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What's a Body to Say?

Body Language is an arcane subject that
intrigues everyone. We are all experts in its
interpretation to various extents. Still, we generally
focus only on the messages we are being sent while

disregarding the messages we send to others. The

mastery of Body Language interpretation and control
of our own leads to greater success in business Robert Menard, CPP
negotiation and interpersonal relationships. Aut hor of
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Communication Elements
(Figurative) ﬁ?
Body Language
»>Clusters
»>Congruity
»>Consistency
> Culture
Open Mind
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Communication is an extremely
complex study. Just take reading for
example. The slide at the right gives you an
example. But at least it has words. Body

Language is far more complex.

In jewelry, the 4 C’s are Carat, Cut,
Clarity, and Color. In Body Language, the
4 C’s have different meaning.

Clusters refers to gestures coming in
groups to have meaning. Congruity relates
to the situation, Consistency is between
verbal and body languages, and Culture

refers to nationality and gender.

We will examine seven of the most
popular clusters. In order to be interpreted
as having meaning, several gestures of a

cluster must be exhibited before one can

correctly infer a message
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incisive, humorous, and universally applicable

negotiation gem. Most negotiation books only consider
the sales side of the equation. Selling is only one pari of
business - and not the more profitable part! Other works have
painted negotiation in esoteric, academic or legal colors.
Menard's refreshing approach serves up a feast to an eager

B ob Menard's You're the Buyer - You Negotiate It! is an

market hungry to capitalize on the buyer's profit center w
potential - even if that profit center is a houschold budget.
Afier all, everyone is a buyer. of tepntintion—
sales v only f
H Half the seory! \
Tbrio of egotiation prncples B0 Menard has
e P o7 done for negotiation !
OVEr a Iramework o ]J]'i\"(!l‘ll What Zig Ziglal* I‘IaS : )
e done for sales!” rt Menard L
real life examples illustrate, |a
punctuate, and reinforce the —Rex Fithian, |
] 14
Br g' www.RobertMenard.com www.YouNegotiateIt.com
~ 7% Sell for a dollar, earn a dime - Save the same dollar, earn ten dimes
MEMRER © Robert A. Menard II 2006, all rights reserved

A The Voice of the Customer

MATIONAL SPEAKERS ASSOCIATION



