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Dr. Jonathan Royle, www.magicalguru.com 

“Recognising what you – and others – are doing with body language turns ‘instinct’ into powerful knowledge. In this book Robert Phipps can help us all, at work and play, use body language to our advantage. Even learning one thing, such as looking above the bridge of someone's nose, could make a difference… read and see how.”

Gill Cox, Agony aunt

“Robert's understanding of his subject is deep and thorough – he knows what he's writing about. Plus, he can communicate that knowledge, so that every reader can put it into practice and have it make an immediate difference to everyday life. Clear, helpful, packed full of facts, insights and interactive exercises, this is the book you need if you want to master body language.”

Susan Quilliam, Psychologist and Agony Aunt for numerous media including AOL

“This book is crammed with treasures which throw light on a much-misunderstood topic. The easy, conversational style makes it a pleasure to read, and the focus on practical application provides numerous examples which are sure to resonate with anyone who works intensively with people. I shall undoubtedly be dipping in again and again for guidance on how best to navigate the plethora of interpersonal obstacles which crop up on a daily basis. Thank you Robert. This is long overdue.” 
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The Body of Evidence

Are You Sitting Comfortably?
 
Are you aware of the expression on your face right now? Are you aware of how you're sitting or standing, or who and what is around you?

Probably not – until I asked the question and your brain went to do a little check, or you had a look round.

Most people are oblivious, most of the time, to what their body is doing.

If you are one of these people, you'll be unaware just how much your body tells others about you. About your moods, emotions and attitudes.

These body movements, signals and gestures are forms of non-verbal communication, or what we commonly refer to as ‘body language'.

In business, being aware of and understanding this subject can dramatically change people's perceptions of you – and consequently the results you achieve.

This book takes you through everyday business situations, pointing out what to observe, what to do with what you see, and how to turn it to your advantage.

I start right at the beginning with what body language is, and then take you through greetings, meetings, presenting, selling, negotiating, managing, leading and all the other key areas you need to understand in your business to make the best decisions and be successful.

Over the course of this book, I'll cover all of the situations and common behaviours, just as you would encounter them in your business and your personal life. By the end, you'll be an expert at interpreting what body language means in different situations, and you'll have a range of techniques and approaches to deal with people depending on the signals you see them exhibiting.

Body Language and the Unconscious

Body language is ubiquitous and affects us all – through our interactions with family, friends, colleagues, shop and restaurant staff, and government officials like police and traffic wardens. They all send us silent messages that tell us things about them, their job and how they feel.

I'm sure you can remember characteristics about certain people you've come into contact with throughout your life: a particular teacher who had a funny walk when you were knee high to a grasshopper; a friend who always had their hands tucked up their sleeves when you were a teenager; or that bloody woman who kept clicking her pen at a meeting and annoying the hell out of you as you were trying to speak.

Whether we like it or not, we all react to these non-verbal messages. Sometimes we think about them consciously, other times we don't. And just because we aren't consciously aware of them doesn't mean that they don't have an effect on us!

Think for a moment about power and status. You walk in to just about any foreign embassy anywhere in the world (if you've not been in one then I'm sure you've seen them in films or on TV). What are you immediately greeted with? Usually the first things you see are the flags. At least one huge flag, if not several, right smack bang in front of you as you enter the building, and then dozens of others of varying sizes dotted around the place. Often you'll see the country's emblem on pictures of beautiful places. You'll see people in smart military uniforms or other security staff.

Then there's other things like security gates, car parking spaces marked for ‘Visitors', others marked out especially for the important people who work in the building who may have their own names, initials or titles painted on their space, or, if they're really going for it, their own little etched plastic sign.

Why is all this there?

Simple, it's there to send out a non-verbal message. It's telling you, without it actually needing to be said or written down:

‘You are entering officialdom. Enter at your own risk because, once you are inside, we can do anything we like and you know it. We can choose to grant you a visa, or throw you in jail, or we could just be really nice and give you cups of tea and posh biscuits. We are all-powerful and strong. We are part of the Government.'

OK so I'm exaggerating, but you get the point.

We've grown up with non-verbal messages all throughout our lives.

We learn them from the people we've met, especially from people we view as important to us, or have an influence on our lives: parents, grandparents, siblings, extended family, friends, teachers, sports coaches, Cubs, Brownies, Guides leaders, etc.

