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To Juliet and Barbara

FOREWORD

THISbook isahandbook of types of nonverba communication that will give you ingghtsinto the

sgnificance of gestures— factors of ordinary experiencesthat are dl too often only vaguely understood,
if not entirely ignored.

The materid has been arranged so that the parts make up ameaningful whole: the gestures making
clusters of gestures that make up attitudes dealing with relationshipsinvolved in life Situations. We hope
we have added an important tool in the continuing search for away to make man better understood by
hisfellow men and to promote understanding among al men. The process of communication, which
continuesto confound us, will be enhanced by the understanding and analysis of gestures.

Our function as human beingsisto increase our expertise and to become so human that we see
ourselvesin dl other people.

G.I.N.

H.H.C.
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CHAPTER.
ACQUIRING THE SKILLS




FOR READING GESTURES

“Learning is acquired by reading books, but the much more necessary learning, the knowledge of
the world, isonly to be acquired by reading men, and studying all the various editions of them.”

— Lord Chesterfidd, “Lettersto His Son”

ANairport isan excdlent oot for viewing the entire human emotiona spectrum. Astravelersarrive and
depart, you can see the woman who is very gpprehensive about flying pinching the fleshy part of her hand
for reassurance, asif shewere saying to hersdf, “I1t'sgoing to be dl right.” In the same manner people
say, “1 had to pinch mysdf to make surethat it wasn’t adream.” A male waiting for departure time may
aso be unsure about flying. However, heissitting in arigid, upright position with hisankleslocked. His
hands are clenched together, making one big fist, while he rhythmically massages one thumb against the
other on top of hisinterlocked hands. These gestures indicate a nervous attitude.

Waking away from the departure area, you see three men in telephone booths. One of them (Figure 1)
isstanding with hisbody at attention. His coat is buttoned. He gives the impressonthat whoever heis
talking to is very important to him. He might be a sdlesman talking to a customer on the telephone asif he
were actudly in his presence.

The second cdler’ sbody isrelaxed (Figure 2). He douches over, shifts hisweight from foot to foot, and
rests his chin on his chest. He appearsto be looking at the floor and nods his head asif saying, “Y eah,
yeah.” Reading this person further, you get the impression that heis comfortable but possibly bored with
the conversation and atempting to hide the fact. The receiver of the cal can be taken for granted. It is
probably hiswife or an old friend.

From these clues, can you visudize how athird caler might look as hetaksto hisgirlfriend? Thiscdler's
faceishidden. His hunched shoulder may be concedling it from view or hisbody may be completely
turned away from passers-by. His head is probably tilted to one side, and he handles the phone asif it
were the object of hisaffection (Figure 3).

Asyou move toward the baggage-claim area, you may see afamily group, which you can identify by the
griking smilarity intheway they al wak. Others on their way to the baggage-claim counter who have
been met by family or friends usualy appear the happiest and walk with agreat dedl of enthusiasm.
Those who are waiting to be met keep rising on their toes and looking around.

During our brief visit to the airport we have become aware of the different actions of people. Merdly by
noting avariety of gestures we have been able to make guesses about people: attitudes, relationships, and
Stuations. We have even conjured up an image of the person on the other end of the telephone line. Our
observations have been of people acting and reacting in the real world, not in an isolated |aboratory
gtuation. In short, we have been exposed to the vast field of nonverba communication that complements
and supplements and can even displace verba exchange. We have begun to read a person like a book.



The salesman 2. The hushand 3. Thelover

Life, the True Testing Ground

“It' saslarge aslife, and twice as natura!”
— LewisCarall, “Through the Looking Glass’

Automobile manufacturers subject any new car accessory to extensive testing. However, it is not until
the accessory is exposed to red-life Stuations thet its success or failure can be definitively determined.
Some years ago the Ford Motor Company decided to improve the safety of its automobile by adding an
accessory called the vacuum automatic door lock, adevice designed to lock the door automatically as
soon as the car reached a speed of 9 m.p.h. After cars with the new locks were on the market, however,
Ford began receiving complaint after complaint.

Whenever the buyers of these cars went to automatic car-washing stations they had trouble. Asthe
automobile went down the washing line, the wheels were spun on the white-wall automatic washers and
the car reached arelative speed of 9 m.p.h. The doors automatically locked, and at the end of the
car-wash production line the drivers had to get alocksmith to pick the lock so they could get back into
their own automobiles. So Ford went back to the drawing board and back to manually operated door
locks.

In the same manner, life Stuations also offer better testsfor the interpretation of gestures. The
comprehension of gestures has not been achieved through the limited behaviora-laboratory approach,
one which attemptsto study individua parts abstracted from meaningful groups of gestures. It isahuman
process, and the methods that men have intuitively used for hundreds of thousands of yearsto understand
one ancther naturaly lend themselves as techniques for understanding gestures.

Our own awareness of nonverbal communications was an outgrowth of our interest in developing and
teaching the artof negotiating. When we met and joined together to present workshops and seminars on
negotiating to top executivesin the United States and abroad, we were both aware of the vita role
nonverbal communications play in every negotiating Stuation. We found that verba exchange does not



operatein avacuum,; rather, it isacomplex processinvolving people, words, and body movements. It
was only by congdering these e ements together that we could follow the progress of anegotiation.

Wefound that one limiting factor to studying gestures has been the lack of asimple system of
transcribing or reproducing an actua Stuation where individuas could be thoroughly observed and the
interaction or expressive behavior between subjects studied systematically. With the video-tape recorder
we were ableto diminate thisfirg difficulty.

Ray Birdwhigtell, senior research scientist at Eastern Pennsylvania Research Indtitute, is presently
engaged in filming encounters and noting them through kinesics, a science that sets out to andyze
individua gestures by considering their component parts. This book consders the problem of nonverbal
communication in adifferent manner. We have consdered Norbert Wiener’ sadmonition inCyber netics:
“Many amissonary hasfixed hisown misundersanding of a primitive language aslaw eternd inthe
process of reducing it to writing. Thereis much in the social habits of a people which is dispersed and
digtorted by the mere act of making inquiries about it.” In addition to viewing individua gestureswe
present the myriad of attitudes expressed by not one gesture but a series of related ones. These we call
gesture-clugters. They are groups of nonverbal communications associated with different attitudes. The
gestures that comprise a cluster can occur a the same time, aslocking arms and ankles and making afig,
or occur one after the other. In video-tape recording we have a useful tool for capturing and preserving
these gesture-clusters, and the seminar participants' role-playing for gesture-anaysisin negotiaing
Stuations have provided uswith our raw materid.

We have hdd hundreds of seminarswith thousands of participants and have recorded 2,500 negotiating
Stuations. Our audiences have not only provided the research material on gestures but aso acted asthe
researchers. We presented the gestures to them individually and in video-taped clusters and then asked
our seminar audiences what they recognized, what the feding or message of the nonverba
communication was. We first merely wanted the audience to recognize the gestures by separating them
from nonmeaningful body movements. We then wanted the audience to give gestures their meaning.

Asaresult of many discussionsit cameto our attention that when the audiences began to recognize the
meaning of certain gestures, they more or less relied upon getting the meaning by a subconscious
empathy. That is, the viewer would empathize with the observed, empathize with his body tensonsand
positions, and understand the gesture’ s meaning by putting himself in the place of the person he was
viewing. However, when gestures are merely read subconscioudy, only unconscious assumptions about
them can be made. Sigmund Freud wrote, “ The unconscious of one human being can react upon that of
another without passing through the conscious.” These unconscious reactions then become untested
“facts’ to which we respond. If we subconscioudy conceive of the gesture as unfriendly, without
conscious control we bring about a belligerent reaction that degeneratesinto avicious cycle of hodtility.
Asthinking men, we should be able to evauate most stimuli before reacting to them.

If we could stop and read gestures conscioudly, if we could subject them to examination and verification,
it is possible that before communications degenerate we could elevate the process to adifferent plane.
We might read our own gestures and find that we are precipitating the other person’ sreactions.Or the
gestures that we find undesirable might be found to be merely the result of the other person’s physical
idiosyncrasies. For example, acertain judge grimaced and blinked at lawyers appearing before him,
causing considerable darm among those inclined to be saf-conscious or nervous. The judge suffered
from the results of a stroke that |eft him with gesturd scars. There are dso misunderstandings because the
same gesture can produce completely different responsesin different cultures. Still other gestures may be
repeated merely because of habit and do not sgnd acurrently held attitude, whatever their origin.
Gestures, then, appear to be made more meaningful by being brought out of the subconscious and
recognized on the conscious level. We can term thisthinking through to the subconscious. Inthisway



we get amessage rather than just a subconscious empathetic feding.

Gestures Comein Clusters

“Hisnose should pant and hislip should curl.
His cheek should flame and his brow should furl.
His bosom should heave and his heart should glow,
And hisfigt be ever ready for aknock-down blow.”
— W. S, Gilbert, “H.M.S. Pinafore’

The understanding of gesturesis very difficult when the various e ements are separated from their
context. However, when gestures are fitted together into their composite positions, a complete picture
evolves.

Each gestureislike aword in alanguage. In order to be understood in alanguage, one must structure his
wordsinto units, or “sentences,” that express complete thoughts. It is not unusud for attendees at our
seminarsto attempt to bridgethis word/sentence gap quickly. Some sincerely believe that a cursory
exposure to the world of nonverba communi cation equips them to speek the “language’ fluently. On the
contrary, this serves only to bring their awareness to a conscious level, not to make them experts. We
attempt to discourage individua s from jumping to immediate conclus ons based on the observation and
comprehension of isolated gestures. Understanding the congruence of gesturesin harmony with one
another isfar moreimportant. A static gesture lasting several seconds might be contradicted by aprior
body movement (incongruence), which in turn might be further repudiated by a subsequent gesture.

The so-caled nervous laugh is agood example of incongruity. In every instance that we have recorded
of the nervous laugh there has been an incongruity between the sound, which should indicate amusement,
and the rest of the gesture-cluster, which signas extreme discomfort. Not only are there nervous arm and
leg movements, but the entire body shifts as though trying to escape from an unpleasant situation. This
gesture-cluster seldom results from a humorous statement. It indicates that the laugher is unsure of himsdlf
or even somewhat frightened by a Stuation.

By mentally matching congruent gestures that form clusters we can understand the attitudes expressed
and discover some meaning. Indeed, what we should look for are smilar atitudina gesturesthat not only
endorse one another but serve to make a cluster. As an example, acongruent set of gesturesfor a
sdesman who is very anxious and enthusiastic about his product might be Sitting on the edge of his chair,
feet gpart, possibly on thetoesin asprinter’ s position, hand on the table, body leaning forward. Facia
congruence might amplify the posture: eyesdert, adight smile, and, probably, no furrow on the brow.

Understanding congruency of gestures serves as amonitoringdevice for discovering a person’ s attitude
and then giving his actions meaning. It serves as an “anti-assumption” control that forces usto observe
further before jumping to aconclusion. Initialy, it appears very easy to read individua gestures and have
fun determining what they may mean. However, the serious student of gestures soon understands that
each gesture can quickly be countered, amplified, and confused by another. At varioustimes, people
without nonverba -communi cation-awareness training have probably made quick judgments concerning
gestura meaning without considering congruency. From our experience these were the ingtances that



proved mogt disastrous to them.

Oneof our fellow researchersin England, Dr. D. A. Humphries, asked us about the reliability of
nonverbal eementsin verba exchanges. We mentioned that in our early research we sometimesfound a
dichotomy between obvious verba and nonverba meanings. It was only after alater, fuller evauation of
the situations that we found that the nonverbal gesture proved to be the more truthful. So the congruence
of gestures not only concerns us with matching gesture with gesture but with verba/gesture evauation. It
isthe gesture-endorsing spoken word that isimportant for total communication. Politicians can win or
lose campaigns depending on whether they maintain congruence. Now that televison playssuch a
prominent part in political campaigns, the congruence of gesticulation becomes extremely important in
presenting arguments. Unfortunately, however, we till can see many a high-ranking politician usng
gesturesthat are incongruent with his speech. While saying, “1’m sincerely receptive to adia ogue with
the young people,” for example, he shakes hisfinger and then hisfist at hisaudience. Or he attemptsto
convince hisaudience of hiswarm, humane approach while using short, violent karate hand chops at the
lectern.

Hereisatest to determine how congruence can assist you. Thefollowing passage from Charles
Dickens sGreat Expectations isascenefor the reader to visudize:

Cadgting my eyes dong the street at a certain point of my progress, | beheld Trabb’ s boy approaching,
lashing himsdf with an empty blue bag. Deeming that a serene and unconscious contemplation of him
would best beseem me, and would be most likely to quell hisevil mind, | advanced with that expression
of countenance, and was rather congratul ating mysalf on my success, when suddenly the knees of
Trabb'sboy smote together, his hair uprose, his cap fdl off, he trembled violently in every limb,
staggered out into the road, and crying to the populace, “Hold me! I’'m so frightened!” feignedto beina
paroxysm of terror and contrition, occasioned by the dignity of my gppearance. As| passed him, his
teeth loudly chattered in his head, and with every mark of extreme humiliation, he prostrated himsdlf in the
dust.

After having read this passage, attempt, without rereading, to visudize the people and the scene. Picture
inyour mind’s eye what the writer described and then write down what you saw. Then reread the
paragraph to see how accurately you remembered it. Now seeif you can remember more. Having in
mind a congruence of gesturesthat the author is very much aware of, try the same visudization
experiment with the next paragraph, but tie the gestures together, forming amemory chain:

Thiswas ahard thing to bear, but thiswas nothing. | had not advanced another two hundred yards,
when to my inexpressible terror, amazement, and indignation, | again beheld Trabb’ s boy approaching.
He was coming round anarrow corner. His blue bag was dung over his shoulder, honest industry
beamed in his eyes, adetermination toproceed to Trabb’ swith cheerful brisknesswasindicated in his
gait. With ashock he became aware of me, and was severdly visited as before; but thistime hismotion
was rotatory, and he staggered round and round me with knees more afflicted, and with up-lifted hands
asif beseeching for mercy. His sufferings were hailed with the greatest joy by aknot of spectators, and |
felt utterly confounded.

Congruence can provide a structure on which human actions can be ordered and thereby recalled more
easly. The problem with observing congruenceis that wetend to “tunein and out” not only verbal
communication but also nonverba messages. As an example, imagine anindividua briskly waking into
your office. He says good morning, unbuttons his coat, sits down with his body rel axed, legs spread
goart, dight smile on hisface, handslightly resting on the arms of the chair. Thusfar, al congruent
gestures indicate that the person is receptive, open, not defensive, and probably at ease or comfortable
with the environment. Once having organized the initia gesturesinto acomposite attitude or fegling, you



will find it easy to turn off your visua reception in favor of the audio and relax into acomplacent belief
that everything isgoing well. The rude avakening comes when you arejarred from your lethargy by an
awareness that something has gone wrong. The person is now talking with hisfists clenched, or heis
shaking hisindex finger a you. In addition to scowling, heis getting red in the face either from heat or
anger. The environment has quickly deteriorated into arather sticky Stuation from which you must either
extricate yourself or face ahogtile friend, client, or customer.

Although &t first it isdifficult to concentrate on seeing gestures objectively, by exercisng our avareness
daily it becomes much eader, asin learning any language. And asfor congruity, if instead of concentrating
on gestures as mere parts that mustbe fitted together for meaning we concentrate upon the
gesture-clusters, then congruity of body movements and gestures becomes considerably smpler to
understand. This contributes greatly toseeing the overall meaning.

How You Can Benefit by
Understanding Gestures

“Watch out for the man whose ssomach doesn’t move when he laughs.”
— Cantonese proverb

People can communicate different types of information at different levels of understanding. The
communication process cong sts of more than the spoken or written language. When you aretrying to
communicate with a person, sometimes you get through and sometimes you do not — not because of
what you said or how you said it or thelogic of your thoughts, but because many times the reception of
your communication is based upon the degree of the listener’ s empathy for your nonverbal
communication. A husband turning hisback on hiswife and damming the front door without aword is
heralding a significant message. It istherefore not very difficult to understand what benefits a person can
derive from understanding nonverba language, snce we communicate in amultiprocess manner. Keepin
mind, however, that your emotional relations, mannerisms, habits, and gestures are separate and distinct
from those of the person sitting next to you at a business conference or party, at aballgame or bar, or on
the subway or bus. Also, dealing with people by lumping them into one category or another has more
dangers than rewards.

Observing and becoming aware of gesturesisfairly smple, but interpreting them is something else. Asan
example, we have recorded, observed, and had corroborated by other researchers the gesture of
covering one s mouth while speaking. There is agreement that thisis an indication that oneis unsure of
what heis saying. If you then find yoursdlf listening to an individua who suddenly starts to spesk through
his hands, is he lying? unsure? doubting what heis saying? Possibly any of these. But before you jump to
aconclusion, recdl (if you can) whether the person has previoudy spoken in that manner. What were the
circumstances? If not, consider that he may have had some recent dental work that might cause him to
become sdlf-conscious when talking, or that someone may have told him he has bad breath. If he hasa
track record of covering his mouth while speaking, continue to Phase |l of the andlyss. After he says
something that you would like to test, ask him, “ Are you sure?” Such adirect question can be answered
withasmpleyes. It can dso make him very defensve, in which case you will know that heis not sure of
what he has said. Or hewill react to your question by saying something like, “Now that you mentionit, |
guess|’mredly not sure.”” Aswith verba understanding, we must consider more than theindividua unit
out of context. Experience, dternative verification, and congruency are important ingredients. However,



in Stuations where one cannot use the usua methods of confirmation, consderation should be givento a
consensus on the meaning of the hand-over-mouth gesture: The many law-enforcement people who have
attended our seminars state without exception that the gesture indicates that the person is doubtful,
unsure, lying, or distorting the truth.

One of the participantsin our seminar, in discussing nonverba communication, reported the following:
“On returning from the Chicago seminar | was seated next to awoman who explained that shewasa
registered nurse. She then proceeded to tell me dl that was wrong with the medica profession. From my
point of view she was overgenerdizing and drew conclusonsthat | believed to be false. The point of all
thisisthat while was atempting to listen | had my armsfolded high on my chest, feding very stubbornly
that she didn’t knowwhat she was talking about. When | discovered mysdlf in this position, | understood
what was taking place within me. | tried adifferent approach. | uncrossed my arms and proceeded to
listen without evaluating. Asaresult | was ableto listen moreintently. | became less defensive and was
ableto redizethat dthough | disagreed, she was saying something | was now ableto listen to more fully
and appreciate.”

The folded-arms gesture can be understood and utilized in another way: While trying to communicate
with someone, we may notice him taking this postion like some bygone cigar-store Indian. Thisisone of
the gestures that indicate heis not going to listen and is very adamant about it. In many conversations,
rather than recognizing this and coping with it by trying dternative methods and courses open to us, we
proceed in the same conversationa pattern and talk a blue streak. Therefore, instead of helping the
individua to cooperate in the communication, we tend to drive him further away.

Feedback playsamgor rolein the full communication process, and gesture-clusters are an important
feedback. They indicate from moment to moment and movement to movement exactly how individuas or
groups are reacting nonverbally. We can learn whether what we are saying is being recelved in apositive
manner or anegative one, whether the audience is open or defensive, salf-controlled or bored. Speskers
cal this audience-awareness, or relating to agroup. Nonverba feedback can warn you that you must
change, withdraw, or do something different in order to bring about the result that you desire. If you are
not aware of feedback, then thereisastrong possibility that you will fail to communicate your
believability or sncerity to anindividua or to an audience.

An attorney who attended one of our seminars sent us aletter in which he explained the benefits he had
derived from conscioudy consdering nonverba communication. He said in the course of an office vigt his
client crossed hisarms and legs “in adefensive position” and proceeded to spend the next hour
admonishing him. Noticing the nonverba implications of the client’ s gestures, helet hisclient talk it out of
his system. Only &fter thisdid the lawyer offer professona advice on how to handle the difficult Stuation
the client found himsdlf in. The attorney stated that had he not attended our seminar he would not have
given hisclient a chance to be receptive to him, since he would not have read his client’s needs and
would probably have attempted immediately to give him unheeded advice.

A common observation seminar atendees makeis, “I fed frustrated because despite thefact that I'm
awarethat gesturesexit, | find mysalf tuned out for periods of aslong asfifteen minuteswhereI’'m
absolutely unaware of what’ sgoing on.” The art of thoroughly seeing nonverba communicationsisa
learning process dmogt as difficult as acquiring fluency in aforeign language. In addition to maintaining a
conscious awareness of your own gestures and the meaning you are conveying to your audience, we
recommend that you set aside at least ten minutes aday during which you conscioudy “read” the gestures
of others. Anywhere that people gather is an excellent “reading” ground. Social and business gatherings
that permit freely expressed emotions and the possibility of polarization of attitudes are especidly
well-suited for doing thorough research. The attitudes of people attending these functions are usudly so
intense that each tendsto be “wearing hisfedlings on hisdeeve.” However, you do not haveto leave



your home to do homework. Televison offersafertile field for reading nonverba communiceation,
particularly the interview and discussion programs. Try to understand what is happening by just watching
the picture. Turn on the sound at five-minute intervalsto check the verba communication against your
reading of the gestures. Be sure to watch for congruency and gesture-clugters.

CHAPTER 2

MATERIALSFOR
GESTURE-READING

“’Tisthe sublime of man . . . to know ourselves parts and proportions of one wondrous whole!”

— Samue Taylor Coleridge,
“ReigiousMusings’

A storehouse of information on the observation of gestures and their interpretive meanings has been
made available to us every time we have conducted aseminar. We usualy devote theinitia segment of
the seminar to asking people to comment on gestures that they have observed and to consider possible
meanings. Some of the more obvious gestures, such asfolded arms, are quickly associated with a
defensive posture. However, some — such as steepling (putting the fingerti ps together) (see Figure 40)
— are often misinterpreted as something other than confidence. When we discuss the data gathered on
this gesture and ask how a person might react in ared-life Stuation to someone who steeples, the
maority agreesthat a confident attitude and the steepling gesture are indeed congruous. Add to this
gesture adight turning up of thelipsin afaint amile and most will accept the labd “the cat that swallowed
the canary” gesture.

Theindividua sgnificance of agesture is sometimes subject to as many interpretations as the number of
persons eval uating it. But we must remember that each gestureis only oneinput and that the total
congruent communication picture iswhat we are seeking. We should not be completely influenced by
observing only one sgna and making adecision while being unaware of the gesture-cluster and the prior
and subsequent gestures.

In order to comprehend the full meaning of agesture-cluster and determine the congruity of its

components, let usfirst look at severd types of nonverba communication that are easily recognizable and
often encountered.

Facial Expressions

“The eyes of men converse as much as their tongues, with the advantage that the ocular diaect needsno
dictionary, but is understood the world over.”

— RaphWado Emerson



Easly the least controversid of al the areas of nonverba communicationisfacid expresson, asthisis
the most readily observed group of gestures. We focus our eyes on the face more often than on any other
part of the body, and the expressions we see there have widely accepted meanings. At sometime or
another almost everyone has encountered “alook that could kill,” “afish eye,” a“come-hither look,” or
an“I’'mavalable’ glance.

During a business negotiation one can observe awide range of facid expressons. At one extremeisthe
aggressively hostile negotiator who sees anegotiation as an arenawhere a“do ordie€’ Stuation exigts, he
typicaly looks at you with eyes wide open, lipstightly closed, and corners of his eyebrows down, and
sometimes he even talks through histeeth with very little movement of lips. At the other end of the
gpectrum istheindividua who approaches the negotiation table with impeccable manners and a choirboy
look of haf-closed or somewhat droopy eydids, aveiled, dight smile, and peacefully arched eyebrows
without any furrow on the forehead. However, heis probably avery capable and competitive individua
who believes in cooperation as a dynamic process.

Jane Templeton, a psychologist who recently wrote an article forMarketing Magazine entitled “How
Sadlesmen Can Find Out What' s Really on a Customer’ sMind,” observed:

If aprogpect’ s eyes are downcast and face turned away, you' re being shut out. However, if the mouthis
relaxed, without the mechanicd smile, chinisforward, heis probably consdering your presentetion. If his
eyes engage yoursfor severd seconds a atime with adight, one-sded smile extending at least to nose
level, heisweighing your proposal. Thenif hishead is shifted to the sameleve asyours, smileisrelaxed
and gppears enthusiagtic, the sdleis virtualy made.

We have discovered that many persons who acknowledge that communication through facia expresson
exists have never attempted to understand specifically how they communicate. For example, any poker
player clearly understands what you mean when you say that he hasa*” poker face.” However, very few
of them actudly attempt to analyze the underlying meaning — expressing no emotions, blank look, zero
disclosure, stoic expression, €tc.

One of theinitid methods we use to help establish awarenessin our seminarsisavisud-aid dide showing
two groups Sitting on opposite Sides of aconference table (Figure 4). It is evident from the facia
expressions that those Stting on the right side are contented, confident, and smug, and those on the left
are unhappy, angry, and defensive.
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After viewing this on alarge screen, the attendees agree that the groups appear to be divided into two
opposing camps. Once we have obtained this concession, we ask, “In what way isthis communicated to
you?’ Although some never say more than “facia expressons,” others, with more perception, notein
detall thefurrows of the forehead, eyebrow positioning, exaggerated opening of the eyes, flaring nodtrils,
and so on.

