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Part 1: The Core of 

Communication 

 

 
 

The Spark That Ignited Human Communication  
 
Human communication is the most important and most 
useful development of human civilization, bar none. Without 
human communication, absolutely nothing can be achieved.  
 
There would be no science, technology, arts or even 
religions. Nothing can be transmitted and retained if humans 
did not develop evolving sign systems that can be 
understood by large groups of people at one time. 
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In the beginning, humans devised signals that can be used 
by small groups as the first humans hunted for food. 
Humans are generally complex beings and they rarely 
ventured into the wild with no preconceived plan of action.  
 
Planning necessitated human communication, too. Slaying 
animals and eating their prey also necessitude signs and 

gestures so that everyone in the hunting party would be safe 
when feeding commences.  
 
As man learned increasingly complex tasks, his language 
also grew. Discoveries needed significations and easy 
signification was achieved through language.  Man also 
found more and more ways to reach more humans in a short 
period of time.  
 

In today‟s world, communication takes place in a split 
second and usually with a touch of a key. Human 
communication is being re-invented every single day by 
people who have devoted themselves to technology geared 
specifically to bring mobile communication to the largest 
number of people.  
 
And just because of our ability to communicate effectively, 
we have become the most dominant species in the planet. 

This is how important communication is.  
 
Can you imagine a world without communication? You would 
be hard-pressed to do anything if language and 
communication did not exist.  
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Because honestly, can you think of something that doesn‟t 
necessitate the use of even a simple gesture or sign? Can 
you think of an activity that doesn‟t make use of language 
and meaning?  
 
Of course not – because our civilization is de facto based on 

meaning and „meaning-giving‟. 
 
This book focuses primarily on body language and how you 
can harness body language so you can embody power, 
persuasion, credibility and confidence.  
 
If you have read the first book, you know for a fact that 
communication takes place on several levels and 60% to 
70% of what is being communicated is in fact transmitted 

through your expressions and gestures.  
 
If this part of the communication is empty or ineffective, you 
stand to lose ground with your audience. You wouldn‟t want 
this to happen, right?   
 
This book is also geared to help you develop a working 
vocabulary of non-verbal signals and gestures that will 
communicate only positive, powerful things to your 

audience.  
 
You will learn the signs and how to deliver the signs as well. 
Armed with this rare knowledge, you would be able to quell 
the number one confidence killer known to man – social 
anxiety.  
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Social anxiety is rooted in a person‟s inability to 
communicate to others effectively. This book will crush 
social anxiety because it will show you exactly how to 
convey what you think and feel to others easily and 
effectively.  
 
What is communication? Communication in itself should not 

be treated as a complex topic because it really isn‟t. If you 
are a spectator, you can literally break down the 
components of human communication to a few categories 
and segments.  
 
Human communication has stayed with us since time 
immemorial precisely because it can be learned easily and 
can be applied to a limitless number of situations. The act 
itself is not complicated – so why does it become complex 

when you want to master something like body language?  
 
The answer lies in how people use and receive ideas and 
thoughts through language. Human communication is never 
linear and unitary. It‟s easy to say “I am hungry” but the 
thoughts and ideas behind such a statement are complex. 
 
Before someone can respond to a statement like “I am 
hungry”, he must first the language itself and second, he 

must understand what hunger means to another person. The 
other person‟s response is also dictated by his ability to 
distinguish truth and falsity.  
 
Is the other person telling the truth or is he joking around? 
This is where the complexity of communication manifests. 
It‟s easy to communicate something but that doesn‟t mean 
that the entire process is simplistic.  
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At its very core, human communication is interested only in 
one thing: to convey something to another person (or a 
group of persons) for the purpose of producing a desired 
result or outcome. 
 
As you can see, it would be very difficult to separate ideas 

and emotions from human communication. It would also be 
difficult to separate intention from communication. 
Whenever we speak, there would always be nested 
intentions in our words, sounds and gestures.  
 
When a person speaks, he speaks with a purpose. He speaks 
with intention. He speaks because he wants something or he 
wants something to happen.  
 

But here‟s the catch: if things were that simple, people like 
me wouldn‟t have to write books like Unspoken Power. 
Because as much as we want people to communicate 
effectively every single day, the fact remains that the 
communicative cycle isn‟t that ideal.  
 
The communicative cycle is not direct and linear. People 
can‟t just say what they want and be understood one 
hundred percent. The communication cycle involves several 

phases:  
 

1. Encoding  
2. Medium  
3. Interpretation 

 
 
 
 



Unspoken Power Master Edition 

10 
 

And to add to this confusion, there is also noise that can 
distort the message itself. Distortion of the original message 
can occur even if the speaker was already excellent in the 
art of communication.  
 
Distortion can occur even if the receiver of the message was 
the keenest listener in the planet. When the message is 

finally transmitted through whatever medium chosen by the 
sender of the communication, distortion of the message can 
also occur during the interpretation phase.  
Distortion can occur in various ways:  
 

1. Specific ideas in the message can be generalized; 
emphasis is lost. 
 

2. Specific ideas in the message are not understood 

(deletion occurs) and the message is not understood in 
its entirety.  

 
3. The message itself is corrupted after transmission and 

the big idea is lost.  
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Bringing Out the Big Guns  

 
If you want to communicate yourself more effectively, your 
first task is to master the communication process itself.  
 
Since our goal is to persuade and eventually influence 
people so you would have little or no trouble expressing 

yourself to anyone, you need to be able to understand the 
machinery behind it.  
 
Being able to understand the communication process gives 
you access to your audience‟s mind. Like a master pilot of a 
fighter plane, you would be able to activate all of your 
communication weapons to ensure that everything that you 
want to convey reaches its target, one hundred percent.  
 

Now, let me ask you: how do you know something? This 
might come across as a strange question; however, we must 
solve this puzzle if we are to fully understand the workings 
of the human mind when it comes to receiving and 
transmitting thoughts and emotions.  
 
How do humans know that they already know something? 
The answer is quite simple: through the senses. The senses 
act as gateways that allow us to receive input from our 

surroundings and our senses also help us establish what is 
factual.  
 
The word fact itself comes from the Latin term which means 
“something that has been performed”. When something is a 
fact that means it has been done or established beforehand. 
And when something has already been done, you can 
become critical of what has been done.  
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By critical I don‟t mean negative criticism. In the context of 
language, being critical means being interested in what 
something could mean so that a person can make a decision 
based on what he has understood of the fact.  
 
If human communication occurs only on the verbal level, 
then we can probably disregard our other senses when 

listening or speaking to someone. But as you already know, 
human communication occurs on multiple levels. 
 
Therefore, when a person speaks to another person, he uses 
all of his senses to make sense of what is in front of him. He 
uses multiple senses to understand what is being 
communicated.  
 
The content of the message is important, but we are also 

interested in how the message was communicated to us 
(even if people say that they don‟t pay attention to such 
things).  
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Communication & Survival  

 
We communicate so often through face-to-face 
conversations, SMS, phone calls and email that we really 
don‟t pay much attention to the process anymore.  
 
For many people, communication is a given and constant, 

like taxes and death. Why pay close attention to it anyway? 
Well, if we would look closely at the history of mankind, we 
would see that the strongest groups are often the ones who 
could communicate the best.  
 
And as for smaller groups and societies that did not 
communicate well? Let‟s just say that they experienced a 
natural death.  
 

Communication is such a vital element of civilization that 
people actually spent a lot of time back in the day figuring 
out how humans can communicate efficiently across vast 
distances.  
 
With the birth of mass communication, it became possible to 
relay information across a wide territory and to the most 
number of people. Apart from radio and telephony, we have 
publishing to thank as well.  

 
Publishing was a boon to whole countries because people 
could easily find out what was happening around the country 
just by reading broadsheets and tabloids.  
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Of course, with the Internet, many of the old communication 
technologies became less and less popular but that doesn‟t 
mean that these old technologies have lost their usefulness.  
 
On the contrary – in the absence of the Internet, people 
usually rely on older technologies to be able to 
communicate. In the beginning, humans relied on young 

technologies so they would be able to adapt to what is 
already there (i.e. the environment).  
 
But now, we can proudly say that we are no longer 
preoccupied with always adapting to our surroundings.  
 
Nowadays, we are known for modifying what is natural to fit 
our needs. We have become masters of modification 
because we have surpassed the more primitive response of 

mere adaptation.  
 
Humans have also become the fittest species on this planet 
because we are able to communicate almost everything that 
we have learned so far to the succeeding generations.  
 
There is always continuity of knowledge and that is achieved 
through the various languages and sign systems that we 
devise ourselves.  

 
We can actually say that the human civilization has been this 
robust because we have become adept at communicating 
important ideas. Because we all know for a fact that survival 
is not just about reproduction.  
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We know that merely multiplying on the face on the planet 
will not help stave off destruction of a whole species. There 
has to be a large structure protecting the species itself and 
this complex structure becomes possible again, because we 
are able to communicate complex ideas to each other.  
 
And this is exactly what is happening now – through this 

book, you will be learning our civilization‟s extant body 
language code that has evolved for thousands of years. The 
body language code that is knowable today did not appear 
out of nowhere.  
 
It was actually passed down from generation to generation 
through our own culture. And it is in your interest to learn 
this code because the ones who are able to learn and use 
the body language code become better equipped to 

communicate, persuade and influence other people.  
 
Don‟t believe me? Try asking a financial expert about your 
stocks. If you are unaware of body language, you would 
become absolutely lost as this person tries to come up with 
an answer to your question.  
 
But if you are aware of the various nuances of body 
language, it would be easy to spot if you can trust the 

financial expert or not, by reading his body language. A 
person‟s body language is hard to fake and it is even harder 
to conceal something that is really floating in a person‟s 
mind already.  
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The body responds automatically to thoughts and emotions 
and words are really just thirty percent of the total message 
that the other person wants to convey (consciously or 
unconsciously).  
 
And here‟s another truth: experts in every field are usually 
aware of the „dance‟ or body language needed to convince 

other people. If an expert has been in a particular field for 
years, then he would have probably mastered the exact 
„dance‟ needed to convince a non-expert.  
 
If you don‟t know that people actually do this, well, let‟s just 
say that you will be easily impressed all the time. 
 
But if you are armed with the body language code, you don‟t 
even have to be an expert in what the other person is 

actually saying, because you become an expert in 
communication.  
 
You are able to see if the other person is withholding 
information or if the other person is trying to fool you into 
doing something that you shouldn‟t be doing. That‟s the true 
power of body language. It gives you more eyes to see and 
more ears to hear. And in this world of hyper competition 
and vested interests, isn‟t that something worth treasuring 

and keeping?  
 
Now let‟s talk about business, or rather, how the use of body 
language can help a business survive and thrive at the same 
time. We all know that it‟s hard to keep a business afloat, 
especially during tough economic times, like the recession.  
 
 
 



Unspoken Power Master Edition 

17 
 

If you are a partner or business owner, wouldn‟t you want 
something that can create value for your business? You 
might be wondering right now –how in the world can body 
language actually improve a business‟ value?  
 
Well, when you start using the right body language with 
your employees, partners, clients and customers, you can 

expect the following:  
 

1. Generally more positive results during meetings, 
conferences and negotiations.  
 

2. Improved valuation of your business  
 

3. Employees become more committed to your business 
and to the priorities that you have set forth for your 

business  
 

4. There will be an increase in your employees‟ 
involvement with the business (because you won‟t be 
alienating or putting down anyone with proper body 
language).  

 
5. Whenever you speak, employees and coasters who are 

in your presence will have better retention of what you 

want to communicate and what you want them to do 
for your business. There is a big difference between 
just saying something and being completely 
understood.  

 
6. There will be better morale within your workforce 

because your employees will see you as an inspiration 
and true leader. This can be achieved with better 
communication and yes, body language. Believe it or 

not, the most inspirational leaders and speakers in the 
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country are able to do what they do now because they 
have mastered body language. That‟s why these folks 
can often rouse a whole auditorium of people 
effortlessly.  
 

Their mind and body are fused so well together that 
when they think about something that they want to 

communicate, the body knows exactly what to do to 
transmit these ideas to people. Visually and verbally, 
these communication experts are engaging and always 
on target.  

 
As you can see from my short list of essential advantages, a 
simple change in the way you relay your thoughts and 
emotions to your customers and employees can really boost 
your business from the inside.  

 
Too often, business owners pay close attention to how their 
business looks and how their business is portrayed to the 
outside world.  
 
That‟s really not the best approach because if you really 
want to see your business at its best then you have to work 
on it from the inside. Start from the most logical point – 

communication.  
 
Because if you think about it, absolutely nothing could be 
achieved without communication. Throughout this book, I 
am going to reiterate this point because sometimes, it takes 
some repetition to learn something so essential to what 
were are trying to achieve.  
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The book you are holding right now will not be dispensing 
any newfangled advice on how to trick people into saying 
„yes!‟, but rather, it will teach you how to communicate at a 
completely different level so you will always be understood 
and there will always be a clear communication path 
between you and whoever you wish to speak to.  
 

The Two Kinds of Communication  

 
When it comes to human communication, there are 
generally only two types of communication based on the 
clarity of the message and the reception of the message in 
question.  
 
Ideal communication occurs when a person is able to 
transmit his thoughts and emotions clearly and he is 
understood perfectly by the recipient.  
 
This means that the linguistic devices used by the 
communicator are ideal and the message was transmitted 
effortlessly to the recipient. The recipient on the other hand, 
was able to decode the message that was transmitted and 
was able to respond to the message.  
 

The desired effect of the message should also manifest (i.e. 
if the speaker wishes the recipient to believe a fact, the 
recipient should be convinced of the veracity of the message 
in question).  
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If we were to break down the elements of a piece of 
communication, we will see the following components:  
 

1. Who is speaking?  
2. Who is being spoken to? 
3. What channel is being used? (verbal channel, non-

verbal channel or vocal channel)  

4. What effect on the recipient is desired?  
 
If all of the components of a piece of communication are 
satisfactory, then no one would have any problems 
persuading and influencing people. But that is not the case, 
usually.  
 
Here‟s a common scenario: Person A speaks to a group of 
people. He tries his best to be very encouraging and positive 

about his ideas but in the end, he only has a 25% impact on 
his audience.  
 
His audience looks bored and he wasn‟t able to impress the 
most important people in his audience. He detects this and 
he feels lost. He tried his best. What went wrong? Let‟s 
analyze the scenario.  
 
It is clear that Person A wanted to impress his audience. 

However, he wasn‟t able to do this because his audience felt 
that he wasn‟t an impressive fellow in the first place. And so 
his efforts failed and ultimately, he was viewed as an 
ineffective communicator.  
 
The speaker wasn‟t able to engage his audience and so the 
feedback that he received was not the kind of feedback that 
he was expecting from his audience.  
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Now, let me ask you – is this entirely the fault of 
communicator? The answer, believe it or not, is yes. If a 
person or group of people responds poorly to a message 
that simply means that the message was not good to begin 
with.  
 
We can use the old term “garbage in & garbage out” as a 

guiding post here. The quality of audience feedback is 
equivalent to the quality of the message itself. If the 
audience thought that what you said was rubbish, they will 
give back rubbish too.  
 
It doesn‟t matter if you meant well or if you thought you 
were effective at that point in time. What does matter is that 
the audience did not appreciate the way you transmitted 
your ideas.  
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Revisiting the Three Elements  

 
In the first book, we embarked on an extensive discussion of 
the various channels of communication used by people to 
communicate. We have learned that people can 
communicate to others through three distinct channels:  
 

1. Vocal language 

2. Verbal language  

3. Body language  

 
Verbal language is composed of words. Vocal language is 
composed of the intonation, accent, emphasis, speed and 
tone of the person who is conveying the message.  

 
Body language on the other hand, is composed of the 
gestures, expressions and movements that also convey what 
a person is thinking and feeling. Body language is 60% to 
70% of the entire message.  
 
This means the biggest chunk of what a person is trying to 
communicate is actually unspoken. Body language is 
exceptionally important because people evaluate body 

language to determine if:  
 

1. The other person is telling the truth.  

2. The other person should be trusted.  

3. The other person is not hiding something.  

4. The other person is confident in what he is saying.  
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A person can also determine intention by studying another 
person‟s body language. Now, it should be noted that body 
language is not evaluated by individuals the same way 
people examine words.  
 
Our response to body language is almost instinctual. We 
understand body language immediately, without analyzing 

it.  
 
Now, there should be no confusion here – some gestures 
and expressions are culture-based while some are universal. 
For example, smiling is universally known as an expression 
that denotes happiness or pleasure.  
 
Frowning is also universally recognized. Some gestures, like 
bowing and shaking hands, have some culture-based 

deviations (if we were to look at how these gestures are 
appropriated in different countries).  
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Consistency & Equivalence  

 
Some of you might be wondering: why should you even pay 
attention to body language when a person can express the 
sum of the universe in words?  
 
Well, here‟s the deal: a person can easily intellectualize 

when he is using words. But when it comes to persuading 
someone that he is right or he should be believed, a person 
must be able to use his body language to convey his 
confidence and conviction.  
 
When a person speaks to another person, he must show 
physical signals that run parallel to what he is saying. If the 
speaker‟s physical signals are not affirming what he is 
saying, then the audience will know. And you know what 

happens next – the speaker loses his foothold in the dialog.  
 
Often, a person‟s body language betrays his true thoughts 
and sentiments because no matter how much a person 
would like to convey what he thinks is the better idea or 
emotion, his body will probably not cooperate.  
 
This state of conflict is called cognitive dissonance. Almost 
every major culture in the world pays close attention to what 

can be seen. And we tend to trust what we see as opposed 
to just believing what we hear.  
 
This is an extremely important junction in your education as 
a body language master. A person who wishes to become 
truly persuasive and influential must express his thoughts 
and emotions consistently using all three channels (vocal, 
verbal and body language).  
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Why are we aiming for consistency? If there is no 
consistency when you communicate with people, people will 
resort to belief and faith. Beliefs are long-standing principles 
that people follow.  
 
Faith on the other hand, is allegiance to something even if 
there is no clear proof. How does this work? Here‟s an 

example: if you are trying to sell something to people and 
you come across as a nervous individual, people would 
believe that you are not confident about what you are 
saying.  
 
They will make up their minds even if there is no clear proof 
that you are indeed a nervous person with little conviction. 
That‟s called faith and that my friend, can run a business 
down to the ground if you don‟t do something about it.  

 
We don‟t want people to have mere faith in what they 
believe in, because often, faith is based on irrational 
thoughts. We want our audiences to be as rational as 
possible and rationality is based on congruence and not on 
incongruence.  
 
Another thing: we are not choosing the eyes over the ears 
when we master body language. It is your responsibility as 

the communicator to make sure that the intellectual content 
of your message is good.  
 
After all, people come to meetings, presentations and 
dialogs to hear people out. But we also have to take into 
account that as you deliver your message to people, they 
are actually piecing together a puzzle in their minds.  
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They want to know if you are really telling the truth. They 
want to know if you are confident about what you are 
saying. They want to know if you have conviction which also 
shows that you are a credible fellow.  
 
This part of the message is completed by body language. 
Imagine being able to paint a confident picture in the 

collective mind of your audience with just the way you 
move.  
 
That‟s how powerful body language is. When you use proper 
body language you also avoid the common error of sending 
the wrong message across. So if your message is “A” the 
audience should receive “A” and not “B”.  
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Focusing on the Receiver of the Message 

 
Too often, we focus on ourselves when want to communicate 
something important to people. And that is completely 
alright since that is a natural part of the preparation.  
 
But we should also keep in mind that in the process of 

communication, the most important individual is the listener 
and not the sender of the message.  
 
Are we being selfish when we think only of ourselves when 
we want to communicate or interact with others? Not at all.  
 
The human brain was wired to itself in relation to the world 
and not the other way around. We are the stars of our own 
perspectives of reality.  

 
We assimilate and analyze the world in relation to ourselves 
always. In a way, this is the human brain‟s way of ensuring 
that you will always be thinking of yourself first before 
others.  
 
Our interpretation of the world is the result of our own 
culture and individual experiences with people and 
situations. We are creatures of evolution and yet, we are 

also formed by people around us and by our own individual 
decisions and preferences.  
 
If you were to write down how you assimilate information 
and make decisions, you would probably write dozens upon 
dozens of pages just describing how you think. What does 
this show?  
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It shows that we all have different ways of understanding 
the world. Now, take this information and apply it to the 
communication process.  
 
The third phase of the communication process is 
interpretation. This is where things can get really murky – 
because people are still free to interpret messages the way 

they like it.  
 
We all have free reign when it comes to the „consumption‟ of 
ideas and interoperation of messages. As a result, a 
communicator/speaker can still lose ground with an 
audience if the audience has become critical of the speaker 
himself.  
 
When this happens, the picture being painted by the speaker 

is not the same picture that the audience sees. This 
dissonance can become disastrous very quickly. So what do 
people do?  
 