We learn as we grow up from all the different people we meet, the situations and circumstances we've been in, and the results of those interactions. Sometimes we take it in at a conscious level, sometimes it's totally unconscious.

Well, guess what?

Your own non-verbal communication is both conscious and unconscious too.

Sometimes you know exactly what you're doing and have free choice. Other times you haven't got a clue, you're not even aware of the signals you're sending out. But just because you're unaware of them, doesn't mean that others haven't picked up on them.

In fact, most of what you do with your body is completely unconscious most of the time. Micro-expressions flash across your face in less than half a second, but that's enough for someone to realize things are not what they seem.

Hopefully, as you read through each chapter, you'll start to notice the world around you more. You'll start to pick up on the non-verbal messages you are exposed to day in and day out. You'll understand that non-verbal communication is not just about physical body movements, signals and gestures. It's all that and much more.

Body Language has Taken Over!

Unfortunately, the term ‘body language' has become a sweeping term for all non-verbal communication. The problem with this is that most people interpret it as applying only to physical body movements.

You don't hear people say, ‘Did you see his/her non-verbal communication?' No, instead they say, ‘Did you see his/her body language?' It basically means the same thing, although it's a more limited expression.

Pick up just about any national newspaper when there's a big story on, and somewhere in the column inches you'll find a reference to the person's body language. If not directly, then indirectly:

‘They left the Magistrates Court with their heads down to avoid eye contact with the waiting press.'

‘She was all smiles as she walked confidently waving to the waiting crowd at the premiere of her new film.'

Non-verbal communication is just as it sounds: an unspoken message that has meaning behind it. By systematically breaking down these types of messages you will learn to read people and situations better, improve the results you achieve and benefit from the ability to decode what is really going on around you.

So from here on in I'm going to be talking about body language but I'll actually be taking its wider definition, and going through all the different elements this covers. There are two main components:


	Kinesics: the term anthropologist Ray Birdwhistle first used in 1952 for his studies on how people interact through their body signals, movements and gestures.

	Proxemics: a term coined by anthropologist Edward T. Hall back in 1966 referring to the study of distances between people interacting with each other.



By the time you get to the end of this book you'll realize just how much actually comes under the heading ‘body language'.

The Three Main Uses of Body Language

What is all this body language that's going on around us all about? What are its main functions? Well, we use body movements, signals and gestures in three main ways: as code or instruction, as an emphasizer and as an indicator.

1. Body language as code or instruction

There are certain jobs or circumstances where body language is used to replace words. In situations where verbal communication doesn't work, body movements can be used to relay information to others. Ground crew show the pilot where to go when the plane is taxiing. Bookies at a race course use ‘Tic Tac' (their very own secret code which only they and their associates know) to convey changing odds on horses or greyhounds.

Lots of different sports have their own set of body movements that mean something to the initiated and nothing to anyone else. Referees in most sports use hand and arm signals. Some get to wave flags as well.

2. Body language as an emphasizer

In other situations, body language is used to draw attention to things. A presenter might use their hand and arm like a plane taking off as they mention the growth figures for next year; and many of us use status symbols to emphasize our place in the world. There are all sorts of emphasizers, especially in the brand-conscious business world. Look out for ‘things' and items that are intended specifically to impress – from clothing to certificates and accolades, from briefcases to gadgets and gizmos. They're all clues about who you're dealing with and, while they're not absolutes, they are little pieces of the jigsaw that you can use to construct the whole scene.

3. Body language as an indicator

Body language is like an additional level of commentary that can either confirm or undermine the words being used. You've probably seen people say ‘Yes' while shaking their head from side to side indicating ‘No'. It works the other way round too – you'll hear the word ‘No' accompanied by a nod of the head.

You'll typically see this sort of incongruence between words and body language when people are under pressure to do something they don't really want to do. It's often accompanied by a ‘shoulder shrug', which generally indicates one of two things: either ‘indecision', being caught between a ‘Yes' and a ‘No'; or an outright contradiction of the verbal ‘Yes'.

Introducing The YODA System

This book concentrates on body language in everyday business situations, starting at ‘Hello, how are you?' and taking you all the way through to ‘Goodbye'.

I'll cover all the common scenarios and roles we play in our jobs, meetings, presentations and negotiations; in the way we manage, motivate, lead and discipline others. By the time you finish you will have the knowledge and understanding of YODA.

In this case YODA isn't the little green pointy eared character in Star Wars. It's a simple approach to understanding what you see, which gives you the opportunity to change things if you want.


