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ONE

BODY LANGUAGE BASICS
“A man is not good or bad for one action.”
—Thomas Fulle

My friends love it when we walk into aroom of strangersand | check out anyone within sight. When | look
at aperson for thefirst time, | silently takeit all in: how she moves, how she stands, the tone of her voice, al
the micro (as well as macro) expressions and gestures that she doesn’t even realize she makes but that speak
so loudly to me. | know that is the fastest way to see what someone is all about. Of course, that usually works
until the group finds out what | do for aliving, and then everyone pretty much freezes.

Before we dive into verbal communication, I’d like to give you a quick overview of some important body-
language tools.

Studies have found that in certain settings as much as 93 percent of our communication is honverbal. Paul
Ekman and his colleagues have determined that forty-three finely tuned muscles in the human face can be
combined and reorganized into ten thousand possible combinations of expressions. In asingle interaction,
approximately one thousand nonverbal factors help convey your message.

Y our brain’s communication system changes with every nonverbal interaction, providing the information
you need to know about another person before he so much as speaks.

Body language is the core of who we demonstrate ourselves to be. Y ou can typically tell the mail-room clerk
from the CEO, even if both wear suits. When they are at work, regardless of their attire, they each present
differently.

No matter what, there are times when everyoneis intimidated. Frequently that intimidation is based on your
perception of who you are in a given situation. Y ears ago while doing a show, | met a gentleman who was



well known within his circle of peers. | asked if we could take a picture together, which is something | rarely
do. | heard my own apprehension as soon as the words started, and he either consciously or unconsciously
picked up on those cues of insecurity, and—wham!—what a shift in his interaction with me. | automatically
gave away my power and with that my alpha position. We went from equals—two individuals who were
guestson a TV show—to superior and inferior. (Guess which one | was?) | actually watched the entire scene
unfold and was helpless to regain my statusin the brief time that | had. What a lesson that was.

| had a speaking engagement at alarge hotel recently. Asis my habit, | got up early that morning to go into
the area | would be speaking in and “own the room.” As| walked to the meeting area, | noticed one of the
hotel staff members just ahead of me.

“Good morning,” | said.
“Good morning,” he replied with abig smile. Then he looked down.

That one movement told me so much about him and his position in that hotel. Maybe in a bar he would have
acted in an entirely different manner. But in situational body |anguage context, he knew that | was the paying
customer and he was the paid staff.

When | walk down the corridors of Fox News, I’ m loving it—confidence all the way. If | were to encounter
someone | really admired and was intimidated by—gulp—I’ d probably instinctively look down too.

BASELINE FIRST

In order to understand someone’ s nonverbal signals, you need to baseline that person. Thisisalso called
norming. Everything from the handshake to the way someone stands reveals who heis. A handshake can tell
you if someone is dominant or submissive. Baselining will also tell you if someone isright-brained or |eft-
brained, extroverted or introverted— great information to have. You'll also be able to tell if thisis the type of
person who wants just the facts and only the facts, or a person who deals with information based on instinct.
In later chapters, you'll learn how to read stance, gestures, and facial expressions. Y ou' [l understand the
language of the eyes.

Note the person’s normal eye position when he is speaking and remembering. Watch where the eyes go
while the person is speaking, and then during a nonthreatening conversation casually ask a question that will
make the subject try to remember something visual and factual. Watch his face as he answers. Does he ook
up left or right, side left or right, or down left or right?

“Do you remember that crazy HR file clerk who worked here a couple of years ago? Y ou know, the one who
was caught on camera going through everybody’s fles. What was his name?’ Continue asking similar
guestions until you see a pattern of eye movements from your subject. “What year did he work here,
anyway?’ That incorporates a name and a number. Where is the person looking to retrieve thisinformation?
“Didn’t he date someone from corporate finance?’

Soon you' |l be aware of how this person recalls facts. Then when you want the truth about something (“Did
you call Jane Brown when | asked you to last week?"), just ask. If he has been consistently looking up to the
left when recalling facts, he will probably look up to the right when fabricating a false story, because he must
access a different part of the brain to construct alie than he would to recall actual details.

Although body language is often context driven, it can tell alot about a person and how he feels about
himself. What comes first, charisma or confidence? Whether it's the CEO walking into a meeting, the
teacher entering the classroom, the girl entering the bar, or the sales rep stepping into the doctor’ s office,



everyone is unconsciously (or consciously) telegraphing a message to everyone else. That message says,
“Thisiswho | am.” Thisistrue both in the crucial first seconds of meeting and throughout the entire
relationship.