Usually people respond to this potential problem by 
increasing the stimuli involved in presentations, conferences, 
etc.  
 
An excessive number of elements are added to visual 

presentations, which can easily lead to overkill. The 
audience is purposefully overfed information to force them 
to agree with what the speaker is saying.  
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Does this work? Sometimes – but oftentimes, people just 
shut out what the speaker is saying if the level of stimuli 
becomes too much to handle. It‟s easier to ignore someone 
than allow oneself to be forced to agree to something.  
 
Too much stimuli also puts a person‟s mindset in the 
negative and once the audience‟s mind is in the negative, he 

can easily put up a defensive barrier against the speaker. So 
what have we learned from this?  
 
First, we should always try to present information so that it 
would make sense from the point of view of the listener and 
second, the information has to be delivered in such a way 
that the audience immediately accepts the message as 
truth.  
 

It is no surprise that people tend to think of themselves first 
before anyone else. This is not selfishness at all. This is how 
humans were wired by nature to think.  
 
We are survivors of many eras and we have to think this 
way in order to survive.  
 
Now, with this in mind, speakers have to realize that if the 
message they are sending is not the kind of message that 

people want to hear, they won‟t trust it, period.  
 
Trust is an essential concept here because without trust, 
there is no exchange of information.  
 
Why would people accept information passively? They won‟t 
– especially if the information has not been „packaged‟ well 
by the communicator.  
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Trust is something that has to be established immediately 
when you are speaking to someone.  
 
Why is trust so important? Here‟s a secret about persuasion 
that you will not find in most mainstream publications: trust 
is the number one ingredient for persuasion and influence, 
because people trust their emotions more than their logic!  

 
That‟s right – no matter how intelligent the other person is, 
in the end, his sentiments will still have more bearing over 
his decisions than his logic.  
 
Logic is nice – but it is something that we have to develop 
over time. Emotions on the other hand, are there since we 
were born.  
 

Emotions are part of the „complete package‟ given to us by 
nature at birth. We trust our emotions more than our own 
brand of rationality, which can be „adjusted‟ when feel 
strongly enough about something.  
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Dealing with Dissonance  

 
The mind‟s ability to detect dissonance or incongruence may 
be our best tool when dealing with people of all sorts. When 
we communicate with other people, we always want to 
watch out for our own interests and the easiest way to do 
that is to avoid trickery or lies.  

 
Of course, no one would tell you outright that he is lying or 
he is trying to deceive you in any way. No one would do that 
for you – and no one has to do that for you because you 
have your critical faculty and the reptilian complex at your 
disposal.  
 
The human mind can detect dissonance at various conscious 
(and unconscious) levels. For example, let‟s say that you 

have just learned that there is going to be a massive lay-off 
in your company because of management restructuring.  
 
Around the same time that you have learned of this 
development, you were invited to a company party where all 
the employees are going to be drinking and enjoying 
themselves for a few hours. From the moment that you 
received the invitation to the company event you felt that 
something was really amiss.  

 
Conflicting thoughts and emotions swirl in your mind and 
you may even feel suspicious about the invitation (even if 
the company party has been planned months before the 
news that there was going to be a massive lay-off in the 
company).  
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When you attend the company party, you see happy faces 
and people that you know. You smile and enjoy yourself like 
everybody else, but at the back of your mind, you are not 
fully convinced of the authenticity or genuineness of party.  
 
What was the management up to? Why were the bosses 
throwing a party even if there was going to be a massive 

lay-off? At one point in the party, the dissonance starts to 
dissolve just a little bit.  
 
You want to feel hopeful and some of the joy of the party 
starts rubbing off on you and you think once or twice that 
maybe the news wasn‟t true and maybe something good 
was heading your way in the company. You feel hopeful, but 
there is dissonance.  
 

Despite the dissonance, you feel hopeful… But why? The key 
element in this type of situation is manipulation. There is 
manipulation involved and when there is manipulation, there 
is always a desired feedback and outcome.  
 
When the company throws a party it is trying to send a 
persuasive message to the people involved in the party. This 
message is hopefully understood and accepted by people, 
despite apprehensions and anxieties.  

 
This is how non-verbal messages can be used to turn the 
tables even in the face of hard facts. And in the grand 
scheme of things, the ones who can use non-verbal 
persuasion to their advantage each and every time are the 
ones who emerge victorious, always.  
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When people rationalize, they are legitimizing their own 
point of view of something and they are resisting change  

 
Now let‟s move on to something equally important – 

something you have to learn carefully if you want to be 
really persuasive whenever you want to speak to someone 
face to face: people tend to process logical and illogical in 
such a way that everything would eventually align with their 
own biases and beliefs.  
 
What does this mean? Well, people are prone to creating 
excuses to benefit themselves. Excuses aren‟t „just‟ excuses. 
Excuses are actually the end-products of people‟s 
rationalizations about specific situations and outcomes.  
 
 
 
 
 
 
 

 
 

Fact Rationalization  Excuse 
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Why do people make excuses?  
 
Usually, people resort to excuses because they don‟t want to 
adapt another behavior or they don‟t want to change an 
existing behavior. It is always easier to rationalize 
something as opposed to changing an existing behavior.  
 

When a person rationalizes, he creates a space for the old 
behavior. When a person makes an excuse for something, 
he is really saying that he wants to maintain the old 
behavior because it simply works for him.  
 
A person in effect legitimizes something and shows his 
resistance to change. Why is this so important to our study 
of human communication? Well, if we would go back to the 
communication cycle itself, we would see that a persuasive 

message essentially wants to achieve just one thing – 
change.  
 
That‟s it – we want someone to change for us because we 
want a particular outcome to emerge from the conversation 
or exchange. Persuasion and influence would be impossible 
if the other person was completely resistant to change.  
 
Right now, I‟m telling you that people are essentially 

resistant to change itself and a person would actually exert a 
lot of effort just to counter change itself.  
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Even the threat of change is usually countered with full force 
because humans have learned over time that in order to 
survive, a status quo has to be preserved. Preservation 
entails order and stability. Change is viewed as the 
antithesis of stability and order.  
 
When something is changing and when this change is 

constant and continuous, the present order is disturbed and 
stability is removed from the equation. Thousands of years 
ago, instability usually meant migration from one place to 
another.  
 
Change also meant that there might not be enough 
resources in a particular area to sustain family units that are 
living there. And so over time, humans have associated 
change with the tragedy or disaster. This kind of thinking 

has become part of the instinctual mindset of mankind.  
 
So whenever a person is confronted with the possibility of 
change, he reacts negatively to that possibility not because 
he is being a pain but because people were designed to 
think in such a way.  
 



Unspoken Power Master Edition 

36 
 

 
 
So if we were to combine all this knowledge now, what are 
the implications of change or loss of stability when we try to 
persuade someone? How must a person communicate if he 
wants to introduce change even if people were designed to 
resist change in the first place?  

 
In order to answer these questions, we have to simulate a 
situation where a person was trying to introduce a particular 
change but was unable to do so because of the distortion of 
his message.  
 
 
 
 

Communication  

Dissonance  

Increased 
Resistance to 

Change  
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Here‟s the hypothetical situation: let‟s say that Person B was 
trying to convince a whole room of people that they should 
invest their money into Company B because this company 
has been experiencing a lot of success in the past year and 
all economic markers point to the positive.  
 
Unfortunately, Person B was trying to say “Company B is 

doing excellent!” but his body language was actually saying 
“Company B is secretly already in ruins, stay away!”.  
 
People were naturally keen to discover the truth and the 
dissonance between what he was saying verbally and what 
he was stating non-verbally was enough to convince people 
not to listen to him. Person B completely lost his audience 
because he was unable to convince the room that Company 
B was indeed worth their time and effort.  

 
Now let us examine what just happened in the hypothetical 
situation. Why didn‟t the people in the room just believe 
Person B even if he was saying outright that Company B was 
doing extremely well? Why weren‟t the people swayed by all 
the statistics and pie charts presented by Person B? The 
problem boils down to dissonance.  
 
Person B wanted people to believe in him and he wanted to 

introduce change (i.e. investing in Company B instead of 
other companies). Since there is a natural resistance to 
change, people needed to see and hear that everything was 
indeed true.  
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As much as people wanted to see facts and figures, the 
audience also wanted to see confidence, conviction and 
genuineness in the speaker, because he was the only „live 
marker‟ in the room. He was the fountain of information and 
people expected more of him.  
 
People weren‟t expecting more statistics and such, the 

audience wanted to see congruence in what his body 
language and what his verbal language was transmitting. 
Any incongruence between the two channels of 
communication will easily convince people that the speaker 
is not telling the whole truth.  
 
People would become even more resistant to the message of 
change because their internal alarm systems have gone off 
because of the dissonance between the verbal language and 

the non-verbal language being used by the speaker.  
 
When you think about it, so much is really at stake when we 
communicate to people. We can‟t expect people to convince 
themselves to change.  
 
Speakers need to convince people, period. Speakers need to 
deliver both content and non-verbal cues that will prevent 
people from being resistant to what is being said in the first 

place.  
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Quick Pointers  

 
1. In order to practice the right type of body language 

when you speak to people, you need to look back to 
your own experiences with people. Ask yourself: who 
are the people that I easily trust when it comes to 
business or finances? 

 
Why do I trust these people anyway? Why do they 
appear genuine and credible to me? How do these 
people speak to me and how do they respond to 
questions and problems?  
 
After thinking about the people that you do trust, it‟s 
time to look at those people that you do not trust as 
much as the first group. Use the same questions I have 

stated before to examine why the second group of 
people is not as credible as the first.  
 

2. Can you think of situations in the past where people 
felt that you weren‟t completely confident of what you 
were saying? If you can remember such instances, can 
you think of some ways to remedy what went wrong 
before in terms of how you communicate with people, 
verbally and non-verbally?  

 
3. Get into a situation where you need to win someone‟s 

confidence back. Instead of doing what you normally do 
in such situations, plan ahead. How will you express 
yourself verbally and non-verbally?  
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How will you show the other person that you really 
mean what you are saying? Now apply whatever 
communication formula you have been able to create.  
 
Observe how the other person responds to what you 
are saying. Is the feedback from the other person 
positive and negative? How quickly was the feedback 

given to you by the person?  
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 

 



Unspoken Power Master Edition 

41 
 

Broadcast Vs. Face-to-Face Meetings  

 

 
Are broadcasted meetings just as effective as live 

conferences?  
 

In the age of live streaming video and interactive Web 
conferences, should we always choose broadcasting our 
messages instead of just saying it out load in front a real 
audience?  

 
Obviously, people like Web conferences and live video 
streams because it‟s cost effective. People from all over the 
world would be able to converse easily without having to 
move from their seats.  
 
All you need is a strong Internet connection and access to a 
service provider that would handle all the incoming 
connections. But are we sacrificing something when we 

choose broadcast over face-to-face conversations and 
meetings?  
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Based on current research, it appears that we are sacrificing 
a lot. During a broadcasted meeting, the „pack leader‟ or the 
speaker may be able to present visual and auditory data to 
his audience, but it doesn‟t mean that he is producing the 
same impact as if he were speaking to his audience in the 
flesh.  

 
Studies show that people are less likely to be impressed with 
speakers during a live broadcast and there might be more 
confusion involved when people are forced to contend with 
just their screens when they have to receive important 
input.  
 
And here‟s the thing about broadcasted messages: there is a 
palpable disconnect between the speaker and the receiver of 

the message when the communication is held over the 
Internet.  
 
Even if the online meeting was interactive and there are 
mechanisms in place that allow some degree of interaction 
between the speaker and his Web audience, it doesn‟t mean 
that the experience of a live conversation is replicated in its 
entirety.  
 

If you want a single word to describe the problems in a 
single, general arc, try distortion. We all know that 
messages can easily be distorted because that is the nature 
of the human communication cycle. Something is always lost 
during transit.  
 
 
 
 



Unspoken Power Master Edition 

43 
 

When a person speaks to a live audience, he has better 
control of the communication cycle because he has all three 
channels (verbal, vocal and non-verbal) at his immediate 
disposal and he can also receive immediate feedback from 
his audience.  
 
With video conferences, speakers don‟t have that kind of 

luxury. Speakers won‟t be able to receive immediate 
feedback from their audience and therefore, adjustments 
can‟t be made to the messages that are being transmitted.  
 
People who have to attend Web conferences and the like 
also have to deal with the following problems:  
 

1. The speaker is not really within close proximity.  
 

2. The listener (the person) is just sitting in the office or 
at home, listening to his speakers/earphones and 
looking at his computer screen.  

 
3. Unless an interactive mechanism is in place, the 

meeting is one-way.  
 
Sure, some people might say that they prefer Web 
conferences than actual meetings because it‟s more 

convenient. But what if you have to manage your employees 
or team members?  
 
What if you have to address people and you really need to 
persuade them to do something for you? Which mode of 
communication do you think would really help you achieve 
your desired goals?  
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It is obvious from what we know right now that broadcast 
media really isn‟t the best tool for communication. Nothing 
will ever replace face-to-face conversations and meetings for 
the simple reason that everything that you need to 
effectively communicate with people is already there when 
you talk to people face-to-face.  
 

During a live conversation or meeting, you can easily show 
what you mean by using body language. You can move 
around and emphasize points to your audience. You can 
address specific segments of your audience with a sweep of 
your hand.  
 
You can also show your emotions more easily as you juggle 
complex formulas during the presentation. Everything 
becomes that much easier to accomplish because all three 

channels of communication are already there, ready to be 
used.  
 
Compare this with a Web conference and you are limited 
mostly to your vocal and verbal channels. Unless you have 
an expensive camera crew in tow, you won‟t be able to fully 
use body language when you are in a Web conference.  
 
People won‟t be able to fully comprehend your message 

because one communication channel has been effectively 
closed off.  
 
Even if the meeting was „interactive‟ your audience would 
have to think and work extra hard to understand what you 
are really trying to convey because at the outset, they have 
been disconnected from the conversation by virtue of the 
technology that was used.  
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And let‟s face it – people like to be in the company of other 
people in a group. Even if people won‟t openly agree to my 
point, people are more likely to respond to a message if they 
can see how other people react to the same message.  
 
The „pack mentality‟ that is present with large groups of 
people is always initiated whenever people are rubbing 

elbows with others.  
 
Now some of you might be wondering right now: what 
should be done to make the best out of this kind of 
situation? What if you don‟t have a choice but you still want 
to create some degree of connection between you and your 
audience?  
 
The first thing that you should keep in mind is that your 

body language during the meeting should not be stiff and 
formal (i.e. the body language of a news anchor) but 
instead, it should be loose and entertaining. Your body 
language should encourage audience participation and you 
should make your audience feel that they are really in a 
face-to-face conversation.  
 
In short: don‟t be so distant with your audience! Remember, 
your audience‟s feedback is only as good as the quality of 

your message. You need to transmit the right messages 
vocally, verbally and non-verbally.  
 
Being in a Web conference doesn‟t give you a license to be 
less enthusiastic or less serious.  
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Being in such a situation should you make you more aware 
of how you express thoughts and emotions precisely 
because communication distortion can happen so easily 
when you are not conversing live with other people.  
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Part 2: Primitive Patterns  
 
If you think about it, the human species has evolved so 
much that he has been able to modify even his environment 
in his quest for survival.  
 
Survival is the first order of business ten thousand years ago 

and it is still the first order of business today. Humans might 
be driving cars but deep in his mind, he is still operating 
with the same instincts he first developed when living in 
caves started.  
 
Have we lost our instincts? Not at all – we are just living in 
far different times compared to our ancestors. Why are we 
talking about this anyway? Well, think about it – if we are 

still using a primitive set of behaviors and mindsets, why 
shouldn‟t we take advantage of the situation?  
 

The Vital Role of Pessimism in Human Survival  

 
Right now you might be asking: where do we start? In my 
opinion, the true starting point (at least when it comes to 
understanding how people process information) is identifying 
the most common human mindset.  
 
If you think people are generally positive thinkers, well, 
think again (pardon the pun). People are actually born 
pessimists.  
 
By „pessimist‟ I‟m not really referring to people who like 
bringing people down with negative chatter. I am actually 
referring to the type of pessimism that makes people think 

of danger and threats immediately when they sense that 
something is amiss.  
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Because this type of thinking is directly linked with the 
primitive survivalist mindset that people use most of the 
time. Pessimism is actually a tool used by our ancestors to 
ensure survival.  
 
Pessimism is actually nature‟s way of protecting the 

strongest survivors of natural selection. At a very deep level, 
we are all pessimists.  
 
If you are an optimist, you say so because it is a conscious 
choice but under extreme pressure, the usual response to 
any stress or danger is pessimistic thinking.  
 
For example, if a person was driving down the freeway and a 
truck nearly hit him, he won‟t say “That guy must be so 

tired! I hope I didn‟t get in his way!”. The usual response 
would be “Thank goodness I am alive, that driver almost 
killed me!”  
 
Do you see the big difference? It takes a huge amount of 
effort to switch from the pessimistic mindset to the 
optimistic mindset precisely because the purely optimistic 
mindset is not good for survival.  
 

Thousands of years ago, an optimistic human might feel safe 
and comfortable in his cave as he dozes off – but this 
doesn‟t mean that he and his family unit will more likely 
survive the generally hostile environment.  
 
The pessimistic ancient on the other hand, will always think 
of potential problems – so he can survive those problems. 
Again, this is done in the name of survival.  
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So how does the primitive mindset work, anyway? What 
does the primitive mindset see even as he treads the 
modern world?  
 
Believe it or not, even the most critical and intellectual mind 
in the world is still susceptible to thinking in term of only two 
major categories: good and bad. If something will provide 
an advantage or benefit, then it‟s a definite good.  
 
If something can harm oneself or the family unit, then it‟s 
bad. As you can see from this binary opposition, it is 
impossible to have a middle zone or grey area.  
 
The primitive mind does not take into account hypotheses 
and „maybes‟. If there is something in front of it, then that 
thing can either be good or bad, period.  
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The primitive mind categorizes things into two categories 
only so that there would be almost zero risk. If something 
appears uncertain or dangerous, then it is automatically bad 
even if the person does not have enough evidence to judge 
it as such.  
 
This might be somewhat blind processing but at the same 

time, the person is safe because he is able to avoid 
something that he does not understand at all. I 
 
t should also be noted that during face-to-face 
conversations, people still experience the most well-known 
automatic response in the world – the fight or flight 
response.  
 
If you trigger the fight or flight response in your audience, 

do you think you would be able to connect to them and 
produce your desired outcomes?  
 
Of course not – you would be putting your audience in a 
very defensive mindset and your message would most likely 
become distorted as a result of the fight or flight response.  
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A Closer Look at Pessimism  

 
The Merriam-Webster dictionary defines pessimism as “an 
inclination to emphasize adverse effects, conditions, and 
possibilities or expect the worst possible outcome”.  
 
If you think about it, pessimism sounds like something that 

one may want to avoid constantly because this type of 
thinking will surely bring unhappiness and other negative 
emotions.  
 
In our modern milieu, people easily think of pessimism as an 
undesirable mindset because it brings more problems than 
solutions. But from the point of view of evolution, pessimism 
is really an appropriate mindset if you want your species to 
survive.  

 
We must always remember that humans did not start out 
having technology and the whole of civilization as our allies. 
Humans started out pretty much like other animal species.  
 
When the first humans evolved from the last advanced 
humanoid species, our ancestors had to contend with hostile 
environments, scarce resources and even predation.  
 

If you had to deal with all of these things on a daily basis, it 
would make a lot of sense if you developed a generally 
pessimistic mindset. Remember, pessimism is “an inclination 
to emphasize adverse effects, conditions and possibilities”.  
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At its very core, pessimism is not about being depressed and 
anxious for no reason. It is a way of thinking and from what 
we have discovered from social psychology and studies in 
human evolution, pessimism is actually part of our 
instinctual package.  
 
That means when we think negatively, we are simply 

thinking the same way that our ancestors did hundreds of 
thousands of years ago.  
 
When we think of negative outcomes, we‟re not being 
negative on purpose we are simply thinking of our own 
survival. In short – we were designed to think negatively 
because that is our main defense against extinction.  
 
Here lies the problem: for many decades, speech trainers, 

project managers and other „top brass‟ individuals have been 
all taught to think positively and to always look at the bright 
side of things.  
 
This applies when a person has to speak in front of an 
audience, too. People are told to be always positive 
whenever they have to present something to a gaggle of 
people. People have this general belief that anyone can 
become a great speaker by just thinking positively.  

 
Although I am not against positive thinking, we have to 
remember that asking someone to be instantly optimistic 
just before he has to speak is like asking a sheep to turn 
blue at the moment‟s notice. It won‟t happen because the 
human mindset is chronically pessimistic.  
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We can‟t help thinking negatively, that‟s my point. Why am I 
emphasizing this in the first place? Why does a speaker have 
to know that people are generally pessimists? If you look at 
it carefully, it all boils down to general consensus versus 
science fact.  
 