	You: you have to be fully engaged.

	Observe: just notice things you didn't before.

	Decode: work out what it means.

	Adapt: change your behaviour to get better results.




Body language at work

Body language is pretty universal, with slight variations and meanings depending on the circumstances and culture.

Business in particular has its own culture. Most people act differently in their business lives and their private lives.

One set of behaviours exhibited in a social situation may have a totally different meaning in a business setting.

For instance, you may be sitting back in a chair with the fingers of both hands interlinked behind your head or neck.
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If this is you sitting at home late in the evening watching TV then chances are it's a relaxing position as you let the woes of your day wash away.

However, if you're in a business meeting which you think is going well, when the person you're talking to adopts this position, it could be a sign of arrogance.



You

Now I have to say at this point that some people are absolutely awful at reading the signs people send. This can lead to all sorts of problems with relationships, social life and work. Others are just naturally good at picking up on the signals without ever having read a single book or done any training on body language.

Those that are good at reading it are generally the ones that seem to know just how to react or behave in any situation. More often than not, they look comfortable with themselves. People warm to them because they feel at ease in their company. They exude confidence.

Whether you are good at reading body language right now or not, you will understand that you are the key to how people react around you. You also have choices about how you react to them, but only if you learn to observe more…

Observe

Observation is the starting point for reading body language. Once you can read it, you have choices about what to do with the information.

For instance, if you know someone is lying to you because you've been observing the changes in their body language, you have the choice of calling them out on it, or just tucking that bit of information away for future reference.

If you're oblivious to it then you have no choice, you have to go along with the lie. That could cost you in all sorts of ways: emotionally, financially, even spiritually. Let's face it, no one likes being taken for a mug.

Believe it or not, lying is part of our daily lives. If you say to yourself at this point, ‘I don't tell lies', then you are lying to yourself. We all do. Admittedly some are white lies, which are OK because they generally protect someone's feelings, but not all lies have positive intentions.

In business, the truth is not always told and it's sometimes deliberately withheld. For example, in negotiations you don't give away everything up front. You withhold certain information for later.

The more observant you are, the more adept you will be at avoiding pitfalls and understanding when you've pushed a situation to the limit.

Decode

Closely connected to observing is decoding. It's essential that you develop the skills to decode what you are seeing. That way, you stay in control and have the opportunity to choose how to handle a situation.

Decoding starts at the beginning, when you meet someone. That's true whether it's the first meeting or the fifty-first. A person's body language, like their moods and attitudes, changes from moment to moment depending on what's being talked about.

They'll have an opinion on what you are saying. If they like it, their body language will be open, positive and encouraging. But if you suddenly stray onto a tricky subject where you have opposing views, the body language will change in an instant.

I've done experiments on the courses I run, where we've hooked participants up to heart and blood pressure monitors then taken readings while talking about non-controversial subjects. After a while, we've gone into more controversial territory where there's disagreement and, again, we've taken readings.

Surprise, surprise. Heart and blood pressure stay in a nice comfortable relaxed zone when the topics are non-controversial, but introduce any controversy and heart rate and blood pressure rise almost instantly.

What's interesting is that when they're relaxed and comfortable body language is fluid and usually mirrors the other person but as soon as any controversy sneaks in, the body language changes. When asked to try to maintain the mirroring, participants find it extremely difficult and their body movements become more jerky and angular. You might have noticed this in yourself or others.

A quick example is the hand and wrist. When relaxed and fluid the hand rolls loosely at the pivot point of the wrist. This stops the moment someone starts gets more serious about something. At this point, their hand, wrist and forearm begin to move as one, pushing forward with jabbing, sweeping gestures.

If you observe this, you are in a position to decode it and make sense of it. In this situation, a sudden rigidness in someone's gestures will tell you that whatever has just been said or done prior to the change is important to that person. With this insight into their thoughts, you then have the option either to go back and cover it in a different way or change the subject completely and talk about something less important or controversial.

If you want to see this change in action watch TV programmes like Question Time, Prime Minister's Question Time, The Apprentice or any other show that features people with opposing views. One minute they'll be all relaxed and fluid and the next they're stiff and rigid.

Adapt

You will have picked up by now that the greatest gift to come from understanding someone through their body language is that it gives you choices.

It gives insight into how they are feeling at any moment. Once you've learned to tap into someone's emotions, you can build a much deeper level of trust and rapport with them. In business, that means people are more likely to enjoy working with you.


