounds like a monotonous reporter, bores the judges to death, and therefore loses points. While delivering a speech, it is fundamental not to stare at one point, but to look left and right, trying to find the eyes of every single person in the audience. Thus a speaker-to-audience flow of information is provided, and the audience is sure not to fall asleep, but knowing it is being looked at, will listen to what is being said and evaluate the message. 

Finally, Eye Contact is a means of controlling one’s judges and audience. It is said the eyes are the mirror of a man’s soul. Hence, by maintaining Eye Contact a speaker can find out the impression his words are making, whether the arguments have been understood or they need more explanation, whether he needs to speak slower, faster, louder; or whether his manner needs to be changed to be more convincing. 

In short, constant Eye Control together with an open, good-willing look, makes a good impression on judges and the audience, promotes their better understanding of arguments, and is therefore vital for delivering a successful speech necessary to win a debate. Practice speaking slowly and loudly with clean diction. 

Find the vital moments in your arguments and choose the proper tempo and loudness of speech. Impressive facts should be pronounced more slowly and loudly. During a debate your adrenaline will adjust the tempo and loudness of your speech, however in practice you will want to emphasize these elements. 

Practice to pause before important words, especially those strengthening your attitude. Remember, that proper bearing can help you feel safe. Shifting from one foot to the other, shuffling your feet, leaning on the wall or table will cause a feeling of unconvincing speech. Learn to stand stable and poised, one leg may be moved slightly forward. Raise your head and look straight at your listeners. Do not study your toes, do not count the tree branches in the street! Remember, you have prepared for the debate, you have a good knowledge of your evidence, your colleagues trust you, and ... your teacher keeps her fingers crossed!