The science fact in the equation is quite simple – people are 

pessimists. The general consensus part of the formula is the 
problematic variable. The general consensus regarding 
public speaking revolves around being positive and 
optimistic whenever you address people.  
 
Many people believe that the „positive energy‟ will rub off on 
people and there is an increased chance of persuading 
people this way. Little do people know that when a person is 
forced to be optimistic, there is an immediate negative 

impact on his thinking processes and emotions.  
 
I‟m not saying that you should not think positively. I‟m not 
saying that we should all immerse ourselves in gloom and 
doom thinking. What I am advocating is that before you 
even think of being extremely optimistic in front of any 
audience, you need to prepare yourself mentally.  
 
To some people this might sound a little weird because very 

few people actually go out of their way to prepare 
themselves so that they can think in a particular manner. 
But I‟m telling you right now – if you want to be an effective 
speaker in any situation don‟t use the optimism card unless 
you are fully prepared.  
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Optimism (unlike pessimism) exerts extra pressure on the 
mind when you choose to use such a mindset. Mental 
pressure, if it is not expertly handled, can affect the way you 
express yourself in any situation. We are not just talking 
about big meetings and company presentations. We are 
talking about simple conversations and romantic encounters.  
 

If you force yourself to be completely optimistic even if your 
mind hasn‟t been prepared for it, you will not be able to 
express yourself well. Your audience will immediately detect 
the dissonance between your words and what you are really 
thinking.  
 
I am pretty sure you have met one or two people who 
routinely force themselves to „think positively‟ whenever 
they are in front of people. What did you notice about these 

people?  
 
Are they more effective communicators when they choose to 
be blindly optimistic? Do they convince people more easily 
with the façade that they use?  
 
Chances are, most of the people that you know that 
routinely choose the optimistic route are not very successful 
when they try to persuade or influence people. These folks 

are usually not very convincing because few actually prepare 
themselves before they speak with people.  
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In the world of business, the proof is all around us. There 
are literally hundreds of different courses out there that 
promise to make people (especially business folks) adept at 
communicating with people.  
 
If you have attended any business seminar in the past, the 
speaker has probably attended at least one class or course 

that focused specifically on public speaking.  
 
Have you ever thought why most business presentations and 
seminars are utterly boring and ineffective?  
 
The problem lies not in the subject matter or what is being 
offered but in the way people communicate to their 
audience. In short – many business folks simply do not 
know how to communicate effectively to their customers!  

 
And according to recent statistics, a staggering 81% of all 
businesses and organizations around the country are not 
effective when it comes to presenting ideas to clients and 
customers.  
 
A manufacturing company can be simply superb when it 
comes to combining raw materials to produce something of 
value. But when it comes to selling ideas and simply 

communicating with people, it loses ground. This shouldn‟t 
be the case for anyone because communication itself should 
not be archaic or complicated if you know what to avoid.  
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And the first thing that you should avoid at all cost is to 
„think positive‟ even if at the back of your mind you are 
thinking that you are not very confident about what you are 
going to say. Think of public speaking as a battle and you 
will understand what I mean with „adequate preparation‟.  
 
You won‟t go into battle without your armaments and shield. 

You won‟t go into battle not knowing how the enemy will 
move and react to your own actions. People usually end up 
becoming ineffective speakers because they let the reptilian 
complex take full control of the situation.  
 
How does this happen? How does the ancient reptilian 
complex control how we communicate with people? This is 
what happens, phase by phase:  
 

1. A person is tasked with speaking to a group of people. 
The audience can be as small as five people or as big 
as an auditorium filled with five thousand individuals. 
In the final analysis, the audience size doesn‟t matter 
because if you fail to convince five people, you 
probably won‟t convince five thousand (and vice versa).  
 

2. There is pressure on the speaker to perform well 
because he (or his immediate superior) wants to 

produce a specific outcome from the presentation. They 
want something to happen that would benefit the 
speaker, the organization, company, etc. In short – 
there are high stakes involved in the presentation and 
they want everything to go as planned.  
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By „planned‟ they want to be able to convince everyone 
in the audience. They expect the speaker to pull out all 
the stops just so he will be able to convince everyone 
that he is genuine and he speaks the truth every step 
of the way.  

 
3. People rarely speak in public fully prepared, so we are 

going to assume that the person has not prepared well 
and he does not know how well his presentation or 
speech will go.  
 
So we can safely assume that the person will be 
suffering from some mental pressure or tension 
throughout the presentation. At the subconscious level, 
the speaker or presenter will feel threatened and 
because he feels threatened, the reptilian complex will 

be activated.  
 
The reptilian complex is always there whenever we feel 
that we are being threatened by something. That is the 
reptilian complex‟s first and most important job – to 
ensure the survival of the human.  

 
4. When a speaker finally gets on stage, the presence of 

the audience signals that the threat is nearby and he is 

vulnerable. This information is relayed to the brain by 
the various senses and the reptilian complex comes 
into full alert.  
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During this time, the speaker becomes defensive or 
offensive (fight or flight response). Adrenaline 
production also increases, which has a direct effect on a 
person‟s posture and body language. If the person 
becomes panicky and anxious about what he is doing, 
this will be transmitted immediately by his body 
language signals.  

 
The signals will be picked up automatically by the 
audience and even if he sounds confident onstage, 
people will be contemplating why his two channels 
(verbal and non-verbal) are not giving off congruent 
signals (i.e. confidence in the verbal channel should be 
reflected in the non-verbal channel).  

 
5. As the speaker becomes more and more defensive on-

stage, the reptilian complex becomes more aware of 
the audience. The brain takes in more and more 
information from the experience itself. More 
information does not necessarily mean that the speaker 
is becoming more critical or more effective at what he 
is doing at the moment.  
 
Because all the information that is coming in at a rapid 
pace is being processed by the reptilian complex and 

not the speaker‟s conscious and critical faculty. Logic 
and rationalism is set aside for simpler computations of 
the reptilian complex.  
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When the reptilian complex takes over the thought 
process, many „fact categories‟ are suspended. 
Knowledge is reduced to a few essential categories. 
This narrows the viewpoint and understanding of the 
speaker during his speech because his mind is focused 
on fending off the threat (which is really just the 
audience).  

 
Even though the audience is not really there to „eat him 
alive‟ the speaker will still feel that he is vulnerable and 
that he is under attack by simply being in the same 
room with the audience.  
 
The key element in this situation is aggression. People 
who come unprepared emotionally and mentally are 
more prone to aggression than people who have 

naturally become optimistic about what they are about 
to do because they have prepared well for it.  
 
When aggression fails, a speaker will simply back down 
completely and leave (flight response). Again, this type 
of behavior will not have any positive impact on any 
audience and the communication process is disrupted 
greatly because of this.  
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Anxious public speakers can look exactly like the opossum 

when they have to face their audience. Notice the slouching, 
fight-or-flight posture, the position of the arms and the 

wide-eyed look. Is the opossum‟s expression familiar to you?  
 

One of the things that you have to keep in mind when you 

have to present something to a group of people is that the 
human mind has a peculiar way of categorizing and 
responding to what is in front of you.  
 
It is hard for the human mind to comprehend that you are 
dealing with multiple, unique individuals with peculiar needs 
and wants, all at once. What it will do is it will categorize the 
people in front of you as just one group and this group will 
be giving off signals simultaneously when you start 

speaking.  
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Whenever a group of people is listening to a person 
simultaneously, the brain interprets that as a threatening 
situation, which is why people always say that speaking to a 
group of people gives „such a rush‟.  
 
The „rush‟ they are referring to is actually the resulting 
adrenaline rush after the mind processes the situation. The 

body releases more adrenaline in preparation for any “fight 
or flight” behavior.  
 
Of course, we all know that all of this isn‟t necessary. If we 
were living in more hostile conditions and there were indeed 
predators nearby the reptilian complex‟s reaction would 
have been perfect. Unfortunately, we rarely have to deal 
with large predators and equally disturbing situations.  
 

And we know for a fact that people won‟t actually try to 
physically hurt speakers (no matter how boring things get).  
 
This makes the “fight or flight” response even more 
problematic because not only are people pressured to 
communicate clearly they are also forced to contend with 
the myriad of physical and mental responses to the 
perceived danger.  
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When a person is under pressure while speaking and the 
“fight or flight” response is activated, you might be able to 
observe the following:  
 

1. The speaker‟s hands are at his sides (a sure sign that 
he feels like „playing dead‟ because he feels threatened 
by the audience).  

 
2. The speaker‟s abdominal area is „sucked in‟ (because 

he is trying to protect this delicate region from attack).  
 

3. The speaker‟s chin may also be tucked inward (in an 
effort to protect the speaker‟s neck from view).  

 
4. The speaker‟s forehead may also be turned to the 

ground and his eyes are probably narrower than usual. 

Narrowing of the eyes signals alertness and readiness 
for quick action.  
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Unfortunately many people use this type of body language 
whenever they have to present something to an audience.  
 
As you can see, the general posture itself is quite 
inappropriate for any conversation or presentation. Why do 
people do this? Below are some notes that might explain 
some of the components of the “fight or flight” speaking 

posture:  
 

1. The slouching posture common to many speakers is 
actually a way for a person to improve his center of 
gravity. When a person has better control of his center 
of gravity, he has more balance at his disposal and 
quick and powerful movements are also possible.  
 
A slouching posture will also allow a person to move 

out of harm‟s way (duck) and flee from the perceived 
threat (the audience) more quickly.  This type of 
posture also allows a person to defensively absorb the 
energy of a sudden blow (as opposed to getting hit 
directly, without any compensation) and explode with 
enough force from the ground to counter a predator‟s 
offensive.  
 
When a person is slouched while presenting something 

to an audience, he is telling the audience unconsciously 
that he is afraid and that he is getting ready to flee if 
he feels threatened enough. This posture also 
communicates that the speaker feels aggressive and he 
is getting ready to lash out at anyone.  
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2. When a person feels threatened, the arms drop to the 
sides and the hands are positioned in such a way that 
these won‟t interfere with any sudden movements.  
 
When a person‟s arms are placed at the sides, the 
weight of the arms is evenly distributed and this makes 
it easier for a person to run away. The arms will act as 

counterbalancing weights that can be swung easily to 
and fro (much like a pendulum).  

 
3. The abdominal region is crunched in because this area 

has no bones to protect it, unlike the chest region. The 
lack of bones in this area allows a person to have extra 
mobility and flexibility. The downside is that the vital 
organs here are exposed and are only protected by skin 
and muscle tissues.  

 
From our modern milieu, it is hard to understand and 
appreciate what the “fight or flight” response does to the 
body and mind.  
 
While it is true that the physiological response is there to 
protect us from harm, the difficult thing here is that the 
reptilian complex is unable to comprehend that the 
perceived threat or danger (the audience) isn‟t a real danger 

at all.  
 
So whenever we have to talk to someone new or whenever 
we have to present to a big audience, the ancient instinct to 
fight or flee is always initiated.  
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This tendency to be aggressive/defensive at the same time 
is a natural predisposition, so don‟t beat yourself up if you 
experience this yourself. The “fight or flight” response 
happens to the best of us, even to seasoned broadcasters 
and public speakers.  
 
Another tendency is for a person to modify his body‟s angle 

in relation to the audience so he does not directly face the 
audience. This can be done by shifting the position of the 
feet or by using a variety of items (i.e. podium) to conceal 
the body.  
 
A speaker can also position himself near „exit points‟ such as 
the stairs that lead away from the stage or an exit door near 
the side of the stage. There is a myriad of behaviors that 
show the negative predisposition of a speaker.  

 
Once you spot these gestures, movements and expressions, 
you would be able to catch yourself and divert the energy so 
that you would not alienate your audience when you are 
speaking. This takes a lot of practice but eventually, you 
would be able to correct all of these small, negative signals.  
 
You can also learn about bad speaking habits just by 
observing other people talk. Remember, people don‟t have 

to be extremely animated.  
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Body language manifests even when the speaker seems to 
be completely still. The mind can pick up the smallest 
physical signals and interpret these signals. So the next time 
you watch someone present something to a group of people, 
ask yourself these general questions:  
 

1. What do you feel about the presentation in general?  

 
2. Does the speaker‟s style make you trust him or her 

even more? 
 

3. Is the speaker calm and collected as he presents ideas 
and thoughts to his audience?  
 

4. Can you sense a natural assertiveness in the speaker?  
 

5. Do you think the speaker can become a good leader? 
 

6. Does the speaker appear as a person who would be 
giving you something or as someone who would be 
expending your resources?  
 

7. Do you trust the speaker or does she show signs that 

she is secretly being defensive or aggressive?  
 

8. Does the speaker appear credible and confident?  
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Three Common Speaking Mistakes  

 
There are three speaking styles that can quickly turn a good 
presentation into a bad one. Learn these speaking mistakes 
and avoid them at all cost to ensure that your conversations 
and presentations are always effective.  
 

Error # 1: Sending the audience to sleep 
 
You can easily send your audience to sleep by lowering the 
intensity of your voice toward the end of each sentence.  
 
At the beginning of the next sentence, simply use a low, 
relaxing tone, as if you are stretching out the low tone of the 
previous sentence. Repeat this cycle and you will be 
effectively doing what most parents do when they read 

bedtime stories to their kids.  
 
The sleep-inducing effect of this speaking style is rooted in 
the tonality of the speaker‟s voice and not in the content of 
the speech itself. So it doesn‟t matter if you are discussing 
something really important or really exciting.  
 
Your audience will be lulled into sleep because your speaking 
style was geared to lull people to sleep. When a person 

hears another person speaking in this manner, his brain will 
automatically receive instructions to go to sleep. The listener 
will begin to relax his mind and his body.  
 
The body relaxes and muscles become limp. The listener‟s 
breathing rate will slow down and his blood pressure will 
also drop. You might also notice that your audience‟s eyes 
will become glazed over, as if he were entering a trance.  
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This „trance state‟ is actually a mental state that takes over 
just before sleep occurs. Seeing „glazed over‟ people during 
a meeting means your audience is about to fall asleep!  
 
Even if a speaker is desperate to keep everyone awake, if he 
continues using this speaking style, his audience will have a 

very difficult time fighting off slumber, because at a deep, 
unconscious level, they are being instructed to shut off their 
conscious faculty and just go to sleep.  
 
Another signal used in this speaking style is putting the 
hands at the sides. Remember: when you put your hands at 
your sides, you are signaling that you are not only 
threatened but you also feel like sleeping.  
 

Combining all three channels of communication (verbal, 
vocal and non-verbal) and you have the perfect recipe for 
slumber during a presentation.  
 
Error # 2: Depressing your audience  
 
It is one thing to nearly send your audience to sleep, but 
what is worse is that some speakers actually depress their 
audiences by using the wrong body language.  

 
You have probably seen some speakers do this in the past: 
you are listening to someone who is reporting something 
good but his body language is telling you something else.  
 
The despondency associated with the body language of the 
speaker will easily confuse any audience because the 
audience is getting mixed signals from the speaker.  
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Remember: the brain tries to find congruence between all 
three channels of communication. It is not true that humans 
only pay attention to the verbal channel. In fact, people are 
more concerned with non-verbal language because non-
verbal language reflects a person‟s sincerity and the 
truthfulness (or falsity) of his words.  

 
People expect speakers to express the same idea in all three 
communication channels. If there is incongruence, people 
will be confused as to what message is really being 
expressed. Some of you might be thinking – why do people 
pay attention to depressing body language instead of the 
verbal content of the message?  
 
Are people being simple-minded when they do this? Actually, 

no. Everyone pays close attention to body language; the 
problem is not an intelligence issue. We are hardwired to 
pay attention to body language because body language is 
natural and the reptilian complex is more sensitive to signals 
from the body.  
 
Verbal language is processed by that part of the brain that 
deals with rationalism and logic. Body language on the other 
hand, has an automatic effect on both the body and the 

mind; body language is rarely processed by the logic center 
of the human brain.  
 
Again, I have to remind you that when you deliver a 
message and you keep your upper body completely still 
(with your arms by your sides) your audience will question 
your credibility as a speaker.  
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Error # 3: Excessive aggressiveness  
 
The third common speaking error involves using forceful 
speech with a downward inflection. This usually happens 
when the speaker keeps his hands at his sides and he moves 
up and down the space that he has access to.  

 
When a person paces back and forth that creates the illusion 
that he is a fearless, moving target. The audience senses 
that the speaker is not afraid of what he is doing but at the 
same time, he is not being a good speaker because he is 
being too aggressive.  
 
The downward inflection of the speech is the result of the 
arms being on the sides. This speaking style commands 

attention but at the same time, it would be difficult to get 
anyone‟s trust this way because the audience will feel that 
the speaker is responding to a particular threat.  
 
The audience will be confused because they are unable to 
see the threat or danger that the speaker is reacting to. 
There is always a mixed response to excessive 
aggressiveness while speaking.  
 

A small percentage of individuals are fine with this speaking 
style but in the world of business, people no longer think 
that strong, commanding speech is necessary to get things 
done. That means people might think that you have fallen 
off your rocker if you use this particular speaking style.  
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In the military and in the navy, commanding officers use this 
speaking style to grab the absolute attention of the recruits.  
 
Reward and punishment is used on a daily basis so that the 
recruits would follow the command of their superiors without 
paying attention to the way the commands were given. 

Soldiers are trained to just listen and move. It takes months 
of training to get to the level where recruits are no longer 
interested in the body language involved.  
 

Body Language Exercise – The Doorframe & The Table  
 

Training yourself to change negative body language requires 
daily practice – so it would be best if you can start today. 
You don‟t have to limit yourself to your own body language.  

 
You can learn a lot about body language by studying other 
people. And again, why limit yourself to just observing other 
people? One of the techniques used in theater and drama is 
mimicking.  
 
When a person attempts to get into character by copying the 
body language and expressions of another person, he enters 

a completely different world. He literally steps out of his 
comfort zone (in terms of human communication) because 
he has to adapt a different set of gestures and expressions.  
 
You can easily perform this exercise when you watch a 
movie or any television show. Try copying the body 
language of specific characters that you find interesting and 
see how the actors actually convey information through their 
bodies.  
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As you copy the gestures and expressions of the actors, try 
to understand what is being conveyed by each gesture and 
posture. Try to find out what the character was thinking at 
the moment that he performed a significant gesture.  
 
Also, try to identify gesture clusters. Gesture clusters are 

like whole sentences and statements spoken with body 
language. After experimenting with body language in this 
manner, examine your own gesture clusters and discover 
what type of mindset you were trying to convey when you 
perform a specific gesture cluster.  
 
The second exercise that I want you to do concerns the 
“table” and the “doorframe”. The table and doorframe are 
just imaginary planes that are used by people when they try 

to communicate. Some people have an innate knowledge of 
how these planes work; some don‟t.  
 
I‟m here to reveal to you how these imaginary planes work 
when a person tries to communicate. Let‟s start with the 
table. Imagine yourself being seated in front of a table.  
 
There are generally two ways that you can position yourself 
when you have a horizontal surface in front of you: you can 

either position yourself below the horizontal plane by 
slouching or lowering your body mass below the plane itself 
or you can position yourself above the plane.  
 
Each posture has a different signification. When you position 
yourself below the horizontal plane, you might feel a little 
depressed and your energy level will drop a little. Slouching 
below the „table‟ is like disconnecting yourself partially from 
the conversation.  
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You are not completely integrated into the circuit of 
conversation. Inversely, positioning yourself above the 
„table‟ will have a more a positive impact. You will feel more 
confident and your energy will increase.  
 
You will feel more in charge and you would naturally feel 
more assertive because you will be speaking and 

communicating above a horizontal plane (imagine yourself 
speaking over a large brick wall – wouldn‟t you be louder 
and more energetic if you had to speak over something?). 
 
Generally, when a person is below the horizontal plane, he is 
communicating that he is a passive fellow. When a person 
makes an effort to rise above this particular plane, he is 
signaling that he is awake, energetic and is an active part of 
the communication circuit.  
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“In front” of the doorframe  
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“Behind” the doorframe  

 
Now let‟s talk about the „doorframe‟. Like the table, the 
„doorframe‟ also an imaginary plane. The big difference is 
that this particular plane „cuts‟ the body vertically. This 
plane can also act as a point of reference when a person 
changes the angle of his body in relation to his audience.  
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As you can see from the illustrations provided, a person can 
act confident by placing himself in front of the imaginary 
doorframe. The more a person exposes himself to his 
audience in relation to the doorframe, the more confident, 
active and outgoing he becomes.  
 
His energy level also rises as he steps out and into the 

circuit of the conversation. When a person feels passive, 
anxious or even shy, he moves behind the doorframe and 
partially hides himself from view. A person can move so far 
back that he will be unable to converse properly.  
 