	Adapting can only be done if you observe and decode first.

	Adapting can bring surprising results very quickly.

	Adapting is your free choice.



But what exactly is adapting? Adapting means changing your default reaction to something more consciously designed to shift the other person from their position to a different one – one that is better for you.


YODA in a nutshell

YODA is a simple system that covers reading, interpreting and acting on body language cues – both that you spot around you, and that you display yourself.

You


	You need to be fully aware that the signals you give off will have an effect on others.

	You need to understand that your moods affect the signals you give out and, in turn, receive.



Observe


	You will already be observing body language at some level depending on your innate awareness of it.

	Start looking deeper at smaller details you may have been missing to expand your knowledge.



Decode


	Decoding gives you choices about how to handle different individuals and different situations.



Adapt


	When you've mastered body language you will be able to adapt the signals you send out yourself, and your responses to other people's body language.

	Empower yourself by increasing your range of options in different situations.



Mastering body language can literally transform relationships:


	You're more in tune with everyone around you.

	You become the one that everyone likes to be around.

	You become the one people trust.

	You become the person other people recommend to their business colleagues.



Why?

Simple. If you can adapt it shows flexibility. It means you have the personality to get on better with a wide range of people. This is a key skill in every walk of life, because we live and work in a rapidly changing world.



We do this all the time, in most cases without realizing that we've already been through the process of observing and decoding a set of signals to get there.

Here's a really simple example. Let's say two guys are standing face to face talking about football and one is winding the other up about the results the previous Saturday. The butt of the jokes starts to get annoyed and their body language changes: eyes glare, teeth become gritted, shoulders are tensed and fists clench. It's a physical reaction which says, ‘Don't push me or I'm going to explode'.

If you've noticed it, which you almost certainly would because that particular set of signals spells danger, you have a choice right there and then, whether to keep pushing their buttons or back off. Unless you want them to vent their anger you'd be a fool to keep pushing. Sometimes in a fight it's better just to back down.

That's the adapting part. This is an extreme example, but as you can see, it's not rocket science. It's what we do automatically.

This book is all about making you more aware of opportunities to adapt, through your observation and decoding skills.

Summary

In brief, this book will give you a thorough understanding of the importance of body language in the workplace, but it will help in every area of your life.

It will help you see the body language behind your interactions with others, and this insight in turn will give you many more choices in how you engage with and react to people.

You will learn how to change and adapt your own body language to give you more confidence when you need it.

You'll learn how to play with body language to discover what works best for you.

You'll learn about the gaps in our minds and the unconscious effect non-verbal communication has on us all.

You will also learn the answers to two of the most common questions I'm asked when training people or giving speeches.

‘How do you know when someone is physically attracted to you?'

and

‘How do you know when someone is lying to you?'

Yes, this book focuses on body language in business situations, but everyone wants to know if someone finds them attractive! It's part of human nature. It's part of the future survival of the human race. Maybe it's something you could use in your next negotiation too.

When one person finds another attractive, there's a whole set of common signals they both display. Lots of relationships start through business interactions, and this can be both an advantage and a disadvantage. You need to know what to look out for.

The same can be said for lying. Everyone would love to know when they're being sold a lie. After all, honesty is one of the basic building blocks of relationships. When it breaks down and the trust goes, the relationship is generally doomed. It doesn't matter if it's a friendship or a business relationship, there has to be a certain level of trust between people.

Understanding body language will help you build trust and rapport. It will certainly give you more choices, which will empower you, in every area of your life.
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The Science of Body Language

The Brain Body Connection

The science behind body language is centred on your feelings, attitudes and emotions to internal and external stimuli.

Internal thoughts feed into external behaviour. Think about something sad for long enough and your body language changes to reflect your thoughts, even if only slightly.


Exercise

Assuming you're in an appropriate place, try this right now. Stand up, in front of a mirror if possible, and just pretend for a moment you're at a concert of your favourite band or singer, or are celebrating some major sporting victory. Put a great big smile on your face, throw your arms up in the air like you just don't care, and play the part of being as happy as you can ever remember being. Then freeze frame it. Take a note, both mentally and physically, of your body language – your facial expression, how your body feels.

Now switch your thoughts to something sad like losing a pet, the break-up of a relationship or anything that makes you feel miserable.