4. Opposing camps

CharlesDarwin in his classic book, The Expression of Emotion in Man and Animals, to ascertain
“whether the same expressons and gestures prevall . . . with al the races of mankind,” wrote questions



to his correspondents scattered throughout the world. As simple as the questions were, he requested that
even histrained observers use “actual observations, and not memory.” The following are afew of
Dawin’'squestions.
1. Isastonishment expressed by the eyes and mouth being opened wide, and by the eyebrows
being raised?
2. Does shame excite ablush when the colour of the skinalowsit to be visble? And especidly how
low down the body does the blush extend?
3. Whenamanisindignant or defiant does he frown, hold his body and head erect, square his
shoulders and clench hisfigts?
4. When consdering deeply on any subject, or trying to understand any puzzle, does he frown, or
wrinkle the skin beneath the lower eydids?

To these and other basic questions he received replies from thirty-six different observersin various parts
of theworld. Their answers showed agresat ded of smilarity in communication through facia
expressons.

A British research team led by Christopher Brannigan and David Humphriesisolated and cata ogued
135 distinct gestures and expressions of face, head, and body. Of these, 80 were involved in face and
head gestures. They recorded nine separate smiles, three of which are very common: smple smile, upper
amile, and broad smile. Briefly andyzed, thesimple smile (Figure 5A), with teeth unexposed, is
commonly seen when aperson isnot participating in any outgoing activity. Heissmiling to himsdlf. Inthe
upper smile (Figure 5B) the upper incisors are exposed and thereis usually eye-to-eye contact between
theindividuas. It is often used as agreeting smile when friends mest, or, sometimes, when children greet
their parents. Abroad smile (Figure 5C) is commonly seen during play and is often associated with
laughing; both upper and lower incisors are exposed, and eye-to-eye contact seldom occurs.

Smiles should not dways be associated gtrictly with happy moments. “Beware of the oblong smile” says
Dr. Ewan Grant of Birmingham University. He usesthis name for the smile that many of ustend to use
when we haveto be palite. The lips are drawn fully back from both upper and lower teeth, forming the
oblong with the lips. Somehow thereis no depthto thissmile. “ Thisisthe smile or grimace when oneis
pretending to enjoy ajoke or off-the-cuff remark. Or when agirl gets too much attention from a drunk,
or is being chased around the office by the boss”

(e )

5A. Simple smile 5B. Upper smile 5C. Broad smile

The oblong smileis one of the five basic smilesthat Grant has defined. Another isthe upper, or
how-do-you-do, smile, in which only the upper teeth are uncovered and the mouth generaly isonly
dightly open. Thesmple amile, a“typicaly nonsense amile,” occurs when someoneis by himsdf and
happy. The lips curve back and up but remain together, so thereisno denta display. The broad smile
occurs “in stuations of pleasurable excitement”. The mouth is open, the lips curled right back, and both
upper and lower teeth can be seen. Thelip-in smileis often seen on the faces of coy girls. It ismuch the
same as the upper smile except that the lower lip is drawnin between the teeth. “It impliesthat the person
feelsin someway subordinate to the person sheis meeting.”



Conflict between individuals brings forth very different expressions. Eyebrows are usualy down,
particularly at theinner ends, producing afrown. At the sametime, thelips are tensed and pushed dightly
forward, though teeth are not shown. The head, and often the chin, isthrust forward in avery defiant
move, and the eyes glare a the adversary in an “eyeball-to-eyebal” confrontation. In Stuations such as
this, both individuasrarely lose eye contact with each other, since thiswould signal defest or fear by the
person looking away. Instead, the eyes seem to be staring hypnoticaly and concentration isintense.

Facid expressions can aso express shock or great surprise. In these emotional states a person’s mouth
is wide open because the jaw muscles are relaxed due to shock and the chin drops. Thereis, however, a
time when the mouth unconscioudly opensand it is not due to shock or surprise. This happenswhen a
person concentrates on one thing so intently — for example, when attempting to fit together delicate parts
of amechanism — that every musclein hisface below the eyesis completely relaxed. Sometimesthe
tongue even protrudes from the mouth.

Many of us, ho doubt, have reached the conclusion that people who do not look at uswhile either
ligening or talking are trying to hide something. Thisisin generd agreement with the opinion of
law-enforcement officials who have attended our seminars. Michael Argylein hisbook, The Psychology
of Interpersonal Behavior, observes that people look at each other between 30 and 60 percent of the
time. He a so notes that when two individua s while talking look at each other more than 60 percent of
the time, they probably are more interested in the other person than in what heis saying. Two extremes
might be loverslooking at each other adoringly and two hostile individuals getting ready to fight. Argyle
also believesthat abstract thinkers tend to have more eye contact than thosewho think in concrete terms,
because abstract thinkers have a greater ability to integrate incoming data and are lesslikely to be
distracted by eye contact.

We have dso found that people tend to have eye contact more when they listen than when talking. They
aso employ agaze averson when asked questions that make them feel uncomfortable or guilty. Onthe
other hand, when asked a question or when reacting to a statement that makes them fed defensive,
aggressve, or hogtile, their eye contact increases dramatically. Y ou can sometimes clearly see the pupils
dilate when a person is thus aroused.

Aswith every rule, there are exceptions. The amount of eye contact varies dramaticaly with different
individuals and cultures. Certain individuas, due to their shyness, tend to avoid eye contact or at least
minimizeit if at dl possible. These persons could possibly be the most honest, sncere, and dedicated
individuas around. However, every time they fail to look at the other person, they are unintentionally
communicating doubt and possible prevarication. If you have gone through U.S. Customs, you may recall
that when you approached the agent, in spite of the fact that you had given him afilled-out declaration
form, he asked if you had anything to declare. Do you remember if helooked at the form or into your
eyes? Chances are that he looked you right in the eye even though he had the declaration form in hand.
As Jean de laFontaine said, “It is adouble pleasure to deceive the deceiver.”

“Giving someonethe eye’ describesafacia expression with eye contact that indicates interest, however
brief the glance may be. Thepaseo in Latin-American countriesisaritua devoted dmost exclusvely to
thisform of nonverba communication. Each Sunday unattached young men and women gather in the
town square. The digible men walk in one direction and the women in the other. If any of themisgiven
the eye and the interest seemsto be reciprocated, on the next trip around, afew words may be
exchanged, and this may lead to a date.

The sdelong glance isknown in both Spanish and Englishas the stolen look. It is used by secretive
persons who want to see but not be caught at it. At the other extremeis the glance under lowered
eyelids. Thelids are lowered not to hide the eyes but to concentrate the glance on an interesting object.



Painterslooking at work in progress and lovers offering undying devotion are especidly proneto it.

George Porter, who has written aseries of articles on nonverba communication for theTraining and
Development Journal, notes that displeasure or confusion may be shown by afrown; envy or disbelief
might be displayed by araised eyebrow; and antagonism shown through the tightening of the jaw muscles
or by the squinting of the eyes. In addition there is the quite common gesture of thrusting out the chinasa
defiant little boy might do when rebeling againg his parents. Also, when aperson’sjaw musclestighten
as he becomes antagonistic, watch hislips. They too tighten in apursing gesture. The pursing action
communicates that he has taken a defensive position and will reved or react aslittle as possible. This
possibly gave riseto the expression “tight-lipped.”

Walking Gestures

“Awkward, embarrassed, tiff, without the skill
Of moving gracefully or standing till,

Oneleg, asif suspicious of hisbrother,
Desirous seemsto run away from t’ other.”

— Charles Churchill,
“The Roxciad”

Everyone has adigtinctive wak that makes him easily recognizable to hisfriends. Certain characteristics
aredueat least in part to body structure, but pace, length of stride, and posture seem to change with the
emotions. If achild ishappy, he moves more quickly and isvery light on hisfeet. If not, his shoulders
droop, and he walks as though the soles of his shoeswere made of |ead. The young cock of thewalk is
well-described by ShakespeareinTroilus and Cressida: “A srutting player whose conceit liesin his
hamstring.” Generally, adultswho walk rapidly and swing their asams fregly tend to be god-oriented and
readily pursue their objectives, while the person who habitualy wakswith hishandsin his pockets, even
in warm westher, tends to be critical and secretive. He generally playstherole of devil’ s advocate quite
wdll, snce helikesto put other people down.

When people are dgjected they scuffle dong with their handsin their pockets, seldom looking up or
noticing where they are headed. It is not unusua to see a person in thisframe of mind walking near the
curb with his eyes staring a whatever might belying init (Figure 6). Thereisastory of apriest who,
spotting such an individua one morning and taking pity on him, handed him two dollarswith aconsoling
“Never despair.” Thefollowing morning the priest again saw the same man, who thistime came up to
him, handed him forty dollars, and said, “Never Despair won and paid twenty to one.”



7. The bur st-of-ener gy walker

The person who wa ks with hands on hips (Figure 7) is more like a sprinter than along-distance runner.
He wantsto go the shortest possible distance in the fastest possible time to reach his god. His sudden
bursts of energy are often followed by periods of seeming lethargy while he plans his next decisive move.



Perhaps the most famous walker of thistype was Sir Winston Churchill. The stance was as characteristic
of himashis“V for Victory” sgn.

People who are preoccupied with aproblem will often assume a meditative pose while walking: head
down, hands clasped behind their back (Figure 8). Their paceisvery dow and they may pauseto kick
over arock or even reach down toturn over ascrap of paper and leaveit on the ground. They seemto
be saying to themsdlves, “Let’slook at thisfrom dl sides.”

8. The preoccupied walker 9. The strutter

The sdf-satisfied, somewhat pompous person may sgna his state of mind with awalk that Benito
Mussolini made famous (Figure 9). His chinisraised, the arms have an exaggerated swing, thelegsare
somewhat tiff, and the pace is deliberate, calculated to impress.

“Setting the pace” isan expression that applies equally well to leaders of men whose subordinates keep
in step behind them and to formations of ducklingsfollowing their mother. It isasign of thefollowers
loyaty and devation. In every society the leaders set the pace. This simple observation has provided
Kremlinologists with thousands of words of copy about the Soviet leadership and the F.B.1. with valuable
information about who iswho in the Méfia. It can dso help you if you prefer to ded with thetop manin

any organizetion.

Shaking Hands

“Thereisahand that has not heart in it, thereisaclaw or paw, aflipper or fin, abit of wet cloth to take
hold of, a piece of unbaked dough, acold clammy thing we recoil from, or greedy clutch with the heat of
sin, which we drop asaburning cod.”



— C. A. Batoal, “The Risgng Fath”

Many amae can recal aclose rdative saying to him, “I’ m going to teach you how to shake handslike a
man.” Therefollowed instructions on how to grip the other person’ shand, how to squeezeit firmly, and
how to release it. But no one teaches a businessivoman how to shake hands*like awoman.” She
develops afirm handshake out of self-defense, having constantly encountered businessmen who
automaticaly extend their hand in greeting “likeaman.”

Women, when expressing sincere fedings to other women, particularly during acriss, do not shake
hands. They gently hold the other’ s handsin theirs and with congruous facia expressons communicate
their deep sympathy (Figure 10). Often an embrace that endorses their attitude will follow. Very seldom
will awoman use this gesture with aman. It seemsto be specidly reserved for communication with her
OoWnN SX.

A handshake isamodification of the primitive gesture of both hands raised, indicating that no wespons
are held. Later the greeting was the Roman sal ute, a hand-to-chest gesture. During the time of the Roman
Empire, men grasped each other a the forearmsinstead of the hand. The modem handshake isagesture
of welcome: the pamsinterlocking Sgnify openness and the touching signifies oneness.

Handshaking customs vary from country to country. The French shake hands on entering and leaving a
room. The Germans pump hands one time only. Some Africans snap their fingers after each handshake to
sgnify freedom; dill othersconsider handshaking in bad taste. Whatever the situation, find out the local
custom before making the assumption that your brand of handshake will be acceptable. The firmness of
the typica male handshake in the United States probably originated in contests of strength, such asIndian
wrestling.

Many people consider themsalves expertsin andyzing character and attitude from a handshake. In
amost universal disfavor isthe clammy handshake, probably because perspiring pams usudly indicate
nervousness. Theflaccid, or “dead fish,” handshake is equally unpopular, dthough here there may be
mitigating circumstances. Many athletes are overly cautious about controlling their strength when shaking
hands and, as aresult, use very little pressure. Skilled artists, such as musicians and surgeons, are very
concerned with their hands and will take defensive measuresto protect them. But in the United States at
least there is something vaguely un-American about aflaccid handshake.



10. Women expressing Sympathy

11. The politician’s handshake



Typicaly American iswhat we term the politician’ s handshake. During dection campaignsit is used by
candidates for offices ranging from dogcatcher to Presdent. The usua formisto grasp ahand with the
right and cup it with theleft hand (Figure 11). Almost as popular is shaking with the right while grasping
the other person’ sright forearm or right shoulder with the left hand. For two dear friendsto greet in this
manner is acceptable, but most people fed very uncomfortable when someone whom they do not know
intimately shakes hands with them in this manner. They tend to see the gesture asingncere and fasdy

ingratiating, yet many paliticians perss inusing it.

It isdifficult for some people without in-depth exposure to nonverba communications not to jump to
immediate conclusions about others by only seeing their facid expressions or the way they walk or shake
hands. Reserve your judgments. See how much more you can learn by knowing attitudes and
gesture-clusters.

CHAPTER 3

OPENNESS,
DEFENSIVENESS,
EVALUATION, SUSPICION

“ My clothes keep my various selves buttoned up together, and enable all these otherwise
irreconcilable aggregates of psychological phenomena to pass themselves off as one person.”

— Logan Pearsdll Smith, “More Trivia’

N OW'that we have examined afew individua gestures, wewill consder attitudes and their
gesture-clusters. We have tried wherever possible to arrange attitudesin contrasting pairs, openness and
defensiveness, evauation and suspicion, and so forth. It israrely possible to see dl the gestures that make
up aclugter. Just afew observations, however, can give you an idea of what attitude the other person has
a the moment. By seeing the attitudes contrasted you can aso appreciate any emotiona movement and
itsdirection, for example, changing from opennessto defensiveness. Also, because there are many
overlapping attitudina positions, we have grouped them so that every second attitude is smilar to the one
in the preceding pair to show their smilarities and differences, asin defensveness and suspicion,
readiness and cooperation, and confidence and self-contral.

With very few exceptions, people nonverbaly communicate their inner felings quite openly. If their
verba statementsare consistent with emotions and attitudes reveaed through gestures, they are probably
telling the truth. Look for cons stency between the verba and the nonverba communication, and
congruence between individua gestures and gesture-clusters. The ability to do so will serve you very well
in everyday judgments of your business and socia contacts.

Openness



“Theyoung man, who intendsnoiill, believesthat noneisintended, and therefore acts with opennessand
candor: but hisfather, having suffered the injuries of fraud, isimpelled to suspect, and too often dlured to
practiceit.”

— Samud Johnson, “Rassdas’

Once people have been exposed to the idea of attempting to read through to the subconscious by
closdly observing gestures, the question they are most likely to ask is, “How can | tell when someoneis
lying?” Thetdevison programTo Tell the Truth can serve asalaboratory for testing your ability to apply
your awareness of gestures to separate truth-tellersfrom liars. The program presents groups of three
people who are questioned by a panel. Two of them will lie and attempt to concedl their true identity; one
tellsthe truth. Observing their stance, facia expressions, and other body gestures, and matching these
with what they say can strengthen your ability to pick out those who prevaricate.

Those gestures and gesture-clusters used by the falsifierswhich indicate secretiveness, defensveness, or
concealment are discussed in later sections. Distinguishing these from openness gestures will help you
recognize the untruthful person.

12. Open hands signaling 13. “What do you want me
sincerity todo?”

There are many gesturesthat are parts of openness clusters. Among these are;

Open Hands (Figure 12). One gesture that most of us readily associate with Sincerity and opennessis
open hands. Itdians use the open-hands gesture freely. When they are overtly frustrated they lay their
open hands on their chest and gesture, “What do you want meto do?’ The shoulder-shrugging gestureis
also accompanied by open hands, pams upward (Figure 13). Actors use this gesture in many expressive
way's, not only to show emation but to indicate the open nature of the character even before the actor
gpeaks. Watch children when they are proud of what they have accomplished. They show their hands
openly. But when they fed guilty or suspicious about aStuation, they hide their hands elther in their
pockets or behind their back.



Unbuttoning Coat. Men who are open or friendly toward you frequently unbutton their coats or even
take them off in your presence. David Frogt, on histelevison interview program, regularly unbuttons his
coat when greeting aguest. Weweretold at our seminar in Jamaica, “Here, at a business conference,
when people start taking off their coats, you know that they are communicating that some sort of
agreement is possible. Regardless of the heet, abusinessman will not remove his coat when hefedsno
Settlement or agreement isnear.”

Aswith other attitudes, openness encourages smilar fedingsin others. Charles Darwin noted this
interaction when he wrote that he frequently observed animas communi cating submissveness, aform of
openness, when they lay on their backs and exposed their soft underparts and throats to their opponents.
He noted that in such Situations even the most hostile anima did not take advantage of the vanquished. In
arecent article, Dr. Leon Smith, acomparative psychologist who specidizesin the learning and
communication process of animas, aso noted that “lying on the back and exposing the throat isthe
attitude and the Sgnd of submission among wolves and other canines.” Dr. Smith put thisto atest witha
wild malewalf. When the animal growled threateningly, Smith lay down and exposed histhroat. “ The
wolf touched my throat with histeeth in the typical canine caress. | wasn't bitten, but | was amost scared
to degth,” he said.

In analyzing video-tape-recorded confrontations, we have observed a higher frequency of agreement
among men with their coats unbuttoned than with those whose coats remained buttoned. Many men who
have their armsfolded on their chest in a defensive gesture also will have their jackets buttoned.
Someonewho has just favorably changed his mind might uncross hisarms and ingtinctively unbutton his
coat. Keep him in that position and your mutua objectiveswill probably be more easily reached.

Countless times when negotiations were going well wehave recorded a“ getting together” gesture-cluster:
Seated individuas unbutton their coats, uncrossther legs, and move up toward the edge of the chair and
closer to the desk or table that separates them from their opposer. This gesture-cluster isin most
instances accompanied by verba language that communicates a possible agreement, solution, or generdly
apogtive expression of working together for the needs of both.

At aparty given by her husband sfamily, anewlywed noted how difficult it wasfor her to distinguish the
family from the nonfamily members. She wastold to try looking at the nonverba communications. Then
shewas asked to identify each individua present asafriend or asamember of thefamily. Intentriesshe
meade the right selection eight times by smply noting which ones had their coats off or unbuttoned. The
two persons about whom she guessed incorrectly were alongtime friend who had been attending family
functionsfor over twenty years (coat unbuttoned) and afamily member who very seldom attended such
functions and generally wasa“loner” (coat buttoned).

Defensiveness

“An attitude not only of defence, but defiance.”
— Thomas Gillespie, “The Mountain Storm”

In contrast to gestures that indicate openness are those that guard the body or the emotions against a
threatened assaullt. If opennessis mishandled, it can easily become defensveness.

Arms Crossed on Chest. Any basebal fan knows exactly what to expect when an umpire makesacall



that is not accepted by ateam manager. The manager runs out on the field toward the umpire, ams
swinging or hands deeply thrust in his back pockets, probably formed into fists, and the umpire, seeing the
manager, crosses hisarmsin agesture of defensiveness (Figure 14). (An exception isthe plate umpire:
He does not cross hisarms on his chest — he dready has achest protector.) By the time the manager
reaches him, the umpire has clearly communicated that he is prepared to defend his decision, and the
manager arguesto no avail. As part of his defensive gesture-cluster, the umpire may turn his back to the
manager, sgnaing, “You' ve argued too much.”

14. The crossed-ar ms defensive position

The crossed-arm position isacommon occurrence in everyday life and, according to Darwin, seemsto
be used throughout the world to communicate defensiveness. Teachers useit, especidly whenin agroup
of their peers, and doctorstend to use it when in the company of other doctors. The very young will
crosstheir arms when defying their parents' ingtructions, and the very old when they are defending their
right to beheard. It seemingly acts as a protective guard against an anticipated attack or afixed position
from which theindividua would rather not move.

Of dl the indicators we have researched, this gesture tends to be the easiest to understand and
sometimes the least recognized as anonverbd indicator. It dso tendsto be a gesture that influencesthe
behavior of others. In agroup of four or more persons, you can influence the entire group by crossing
your armsin adefengve position. Hold this gesture not only when listening but when speaking and notice
how soon other members of the group follow your lead. Once two of you have assumed and are holding
thisfixed position, the other members are o affected. Y ou will find it very easy to divide the group into
subgroups or cause individua s to assume postions that are difficult to reverse to achieve open
communication.

The crossed-arms gesture is quite common in our video-tape recordings of negotiations. Unfortunately,
many individuals are unaware that when their opposer crosses hisarms, heissgnding that he has
become defensive. Only when viewing the video tape does the participant redize his mistake. Instead of
drawing out the opposer’ s fedings by relating to him and finding out what his needs are, the trainee has
continued the same discourse that caused the opposer to become defensive in the first place. People
often very effectively “turn off” and continue to turn off the person they would liketo “turn on.” When we



observe our opposer with hisarms crossed, we should reconsider whatever we are doing or saying to
that individud. Heis strongly communicating that he has withdrawn from the conversation.

Very frequently a postmortem on video-recorded negotiations that have failed reved s that a demand,
request, or offer was made at atime or in such amanner asto cause the other person to become
defensive. From this point on, concessions, agreements, or other forms of cooperation become more
difficult. Failing to recognize early sgns of disagreement,discomfort, or discontent will usualy leadto a
more complicated Situation in which agreement on any issuewill prove to be dmaost painful.

15. Fistsreinforcing the defensive position

If you should be in astuation in which you wonder whether theindividua is defensive or assuming a
position of comfort (as some argue), notice the hands. Are they relaxed or fistlike (Figure 15)? Arethe
fingers wrapped around the bicep in astranglehold to the extent that the knuckles become white (Figure
16)? Such protective postureis like that of the infrequent and nervous air traveler who gripsthe armrests
of hisseat during takeoff, his handstense.



16. The arm-gripping defensive position

Since women have an upper-torso structure that differsfrom men's, they fold their arms considerably
lower on the body (Figure 17). Girls entering puberty assume this protective position with afar greater
frequency than their older ssters.



17. A woman’sway with the crossed-arms gesture



18. Indifference or worse: aleg over arm of chair

Sitting with aLeg over Arm of Chair (“getting aleg up”) (Figure 18). At first we assumed that it wasa
comfortable pogition from which a person communicated by his openness a certain amount of
cooperative spirit. However, we soon discoveredthat despite the seemingly relaxed position, the person
— even if he sometimes has adight smile on hisface— is not cooperative. Instead heis generaly
unconcerned about or hostile to the other person’ sfedings or needs. We dso uncovered asimilar body
position in Henry Siddons’ s book, Rhetorical Gestures, inwhich Siddons describes as“ indifferent” an
English country gentleman of 1832 gtting in this very position. Airline stewardesses have reported that
male travelerswho take this position are often difficult to relate to. In many buyer/sdler relationships, the
buyer in hisoffice will take this position to announce nonverbaly his dominance or territorid rightsin the
encounter on his homeground, and many abosswill assumeit to show superiority in hisemployee's
office



19. Straddling a chair, another domineering pose

Sitting with the Chair Back Serving asa Shidd (Figure 19). This position and feet on top of desk closdly
paralel what we have just described. To agreat extent they occur during superior/subordinate Situations.
We again caution that despite the seemingly informal and cooperative positions your opposer takes, al
may not be asit seems. Heis attempting to show dominance or aggression.

Crossing Legs. If you wereto stroll by the many sidewalk cafésin any European country, you could
probably pick out amae American tourist Smply from the way hislegs are crossed. The European mde
crosesleg over leg. The American mae uses what Birdwhistell describes as“figure-four,” oneleg
horizontaly crossed with the ankle resting on the other knee (Figure 20). Apparently thisisstrictly an
American way of gtting, and even many American women, when wearing dacks, adopt it.

A recent seminar attendee remarked that his wife, who wasborn and educated in Europe, constantly
belittled him for gitting in the “figure-four” position. She often asked, “Why don't you st likea
gentleman?’ Tothisheretorted, “1 am!” It wasn't until he attended the seminar that the significance of her
complaint was made clear. She meant, “Why don’t you st like a European gentleman?’ (We conducted
aseminar for aBritish firm in Manchester, England. Out of eighty-three executives only two sat in the



“figure-four” pogtion a any time during the program.)