Positioning is key here – when a person suddenly moves 
back from his audience, he is probably invoking the vertical 
plane known as the doorframe. If he is feeling just a little 
shy, he will be „half in, half out‟.  

 
But if he feels very intimidated and defensive, he will „hide‟ 
himself from view by distancing himself completely from the 
audience. Extroverted individuals have been known to center 
themselves in front of the door frame. The opposite is true 
for introverted people.  
 
Why am I telling you about this particular plane? Well, if we 
were to examine our own body positioning when speak, you 

will notice that sometimes, we move behind the doorframe 
and we allow others to become more dominant for no good 
reason.  
 
So when you‟re talking to someone and you feel the urge to 
give the other person all the space for speaking, don‟t do it 
because you are entitled to your own speaking space.  
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You don‟t have to yield to the other person for no reason at 
all. You can also improve other people‟s receptivity to your 
own messages by positioning yourself strategically in 
relation to your audience.  
 
So if a person was trying to slide behind the „doorframe‟, 
you can adjust your position so that both of you would be „in 

front‟ of the imaginary plane. Changing your body 
positioning in this manner will help equalize any situation 
and this will always help move things along when you are 
trying to persuade someone.  
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Facing Communication Anxieties 

 
The fight or flight response is not limited to the receiver of 
the message. Speakers/communicators also face similar 
problems when talking to people.  
 
The fight or flight response is triggered so quickly that it is 

common for people to be almost completely staid and frozen 
when they are communicating with their audience.  
 
A speaker can also use an aggressive front while delivering 
the content of their speech. Some speakers on the other 
hand, use a more submissive approach. This is done to 
placate any critics that might be lurking in the audience.  
 
As you can already see, being frozen, overly aggressive or 

submissive aren‟t really desirable mindsets when 
communicating something to someone. An effective 
communicator should be confident and he should have 
conviction when he is delivering the content of his message.  
 
His body language should be congruent with what he is 
trying to convey with verbal language. Now, why do people 
become anxious when speaking to a group? The answer lies 
in how the human brain processes situations.  

 
Generally speaking, a person would feel more comfortable 
with a situation if there were fewer people involved. The 
more individuals involved in a situation, the higher the 
chances of having a negative outcome because there would 
be more variables beyond the control of the agent 
(speaker).  
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Simply put: the more complex a situation is, the more 
difficult it is for just one person to exert control over the 
situation.  
 
The situation becomes threatening and the fight or flight 
response is then triggered. When a situation becomes 
threatening, variables spiral out of control.  

 
Outcomes are no longer predictable and the lone speaker 
would like nothing more than to escape his inevitable 
contact with the audience.  
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How the Crowd Thinks 

 
When you are talking to a crowd, you are actually talking to 
a pack of people. I use the term “pack” to delineate an 
important distinction between a loose group of people and a 
pack. A loose group of people usually interact or even care 
about one another.  
 
A pack on the other hand, is a completely different thing. 
Merriam-Webster defines “pack” as “a group of predatory 

animals of the same kind”. This is what you should 
understand first when you have to deal with a group of 
people.  
 
Your audience is not a loose group of individuals. You are 
dealing with an entire pack that can move and think alike. 
And who‟s the leader of the pack? The leader of the pack is 
not in the audience.  
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The speaker is actually the pack leader. As the pack leader, 
it is your responsibility to lead the audience to where you 
want to go, intellectual and emotionally.  
 
Your „pack‟ will respond to your signals and you should also 
respond to the signals being given off by your pack. Your 
priority as far as body language is concerned is to establish 

a solid emotional connection with your audience.  
 
This emotional connection is even more important than any 
level of intellectual connection because remember, people 
react more readily to their emotions than their own 
thoughts.  
 
A person can abandon all logic and rationality in favor of his 
emotions. And when a person sees something that he 

believes is true, he will also act more quickly. When he sees 
something that he thinks is trustworthy, faith is born and we 
want this faith to be on your side to provide you with the 
advantage.  
 
Scientists believe that emotional bonding with other humans 
occurs not only mental but physiologically. A chemical 
compound known as oxytocin is produced by the body. This 
compound is responsible for the facilitation of human 

interaction and rapport between individuals.  
 
This is probably one of the key evidences that puts to the 
fore the fact that humans are social animals. We were not 
destined by nature or evolution to go at it alone. We were 
meant to mix and mingle with others.  
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Social bonds make us stronger and belonging to a group 
magnifies individual power, too. Now, another interesting 
fact about the chemical oxytocin is that it also increases a 
person‟s loyalty to another person or an idea.  
 
This chemical also helps people interact with others in such 
a way that after the interaction, a new friend emerges. The 

combined result of all of these activities is the drastic 
reduction of fear which is probably the biggest obstacle in 
every business.  
 
Because let‟s face it – if people have a certain fear of buying 
your product, idea or service, how will you do business?  
 
Body language is an important starting point when it comes 
to human communication.  

 
Scientists believe that humans (like other animals) 
simultaneously transmit non-verbal signals to each other. 
These non-verbal signals are received and are used by each 
individual to adjust their own behavior and responses.  
 
This is done unconsciously because the signals being sent 
out are also transmitted by people unconsciously. As 
members of your audience adjust their behavior to suit what 

others are doing, mirroring or mimicking occurs.  
 
That‟s why you should never be aggressive or passive when 
presenting something to people because they would mirror 
your own attitude. If you are aggressive, the audience would 
also be aggressive. If you are passive, the audience will not 
be responsive to what you are saying.  
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Big Lesson: Why You Shouldn’t Drop Your Hands  

 
 

Masters of body language know at least two groups of facts: 
what you should do to accomplish a particular goal and what 
you should never do if you want to communicate with others 

at all.  
 
And one of the things that you should never do if you want 
to impress someone or at least communicate effectively with 
another person is to drop your hands by the side. Don‟t be 
surprised: dropping your hands by your side is a big deal 
and I‟ll tell you why in a second.  
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Now, I know that many of you have learned from speech 
class or from some other course that you should always put 
your hands by your side when speaking, because this 
somehow helps you get your words out.  
 
This instruction is a staple when you attend business 
speaking classes. That‟s the first thing that people are told 

to do – keep your hands at the sides and no unnecessary 
movements.  
 
Speech trainers also instruct their students to keep their 
backs as straight as possible (as if they were in a military 
parade rest) during speech. There are so many things that 
will go wrong if you keep practicing this!  
 
Why? When a person stands absolutely still in front of a 

horde of people, what does this make him look like? Come 
on, think deep. You have probably guessed it right: this 
posture makes people look like targets!  
 
Remember those toy targets that young boys like to shoot at 
with their toy guns?  
 
That‟s what you look like when you follow the traditional 
rules for speech. When you keep yourself absolutely still 

when you are speaking, your mind reacts quickly to the 
posture.  
 
Your mind becomes alarmed: why are you not moving at all? 
This triggers the primitive alarm system. The subconscious 
mind formulates a plan of action. Thousands of years ago, 
humans remained absolutely still so that predators would 
lose interest in them.  
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This response remains up to this day. When you stay still, 
the mind will think that you are being pursued by some 
awful predator. You become stiffer and stiffer because the 
mind wants to protect you from this predator.  
 
You will be literally playing dead by the end of your 
presentation! And do you think „playing dead‟ in front of 

your audience will help you deliver the verbal part of your 
message? Of course not! This disastrous package of missed 
opportunity is the result of putting your hands down by the 
sides in the first place.  
 
When a person puts his hands at his sides, he is signaling to 
the pack that he either wants to stay exactly still (because 
he feels threatened) or he will suddenly move (to fight or 
flee).  

 
Neither of these two probable actions is appropriate if you 
want people to take your presentation seriously. Remember 
the mirroring response: the pack follows the leader. You are 
the leader.  
 
The pack follows suit. When you are trying to „play dead‟ in 
front of the audience, the audience will also play dead. They 
would become very relaxed. Their arms would probably fall 

by the sides, too.  
 
Instead of paying close attention to what you are saying, 
they would probably choose one of their common trances 
and stay within that trance for the rest of the presentation.  
 
Your body will also continually respond to the kind of posture 
that you have chosen for the duration of the presentation. If 
you are playing dead, your heart rate will slow down and 

your circulation will also go down.  
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Oxygen levels will become lower in preparation for sleep. 
Who in their right mind would want to sleep during a 
presentation? No one. That‟s why I‟m telling you right now – 
the worst thing that you could possibly do when speaking to 
someone is to put your hands by your sides.  
 
A lot of people ask me: why aren‟t speech trainers telling 

people about body language? It sounds insane right? But 
here‟s the thing – not everyone accepts body language as a 
valid form of communication.  
 
Many believe that if you can read or hear it, it probably isn‟t 
there in the first place. There are no textual words or sounds 
involved with body language, but I can assure you that it is 
there.  
 

Most speech trainers are unaware that even the smallest 
gestures can have an immense negative impact on the 
speaker and the audience.  
 
The intellectual content of the speech or presentation 
becomes irrelevant if you have lost the audience just 
because your gestures and expressions are incongruent with 
your verbal message.  
 

We should always remember that even if we are creatures of 
creativity and logic, we are also creatures of instinct and 
impulse. We give equal importance to both of these 
tendencies and in times of pressure and uncertainty, we 
revert to our instincts and primal tendencies.  
 
 
 
 

 



Unspoken Power Master Edition 

87 
 

A Most Powerful Body Plane   

 
Body language is not rocket science. But admittedly, the art 
and science of body language is not easy to come by since 
not everyone is aware that they are communicating using 
three different channels.  
 

That‟s alright – that‟s what I am here for, to make sure that 
you become a master of body language by the time that you 
reach the end of this book.  
 
We have spent a considerable amount of time discussing the 
complexity of human communication. We are doing this for a 
very good reason – you need to understand what is 
happening first before you can begin modifying variables.  
 

Now, with body language, there is always an assumption 
that a person who wants to consciously use the right 
gestures and expressions is choosing to do so because he 
needs a specific result from all his efforts.  
 
So the situation might change from time to time, but the 
fact remains that people want something good to happen. If 
you want to get the results that you want, again, you need 
to start paying attention to your audience.  

 
Your audience is the centerpiece of the communicative cycle. 
Without a listener, you have no communication cycle. Sure, 
you are also part of the cycle but you comprise only half of 
the picture.  
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You still need a receiver, right? One of the things that you 
should always remember about any type of audience is that 
people are always on the lookout for someone who will 
provide benefits and advantages.  
 
People don‟t want someone who will bring bad news or any 
other negative thing into the picture. The „pack‟ wants a 

leader who knows how to bring good stuff into the big 
picture.  
 
The „pack‟ wants someone who will add resources instead of 
someone who is out to ravage existing resources. And the 
„pack‟ wants a speaker or leader who acknowledges them 
and accepts them, too.  
 
Acceptance is essential for instant audience rapport. Don‟t 

believe me?  
 
Try dropping a joke that will negatively hit 90% of your 
audience and you will experience firsthand how a good 
audience can turn into a severely critical audience in a few 
seconds.  
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The Horizontal Plane  

 
You might be thinking right now: what should I do to 
communicate to my „pack‟ that I am sincere and I am 
someone who can easily be trusted?  
 
In the previous discussion we explored why the „hands by 

the sides‟ gesture is the least effective way to establish 
rapport with people. If there is a “don‟t” rule, there is also a 
corresponding “do” rule.  
 
To appear a „giver‟ and true leader to your pack, your hand 
gestures must always be within the horizontal plane that 
extends both directions from the navel.  
 

 
The horizontal plane  
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Some people believe that it‟s all about the actual gestures. 
In some cases, yes, people would be paying close attention 
to your gestures. But your audience would also be very 
interested in the positioning of your hands.  
 
Credibility is established if your hand gestures are within the 
horizontal plane that I have just described to you. Do not go 

below this horizontal plane because the area below this 
plane is not conducive for communication.  
 
Think about it this way: the higher your hands, the more 
acceptable it is. But as your hands sink lower toward your 
legs and below your waist, credibility goes down.  
 
When you keep your gestures within the horizontal plane 
near your navel, you are communicating that you are being 

completely honest with your audience.  
 
You‟re baring your soul to your audience because you are 
thing about their welfare. That‟s what this horizontal plane is 
all about.  
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Impact of the Horizontal Plane  

 
Let‟s talk about the impact of this horizontal plane to the 
speaker. Generally, people who use this technique when 
communicating to anyone at feel that they are: 
 

1. Calm enough to say what‟s really on their minds.  

 
2. Composed enough to carefully lay down the facts of 

their case.  
 

3. More energetic and more in control of the situation.  
 
These are just three of the most popular responses of people 
who use the horizontal plane extending near the navel. You 
might be thinking – wow, this is really new knowledge to 

me!  
 
And yet, thousands of years ago, the Chinese have already 
determined that the area near the navel is the true center of 
a person‟s energy.  
 
In fact, if you look over any good reference regarding kung 
fu or any other Chinese martial art, the area near the navel 
(also called the dantien) is designated as the nexus of 

personal power.  
 
So if you were a power plant, the area near your navel is the 
core of your energy source. In the West, people of science 
have identified this particular area as man‟s true center (at 
least when it comes to balancing and gravity).  
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Different vocabulary and context but essentially, both worlds 
are describing the same truth. In this area alone, you will 
find balance, control and power – three of the most 
important tools of any speaker.  
 
Use these three elements all the time and you will definitely 
experience a transformation in the way you persuade and 

influence people around you.  
 
Because when you use this area often, you are actually 
mentally accumulating your energy and projecting that 
powerful energy to your audience and your audience feels it 
and experiences your message in its fullness and richness.  
 

Breathing Matters  

 
Here‟s another reason why you should pay attention to the 
navel area: the navel area is responsible for rich and 
rhythmic breathing. Breathing is such an important 
biological function.  
 
Again, if we turn our attention to the oldest medical texts 
from places such as India and China, we would find that 
ancient medicine men already knew that if you wanted to be 

strong and healthy, you needed to breathe properly.  
 
And these ancient medical practitioners already knew that 
the way to do this was to practice, rich and rhythmic 
breathing that emanated not from the chest or thoracic 
cavity but from the navel.  
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This breathing method (which is also recommended by 
modern doctors everywhere) is actually being taught in 
Buddhist monasteries, yoga classes, etc. Deep and regular 
breathing is good for you!  
 
Proper breathing also helps straighten crooked upper body 
postures and relieves organs that are being compressed by 

poor posture.  
 
You need to breathe from the navel if you want a rich supply 
of oxygen in the brain. The brain needs oxygen to function 
well. Oxygen is the number one chemical in the body that 
should never be taken for granted. No oxygen means 
degeneration and death.  
 
So from now on, I recommend that you practice “belly 

breathing” as much as possible. You can do this by 
imagining that your breathing center is not your chest but 
your belly area.  
 
Imagine that within your belly is a balloon waiting to be 
inflated. Inflate this balloon as you breathe in and deflate it 
as you breathe out.  
 
As you breathe in, let your chest cavity move up as air fills 

your lungs and as you breathe out, let your belly deflate 
horizontally and your chest move down. These two regions 
should move simultaneously when you are breathing. No 
more shallow and stale breathing from now on!  
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The Science of Breathing  

 
If you have noticed, we pay close attention to our breathing 
in the various exercises outlined in this book. Breathing is 
such an important component in human communication 
because it affects the way we express ourselves and it also 
affects the way we present ourselves to our audience.  

 
So many people think that their breathing doesn‟t matter 
whenever they speak because there is a general 
misconception that audiences are only interested in the 
verbal content of messages.  
 
But because you have read my little book, you know better 
now. You know now that everything matters when we 
communicate and the body and the mind are actually a 

singular unit.  
 
When you try to separate the body and mind when you try 
to communicate with someone, incongruence occurs and this 
is never a good thing because people would easily detect 
that there is a big difference between what you are saying 
and what your body is expressing.  
 
Breathing is a vital biological function because we need 

oxygen in our bodies. We need oxygen to be able to digest 
food and move. We need oxygen to be able to think and 
express ourselves well.  
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And we need oxygen to keep our wits when we feel nervous 
and over-excited. If you are not breathing well when you are 
talking to people, you will have a rough time because you 
are not giving the brain (and your body) sufficient fuel.  
 
When we breathe, the body takes in air and processes this 
air to separate oxygen from non-usable components like 

carbon dioxide. We need more oxygen in the body and less 
of the carbon dioxide.  
 
The body has many automatic mechanisms to ensure that all 
of the tissues and cells in the body get enough oxygen.  
 
During times of extreme stress, the body drives more 
oxygen to the brain and the vital organs in preparation for 
the “fight or flight” response. This is the reason why you feel 

talkative and excitable when you are afraid of something. 
It‟s actually the adrenaline and additional oxygen in your 
bloodstream.  
 
As you can already imagine, breathing is vital because it 
affects the quality of our thoughts and actions. If you are 
breathing poorly all the time, you will have a tough time 
engaging and inspiring people when you try to 
communicate.  

 
So you really need to pay attention to the way you breathe. 
Most people are shallow chest breathers. If you want to 
breathe more fully and if you want more oxygen in your 
bloodstream, you need to revert to the normal human 
breathing pattern.  
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It‟s easy to breathe normally – just watch how babies 
breathe. Babies and toddlers are excellent models for active 
breathing because infants and young children have not yet 
learned bad breathing habits.  
 
Watch how these young ones breathe and you might be 
surprised how natural it is for them to breathe fully. A child 

usually breathes in this manner: the belly rises first and 
expands like a balloon.  
 
Then the chest follows suit; the chest also expands in 
tandem with the belly. What results is the effortless and full 
expansion of the chest cavity. You might be wondering: why 
are we even discussing breathing even if billions of people 
around the world breathe and don‟t even pay attention to 
their breathing?  

 
Well, if you want to improve the way you communicate with 
others, you need to pay attention to the smallest details of 
your body. We are interested in improving not only your 
gestures and movements but also how your body works 
whenever you have to speak or present something to 
someone.  
 
Now, imagine if a person (for whatever reason) tries to stop 

breathing. What would happen? If a person would be able to 
hold his breath for so long that he actually loses 
consciousness, the body would simply restart the breathing 
process for that person.  
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So technically, a person can‟t „kill himself‟ by holding his 
breath. The body and brain will not allow it because the 
human body was designed for survival. There are numerous 
compensatory mechanisms in the body that ensure a 
person‟s survival in the long term.  
 
The conscious mind and the body have a very special 

relationship – because to a certain extent, we can 
consciously control certain things in the body even if we 
don‟t have voluntary control of the heart and the other 
organs. We are able to exert control over these areas of the 
body through our thoughts and emotions.  
 
And brings us to the two most common breathing problems 
when a person has to speak to people: hypoventilation and 
hyperventilation. When a person is experiencing 

hypoventilation, he is not breathing regularly and the 
oxygen level in the bloodstream is not sufficient for normal 
functioning.  
 
Hypoventilation can take place when a person suddenly 
loses consciousness and his airway has been obstructed by 
something. Hypoventilation can also occur when a speaker is 
not speaking during the in-breath. He runs out of oxygen 
constantly because he forces himself to speak during the 

exhalation phase.  
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The second common breathing problem is called 
hyperventilation.  
 
You might be more familiar with hyperventilation because 
many people hyperventilate when they are panicking. Folks 
with anxiety disorders usually hyperventilate when they are 
under stress. People who are under stress during 

presentations can also hyperventilate.  
 
When a person hyperventilates, he breathes more quickly 
but his breathing remains shallow.  
 
The quality of the breathing is poor and therefore, the body 
and consequently, the brain, are not getting enough oxygen.  
 
This can place extreme pressure on a person who has to 

communicate to people because the brain needs all the 
oxygen it can get if a person were to use the brain to 
present information and solve problems.  
 
During hyperventilation, the brain becomes confused 
because the person is breathing more quickly but there is no 
additional oxygen that can be used by the body. The brain 
responds to hyperventilation by narrowing the blood vessels 
in the body because it thinks that there is too much oxygen 

in the body.  
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Breathing Experiment  

 
Now that you are aware of the impact of breathing when you 
want to communicate with someone, it‟s time for another 
exercise.  
 
Find a comfortable place to sit and just relax. Close your 

eyes now and as you close your eyes, I want you to imagine 
an orange.  
 
Now, this is where this exercise becomes more interesting 
because you are not just going to imagine a fruit with your 
eyes closed. I want you to imagine any kind of fruit as you 
breathe out forcefully.  
 
You can do this as many times as you like, but you can only 

imagine the fruit when you are forcefully breathing out. This 
means that you are going to drive out all the air in your 
lungs before you can try imagining the fruit. Take note of 
what you noticed about fruit that you tried to imagine.  
 
I want you to list down everything you noticed about the 
fruit, including its size and its movement, if it was moving or 
if you thought it was moving. If it was stationary, I want you 
to take note of its position in relation to you when you tried 

to imagine it. Once you are done with that, proceed to the 
second phase of the exercise.  
 