Here's the hard part. Try to keep your body language and facial expressions exactly the same as in the first part of the exercise, when you were happy. You should find it virtually impossible.

When I've tried this experiment with groups it is extremely rare that anyone can maintain the same body language. Even if there are only small changes, it should prove to you that your internal thoughts, the words you use to talk to yourself, the pictures in your head, the memories, all project onto your body.



The key to understanding body language is to be aware that we all express our internal thoughts externally, through our body movements, signals, gestures and facial expressions.

As I mentioned very briefly earlier, most body language is unconscious. We just react to stimuli, whether they are internal or external.

Once you understand that, for the most part, people just react without thinking, it gives you the opportunity to observe the actions, decode them, and adapt.

How the Brain Processes Information

The brain is an incredible piece of computing technology housed inside something not a lot bigger than a coconut shell.

‘The brain processes 400 billion bits of information a second. BUT, we are ONLY aware of 2,000 of those.’

Dr. Joseph Dispenza, D.C.

However, it doesn't need all that information, so it deletes most of it and just keeps what it thinks are the important bits.

Right now as you're reading this are you aware of:


	The temperature?

	The sounds around you?

	The clothes touching your skin?

	The voice in your head that is reading these words?

	The feelings of your feet inside your shoes, socks, slippers?

	The texture or weight of the book or device you are holding?

	The smells around you, even your own smell?



The answer for most people is a resounding ‘No'. But here's the interesting bit. As you read each question in the list above, your brain would have become aware of each of those things in turn, and in most cases it will have gone to check on them.

Did it?

If it did, then great. You are now aware that there's a lot more going on than you thought. Knowing this gives you a new understanding of how your brain processes information.

If you read those questions and answered ‘No', your brain didn't go and check, even for a split second, then you are probably one of those people who is just oblivious to what their body is doing most of the time. Don't worry. In that case, this book will be even more useful to you. It will make you more aware of everything going on around you and how you can make the most of it.

Making sense of it

Now, I should say at this point, that I am a fully registered hypnotherapist and NLP (neuro linguistic programming) trainer, and part of what I just did with you above is commonly used in hypnosis and NLP.

It's a way of controlling the general direction of someone's thought processes by utilizing their own senses. It's how we encode our experiences in this world. There is nothing more powerful than your senses: seeing, hearing, feeling, smelling and tasting.

Or, as they prefer to call it in NLP: VAKOG – visual, auditory, kinaesthetic, olfactory, gustatory.

VAKOG is a way of breaking down a person's thinking into the five senses, based on the verbal language you hear them use. In essence, the idea is that what you hear a person say, tells you what sense they are using to process the thinking behind it, whether it's visual, auditory, kinaesthetic, olfactory or gustatory. Or if you prefer see, hear, touch, smell and taste (SHTST makes about as much sense as VAKOG!).

If you think about a holiday you've been on when you were sitting by the pool sipping your favourite drink, then you will most likely have pictures of part or all of the scene come up in your head. In this instance you are using your visual memory.

How it works

Listen to any conversation and within every two or three sentences you will hear words that use one of the senses.

Visual

‘See what I mean?’

‘What’s your perspective?’

‘Can you see it from my point of view?’

‘I’m a big picture person, I’ve got a vision for this company and the outlook is good.’

Auditory

‘How does that sound to you?’

‘Do you like what you’re hearing?’

‘I hear what you’re saying.’

‘We’re singing from same song sheet and in tune as a team.’

Kinaesthetic

‘OK so how do you feel about that?’

‘Can we just touch on how we handle this problem better in the future?’

‘We need to strike and balance or it will just be too painful.’

‘It makes me feel numb at the thought of it’


Exercise

The next time you speak to someone, listen to what sense is being used. Which sense do they relate to most often? Once you have that information, simply feed all your information back to them using the same sense. For example:


	Client: ‘We see ourselves as growing fast over the next two years.’

	You: ‘That's great. Can you paint me a picture of where you see yourself going?’

	Manager: I'm hearing good things about your new project.’

	You: ‘Good. All the feedback so far is sounding very positive.’

	Union Rep: ‘The Union feels that the new shift schedule is unworkable.’

	You: ‘Well that leaves me numb. Tell more about why they feel that way?’



It's a very simple system really. You just listen to the words being used. All very interesting, but how does this fit in with body language. As I said, there’s a body language component to representational systems as well.