20. The European manner of crossing legsand the distinctly American figure-four position

Another seminar attendee, one who had served with German Intelligence during World Wer |1,
commented on the number of American agentswho were caught as aresult of eating with thefork in the
right hand in spite of careful training in eating in the European style. We noted that twice as many could
have been caught if German Intelligence had looked for the figure-four position. In our more than two
thousand recorded confrontations where one or both opposers crossed their legsin this manner, in
amog every ingance it Sgnaed that the confrontation had reached a highly comptitive stage. A friend of
oursin London, afine chess player who was educated in the United States, has often remarked that he
invariably takes afigure-four position when the match isin doubt. He agreesthat it isafoolish postion for
achess player to take, for every timeit is histurn he must uncross his legs and move forward. However,
he adds that when the match is no longer in doubt and he fedls secure in winning, he places both feet on
thefloor.

We have observed in our recordings that quite frequently during the stage of the negotiation when issues
are being presented and discussed or when a heated argument istaking place, one or both of the
negotiators have their legs crossed — either in leg-over-leg or in the American figure-four style. We
observed that the number of negotiations where settlements were reached increased greeatly when both
negotiators had uncrossed their legs and moved toward each other. In ourrecordings of such
confrontations, we cannot recall one Situation that resulted in a settlement where even one of the
negotiators still had his legs crossed. Individuas who cross their legs seem to be the oneswho give you



the most competition and need the greatest amount of atention. In further verification, we discussed the
crossed-leg, leaning-away position with numerous salesmen. None could recal being ableto closeasde
with the prospect in that position. If crossed legs are coupled with crossed arms, you redlly have an
adversary.

When awoman crosses her legs and moves her foot in adight kicking motion, sheis probably bored
with the Situation — waiting for a plane to depart, ahusband who islate, or listening to dull talk (Figure
21).

21. Boredom or impatience

Evaluation

“When astudent in aclassroom becomes redlly absorbed in the problem a hand, heislikely to dip
down on his shoulder blades, spread hisfest, ruffle his hair and do any number of unconventiona deeds.
Let the spell be broken, and he sits up, rearranges his clothes and again becomes socially proper.”

— C. H. Woolbert, “The Audience’

Some of the most misinterpreted gestures are what we call evaluation gestures— those dedling with
pensiveness or thoughtfulness. Since much of our effectivenessin business and socid life dependson
communications, knowledge and appraisa of feedback information are vitd for the individud who wants
to know how well his message has been received. Very little research has been conducted on the
eval uation process before the acceptance of an idea, product, or service. However, we have
accumulated a considerable amount of data on gestures from the behaviord patterns of salesmen,
teachers, nurses, executives, lawyers, and many others, indicating that there are actions thatdo
communicate that persons are evauating. For clarification, let uslook at aclassroom stuation.



Mrs. Clark, who teaches math, is explaining an essentiad aspect of the subject. She noticesthat Fred is
garing a her with unblinking eyes, his body taut and erect, hisfeet flat on thefloor. She discernsno
motion whatever from Fred. Do you think that Fred is listening to the lecture, evaluating what Mrs. Clark
issaying?If you think heis interested, you are wrong. A young teacher unaccustomed to this posture
might fall for it, but amore experienced educator would not. Fred hasturned histeacher off and isusing a
cover-up technique to convince her that heis“dl ears.”

Ignoring Fred' strance, Mrs. Clark turnsto Charles. He issitting toward the edge of his chair, his body
leaning forward, and his head, dightly tilted, is supported by one hand. Mrs. Clark would be correct in
judging that Charlesisinterested.

22. Evaluation gestures

Hand-to-Cheek Gestures (Figure 22). Auguste Rodin, the great sculptor, showed deep insight into
gesturd language when he created “The Thinker.” Who would doubt that his sculpture is of a person
thoroughly engrossed in working out a problem? Personswho strike poses smilar to Rodin's“ Thinker,”
with hand on cheek, areinvolved in some sort of meditation. Sometimesthereisadight blinking of the
eyes. A youngster Sitting on astaircase looking down at adults assumes this position, as do many, young
and old, when gitting on acurb watching a parade.

This position of interest and attentiveness has been recognized by a friend who makes audio-visua
presentations to his management team. When he stands in the back of the room he can estimate how well
he is conducting a presentation by the number of executives who have one or both handsto their head
and are leaning forward, as opposed to those sittingback in their chair with their legs crossed, arms
folded, or bodies twisted away from the screen.

Sometimes a person assumes what we refer to asa“ critical-evauation cluster” (Figure 23). He bringsa
hand to hisface, puts his chinin the pam, and extends hisindex finger dong his cheek; the remaining
fingers are positioned bel ow the mouth. When these hand-to-cheek gestures are associated with the
body drawn hack from the other individual, the thought patterns are criticd, cynica, or in some other way



negative toward the person attempting to persuade.

When conducting our seminars, one of the first gestures we look for to determine how difficult the group
might be are these types of hand-to-cheek poses. If we have, say, fifty executivesin atendance, during
thefirg fifteen minutes— especidly during anonverba -communication presentation — at least thirty will
be stting in somekind of hand-to-face position. Of this number, approximately one-haf will be very
interested in what isbeing said and will lean forward dightly. The other haf will take more of a
wait-and-see attitude and will St back, abit skeptical of what isbeing said. The remaining twenty will be
divided roughly among those sitting with their arms crossed (show me) and those sitting on the edge of
the chair, elbows on thighs and hands hanging loose (“Thisis great! Let me play, coach”). Our job isto
change evauation into interest.

23. A critical evaluation

Head Tilted. Charles Darwin noticed early in his studies that animals aswell as men tend to cock their
heads dightly whenever they hear something that interests them. From avery early age, women
indinctively understand the significance of thisgesture: It givestheimpression of listening intently. They
use it conscioudy when conversing with amale whom they want to impress— and they do.

In our seminars, if most of the participants heads are not tilted we fed that the group as awhole has not
become interested in our material. Once the speaker is aware of this gesture, he can relateto his
audience in amore positive manner and can gauge how well hisinformation is getting across. Thiscan be
especidly helpful when the speaker wantsto cover agreat ded of materid in avery short time. When an
electrica circuit is overloaded abreaker opens so that the circuit does not take more energy than it can
handle. Individuals sometimes behave in the same manner toward information-overloading. They gesture
their indifference to additional data. The clusters change. Heads become erect rather than tilted, backs
straighten up, then douch. There are glances at the celling, at watches, a others, and findly some will
gart positioning their bodies so that they are pointing toward the exit. If the group has reached this stage,
the speaker should understand that they are nonverbally signaing “ Enough.”



24. The chin-stroking evaluation gesture

Stroking Chin (thinking/evauating) (Figure 24). This“Wadll, let me consider” gesture, which seemsto be
worldwide, is made when people go through a decision-making process. Probably every Western movie
has had a scene in which abewhiskered frontier doctor stroked hischin and said, “I don't know,
Marshd, if that' s the best way to handle them Datons.” Inthe musica Fiddler on the Roof, whenever
Tevyeisthinking over something important, he invariably strokes his beard. Darwin refersto meditation
gestures and reports that various people throughout the world “ sometimes pull on their beards. . . hands,
usually the thumb and index finger, in contact with some part of the face, commonly the upper lip.” Henry
Sddons sRhetorical Gestures states, “ This gesture signifies the wise man making ajudgment.”

On stage, particularly in Shakespearean theater, an actor can be seen performing this action congruent
with words thatcommunicate careful sudy or anadys's. Watching a chess match, one can frequently
observe this gesture in the player required to make the next move. After adecision is made, the stroking
stops— and not merely because he hasto use his hand. Many businessmen use this gesture, though
some attempt to conced it by making only avery dight stroking maotion.



25. “What wasthat again”

A congruent facia expresson with thisgestureisadight squinting of the eyes, asif trying to seean
answer to the problem in the distance.

Gestures with Glasses. An eval uating gesture that causes a negative emotiond reaction in othersisthe
one of dropping eyeglasses onto the lower bridge of the nose and peering over them (Figure 25). The
recipient of the stare fedlsthat he is being closdly scrutinized and looked down upon. Many executives
who wear “granny” glassesfor reading purposes are especidly likely to dicit this reaction inadvertently
from subordinates. We urgethat if this happensto be one of your traits, be aware of the negative
aspects. Better yet, try not to do it for awhile and seeif you do not get afavorable reaction.

Next iswhat we cal the procrastination, or pausing-for-thought gesture. A very common variety isvery
dowly and ddliberately taking the glasses off and carefully cleaning the lenses, even though the glasses
may not need it. Some performthisritual as many asfour or five times an hour. We have video-recorded
the gesture many times in negotiation confrontations. In most instances the person wanted to delay or sl
for timeto think over his Stuation before either railsing more opposition, asking for clarification, or posing
aquestion.

A smilar gestureto gain timeisonein which the glasses are removed and the earpiece of the frameis
put in the mouth (Figure 26). Since people cannot speak very well with objectsin their mouth, they might
do abetter job of listening or avoid saying anything when they want to think about it first. Putting thingsin
the mouth aso impliesthat the person is seeking nourishment, possibly in the form of more information.



26. Gaining timeto evaluate

Another member of the family of gesturesin which glasses are used istaking them off, either quickly or
with much emphasis, and throwing them on the table. A negotiator whom we know adways signalshis
emotiona outbresksin thisway. How many people use this gesture conscioudy as an expression of
“Now you'regoing too far” or “Just wait adamn minute” will probably never be known. However, most
people, regardless of whether they are aware of their gesture, are communicating resistanceto what is
being said. Therefore, if you encounter this gesture in another person, change your approach. Do
something to relieve the emotional tension. Get that person back to wearing his glasses so that both of
you can “see’ different dternatives.

Pipe-Smokers. Pipe-smokers are necessarily more involved with the ritual of smoking than are
cigarette-smokers. After dl, the pipe-smoker has many more functionsto perform: He hasto fill the pipe,
cleanit, tap it, tokeit, and keep it lit. In the process he can use it as a scratcher, pointer, drumstick, etc.,
which permitsthe use of the pipe (to stal for thinking time) as asecret Sgnd instrument. We have an
associate whom we call “the Toscanini of the pipe-smokers.” He conducts negotiation sgnaswith his
pipe like the maestro conducted the NBC Symphony. Our associate, an inveterate pipe-smoker, has
devised an intricate series of pipe signals. They communicate such ingtructionsto histeam asshut up,
listen more closely, the offer stinks, andlet’sgo . Itisof great assstance in ateam negotiation to have
sgnas by which you can communicate nonverbaly, with or without apipe.



One can often observe the deliberate motions the pipe-smoker goes through when heisfighting or
maneuvering for timeto think or reconsider. We have observed that a consderable number of
pipe-smokers are engineers or scientigts or arein other technical fields where abstract thinking isvitaly
important. They take congderably more time in decision-makingthan the more factually oriented thinkers,
who tend to smoke cigarettes.

In our video-tape recordings of business confrontations, adistinct persondity type emerges both for the
cigarette- and the pipe-smoker. The pipe-smoker tendsto play “cat and mouse” or “hide and seek” as
long as he possibly can without revedling his position. On the other hand, the cigarette-smoker’ s attitude
isgeneraly “Let’ sget thisover with and go on to other things.” Pipe-smokers give the impression that
they are more patient and conservative than cigarette-smokers, who generally ook like sprinters ready
for action. (Theratio of cigarette-smokersto pipe-smokers who have participated in our researchis
10-1, which isnot unusual considering that an overwhelming number of businessmen tend to be of the
concrete rather than abstract variety of thinker.)

Pacing. Americans seem to fed more comfortable thinking on their feet. They frequently resort to this
mannerism when attempting to solve a hard problem or make adifficult decison. Asgestures go, thisisa
very positive one. But one should not speak to the pacer. It might cause him to lose histrend of thought
and interfere with what heistrying to decide. Most sal es-oriented people understand how important it is
to let aprogpective client or customer alone while he is pacing and deciding whether to buy. They let him
interrupt the silence if he wantsto pose an objection or question. Many successful negotiations have
resulted from one person hiting his tongue and not uttering aword while the other goes through his
decison-making, rug-pacing ritual.

Pinching the Bridge of the Nose (Figure 27). This gesture, usudly accompanied with closed eyes,
communicates great thought and concern about the decision to be made. A person in saf-conflict might
lower hishead and pinch the bridge of hisnoseto test whether heredlly isin such apredicament or itis
only abad dream. A businessman we know clearly signalshis quandary by this gesture. When he
performsit, we merely keep quiet and wait for him to raise his objectionsto what is being discussed. We
do not attempt to reason him out of this Situation. Instead we recognize hisfeglings and wait for him to
express his doubts.




27.“1t'shard for meto seethe answer.”

An atorney who atended one of our seminars commented that ajudge he knew usually sgnaed his
fedings about a case by thisgesture. If the judge believed the defendant was guilty, he sldom removed
his glasses. However, if he believed the accused was innocent, he performed this gesture openly and
sometimes kept his eyes closed severd minutes, fighting with his assumptions and feglings about the guilt
of the accused.

From these evaluation-clustersit is easy to progress to the next attitude — suspicion and secretiveness.

Suspicion and Secr etiveness

“There are many wise men, that have secret hearts, and trangparent countenances.”
— Francis Bacon

Gestures that connote suspicion or secretiveness are sometimes referred to as “left-handed” gestures.
Thisreflects the American dang meaning of “undesirable” asin a“left-handed” ship, compliment, or
honeymoon. Interestingly, in Sign language the right thumb extended upward meansgood, but the left little
finger meansevil . Thisadditional mode of communication recognizes aright (good) and left (bad)
connotation.

At arecent meeting, one of our colleagues was being extremely reticent about stating his position, which
was different from ours. Every time we approached what seemed to be the sensitive area, hisleft hand
came up to cover hismouth ether prior to or while he spoke. Not wanting to make him any more
uncomfortable than he aready was, we asked questions that might cause him to let go and tell uswhat his
fedingswere. At last, when asked a“ Do you redlly fed that way about it?” type of question, he replied
by stating that his“heart wasnot in it” and used other such phrases. His gestures were based on his
strong opposition to our objectives. He had attempted to hide histrue feelings and go aong with our
ideas. Had wenot been aware of what he was truly communicating, a solution would have been reached
that in the long run might have proven to be very unfavorable for dl of us. There are many people who
say thingsthey believe you want them to say. Afterward they fed extremely frustrated with themsalves
because they have not exposed their true feelings and, as aresult, often work againgt the goasrather than
trying to achieve them.

If aperson tendsnot to look at you at dl, heisvery likely to be concedling something. However,
incongruity in gesture-clustersprobably is the best indication of a person being secretive. A amiling,
belligerent, defensive person isincongruous and may be, with asuperficid smile, attempting to soften the
blow. “One may smile, and smile, and beavillain,” as Shakespeare saysinHamlet . Smilarly, even those
without nonverba training or conscious exposure to it sense when someoneis playing agame of hideand
seek. What most have difficulty in doing isto isolate the gestures that have communicated this awvareness
and then to understand how to cope with the Situation creatively.

All the gestures that communi cate suspicion, uncertainty, rejection, and doubt essentidly have acommon
message: negativel The emphasis differs, as do the accompanying emotions, but the sgnd isusudly loud
and clear; “I’'m not buying.”

A certain portion of what we say to othersis received with suspicion, uncertainty, reection, and doulbt.



When they fed thisway about what we are saying, they nonverbally feed back their attitude. The most
obvious gestures of the rgection-cluster are folded arms, moving the body away, crossed legs, and tilting
the head forward, with the person ether peering over hisglasses or squinting asif trying tosee whet is
said more clearly. The more subtle gestures that sometimes escape our awareness include turning the
body only dightly away s0 asto present a silhouette and the nose-touching or -rubbing gesture. These
probably account for most of the negative fedings.

Sideways Glance (Figure 28). Do you register it as suspicion and doubt when people give you the
Sdeways glance? There isacommon phrase, “ She gave meacold shoulder.” It confirms the gesture we
associate with adistrusting attitude. Can you specificaly recdl instances when someone said something to
you that you did not like, did not agree with, or in genera were very doubtful of? Did you tekea
Sdeways position while saying something like, “What do you mean by that?’ It issimilar to aboxer or
fencer getting ready to square off withhis opponent. Try to help an old lady who would rather crossthe
dtreet by herself and you will discover exactly what the expression means— aforty-five-degree turn of
the body away from you. It isagesture of rejection even without a“No, thank you.”

28. “ Just what do you mean?’

Feet and/or Entire Body Pointing toward the Exit (see Figure 24). In many Stuations you will notice that
suddenly someone has shifted his body and is Sitting so that his feet are pointing toward adoor. This
gestureisaclear sign that the person wishes to end the meseting, conversation, or whatever isgoing on.



His body-shifting istdlling you heisanxiousto leave. But it isone thing to be aware of this gesture and
another to do something about it. Either do something different to get theindividud to turn toward you
and lean forward or let him go. It does you no good in the long run to keep talking to someonewho is
telling you that heisanxiousto leave.

It isindeed an observant subordinate who is able to read his boss s gesture when it means that the
meeting isat an end. If the employeeisaware of thissigna and lets his boss |eave, he will have assisted
his employer, which will be appreciated. However, if he delays his superior, the bosswill resent it and
thereafter close his mind to everything the employee says.

Peoplevisting you socidly make smilar sgnals. Sometime during the last half-hour of their vigt they Start
positioning their bodies asif to leave. A smart host or hostess noticesthis signal and may sincerdly say,
“It' sgetting late. Time certainly passes quickly when we aretogether.” Evenif you get verba
disagreement, you may notice that after you have spoken they move their bodies toward the edge of the
chair as afurther endorsement that they redllydo want to leave.

Touching or Sightly Rubbing the Nose, Usually with Index Finger (Figure 29). Once ayoung man was
discussing bookswith Professor Birdwhigtdl at the University of Louisville. When asked his opinion of
one modern classc, the young man rubbed his nose and said he had enjoyed the book very much. “The
truth is,” said the professor, “you didn’t like the book.” Trapped by the comment and yet not sure of how
he had given himsdf away, he admitted that he had in fact read only afew pages and “found them all
dull.” He had rubbed his nosein front of the wrong man.

Birdwhistell and others have decided that the nose-rub among Americansis as much asign of regection
as“No!” Our finding isthat nose-touching or -rubbing isadoubt sign and in many casesthat doubt is
expressing the same thing Birdwhistell discovered: “No!” Ask an adolescent a question that he has
difficulty in answering and watch how quickly hisindex finger goes through the touching/rubbing action.
Most of ushave no difficulty in recognizing this youngster’ s gesture as an expression of doubt. However,
when the same signal is given by aforty-year-old associate or neighbor, we often do not seeit at al.




29. Touching the nose

On atelevison interview show, awel-known news commentator was asked, “What will historians think
of today’ s youth and their ideals?” The commentator, who most likely had been trained to keep his hands
away from hisface when spesking, till brought hisindex finger to the Sde of hisnose, then said, “I
believe historians will seetoday’ s youth as the greatest patriots this country has ever had.” If the
nose-touching/rubbinggesture communicates doubt or negation, then how might the commentator’s
doubts be viewed? (1) Whether to answer the question at al. (2) Whether he redlly believed what he
was about to say. (3) Doubt asto how to best communicate his belief. (4) Doubt on how the viewing
audience would receive what he was about to say. In reading the other gestures he had given, plusthe
congruity of hisoveral posture, we believe that his doubt was (4), over how his audience would react to
what he was about to say. Why? His previous gesture-clusters were steepling, sitting in an open position,
leaning forward, and other clusters showing great openness and confidence. Thiseliminated (1) and (2).
Only this particular question caused him to touch his nose and move back in his seet. He had shown no
previous doubt as to the best way to answer any other question. This eliminated (3).

Thisgesture is not uncommon. It is used by many articul ate speakers a times when they are not sure
how to approach a subject or what the audience reaction to it might be. A seminar attendee stated that in
negotiationsin which he had participated he put al his offers and counteroffers* on the nose of his
opposer.” He explained that the main gesture he observed was his opposer’ stouching hisnose. This
action signaed how far or near they were to a settlement. He found that at the outset, when both were
jockeying for position, his opposer touched his nose often while speaking or listening. Asthe negotiation
proceeded he saw |ess nose-touching, and finally, when he made a counteroffer, his opposer, instead of
touching his nose, moved up toward the edge of the chair. A settlement followed. In a postmortem of
what had happened, he made notes of the significance of this gesture in relation to offers or counteroffers.
Hefound that in dmost every instance when his opposer had touched his nose the gesture preceded or
followed an offer or counteroffer.

A word of warning for those who might take any gesture as absol ute: Sometimes people rub their nose
because it itches.However, thereisadistinct difference between the mannerism of rubbing one' s nose
dueto an itch and rubbing it as a gesture of or doubt. Persons rubbing (or scratching) their nose usudly
do it vigoroudy, whereas those making the other gesture do it very lightly. The latter is subtle and often
accompanied by agesture-cluster, such as squirming in the chair, twisting the body into a silhouette
postion, or physicaly withdrawing. Other variations of this gesture are rubbing behind or beside the ear
with theindex finger (Figure 30) whenweighing an answer, very commonly coupled with “Well, | don't
know,” and rubbing the eye (Figure 31) — another frequent sign of doubt.






31.“l can’t seeit.”

CHAPTER 4

READINESS,
REASSURANCE,
COOPERATION,
FRUSTRATION

“ The foulest, the vilest, the obscenest picture the world possesses — Titian’s Venus. It isn’t that
sheis naked and stretched out on a bed —no, it is the attitude of one of her arms and hand.”

— Mark Twain, “A Tramp Abroad”



INthis chapter, asin the previous one, the positive, congtructive attitudes are contrasted with the
negative ones. At the sametime, every other attitude has emotiond smilarities with those preceding it and
followingit. A comparison of their smilarities and differences will enable you to more readily appreciate
the attitude described.

Readiness

“One quickly getsreadinessin an art where strong desire comesin play.”
— Thomas Mann

Some people equate readiness with aggressiveness. We will, however, use“readiness’ inrelationto a
god-oriented high achiever who usudly has no timefor hodtility, Snce heis busy gathering information and
getting things done. Heis aperson who has ahigh enthusasm for what heis attempting to achieve and
may aso have some of the quditiesthat Dr. Abraham Madow has described as“ sdf-actudizing.” 1tisin
this broad context that we approach the readiness gesture-clusters we have researched and recorded.

Hands on Hips (Figure 32). Thisisthefirg of the overt gestureswe can clearly identify. Y ou often seeit
during a sports event when an athlete is waiting to become involved. At a business meeting someone
gtanding with his hands on his hipswith feet spread gpart isin al probability interested in having the
attendees follow his direction. Notice how ayoung son or daughter stands the next time one of them
chdlenges his parents’ authority. Notice aso your own standing position when you are enthusiagtically
pursuing agod that you beieveto be worthwhile.

Many of us, regardless of age or sex, take the hands-on-hips position. A high achiever often does so as
he nonverbally communicates his dedication to agoa. With some, the gesture that accompaniesthe
hands-on-hips stance is hitching up the trousers, as awell-known professiona golfer is often seen doing.
Y ou will dso note that when the hands are placed on the hipsthe legs are gpart, asit isdifficult to
maintain balance if the feet are together. A variation of this gesture is a seated person with one hand on
his mid-thigh and leaning dightly forward (Figure 33).

Think for amoment about someone you know well who normally assumes the hands-on-hips position. Is
that person by your definition goal-oriented? Does he enjoy competition? For several years we have kept
arecord of executiveswho have attended our seminars. Approximately 75 percent of them will, when
asking aquestion during thefirgt hour of the seminar, assume a hands-on-hips position with their coats off
or unbuttoned.



32. Handson hips, atypical 33. Sit-down readiness
readiness gesture

Thisgestureisoneinwhich anindividua communicates his desireto beready and able. Snceitisa
positive gesture, there is no cause for concern on your part, and if you, too, are a god-oriented person,
you can share hisfedings. Thismay help you to reach amutudly desired god.

Sitting on Edge of Chair (“He had them on the edge of their seats’). In many video-tape recordings we
have observed that persons have moved toward the edge of the chair when getting ready to compromise,
cooperate, buy, accept, or concur — or conclude, reject, or leave. Thisindicates that an overt
movement is completely oriented towardaction. Remember the last time you signed a contract? Y ou
were probably sitting on the edge of your chair several minutes before you agreed to the terms and
conditions. If you did not like the dedl, you probably used the same gesture to signal your fedingsto the
salesman before you findly had the courage to get up and leave. Many knowledgeable personsin saes
with whom we have discussed this position agree that people do communicate their eagernessto buy by
sitting on the edge of their seats. They also concur that after a person has offered them a great deal of
salesresstance and then shiftsto the edge of his chair, heisready to get up and leave. Thisisthetimefor
the coup de grace if alost sdleisto be recaptured. If the salesman does not have something new to
regain the customer’ sinterest, he might better spend his time tackling another potentia client.

Arms Spread While Hands Grip Edge of Table (Figure 34). Thisisastrong “Listen to me, damnit, |
have something to say” position while Stting or standing. Picture the situation where the subordinate takes
this position and saysto his superior, “You can't fireme, | quit.” This condition can lead to aterrible
predicament if you do not recogni ze the gesture and the emotions that are about to be released by the
other person. Displayed by your child, employee, boss, customer — or whomever — it should be
recognized and accommodated. One should not stretch out another’ s emotions to the point where they
will snap. We have noted in video-tape recordings that when one of the negotiators takes this overt



position, the other is often completely obliviousto his nonverba message. Theresult invariably isan
emotiond upheavd that can be very destructive.