In the second phase of this exercise, I want you to imagine 
a different fruit. It can be an apple, orange, pear or 
pineapple. The type of fruit doesn‟t matter. This time, I want 
you to take a deep breath and on the in-breath (inhalation 
phase), imagine the fruit in all of its glory. 
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When you exhale, stop imagining the fruit. Imagine the 
second fruit only when you are inhaling. Again, observe the 
fruit in your mind‟s eye and take note of its attributes, 
including its physical characteristics and its movement as 
you were imagining.  
 
After you have noted everything that you have noticed 

about the second fruit, I want you to compare the two fruits 
that you imagined in the exercise. Do this now before 
reading the next paragraph. Are you done comparing the 
two fruits that you have just imagined? If you are, proceed 
below:  
 
Most people encounter a grotesque fruit when they try to 
imagine during the out-breath. Many have difficulty 
imagining the fruit because they are performing the out-

breath.  
 
Most items that are imagined during the out-breath are 
moving away, compared to fruits that are imagined during 
the in-breath, which are almost always moving toward the 
mind‟s eye.  
 
The fruits that you have just imagined represent the quality 
of your thoughts when you breathe. As you can see from 

this exercise, it is hard to think creatively when you are 
performing an out-breath. If it is hard to think during an 
out-breath, it is even harder to speak clearly to a big 
audience.  
 
So from now on, I want you to remember the two fruits 
whenever you have to speak to someone. These two fruits 
will remind you to regulate your breathing so that you would 
always speak during the in-breath.  
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Controlling Stress During Conversations and 

Presentations  

 
 

 
Fighting back the stress response with the proper gestures; 
this image represents a man who is presenting something to 
an audience. Notice that his free hand is near his navel and 

not below it. The figure also demonstrates how you can 
avoid dropping your arms at your sides when speaking.  

 
 
Stress is a normal response when a person is conversing 
with another person or a group of people. You might be 
wondering why I say that stress is normal – well, stress is 
actually part of the reptilian mindset that is not governed by 
conscious thought.  
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That small region of human consciousness is not voluntary 
at all. So when something appears to be a threat or danger 
to the self, the body and mind respond with stress. Stress is 
not just a state of mind. It is a physiological response to a 
perceived danger.  
 
It encompasses everything within the body and the mind. 

And therefore, if you do not know how to control it, you can 
fall apart while presenting something extremely important. 
You do not want this to happen, not even once. So how do 
you combat stress?  
 
You can do this by using the horizontal plane near the navel. 
Normally, when a person is stressed, he begins exhibiting 
gestures and expressions that project his anxieties and 
fears. These gestures automatically trigger even more stress 

and the cycle continues anew.  
 

 
 

Negative 
Gestures  

Reptilian Brain 
Responds 

Stress Level 
Increases  
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So as you can see from the diagram I have just drawn, the 
more you use the wrong gestures, the more stressful you 
become.  
 
Now, I have to clarify something before we continue: this 
discussion is not about separating people who can handle 
stress and those who can‟t. This discussion is about 

countering stress regardless of your ability to handle stress.  
 
Because let‟s face it – no one likes stress! Hundreds of 
thousands of years ago, when humans were (or weren‟t) 
wearing loincloths, the stress response allowed humans to 
escape erupting volcanoes and ravenous predators.  
 
Those days of nomadic travel and hunting are long gone 
now. We don‟t need stress anymore if we want to achieve 

certain goals. However, we cannot just tell our bodies to 
stop producing adrenaline and cortisol (the stress hormone).  
 
We cannot just instruct the reptilian brain to quit butting in 
when you are speaking to a large audience. And so we have 
to counter stress on its own grounds – through body 
language.  
 
The reptilian brain can understand both conscious 

communication and unconscious communication. The 
reptilian brain is keen when it comes to non-verbal 
communication because this type of communication is 
instinctual at its very base.  
 
So essentially, you have to communicate to your own 
reptilian brain that you don‟t need to be stressed out when 
you are speaking. And believe me – your reptilian brain will 
respond to your body language.  
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So remember this: whenever you feel the urge to just drop 
your hands at your sides or wring your hands below your 
navel when you are presenting something, stop it. Use the 
horizontal navel plane to your advantage.  
 
If you feel like joining your hands while speaking, keep your 
hands near the navel. If you feel like emphasizing certain 

points, do so within the horizontal navel plane and never 
below it.  
 
By doing this, you accomplish two very important things: 
number one, you are controlling the urge to add more stress 
unto yourself while speaking and number two, you are 
sending a clear signal to the „pack‟ that you are confident 
with what you are saying and they should continue agreeing 
with  what you are saying.  

 
And as a final word on the horizontal navel plane, remember 
that by using this are when you are gesticulating, you are 
sending a signal that your words are factual and not 
fallacious. This puts people at ease and your audience would 
have yet another reason to trust you.  
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Body Language Exercises  

 
As with any other skill, body language requires practice. The 
following should be practice as often as you can so the 
guiding principles become natural principles for you:  
 

1. Whenever you are speaking to someone, keep your 

hands within or above the horizontal navel plane.  
 

2. Whenever you feel like you are losing ground in a 
conversation, keep your hands within the horizontal 
navel plane to calm yourself and control the stress.  

 

Consciously roll back the stress and re-affirm with your 
reptilian brain that no stress response is needed in the 
situation because you are in control and you are 

confident in what you are doing.  
 

3. Transmit confidence and credibility to your audience by 
using open gestures. These gestures should never fall 
below the horizontal navel plane. Keep track of your 
progress and see if you audience is responding to what 
you are doing.  
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Part 3: Powering the Machine  
 
Each person has his own unique way of doing things and this 
uniqueness and creativity may be man‟s most powerful tool 
in the grand scheme of things. No other species on Earth 
can exhibit such an individualist tendency.  
 

Man has been able to champion his own species precisely 
because he can think of different ways to set apart his own 
efforts and actions from others.  
 
Each person has been geared to offer something to the 
world and as we reach out to others to offer what we can to 
the world, we leave behind something that can potentially 
influence and inspire others.  

 
Some people call this your personal legacy. If the experience 
was from something inanimate, like a beverage or a 
computer, the legacy is called brand experience. Whatever 
people may call it, it is clear that when we speak, we leave 
behind not only ideas but a general idea of who we are and 
what we do.  
 
We leave an imprint on other people that cannot be easily 

erased or undone and therefore, we must do everything that 
we can to ensure that we always leave a positive imprint.  
 
Your own personal transformation begins right now and the 
avenue that you are going to traverse to achieve this 
transformation is called body language.  
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Breathing & Communication  

 
People can make really quick judgments based on their first 
impression of a person. During a face-to-face conversation a 
person can be judged as either “completely there” or “not all 
there” based on the type of presence he exudes as he 
speaks to his listener/s.  

 
People study other people‟s basic projection during a 
conversation and this „feeling‟ of the speaker actually 
influences an audience‟s response to the ideas and 
messages being given to them.  
 
Breathing is the first thing that you have to develop and 
control during speech if you want to improve your overall 
projection during face-to-face conversations. Conscious 

breathing is needed if you want constant energy and 
confidence while you are talking.  
 
Now, many people tend to run out breath when they are 
talking. When a person breathes in a shallow manner, the 
brain is not getting enough oxygen throughout the 
conversation and thus, creativity drops too.  
 
Why does this happen, anyway? This usually happens when 

a person focuses on expiring or breathing out during a 
conversation. This might sound strange, but in the world of 
body language, everything is taken into consideration – even 
a person‟s breathing.  
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So naturally, if a person would lose ground during a 
conversation because he is not breathing correctly, the 
solution to this problem would be to start focusing on 
inspiration or breathing in, rather than just breathing out.  
 
I‟m not saying that you shouldn‟t breathe out (this is 
anatomically impossible) but for the purpose of improving 

your body language as well as your verbal language, we 
need to slightly modify the way you breathe.  
 
Imagine being able to breathe in such a way that those 
around you are simply inspired by your confidence. Imagine 
being able to think creatively and broadly as you speak just 
because you are breathing well, all the time.  
 
That‟s the biggest advantage of the breathing-in technique. 

The breathing-in technique actually results in a physical 
state that will allow you to speak for as long as you can 
without running out of oxygen.  
 
Forget about breathlessness or hyperventilation during 
speeches and presentations. How can this physical state be 
achieved? Here are the steps:  
 
You can do this while you are seated or while standing up. 

Imagine that there are strings connected to the top of your 
head and your shoulders.  
 
Imagine that these strings are connected to a small pulley. 
In your mind‟s eye, turn the pulley so that it raises your 
head and shoulders. Move the pulley until your spine and 
chest straightens.  
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Take in full breaths; breathe with your belly and not with 
your chest. Feel your chest expand and deflate as your 
diaphragm moves up and down as you breathe.  
 
From now on, use this breathing-in technique whenever you 
have to speak. You will notice that your thinking, breathing 

and speaking will all improve as you emphasize  inspiration 
(breathing in) as opposed to using expiration (breathing out) 
when you converse with people.  
 
Whenever you speak, your audience (initially) is not really 
paying attention to the actual content of your message. Your 
audience will be honing in on your breathing, expressions 
and gestures so they can determine your intention.  
 

Discovering your intention is necessary because your 
audience wants to know if they can trust you and without 
trust, your audience will most likely ignore most of the 
content of your message.  
 
Whenever you deliver an idea or message during a face-to-
face encounter, always remember that people are interested 
first in what your body is trying to communicate. They are 
looking for direct signals from the pack leader.  

 
Once these signals are received, they will begin to listen to 
your verbal message, but at the same time, the pack will 
adjust their mindset and own body language based on your 
own body language. People can also detect your emotions 
based on your body language.  
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If you dislike the audience, this will manifest in your body 
language and in turn, your audience will respond by disliking 
your presentation too!  
 
If you say that you love your presentation but your body 
language is dissonant from the content of your verbal 
language, the audience will discover this dissonance too and 

react accordingly.  
 
If you don‟t believe that body language could be this 
powerful, try this exercise: watch any movie and switch off 
all the sounds. Try to follow the flow of the story by 
observing only the body language.  
 
Observe how the breathing pattern of the actors onscreen 
becomes your own after a few short minutes. Since the 

verbal content of the movie has been removed, your mind 
will focus on just one channel which is body language.  
 
And as you watch the movie without any sounds you will be 
able to realize just how much content is involved in the 
actors‟ body language alone. You become more entwined in 
the countless thoughts and emotions involved in the movie 
and you naturally absorb the visual and aural experience of 
the film.  

 
The film itself might be using different angles to show the 
actors and events but at the same time, the breathing 
rhythm used by the actors and actresses help set the mood. 
Even if you don‟t hear anything, you automatically 
understand what‟s happening based on the gestures, 
expressions and breathing patterns.  
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At this point in time, you might be ready to challenge your 
old habits in favor of the breathing-in technique. And that‟s 
good; you are showing a determined willingness to 
communicate better! Using the breathing-in technique is 
easy. You just have to speak as you draw in air.  
 
Your lungs should be full of air and oxygen as you speak. 

Don‟t exhale and then speak. I know that a lot of people 
barely breathe when they talk, but I ask that you leave this 
type of breathing rhythm because it will only diminish your 
effectiveness as a speaker. Who would want to speak while 
being breathless, anyway?  
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Mastering the In-Breath & the Out-Breath  

 
Earlier in the book you have already been acquainted with 
the concept of the in-breath and the out-breath. We use 
these terms because we are focusing on the aspect of 
breathing when one speaks to another person. Here is a 
quick recap of what we have discussed so far: 

 
1. Breathing is essential for communication  

 
2. Verbal communication is most effective when a person 

speaks during the in-breath.  
 

3. Creativity is hampered when a person speaks during 
the out-breath.  

 

4. Breathing should be controlled consciously when a 
person is speaking.  

 
5. There should be emphasis on bringing in renewed 

energy during the in-breath, which is a person should 
always speak during this respiration phase.  

 
In this section of the book, we are going to use another 
exercise so you will be always conscious of how the in-

breath and the out-breath affects how you think and express 
yourself.  
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In-Breath Exercise 
 

1. Find a comfortable place where you can perform this 
short exercise. Ideally, you should be standing up but if 
this won‟t work for you, then it is alright if you do this 
exercise sitting down. Just make sure that you back are 
straight and your chin is up because we want you to be 

in the best possible posture for an in-breath.  
 

2. Now imagine yourself being lifted up by invisible forces. 
Your whole upper body is being lifted up slightly and 
your spine is becoming comfortable straight. If you 
frequently slouch, this exercise would probably help 
improve your posture. 

 
3. When your back is comfortably straight and your 

abdominal region is now more exposed because of the 
straightening of your upper body, I want you to 
consciously breathe in and breathe out. There is no 
need to overemphasize inhalation or exhalation. Just 
breathe normally but I want you to be more aware of 
your breathing now. 

 
4. After a few minutes of just relaxing in this position, 

proceed with the guide questions.  
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Guide Questions:  
 

1. What did you notice about your breathing when you 
imagined that you were being lifted up to the ceiling?  
 

2. What was the quality of your breathing when you were 
performing the first exercise? Were you breathing 

better or were your breaths shallow and non-
energizing?  

 
Important Notes:  
 

1. Proper posture always improves a person breathing 
pattern and breathing pace. Improved posture naturally 
emphasizes the diaphragm and not the chest.  
 

Therefore, we breathe using the diaphragm 
predominantly and the chest only follows suit (as 
opposed to shallow breathing using the chest muscles).  
 

2. Controlled breathing allows the body to receive much 
more oxygen. This is accomplished without hastening 
the pace of the breathing itself and so we are able to 
avoid hyperventilation.  
 

Hyperventilation is not good for any who wishes to 
converse or present to an audience because it prevents 
a person from thinking and speaking at the same. 
Hyperventilation is also a symptom of anxiety and 
panicking.  
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3. When you are predominantly on the in-breath, you will 
feel light and energized. Positive and creative thoughts 
will begin to flow into your mind because you are giving 
the brain the fuel that it needs to process information 
quickly and effectively.  

 
4. Breathing well relieves any strain on your facial 

muscles. This results in a small, natural smile that is 
pleasant to any audience. The smile also reflects that 
the body is receiving more oxygen and therefore, it is 
functioning better.  

 
This small smile that results from breathing properly is 
an awesome way to establish rapport with your 
audience. The resulting smile would be so natural that 
people would be happy to mirror your smile and in the 

end, your audience would warm up to you that much 
more quickly.  
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Out-Breath Exercise 
 
Exhalation is an important part of the breathing cycle. We 
need to expel unnecessary gases from our body and this is 
the primary route for these unwanted gases.  I am not 
saying that you should avoid exhaling (that is impossible) 
but when you are speaking, make exhalation a secondary 

activity.  
 
Focus on inhaling and speaking to keep your idea and words 
fresh. Couple this with the right gestures made at the right 
plane and you have the formula for communication success. 
Now, in order to master the in-breath and the out-breath, 
we have to examine what happens during the out-breath.  
 

1. Take a seat and instead of straightening your spine or 

imagining that you are being lifted, imagine that 
someone has placed a small bag of sand at the back of 
your head. Feel that weight pushing you down. Allow 
the imaginary weight to make you slouch. Then let your 
stomach collapse a little as you slouch forward.  
 

2. As you feel the weight increase on your back, try 
breathing regularly.  
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Guide Questions:  
 

1. Did you feel light or heavy when you were doing the 
exercise?  

 
2. How did this exercise affect your breathing?  

 

3. What was the emphasis of your breathing? Were you 
breathing out more?  

 
Important Notes:  
 

1. When you allow yourself to slouch, your breathing 
takes a toll. The out-breath wins over the in-breathe 
because the diaphragm is unable to expand efficiently.  
 

2. A person‟s posture determines his breathing pattern 
and his efficiency in expressing himself. When you 
speak on the out-breath most of the time, you will run 
out of air frequently. Also, the slouched posture pulls 
your eyes to the ground. So instead of being able to 
look straight at the horizon, you will be constantly 
looking at the floor and at people‟s shoes.  
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Passion & Gestures  

 
The biggest challenge for every speaker is to inspire his 
audience enough so that they would also become passionate 
about his message or ideas. A passionate audience is de 
facto a motivated audience.  
 

And if your audience is motivated, the chances of fully 
influencing your listeners increases exponentially. Why does 
your audience have to be passionate about what you are 
saying in the first place?  
 
Well, think about it: you can inspire people, but would that 
be enough for them to do something for you? Of course not. 
Inspiring people is one thing, but if they are not motivated 
and passionate enough about your idea, they would simply 

forget about what you‟ve said.  
 
How can you fuel the passion in your audience through body 
language? The easiest way to accomplish this is by gesturing 
from the chest level. Again, this might sound extremely easy 
(and it is) but let us take a few more minutes to discuss why 
you should develop the habit of gesturing from the chest.  
 
First off, gesturing from the chest enhances the breathing-in 

posture that we discussed in the previous section. When you 
gesture from the chest area, you are keeping the upper 
body and spine straight and this automatically enhances the 
breathing-in posture.  
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Gesturing from this particular horizontal plane increases a 
speaker‟s energy as he speaks. The same energy is felt by 
the audience and the power of the speaker is magnified as 
long as he maintains the chest-level hand gestures.  
 
Why do chest-level hand gestures work so well? First off, the 
chest area is well-protected from within and so any speaker 

can be very energetic and bold without necessarily sending a 
negative signal to the reptilian complex of the brain.  
 
The chest area houses the lungs and heart but this area is 
housed by the hard ribcage and so the brain understands 
that although the body is surrounded by other people, the 
body is safe because the gestures are being fired off from 
the chest level and not from the abdominal area (which is 
more vulnerable than the chest area because there are no 

bones in this part of the body).  
 
The chest area is also perceived as the center of passion and 
other strong emotions. Passion can spring forth from the 
chest (but so can anger and excessive bravado).  
 
So as much as I‟d like to tell you that you have free rein 
when it comes to expressing yourself from the chest area, I 
have to warn you that if you are not able to control the 

intensity of your gestures from this particular space, your 
audience might feel that you are too frank for their taste.  
 
Excessive use of the chest area during speaking can also 
send a false image to your audience. For example, your 
audience might think that you are being too dramatic as you 
speak and no one really likes over-acting speakers.  
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Overuse of the chest region as you speak can also raise your 
energy level so much that the excess energy can begin to 
affect the way you talk. And you know what happens when 
your speech becomes too fast – you end up sounding a little 
crazy. So use the chest plane to your advantage, but as with 
everything, don‟t overdo it.  
 

Misuse of the chest plane when gesturing to your audience 
can also affect your breathing. Breathing, as we have 
already discussed, affects almost every aspect of your aura 
as a speaker, which is why I taught you how to keep your 
breathing in check when speaking (i.e. breathing-in 
technique vs. predominantly breathing-out).  
 
What can happen when your energy goes unchecked when 
you speak? If energy is unchecked during a speech, a 

person usually ends up hyperventilating. Hyperventilation is 
often worse than predominantly breathing-out because when 
you hyperventilate; you can‟t really get the words out 
anymore. Too much energy can also turn you into an 
aggressive speaker.  
 
All of these shifts can affect your audience‟s reception of 
your message. If you sound panicky, your audience can also 
become a little panicky. If you start sounding offensive and 

angry, your audience will also respond in the same manner.  
 
How can you avoid excessive energy during a speech? The 
easiest way to balance excessive energy from the chest area 
is by alternating the planes that you use when you are 
conversing with someone.  
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Remember, you have two main planes – the plane near the 
navel and the plane around the chest. The plane near the 
navel/waist improves your credibility while the plane near 
the chest increases energy and passion.  
 
Try to find a balance when using these two planes so your 
audience will trust you and at the same time, will be 

passionate enough to act on your message.  
 
Always remember that emotions are a double-edged weapon 
when it comes to human communication.  
 
People love it when someone shows controlled emotion; 
however, when a speaker shows that he has little or no 
control over his emotions, people automatically withdraw 
their trust and support for that speaker because no one likes 

to be around a loose cannon.  
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Lip Reading  

 
Let us take a short detour to discuss the importance of the 
lips to communication. Many people believe that the lips are 
used solely for verbal language because the mouth is where 
all our words and vocalizations are emitted.  
 

Well, I‟m here to tell you that although the mouth is used 
primarily for verbal communication, people still pay attention 
to the various movements of the lips. People „read‟ other 
people‟s lips when they have to listen to a message.  
 
The movements of the lips are also part of the message! 
What is the significance of this issue? Well, if a person wants 
to be very expressive and credible, he has to make sure that 
he also has conscious control of how his lips express the 

verbal content of the message.  
 
If you don‟t believe me, try having a conversation with a 
friend or colleague but this time, cover your mouth most of 
the time. You might be surprised how frequent 
misunderstandings can occur because your mouth was not 
visible at all. It is very difficult for a person to understand a 
message that he cannot „read‟ or „see‟.  
 