Visual


	Visual people tend to breathe with just the top of their lungs so their breaths are short. Just watch the chest or notice how long they take between talking and breathing.

	They also have a tendency to keep their body and head straight and upright, leaning in towards other people. They remember in pictures or videos they can see in their heads.

	They are usually very organized, ordered and tidy.

	They are most often of thin or slim build.

	It's how things look that is important to visual people.



Auditory


	Auditory people have a tendency to breathe lower down in the middle of their chest.

	They'll move their eyes sideways when thinking about things and you'll often see them either using their lips while they talk internally or just plain talk to themselves out loud.

	They remember things by repeating them verbally in sequences.

	They are often interested in music and very talkative. They love chatting on the phone rather than email.

	What others say about them is important.



Kinaesthetic


	Kinaesthetic people breathe way down using their diaphragm so you see their belly move up and down with the chest. Their breathing is longer and slower and consequently their speech is slower, as are their general body movements.

	They prefer to remember by acting things out in their minds or even physically.

	It is how others feel about them that is important to them.




Using VAKOG

Representational systems can be a useful tool for learning about different types of people, but don't be fooled into thinking that everyone fits a profile or sticks to just one sense.

They don't. It constantly shifts from one to the other and back again then to a different one. Some people just cannot be pigeonholed.

However, most people do have a dominant representational system followed by a secondary one and will switch from one to another. Just listen carefully and go with the two most commonly used senses or, alternatively, be flexible and mirror back without trying to uncover a predominant system:


	Client: ‘We see our company moving into … sector.’

	You: ‘Do you see it as a big market?’

	Client: ‘We feel it has mass potential.’

	You: ‘Can you flesh that out a little more?’

	Client: ‘Well, we heard that … is pulling out of that sector.’

	You: ‘Well that sounds good. Tell me more.’





The other two, olfactory and gustatory aren't that useful because most people don't process information through their noses or tongues. You do hear people talk using those senses, however.


	Olfactory: ‘Everything you've told me stinks of bullshit!’

	Gustatory: ‘I can just taste the money already!’



VAKOG is just one area of NLP. If what you've read has sparked a feeling of interest and it sounds like a good idea to learn more, go delve deeper into this touching area of human behaviour research and see where it takes you. How does that sound? As with all other areas I will be covering, please don't try to run before you can walk. Practise with friends, family, good work colleagues – and complete strangers.

When I say complete strangers I don't mean just go up to people on the street. I mean people you meet in a bar, in the queue for a bus, or a waiting room. Use the chance encounters that happen all the time.

It's also important to bear in mind that we actually have many more than five senses. Some are subdivisions of the main five, but there are others that are completely separate. We have a sense of balance, pressure, hot, cold, pain, hunger, movement, location, direction, proximity. One study I looked at in the New Scientist showed some 21 senses or more. All of them come into play when it comes to body language because we not only encode our experiences through these senses, we also have an effect on others with those same senses.

If you fart loudly in a crowded lift, do you think that it will have an effect on the other people in there with you? Of course it will, because apart from not being an acceptable thing to do in company, especially stuck in a lift, your mind is programmed to associate the noise with a smell that is generally unpleasant.

Your brain makes associations based on your previous experiences or programming and this affects your observation skills as well.

Observation Skills

If you're with me so far, you'll understand that the way you were brought up, the way you've lived your life and all your experiences to date, determine how you observe the world and people around you.

People who've grown up in a safe, secure and happy environment are generally more trusting and less suspicious of others, while those who've had a tough childhood are often less trusting and more fearful. This tends to make them more observant and more aware of things that might hurt them.

Your observation skills are affected by many things, from your moods, thoughts and attitudes to your life experiences.

If you trust someone implicitly, you don't even look for suspicious behaviour. On the other hand, if you really don't trust someone you will be on the lookout for anything that will prove your suspicions to be correct.

Sometimes you'll form an instant like or dislike for someone you've only just met, and stick with your opinion even if other information contradicts it.

If a friend talks about another friend you've never met, by the time you do you'll already have heard little snippets and stories about them, influencing your judgement and causing you to look for supporting evidence.

We actively look for supporting evidence to prop up our opinions and ignore just about everything that doesn't fit with them. But your brain can only be truly observant when it judges people, situations and circumstances with little or no preconceived ideas. If you've already been influenced, you can't look at things with an open mind.