34. The showdown

Moving In, Speaking Confidentidly. A more subtle gesture-cluster indicates an aggressive readiness
covertly. It isused asacover to dominate or direct another person. The gesturer usualy leans toward
you, moving into an intimacy distance of about thirteen inches (Americans normaly converse a from
twenty-three to twenty-five inches). While imparting this sensation of physica closeness, such aperson
often lowers hisvoice and givesthe impression that what heis saying is confidential and only for your
ears. On the contrary, the gesture signalsthat he is used to having his direction followed and will
physcaly atempt to dominate othersin thismanner.Y ou have probably seen the Situation in acartoon
where ataller character attempts to dominate the shorter one by narrowing the distance between them.
Y ou canimagine thetal one saying, “And what | want youtodois. ..” However, there are some who
accept this* narrowing the distance between us’ gesture as an endorsement and are in no manner
offended by it. If you should use the gesture, be dert to these diametrically opposed reactions. It may not
communicate what you mean at dl.

Reassurance

Seeing yourself on television for the first time can be traumatic, as it adds about ten pounds, makesa
generous amount of hair ook like atoupee, and ages those who wear glasses. And sSince most people
aretheir own worgt critics, they tend to be dissatisfied with their appearance and performance.

It has been the palicy at our seminarsto have atria run before videotaping an actual negotiating
confrontation. We record those who have never been on videotape and | et them seeit before they are
taped at the negotiating session. Thisisdone primarily to melt awvay any apprehension they may have
about facing atelevison camera. As Walter Pater says, “ The way to perfection isthrough a series of
disgusts.” During these first viewings we have collected a great dedl of data on reassurance
gesture-clusters because each viewer wanted to convince himself that “it wasn'ttoo bad.”

Seeking reassurance from ablanket or other object is not confined to Linusin the* Peanuts’ comic strip
or children of that age. In adults, clenched hands with the thumbs rubbing against each other is one of the
maost common gestures we have observed. Variations are cuticle-picking and hand-pinching. Another
gestureis sticking apen or pencil in the mouthto chew or suck. Sometimes a scrap of paper or a
paperclip serves the purpose. Another reassurance gesture, observed by Dr. James Ennels, of St.
Elizabeth’ s Hospital, istouching the back of achair before sitting down a a conference. Enneis describes



it as* reassuring themsdves that they belong.”

A very common gesture of reassurance when awoman says or hears something that makes her
uncomfortableisto dowly and gracefully bring her hand to her throat. When sheiswearing a necklace
the movement is disguised aswanting to fedl that the necklace is il there. If you ask her, “ Areyou sure
about what you just said?” she will probably attempt to assure you that sheis, or she will become
defensive and refuse to answer. In either case, sheis signaling that she does not completely believe what
shehassad.

Another common gesture that communi cates reassurance is pinching the fleshy part of the hand. It is
used by both men and women, though it isfar more common with women. In one test we furnished first
viewerswith coffeeto try to keep their hands occupied while they watched the playback. We wanted to
see how many would set the coffee down and then go through a self-pinching gesture. We found that
many of them first used the cup asashield in front of their eyes, asthough trying to block out the
offending sght, then set it down and went through the self-pinching ritud.

Variousfinger gestures convey one s anxieties, inner conflicts, or gpprehension. A child needing
reassurance sucks his thumb, ateenager concerned about exams bites his nails, and a taxpayer worried
about April 15 picksat his cuticles until they are sore. Sometimes adolescents and adults substitute other
objectsfor fingers and use pens and pencilsfor their biting gestures. Others do not like the plastic, metd,
or wooden taste, so they switch to paper or even fabrics.

If we can supply assurance where needed, our opposer can be made cooperative.

Cooperation

“We are born for cooperation, as are the feet, the hands, the eyelids, and the upper and lower jaws.”
— Marcus Aurelius

Who are the persons who genuinely want to cooperate and how do they communicate their willingness?
Recently we were apart of a negotiating team discussing a product of great scientific value. Theissues
involved were patent rights, equity position, royalties, research and devel opment costs, and incentives for
both our client and the company that was to manufacture and market the product. As soon asthe
discussion started, one of the opposer’ steam members took a sprinter’ s position (sitting forward in chair,
feet on tiptoes), nonverbally communicating he was ready for action. As he was the scientific member of
the opposer’ steam, agreat deal depended on his reaction to our overal presentation. Initidly, his*ready
for action” posture told usthat he probably favored our product. His technica questions and doubts
were brought out in the open and expertly answered by our client’s scientific staff member. We
purposdly sat next to this man in the hope that after we had answered his questions and satisfied his
doubts he would favorably influence the other members of histeam. Weread him well. He became
extremely cooperative and served as our dly. Recognizing thisindividua’ s cooperative gestures and
capitaizing on them brought about asuccessful conclusion that benefited both parties.

Undoubtedly there have been times when you sensed that someone was cooperating fully until suddenly
something went wrong. He had been calling you by your first name but now he addresed you formaly.
His smile had become afrown. The cornersof hislipsturned down. There werewrinklesin hisbrow, and
perhaps he glared at you with downward-tilted eyebrows. Y ou probably felt completely inadequate to
cope with such an abrupt change in attitude.



In such stuations many of us attempt to determine what went wrong but usudly in very generd terms:
“Hedidn't likemy idea,” or “Boy, did he get uptight about my request.” Instead of this Monday-morning
quarterbacking we should attempt to restructure the conversation and the attendant gestures at the
moment the person ceased to be cooperative. Oftentimes wefind it very difficult to believe thatwe might
have been unreasonable and so precipitated the crisis. The observant person sees this chip-on-shoul der,
folded-arms stage approaching by observing the statements, speech inflection, and facial expressons and
other gesturesthat precedeit. It isthen possble to head off a serious confrontation and restore the
cooperative environment that had existed before the break. Better yet, do not let the change from
cooperation to resistance even occur. Instead, monitor how the person isreacting by observing his
gestures and, at thefirst negetive indication, immediately reevauate what you have been communicating.
The following are some cooperdtive gesture-clusters to be aware of :

Sitting on Edge of Chair. Thisisacooperative gesture if it is congruous with gesture-clusters
communicating interest in what you are saying. An example isthe case of abuyer showing his eagerness
to Sgn acontract and shifting hisweight toward the edge of the chair.

Hand-to-Face Gestures. These can communicate anything from boredom to evaluative interest.
Evaluation can become favorable, therefore it can be considered a gesture that communicates a degree of
cooperation. Given achoice of ten people sitting with their legs crossed versus ten with their handsto
their heads, we would chose the hand-to-head group as potentialy more cooperative.

Unbuttoning of Coat. This gesture seems not only to communicate that a person is opening up to you
and your ideas but that he is concentrating on what you are saying.

Tilted Head. Thisgestureis cooperative to the extent that the person isinterested in what you are saying.
He has not turned you off.

Frustration

“A frown, aspoken word, or akick isamessage that a sender conveys by means of his own current
bodily activity, the transmisson occurring only during the time that hisbody is present to sustain this
activity.”

— Erving Goffman, “Behavior in Public Places’

If you happen to be watching afootbal game on television, chances are that you will seeafamiliar
scene. The quarterback fades back and throws a pass that goesin and out of histeammate' s hands. The
teammate s emotiond reaction to missing the passisto kick the ground, dap the side of hishemet, then
do adouble karate chop at the air. His baseball-playing counterpart (Figure 35) might gesture his
frustration by removing his hat, running hisfingersthrough his hair, rubbing the back of his neck, then
kicking the dirt (or nothing in particular).

The businessman who is desperately trying to convince his customer that the shipment is en route (“ Get
off my back™) might go through the same hair- and back-of-the-neck-rubbing. If on the phone, he may
pick up apencil and ether throw it with force or break it in two.

Short Breaths. Some gestures combine movement with sound effects. The bull snortswhen heisangry.
People whoare furious usudly take short breaths and expd the air through their nostrilsin spurts Smilar to



snorting. In asorrowful situation, highly emotional people take deep breeths and expel the air dowly,
making long, sighing sounds. Breathing aso plays a prominent part in the communication of frustration
and disgust. For example, Helen has just been summoned by her bossto discusswhy she persstsin
making mistakesin adding up customers charges. Helen' sboss starts out by taking a deep breath, then
says, “How many times have we warned you about these errors?” As Helen explainsthat sheisnot very
good at arithmetic and that an adding machine should be made available, her boss takes the suggestion as
apersond criticism and starts taking short in-and-out breaths. These short bresths communicate to
Helen, “You'reredly getting tohim.” If sheis sensible, however, she will stop before her boss says,
“Now, look here, we came here to discuss your work, not the operation of my business.” Most of us
facethistype of confrontation a sometimein our lives. Hopefully, we will listen to those breathing
sounds and attempt to understand what they may mean.

35. Thefrustrated baseball player

Tsk. Thissound is usualy made to communicate admonishment or disgust. Marcello Mastroianni usestsk
asagesture of disgust in the movie Divorce Itdian Style when confronted with hiswife, whom he
despises. However, the sound can easily be misunderstood by a Syrian, sinceto himit meansno andis
used in everyday conversation. Sometimes we even hear it from a person after a sumptuous repast, when
itisateeth-cleaning exercise.

Watch out for thetsk sound. Do not think everything isin good order when a business associate, Spouse,
or friend uses the expressive sound. Except when used after amedl, you should carefully think about
what apersonistelling you, especidly if you think the sound was uttered inadvertently.

Tightly Clenched Hands (Figure 36). In our seminars we show a video-tape recording of anegotiationin
which one of the partici pants tenses up and clenches his hands tightly. Throughout the last portion of this
recorded negotiation, the person sits with both hands clenched on the table. Of gresat interest isthe
incongruency between his verbd language and his gesturd communication. For thisreasonit isused to
illustrate how sometimes when we say things we do not mean, we are nonverbally communicating what



weredly fed about the Stuation.

36. Tightly clenched hands

In thisinstance the participant has cause to believe that his opposer is attempting to wipe him outin a
typicd “I win, you losg” negotiating Stuation. Asaresult of thisfeding, he clenches his hands, sares at
his opposer, slhouettes hisbody, crosses hislegs (al gestures of suspicion), yet till managesto say
weakly, “I’ve an open mind and want to settlethisthing.” His opposer sensesthat the verba languageis
in conflict with what he perceives and does not believe what is said. This gives him fase confidence and
he reacts by driving even harder for avictory in the negotiation. His strategy provesto be poor, because
the suspicious person’ sfears are increased by the augmented aggression and he withdraws further until
the negotiation reaches an impasse.

At this point the negotiation was caled off and the participants reviewed what had happened by
watching the video-taped recording. It is not unusual during areview to have one or both of the
participants acknowledge that he wastotaly unaware of what the other person wastelling him
nonverbally and did nothing positive to improve the Situation. In this case, once the aggressive person
became aware of his opposer’ s suspicious feding toward him, he should have attempted to clear away
any doubtsin his opposer’s mind. Instead, however, al he perceived was that there appeared to be a
dichotomy between what he heard and what he sensed. He then rationdized that the other person was
weak, so he attempted to pick up al the marbles but wound up with nothing.

We have observed in video tapes that people who try toconvince otherswhile holding their handstightly
clenched do not have much success. Sometimes, when the hands are clenched, either on their Iap or ona
table, people rub their thumbs together or pick at the cuticle of one thumb. We bdlieve that this gesture
indicates the need of reassurance. The gesturer is uncertain and sorely needs to be made doubly sure
before agreeing to resolve an issue or reach acompromise.
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37. The hand-wringing gesture

Wringing handsis a stepped-up version of clenched hands (Figure 37). Thisis observed when someone
ison the hot seat, such as when being required to answer serious charges againgt him. After arecent local
election in Cdiforniathe sophisticated polling equipment broke down and the registrar of voters was
photographed while attempting to answer charges concerning the breakdown. As he explained his
conduct, he went through the hands-wringing gesture.

Personswho have their handstightly clenched are tense and very difficult to relate to. They should be
made to relax. A technique we have sometimes used effectively isto lean toward them while talking. For
example, in asuperior/subordinate Stuation the subordinate is very suspicious of his superior’ s attitude.
Aslong as his boss sits behind his desk and “looks down hisnose a him,” the subordinate' s hands stay
in aclenched position. However, when the superior gets up from behind his desk, comes around to
where the subordinate is seated, and leans toward him in agesture of confidence the hands at once come

apart.

Fistlike Gestures. Dr. Louis Loeb, in apaper entitled “The Figt,” findsthat this gesture communicates
from the unconscious to the unconscious. His premiseisthat one can affect another’ sreaction by merdly
clenching the hand in afistlike gesture and using it to emphasize the verba language. People who clench
their fits may alow them to be clearly seen, but more often they conced the gesture by thrusting the fist
intheir pocket, tucking both fists under the armpitsin a crossed-arms gesture, or putting both hands
behind the back. Fist-clenching is essentialy amasculine gesture. It is somewhat unusud to see awoman
making afig whiletaking.

INnExpression of Emotion in Man and Animal , Charles Darwin observed that the clenched fist
sgnifies determination, anger, and possible hostile action. Furthermore, he noted that aman gesturing
with hisfist causes an interaction that can make his opposer dso clench hisfist, which canresultina
heated argument or other display of hodtility. Albert M. Bacon wroteinA Manual of Gestures that the
clenched hand signifies extreme emphas's, vehement declaration, fierce determination, or desperate
resolve.



Primitive tribes have been known to use the fist as a gesture of defiance, and the American Indian used it
in hiswar dances. Persons under stress tend to clench their hands, and sometimes the gesture develops
into aredirected action of table-poundingor some other physical action. It isnow being used as a politica
identification.

Pointing Index Finger. AsaJamaican proverb says, “ A pointing finger never says‘Look here'; it says
‘Look there.””

With few exceptions, most of us didike having anyone point hisfinger a us. We didikeit even more
when we are atarget and are jabbed like adummy in bayonet practice and asked, “ Y ou get what |
mean?’ In heated argumentsit is very common to see people using their index fingers againgt each other
amogt as épéesin afencing match. Some people use their eyeglasses as an extension of the index finger,
pointing them in a gesture of reprimand or admonishment, or for emphasis. Since people in aquandary
do not cooperate as readily as those who are relaxed and comfortable, it behooves us not to point our
index finger at someone lest he become hostile toward us or “turn off.” Many of us have used this gesture
until it has become difficult to communicate forcefully without it. Y ou can maintain your effectiveness and
il not use this gesture, which arouses such antagonism in others.

Politicians and clergymen would be absolutely lost without this mannerism. They tend to useit when
driving home apoint. Unlike in person-to-person intercourse, their audiences tend not to be oversenstive
to the gesture. When someone points at a group rather than at anindividud, it isaways easy to believe
that the person being fingered is your neighbor, not you. Within family groups, onefindsthat if the parents
use this gesture when reprimanding their children, their children may useit on their petsor dolls— asort
of pecking order of discipline.

Anyone who has ever had a pet knows how effective theindex finger isin communicating orders or
disciplining the animd. Even though an anima may understand words, hand sgnas and gestures are very
effectivein communicating your wishes.

Pam to Back of Neck. David Humphries and Christopher Brannigan have recorded and andyzed (New
Scientist,May, 1969) the palm-to-back-of-neck gesture and call it a* defensive beating posture” (Figure
38). They explain, “In more defens ve situations the hand moves back, asin the defensive beating
posture, but thisis disguised by the palm being placed on the back of the neck.” Women especidly
sometimes further disguise this gesture by combining it with ahair-grooming action, thinking to
themsdves, “He getsinmy hair.” When we say, “He sapainin the neck,” we are possibly verbaizing
this gesture. Children under six make no attempt to disguise thisbeating gesture of physical aggression. In
this age group the child smply raisesits hand toward the head, pam of the hand facing the opponent,
fingers sometimes curled but seldom clenched. Then the opponent gets belted.



38. Defensive beating gesture

Y ou might have occasion to see this hand-to-back-of-neck gesturein your rear-view mirror the next
time you aredriving. If you pass another car and then cut in front of it too quickly, the driver islikely to
get “hot under the collar” (Figure 39). Thisdevelopsinto apain in the neck. In athleticsaplayer or
manager will sometimes take this beating posture after first removing hishelmet or cap. Sometimes, not
satisfied with thisemotiona displacement, he may throw the helmet or cap down in disgust.

Kicking at the Ground or an Imaginary Object. When feding angry, frustrated, or generdly irritated, did
you ever harbor the desireto redlly kick in adoor?Y ou probably have at times. Have you nonverbally
communicated your emotiona needs by taking adight, restrained kicking swipe at the ground? Have you
readied yoursdlf to haul off and kick something, then held back? These are common gestures. Joe
DiMaggio was aclassic study of this gesture whenever he was robbed of abase hit or ahome run.
DiMaggio, unlike other athletes, dwaystook adight step-kick to show his disgust rather than the
heavy-footed divot some sport figures find more suitable to their persondities. Another kicking gesture
not to be confused with the disgusted action isthat dight kicking action some persons use when
contemplating something, or, aswe say, “kicking things around.”

“Turning up one snose” describes what seemsto be auniversal gesture indicating didike and rejection.
Even babiesinginctively “turn up their noses’ at food they didike, pulling their heads back asif to avoid
an unplessant odor. Congruent with this gesture is the downward glance described by the expression
“looking down her noseat him.”
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39. Hot under the collar

Compare these frustration gesture-clusters with those under “Nervousness’ in the next chapter. Try to
discern the subtle differences between them.

CHAPTER 5

CONFIDENCE,
NERVOUSNESS,
SELF-CONTROL

“Men can most always tell when a man has handled things for himself; and then they treat him as
one of themselves.”

— Rudyard Kipling

Confidence

“Theworld will never learn to beware of these stately gentlemen who with thefixed cam look straight in



your eyes, who never joke, and never waver, profusein cautious hintsand alusions, but practised in
rightly placed slences— which iswhy the confidencetrick is il running.”

— William Balitho, “Twelve Againgt the Gods’

CONFIDENCEcan bring about saf-control, and the reverseis aso true. Self-control can easily
degenerate into nervousness and frugtration. Consider dl the attitudes as behavior in motion — asa
process.

A confident personislikely to talk without hand-to-face gestureslike covering the mouth and nose- and
head-scratching, so in reading gestures for confidence, one should watch for adoubt or other negative
gesture that would contradict the feding that is being projected. A proud, erect stance, often seeninthe
man who has accomplished much and knows where heis going, isaso aclear indication of confidence.
Perhapsthat iswhy we often advise youngsters to stand up straight. Not only isit physicaly beneficid,
but it nonverbally communi cates salf-assurance. A colleague of ours goes one step further. He dlaimsthat
he can change hisfedings from depression to determination merdly by squaring his shoulders and
straightening his back. Confident persons have more frequent eye contact than those who are unsure or
attempting to conced, and the duration of contact islonger. Confidence aso causesthe eyesto blink
less, hence the person seemsto be a better listener.

40. Steepling
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41. Low steepling

Gestures forming the clusters that communi cate confidence include:

Steepling (Figure 40). This gesture is made when peoplejoin their fingertips and form what might be
described asa“ church steeple.” Birdwhistell has used the term and we have adopted it to designate the
confident and sometimes smug, pontifica, egotigtic, or proud gesture. It immediately communicates that
the person is very sure of what heis saying. Both Sherlock Holmes and Nero Wolfe, when explaining an
“dementary” conclusionto their faithful biographers, usually assumed a steepling position to reinforce
their attitude of absolute salf-confidence.

There are open and covert forms of steepling. Figures 40 and 41 show the difference. Women generdly
use the covert, lower-steepling gesture. They position their hands on their laps when sitting or join their
fingers dightly about the belt level while standing. Clergymen, lawyers, and academicianstend to steeple
often, as do business executives. Our research dataindicates that the more important the executive feds
heis, the higher hewill hold hishands while stegpling. Sometimes his hands are at the same level with his
eyesand helooks at you through his hands. Thisisavery prevalent gesture in superior-subordinate
relaionships.



42. Subtle steepling

Severd of the negotiators on our video tapes have, without being conscious of it, used thisgesture asa
defense when they were cornered in aweak bargaining position. In dmost every instance their opposer
reacted asif the person steepling had something up his deeve and knew more than hewould say. In all
instances the opposer immediately changed his approach. For those who play poker, when apersonis
steepling, usudly under the table (called * sneaky steepling”), we recommend that unlessyou have avery
good hand, get out of the game. Of course, you must be positive that the player hasn’t crossedyou up
with an intentionaly mideading sign. We cannot possbly estimate how many persons take this posture
knowingly to fool their opponents. Therefore we urge you to note the congruence of his accompanying
gestures and andyze his prior and subsequent gestures before accepting the meaning of any single
gediure.

A more subtle form of steepling occurs when the hands are joined more closely, the arms assuming the
basic position of other steepling gestures (Figure 42). Thisis frequently an indication of confidence.

Hands Joined Together at the Back, Chin Thrust Upward (authority position) (Figure 43). Thisgesture
can be observedin Trafalgar Square when a London bobby walks his besat, in West Germany when a
customs ingpector is searching baggage, or in Japan when an executive addresses his staff on the
importance of the marketing plan to thair firm. Many Army men recdl their first glimpse of the
first-sergeant swaggering out in front of agroup of recruits, putting both hands behind his back and
thrusting his chin forward, Mussolini-style, and possibly rocking back and forth. There was absolutely no
doubt in the newcomer’ s mind who wasin command of the Stuation. The verba endorsement of these
gestures may have been, “I know we have some smart college graduates out there, but | have the stripes
on my am, so that makes me boss.”



43. Authority: the sergeant

But do not assume that thisis only amale authority gesture. We recently observed ayoung female police
officer in London taking the same position while walking her beet. And there are the coquettish girlswho
giveyou ashy look, drop their gaze, and put their hands behind the back, which causestheir breaststo
protrude. In this gesture, unlike the authority position, the hands are clenched much higher up on the
back, indicating timidity. Chinese girls are admonished by their parents not to put their hands behind their
back because of the provocation of protruded breasts, and the boys are told that they must accompany
this position with alowered chin, for if they do not they would appear too defiant.

Gestures Indicating Territorid Rights, Dominance, or Superiority. InThe Naked Ape andThe Human
Zoo , Desmond Morris examines the theory of territoria rights as expressed by animas and man. He
explainsthat mae animas, when proclaiming territorid rights, either urinate or defecate, thereby signifying
their boundaries. Our own observations have revealed atype of territorid-rights assertion in such actions
asthrowing one leg over the arm of achair, pulling adesk drawer out and placing afoot on it, or putting
afoot or feet up on adesk or chair.

Feet on Desk (Figure 44). A national business magazine published a picture of afriend of oursina
group-management photograph. Next to him was aman with one foot on the large conference table. We
jokingly said to him, “If that person on your left isnot your boss, you better watch out for him.” That
statement got a prompt, “What the hell do you mean?’ We explained that people who put their feet up
on things nonverbally communicate dominance or ownership— Morris s“territorid rights.” Our friend
laughed and said, “Well, | guess|’m safe. That ismy boss.” It seems that the photographer took six
pictures of the group and no feet were on the table in any of the photos. Before the saventh picture was
taken, one of the group commented to the boss, “Why don’t you look natural and put your feet up like
you usudly do?” Thiswas the photograph that was published.



44, Territorial rights

Every reader can probably go through an old family dbumand find ardative leaning againg his
automobile (Figure 45). Car-ownerstoday can still be observed touching or leaning againgt their vehicle
while either being photographed or talking to someone about their property. They aso find it difficult not
to take repeated second glances at their auto when they walk away fromit. Smilarly, in socid Stuations
you can pick out from among couples who have been married several yearsthose in which one partner is
apprehensive about the seductiveness of the other. Nonverbaly signaling rights of possession to the
group, the partner may put his or her arm around the other’ swaist, walk hand-in-hand, or indulgein
some other type of holding, letting the gesture communicate ownership or belonging.

45. Pride and possession

Placing an Object on a Desired Space. Sometimes we extend our territorid rightsto what Humphry
Osmond has termed “sociofugal space’ by distributing various persona articles— coat, purse, book,
newspaper — on it, hoping it will not be encroached upon. Students spread out their possessions when
studying in alibrary and wishing not to have anyone near them. The theatergoer, when seetsare
unreserved, drapes hiscoat over the segt in front of him to keep others from sSitting there and obstructing
hisview. And people entering an elevator go to different cornersin much the same manner as
prizefighters.



A friend of ours used to get good-looking girlsto Sit next to him on cross-country bustrips by taking an
alde seat — since he had observed that women like to sit by the window — placing apillow on the
window seet, then gesturing hiswillingnessto remove the pillow every time a good-looking girl walked
down the aildelooking for aseat. Giving up histerritorid rights won him an enviable number of attractive
companions.