That‟s how important the smallest body movements are – 
even the movements of the lips are important in conveying 
messages to other people! When you perform this small 
experiment on a friend or colleague, I want you to keep 
talking until you feel that the other person has become very 
frustrated or flustered about what you are doing.  
 
When your listener becomes very frustrated, I want you to 
suddenly lower your hands and place them near the 

horizontal plane near the navel area. Begin making gestures 
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from that part of the body and watch how your listener will 
react to the change. Your listener will most likely react 
positively to the sudden change in your body language.  
 
Your listener will feel relieved that you have removed your 
mouth cover and he will begin responding more readily to 
what you are saying.  

 
Why is this happening? Well, your listener is no longer 
excluded from the communication loop because he has been 
given complete access to the non-verbal communication 
channel. When you started speaking, you were covering 
your mouth, which effectively closed off one communication 
channel.  
 
What have we learned from this? If we were to look at the 

habitual gestures of most speakers, we would often see 
speakers using their hands to support their heads during 
long presentations.  
 
Of course, people mean nothing by this gesture but to the 
audience, a covered mouth is like being handed an 
incomplete message. It is still possible to communicate, but 
from that point on, people would have a tough time 
deciphering the verbal content of the message.  
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The Intention/Sincerity Exercise  

 
Body language, like any other language has to be 
understood and appreciated fully before it can be used 
naturally.  
 
So far we have discussed how body language can really 

affect how people perceive your intention and sincerity as a 
speaker. If you are still having trouble understanding how 
simple gestures can affect how you project certain ideas, 
then the intention/sincerity exercise is perfect for you.  
 

1. Raise your hands near your chest and say “I love you!” 
Note the feeling and the thoughts that emerge as you 
say these words.  

 

2. Lower your hands near your navel and say “I love you!” 
Is there any difference between the first „I love you‟ 
and the second „I love you‟?  

 
3. Now lower your hands below your waist and say “I love 

you” once again. What did you notice? 
 
As you may have already noticed, using different planes has 
a big impact on the way we relate ideas. Obviously, saying 

“I love you” while lowering your hands below the waist is the 
worst possible way to express your affection for another 
person. 
 
Lowering the hands below the waist also disconnects a 
person from the true meaning of his verbal language. The 
plane below the waist negates any positive meaning from 
any action.  
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Body Language Experiment  

 
At this point in time, I think you are ready to be a little more 
hands-on in your exploration of body language.  
 
So in this section of the book, I want you to perform a little 
experimentation with your own body language and I also 

want you to be observant as to how your body language 
affects how you think, feel and act. 
 
First Experiment  
 

1. In our first experiment, I want you to simply stand up 
straight and place your hands on your sides. Make sure 
that your hands are below the navel area.  

 

2. Once your hands are in the area below the navel, I 
want you to pay attention to how your breathing rate is 
affected by this movement.  

 

Has this change in your body positioning affected your 
breathing rate? How about the quality of your 
breathing? Is your breathing better when your hands 
are below the navel area?  

 

3. Focus on how you breathe. Have you become a shallow 
breather when you placed your hands below your navel 
are? Or have your breaths become deeper and more 
strained?  

 
Bring your hands up to your chest area and compare 
your breathing quality and breathing rate with this 
change in your body position. Are you breathing better 
when your hands are near the chest area? 
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4. Bring your hands down again (below the navel area) 

and think: is there an emphasis on in-breathe or is 
there an emphasis on the out-breath?  
 
Try saying something when your hands are below the 
navel area. Are you able to speak better when your 

hands are below the navel area? Are you able to speak 
during the in-breath or are you better off speaking 
during the out-breath?  

 
Here are some additional questions that will help you 
discover the effects of the simplest changes in body 
language:  
 

 How does the plane below the navel area affect your 

general posture? How does this positioning change the 
way you look to your audience?  
 

 Are your legs more stable or less stable when you use 
the horizontal plane below the navel?  

 
 Is your spine straighter and more erect or do you feel 

like you are slouching and your center of gravity is 
lower, as if you were in a fight or flight posture?  

 
 Does your head feel heavy or stable when your hands 

are at your sides?  
 

 Do you feel like smiling or laughing when your hands 
fall below the navel area? Are your facial muscles 
relaxed or somewhat strained?  

 
 What is your normal facial expression when you drop 

your hands to your sides? 
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 Generally speaking, do you feel light or heavy when 

you stick to this horizontal plane?  
 
Second Experiment  
 
In our second experiment, I want you to stand up straight 

and keep your back straight. Keeping the head straight but 
relaxed I want you to lift your hands and lightly lock the 
fingers. Place your hands on top of your navel.  
 
The bottom of your palms should be lightly touching your 
abdominal area. Rest your hands there as if you were ready 
to listen to someone speak. Relax your body and let the 
movement take effect.  

 

Again, here are some guide questions that will help you 
observe the effect of the movement on your body and mind:  
 

 Does the movement immediately have an effect on 
your breathing pattern or breathing rhythm?  

 
 How has the movement affected your breathing rate? 

Are you breathing faster now or slower?  
 

 How has the movement affected the quality of your 
breathing? Are you breathing in a shallow manner or 
have your breaths become fuller and deeper?  

 
 Do you feel that your breathing has improved just by 

placing your hands on your navel area?  
 

 Did the movement affect the emphasis of your 
breathing? Are you focusing now on the in-breath or 

the out-breath?  
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 Did the movement affect your feeling of balance or 

equilibrium? Do you feel on top of the world right now?  
 

 How does your breathing now compare to your 
breathing in the first experiment? Is the quality of your 
breathing better or has it become worse?  

 
 Has the movement affected the stability and balance of 

your legs? Do you feel stable or wobbly while standing 
up?  

 
 Does your head and spine feel more aligned now?  

 
 Would you be able to communicate better with this 

posture or not?  

 
 Turn your attention now to your facial muscles. Again, 

do you feel that your facial muscles are strained or 
relaxed? How do your facial muscles feel now compared 
to the first experiment?  

 
In the second phase of the second experiment, I want you 
to suddenly drop your hands from your tummy but keep 
your fingers lightly locked together.  

 
Let your hands drop below the navel area. How does this 
change your breathing rate and your overall stance? How 
about your posture? Does your back feel straight and does 
your head feel stable?  
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Now free your hands and lift them near the navel area. Try 
speaking and gesturing from within this horizontal area. 
What do you feel when you gesture from this area? Again, 
how does this sudden change in your body positioning affect 
your stance and breathing pattern?  

 

Quick Pointers 

 
1. For best results, always keep your hand near the navel 

area. The imaginary horizontal plane in this area is 
excellent for regulating your sense of balance and 
stability and also helps calm you down.  
 
So whenever you feel like you are anxious or panicking 
whenever you have to speak to someone, change your 

stance so that the body can react accordingly. The 
effect of body language is immediate because the brain 
interprets physical changes to your posture 
automatically.  
 

2. If you feel that your audience has become too energetic 
and this has had a detrimental effect on your 
presentation, simply drop your hands to your sides.  
 
By lowering your hands toward the negative region, the 
energy in the room will wane. Don‟t worry – you can 
bring the energy back up again once you start using 
the right gestures. 
 

3. Whenever you are trying to emphasize something when 
you are speaking, allow your voice to be the second in 
command. Do not try to over-strain just one channel 
when you are trying to communicate.  
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Let your body language lead the way and allow your 
verbal channel to follow. So instead of raising and 
lowering your voice and using your body to emphasize 
what is being said verbally, switch the tables – let your 
body do all the talking and let your verbal content be 
the secondary language. This way, you won‟t run out of 

energy and you will feel balance and energetic 
throughout your presentation.  
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Part 4: Advanced Lessons in 

Body Language  
 
When a person is constantly required to persuade and 
influence people, being able to read minds would be an 
awesome skill.  

 
Unfortunately, literally reading minds (or being „psychic‟ as 
some would call it) isn‟t actually a valid option. And so we 
turn once again to the power of body language for solutions 
to our mind-reading problems.  
 
Is it possible to actually read someone‟s thoughts and 
emotions through body language? And is it possible to 

convey thoughts and emotions through the former? The 
answer to both questions is a resounding yes.  
 
There are few limitations when it comes to body language 
and I‟m happy to report that when it comes to getting vital 
information about someone‟s mindset, body language is one 
of the most reliable channels to tune in to.  
 
In fact, when it comes to expressing emotions, one only has 

to observe the human face for clues as to what the other 
person is thinking.  
 
Current research has shown that human eyes are also 
designed to „catch‟ subtle changes in a person‟s emotional 
projections. So that means we are actually hardwired to 
detect emotional congruence and dissonance when we are 
speaking to other people!  
 



Unspoken Power Master Edition 

132 
 

And this proves (once again) that humans were meant to be 
social animals and communing with other people is as much 
a choice as it is an instinctual drive.  
 
Now, I must remind everybody that although body language 
is an excellent way to glean vital information from people 
when you are conversing face-to-face, you must never rely 

on one or two signals alone to determine what the other 
person might possibly be thinking.  
 
Here‟s a good example: let‟s say you are talking to a newly 
hired employee in your company. You‟re talking outside the 
building about something really important and as you were 
trying to discuss what‟s on your mind, the new employee 
suddenly crosses his arms.  
 

If you are new to body language, you would probably think 
that the other guy is trying to block you off or he is trying to 
be defensive because he is literally fencing himself off from 
you.  
 
Those two are really good readings – if his other gestures 
are agreeing with that one gesture. If not, well, it is possible 
that he is just cold.  
 

See the big difference? You need to look at gestures and 
expressions within a group or cluster if you really want to 
use body language to your advantage.  
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If not, you might end up making a lot of false assumptions 
and that might affect your overall ability to analyze other 
people correctly based on your verbal language, vocal 
language and body language.  
 

The Face and the Reptilian Complex  

 

Like a picture, the human face can reflect a myriad of 
emotions and ideas if you know how to use it during 
conversations to show what‟s really on your mind.  
 
But don‟t worry, because although the face can be used to 
reflect so many things, it can also be used to conceal what 
you don‟t want to show others.  
 
Now, before we dig deep into how you can utilize the face to 
enhance your own communication skills, let‟s discuss first 
why the face is such an important part of the whole body 
language package.   
 
If we look back at the basic strengths of the human mind, 
we will discover that unlike other animals, humans have the 
uncanny ability to make complex decisions based on „thin 
slices‟.  

 
What does this mean? Well, humans have two general 
mindsets. The first mindset is the conscious mindset which is 
the one that we use when we drive or when we have to 
present information to someone.  
 
This part of the human mind is responsible for logic, 
rationality and critical thinking. The second part of the 
human mind is called the reptilian complex.  

 



Unspoken Power Master Edition 

134 
 

The reptilian complex is responsible for snap decisions and 
instinct-derived activities. For example, the reptilian 
complex is responsible for that surge of fear that you 
experience when you see an image with flaring eyes and 
sharp, pointy teeth.  
 
Yes – that is the reptilian complex. The reptilian complex is 

concerned with only one thing – survival. Since the reptilian 
complex is preoccupied with survival, it was not designed to 
perform critical or logic-based processing.  
 
It reacts mainly by taking „thin slices‟ of what is in front of it 
and it makes decisions based on those thing slices. The 
reptilian complex is not independent of the human memory.  
 
In fact, without access to your memories, the reptilian 

complex would be a unitary mash of „fight or flight‟ 
responses. Of course, no one would to be stuck with fight or 
flight responses (because people might mistake you for a 
crazy person).  
 
Humor aside, the reptilian complex is an important facet of 
your education in body language because you have to 
understand that 99% of the time, people are actually under 
partial (or sometimes full) influence of the reptilian complex.  

 
According to social psychology, people use the reptilian 
complex more often because it saves them mental energy. 
Being a „cognitive miser‟ helps save people energy and it is 
theorized that people only bring out the critical guns when 
they really have to.  
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Now, if people are operating mostly under the influence of 
the reptilian complex, then that means they would be most 
likely to make snap decisions instead of incredibly critical 
and informed ones.  
 
We are not faulting anyone for doing this because every 
person is a cognitive miser 2/3 of the time. We can‟t all be 

analytical all the time because doing so can easily wear 
down anyone‟s cognitive resources.  
 
And since we are cognitive misers most of the time (and this 
is one of the most important theories behind the use of body 
language), we have to appeal to people‟s sense of sight to 
create a powerful and lasting impact as quickly as possible 
when we have to talk to someone.   
 

People pay attention to their sense of sight more than their 
other senses because danger is usually seen first before it is 
heard or felt. The human mind has been geared to react 
quickly to what is seen as opposed to what is just being 
heard or felt.  
 
Additional research has also shown that when someone 
speaks (via verbal language) the mind is actually waiting for 
some accompanying images to go with the verbal language.  

 
The „images‟ that we‟re talking about here is actually the 
myriad of gestures and expressions that are used naturally 
by people when they are speaking.  
 
Scientists have discovered that it actually takes longer to 
understand someone who doesn‟t use body language as 
opposed to someone who speaks and uses a gracious 
helping of gestures and expressions.  
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So this isn‟t about „adding‟ something artificial or strange to 
your communication arsenal, learning body language is 
actually a way to enhance what you already had in your 
communications arsenal right from the start.  
 

The Fact Plane & the Thinking Plane  

 

Are you ready to familiarize yourself with some of the more 
advanced techniques in enhancing your body language? 
Let‟s start with the lips.  
 
Many people are unaware that when they speak, spectator is 
often fixated on the movement of the lips during the speech. 
Why are people even looking at the lips when they can hear 
what the other person is saying?  
 
Well, believe it or not, people watch other people‟s lips to 
determine what is actually being said. To someone who has 
never consciously deconstructed how he receives 
information during face-to-face conversations, this may 
sound a little strange, but trust me, we all do it.  
 
Even if you don‟t consciously read other people‟s lips, you 
actually study how the lips move because the reptilian 

complex wants to know what the other person is really 
saying as opposed to what he is simply verbalizing.  
 
People expect truth and facts to come out of the facial 
structure; and for the purpose of our discussion, let us call 
the lower region of the face the fact plane (since this is 
where we do most of our verbalizing, anyway).  
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You should always remember that apart from the eye, the 
lips are the second most observed part of the face. When 
you try to hide this part of your face when you are trying to 
communicate something, your audience will immediately 
think that you are trying to hide something.  
 
And when your audience feels that you are purposefully 

trying to hide something, their own reptilian complexes will 
come up with just one answer: you are trying to lie on the 
spot!  
 
Either that or you‟re trying to hold back some important part 
of the information that you are presenting.  
 
Either way, your audience will not be pleased at all. So next 
time that you feel the urge to cover part of your mouth or 

your whole mouth when you are trying to say something, 
divert that urge and energy.  
 
Instead of touching or covering your mouth, make a chest-
level or navel-level gesture instead. Bring the energy up to 
curtail any negative feelings you might be having.  
 
Alter your state of mind by using gestures – it‟s easy and 
effective and believe me, those gestures can be a life saver 

when you feel that you can‟t stand talking anymore.  
 
If you think you are losing ground as you speak, there is a 
gesture that you can use to signal that you want the 
audience to pay close attention to what you are saying once 
again. 
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Simply put one hand underneath your jaw line as you speak. 
Of course, you might not be able to do this if you are 
standing up but if you are seated on a desk or if you are 
behind a podium, it is possible to do this.  
 
This gesture is most effective if you have to compete for 
your audience‟s attention.  

 
It‟s one thing to speak aimlessly even if only half of your 
audience is really listening but it‟s a completely different 
ballgame if you want to recapture the audience‟s full 
attention.  
 
When you maintain the hand-jaw connection when you are 
trying to emphasize something really important in your 
presentation, you are actually saying: listen to me, because 

I am holding nothing back!  
 
While the region that covers the mouth and jaws is called 
the fact plane, the eyes on the other hand is called the plane 
of thinking. There are two general categories of gestures 
that can be performed in this particular plane: the splitting 
gestures and the unifying gestures.  
 
Splitting gestures are hand gestures that are performed with 

the hands far from each other. Such gestures stress out the 
mind because you are essentially „splitting‟ your idea as you 
gesture. Avoid this type of gesture if you want to show your 
full conviction in your ideas.  
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You are better off using the second category of gestures 
(unifying gestures), instead. Unifying gestures can be 
accomplished by bringing together the hands near the center 
of the thinking plane and gesturing from that center point.  
 
So instead of separating the hands during the gesture, you 
will be gesturing from the middle of the imaginary horizontal 

plane.  
 
When you gesture from the mid-point of the plane of 
thinking, you are in effect focusing all your thoughts and 
emotions into just one point and you will be able to drive 
home important points easily.  
 

 
Direction of a splitting gesture in relation to the plane of 

thinking 
 



Unspoken Power Master Edition 

140 
 

 
Direction of a unifying gesture; notice that gestures are 

limited to the center of the plane of thinking.  
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The Center Plane  

 
 

 
The center plane or the median plane (as it is known in 

anatomy)  
 
The human body is essentially symmetrical. Apart from a 
few organs that come in the singular, most components in 
the human body come in twos. Since humans are 
morphologically symmetrical, you can actually „cut‟ a human 
perfectly in half.  

 
This plane that divides the body perfectly in half is called the 
center plane. The center plane is not an illusory division that 
I‟ve imagine just because I want to teach body language. 
The division itself is natural because even the brain is 
divided into two distinct hemispheres.  
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One hemisphere is dedicated to creative pursuits while the 
other hemisphere is more effective if you are trying to solve 
physics and logic problems (logic-based processes).  
 
Both hemispheres of the brain work together to bring 
balance to the way we think and act in our own 
environments and realities. Now, what does this have to do 

with body language?  
 
Well, the center plane is such an important plane because if 
you gesture from the center plane you are actually 
harmonizing the power of both hemispheres. Who says you 
cannot combine artistry with logic?  
 
You can encourage the synchronization of both parts of the 
brain by using symmetrical gestures centered on the 

median/center plane of the body. Using the median plane 
more consciously while you are speaking also gives you 
access to the individual hemispheres of the brain. Just 
remember that the right side of the body is hardwired to the 
left side of the brain and vice versa.  
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The High Energy Plane  

 
So far we have discussed how you can raise your energy 
comfortably so the energy will also be adapted by your 
audience. There is another imaginary plane that you can use 
if you really need to raise the energy above the normal 
range. This imaginary plane is located above the head.  

 
To access this particular plane of energy, you need to raise 
your hands over your head and gesture from this plane. Try 
saying this as you raise your hands over your head: I am 
the best communicator in the world.  
 
Now try saying that sentence again but this time, make 
some appropriate gestures from above your head. What did 
you notice when you spoke the sentence and you used the 

high energy plane?  
 
Now bring your hands down to your navel area or chest 
area. Try saying that sentence again. Did your energy level 
decrease or increase? Most people extremely high energy 
when they use the higher plane and lower energy when they 
use the mid-plane and the lower plane near the navel. 
 
Now, should you use the high energy plane for your own 

communication needs? It really depends on your field or 
area. If you are a motivational speaker, then this plane is 
perfect for you since motivational speakers have to get into 
that zone where they are able to engage each and every 
member of the audience.  
 
However, if you are an employee or if you run a business, 
the high energy plane is rarely used because people know 
that when you have that much energy, emotional control is 

difficult.  
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And that‟s one of the key problems with some people when 
they present information to other people – they can‟t control 
their own emotions and eventually, this would result in 
mixed messages that are even harder to correct once 
transmitted to the audience.  
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Facial Expressions  

 
Smiling is one facial expression that is universally 
recognized. So whether you are in France or in living with a 
small, indigenous tribe, smiling means the same thing 
everywhere.  
 
The essential meaning of smiling is the same all over but 
that doesn‟t mean that it cannot be utilized to convey other 
things when you are conversing with someone face-to-face.  
 
For example, did you know that a small smile (a smile that 
emphasizes only the minimal movement of the lips) can 
actually encourage people to look into themselves while you 

are speaking? 
 
So if you are asking your audience about how a product can 
help them, what do you think a small, indeterminate smile 
can do for you?  
 
Now, let‟s say that you want to create a genuine facial 
expression that would convey to your audience that you 
really like them and you accept all of them. What should you 

do?  
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Below are some pointers that might be extremely helpful if 
you want to build instant rapport with people (especially if 
you are reaching out because of business or even just 
personal reasons):  
 

1. The first element is the smile. Smiling is the first and 
clearest sign of acceptance and acknowledgement. 

There is no need to go „all out‟ when you are smiling. 
Just give your audience a small smile. Emphasize the 
movement of your upper lip and lower lip. 
There has to be a conceivable change between the first 
state and the second state (of your lips). Then you 
have to make sure that there is a genuine emotion 
behind the smile so that your eyes would also follow 
suit.  
 

A true smile sweeps the entirety of the face from the 
eyebrows and all the way down to the lips.  
 
A fake or insincere smile on the other hand, is usually 
limited to the mouth region. People can easily tell if you 
are just making up your smile, so make sure that when 
you do crack a smile, you mean it (or at least, you feel 
that you mean it).  
 