Left and Right Brain

The different sides of the brain process information differently. The brain is split into two hemispheres, one on the left side controlling the right side of the body, one on the right controlling the left. The connecting bit in between is called the corpus callosum, and it allows the two sides to communicate faster than the fastest broadband. Each side processes different sorts of information. They act together and independently at the same time.

In 1981 Dr Roger Sperry, a Noble prize winner, had a patient suffering from uncontrollable seizures. He removed a small section of the corpus callosum and later, when testing the patient, he could isolate one side of the brain and body from the other.

In one test, the patient was given an object to look at or feel whilst one side of their brain was isolated, meaning that the information the brain was receiving was incomplete. The result was an astonishing demonstration of how the two sides of the brain differ in their roles.

Results showed that the left brain could identify what the object was, a pen for instance, but not what you did with it. The right brain on the other hand knew exactly what to do with the object but not what it was.

This was the first time it had been clearly demonstrated that the two sides of the brain process information differently.

There have been lots of studies on left and right brain function and they all pretty much come to the same conclusions. Here's a brief list of what each is responsible for.




	Left brain
	
	Right brain





	Logical/analytical
	[image: c02g001]

	Emotional/feeling



	Language/words
	Symbolic/visual



	Linear/ordered
	Abstract/big picture




So what's all this got to do with body language? As you'll see later, when we cover ‘eye accessing cues', understanding that we interpret different information in separate sides of the brain can give you an additional level of insight into the mind of the person you're dealing with. If you've mastered body language, you can literally see how someone is thinking.

In a lot of business environments more emphasis is put on left-brain, logical, analytical, ordered, reasoning functions, than it is on the creative, intuitive, abstract right brain. This is not really surprising. It follows most people's school experiences where we are taught to prioritize maths, English, history, physics, biology and chemistry, over sport, music, drama and art. Really only a fraction of our time in education is dedicated to right-brain activities.

Even if you were once creative, as with most pre-school children, by the time you're aged around 7 years old your creativity will have been stifled by the left brain dominated world of education. After that, it drops off significantly.

Studies have shown that by that age, less than 10% of children are still highly creative and this drops to just 2% of the overall population by the time we're adults.

This is at least part of the reason why in business we tend to forget the human side and concentrate on facts, figures and deadlines.

Because business is so institutionalized, it's easy to forget that you're dealing with other human beings, who respond better if you become better at understanding them and their emotional states. Appealing to both the logical left brain and the emotional, free thinking right is a powerful skill.

Conscious and Unconscious

Earlier I mentioned that we do some things on purpose and are in full conscious control, while other times we do things and we're completely unconscious and oblivious to them.

Knowing what's conscious and unconscious will help you immensely in decoding signals. That's the key to this section. Anything that is unconscious means it is happening without interference by the conscious mind. The mind can only react and respond instinctively in these situations. Conscious things on the other hand, like a presentation or meeting, can be pre-planned. In these situations, you can dictate exactly where you want to sit or stand, what you wear and what you want around yourself to create the best impact and impression.

These things are used all the time in business to create a brand image, so be warned. Consciously we can be quite easily fooled, unconsciously we cannot.

So what are the unconscious things we do?

Blinking, blushing, sweating, self-touching, scratching, pupil dilation and constriction, muscle tone, micro and macro facial expressions, shoulder shrugs, eyebrow movements, breathing and numerous other things – not forgetting picking your nose in the car!

Each of these areas will be covered in context later in the book (well maybe I'll miss out the picking your nose bit) to give you a fuller understanding of just how unconscious behaviour operates.

Basically most of what we do is a habit pattern learned over years and years. We feel comfortable with our habits. They are the unconscious actions that dictate what you do with your body, day in and day out. It starts first thing in the morning when you wake up and continues throughout your day, unless something makes you change it.

Here's a typical habit pattern for most people.


	Alarm goes off

	Go to bathroom

	Make tea/coffee/breakfast

	Back to bathroom for shower/bath

	Dry off

	Get dressed

	Head off to work.



That might not be your exact morning sequence but it'll be along similar lines. It's an unconscious habit pattern. Within those headline actions, each has its own set of habits that you've developed to make your life easier.

When the alarm goes off, you either snooze or you get up straight away. Chances are you do the same thing every working day with maybe a change at the weekend.

When you make tea/coffee/breakfast, you'll probably have the same drink every morning, unless you've run out, and then you change and have whatever is left or nothing. You're either one of those who waits for the kettle to boil or does other things while it's boiling. Still an unconscious habit if you do it the same every day.