Elevating Onesdf. This aso communicates dominance or superiority. From earliest times, gods have
been depicted as dwelling on high— Vahdlaor on Mount Olympus, for example. A judge Sits elevated
because his symbolic authority and judgment under law isfina. Men and women of superior rank have
been addressed as“Y ourHigh ness,” and today we use such expressions as “look up to him,” “put her
on apedestal,” or “raised to the peerage.” As Noah Gordon noted inThe Death Committee , “He had
climbed onto his chair and now sat on the back of it with hisfeet on the seat, as though on athrone
looking down at them.”

Whenever you wish to communicate dominance or superiority over someone, al you havetodois
physicaly devate yoursdf above him ether while you are both seeted or by letting him st while you
gtand. Even without understanding nonverba communication, the person will immediatdly get thefeding
that you are “talking down to him.” However, once you accept him without this elevated pretense, he
may say about you, “He accepts me at hislevel.” In our seminars we strongly urge executives not to
elevate themsalves or in any other way cregte barriers between them and their opposers. Rather, they
should remove the barriers and get closer to those with whom they disagree.

Cigar-Smokers. Our research indicates that dmost half of those who smoke cigars usudly associate the
smoking with aspecia event or occasion. We have very few video-tape recordings of cigar-smokersin
busi ness confrontations. Those that we have recorded lit up their cigars after they had achieved their
objectives, never at the onset of anegotiation. We also have discovered that when acigar islighted, itis
seldom put in an ashtray to smolder but instead isheld from thetimeit isignited until it is extinguished.
The manner in which cigar-smokers blow out smokeis aso very different from that of other smokers.
They blow the smoke upward, amost asif they were about to blow smokerings. Thisis especidly true
when the cigar-smoker fedls smug or confident of his position. When he has reached this particular stage,
his voice and the spacing of his puffs become deliberate.

Some believe that amotivating factor for smoking cigarsisthe status symbol associating cigars with
wedlth. In certain Latin-American countries, cigar-smoking and themacho concept of mae virility are
synonymous. Whatever the cause, we bdlieve cigar-smokers express their confidence and self-assurance
by the way they handle their cigars and blow the smoke during periods of stress.

Cluck Sound (“ She was s0 proud she clucked like amother hen™). When this sound is made the tongue
israised to the roof of the mouth and then released to drop quickly, making a cluck sound usualy
associated with a self-satisfaction gesture. Sometimes one can observe this accompanied by the snapping
of the fingers and two hands meeting asif the palm of one hand were hitting acap on abottle held by the
other. A very smilar gestureis used by deaf mutes to communicate “job accomplished.”

ToWorld War 1l G.I.’sinItaly, the cluck sound was the same as our wolf whistle. It till communicates
the samething to abella girl. Some people will cluck after tasting agood medl.

Leaning Back with Both Hands Supporting Head (Figure 46).A favorite cartoon of ours pictures two
well-known political figuresin serious conversation. Both are seeted, onewith hislegscrossedina
figure-four postion whileleaning far back with both hands clasped behind his head. The other personis
leaning forward with his shoulders dumped, both arms limply supported by the knees, the embodiment of



dejection. When we show thisat our seminar, we ask the attendeesif anyone believesthereisno
communication in gestures. Very few have ever answered that no communication exists. We then ask
which of the two cartoon figuresis speaking and what he might be saying. The responses usudly indicate
that the person leaning back isin the driver’ s seat and that heisvery sure of what heis saying. Some go
further and say, “Heisvery smug and pedantic.” The other person is described as being unhappy,
dejected, doubtful, etc. In no case has anyone believed that the roles were reversed. This ssimple cartoon
gives each person who seesit an understanding of his own awareness of nonverbal communication
between personsin conflict or under stress.

46. Superiority

Leaning back with the hands laced behind the head is essentidly an American gesture, and maesin the
Southwest sit in this position more often than do men in other parts of the United States. Robert
Markham uses this gesture to give aWestern flavor to a character inColonel Sun: “Helaced hisfingers
behind hislong head and leant back asfar as his chair dlowed, making a curious semi-Western figurein
his white tee-shirt and uncoloured cotton trousers.” Researching how this gesture evolved, we have found
drawingsin which white male settlers wearing fireerms are shown gitting in this position. It might be
sgnificant that the settlers needed to draw their guns quickly. Regardless of whether thisisa
pistol-shooting position, aperson taking it immediately communicates to you his atitude of relaxed



aggressiveness. Although this gesture is mostly used by males, some women attorneys who have attended
our seminars admitted taking this position when listening to aclient “ spill hisguts.” They said that the
gesture alowed them greater concentration for purposes of analyss.

Nervousness

“Why isit that we are born into the world with clenched fists and leave it with outstretched fingers?’
— Tamud

“He winketh with his eyes, he speaketh with hisfeet, he teacheth with hisfingers. Frowardnessisin his
heart, he deviseth mischief continually, he soweth discord.”

— Proverbs 6:13-14

The next time you hear someone use the hackneyed expression “He suptight,” ask him to explain why
he thinks so. At first he may use the “you know” approach in an attempt to explain what he means. Asa
result of not being able to verbalize what he strongly fedls, you may have an “uptight” person talking
about another “uptight” person. We believe that he perceived an entire gesture-cluster that he labeled
“uptight”: A man walked into aroom very rapidly and did not immediately St down; after being asked, he
findly did but chose achair asfar away as possible. Then he crossed hisarms and legs and |ooked out
the window. When asked if everything wasdl right, he quickly shifted hisweight and position in the chair
and pointed his body toward the door. From these indications, aworried, nervous, anxious condition
(“uptightness”) was nonverbaly communicated. The receiver of this message, wondering what hed
caused this condition, asked, “Is everything dl right?” After an unsatisfactory response, hesaid, “Areyou
sure everything isal right?” This second query caused the person to get up and pace the room rapidly
before telling the observer, “ Get off my back.”

Does this Situation sound familiar? What has occurred is that although the observer realized that
something was wrong, he attempted to prove it verbaly and as aresult dienated the person. Sometimes
the“ uptight” person, fedling pressured by the questioning, will walk out, or if he stays, he will tune out
completely. Gestures that communicate a condition of nervousness or anxiety require patience on our
part becauise we must wait out the other person. In his own way and time, he may start telling us what we
have already been aware of and are waiting to hear.

Thefollowing are some gestures that form the clusters degling with nervousness and/or anxiousness.

Clearing Throat. Any person who has ever spoken to agroup, large or small, can remember the Strange
tight fedling in histhroat prior to uttering thefirst words. Mucus formsin the throat due to anxiety or
gpprehension, so the natural thing to do isto clear it, making that familiar sound often heard from the
speakers podium. Some people seem to clear their throats so frequently that one could assumethat it is
nothing more than a habit. Y et many of them represent nervous types. We can make agenerdization that
people who congtantly clear their throats and have changesin voice inflection and tone, signa thet they
are uncertain and gpprehensive.

Men more so than women use this expressive sound, and adults considerably more than children.
Children may stammer, stutter, say “ah,” or use verbd ticslike“you know,” but they are usudly not
throat-clearers. The conscious throat-clearing sound made by an adult mae can be anonverba signal for
achild or female to behave and is used as an admonishing gesture. Whatever the cause, a conscious or



unconscious clearing of the throat clearly communicates a person’ sfedings. Theworld of acting has
acknowledged thisin countless plays or movieswith lines such as“Wadll, ar [clearingthroat], I' m redly
not sure of that.” A playwright friend of oursin London recently had a character usethis expressve
sound aong with the nose-touching gesture of doubt to nonverbaly communicate awaiter’ s feding about
receiving atip that he considered much too smal.

We recommend that the next time you clear your throat you check to seeif your throat itsdlf isin any
way the direct cause or if you are Smply expressing apprehension about another person or about your

fedings

Whew Sound. People often use the whew sound in an air-expelling gesture— “Whew, I'm glad that’ s
over with.” Y oungsterslearn early to imitate adults in using the same sound and communicating the same
fedling. People usudly use this expressive sound when they want to communicate that some task or
obstacle has been overcome. However, occasionally they are totally unaware of making the sound. They
most likely are Sgnding the termination or easing of asomewhat doubtful Stuation. It is possble that the
person has anxioudy caught his breath and the whew sound isliterdly asigh of relief.

Whigtling. Our research indicates that whigtling shows avariety of fedings. Aninteresting whidtler isthe
warbler who makes these sounds because heisfrightened or apprehensive and istrying to build up his
courage or confidence. We might refer to this person asthe “white-faced bird of doubt.” Whenever heis
inaredly tight spot, he revertsto his displacement sounds for comfort. Law-enforcement authorities
report that the whistle of fear varies greatly from othersin prisoners communication. These authorities
believe that they can even tdl by hiswhistle that a prisoner has been “fingered” for discipline by other
prisoners.

Cigarette-Smokers. One very obvious set of mannerismsis that involving the various ways people
handletheir cigarettes— when lighting, smoking, or extinguishing them. Some people are moreritudigtic,
dignified, careful, and confident than others. Some seemingly cannot think straight without glancing at their
cigarette, asthough their next words were written onit. There are otherswho usethe cigarette asa
tranquilizer and take it to their lips during the intervals between periods of tension.

Our research principaly concernsitsalf with smoking during business negotiations. Contrary to popular
belief, cigarette-smokers do not smoke when extremely tense. Instead, when very tense, they elther put
out thelr cigarettes or let them burn without smoking. When we encounter doubt of thisreaction at our
seminars, we ask asmoker attendee what his actions might bein ared-life situation. For example, one
morning shortly after he haslit acigarette, his boss telephones and saysin avery forceful tone, “Comein
here right away!” Now we ask the employee-smoker to describe what he would do about smoking. He
most probably will say that he would ether put out the freshly lit cigarette, leaveit burning in the ashtray,
or go to the boss s office but put it out before entering. Once heisin the office, his bossredizesthat his
tone of voice has greatly upset the employee, so he quickly explainsthat he didn’t mean to speak so
harshly to him. Instead he tells him that he needs his help in solving a problem. We turn back to the
smoker and ask what his actions might then be. Hisanswer: “Light up.”

For severa years we conducted an experiment with smokers. To determine how they react when put
under tenson, we havethem stina*“hot seat.” Thisconssts of knowingly being video-taped and being
asked questions. Next to the “hot seat” we position alarge pedesta-type ashtray, which is our nonverba
way of communicating thet it isdl right to smoke whilein that chair. However, dueto the stress of Stting
infront of acameraand answering seemingly innocuous questions, our subject does not smoke
regardless of how many packs of cigarettes he usualy smokes aday. But once he has finished and
returnsto hisorigind seet, helights up. Smilarly, we have observed that when a person suddenly
becomes extremely tense while smoking, he tendsto put out his cigaretteor set it in an ashtray, where it



burns until thetensionisreleased.

47. Astonishment

Fidgeting in a Chair. We doubt if thereisasingle reader who a sometimein his schoal life has not been
told, “ Sit ill, will you?” Wouldn't it have been great to answer back, “1 will, if you say something of
interest tome.” In astress situation, people tend to fidget in their chairs and will continue to do so until
they fed comfortable — not necessarily in the chair but with the situation.

Conducting seminars has afforded us an enormous amount of data on personswho are “fidgeters.” We
find that most individuasfidget for one or more of these reasons. 1) They aretired; 2) what isbeing said
isnot simulating them to listen intently; 3) they have programmed their bodiesto start responding to a
specific time— say, lunchtime— and their bodies are tdlling them it istimefor abresk; 4) the chairsare
not well-padded and their posteriors are complaining; 5) they are preoccupied with other things. A
seminar |eader who recognizes these gestures and acts accordingly issaid to be able to relate to the
group. A teacher islogt if heisnot aware of how well his pupils are receiving hislecture materid. If
unresponded to, the fidgety types sometimes go into the next phase— tuning out.

Hands Covering Mouth While Speaking (Figure 47). Charles Darwin wrote that a“ gesture of
agtonishment [is] thehand being placed over the mouth. Sometimes this can also be seen when one says
something and is sorry or astonished at what one said. It isamost asif we wish to shut off the flow of
words. However, they have dready left our lips.” Law-enforcement officers confirm our belief that the
gesture communicates emotions ranging from salf-doubt to downright lying.

Many parents are familiar with this gesture when their children react to questions about something they
have done. When the child starts to answer, the hand or hands almost invariably cometo rest somewhere
inthevicinity of the mouth. Also, if the child’ shand isfree and not holding anything, it will be raised to the
mouth when he says, “Oops— made amistake.” Contrast this gesture with how the child reactswhen
gpesking of something about which hefedsenthusiagtic or self-assured: Then the child supplementsthe



verba language by waving, pointing, or thrusting away from the mouth. These gesture-clusters positively
endorse what is being said rather than attempt to detract from the verbal communication.

All of these gestures are carried into adulthood. An F.B.1. agent recalls the bad habit he and hisfellow
agents had acquired of using their hands as a shield to keep others from overhearing while spesking to
each other in public. This habit was soon noticed by his parents and they cured him of it by saying, “You
don’'t have anything to hide fromus , son, so don't speak through your hands.”

Speaking out of the Sde of one’ smouth, avariation of this gesture, was used in many of the movies of
the 1930’ s to characterize convicts or ex-convicts. Because prisoners were then not permitted to spesk
to each other, talking out of the Sde of their mouthswas allegedly away of circumventing therule. This
habit supposedly stayed with them even after they had been released from prison.

People who conscioudy want to hide their conversation may aso cup their hands to their mouths and
gpeak to the listenerat an intimacy distance of from six to twelve inches. Sometimes, rather than talking
through one hand, a person puts his elbows on atable or desk, forms a pyramid with hisforearms, and
holds both hands together directly in front of his mouth (Figure 48). He holds this position not only while
talking but while listening. With very few exceptions, we have observed that such individuds were playing
cat-and-mouse with their opposers until they felt it opportune to open up, a which point their hands were
placed palms up or palms down on the table. The dynamics of interpersona relations then increased, and
the opposers either agreed or ended the confrontation in disagreement.

!

48. To hide his conver sation

Tugging a Pants While Sitting. Pants-pulling gestures are associated with the decision-making process.
It gppearsthat when adecisonisforming in aman’smind he may yank at his pants excessvely while he
adsofidgetsin hischair. Afterthe decison is made the pants-pulling ceases. Using thismannerism asa
barometer, oneis able to judge how close the other party may be to forming a decison. Much more
rarely we have observed this mannerism in severa men whose gesture-cluster communi cated
indecisiveness.

Jngling Money in Pockets. Dr. Sandor Feldman has observed that people who constantly jingle money
intheir pocket are very much concerned with money or lack of it. Anyonewho has ever vidited Las
Vegas gambling parlors can easily recd| the ubiquitous sound of money jingling in the pockets of dice,
dot-machine, or other players. One of our seminar attendees told us that the movie executive Louis B.



Mayer, his persond friend, used to jingle coins congtantly in his pants pocket. When he asked Mayer
why hedid it, the answer was, “To remind me of thetime| didn’'t have any.”

Notice how beggars have come to communicate verbally their need for money by jiggling afew coinsin
atin cup. Service employees who depend on tips often seem to be preoccupied with jingling as a means
of getting their message across to their customers. Some maitre d's, who would not deign to accept a
coin, can be observed using the familiar gesture of rubbing the thumb on thetip of the index finger of the
same hand asif feding abank note.

Tugging a Ear (Figure 49). If one wants to become agood listener, one of the more difficult inclinations
to overcomeisthe urge to interrupt. We have the capacity to listen to 650-700 words per minute, and a
person speaks at arate of 150-160. The average listener, then, has three-quarters of hislistening timeto
evaluate, accept, reject, or contest whatever isbeing said. The urgeto interrupt is greetly increased
whenever the spesker says something that affectsthe listener emaotiondly. At this point the listener might
even gesture that he would like to interrupt and speak. One can see what difficult tasks both speaker and
the listener have. If the speaker motivates the listener to a point where the listener wantsinvolvement, the
reception suffers because the listener now wantsto changeroles. If, on the other hand, the speaker
emoationally triggers the listener with negative buzz words or anxiety-producing statements he runstherisk
of then being tuned out and turned off. Findly, if the speaker does not motivate, involve, or in any way
dimulate hislisteners, hisaudience may fal adegp without closing its eyes. Being conscioudy aware of
nonverba messagesis essentia for diminating some of these difficulties.




49. Interrupt gesture

Weadl desireto be great conversationaists. We can achieve thisif we are prepared to make the
sacrifice, which isto stop talking and let another person speak when he gives hisinterrupt gesture. There
aredightly different variaions of thegesture. The grade-school custom of raising the hand as an indication
of having something to say has had alagting effect on our interrupt behavior. Although we redize that the
raised-hand gesture was and still isreadily recognized asa signd that we wish to speak, most of us
displaceit. Once the hand israised four to six inches, it does not usudly return toitsorigina position
immediately; it tendsto go to the earlobe, gives asubtle pull, then returnsto its sarting point.
Lip-suppressors, on the other hand, carry their index finger to their lips as though to seal them and stop
the words from coming out. Those who restrain their interrupt gestures from touching any part of the
head usudly just flick their resting hand upward afew inches, then let the hand fall back. Interrupt
gestures may be repested severd times without asingle word being uttered. At the other extreme are
those who, when they want the floor, place their hand on the speaker’ sforearm and physically restrainiit.

Being aware of interrupt gestures and acknowledging them as sgnds of listener involvement do not
adversaly affect your message or communication. On the contrary, unlessthe interruption is destructive,
the listener’ sinput tells you how well you are getting through to him and the areas of his grestest
resi stance to your communication. WWhen you respond to the listener’ sinterrupt gesture he will consider
you agreat conversationalist because you are dlowing him to participate actively in the process. Asthe
philosopher Zeno observed, “We have two ears and one mouth that we may listen the more and talk the
less”

A warning: Do not confuse a nervous ear-tugging with the more usua interrupt sgnd. Severa persons
whom we have recorded on video tape have had this mannerism and, rather than noverbdly
communicating that they wanted to interrupt, were signaing their nervousness and anxiety. A person
giving you an interrupt gesture does not normally repest it in rhythm as does a person who uses his
ear-tugging asan outlet for hisanxieties.



50. Self-control gesture

Salf-Control

“The use of sdlf-contral islikethe use of brakeson atrain. It isuseful when you find yoursdlf going in the
wrong direction, but merdly harmful when thedirectionisright.”

— Bertrand Russll, “Marriage and Moras’

Patience and perseverance, we are taught at an early age, are necessary to achieve our goals and
objectives. Expressions such as“ get hold of yoursdf” are common. We use them astoolsto overcome
frustration and keep from losing our temper. They permit usto play arole and behavein asocialy
acceptable manner. People who are angry, frustrated, or otherwise apprehensive have nonethel ess
learned to disguise their emotions through the use of various gesture-clusters. Holding an arm behind the
back and clenching the hand tightly while the other hand gripsthe wrist or armis one of the more
common (Figure 50), asisthe locked-ankles gesture. One can observe them on many abusiness or
socia occason when aperson is subjected to tension, pressure, or anxiety.



51. L ocked ankles and clenched hands

The younger generation states that a person “shouldn’t lose hiscool.” Unfortunately, in our
change-oriented culture, older people especialy sometimes find adaptation to changing values and
different life-styles difficult. Staying “cool” and not losing self-control isaproblem to befaced in dl
relaionships. Thistype of environment provides afertilefield that givesrise to many forms of self-control
gestures.

Locked Ankles and Clenched Hands (Figure 51). When we assume various locked-ankle,
clenched-hands positions and ask seminar attendeesto tell uswhat they think we might be indicating
through these gestures, invariably someone will smile and say that we “look like someone who hasto go
to the men’ sroom.” Thisis quite right. These gestures designateholding back. Put yoursdlf inalife
dtuation. You arein the reception room of your dentist’ s office. Look at your feet. Are your ankles
locked? If not, imagine yourself in the dentist’ s chair. Are they locked now? Probably. People who are
holding back strong fedlings and emotions assume the locked-ankle and clenched-hands position.

Inarecent Army investigation of the khaki Mafia and the mismanagement of service clubs around the
world, an Army colonel, when questioned under oath asto why he had not reported hisfindings, stated
his position: Thereisan old Army expression about “keeping your heelslocked,” which meansthat you
are not to disclose everything — the matter is not your concern.

In discussing this gesture, afriend and colleague of ourswho travelsby air agreat deal confided that
from takeoff to landing his ankles go through a continuous locking and unlocking sequence. However,
when heisin hishome or office he seldom locks his ankles. Admittedly, heisvery apprehensve about
flying. Numerous times we have recorded confrontations in which we have paid particular atention to the
participant’ s ankles. When they were in alocked position, on video replay we asked the subject if he felt
there was any relation between the gesture and the “holding back” of an offer or counteroffer. Wefound



ahigh incidence of individuals who locked ankles when they were holding back a potentia concession.

Airline stewardesses seem to be exceptiondly able to “read” people who redly want service but are
somewhat shy about asking for it. Stewardessestell usthat they can spot an gpprehensive traveler
because he stswith locked ankles (particularly during takeoffs). This sameindividual may unlock his
ankles and move toward the edge of the chair when the stewardess offers coffee, teg, or milk. If the
ankles stay locked, however, they sense somehow that the person who says no may realy want
something. The hostess then quicklyresponds with, “ Are you sure?’ This has an opening-up effect on the
passenger.

52. Thefemale version of locked ankles

In the naturally tense Situation of being interviewed for ajob, many people, both men and women, sit
with their ankleslocked. Women often lock their anklesin away that differsfrom men’'s (Figure 52).
Even when awel-known mode-training agency advised its moded s not to st with their ankleslocked,
too many times during an interview, when they were uncomfortable, edgy, or dissatisfied with what was
happening, they locked their anklesin amost awkward way.

An acquaintance of ours, adentist, assisted in our research, compiling answersto the following
guestions. With what frequency do men lock their anklesin the dentist’ s chair? How often do women
lock their ankles? When ankles are locked, in what position are the hands? What type of patient Stswith
his ankles unlocked?

The answers showed that of 150 male patients observed, 128 sat down and immediately locked their
ankles. Out of 150 women who were andyzed, only 90 initially sat in aposition with ankleslocked.
When the ankles were locked, men tended either to clench their hands together around the pelvic areaor
to grip the armrests of the chair. Women a so have atendency to clench their hands but rest them on their
mid-section.



Theindividua who sitswith his ankles unlocked tends to be the person who has an appointment for a
routine dental check-up, which he knowswill not be painful or take very long. Sometimes a person who
is having extensive dental work done will become more used to the dentist’ s chair after four or five vigts.
He then does not lock ankles. Our dentist friend also revealed that when a dentist wants to use nitrous
oxide gas rather than other sedatives on patients, he or his nurse always has the patient unlock his ankles
before adminigtering the gas. Thisis necessary, otherwise blood circulation is hampered and the gas does
not have full effect. Additionaly, nurses have told us that patients going into the operating room with their
ankleslocked and hands clenched are usually those who have not yet resigned themselvesto the
inevitability of the operation.

Some peopletry to rationalize the locked-ankle gesture by saying they fed comfortablein that position.
If you are one of these, the next time you are trying to rest in asupine position and find your ankles
locked, unlock them and seeif you do not relax more eesily.

Restraining an Arm or Gripping the Wrist. When expressinginner conflict, men aswell asanimalsgo
through common and easily recognized behavior patterns. An angry man, unable to express hisfedings
directly, scratches his head or rubsthe back of hisneck in frustration. Then he may make mosaic
movements (or threat postures) — clenching hisfists, holding hiswrist or arm, or taking athrestening
step forward but remaining frozen in this hogtile stlance. Finaly, in the redirected response, he may teke
out hisfedings on a substitute target, atable that he bangswith afist or adoor that he kicks. These
gestures are Smilar to thoseillustrated under “Frudiration.” These mosaic movements are gestures that
we should be aware of in order to relate to or cope with the emotiona states of others.

When a person assumes athreat posture we believe heis attempting to hold back a“ beating” action.
Thereforeit is congruent that theindividua will either hold the wrist of the clenched hand or restrain the
entire arm by locking it behind his back. The person who restrains his arm usualy does so while standing.
Indeed we have yet to observe this gesture from someone in asitting position. The gripping of thewrig,
however, can be gestured while ether Sitting or standing. We have observed this gesture most often while
the subject was seated with both arms on the table.

CHAPTER 6

BOREDOM,
ACCEPTANCE,
COURTSHIP,
EXPECTANCY

“ O, what men dare do! What men may do! What men daily do, not knowing what they do.”

— Shakespeare “Much Ado About Nothing”



Boredom

“We often pardon those who bore us, but never those whom we bore.”
— LaRochefoucauld, “Maxims’

THEawareness that alistener’ s needs are such that you will either satisfy or bore himisoften a
frightening thing — a speaker gets“ butterflies” and an actor gets stage fright. However, when speaking to
asmall group in an informa Stuation, we often completely forget about the two possible reactions and do
asplendid job of boring our company. A person who is aware of how important it isto interest his
audience, large or small, seldom forgetsto look for gestures that communicate lack of interest. There are
gesture-clustersthat can help you discern when individuals are bored with what you are doing or saying.
Therestisup to you. Either you continue to bore or you change your direction and attempt to get them
interested in your idess.