The fastest way to create a genuine smile is to think of 
your audience as your close friends. Just imagine that 
all of the members of your audience are your friends. 
This will immediately change your body language and 
everything would be that much easier for you.  
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2. The second element is the eye brows. The formula for 
acceptance requires that your eyebrows be slightly 
raised. Why is this? Raising the eyebrows actually 
communicates that you recognize and acknowledge 
your audience.  
 
Think back of the times when you used this expression 

yourself when you meet someone you know on the 
street or in a grocery store or some other place.  
 
The eyebrows go up briefly in acknowledgement. 
Researchers believe that when you raise your eyebrows 
you are trying to „hook in‟ the other person‟s 
perspective so that he would pay attention to your 
face.  
 

Another important reason why you should raise your 
eyebrows ever so slightly when speaking is that it 
shows at least part of the white of your eyes. Seeing 
the white of eyes gives people the impression that you 
can be trusted. Ever heard of the expression “beady 
little eyes”?  
 
That expression (which is a staple in fiction novels) is 
usually used to describe suspicious and undesirable 

characters.  
 
When a person has „beady eyes‟ it means all that he is 
showing to people are his pupils. It‟s hard to „read‟ a 
person‟s eyes if it‟s narrow and beady and therefore, 
people associate this particular expression with deceit.  
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3. The third element concerns the angle of the head itself. 
For maximum positive impact on your audience, I 
highly recommend that you tilt your head slightly to the 
side when speaking.  
 
I don‟t recommend that you do this from start to finish 
(as this might give you a stiff neck); just tilt your head 

at opportune times so you can communicate to your 
audience that you are there to listen to them, too.  
 
People like pack leaders who can hear them out. If you 
show your audience that you don‟t care about what 
they think, your audience would probably desert you.  

 

Quick Pointers  

 

1. When gesturing, always keep your hands away from 
your mouth region and eye region. Do not close off 
these points from your audience as they will take this 
as a sign that you are lying or you are trying to hide 
something from them.  
 

2. Avoid speaking as you are exhaling – speak just after 
you have taken an in-breath.  

 
3. When listening to someone, try tilting your head to 

show that you are actively listening to what the other 
person is saying. This is important as being a good 
listener is an important trait of all good pack leaders.  
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Body Language & Complex Communication  

 

 
The brain is constantly working toward the resolution of 
logical and creative problems that come its way – and it 

uses all possible resources to process information.  
 

Let‟s face it – not every idea or message that we have to 
share with other people is simple. If we were all just sitting 
in a bar or in our living room we could probably do away 
with advanced lessons in body language.  
 
But that is not the case if you are talking to clients, buyers 
or even your boss. You need to be able to communicate 
clearly first before you can even begin to persuade or 
influence someone. And sometimes, verbal language can fail 

when you are trying to communicate something really 
complex (or vice versa). 
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The human brain, as we have already discussed, is really 
more than just a simple storage unit for people‟s memories. 
The brain has been designed to process the most complex 
problems and this amazing organ is able to do this with 
speed and utmost finesse.  
 
The brain is split into two major hemispheres (the left and 

right hemispheres, respectively) and each hemisphere has 
its own specialization. The right hemisphere is responsible 
for artistry, emotions and creativity while the other side is 
more preoccupied with logical thinking, rationalism, etc.  
 
Both hemispheres are equally important because every 
person needs to be creative and logical at the same time.  
 
All the most successful people in the world rely on both 

types of thinking. Interestingly, researchers have also 
discovered that although each hemisphere has its own 
„specialization‟ or focus, the right hemisphere can also 
process logic-based problems and the left hemisphere can 
also engage in more creative thought processes.   
 
This means that the brain is not only geared toward complex 
information processing but it was also designed by nature to 
handle multiple strains of thought without overburdening 

any one of the hemispheres. The brain knows how to 
distribute the cognitive load and it also knows how to utilize 
all of its resources to accomplish a mental task.  
 
 
 
 
 
Now, before we head over to our main discussion, let‟s take 

a few moments to discuss an equally important topic in body 
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language: left and right dominance. I am sure that you are 
aware that people have a dominant side (not just a 
dominant hand).  
 
It is estimated that ninety present of the world‟s population 
is right-side dominant while the remaining ten percent is 
left-side dominant. Then there is the very small population 

of people who can operate well with either the left side or 
the right side.  
 
When a person is right-side dominant it means that he will 
use his right hand to do the most work (i.e. writing, 
throwing garbage into a bin, steering a wheel one-handedly, 
opening a door, stopping a gate from closing, turning on the 
TV, etc.).  
 

Ditto for left-handed people. If a person is right-handed that 
probably means that his right eye and right ear are also 
dominant body parts. A right-handed person will most likely 
raise his right hand to his right ear if he did not catch a 
message clearly.  
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Ensuring a Clear Transmission of Your Messages  

 

 
Are you transmitting your messages and ideas clearly to 

people?  
 
In an ideal world, no one would ever have to deal with the 
frustrating problem of being misunderstood (especially 
during face-to-face conversations). Unfortunately, we live in 
a slightly less than ideal world and we have to deal with the 
fact that distortion is actually a part of the human 

communication cycle.  
 
Since the process of communicating is dependent on 
transmission, reception and decoding, we cannot control 
every variable present when something is being 
communicated to another person.  
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And that is where body language comes in. You see, we 
cannot ensure that our verbal language would be able to 
carry the breadth of our message across. We need to utilize 
other channels available to us to ensure clear 
communication. And here‟s the thing – the human brain 
expects facial expressions, hand movements and other body 
movements from a speaker when it is receiving input.  

 
The left hemisphere of the brain is responsible for processing 
verbal language (words) while the right hemisphere is 
standing by to process non-verbal language or body 
language. The two hemispheres of the brain process these 
two very different strains of input simultaneously as a 
person listens to a speaker.  
 
That‟s why people can detect easily if there is dissonance or 

incongruence between what you are saying and what you 
are „acting out‟ through your body language. It‟s like having 
two mouths that speak simultaneously. If one mouth is 
saying “A” and the other mouth is saying “Z”, there will be 
confusion and miscommunication.  
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The brain processes verbal language and body language 

simultaneously 
 
So if you are constantly in contact with people and you need 
to communicate clearly on a daily basis, what‟s your general 
plan of attack? Well, the best approach is to stay within the 
symmetrical boundaries of the body. That means you should 

avoid body movements and gestures that skew the natural 
symmetry of the human body.  
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In the illustration, you can see how symmetrical gestures 

have a common midpoint or reference point. If a gesture is 
symmetrical, it‟s easy for an audience to look back to the 
lips of the speaker. This area is limited, but it‟s powerful.  

 
Symmetrical gestures are also great for communicating with 
people because it facilitates the audience‟s own thinking 

processes. Look at it this way: the last thing that you want 
to do is to confuse your audience.  
 
You want them to understand you completely because only 
then will they trust you and only then will they take action. 
Now, do you think your audience will even think of doing 
something for you if they are confused 50% of the time?  
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I don‟t think so – in fact, if your audience is almost always 
confused when you speak, they might not pay attention to 
you anymore because there is always so much dissonance in 
what you are trying to communicate.  
 
Now, if people like symmetrical body movements, does it 
also follow that they like symmetry in the face as well? 

Pioneering research in the field reveals that both infants and 
adults prefer symmetrical faces.  
 
Now, we are not saying that you have to be a Hollywood 
actor to be attractive or believable. 
 
All we‟re saying here is that if you can do something to 
balance out any perceived unevenness in your facial region, 
then you are directly contributing to your physical projection 

which is also part of the „influence package‟ that we all use 
when we talk to other people.  
 
It‟s just part of the whole package that defines „who we are‟ 
when we are out there talking to people.  
 
Take note that physical symmetry of the face is just one tiny 
detail in the larger scheme of things. In today‟s hyper-visual 
world, people are very careful about what they see and 

audiences are becoming more and more critical.  
 
People know that it‟s easy to fool people through appearance 
alone so instead of over-focusing on your physical 
appearance, pay close attention to your body language and 
the content of your verbal language instead.  
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Because once you have reeled in your audience with the 
power of your own language, your face‟s appearance will be 
your audience‟s last concern.  
 

Symmetrical Versus Asymmetrical  

 

 
Symmetrical – as long as you keep your gestures 

symmetrical, you are fully supporting your points and ideas.  
 



Unspoken Power Master Edition 

158 
 

 
Asymmetrical – any distortion of the normal symmetry of 

the human body can be used to distort an idea or message  
 
We all know now that symmetrical gestures are amazing 
when you want to communicate something clearly to your 
audience. But what should you do when you want to 
dissuade your audience?  
 
This happens all the time – a speaker has to present two 
sides of the story and of course, he only wants the audience 
to accept the side of the story that is beneficial to his cause. 
Or let‟s say a speaker is trying to compare his idea with 
another person‟s idea.  
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Naturally he would want the audience to think that his idea 
is far more desirable and sane than the other person‟s idea. 
What can you do when you are in this kind of situation?  
 
The answer is: go back to the concept of symmetrical 
movement. Think about it – using symmetrical movements 
or gestures enhance an idea. What do you think 

asymmetrical movements would do? You guessed it right – 
asymmetrical gestures and expressions can confuse people.  
 
So when you are trying to tear down an idea, don‟t use 
symmetrical gestures. Use the opposite – use asymmetrical 
movements to confuse the audience regarding the 
competitor‟s idea or story.  
 
This implanted confusion will automatically make your idea 

the better idea. And all of this achieved without ever bad-
mouthing your competitor directly. And your audience will 
appreciate the fact that you maintained your composure 
even if you had to discuss your competition.  
 

Quick Pointers  

 
1. If you want your audience to accept and support an 

idea or a set of ideas, stick with symmetrical gestures.  
 

2. If you need a touch of confusion and tension while 
speaking, add asymmetrical gestures.  

 
3. Asymmetrical gestures are most effective if you utilize 

all three planes running from the top of the head and 
all the way down to the waistline.  
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Influence & Body Language  

 

 
The mind is capable of simulating physical reality – 

constantly and accurately. 
 
Have you ever wondered how it is possible to actually 
influence someone just by using body language?  
 
Just as people are able to set priorities and tasks through 
verbal language, people can also set the same things with 

body language/non-verbal language.  
 
As the influencer, your foremost concern is conformity to 
what you have just said. How can you achieve this by just 
talking to people?  
 
Your most important tool when it comes to influencing 
people is your imagination. Imagination is defined as “the 
act or power of forming a mental image of something that is 
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not present to the senses or never before wholly perceived 
in reality”.  
 
The imagination is the fertile mental ground that allows 
people to think beyond what is readily available in reality 
and it is that region in the human mind that allows people to 
simulate events, situations and variables to be able to solve 

problems.  
 
When a person dreams at night, the human imagination is 
responsible for supplying the images within the dream. 
When a person engages in fantasies during the waking time, 
the visual simulations within the fantasy are also the product 
of that person‟s imagination.  
 
Is the human imagination a minor or insignificant part of the 

overall human psyche? Not at all. In fact, researchers 
believe that the human imagination is one of the most 
important tools that we have that has ensured our survival 
through the centuries.  
 
You see, the human imagination can be compared to a 
virtual reality that we carry around everywhere. This virtual 
reality can be modified and used in whatever mental 
pursuits we might have.  

 
Having an imagination makes us the fitter species because 
we are able to simulate and study different scenarios 
without having to undertake those scenarios in real life.  
 
Experience is the best teacher but it is also an extremely 
expensive teacher because inevitably, you would need to 
spend different kinds of resources in the process.  
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Approaching the Ideal Form  

 

 
Plato believed that everything had an ideal Form 

 
Plato, the well-known philosopher of antiquity, once 
theorized that everything in this world was a „copy of a copy‟ 
and there was an ideal Form for everything that exists in 
this world.  
 
These ideal Forms that this philosopher speaks of are 
collectively known as archetypes. An archetype can be 

likened to a perfect mold.  
 
When something is created with the mold, the product is 
always less than perfect because no copy could ever 
approach the level of perfection of the Ideal or the mold 
itself.  
 
How does this relate to the use of gestures and expressions? 

Well, language has Form as well.  
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And when we use body language, our goal is to come close 
to the ideal Form of what we‟re trying to communicate in the 
first place. The closer we are to the ideal Form, the more 
effective our communication would be.  
 
There are several steps that must be taken in order to 
achieve ideal communication through body language:  

 
Identify your main goal. What do you want to communicate 
in the first place? Just think of a singular goal and stick with 
this goal in the meantime. If you have other goals in mind, 
you can just repeat the steps when you need to.  
 
After identifying your goal, think of how you can achieve this 
goal. Most goals require the formulation of a solution.  
 

What is the solution to your problem? Identify the single 
most important action that you need to undertake in order 
to achieve your goal. Don‟t make your solution complicated 
and messy. Make the solution linear and simple. The simpler 
it is, the more power you have as a communicator. 
 
Use the horizontal plane around the naval to gesture. Make 
your gestures clear and distinct. Use the principle of action-
reaction to guide your own gestures. Make your expressions 

and gestures natural and authoritative.  
 
Don‟t focus so much on what you want to do – let it flow 
naturally. Focus on the action needed to achieve the goal 
and let this translate to gestures and expressions.  
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Be judicious in the way you express yourself through body 
language. If something seemed unclear to you, it was 
probably unclear to your audience. Learn to balance your 
gestures so you don‟t run out of energy when you are trying 
to drive home important points.  
 
Allow your body to become a natural beacon for your 

audience. Let your audience hone in on what you are trying 
to communicate. You are no longer just a speaker now – you 
are a transmitter tower operating at full capacity.  
 
The biggest challenge for you now is to move so that your 
pack will mirror or follow you. Once mirroring is achieved, 
there will be empathy and once people are empathizing with 
you, it would be that much easier to influence your 
audience.  

 
You can use different planes to express yourself during a 
conversation or presentation. However, I must warn you 
that once you choose a particular plane, you must sustain 
what you have started.  
 
Don‟t use different planes haphazardly. Before you even 
begin the conversation or the presentation, plan ahead. 
Decide which plane to use and which gestures would be the 

most appropriate for your goals.  
 
Avoid switching to another horizontal plane just because you 
don‟t feel confident about what you are doing. Your main 
goal is to establish a high level of rapport with your 
audience. You must establish harmony as quickly as you can 
when you start speaking.  
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The Secret Behind True Influence  

 
Success is not genetic – it is learned & communicated! 

 
There is a general misconception that being successful in life 
is tied integrally to genetics. This is simply not true. In fact, 
if something can be described and accomplished by 
someone, then there can be a literal „transfer of excellence‟ 
through communication.  
 
Excellence can be emulated and learned, which is why 
success is really the result of learning and nurturing and not 
genetics.  
 
You can have all the genetic influence of the richest people 
in the world but if you are unable to learn well and 
communicate intelligently, then you would probably have a 
lot of difficulty achieving goals, because communication and 
learning comprise the foundation of human excellence.  
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Quick Pointers  

 
 Identify the goals that you want to accomplish.  

 
 Identify the single action that you need to take to 

accomplish a goal.  
 

 Choose the gestures that you need to perform to show 
what needs to be done to accomplish your goals.  
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Catching and Keeping Your Audience’s Attention  

 

 
Humans are naturally akin to the certainty of patterns. 

 
Usually, people crack jokes or resort to antics during 
conversations and presentations to „keep things interesting‟. 
While I am not against jokes or anything similar to such 
linguistic devices, I would like to point out that there are 
simpler ways to catch and keep your audience‟s attention.  
 

Certainty & Uncertainty  

 
The human brain is a complex processing machine that 
relies primarily on patterns to make sense of the world. 
That‟s why when people look at something chaotic and 
abstract, people usually say things like “That thing looks like 
a bird” or “That thing looks like a dog if you look at it 
sideways”.  
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The brain tries to make sense of the world by finding 
recognizable patterns. If there is repetition, the brain takes 
that into account and provides pre-conceived actions and 
decisions that will suit the pattern that is being repeated.  
 
Does this mean that the brain doesn‟t like uncertainty? 
Unfortunately, it doesn‟t like so much uncertainty. The brain 

prefers predictability over unpredictability nine times out of 
ten.  
 
A little uncertainty is fine, but once a person is subjected to 
a series of unpredictable situations, the brain begins to lose 
full control of the situation and that is when mistakes and 
misjudgments come into the picture.  
 
Does this mean that humans are essentially habitual 

creatures? Yes. Like other members of the animal kingdom, 
we humans feel that we are at our equilibrium or balance 
when there are pre-determined routines to follow. And 
although we may sometimes feel bored when things run a 
little too smoothly on a daily basis, we are always secretly 
grateful and happy when there is long term stability.  
 
Predictability and certainty are always positive within the 
realm of human interests.  

 
Why? Because if there is certainty at the present time that 
means you can work to advance yourself because you no 
longer have to worry about other parts of your life. If there 
is too much uncertainty and unpredictability, how can one 
effectively pursue other things?  
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The human brain loves fixed patterns. If there is a fixed 
pattern or template, that means the brain won‟t have to 
spend precious cognitive resources to continually process 
new information on a daily basis.  
 
Because of this tendency, the mind likes to make sure that 
things in one‟s life won‟t have to change considerably on a 

daily basis. If you are able to create that certainty in your 
life, your mind is happy, plain and simple. What happens 
when your life becomes too unpredictable?  
 
No, the brain won‟t shut down (although some people have 
been known to „shut down‟ their own brains by being 
extremely anxious or panicky). The brain will leave its 
current mode (which is predominantly utilizing the reptilian 
complex) to switch to the „scientist mode‟.  

 
When the brain is in this mode, it is constantly utilizing a lot 
of neural resources to form solutions to the problems being 
presented to it. The mind races so that predictability and 
certainty is restored once again.  
 
Certainty is the goal and reward, rolled into one. Now, 
because uncertainty can really throw things off, the mind 
has a tendency to resist and reject any form of change. We 

love habits and we absolutely abhor change.  
 
If something is threatening to change anything in our life, 
that something will also receive our attention because 
change can affect the stability and certainty of our life now.  
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What happens when the mind is faced with uncertainty? 
Well, if we would compare the brain to a lesser equivalent 
like the computer, uncertainty can be likened to an error 
message that pops up when something goes wrong.  
 
The brain generally dislikes these error messages because it 
would have to stop at least some of what it is doing at the 

present time so it can solve the error message. The human 
brain can only consciously pay attention to one thing at a 
time only.  
 
Even when a person is multi-tasking, research reveals that 
the brain regions do not light up all at once when a person is 
doing several things at once. It appears that the brain does 
not really „multi-task‟ but it simply „switches tasks‟ at the 
speed of light if the person has to juggle different tasks all at 

once.  
 
Though the switching process is automatic and is almost 
never felt by people who perform the multi-tasking, it still 
remains that the brain cannot simultaneously handle two 
activities at once.  
 
Why are we talking about error messages and multi-tasking 
anyway? What does this have to do with body language? 

Well, think about it: when you are delivering a presentation 
or a speech, you are providing input to your audience.  
 
When you provide input, your audience has to continually 
decode what you are trying to communicate. If there is 
incongruence or dissonance between your verbal language 
and non-verbal language, your audience will have to deal 
with „error messages‟ popping up every now and then.  
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They won‟t be able to focus on your message and more 
importantly, what you want them to do if they focus on 
these annoying „error messages‟ that are a natural result of 
brain processes.  
 
When the incongruence between your verbal content and 
physical expressions become too great, people will simply 

look away from what you are trying to say and they will 
proceed to engage in activities that will provide some 
semblance of pattern and consistency again (i.e. doodling 
with their touchscreen phones).  
 

Look at Your Audience  

 

 
The use of cellular phones during a presentation or meeting 
is a sure sign that you are not being an effective speaker. 
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When a person encounters too much dissonance while he 
listens to another person, he will most likely engage in self-
soothing behavior to counter the negativity that he feels 
when he listens to the ineffective speaker. Examples of self-
soothing behavior are:  
 

1. Looking at the hands/fingers continually  

2. Fiddling with a pen  

3. Doodling on a notebook  

4. Fiddling with a ring  

5. Touching the beard 

6. Touching the face  

7. Fiddling one‟s clothes  

8. Drinking any beverage  

9. Eating or chewing anything  

10. Using an electronic gadget like a cellular phone 

 
These self-soothing behaviors provide an instant source of 
consistency and certainty. The min wants something familiar 
and predictable and therefore, it seeks small activities so the 
person can at least partly deviate from the dissonant 
messages being heard.  
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Boredom can also result when a speaker is ineffective. When 
a person is bored, his mind chooses to disconnect from the 
present experience because it cannot find anything worth 
retaining or listening to.  
 
In the context of face-to-face conversations, a person can 
become bored if the speaker says one thing (verbally) but 

says another thing (non-verbally). The human brain expects 
to see “A” if the person is saying “A”.  
 

