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What’'s a Body to Say?

Body Language intrigues us. We usually focus on the
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signals of others, disregarding the messages we

transmit to them. (Hmmm)
Do these questions ever cross your mnind?
How do you know if he is lying to ne?

What are her gestures saying?

Am | tipping ny hand with ny body? Robert Menard, CPP

Is nore than half the meaning is really Aut hor of

transmtted non-verbal ly?

. You' re the Buyer -
How can | “neutralize” gestures? y

You Negotiate It!

How can | |earn nore about Body Language in

negoti ati ons?

Educational Takeaways

Communication is a complex study. Reading | o

and writing at least have printed words. The Body Language Clusters

4 C’s are the essentials of Body Language. [y =
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They are Clusters, Congruity, Consistency, «~Defensiveness —- :

and Culture. “Boredom/Impatience N
o +Evaluation SR R

» Clusters refers to gestures coming in +Suspicion /Secretiv;n .

groups to have meaning +Confidence/Contral.

» Congruity relates to the situation <Anticipation

» Consistency is between verbal and body
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languages

» 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. You’ll be amazed!

The session will include generous audience participation and culminate in a live

demonstration of .Body Language skills

Bngi’ﬂe www.RobertMenard.com www.YouNegotiateIt.com

Wik www.american-purchasing.com
Sell for a dollar, earn a dime - Save the same dollar, earn ten dimes

© Robert Menard II 1985-2007, all rights reserved
A The Voice of the Customer

MATIONAL SPEAKERS ASSOCIATION