Drumming on Table, Tapping with Feet. The“drummer boy” who pounds hisfingersin amonotonous
rhythm on your desk or tableistrying to tel you something about hisfedings. It probably isthe same
thing that his counterpart, the ball-point-pen-clicker, communicates. When these two arejoined by the
hedl-on-floor-thumper and the foot-jiggler or toe-tapper, you have area nervous rhythm section — and
the rhythm is not syncopated. Instead there is a consistent bang, bang, bang. No doubt at least one of
these four has at sometimeirritated you by his repetitive beat. Possbly you have even been guilty of
playing therole of the percussionist yourself. Thisisagesture of impatience. Some psychiatrists believe
that when we are impatient or anxious we try to duplicate a prior life experience when we felt safe and
secure, such aswhen we were in the womb. At that time the mother’ s heartbeat was comforting. They
say that we create the same type of best to give usafeding of security. In our impatience or anxiousness
we communicate our need nonverbally by making repetitious sounds.

An associate remembers alabor negotiator called “the thumper” because of hisfinger-banging exercise
on the nearest piece of wood. His state of mind could be easily read by his thumping and the speed-up or
decrease in the tempo. When bored with the proceedings he would thump at avery fast rate, using all
four fingersin series. However, when he was thoughtfully considering an offer, he merely used the middie
finger inavery dight, hardly audible thump. If he was getting toward the end of hisarguments and giving
the offer afina look, hewould pick up lint or any other foreign matter on the desk with hismiddle finger
and study it while thumping the fingers of his other hand, dmogt asif to say, “Let melook &t thisonce
more.” It was not until several yearslater, when the negotiator was no longer handling labor disputes, that
he found out from hisformer opposer about histelltae gestures.

Head in Hand. Among the other gestures that signal boredom is the head-in-the-palm-of-the-hand and
drooping-eyesposition (Figure 53). This person does not bother to hide any fedlings about what is
happening. He smply puts his open hand to the Sde of hishead ina“woeisme’ gesture of regret, drops
his chinin anodding manner, and allows the eydidsto droop, haf-covering his eyes.



53. Boredom

Doodling. Our research with business negotiators indicates that when a person doodles hisinterest is
waning. Anything that keeps the opposers from looking at each other, like doodling, interferes with open
communication, and since most doodlers tend to admire and eva uate their geometric or abstract
artwork, their listening ability and consequently thecommunication process are jeopardized still more. The
few possible exceptions we have observed to this are abstract thinkers who can carry on a conversation
while their hands pursue an independent but related course, such aswriting formulas. However, most
businessmen tend to be concrete rather than abstract thinkers and are more aware when kept in
moment-to-moment contact with the conversation.

The Blank Stare. Another indicator of boredom isthe“I’m looking at you but not lisening” stare. Thisis
azombilike gaze coming from a person whom you may have believed was listening and now suspect is
adeep with hiseyes open. A suresign that heisnot interested isthat hiseyes hardly blink at al. Lack of
blinking can indicate that the person isin atrance, adeep with his eyes open, extremey hodtile, orina
deep state of indifference toward whatever is happening.

Acceptance

“What you are speaks so loudly that | cannot hear what you say.”

— RaphWado Emerson

How we like people who are agreeable and willing to accept us, our ideas, and most of what we say
and do! The rude awakening comes when they do not see things aswe do and resist us. When this
happens, rather than think that anything we said or failed to acknowledge was the cause, we believe



something has basically changed in our agreeable associate.

We even have difficulty in “reading” those who are close and generdly agree with us. Since we expect
little opposition from them, and since they usudly offer little threat to us, our awareness of their nonverba
communication can suffer. In many husband-and-wife relaionships, communication breakdowns can
cause difficulties, but the person responsible would behard-pressed to answer such smple questions as
“How do your wife' s gesturestell you sheis disgusted with you?” or “How does your husband signd to
you that he would rather be left alone?’ In aformalized culture such as prewar Japan, awife might not
indicate her displeasure with her husband verbally. Instead she might just rearrange the flowersin avase
to show her mood. The husband would know how to read thissign.

54. Honesty

Acceptance gestures and the favorable response we get from others should be seen as endorsements of
atemporary nature that, like attitudes, are subject to quick changes. One of life'smost perplexing
Stuationsis confronting someone whom we had thought was agreeable who is now belligerent. Closdy
reading his gestures from moment to moment and not assuming that he will automatically support youis
the beginning of the path to better understanding. Some of the gestures making up the acceptance cluster
aeasfollows

Hand to Chest (Figure 54). The hand-to-chest gesture clearly fallsinto the category of gesturesthat



richly endorseour spoken language. For centuries, man has put his hand to his chest to communicate
loyalty, honesty, and devotion. The gesture goes back at least to ancient Roman times, when the Roman
legions sdute of loyalty was ahand to the chest and an outward thrust of the other hand toward the
person being greeted. Thisgestureis similar to the one used by Americans when pledging dlegianceto
theflag.

55. Interrupt touching gesture

Thefield of histrionics has certainly recognized the hand-to-chest gesture, using it whenever apersonis
to be portrayed as sincere and honest. Pantomime experts likewise see it as meaning openness.
Remember when you were a child and swore an oath or made some statement you wanted your friends
to believe? Besides raising your hand with your palm exposed, you probably brought your other hand to
your chest for endorsement.

We must caution, however, that, except on forma occasons, women seldom use this gesture to
communicate truthfulness, dedication, or loyalty. Instead, when awoman brings one or both handsto her
breadts, it isusualy a protective gesture indicating sudden shock or surprise.

Touching Gestures (Figure 55). Most touchers tend toshow their emotions quickly and are particularly
demondtrative toward those they like. We have observed that those who only reach out and touch
another or grasp ashoulder or arm want to interrupt or emphasize apoint. Others use touching asa
caming gesture, usudly accompanied with congruous verba language, such as*Now, don’t worry.
Everythingisgoing to bedl right.” But the gesture most of us enjoy iswhen aperson we like touchesus
to show affection and indicate that he fedls comfortable in our company.

Some researchers have interpreted the touching gesture as aneed for reassurance. We do not disagree
with this, since we have found that some couples attending socid functions tend to touch and hold hands
more as agesture of reassurance than affection. Our only conclusion isthat the touching gesture is many
different thingsto different people — to some an endorsement, to others an interrupt sgnal. Thereare
those who useit effectively to cam overly emotiona persons. And many of us useit as areassurance
touch, using it not only with people we like but a so with our prized possessons.

Moving Closer to Another Person. Thisgestureis viewed as acceptance by the individua closing the
gap. He may ether want to get physicaly closer or have some common interest to be shared in
confidence. When someone becomes very enthusiastic about atopic, he often moves closer ashis
enthusasm buildsto ahigher pitch. The difficulty in such Stuationsisthat the person being closed in on



may tend to become uncomfortable and back away. He isthen promptly pursued by his partner. The
enthusiastic partner, in his absolute concentration on the matter at hand, often is completely unaware that
the other isrgecting him and has probably turned him off. We should always be aware of how another
person isreacting to our closing the distance, and the nonverbal clues he gives must dictate whether to
continue or back off.

Moving toward another aso nonverbally communicates to third partiesthat our conversation is closed to
others. As an example, Joe and Hank are discussing a business problem over cocktails before a
company-management dinner meeting. They are standing facing each other, toes parald and only ashort
distance apart. In other words, they are standing in a closed position that makesit difficult for othersto
join. Although the subject being discussed is not confidential and Joe and Hank would welcome
company, they are nonverbaly communicating that whet they are discussing is private. Asacontradt,
picture Howard and John standing nearby in a conversationally open position with bodies swung apart
like an open hinge. Thisisthetype of position that leads to the cocktail circle consisting of four, five, or
even more persons, each contributing to the conversation.

Courtship

“Mingled with these groups were three or four match-making mamas, appearing to be wholly absorbed
by the conversation in which they were taking part, but failing not from time to time to cast an anxious
sdelong glance upon their daughters, who, remembering the materna injunction to make the best use of
their youth, had dready commenced incipient flirtationsin the midaying of scarves, putting on of gloves,
setting down cups, and so forth; dight matters apparently, but which may be turned to surprisingly good
account by expert practitioners.”

— Charles Dickens,
“The Pickwick Papers’

Dr. Albert E. Scheflen, in hisarticle “ Quasi-Courtship Behavior in Psychotherapy” (Psychiatry, Augud,
1965), discusses theelements of courtship behavior and brings out one aspect of congruencein reading
gestures. He states:

People in high courtship readiness are often unaware of it and, conversely, subjectswho think they fed
very active sexud|ly often do not evidence courtship readiness a al. Courtship readinessis most clearly
evidenced by agtate of high muscle tone. Sagging disappears, jowling and bagginess around the eyes
decrease, the torso becomes more erect, and pot-bellied Slumping disappears or decreases.

We havedl seen thiskind of congruity (and occasionally incongruity) between couples attempting the
courtship game at parties.

Preening gestures are those actions performed by the mae or femae, usudly for the benefit of the
opposite sex. After researching peopl€ s actionsin situations where they wanted to look their best and
convey agood first impression, we recognized that there are few people in our society who do not
perform preening gestures, although the extent to which they do so varies grestly.

Despite many jokes about the unkempt appearance of hippies, they preen as much as, if not more than,
ayoung executive decked out in a Brooks Brothers suit. Since they have more hair to contend with, they
seem congdtantly to be smoothing it or pushing it back from their shoulders or forehead. We have found
that acomplete reversa takes placein the gestures of panhandlers when they wait in line a rescue



missions. Instead of looking as woe-begone as possible, they tend to straighten their body, push back
their shoulders, arrange their clothes, and often seem amost too proud to go in and receive afree medl.

The gestures women use to expresstheir interest in others vary. The most common are smoothing or
arranging their hair;smoothing their dresses; turning around and looking at themsalvesin mirrors or
glancing Sdewaysto see their reflection. Others are asubtle rolling of the pelvic section; dow crossing
and uncrossing of thelegsin front of amale; and caressing theinsde of the calf, knee, or thigh. The
delicate balancing of a shoe on the toe of one of the feet tellsaman, “Y ou’ re making me fed comfortable
inyour presence.” Should you want to test this, the next time awoman performsthis gesture, say or do
something you think will make her gpprehensive or uncomfortable and notice how quickly she puts her
shoe on. Also, some women will communicate their comfort in another’ s presence by Stting with oneleg
tucked under them (Figure 56). All of these gestures communicate adesire for involvement with another
person. Couple these gestures with direct eye contact and you have acluster indicating that the lady is
definitely interested.
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56-57. Female® You make mefeel so at ease” and male preening gesture.

Men a so use preening gestures to communicate their interest in others. Men may straighten their ties
(Figure 57), adjust cuff links, button and straighten their coats, pull up their socks when they sit down,
check their fingernails, perform acursory persond inspection of themselves before allowing an audience
or person to see them. Notice the gesture-cluster a person performs when he sraightens histie, then
gretches his body, thrusts his chin upward and forward — all the better to display himsalf to others. In
observing personsin show business, you will often see this gesture-cluster performed.

EXxpectancy

“The absent haveringing in their ears when they are talked about.”

— Hiny the Elder, “Natura History”



“Anitching pdm.”
— Shakespeare, “ Julius Caesar”

Probably every one of us has nonverbaly expressed our anticipation of receiving something and in most
such instances clearly communicated our expectation — for example, by rubbing the thumb and index
finger together in expectation of money. In less conscious ways we a so transmit our fedings of
expectation regardless of how sophisticated we may believe we are.

In many large cities, for example, doormen, bellhops, waiters, and other service employees use avariety
of expectant gestures to communicate their message. The gestures range from the obviousjingling of
money to what we refer to as the Egyptian stance — where the palm is turned upward in back of the
body, as can be seen in ancient Egyptian art. Verba language and pauses are avery important part of the
expectaionattitude. The bellhop says, “I hope you enjoy your stay with us,” then pauses and waitsto see
if you respond either with words or cash. Or the maitred’ states, “Mr. Smith, let’s seeif we have anice
table for your party.” Overlooking these cues can result in your receiving commensurate service.
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58. Hand-rubbing, gestur e of expectation

Rubbing of the PAms (Figure 58). When ayoungster sees his mother pull up in a station wagon filled
with goodies from the supermarket, heisvery likdly to rub his palmstogether as agesture of expectation.
Or take asixty-year-old company president who is conducting a very important executive meeting when
his secretary bringsin amessage. He gets up from his chair after reading it, rubs his pamstogether, and
says, “Men, we got that big XY Z contract.” We recall a person with apoor reputation for business ethics
who was often described as having “ both hands out and itchy palms.” Could this mean that itchy pams
should be rubbed as a gesture of expecting to receive something?

During one of our recorded negotiation sessions a participant unexpectedly rubbed his hands together
rapidly, gesturing that he expected something. We were very surprised to see this gesture at the start of
the negotiating. We stopped the program at this point and inquired if there had been any prearranged
plan between the negotiators. Their smilestold us we had indeed uncovered asituation in which the two
had reached a prior agreement and were going through the motions to convince usthat they were
extremely good actors aswell as negotiators. His motion of rubbing his hands only convinced usthat he



knew and liked what was coming. Often people rub their hands together in awashing motion prior to
undertaking an activity. Unlesstheir hands are cold, they are probably nonverbaly communicating their
intenseinterest in that activity. Maybe that iswhy many crapshooters rub the dice between their hands
before rolling them.

Another gesture, not as spirited or obvious, is dowly rubbing wet palms against afabric. Rather than
conveying expected confidence, the gesture seems to communi cate nervousness. Many people who are
unsure of themsalves and nervouswill dowly dry their sweaty palms on something. Men usually usethear
trousers, whereas women usudly use a handkerchief or tissue. Many people under stress, such as
witnesses testifying in court, anovice making a gpeech, or athletes awaiting the start of arace or game,
perform some sort of palm-sweet -remova gesture.

Crossed Fingers. A gesture that probably is athrowback to when we were children isthe act of crossing
the middle finger over the index finger. The gesture isfrequently accompanied by the incantation 1 cross
my fingers and hopeto die, if you ever catch mein another lie” Dr. Sandor Feldman inMannerisms of
Foeech and Gesture gatesthat thisis*amagic gesture, adefense againg evil, whether that evil comes
from within ourselves or from outsde.” Although adults usudly useit as afigure of speech, sometimesthe
gesture accompanies the spoken word. As an example, during aplane trip one passenger, referring to an
arplane connection in alarge city noted for long delaysin landings, crossed hisfingersand said to
another, “If you cross your fingers, you just might makeit.” Remember aso that youngsters crosstheir
fingersnot only when telling a*“little white li€’ but so when hoping for good luck. InthisStuation, asDr.
Feldman Sates, it isdoneto avert evil.

But how often do adultsin business or socid Stuations perform this gesture— conscioudly or
unconscioudy? More often than isredlized. The adult gestureis usudly avery subtle one with thefingers
quickly crossed and then uncrossed. The crossed-finger gesture has been recorded in many tense
Stuationswhere an individua has made arequest or demand and then dightly crossed hisfingers
sgnifying that he hoped his wishes would be granted. In some L atin-American countriesthe
crossed-finger gesture is conscioudy used to sgnify that two people are very closeto each other. Inthe
United States the gesture of two fingers held together but not crossed might accompany a statement such
as“We'reascloseasthat.”

CHAPTER 7

RELATIONSAND
CIRCUMSTANCES

“ Circumstances are beyond the control of man; but his conduct isin his power.”
— Benjamin Digadli, “ Contarini Fleming”

N ONVERBAL meaning can change depending on where, when, who, and how. We are now going to
subject gesture-clusters and attitudes to life Situations. Degper appreciation and meaning can result from
seeing the gesture-clusters and attitudes take shape in operationd Stuations. In this chapter we will dedl
primarily with relationships. In the following chapter, with some guidance, you will be taken through



day-to-day experiences.

Parent and Child

Oh, what atangled web do parents weave when they think that their children are naive.
— Ogden Nash, “What Makes the Sky Blue’

Mothers are said to be much more responsive and aware of their children’ s needs than are fathers. As
Victor Hugo observed, “Men have sight, women insght.” After dl, the mother has had to respond more
s0 than the father to nonverba communications from her offspring during itsfirst two years, before any
verba communication was possible. Asaresult of this experience she senses much more accurately how
her children fed.

Sound and decibdl level are often modes of nonverba communication in the parent-child rel ationship.
Messages are conveyed by such things as damming doors, playing music loud, and screaming. In
addition, it isusually agreed that a mother can tell whether a child's crying indicates that it wants food,
needs achange, issick, or perhapsjust tired. However, various experiments have shown that a mother
cannot recognize messages solely on the basis of her child' s cry. These tests consisted of tape recordings
of the various cries of the child presented to the mother for identification while she wasisolated from her
child. Under these circumstances the mother could not distinguish one cry from another. This, however, is
not difficult to understand. We should not expect amother to do better than any other person trying to
receive amessage when that message islimited to asingle word, sound, or gesture. The mother’ s ability
depends upon the gesture-clugter, the congruity of the message, and the circumstances involving the cry.
All of these communication devices are used by her to understand and satisfy the child’s needs.

L ater, in adolescence, the mother can know how her child feds by the way he sings, whistles, hums,
playstheradio, or engagesin other sound-producing activities. Sometimes her fedings may bethe
complete opposite of her husband's. An example of thisisthe different meaning each attachesto
door-damming, as when achild leaves the house to go to play as contrasted with when he leavesthe
house after a particularly unrewarding confrontation with his parents. Many fatherstend to put all
door-damming in one category, whereas mothers see different types.

In our research, dmogt dl parents commented that the gesturestheir children gave when trying to hide
something were the most obvious. Without exception, each parent stated, 1 know when my childislying
or trying to cover up something.” What was very difficult for them wastrying to describewhat it wasin
terms of gestures, noise, or facia expressions. The most common mannerisms mentioned were: not
looking a theparent, blinking rapidly, covering their mouth when spesking, twitching, looking down,
shrugging shoulders, swallowing repeatedly, wetting their lips, constantly clearing their throat, rubbing
their nose, scratching their head while talking, putting their hand to their throat, and rubbing the back of
their neck.

Reversing our research, we asked many children who the person was that they had the most trouble

lying to, and they unanimoudy responded that their parents were. When asked who the easiest person to
lieto was, they said the grandparents.

Lovers



In aroomful of people, can you tell which ones are married and which are not; which ones have astrong
lover’ s bond and which do not; which ones are uncomfortable with each other and which are not; and
which couples would rather be home in each other’ s company and which would not?

59. One good squeeze begets another. 60. No need for words

61. Thestare, thetouch

Love suits some people well and others badly. We have observed that with those to whomiit is
meaningful, certain mannerisms and gestures occur that are peculiar to them (Figures 59-61).

In agroup, married women rather than unmarried tend to pair off with another woman, and unmarried
women tend to pair off with men. Very seldom does one observe two single women conversing, and if
one does, the conversation is short-lived.

Unmarried couplestend to stay together through most of the evening, dmost asif to sgna to the group
that they belong together. Couples who have had aquarrd and are attending the function despite the



strained relations tend to be very forma toward each other. If smiling at each other, it isa contrived smile
with no teeth showing. Generdly, amarried or single couple who are not on the best terms do not touch
each other very often, and when one does the other responds by quickly withdrawing the hand or arm
touched.

Aswe have mentioned before, touching shows rights of possession and is a gesture of assurance or
reassurance. The sender may be reassuring the receiver, understanding the receiver’ s need for assurance.
Where the parties are on goodterms, one good squeeze begets another. In studies of primatesit was
found that touching gestures were nonaggressive and calming. Lawrence K. Frank in his paper “Tactile
Communication” (ETC., 1958) shows the importance of tactile experiencesin personality devel opment.
He found that our needs differ, based upon the way they were satisfied in infancy. It isin adolescence
and during periods of loving that we see an increase in frequency of tactile communication. It iseasy to
recognize that very strong aspects of the love relationship are the touching gestures and the need to be
touched.

Albert Scheflen has observed that individuas assume positions for courtship, such as positioning their
chairs and leaning toward each other and sometimes placing their chairs or extremitiesin such away asto
block out others. Besides the preening and positioning for courtship, Scheflen found that there appeared
to be actions gppeding for or inviting courtship. Theseinvitations are usudly flirtatious glances,
gaze-holding, demure gestures, head-cocking, and rolling of the pelvis. In women he observed crossing
of legs, adight exposure of the thigh, placing ahand on the hip and exhibiting thewrist or pam,
protruding the breast, and dow stroking motions of the fingers on the thigh or writ.

Strangers

“1 do desire we be better strangers.”
— Shakespeare, “AsYou LikeIt”

Erving Goffman made an interesting observation inBehavior in Public Places. “Onemight say asa
genera rule that acquainted personsin asocial Situation require areasonnot to enter into aface
engagement with each other, while unacquainted persons require a reason to do so.”

A determining factor in the amount of nonverba communicationbetween strangers iswhether one or the
other is congdering any involvement. As an example, two strangers boarding a subway at the sametime
late in the evening may be very apprehensive about each other and decide not to make any eye contact.
Aswe have said, eye contact means recognition, which sometimes precedes conversation and
involvement. By not exchanging glances these two travel ers are communicating alack of interest in each
other, even though they share an uneasy feding about the Situation.

If, on the other hand, one wantsto gain reassurance he might display a gesture-cluster of first looking at
the other person, clearing histhroat or blinking, then saying something noncontroversid like* Subways
are not very crowded thislate at night” or “ Seems strange not to get pushed around by amob.”
Depending on thelevel of uncertainty each feels concerning the other, their ages, their sex, and their
respective attitudes about engaging in a conversation, this stuation could produce anything from a
suspicious look to an interesting and provocative conversation that might even lead to amore permanent
relaionship.

We have found that different opening nonverba signals are used in various cities. Understanding the fact



that there are differences can keegp one out of some rather embarrassing situations. Recently, whileflying
from Atlantato New Y ork, we encountered this factor in adiscussion with avery gracious Southern
lady. It seemsthat she didiked going to New Y ork City because of the indifference that people displayed
toward others. “Moreover,” she said, “1 don't especialy enjoy not being looked at and being made to
fed that | don't exist. Why, in the South we take the timeto look at people and, as you know, smile at
them.” (Indeed it has been observed that Peachtree Sireet in Atlantais alocation where oneis smiled at
very often.) After the lady had explained her disgppointment withwhat she termed the “ unfriendliness’ of
peoplein New Y ork City, we explained that individuas nonverba signasvary from city to city, section
to section, and country to country.

In densdly populated areas such asin New Y ork City and Tokyo, people give theimpression that they
are disregarding one another. A newcomer might take their gestures to mean complete indifference. Y et
studies conducted to determine how people in crowded cities react during atime of criss— such asthe
1965 New Y ork power blackout — reved that an overwhelming magjority respond by helping othersin
need. These “good Samaritans’ with hard-shell exteriors show their true colors at such times. Inless
densely populated areas where individual s depend on each other more and Western or Southern
“hospitdity” prevails, sgnds such as smiles, winks, and awarm “Howdy” are commonplace. A New
Y orker, however, would probably be taken aback if greeted in this manner by a stranger.

The gestures of people at abar are interesting to observe. The location of the bar is significant. If the bar
happensto be a an airport, the sceneis smilar to that of a subway during rush hour. Thereisthe same
mad dash and the lack of eye contact, generdly creating a picture of people lost in their thoughts and
obliviousto their surroundings. Aware of this, the bartender pours drinks and rings up sales like a person
interested only in performing hisfunctions rather than becoming involved with his customers.

At ahotd bar thereis often at least one man who takeswhat we cdl a“hunter’ s position.” Thisfdlow
usually sits at the curve of the bar and evaluates the prospects as they parade before him. All of the
actionisether directly in front of him or to hissde, so he can use his eyes to maximum effect. The shy
person, on the other hand, keepstrack of what is going on in the bar by furtive glancesin the mirror.

The mae hunter’ s counterpart is the woman who stations hersdf so that her field of visonisnot
interrupted. If sheis attractive, however, she has ahandicap, for men will offer to buy her adrink. When
this happens she must turn down the offer and gill communicate that sheisinterested in theright person.
Sometimes she does this by rgecting the overture and at the same time giving the person of her choice
some sign, alook perhapsthat says, “ Y ou're the one.”

Superior and Subordinate

“A load of careslieslike aweight of guilt upon the mind: so that aman of business often hasdl theair,
the distraction and restlessness and hurry of fedling of acrimind.”

— William Hadlitt

What some have referred to as the authority of territorial-rights gestures predominates in many
superior/subordinate relationships. The more aggressive the superior iswhen the subordinate fed's
threatened or insecure, the more exaggerated their gestura roles are likely to be. A degenerating chain
reaction then occurs; it becomesa“can you top this’ encounter from which neither can retreat and which
neither can win. They both will probably |ose because their needs are not being satisfied, much less

recognized



Superiority can be expressed in theinitid handshake. When someone grabs your hand firmly and turnsit
over so that hispam isdirectly on top of yours, heis attempting atype of physica domination. When a
person offers you his hand with the palm up, he is showing awillingness to accept a subordinate role.

