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Have you ever noticed how some people are more successful than others are? They may have the same background as you, they may hold the same or similar position as you, have the same or similar responsibilities as you and yet, they may be much more successful than you are. They get promoted easier and people like them better. During meetings, everybody listens to them and laughs at their jokes. Have you ever wondered why that is so?

Very often, in our personal and professional life, we cannot achieve everything with words, but complement them, emphasize one or the other, or convey our emotions, thoughts, and feelings more successfully through gestures, gazes, smiles, various facial expressions, and body positions. That is, we use the language of our body to complement our verbal interaction or we use it alone. In today's fast-paced world where we have no patience and time, body language can be of great benefit to us. This is even more true in a business environment where time is money. The production of information, its processing, sending, receiving and reading, as well as its comprehension, are crucial for the outcome of a given negotiation, and it is up to these to help us sign a transaction, hence profiting both parties.

It is true that body language and non-verbal communication are constantly growing in importance both in business communication and in people's daily lives. Unfortunately, even in the information society of today, there are quite a few instances of incompetence in relation to this non-verbal language and its various manifestations. However, eventually, through training or through experience, managers, entrepreneurs, and people themselves realize the importance of a gesture, the power of a smile, the impact of a body posture. Non-verbal communication channels can become one of the most effective tools to convey your emotions and attitudes. Intuitively or not, people perceive and recognize most signs and respond to them in the same non-verbal way, and those of you who have decided to refine your skills in this area can use them to achieve your goals - professional and personal.

This is where this book comes – to assist you, to make you see and realize how you can become more successful using the tools at your disposal.

The book in front of you is a practical guide that came as a result of the struggle of a shy person, still locked somewhere deep, to “radiate” confidence. If you think you can give more to your job or to your personal life than you are able to do now, then wait no more. Take hold of your life and master yourself! Learn how to control something you never deemed possible! Read on and build, systematically, your new self! There is no better time than today to turn the next blank page and start writing your own future. You can do it! It is up to you! I am just here to give you a little push and guidance.
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Body Language – A New Language To Learn
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Millions of years of evolution and human development and it is as if humans only started paying attention to non-verbal communication yesterday. Body language was used by prehistoric people to convey messages and communicate with each other. However, it was not until the 19th century when this issue became a subject of research and analysis. In 1897, Charles Darwin published his book “The Expression of the Emotions of Men and Animals” [4], which is regarded as the first significant piece of research on that matter. Darwin makes a conclusion that “the young and the old of widely different races, both with men and animals, express the same state of mind by the same movements.” [4]

In practical terms, this means that we all have inherent traits and responses to situations and we exude the same reactions. Knowing how recognizable your gesture is, you can learn how to control your reactions in front of people. Let us look at the following situation. One of the most recognizable gestures in the world that means insecurity is folded arms or the so-called “self-hugging”. Close your eyes and imagine yourself sitting in a café opposite a person you are attracted to. It is the first date and you don’t feel entirely comfortable. The easiest and most comforting thing to do is to “hug yourself”. However, this inherent and typical gesture has an immediate verbal translation into, “I feel nervous” or “Something is bothering me”. The other side will take it as a negative message and, in turn, may begin exuding negativity. The same applies to putting your hands in your pockets or just under the table. What can you do? Despite your nervousness, try to keep your hands on the table, holding your glass or cup. Of course, without sipping anxiously every other minute. Try to relax and concentrate on the conversation or try to read the other person’s behavior and analyze it. This way your brain will be busy with something else rather than worrying.

The same applies to business. Allan Pease, the world-renowned specialist in body language, says that the key to a successful business transaction lies in openness. This means that your arms should not be folded. Your counterparty will take this as unwillingness to take part in the conversation and, as an extension, in the business deal you are discussing. He also offers a solution to such a(n), often involuntary, reaction. Hold a pen or pencil, or even a notebook in front of you. This way, your hands are busy with the objects before you and you show more openness towards the discussion. [13]

Another well-known scientist, Albert Mehrabian, also points out the importance of non-verbal communication and body language. What he created is the so-called 7-38-55 rule, i.e. 7% is verbal (words only), 38% is vocal (tone of voice, intonation, etc.) and 55% of our message is non-verbal (mimicry, gestures, posture). [7] As you can see, the greater part of our communication is non-verbal, which does not include the spoken language. This means that even if we do not speak the language of our counterpart, we, if trained well, can recognize and correctly put what they are saying in context.

Let us take the following example. Imagine a situation where you have to negotiate a business deal with a counterpart you do not particularly like. In addition, the arguments he uses to negotiate towards an end he/she feels comfortable with, which is not part of your agenda, are making you feel anxious and tense. Of course, you do not want your counterpart to notice that. There are two scenarios of how this situation could unfold. One includes you smiling and nodding in agreement while at the same time folding your arms, sitting with a tense pose, or raising your voice. This will immediately show that you actually don’t like the idea of signing such a deal with this particular person. It may also be taken as mixed signals and ruin the opportunities for doing business with that particular company.

The second scenario, in which you are capable of controlling your emotions and gestures, will present you as a calm and together person. Your body position will be relaxed, your face composed and your tone – even. This way you will exude professionalism and the person opposite you will not be entirely sure what your agenda is. This is something you can practice at home in front of a mirror. During the negotiation, you have to listen actively. This way you will concentrate on what is being said and not on what you are going to say, thus the nervousness or anxiousness will not be an issue.

Let us now look at the two types of communication when it comes to body language and why it is very important to distinguish between these two – “open” and “closed”. The open way of communication encourages interconnections while the closed one signals a protective mode and discourages any smooth communication. What you need to know is that during one conversation, be it personal- or business-related, one could go from one type to another depending on the situation and the other counterparts, the environment or the direction the negotiation takes.

It is always best to practice an open type of communication. In this way, you will be able to not only create a positive atmosphere but also affect the outcome of the meeting in a more positive way. How can you do this in practical terms? Please see below a table highlighting the differences between the open and closed type of communication with a few guidelines:

[image: image]

Your best strategy during negotiations (but it also applies to personal life) if you want to reach an outcome favorable to you, is to mirror the actions of the other person or to observe if and when your counterpart will start mirroring your actions. This is one of the best ways to build rapport.
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Why Body Language Matters To Get More Out Of Life
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Body language is one of the main ways we communicate with others and, according to the researchers mentioned above, it may be the most important one. Unlike the different languages we use, depending on the country where we were born or live, the non-verbal language is, more or less, universal. Humans master it at an early age and it is similar in humans and animals.

There are people who use more gestures than others do, but this depends on their mental state and psychological characteristics. They are often subconsciously formed and are more connected to the functions of the cerebral cortex than to any acquired skill [18]. No matter how many and what type of gestures one uses, they are one of the ways we communicate with others.

Body language is one of the most powerful means of communication and if we manage to master it, to “tame the beast” so to say, then we can become very successful in both our professional and personal life.

What are the most common types of body language we use in our daily lives? These are nodding, hands/arms positions and smile.

Nodding

Nodding is usually a sign of agreement almost anywhere in the world. Studies show that people who nod often are more patient and express more encouragement. That is, if you listen intently to your counterpart and nod your head regularly during a business meeting, this will make them speak more because they accept this as your way to agree with them
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