 
The verbal content of a message and the body language 

associated with the verbal content must never be dissonant. 
 
In fact, the brain wants predictability so much that the body 
produces a „reward‟ chemical every time a predictable 
association is made by the brain. This „reward‟ chemical is 
called dopamine.  
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However, once predictability ends, increased dopamine 
production ceases too. This can be seen as a „punishment‟ 
mechanism in the brain. As a result, people resort to self-
soothing expressions and gestures to counter the chemical 
imbalance brought by the unpredictable situation.  
 

Remedying the Predictability Problem  

 
If we were to examine the skeletal structure of any 
persuasive argument, we would come to the conclusion that 
persuasion is essentially change.  
 
You want the other person to accept the change so that you 
(and hopefully the other person) would benefit from the 
activity. There are two principles working simultaneously 
when you are speaking or when you are trying to actively 
persuade someone:  
 
The human brain loves predictability and would go to any 
lengths to maintain predictability.  
 
Change is not only inevitable but is also necessary to 
advance the self or the interests of others.  
 

These two principles are undeniable and as you can see they 
are actually working against each other. To continue 
persuading someone, you need to keep introducing the 
change that you want to happen.  
 
However, the human brain dislikes the idea of change and 
people normally resist change if they can. So the challenge 
here is to introduce change without causing an upheaval in 
your audience because normally, persuaders and influencers 

don‟t like it when their audiences are panicky and confused. 
What‟s missing in the picture?  
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The answer to this question is twofold: tension and rhythm.  
 
All this time we have been talking about how the brain likes 
patterns and how it grooves when there is predictability. 
Does that mean that the brain likes pure repetition? Does 
the brain like endlessly predictable things, like a single 
drumbeat repeated over and over again?  

 
The answer is no, the human brain does not like pure 
repetition. What it does like is rhythm and in order for 
something to become rhythmic and therefore natural, 
mechanical repetition must be removed from the picture. 
Humans dislike pure repetition because we are complex and 
social beings.  
 
We are not like hyenas and ants who work purely with 

instinctual drives. We are individuals capable of self-
determination and acknowledgement of the self and 
therefore, we naturally seek higher forms of human 
experience.  
 
And while it is true that there is a pattern in repetition (i.e. 
beat, no beat) it doesn‟t mean that people will trust it 
immediately and that is what you want in the first place, 
right? You want people to trust what you have to say and 

what your body is saying alongside your verbal speech.  
 
So how can you achieve this level of trust with rhythm? In 
order for rhythm to manifest, you need, believe it or not, 
inconsistency. Inconsistency adds life to a pattern and this is 
what makes a pattern genuine and believable.  
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You need to create a rhythm that your audience will 
appreciate and you also need to keep adding certain 
inconsistencies or tensions in what you are presenting to 
keep your audience engaged.  
 

Body Tensions  

 

A speaker needs to continually engage his own body to keep 
his entire presentation more interesting. If there is 
absolutely no tension involved, everything becomes staid 
and mechanically repetitive and that can impact your 
presentation or conversation immediately.  
 
Ever wondered why so many students all over the world fall 
asleep during classes? It‟s not the students‟ fault. It‟s really 
the fault of the one standing in front – he was not using 
enough rhythm and tension to keep things interesting.  
 
If you choose and use the right kinds of tension, your pack 
will follow you and mirroring behavior will be present. You 
would be able to guide your audience to exactly where you 
want them to go with your presentation. 
 
1. The first type of body tension is no tension. This is a state 

wherein the body is completely relaxed and the muscles are 
not hunched together or anything.  
 
If you feel tightness in any of your muscles, counter that 
tightness so everything about you would become relaxed. 
You want to be relaxed enough so that your body would 
even mimic the physical state when you are asleep.  
 
 

 



Unspoken Power Master Edition 

177 
 

2. The second type of body tension is relaxed. If you are in 
this state, your muscles are still relaxed but you are not 
drooping. Your spine is slightly erect and you are keeping 
some effort to keep your back straight and your chest out.  
 
You know that you are relaxed when you muscles feel a little 
heavy but you are still able to walk fairly straight without 

effort.  
 
Some people say that this particular body tension can be 
likened to the state of a person who has just recovered from 
a nasty bout of flu. When a person has just recovered from 
flu, he can walk straight but he is careful about his 
movements and his muscle movements are not completely 
rigid.  
 

3. The third type of tension is called “neutral”. If you want to 
be neutral you just have to be there, right in the moment, 
nothing more and nothing less. As for the muscles, add 
enough tension to your muscles so that you can become 
aware and observant of your surroundings.  
 
Think of a person who is attending a business meeting with 
fellow employees. He is present but he is not too tense nor 
is he too relaxed. If a person is in the neutral state, he 

moves just so he can move. Nothing is pre-determined and 
there is no pressure behind gestures and expressions.  
 
As for emotions, keep your emotions at bay. Imagine being 
in an art gallery and you are given access to a small and 
private viewing room. You observe the artwork in that 
special room and when you move, you move because you 
are detached from everything else but you are absorbed at 
what is in front of you.  
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4. The fourth type of tension is called “deliberate” body 
tension. When you are in the “deliberate” state you want to 
add purpose to your movements and gestures. You have a 
mission and that‟s why you‟re moving.  
 
Your muscles are firmer and there is a certain forwardness 

in your movements as well. Many individuals state that this 
is their most normal state of all. That means many people 
are determined when they do something and this manifests 
in the firmness of their gestures and movements.  
 
5. The fifth type of tension is called “alert” body tension. 
When you are in this state, all your senses are awakened. 
Every movement is deliberate and everything that you do 
indeed has an important purpose.  

 
Your mind moves with your body and the reptilian complex 
is partially suspended as the scientist mode kicks in. When 
you are alert you also feel that you are ready to make an 
exploration and you feel like moving continually.  
 
6. The sixth type of tension is called “agitated” body tension. 
To enter this state, you need to raise the physical and 
mental tension to such a degree that you no longer want to 

come into contact with anything.  
 
You need to add enough tension so that you feel just a hint 
of being paranoid. This will immediately affect your body 
language as your muscles tense up, preparing for something 
to come to you.  
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7. The seventh type of tension is called the “entranced” body 
tension. To enter this state, you have to go beyond the 
tension that you are using when you are in the agitated 
body state.  
 
You have to be tense enough that you feel like moving up 
and moving forward at the same time. If you want a guiding 

word for this body tension, think “flowing”. There is enough 
tension in your body to keep your muscle tone hard but at 
the same time, you are not stiff.  
 
As for your balance, this body tension will keep you a little 
off-balance but that doesn‟t mean that you will start falling 
off things.  
 
8. The eighth and final body tension is called “total body 

tension”. In this state, the tension in your body is so high 
that movement is no longer an option. This body tension is 
often used unconsciously by people who are caught in sticky 
situations. But if you can find a creative use for it to keep 
your own dialog or presentation going, then by all means, 
use it too.  
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Using the Body Tensions  

 
Now that you are aware that there are a total of eight 
different kinds of body tension, you can now use these 
tensions to incorporate excitement or interest in your 
presentations.  
 

By using these tensions you are adding a definite rhythm in 
your presentation and at the same time, you will be able to 
guide your audience well. For example, if you want your 
audience to be agitated about a competitor, you can use the 
sixth body tension so they would mirror you.  
 
With the different body tensions, you would be able to 
carefully pace and lead your audience. At its very core, body 
tensions are used to access and modify people‟s emotions. 

And you know how it is with emotions – emotions almost 
always win over logical thinking.  
 

Quick Pointers  

 
1. If you need your audience to relax, you need to show 

that you are relaxed as well.  
 

2. If you want to add spice to what you are saying, let 
your body do the talking.  

 
3. Agitation can be achieved easily if you first lead your 

audience to a state of low energy (like relaxation) and 
then move up the tension by using another type of 
body tension (like agitation).  
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The Nuances of Personal Status  

 
We all know that body language is essential if you want to 
communicate clearly with your audience. But the key 
question here is: what is the general direction of one‟s body 
language with respect to the audience?  
 

What does the speaker wish to achieve, if we were to look at 
his efforts from a broader perspective? The answer to that 
question is quite simple: the speaker wishes to boost his 
personal status so he would become believable and credible.  
 
We want people to be drawn to us and we want to eliminate 
components that will repel our audience completely. We 
want the crowd to simply love us. And the crowd will love 
you if and only if they acknowledge that your status in 

relation to them is worth considering.  
 
What is status? Status is simply a person‟s positioning 
relative to those around him. Personal status can be likened 
to a micro-social hierarchy.  
 
Of course, there are other forms of hierarchy in society but 
for the purpose of communication, we are going to deal 
specifically with people‟s status when they converse with 

other people or present an argument to a single individual or 
a group of people.  
 
Now, let me ask you: does status matter? Of course it does. 
People may not be aware of it, but whenever people speak 
to one another there is always an informal „sizing up‟ that 
determines who the leader is and who the follower is or who 
the followers are.  
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Once this is established, the followers listen and the leaders 
speak their mind. The human brain also knows that 
hierarchy is important and therefore, when a person feels 
that he is ranked higher than another person or other people 
within the group, dopamine production increases.  
 
Dopamine, as we have discussed, is a central compound that 

allows the brain to reward itself when something good 
happens. Now, when a person‟s status suddenly dips, the 
dopamine production slows down and the mind is altered: 
why was the status affected?  
 
The body and mind become alert and the person becomes 
ready to react and defend his status from any perceived 
threat. So status is not only a social construct, it really is 
part of who we are biologically.  

 
When a person is accepted into a group, his personal status 
is elevated and therefore, he is rewarded by the brain. 
Inversely, when a person is rejected, a part of the brain that 
is also responsible for pain transmission lights up.  
 
So when you have been rejected from something, don‟t beat 
yourself up for feeling so poor. Because having a lower 
status really does hurt physiologically! 

 
At this point in time, you are well aware that human 
communication can be quite complex especially if you want 
to add strategy to what you are doing. As influencers, we 
want to do everything that we can to preserve our good 
name and good status.  
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We will not do anything to consciously lower our own status 
especially if we want to persuade someone. But what 
happens when you do something to raise the status of 
someone else?  
 
How would that person react to you? Well, you can be sure 
that when you consciously do something to raise the 

perceived status of another person, that person will be 
automatically drawn to you by virtue of the increase in his or 
her status.  
 
In short, accepting people is important if you want them to 
be receptive to your own ideas. But here‟s the problem: the 
human brain was designed to react rather quickly to 
something that is not familiar.  
 

When something is not familiar the brain tags that 
something as a negative, until proven otherwise. If you are 
in a room with twenty people you barely know, then your 
body and brain will be reflecting your thoughts, which is 
predominantly negative and predominantly of rejection. Why 
does the brain react this way?  
 
Well, think about it this way – your brain wants you to 
survive. In order for someone to survive, unknown and 

potentially dangerous elements have to be avoided. 
Avoidance is the easiest way to keep someone safe and 
breathing.  
 
That‟s what the brain is doing. If you are in a conference 
room full of people you barely know then you can be sure 
that your brain will try to resist the unknown presences 
because it is simply trying to do its job.  
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A single iota of resistance in your body can be detected 
immediately by any person in front of you. Depending on the 
context of your conversation or dialog, the other person 
might think that you are resistant because of the way he 
looks or the way he talks, etc.  
 
In short, the other person might think that there is 

something wrong with him. In the world of communication, 
resistance is equivalent to rejection. Rejection on the other 
hand, has a direct negative impact on the way a person 
views his own personal status.  
 
By rejecting a person through your body language you are 
actually lowering that person‟s personal status. When a 
person‟s status is lowered, instead of gravitating towards 
you and what you are saying, the opposite can be expected: 

people will no longer listen to you because you have 
committed a direct affront.  
 
One easy way to avoid this scenario is to adopt the 
acceptance posture. The acceptance posture is really quite 
simple. You just have to open up your upper body so that 
people would have full view of your abdominal region and 
chest region. Of course, you won‟t have to shed your clothes 
for that. Just avoid hiding your chest by crossing your arms, 

etc.  
 
When you use the acceptance posture you would also notice 
that it would be that much easier to gesture from any of the 
three planes that we discussed earlier.  
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Depending on what you want to accomplish, you can signal 
from the head region if you want to unify your thoughts or 
you can signal from the waist level to show that you are 
being sincere and genuine when you relay information to 
your audience. Why should you use the acceptance posture?  
 
Well, the last thing that we want to happen is for you to 

clash with your audience. We hate clashes and we hate 
friction. We love harmony, trust and rapport.  
 
Always aim for connection and never disconnection because 
true influencers always connect to people. And think about: 
why would you want to reject someone anyway? There are 
no real benefits when you reject people.  
 
But when you accept them, a whole new world of 

advantages open up for you. When people gravitate toward 
you, you are in the prime position to persuade and influence 
them to do what you think is best. Isn‟t that worth all your 
efforts? So remember: welcome everybody in.  
 
The acceptance posture is also excellent when your own 
personal status is being attacked. Let‟s say a manager 
comes to you and tells you that there is something wrong 
with how you do your work.  

 
Normally, administrators and similar personages in business 
and companies are ready for the „usual‟ defensive mode that 
people use when someone criticizes their work.  
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Don‟t be defensive. In fact, don‟t resist the criticism at all 
because that will only fuel the other person‟s conviction that 
you are doing something wrong. Instead of hunching your 
muscles and being rigid as you address the problem, stay 
cool and loose. Keep your chest and abdomen open and let 
the criticism pour into you.  
 

Smile and just nod your head as the other person speaks. 
Your actions will probably surprise the other person. This is 
a good thing because now, more than ever, do we want you 
to stay on top of the situation.  
 
We want you to be the one in control. Any defensive or 
negative reaction to what‟s happening will be 
counterproductive. Once the other person is done talking to 
you regarding the issue, try to persuade the other person by 

telling your side of the story. Keep your body language 
accepting and warm.  
 
Use positive body language so that the other person will 
mirror you. You will be amazed at how effective this 
technique will be. Try it! If you want to quickly reel in people 
when you are speaking, I suggest that you stick to pulling in 
gestures.  
 

Use your hands to create inward, pulling gestures so your 
audience will feel accepted immediately. Avoid pushing back 
gestures even if your ideas require them because pushing 
back gestures will be subconsciously processed by your 
audience as rejection.  
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Handshakes & Nodding  

 
Among all the known gestures in the world of body 
language, nothing is more equalizing than the handshake. 
The ancient handshake was done in this manner: one person 
grabs the other person‟s forearm and the other person does 
the same.  

 
This was done as a mutual sign of respect that no weapon or 
blade was being concealed in the other person‟s arm or 
sleeve.  
 
As tribal warring became less and less necessary, people 
reverted to a friendlier handshake that only necessitated 
grabbing the other person‟s outstretched hand. Handshakes 
can also communicate what a person is thinking and feeling 

at the moment. Here are some common handshakes:  
 

1. If you want to be dominant, you need to shake with a 
firm hand and if you can place the other person‟s hand 
slightly under yours, do so.  
 

2. If you want to be submissive to someone, your grip 
should be light to show that the other person is much 
stronger.  

 
3. If you view the other person as a threat, palm contact 

during the handshake should be avoided.  
 

The three handshakes that I have just discussed have their 
uses; however, I want to caution you when you do use these 
handshakes because there may be unforeseen 
repercussions.  
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Always study the other person well before employing a 
special handshake. For example, if you want to appear 
dominant to the other person, all you have to do is position 
your hand in such a way that the other person can‟t help but 
be below your hand.  
 
This is a power player‟s handshake. If you want the other 

person to feel good because you are increasing his status by 
presenting yourself as a lower-status fellow, do the opposite.  
 
Offer your hand in such a way that his hand ends up on top 
of yours. As a finishing touch, position your hand near the 
abdomen because the abdomen is the site of both 
submissiveness and acceptance.  
 
Now let‟s talk about nodding. Nodding is almost a universal 

sign of affirmation, but I have to warn you that not all 
cultures use nodding. When you are speaking to an entire 
room of people, your job as a pack leader is to set the 
standard.  
 
You don‟t have to look at your audience to see if someone is 
nodding or not. You have to give the affirmative gestures 
yourself so that the audience will follow suit through 
mirroring. Do not focus so much on reading every person‟s 

body language especially when you are doing this for your 
business. Set the standard and read them later.  
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Quick Pointers  

 
1. Use the acceptance posture as often as you can.  

 
2. Use pulling movements to create instant rapport with 

your audience.  
 

3. It is better to present yourself as a lower-ranking 
person so the other person would instantly be drawn to 
you because you have consciously raised his status.  

 

Territory and Positioning  

 
We are all familiar with the idea of territory and we also 
know for a fact that the concept and practice of territoriality 
extends beyond just public spaces. It is present in our 

private lives and most especially in business.  
 
Territoriality becomes more evident when a person feels that 
he is being stressed or threatened in any way. Territoriality 
manifests in the way people suddenly stake their claim in 
specific spaces or elements that they have or they think that 
should have been theirs in the first place.  
 
When a speaker tries to sell an idea, product or service to a 
group of people the territoriality instinct is ignited. People 
don‟t want their resources to be depleted at all.  
 
That is why as an effective communicator you need to be 
able to communicate verbally and non-verbally that you are 
not there to decrease or decimate your audience‟s existing 
resources.  
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You should present yourself as someone who is willing to 
give resources and not the other way around. The following 
should be avoided if you want to avoid the territoriality 
instinct from being ignited:  
 

1. Handling objects that belong to others  

2. Leaning in to another person 

3. Leaning on something in the direct proximity of  a 

person  

Instead of being dominant, I suggest that you always try to 
be assertive but on the side, very calm. People appreciate it 
when a speaker is able to control his emotions even if he is 

trying to drive home important points.  
 
The more stable you are the more people will like you. 
Assertiveness can be accomplished without being abrasive 
so just drop any aggressive verbal and non-verbal content 
from your arsenal.  
 
When you are establishing yourself within a space, make 
sure that you open your own territory to others.  

 
That means you have to be observant of even the smallest 
elements that can fence you off from the rest of the people. 
If you do find such items in your proximity, simply set them 
aside so your space becomes more visually accessible to 
your audience.  
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When you are speaking from a seated position, don‟t hide 
most of your upper body from view. Your chair should be 
positioned in such a way that people can see your abdominal 
area. Remember – abdominal area is equivalent to 
acceptance!  
 
If you have the power to modify seating arrangements 

within a room where you will be speaking, it would be a 
good idea to space the seats apart so that you wouldn‟t have 
to contend with tightly-packed groups of people.  
 
You want to be able to see each person as an individual and 
not as a part of a pseudo-group within a group. Distance is 
also important. If you want the other person to feel that you 
and the other person are of equal power, you should be 
seated close together. Inversely, if you think that other 

person has a lower status than you, then he should be 
seated apart from you. 
 
Proximity is equivalent to equality in the world of body 
language, remember that. The closer another person is to 
another person, the more equal they become. 
 
The downside to this is that when you sit close to someone, 
the influence potential between you and him is also equal. 

So the other person can have as much influence over you as 
you with him.  
 
What have we learned so far from social spacing? Well, we 
have learned that as a speaker positions himself farther 
from the audience, he is also reducing his direct connection 
with the audience and vice versa.  
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However, we should also remember at this point in time that 
if you get too close to another person, you run the risk of 
violating his or her personal space and that is never a good 
thing.  
 
Being too close to your audience also increases the chances 
of inadvertently lowering your audience‟s status especially if 

you have to speak from an elevated space. If people have to 
raise their chins too much to see your face then they might 
become intimated and they might shut you off.  
 
Adding distance will be able to reduce your threatening aura. 
Tall people are naturally more dominating in appearance so 
tall readers, be aware that people are usually heartened by 
people who are bigger than them.  
 

Perform adjustments to your position or posture to equalize 
the playing field. As for people who are not too tall, distance 
yourself from speakers who are too tall so you won‟t have to 
raise your chin so much when listening to the other person. 
Distancing yourself from tall speakers will also equalize the 
playing field for you.  
 
Here are some other tips to improve social spaces when you 
have to speak to people: 

 
1. If you are in a small room, do away with excessive 

furniture like unused chairs and tables. Use only the 
bare minimum so people would be able to see you well.  
 

2. When seating people during a luncheon or something 
similar, avoid the 180-degree angle. The ninety-degree 
angle is much better and this angle also defuses any 
embattled feeling that results from the 180-degree 

angle. 
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3. If you are too tall and people are too close, you need to 

add distance so that you won‟t intimidate those in 
front.  

 
4. Focus your message on people who have the most 

power within the room. Direct your gestures toward 

them to maximize your impact.  
 

And as a final word to the body language master – don‟t 
forget to add life to your speech or conversations by 
expressing everything with body language. Be creative with 
your gestures and make sure that there is a compelling 
narrative supporting your speech.     
 

 