A seminar attendee once stated that it had never occurred to him how important it was * not to stand or
tower over another person when he is seated, because it tends to make othersfed small in your presence
and seems nonverbally to communicate a superiority in your position.” He had found out the hard way
that many people resent another person’ s taking such a position. The feet-on-the-desk gestureisaso
often found in superior/subordinate Stuations. When this gesture is used, the reaction toward this
pompous position of authority by those who donot have their feet on thetableis usudly negative. A
subordinate generdly resentsit; asuperior will not tolerate it; but an equa may be indifferent to it.

In many superior/subordinate relationships, especidly if they have existed along time, facid expressions
tend to predominate over body gestures. An example isthe raised eyebrows, the dight twisting of the
head, and the look of doubt a boss gives when he does not accept his subordinate’ s make-a-million
idea” Or he may avoid eye contact, thereby unconscioudy communicating that he is through with the
subordinate for the moment. If the subordinate is not dert and does not pick up the signd, then he may
have to resort to stage two — shifting hisweight, possibly giving alarge sgh while glancing at hiswatch.
If for some reason the message till does not get through, he may stand up or pick up his papersasif to
stuff them away and then ask bluntly if the subordinate does not have some other businessto attend to or,
more diplomaticaly, advise him that he just has time to make another gppointment. Hopefully, an avare
person need not be taken thisfar. Bluntness can cause loss of respect for both parties. The superior
wonders how dense his employee must be not to recognize the clearly sent gestures, and the subordinate
leaves with afeding of having been madeafool of by hisbossand yet angry with himsdf for not having
recognized the sgnasthat he had outlasted hiswelcome.



62. Preoccupation

Figure 62 shows an executive clearly preoccupied with many problems. If, asyou entered his office, you
were to see your bossin this position, your first fegling might very well beto leave him done, especialy if
what you had wanted to speak to him about was a serious matter. Reading his gestures, you might decide
to wait before derting him to more problems. Such awvarenessis a vauable asset in furthering your
career.

A seminar attendee reported, “We have aboss who turns his saff off completely by putting hisfeet on
the desk while rambling on about topics having nothing to do with business and then doesn't pick up any
of the cues we send him which communicate that we have work to do and would like very much to do
it.” In superior/subordinate rel ationships agreat dedl of timeiswasted primarily because either the boss
or the employeeis s0 absorbed in what he wants that heis not concentrating— not open to the gestural
communication that tellshim it istimeto turn off and leave.

In Figure 63 the standing man isthe superior. His overal posture is more relaxed than that of the seated
man. Heis standing in adominant position — amost in back of the desk, thereby trespassing on the
subordinate sterritory. Hishand is casudly inserted in his coat pocket with the thumb sticking out,



another gesture of confidence and authority that is common in Europe and the United States. We have
recorded this gesture many times with the subjects both seated and standing. Often, when two people
who characterigtically take this position meet, they refrain from using the gesture in deferenceto the other.
In Figure 64 the speaker isthe superior telling hismen, “Last year’ s operation was not up to our
standards’ and that they had better improve or else. His clenched fist indicates authority, and he is either
emphasizing apoint or threatening an unpleasant course of action. The spesker is aso attempting to show
his dominance by standing while giving his executives adressing down. Also note that each man has his
coat buttoned and agrim look on hisface.

63. A superior/subordinaterdationship. Which iswhich?

Figure 65 shows another superior/subordinate relationship. In A the bossis beckoning to an employee
that he wantsto see him. In B the bossisin the process of admonishing or threstening the employee with
hisindex finger while the employee stands in a position of readiness, hands on hips. The employee reacts
to abuse and aggressively puts his hands on the desk, leans forward, and tells the boss how he feds
about the situation (C). The boss has withdrawn from his posturein B asaresult of the employee's
outburgt. In D the employeg, after getting histime at bat, assumes a defensive gesture with arms crossed.
The stuation having degenerated, the boss removes his glasses, puts his hands on the table, and is ready
to dismissthe employee.



65. A superior/subordinate relationship

Client and Professional

“Thebest client isascared millionaire”

— Quoted by H. L. Mencken

The client/professond relaionship isasengtive one, with more than the usud interpersona problems.

Mogt professionas— lawyers, accountants, consultants — readily admit that their ability to
communicate with aclient could beimproved. Butlet uslook at the relationship from the client’ s point of

view.



A prevaent attitude held by clientsis* Thisis my unique problem. Show me something new.” The client
sncerely wishesto beievein the professiona’ s expertise yet does not trust a technique that may have
been used before. Asaresult aninitia suggestion of apossible direction to take is often disregarded.

Then, too, since the client has probably spent considerable time attempting to solve his problems—
which worry hasincreased in number and complexity — he does not expect or want asimple solution,
even though to one who is not involved the solution may seem the best to be found at that time. The client
aso usualy needs empathy from the professiond, since he believesthat only someone that hasa“fed”
for hisproblem can help him. It he does not experience this empathy, the client often believesthe
professond haslost histouch with people.

Some clients only hear what they want to hear, in which case the professond acts merely asan amplifier
of the client’ s uninformed thoughts. He sometimes wants adevil’ s advocate to argue againgt any sound
approach to hisrea or imagined problems. Some clients seem to believe that the expert possesses
supernatura powers and that with the wave of amagic wand dl histroubleswill vanish. Sometimes
clients believe that a person with adifferent point of view can help, or they want to be soundly criticized
and put back together in aform that is stronger than the origind. Thisdesire for salf-discovery through
the help of others might explain the tremendous interest in encounter groups and senditivity sessons. A
“completely open” type of revelation is desired, in which the person hopesto discover himsdlf and how
he affects others. In thistype of exchange, the professiona is sometimes faced with the dilemmaof how
to best communicate his conclusonsto the client.

What are the gesturesin aclient/professiond relationship? What causes the client concern and what
turns him on? A most conspicuous, supposedly relevant, gesture on the professiona’ s part is taking notes
of what the client is saying regardless of whether he attaches any importanceto it. Another isthe
hand-to-face evauation gesture, the thinker-type posture that many professonds aimost automatically
assume when aproblem is presented by them. Thisis an important gesture and one that creates afedling
of confidencein the client. It shows that the expert is not only interested but has dready started to
andyzethe client’ s predicament. Thereis, however, astuation in which this gesture is avkward — when
two pros use it on each other. Instead of getting a positive response, each pro believesthe other isbeing
“picky” and critical of what heis saying.

Inarecent TV specia involving the problems confronting the courts, two attorneys appeared to
completely turn each other off not by what was said but by their gestures. Had they used the same
gesture with aclient, it probably would have been effective; however, with another lawyer, it ssemed to
be interpreted as doubt, thereby causing them difficultiesin communicating with each other. When two
professionds take the Open “ Lincolnesque’ position (Figure 66), they are much more agreeable and tend
to resist each other less, asthey probably do not fed threstened from a professiond point of view. Many
professonas till do not consider that there is a difference between deading with aclient and dealing with
an associate. By using ingppropriate gestures they inadvertently send mideading communications.

Leaning forward toward the client isa gesture of interest. However, too often we have observed the
professond gitting back in hischair with an aoof steepling gesture that can dmost indicate indifference
toward the client’ s problem. In addition, the professiona might be seated behind alarge deskthat serves
asabarrier to his client, who cannot be blamed for thinking, “Heisnot on my side. He doesn't care
about my problems, only about the money he can make.” Thisis contrary to the fact that most
professionds are very dedicated men anddo care. To combet thisimpression an increasing number of
them arerearranging their officesin order to achieve amore personal amaosphere, one in which stronger
ties are established with their client and fewer adverse emotions are created before the problems and
possible solutions are discussed.



66. Two professionalsin Lincolnesque position

The professiona should not communicate dominance or adopt a pedantic attitude toward hisclient. Ina
Stuation where the client behaveslike alost child, it isvery easy to be ajudge, father, and big brother to
him. Not only do such gestures as holding the |apels of the coat make this attitude evident to the client but
itisreinforced by verba language in such expressonsas*“ Do you follow me?’ or “Isthat clearly
understood?’

Some professionals fed as though they have tosell their capability. In most cases, however, the client
probably has already checked his reputation before ever contacting him. Therefore, except in rare
ingtances, little or no selling should be required. Instead, a good listening attitude should prevail inan
effort to find out what the client’ s problems and needs are.

Recently a prospective client faced with a complex negotiation contacted us and requested ameeting to
outline his requirements. When the meeting started he “qualified” us— he wanted to know what our
credentidswerein thefield of contractua negotiations with government agencies. After we stated that we
had such experience, he tried to evauate our involvement and results. Very quickly we sensed —
verbaly and nonverbally — that the client needed additiond reassurance. Prompted by this awareness,
we asked him how he happened to hear about us. He then reported what others had said about us. In so
doing he gave himsdlf the reassurance he needed. Once over this, we proceeded to the main purpose of
the meeting — our client’ s needs. If we had not seen our client initidly St back, crosshisarmsin a® show
me’ attitude, and nonverbaly communicate that he was not convinced, we might have attempted to “ sdll”
him when he was not prepared to buy. Instead we deferred to hisinitia judgment in seeking our counsdl
and let him convince himsdlf of our capability. Awareness of the client’ s attitude and emotional concern
as communicated by his gestures can make the professiona/client relationship an extremely satisfying
experience for both parties.

Buyer and Seller

Many professiond salesmen and buyers with whom we have discussed nonverba communication have
dtated that they could tell at once when something was wrong by the way acustomer or vendor walked



into the office and sat down. It isnot until we have discussed the detailsin depth that they begin to see
how much they adready know about interpreting gestures.

In many typical saestransactions both parties adopt the“1 am going to win and you are going to lose’
attitude. This causes an eevation of emaotiona reactions. Let us outline such asituation.

The buyer sits back, away from the desk, folds his arms, crosses hislegs, and suspicioudy says, “What
do you want to talk about?’ The sdller might respond by getting up on the edge of hischair, feetina
sprinter’ s position, body leaning forward in atake-charge attitude, waving his hands and using hisindex
finger to drive home his point. The sdller’sinitia gestura advances can cause the buyer to become
suspicious, especialy if heisone of those who bitterly resent ahard sdll. The* Tl you what I’ m going to
do” approach causes the buyer to withdraw and become defensive.

Instead of changing to an dternate plan, or mativating the buyer to get involved, the seller now becomes
insecure because hisideas are not accepted. At this point the sdler’ s gestures tend to be defensive. He
may push himsdf away from the desk, twist hisbody in asilhouette, cross hislegs and arms, then ask
such ineffective questions as*“ What' s the matter with you? Don't you understand?’ or “Why are you
being so unreasonable?” Thisline of questioning only servesto drive the two further apart.

When this stage isreached there are very few instances where either abuyer or asdler is expert enough
to restructure or wind down the emotionsin order to solve their problem or reach an agreement. A
“Let’'scdl it off or postponeit” attitude prevails. Often the amaosphere becomes so negatively charged
that each side starts accusing the other of causing the breakdown. In day-to-day situationsthisisthe
point where we rationdize that “It was the other guy’ sfault we didn’ tsettle. How can we do business
with peoplelike that?’

67. The purchasing agent as seen by a salesman

Those executives attending our video-taped practice seminars, however, have a second chance. We can
replay what took place and objectively review why and how the negotiation failed. Being able to seeand
hear their mistakes gives each participant agresater insght into a degenerating process thet they can avoid



in futurelife Stuations.

Some businessmen, both buyers and sdllers, believe that once they have been exposed to thisform of
training-by-viewing, they have an overwhelming advantage over their opposers. But thisis not completely
true. All they haveis abetter understanding of the attitudes and emotions that are being communicated by
their opposers. They still must develop their ability to read congruency of gestures, to evauate by testing,
and, most important, to understand how they themselves are responding to gestures. The phrase “ putting
it al together” probably best explains what we hope may happen.

To young, inexperienced salesmen many purchasing agents are ogres like the onein Figure 67. And
some purchasing agents assume this characteristic pose because they like to have others squirm, talk too
much, or smply perform while they themselves act as spectators rather than participants. Ahard man to
s1?Yesindeed! But if the sdlesman can get him involved by asking questionsthat dedl with his needs,
the glacid atitude may medlt. If not, the buyer’ s next gesture may be to put down hisglasses (“ That' sit!
Get out”), crosshisarms (*'Y our timeis running out™), or begin to shuffle papers (“1’ ve got more
important thingsto do”).

Experienced sdlesmen know how important it isto “closethe gap” between buyer and sdller, so they
usually manage to have available photographs, reports, or other visua presentations. With these they try
to move around the desk, either to the same side as the buyer or at aright angleto him. If the buyer
reacts to the salesman moving closer by crossing his arms or making some other defensive gesture, this
communicates his displeasure. The sdlesman should take careto return to hisorigind position on the
opposite side of the desk. Some people are extremely senditive about their position of dominance behind
adesk and will fight to maintain their image.

68. Buyer and sdller

Figure 68 presents gesture-clugters that might be seen in atypica buyer/sdler relationship. The buyer is
leaning far back in hischair, away from the sdller, and is steepling. His coat is buttoned and hislegsare
crossed while he swings onefoot asif impatient with what isbeing said. A dight scowl indicates heisnot
ready to buy or accept what the seller is offering. The sdller isleaning forward in an action-oriented
position. His gesture with the upturned palms of his hands, his smple smile, and unbuttoned coat indicate
he is being open and desires the buyer to fed comfortable. He has reached the critical stage of hissales
presentation. If he says the wrong thing now, the buyer may signd thisby crossing hisarms over his chest
or recrossing hislegs so that the elevated foot points away from the sdler and toward the nearet exit.



CHAPTER S8

UNDERSTANDING IN AN
ENVIRONMENT

WEareready for find immerson, understanding the media. Thefollowing are afew typica life Stuations,
some familiar, some strange, but al designated to help you test and redlize your nonverba quotient.

Gestureswithout an
Audience: Telephoning

We gesture regardless of whether we have an audience. At no time is this more apparent than when you
are on the telephone. Have you ever noticed the cord on your telephone receiver? It is probably twisted.
Whether you are left- or right-handed you tend to shift the phone from hand to hand in order to gesture.
Observe how much you gesture and how much more frequent the gestures are when the conversation
tendsto be exciting, frugtrating, enthusiagtic, or in other waysinteresting.

In your observations at the airport in Chapter 1 you saw three different calers portraying three different
gesture-clusters and attitudes (Figures 1-3). Here are some of the other gestures people use while

phoning.

Doodling. There are probably very few of uswho cannot identify with the person who writes words or
numbers, drawslinesor circles, or whatever while on the telephone. Abstract thinkers can make
symbolic representations and not be distracted from the conversation. But concrete thinkers, a category
that includes most of us, tend to doodle when they are uninterested in the conversation.

Smokers Gestures. Very seldom does asmoker who isinvolved in an interesting conversation hold his
cigarette, pipe, or cigar whiletalking or listening. Instead he setsit asde and comes back toit. But if he
becomes angry or disturbed, hewill pick up what he' s smoking and flick the ashes, and if he'sredly
upset, he'll grind it out in agesture of extreme hodility.

Preening Gestures. Mae and female gestures of courtship arein full bloom during telephone
conversations. Straightening thetie, adjusting clothing, and arranging hair are common. One gesture that
occurs only while telephoning is the woman’'slooking a hersdf in the mirror as shetalksto her boyfriend.

Rocking or Swinging in Chair. An executive whom we know rocks his chair ether forward and
backward or from side to sde while talking on the telephone. He usudly doesthiswhen hefedsvery
much in control of asituation and is confident thingswill work out in hisfavor. Once this sdlf-satisfaction
isinterrupted, his gestures change abruptly. He stops the rocking, swinging movements, clenchesafig,
and picksthings up and puts them down with force.



Feet on Desk. Those who fed dominant or confident of themselvesin the presence of others may
assumethis position even while telephoning.

Pulling Out Bottom Desk Drawer to Use as Footrest. This gesture usually indicates “getting aleg up” on
someone or some Stuation. Indeed many aggressive, god-oriented executives seem to confront problems
with agreet dedl of gusto while gesturing in this manner while on the telephone,

Opening and Closing Top Desk Drawer. Thereis an executive who pulls histop drawer out and then
pushesit in whenever heis on the telephone and confronted with a complex problem. He may do it many
times. Thisis his meditating gesture. When he has reached a solution he shuts the drawer, stands up, and
delivershisanswer in afirm tone.

Standing Up. Of al telephone gestures, thisis probably the most common. We do stand up agreeat ded
when talking onthe telephone — considerably more than most of usthink. We tend to stand up while
making decisions, when surprised or shocked, and when restless and bored with the conversation. Other
gesturesin the cluster will provide clues about which emotion isinvolved.

Watching one Side of a phone conversation can supply much more information than the person on the
other end of theline ever receives.

The Courtroom

“Trust not aman’ swordsiif you please, or you may cometo very erroneous conclusions, but at all times
placeimplicit confidence in aman’s countenance in which there is no deceit and of necessity there can be
none.”

— George Borrow

Everything that issaid in acourt of record istranscribed, and if an error has been committed by the
judge or one of the lawyers, it can be the subject matter raised on apped . Lawyers and judges have long
reglized that there are many types of nonverbal communiceation that can expressther truefedingsand are
not taken down.

One crimina-court judge would charge the jury in different ways, depending upon whether he thought
the defendant was guilty or innocent. He would stand when he came to those sections of the charge that
were favorable to a defendant whom he thought was innocent. But if he thought the defendant was guilty
he would stand to emphasi ze those sections most damaging to the defendant. Needlessto say, the
standing or seated position of the judge (whom court officids referred to as the judge with the standing
charge) was not transcribed by the court stenographer.



69. The cock of the walk 70. The Rock of Gibraltar

Many successful attorneys use their awareness of nonverba communication to evaluate their colleagues,
witnesses, and members of the jury. Judge James C. Adkins (Trial Magaz ne, December/January,
1968-69) satesthat in jury selection some lawyers conscioudy evauate gestures that communicate an
individud’ s characteristics and attitudes. Albert S. Osborn in his study, “The Mind of the Juror,” aso
suggests that certain gestures, particularly those around the mouth, are very reveding. Louis S. Katz (
Trial Magazne, December/January, 1968-69) states, “If a prospective juror keeps hisfists clenched
when questioned on qualifying by one attorney and spreads his hands out when the other attorney is
talking, the first lawyer had better not keep that juror.” Katz further believes that hands nonverbally
communicate whether the juror or potentia juror is open-minded, hostile, or prosecution-minded. Jury
members themselves, perhaps less conscious than lawyers of the implications contained in gestures, il
rely on them to some degree in appraising the evidencein acase.

The gesture shown in Figure 69 says, “Humble as| am, your honor . ..” but it isnot limited to
courtroom use. Other professionsbesidesthe legd have their own lapd-holders. If vest pockets are
handy, they may even tuck their thumbsin them while clinging to the coat |apels.

“Go ahead and throw whatever you will at me— | won't budge’ is clearly expressed by the posture
and facia expression of the witnessin Figure 70. One of the attorneys and perhaps both of them will
have great difficulty in getting him to open up and revea hisemotions.

Figure 71 illustrates atypical courtroom scene. The lawyer standing before the potentid jury isasking
them questions and deciding which ones he will permit to remain on the pand and which hewill excuse.
Y ou do not haveto be alawyer to make the following judgments. Without looking at the captions,
determine why you would 1) rgject ajuror, 2) accept ajuror, 3) continue to question him. Finaly, which
atorney’ s stance is more gppropriate for the examination of the jurors?



71. Attorneysand potential jurors

Juror #1. Fists clenched, arms crossed, legs crossed Eur opean style. Examining attor ney
should not accept him. Juror #2. Steepling, leaning back, legs not crossed. Test further for
reason of confidence. Juror #3. Handson rail, leaning forward, head tilted. Accept him. Juror
#4. Hands clenched in front of ssomach, legs crossed Eur opean style. Test with further
guestionsto find out why he needs self-control. Juror #5. L eaning back with hands supporting
back of head, legs crossed. Question further to make him reveal the conclusion of his
evaluation. Juror #6. Hand on thigh in readiness posture. He could take leader ship of thejury.
Direct commentsand glancesat him in order to win him over to your side. Finally, the attorney
on theright, with hands on hipsand coat unbuttoned in a gestur e of openness, ismore
appropriatefor examining thejurors. Theother attorney hastaken a pompous stance, which
may turn thejury againg him.

Social Gatherings

“Man seeketh in society comfort, use, and protection.”
— Francis Bacon, “ The Advancement of Learning”

Many timesit can be as much fun watching people at a party as being a participant. A great ded of our
pleasure comes from watching the nonverba communication that istaking place. Courtship
gesture-clusters are waysin evidence at parties, but other drives and needs are present and just as
fascinating to observe as the more flamboyant, sexually motivated behavior. Figure 72 givesthree
party-group interactions.

The two men standing in the center are probably discussing something unimportant and by their “open”
gtance are inviting othersto join them in their conversation. Notice that both have their coats unbuttoned,
arefriendly toward each other, and that one has his thumb tucked under hisbelt. He dso is standing
confidently with legs spread apart. The other man has hishands resting at his side with fingers relaxed.
Both are leaning dightly toward the other. The two women on theright are seated and looking at the two
ganding men. One of them isleaning toward the other and is gpproximately twelve inches away while
telling her companion something that is probably very confidential. One could suspect whom they are
talking about. Both women have their legs crossed. Their hands aredightly clenched together ontheir
laps. These are very protective positions. From thelr secretive communication one might assume that they
know each other very well and probably share many common interests. At the left is a seeted young
woman talking to a standing young man. Thewoman’ s head istilted, her eyes are wide open, sheis
leaning forward dightly, and her arms are also open. The congruity of her gesturesindicatesthat sheis



very interested in and receptive to what the young man is saying. Heis preening himself with a
tie-adjusting gesture as he leans down and forward toward the woman. He appears to be someone who
is“putting his best foot forward” — asindeed heis, asindicated by the placement of hisright foot. As
Emerson said, “When man mests hisfitting mate, society begins.”

73. Social gathering showing boredom/confidence, defensiveness, and cooper ation/acceptance

In Figure 73 the two men in the center are discussing something that has caused the man on theright to
be defensive or uncomfortable. Thisissignaled by his crossed arms and legs. The other man has sensed
hiswithdrawal and is atempting to open up their lines of communication by his gestures of open pams
and widespread arms. He might lmost be saying, “What' s the matter? Did | say something wrong?’ In
this position he gppears sincerein his request for feedback information that may not be forthcoming,
judging from the facia expressions of downturned eyebrows, furrowed brow, grimace, and glaring eyes.
Perhapsit isjust aswdll that the hostile man will not express himsdlf, otherwise there might be atorrent of
angry words that would engulf dl the othersin the group. The two women seated on theright are very
close friends and comfortable in each other’ s presence. Each has one leg tucked under her and isfacing
the other in an open position, obvioudy very much interested in the other’ s conversation. These two
women would probably be the most surprised persons at the party if the two standing men were to start



avehement argument, since they have not bothered to ook atthem, much less observe the interaction.
Notice also how each woman has an arm over the backrest of the couch, enabling them to dmost touch
each other if need be for reassurance or interrupt gestures. Their smiles are broad, showing teeth, and do
not appear to be contrived. The woman seated on the left is not very attentive or interested in the young
man standing in front of her. She has her legs crossed and is kicking her toein the air in a steady
cadence. Moreover, she has her arms crossed and isleaning away rather than toward the young man
with her. The young man is very sure and smug about what he is saying but appears to be more
concerned with himsdf than with the woman. Heis steepling and has hisnosein the air. The woman
probably feds heis delivering asermon or lecture to her rather than conversing. How much longer she
puts up with thiswill depend on how patient sheis or how observant heis of her reactions.

The two men in the center of Figure 74 are reacting to each other in a suspicious and nervous manner.
The man on the right has silhouetted his body to the other man; his peering glance over therimsof his
glasses and his hand thrust in his pocket suggest suspicion or doubt about what is being said. The man on
theleft is nervous and upset by what he has said and by the other man’ sreaction toit. Heistrying to
cover up something he has said by putting ahand over his mouth. The other hand isfedling the materid of
his coat in areassurance gesture. The gesture of standing off balance with hislegs crossed is congruous
with his other gestures of nervousness. If we were to see this person five or ten seconds later, he might
be rubbing his nose and shifting the weight of his body from foot to foot. Of the two seated women the
one on the right has taken a very pronounced eva uative position to communicate her attitude to her
companion, who seeks constantly, by holding out her hand and touching, astrong need for reassurance.
Notice how the woman on theright is leaning away from her companion. In most situations where people
get together, thereis at least one who is aways attempting to sell anidea, service, or product, and
someone esewho isrductantly cast in the buyer’ srole. The couple on theleft isgiving every indication
of readiness, although it isimpossible to read what they are ready for. They may be ready to dance or
even to leave the party. Only alater set of gesture-clusterswould reveal what action they contemplate.
Theyoung man with hishands on his hipsisready, willing, and ableto carry out his plansfor the evening,
and the young woman, sensing this, responds by sitting on the edge of her chair, up on her toes, handson
her knees, and leaning forward like a sprinter ready for the starter’ sgun. If we were to observe each one
more closaly, we might see that the pupils of their eyes are dilated by what they see asvery pleasing. This
coupl€ sinteractionhas resulted in the dynamics of activity that may lead to greeter involvement.