Using and understanding body language benefits the person who has mastered the movements of dominance
and confidence. Confidence breeds charisma, which leads to the perception that you are a success. A lack of
confdence can lead to a negative aura, which can cost jobs, money, and social infuence.

Closed body language literally closes you off. If you are having a bad day or feeling off, change your
physiology. When you change position, you can literally change your outlook. Y our brain chemistry gets
shifted, and you might fnd that you feel better. Pick your head up, put your shoulders back, smile, open up
your arms and legs, and stretch. Our emotional state is usually reflected in our position. Allow your state to
be transformed as you stretch and change your physical self. Go ahead, right now, take a second and stretch
your neck, your shoulders, and your torso. Do a big morning stretch. No matter how good (or bad) you are
currently feeling, | bet you'll feel better.

This can be done with others, aswell. In fact, two news anchors at alocal station share an on-air morning
stretch every day around seven-thirty. She stands, yawns, and stretches. He stands, yawns, and stretches. The
camera sweeps through the studio, and al of the staff membersin view are doing the same thing.

When you find you are confronted with an individual who just won't budge on his position, change his
physiology. Since we now know that a person who is emotionally closed off to an ideawill usually close off
physically aswell, if we get him to unlock his body, we have an opportunity to unlock his mind. The phrase
“Try to seeit from my side” isavisua of thisand meansalot. Get your target to physically moveto a
different angle or into a different position so that he can see a new perspective.

One of the physical signs of anxiety is breathing. If a person is feeling anxious and trying to hide it by
masking hisfacial expressions, watch his breathing. Typically, someone who is upset or highly frustrated
will take shallow breaths. Look for an occasional deep breath, which signals the person’sneed to pull in a
large amount of oxygen in an effort to calm the nerves.

Body language also benefits those who have mastered the verbal aspect of persuasion. By simply changing
position, moving closer, smiling, and nodding at key moments (and afew other techniques you'll learn about
later), you are able to influence situations, get the girl or guy, make the sale, close the deal, or win over the
discussion.

At al times, you need to be demonstrating confidence via good posture, subtle touch, open, smiling
expressions, appropriate spatial awareness, cooperation via open arms and forward stance, and reassurance
by way of smiles and pats on the back. And, of course, the golden nugget is to make sure that you are aways
listening to what others say as well as what they don't say.

Often, people will use seemingly innocuous movements that they do not realize are perceived as negative by
others. In general, any display of insecurity, anger, hostility, contempt, or boredom is considerably
dangerous to socia dynamics and business.

Poor body language is the nonverbal equivalent of throwing in the towel, and it signals defeat. Unfortunately,
it does not take long before these nonverbal cues begin to dictate your moods, leading to a self- perpetuating
cycle of frequent bouts of low energy, gloom, and diminished confidence.

Asyou can see, understanding body language is more than just figuring out facial expressions. Although the
face is often what we notice first, amajor source of outflow comes from the lower half of the body. The legs



and feet can tell you agreat deal about someone. For example, when speaking to another person, look to his
feet to see the direction in which they are pointed. Are they pointed toward you? Then you are probably
holding hisinterest. Are they pointed toward the door? If so, this person you are trying to impress is probably
not that impressed and wants to be el sewhere.

Most of the judgments you make about another person take place within seconds. If what you see and hear
makes a positive impression in your subconscious, the person is going to have to do something pretty awful
to change your thinking. If you doubt me, remember the first time you fell in love, bought something on
impulse, or voted for someone based on appearance alone.

THE HARDING EFFECT

Many people did vote based on appearance back in the early 1920s. Warren Harding was our twenty-ninth
president. With his chiseled features, booming voice, and piercing eyes, he appeared to have everything
going for him. He was the first sitting senator to be elected president, and one of threeto do so. (The other
two are John F. Kennedy and Barack Obama.)

Some, most notably Malcolm Gladwell, author of Blink, have suggested that Harding' s political success was
based on his appearance. That is, that he looked like a president. Gladwell calls that process by which we
judge people by their appearance the Warren Harding Error.3 We judge by appearance, and we judge
quickly. A part of our brain called the ventromedial prefrontal cortex isin charge of these snap decisions,
and it can sometimes be wrong. Large stature: strong. Small stature: weak. Deep voice: in control. High
voice: untrustworthy. Isit fair? Absolutely not. Isit true? Absolutely.