Your shower or bath ritual probably follows the same pattern every time with the odd change here and there, and you'll more than likely dry yourself in the same sequence every time too.

When you get dressed, nine times out of ten, you put your left/right leg or arm into your clothing first and you probably don't even realize it.

If you want to see just how ingrained your set of habits is, tomorrow morning be very aware of the order you do things and notice how your body tells you what is normal. Then just try to do the opposite. I guarantee that within 30 minutes you'll have driven yourself nuts and you'll be desperate to slip back into the old, easy, unconscious habits.

The point that I'm making here is that it's not just your morning ritual that has these habit patterns. You have them in every area of your daily life, you just don't realize it. In fact, most of what you do with your body every day is 95% the same.

With your emotions, if you're feeling happy, you'll have a pattern of happiness signals. If you're feeling sad, you'll have a set of sadness signals. The same can be said for all the emotions, attitudes and feelings you express through your body. They all have a set of movements, signals and gestures that are pretty much identical from one day to the next.

This is neither good nor bad, it just means you have a set of signals that anyone can observe and decode about how you are feeling at any point throughout the day. And, likewise, you can tune into other people's unconscious body language.

You know on a Monday morning how people's weekends have gone – and you don't need to hear what they're saying to pick up on whether they've been good or not. Some body language is very clear and universal. Some is more unique to them, based on their unconscious habits. You have to start consciously noticing it all, and that starts with the patterns in people's behaviour that tell you how they're feeling.

Summary

This chapter has shown you that your body language is based on the feedback your brain receives from both internal and external stimuli. That feedback is based on your senses and how your brain perceives a situation, which in turn comes from your own observational skills.

Then there is the role the two hemispheres of your brain play in being able to determine certain information and how you are influenced in your day-to-day decision making by both your conscious thoughts and the unconscious sensory perceptions.

But it doesn't stop with the physical body movements, signals and gestures, it's much bigger than that, as you're about to find out.





End of sample




    To search for additional titles please go to 

    
    http://search.overdrive.com.   


OEBPS/images/c04g026.jpg





OEBPS/images/c04g025.jpg





OEBPS/images/c04g028.jpg





OEBPS/images/c04g027.jpg
V.4





OEBPS/images/c04g022.jpg
‘ij' . L





OEBPS/images/c05g001.jpg





OEBPS/images/c05g0001.jpg





OEBPS/images/c05g002.jpg





OEBPS/images/c04g015.jpg





OEBPS/images/cover.jpg
‘If you want to know why people don't take you seriously, how to tell
if someone’s lying, or just how to improve the way you interact and
communicate with others...start reaciing!”

Vs T Godrs

Body
an

I’s What You Don’t Say That Matters

e

Robert Phipps

TV’s number one body language expert






OEBPS/images/c04g014.jpg





OEBPS/images/c08g001.jpg





OEBPS/images/c08g004.jpg





OEBPS/images/c08g003.jpg





OEBPS/images/c04g013a.jpg
Orbiculars Ocul

Iygomatic






OEBPS/images/title_page.jpg
BODY LANGUAGE

It’s What You Don't Say
That Matters

Robert Phipps

capsTone





OEBPS/images/c03g003.jpg
148





OEBPS/images/c04g0001.jpg
?Jr“

T
1P G
A 5P,

e





OEBPS/images/c06g001.jpg





OEBPS/images/c03g001.jpg
ge 0

\






OEBPS/images/c06g004.jpg





OEBPS/images/c06g003.jpg





OEBPS/images/c05g014.jpg





OEBPS/images/c04g0002.jpg
969
¢





OEBPS/images/c05g017.jpg





OEBPS/images/c07g001.jpg
298





OEBPS/images/c07g003.jpg





OEBPS/images/c07g002.jpg
VC Vot comtrction VR Vel
AC Moy comimited MR Auoryemembered
o et 0 Aviearydolog






OEBPS/images/c01g001.jpg





OEBPS/images/c02g001.jpg





OEBPS/images/baboutg001.jpg





OEBPS/images/c05g008.jpg





OEBPS/images/c05g010.jpg





OEBPS/images/c05g009.jpg





OEBPS/images/c05g004.jpg





OEBPS/images/c05g003.jpg





OEBPS/images/c05g005.jpg





OEBPS/images/c05g011.jpg





OEBPS/images/c05g013.jpg