74. Social gathering showing readiness, ner vousness/suspicion, and reassur ance/evaluation



75. Social gathering showing frustration/self-control

Thetwo men in Figure 75 are displaying very strong emotions. The one on theright isholding hisarm
behind his back in agesture of sdf-control, and the person on the left is displaying a*“ beating” gesture
based on frustration. This discussionshould be broken up immediately before the two come to blows.
Many hosts and hostesses have unconscioudy observed this cluster of gestures and take steps to remedy
the situation. A bartender we interviewed remarked that when he saw two men arguing he dwayslooked

for the one rubbing the back of his neck. He usudly threw thefirst punch.



76. Thebore and hisvictim

Did you ever get afeeling when sitting next to someone at a social function that he was very
smug and would top anything you had to say? The aboveillustration may bring the situation to
mind. With hands clasped behind hishead and legs crossed in an American competitive
position, the person on theleft isteling his unhappy companion what great things he has done
or isabout to do. On the other hand, the person on theright isfeeling that he hasheard all of
thisbefore and would rather be somewhere dse.

77. The suppressed gesture



Thealert observer can notice the formation of a gesture and attempt to suppressit. Even the
most guar ded person can give himself away by the gestures he almost makes. The man on the
left issuch a person. Heisbeing extremely cautious about what he issaying. Not only ishis
coat buttoned, but hisleft hand isencumbered with a glassand hisfree hand ishidden in his
pocket. Thelistener on theright isbasically open to what isbeing said and isready for action.
However, the man in the center isnot accepting anything. The buttoned coat and handsin
pockets are congruent with hisfacial expression, which indicates didike or disbelief.

78. The audience nobody wants

The speaker isleaning forward, actively trying to get his message across. How isit being
received? Judging by the crossed arms, clasped hands, crossed legs, downturned lips, and
furrowed brows, not at all well. Only thelistener on theright shows a definiteinterest in what is
being said, asindicated by hisdightly tilted head, but histotal reaction isnegative. The
gpeaker, aware of their indifference or hostility, clasps his hands apprehensively and may be
about towring them.

Asafind test, without reading the captions on Figures 79-83, try to determine the nonverbal
communication of each of thefive girlswhom you might see at atypical socid gathering.



80. Thisgirlisstrikingan “I’'m interested in
79. Thisgirl isbored. The giveaway gesturesare  you” pose. Hopefully the man ismaking
head in the palm of her hand and body pointing  preening gestures and isabout to approach.
toward an exit.

83. Thiswoman is expecting someone
— someone sheisvery fond of.

82. Thevery feminine

preening gestur e of

stroking her hair is

congruent with her

downcast eyesand

presentsafinecluster of

81. Thiswoman is belng Courting gestures. Note

very defensive, asindicated that her thumb isunder her

by her crossed armsand  belt. Just aswhen aman

legs. If after aman has usesit, the gesture means
joined her she does not shift “ everythingisunder

to amore open position, he control.”
might aswell forget it.

Y ou are now on your own. Your life will be the [aboratory. Y our relaionshipswill provide the



experiments, and we hope our work has supplied you with sufficient procedures, equipment, and
information for such work.

The sharing of any ingghtsthat you may have gained with your family, your friends, and your opposers
will be most rewarding. Others have used this materid to manipulate. We prefer that you view itona
larger scope. A person who is able to see only that he can gain amechanica advantage by putting along

handle on awater pump sees only one application. A long pump handle not only provides amechanicd
advantage but also permits two people to work together on the handle.
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Buyer and sdller, relationship and gestures between, 1,2
Carroll, Lewis, 1

Chair(s)

feeton,1,2

fidgetingin,1,2

legover,1,2

rocking or swinging whiletelephoning, 1

See alsoSitting position(s)

Chest
amscrossedon,1,2,3,4,5,6,7
hand to, 1

Chegterfield, Lord, 1

Child-parent relationship, 1

Chin

groking in evaluation, 1

thrust forward in conflict Stuations 1,2
thrust upward, 1,2

Churchill, Charles 1

Churchill, Sr Wington S, 1
Cigar-smokers

and confidence, 1

and telephoning, 1



Cigarette-smokers

compared to pipe-smokers, 1

evaluation Stuations and persondity of, 1

and nervousness, 1

and telephoning, 1

Clearing of throat, 1

Client and professional, relationship and gestures between, 1
gtting pogtionsin,1

Clucking sound, 1

Clusters, seeGesture-clusters

Coats, unbuttoning, 1,2 ,3
Colond Sun (Markham),1
Comfort,1

See alsoDiscomfort
Concedlment, 1,2

See alsoDefensveness ; Lying ; Openness ; Secretiveness ; Suspicion

Confidence,1,2,3

clucking sound and, 1

handsjoined at back, chin upward, 1
leaning back with hands behind heed, 1
postureand,1,2,3

sdf-control and, 1

smoking and, 1

Seepling and, 1

territoria rights, dominance, or superiority gestures, 1



See alsoDominance ; Doubt ; Nervousness ; Openness ; Readiness ; Reassurance

Conflict
facid expressonsand,1,2,3 ,4
finger gesturesin,1,2,3

See alsoAcceptance ; Anger ; Cooperation (cooperativeness) ; Disagreement ; Evaudion ; Frugtration

Confuson, frownin,1

Congruence (congruity) of gestures 1,2 ,3 ,4
“Contarini Heming” (Disradli), 1
Conversation

interrupt gestures and, 1

See alsolnterest ; Ligening ; Socid gatherings ; Teephone conversations, gestures during ; specific
attitudes, gestures

Cooperation (cooperativeness),1,2,3
hand-to-face gesturesand, 1

Stting on edge of chair and, 1

tilted head and, 1

unbuttoning coat and, 1

See alsoAcceptance ; Conflict ; Disagreement ; Evaudion ; Reassurance

Courtroom, gesturesin, 1
Courtship,1,2

loversand, 1

preening and, 1

touching and, 1
Criticd-evauation clugter,1

Crossed arms, seeArms, crossed (folded)

Crossed fingers, 1



Cuticle-picking,1,2,3

Cybernetics (Wiener),1

Dawin, Charles1,2,3,4,5,6
Death Committee, The (Gordon),1
Decison-meking,1,2,3 ,4

See al soEvaduation ; Negotiation (negatiating)

Defensveness 1,2,3,4,5,6
crossed armsand, 1,2

crossed legsand, 1

eye contact and, 1

facia expressonsand,1,2,3 ,4

pal m-to-back-of-neck gesture and, 1
Stting postionsand, 1

Seepling and, 1

See alsoOpenness ; Reassurance

Defiancg 1,2
Dgection,1,2

See al soConfidence ; Unhappiness

Desk, feeton,1,2,3,4,5
Dickens, Charles 1,2
DiMaggio, Joe, 1
Disagreement, 1,2

SeealsoCorflict ; Evduation

Dishelief, raised eyebrow in, 1

See alsoDoubt ; Uncertainty




Discomfort

eye contact and, 1
gesture-clugtersindicating, 1,2
locked anklesand, 1 ,2
nervouslaugh and, 1
Discontent, seeDispleasure
Disgust,1,2,3

See alsoAnger ; Frudration

Didike 1

See alsoDefensveness ; Frudration ; Rgection ; Suspicion

Display gestures, seePreening gestures

Displeasure 1,2

See alsoDisagreement ; Disgud ; Frugtration ; Rgection ; Unhappiness

Digadi, Benjamin, 1
Dominance 1,2
confidenceand, 1,2

See alsoAggressiveness ; Authority ; Superior and subordinate, relationship and gestures between

Doodling

boredom and, 1
telephoning and, 1
Doubt,1,2,3,4
hand-over-mouth gesture, 1
throat-clearing and, 1

SeealsoConfidence ; Defensveness ; Evaluetion ; Frustration ; Reassurance

Drumming ontable 1

Ear()



rubbing or touching, 1

tugging &, 1

Egyptian stance, 1

Elevated postion, 1,2
Emerson, Ralph Waldo, 1,2 ,3
Empethy,1,2,3.4
Encounter groups, 1

Enneis, James, 1

Envy, raised eyebrow and, 1
Evauation,1,2
critical-cluster gestures, 1
hand-to-cheek gestures, 1,2
pacing and, 1

pinching bridge of nose and, 1
pipe-smoking and, 1

gtting postionsin,1,2
groking chinin,1

tilted head and, 1

See alsoNegotiation (negotiating) ; Suspicion

Evil, crossed fingersand, 1
Expectancy, 1

crossed fingersand, 1
finger-rubbing and, 1
pam-rubbing and, 1,2

SecalsoReadiness



Eye(s).1,2

blank stare, 1

blinking, 1

conflict and, 1
contact,1,2,3

abstract thinkersand, 1
confidenceand, 1
courtship behavior and, 1
gazeaverson,1,2

under lowered eyelids, 1
Sddong glance (solen look), 1
Sdewaysglance, 1
Srangersand, 1,2
downcast, 1

downward glance, 1
drooping, 1

exaggerated opening of, 1
“eyebal-to-eyebdl confrontation,” 1
rubbing, 1

souinting, 1,2
wide-open,1,2
Eyebrows

inconflict, 1
cornersdown,1,2
pogtioning,1

raised,1,2



Eyeglasses, gestureswith, 1,2 ,3
Eydids

drooping, 1

lowered, eye contact and, 1
wrinkling,1,2

Facid expressons, 1
authority and, 1

conflict and, 1

cooperation and, 1
eyesand,1,2

See alsoEye(s)

regjection and, 1

shock or surpriseand, 1
gmilingand,1

sympathy and,1

See alsospecific attitudes, gestures, parts of face

Feedback, communication and importance of gesture-clusters as, 1
Feet

on desk or chair,1,2,3,4,5

kicking,1

pointed toward exit,1 ,2

See alsoAnkles, locked ; Leg(s)

Feldman, Sandor, 1,2
Fiddler on the Roof,1

Fdgetinginchair,1,2



Figure-four postion, 1,2
Finger(s)

crossed,1

to nose, rubbing or touching action in suspicion, 1
pointing, 1

reassurance gestures, 1,2
rubbing in expectation, 1
steepling, 1 2

See alsoHands

Figs (fis-making),1,2,3 ,4
See alsoHands

Folded arms,seeArms, crossed (folded)

Ford Motor Company, 1

Forehead, furrowsin, 1

Frank, Lawrence K., 1

Freud, Sgmund, 1

Frost, David, 1

Frowns (frowning),1,2,3 ,4
Frudration, 1

beating posture, 1

fislike gestures, 1
hair-and-back-of-neck-rubbing, 1,2
kicking ground or imaginary object,1
palm-to-back-of-neck gesture, 1
pointing index finger and, 1

sdf-control and, 1,2



short breaths and, 1

tightly clenched handsand, 1

tsk sound and, 1

“turning up one'snose,” 1

wringing handsand, 1

Gesture-clugters

benefits of understanding, 1

congruent and incongruent gestures 1,2 ,3
feedback in communication and, 1
interpretation of attitudes by analyssof,1,2,3

See alsoGestures (nonverba communication) ; specific attitudes, gestures

Gestures (nonverba communication)

acquiring skillsfor reading, 1

benefits of understanding, 1

congruent and incongruent, 1,2 ,3

gesture-clusters and understanding of attitudes, 1,2

See alsoGesture-clugters ; gpecific attitudes, gestures

life Stuations and interpretation of, 1 ,2
materiasfor,1

Gilbert, W. S,,1

Gillespie, Thomas, 1

“Giving someonetheeye” 1

Glosses, seeEyeglasses, gestureswith

Goadl-oriented achievers, readinessand, 1

Goffmen, Erving, 1,2



Gordon, Noah,1

Grant, Ewan, 1

Great Expectations (Dickens),1
Hair-and-back-of-neck-rubbing, 1,2
Hamlet (Shakespeare), 1

Hands

to cheek,1,2

to chest, 1

clenched,1,2,3,4,5

cuticle-picking, 1,2
defensivenessand, 1
toface 1,2

gripping edge of table, 1
headin,1

onhips1,2

joined at back, 1

leaning back and supporting head with, 1
“|eft-handed,” 1

open, 1

pam-rubbing, 1,2

palm to back of neck,1,2
pinching,1 2

steepling, 1 2

to throat, 1



touching gestures, 1

wringing, 1

See alsoArms ; Handshaking

Handshaking, 1

authority and, 1

dammy, 1

flaccid (“dead fish"),1

nationa variationsand local customs, 1
politiciansand, 1

Roman salute, 1

women and, 1

Happiness, walking posturein, 1

See alsoDgection ; Unhappiness

Head

inhands, 1

leaning back with hands supporting, 1
scratching, 1,2

tilted,1,2,3,4

SeealsoChin ; Eyg(s) ; Facid expressons ; Mouth ; Neck

H.M.S Pinafore (Gilbert), 1
Holding back, 1

See al soConced ment ; Defensiveness ; Openness

Holmes, Sherlock, 1
Hostility, 1,2

See alsoAggressveness ; Anger ; Conflict ; Disagreement ; Negation (negativeness)




“How Salesmen Can Find Out What's Redlly on a Customer’sMind” (Templeton), 1
Hugo, Victor,1

Human Zoo, The (Morris), 1

Humphries D.A.,1,2,3

Impatience, 1

See alsoBoredom ; Evduaion ; Interest

Incongruence (incongruity) of gestures, 1,2 ,3

See al sogpecific attitudes, gestures

Index finger

pointing, 1

rubbing, 1
Interest,1,2,3,4,5,6

See al soAcceptance ; Boredom ; Courtship ; Evdudion ; Expectancy ; Socid gatherings ; Telephone
conversations, gestures during

Interrupt gestures, 1

Jaw musdles, tightening in antagonism, 1
Jngling of money,1,2

Johnson, Samud, 1

Katz, LouisS.,1

Kicking gesture, 1

Kinescs 1

Kipling, Rudyard, 1

LaFontaine, Jean de, 1

Laughing (laughter), nervousness and, 1
See alsoSmileg(s)

Leaning back with hands supporting head, 1



Leaning-forward postion,1,2,3
“Left-handed” gestures, 1

Leg(s)

over arm of chair,1,2,3
crossed,1,2,3,4,5,6
figure-four position, 1

kicking gesture, 1

See alsoAnkles, locked ; Feet ; Sitting position (S)

Lettersto His Son (Chesterfield), 1
Lips

inconflict, 1,2

ingmiles 1

tightly closed, 1,2

See alsoFacid expressons ; Mouth

Ligening
boredom gestures, 1
interrupt gestures, 1

See alsoConversation ; Evaduation ; Interest

Lovers, relationship and gestures between, 1
Lying1,2,3

See al soConcea ment ; Openness ; Secretiveness

Mann, Thomeas, 1

Mannerisms of Speech and Gesture (Feldman), 1
MarcusAurdius 1

Markham, Robert, 1

Marriage and Morals (Russl), 1



Married couples, relationship and gestures between, 1
Madow, Abraham, 1

Mastroianni, Marcello, 1

Mayer, LouisB.,1

M editativeness, seeAbstract thinkers ; Evauation

Mencken, H. L.,1

“Mind of the Juror, The’ (Osborn), 1
Money-jingling gestures 1,2
“MoreTrivia’ (Smith),1

Morris, Desmond, 1

Mosaic movements, 1

“Mountain Storm, The' (Gillespie), 1

Mouth

putting thingsinto,1 ,2
relaxed, 1

ingmiling,1

gpesking out of Sde of, 1

See alsoFacia expressions;Lips

Mussolini, Benito, 1

Naked Ape, The (Morris), 1
Nash, Ogden, 1

Neck

palm to back of,1



rubbing, 1
Negation (negeativeness), 1,2

See alsoFrudration ; Rgection ; Suspicion

Negotiation (negotiating), 1
boredom and, 1

buyer and seller and, 1

client and professond and, 1
confidenceand,1,2,3
cooperation and, 1
crossed-arms gesturein, 1
evaluation and, 1

See alsoEvduation

expectancy and, 1

facid expressonsand, 1
frudtration and, 1

openness and defensivenessin, 1,2 ,3
readinessand, 1

reassurance and, 1

Seeplingin, 1

superior and subordinate and, 1
suspiciousnessand, 1
Nervousness, 1

fidgetingand, 1,2
hands-covering-mouth gesture and, 1

interrupt gestures and, 1

jingling money in pocketsand, 1



laughter and, 1
pam-rubbing gesture and, 1
pants-pulling gesture and, 1
smoking and, 1
throat-clearing sound and, 1
tugging-at-ear gesture and, 1
“untightness’ and, 1

“whew” soundin,1
whigling and, 1

See alsoAnxigty ; Confidence ; Defensiveness ; Frudration ; Suspicion

Nonverba communication,seeGestures (nonverba communication)

Nose

flaring nodtrils 1

pinching bridge of, 1
touching (rubbing, scratching),1,2,3 ,4
turning up, 1

Nodtrils, flaring, 1

See alsoNose

Oblong amile 1

open-hands gesture, 1
shoulder-shrugging gesture, 1
unbuttoning of coet,1

See alsoAcceptance ; Defensveness ; Holding back

Osborn, Albert S, 1



Osmond, Humphrey, 1

Pacing, and evaluation, 1

Pams rubbing in expectancy, 1 ,2

See alsoHands

Pants-pulling gesture, 1

Parent-child relationship, 1

Paseo (Latin-American eye-contact ritual), 1
Pater, Walter, 1

Pausing-for-thought gesture, 1

Pelvisralling gesture 1,2

Pensveness, seeAbstract thinkers ; Evdudion

Pickwick Papers (Dickens), 1
Rinching

bridge of nose, 1

onesdlf, 1,2

Pipe-smokers

and evaluation, 1

and telephoning, 1

Peasurable excitement, broad smilein, 1
Pointing index finger, 1
Poker-players

facial expressionsof, 1
steepling by, 1

Palitics (politicians)

congruity of gesturesand, 1

finger-pointing gestureand, 1



fistlike gesturesand, 1

posture of confidence and, 1
Porter, George, 1
Possessveness, 1,2

Posture, erect, confidence and, 1
Preening gestures, 1,2

courtship and, 1

telephoning and, 1

Pride,1,2,3

See al so Smugness (sef-satisfaction)

Procragtination gestures, 1
See al soUncertainty
Professond and client relaionship,

seeClient and professiond, relationship and gestures between

Protectiveness, 1,2

See alsoDefensveness ; Openness ; Possessveness

Psychology of Interpersonal Behavior, The (Argyle),1
Pyramid-formation, 1

“Quasi-Courtship Behavior in Psychotherapy” (Schaefer), 1
Rasselas (Johnson), 1

Readiness, 1

arms spread, hands grasping edge of table, 1

hands on hips, 1

moving in, spesking confidentialy, 1

gtting on edge of chair,1,2



See alsoAcceptance ; Confidence ; Openness

Reassurance, 1
Strangersand, 1
touching gesturesand,1,2,3

See alsoAcceptance ; Confidence ; Defengveness .

Regection, 1,2

See alsoAcceptance ; Frudration ; Negation (negativeness) ; Suspicion

Rhetorical Gestures (Sddons), 1
Rodin, Auguste, 1

“Rosciad, The’ (Churchill),1
Russl, Bertrand, 1

Sdesmen, seeBuyer and sl er, relationship and gestures between ; Negotiation (negotiating)

Scheflen, Albert E., 1,2
Secretiveness 1,2

See al soConcedment ; Defensiveness ; Sugpicion

Salf-assurance, seeConfidence ; Reassurance

Self-confidence, seeConfidence

Self-control, 1

confidenceand, 1

locked-ankles and clenched-hands gesturesand, 1 ,2
restraining one’sarm or gripping one' swrigt, 1

Sdler and buyer relationship,seeBuyer and sdller, relationship and gestures between

Sengtivity sessons, 1
“ Setting the pace,” 1

Shaking hands,seeHandsheking



Shock, facid expressionsin, 1

Short breaths, in anger and frugtration, 1
Shoulder-shrugging gesture, 1

Siddons, Henry, 1

Sdelong glance (stolen 1ook), 1
Sidewaysglance, 1

Smplegmile 1,2

Sitting position(s)

with back of chair asshidld, 1

evauaionand, 1

leg over arm of chair,1
open, 1

pointed toward exit, 1,2
readinessand,1,2,3
suspicionand, 1,2
Smile(s),1

broad,1

concealment and, 1
lip-in,1

oblong, 1

smple 1,2

dight, one-sided, 1



Strangersand, 1
upper,1,2

Smith, Leon, 1

Smith, Logan Pearsdll, 1

Smokers,seeCigar-smokers ; Cigarette-smokers ; Pipe-smokers

Smugness (salf-satisfaction)

confidenceand, 1,2

fecid expressonsand,1

Steepling gestureand, 1

walk,1

See alsoPride

Socid gatherings, 1

courtship gesture-clusters, 1

“open” stance, 1

Speaking out of side of mouth, 1

Squinting of eyes 1,2

Steepling, 1,2

covered, 1

open,1

“snesking,” 1

Stolenlook (sdelong glance), 1

Strangerss, relationship and gestures between, 1
at bars, 1

differencesbetween citiesinSgnals 1
Stroking of chin, and thinking and evaueting, 1

Subconscious



empathy, gesturesand, 1
thinking through to the, 1
Submissiveness, 1

See alsoOpenness

Subordinate and superior relationship,seeAuthority ; Dominance ; Superior and subordinate ,
relationship and gestures between

Superior and subordinate, relationship and gestures between, 1
confidenceand, 1

facid expressonsand, 1

feetondeskand,1,2

handshake and, 1

See alsoAuthority ; Dominance

Surprise, facid expressonsin, 1
See al soAgonishment
Suspicion,1,2,3 ,4
“left-handed” gesturesand, 1
rejection and,2

and secretiveness 1,2
Sdewaysglancein,1

touching or rubbing nosein, 1

See alsoDoubt ; Evaudtion

Sympathy, facid expressionsin, 1
“Tactile Communication” (Frank),1
Teeth, and facid expressons,1,2,3
conflict and, 1

degree of exposureinsmile 1,2



Telephone conversations, gestures during, 1
desk drawer

opening or closing, 1

used as footrest, 1

doodling,1

feet on desk, 1

preening, 1

rocking or swinging inchair, 1
smokersand, 1

gandingupin,1

Tdevison

asfield for reading nonverba communications, 1,2
political campaigning and congruity of gestureson, 1
reassurance and seeing onesdlf on, 1
Templeton, Jane, 1

Territorid rights 1

authority and,1,2

feet on desk or chair and, 1,2

leaning againgt automobile and, 1

placing objects on desired space and, 1
“Thinker, The’ (Rodin),1

Thoughtfulness seeAbdgtract thinkers ; Evauation

Threat gestures, 1,2
Throat, hand to, 1

Throat-clearing sound, 1



Through the Looking Glass (Carroll), 1
Thumb-rubbing gesture, 1,2 ,3
Tilted-head gesture, 1,2 ,3 ,4

Timidity,1

See alsoConfidence ; Defensiveness ; Protectiveness ; Submissveness

To Tell the Truth (television program), 1
Touching gestures 1,2 ,3

loversand, 1

possessivenessand, 1

resssurance and,1,2,3

Training and Development Journal, 1
Tramp Abroad, A (Twain),1

Troilus and Cressida (Shakespeare), 1
Truthfulness 1,2

See al soA cceptance ; Concedlment ; Lying ; Openness

Tsk sound, in admonishment and disgust, 1
Tugging-at-ears gesiure, 1

Tugging-at-pants gesture, 1

“Turning upone€ snose,” 1

Twain, Mark,1

“Twelve Againg the Gods’ (Bolitho), 1
Uncertainty, 1

See alsoDoubt ; Evauation ; Procrastination gestures ; Reassurance

Uncomfortableness, seeDiscomfort
Unhappiness, 1

See alsoDgection ; Digpleasure ; Frudtration ; Happiness, walking posturein




Upper smile 1,2

“Uptightness,” 1

Verba communication, nonverba eementsin,1,2,3,4,5,6
Video-tape recorder, use in studying and interpreting nonverbal communication, 1
Walking,1

indgjection,1

hands on hips, 1

in heppiness 1

meditative, head down, dow-paced, 1
pacing, 1

rapid gait with svinging ams, 1

scuffling, handsin pockets, 1

sdf-saidfied, 1

“setting the pace,” 1

drutting, 1

“Whew” sound, 1

Whigtling, variety of fedings expressed by, 1
Wiener, Norbert, 1

Women

child-parent relationship, 1

courtship gestures, 1

crossed-legs position, 1 ,2

defensive gestures, 1

hair-grooming gesture, 1

hands-to-chest gesture, 1



handshaking by, 1

locked ankles, 1

lovers relationship and gesturesand, 1
tilted head and interest, 1

Woolbert, C. H.,1

Worry,seeAnxigly ; Nervousness

Wringing-hands gesture, 1
Wrist-gripping gesture, 1

Zeno,1
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