By his sheer commanding presence, Harding bypassed everyone’ s good judgment. After his sudden death
two years into the presidency, his corruption and marital affairs cameto light, and he didn’t look like such
the perfect leader after all.

The Harding Effect says basically that just because your brain is capable of processing rapidly doesn’t mean
it isalways right. Most of us have met people who looked perfect on the outside and failed to live up to
expectations once we got to know them.

On the other hand, you might want to borrow alittle of the Harding magic for yourself. Y ou can’'t make
yourself taller, but you can sguare your shoulders and stand straighter. Y ou can refrain from conveying
insecurity by not touching your face, biting your lips, or picking your nails.

Y ou can develop a personathat radiates power, charisma, and magnetism. Just stay away from the corruption
and the extramarital affairs and you'll be ableto live up to that magic you create for yourself.

THE FIRST FOUR MINUTES

Have you thought about what you convey in those frst seconds? Do you project warmth and confidence,
which inturn is spread to the other person? Do you walk with a purpose? Do you smile and initiate the
handshake?

After that initial handshake, monitor the space your target needs. Is she leaning in closer to hear you? Allow
it to happen. Are you standing too close? If so, you should subtly step back alittle from the other person’s
zone. Maintain excellent posture (no slouching), regardless of whether you are sitting or standing, and keep
your feet pointed at the person and not the door. Y our hands should be at your sides, not crossed in front of
you like abarrier. After the first few seconds, that person has an impression of you. After the first three or
four minutes, she has her baseline of you. And if you did all of the above, you are now ready for some verbal



magic.

Users Review
From reader reviews:
Richard M cCain:

Book isto be different for each and every grade. Book for children right up until adult are different content.
Asyou may know that book is very important for people. The book The Y es Factor: Get What Y ou Want.
Say What Y ou Mean. had been making you to know about other expertise and of course you can take more
information. It is rather advantages for you. The publication The Y es Factor: Get What Y ou Want. Say What
You Mean. is not only giving you more new information but aso to be your friend when you really feel
bored. Y ou can spend your personal spend time to read your reserve. Try to make relationship with the book
The Yes Factor: Get What Y ou Want. Say What Y ou Mean.. Y ou never experience lose out for everything
when you read some books.

Mary Parker:

Reading can called brain hangout, why? Because when you find yourself reading a book specifically book
entitled The Y es Factor: Get What Y ou Want. Say What Y ou Mean. your head will drift away trough every
dimension, wandering in most aspect that maybe unfamiliar for but surely can become your mind friends.
Imaging each word written in a reserve then become one contact form conclusion and explanation that
maybe you never get ahead of. The The Y es Factor: Get What Y ou Want. Say What Y ou Mean. giving you
yet another experience more than blown away the mind but also giving you useful information for your
better life with this era. So now let us demonstrate the relaxing pattern is your body and mind are going to be
pleased when you are finished studying it, like winning a casino game. Do you want to try this extraordinary
paying spare time activity?

Elizabeth Talbot:

Aswe know that book isvital thing to add our knowledge for everything. By a publication we can know
everything we want. A book is arange of written, printed, illustrated as well as blank sheet. Every year
ended up being exactly added. Thisbook The Y es Factor: Get What Y ou Want. Say What Y ou Mean. was
filled with regards to science. Spend your free time to add your knowledge about your scientific disciplines
competence. Some people has diverse feel when they reading a new book. If you know how big benefit from
a book, you can experience enjoy to read a e-book. In the modern eralike right now, many ways to get book
that you wanted.

Dennis Carson:

Do you like reading a guide? Confuse to looking for your chosen book? Or your book had been rare? Why so
many issue for the book? But almost any people feel that they enjoy regarding reading. Some people likes
looking at, not only science book but novel and The Y es Factor: Get What Y ou Want. Say What Y ou Mean.
or others sources were given expertise for you. After you know how the truly great a book, you feel desireto



read more and more. Science reserve was created for teacher or perhaps students especially. Those guides are
helping them to increase their knowledge. In some other case, beside science reserve, any other book likes
The Yes Factor: Get What Y ou Want. Say What Y ou Mean. to make your spare time more colorful. Many
types of book like here.
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