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The Secret of Being an Effective Speaker 

Carol Little 
 
 

Pat: Welcome to Legal Nurse Podcasts. This is Pat Iyer and we're going to 
be talking today with Carol Little about presentation skills. Carol and 
I met at a conference for nurse entrepreneurs. I was struck by her area 
of expertise, which includes being a trainer, a facilitator, a speaker and 
a coach.  

She has 15 plus years of experience training leaders in diverse 
industries, including the computer industry, finance, corporate real 
estate, automotive, electronics, healthcare industries and the funeral 
industry. Her coaching clients include top level executives, industry 
leaders and successful entrepreneurs. She excels at helping her clients 
to move forward beyond the roadblocks that prevent them from 
achieving their full potential.  

Carol is dedicated, hardworking and committed to helping her clients 
achieve success. She has a slogan called "information that leads to 
transformation." It's not just a slogan, but it's her mission, her passion 
and her promise.  

Carol, thank you so much for taking time out of your schedule to talk 
with me today.  

Carol: I'm so happy to be with you today Pat. Thank you so much for having 
me. 

Pat: I would like to start by having you understand that our legal nurse 
consultant audience who are healthcare workers are probably among 
the people that you've been involved in (in terms of training). Tell us 
about your training experience when you talked about being involved 
in training healthcare leaders or professionals. 

Carol: The experience that I've had has been mostly with people in the 
wellness professions, chiropractors, naturopaths and holistic 
practitioners. I've also did a lot of work in training for a vitamin 
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company, so mostly in training. That's been my experience mostly 
with the healthcare profession.  

Pat: Certainly that's a growing area of health care as people pay more 
attention to some of those alternative therapies. The focus on eating 
well, making sure that you're nutritionally sound. We know as legal 
nurse consultants how being off kilter in those areas can lead to 
illness, which then brings them into the healthcare system.  

Carol: A number of the clients, people I know personally, are registered 
nurses and they've expanded into a more holistic approach to health 
wellness as opposed to just a pharmaceutical approach. 

Pat: I know you talk about addressing the inner conversations that fuel 
your outer conversations. Tell us what does that mean. 

Carol: What I often see when I'm working with people in the area of public 
speaking is they will have a speech prepared. I'll speak with them 
prior to going up to do the presentation. They're warm, engaging, 
expressive and just really wonderful to communicate with. They then 
walk up to the podium and there's this stiff, boring person who 
delivers the speech. I always find myself saying, "Where is that 
person I was just talking to in the chair?" 

What I have come to understand is people often feel who they are isn't 
good enough. They send a representative to the podium to the job and 
they project who they think they should be. A big part of what fuels 
that is the inner conversation they're having with themselves. 
Obviously most people are nervous and what they're saying to 
themselves are things like, "Oh no I'm so nervous. I'm so afraid I'm 
going to forget what I have to say. My mouth is dry. I'm going to 
stumble."  

There's all this negativity going on in their head. That negativity, what 
I call that inner conversation, is fueling that outer conversation. Rather 
than being focused on the audience, on the people you're talking to 
and you want and need to connect with, the focus is all inward. Those 
inner conversations often go back much further than just the 
presentation they're about to give.  

Anyone who has little kids or knows little kids know that we often put 
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those little stickers on their paper that say, "Readers Are Leaders" "I'm 
a Leader and I'm Smart". We do that because we want to give them 
positive reinforcement. We want them to go out into the world 
thinking that they can. But for ourselves we have a tendency to sticker 
ourselves with a lot of negative connotations, a lot of negative 
conversations. If someone has ever said anything bad about us, 
"You're too fat. You're too short. You're not smart" or whatever it 
might be we take those things in internally and we continually repeat 
those things to ourselves.  

We just sort of have this negative tape running nonstop and we bring 
it with us to the podium. It informs how we deliver whatever it is we 
have to say. That's what I call the inner conversation and how it 
affects the outer conversation, which is what you're actually saying to 
the people or person in front of you.  

Pat: In your experience is the expression true the number one fear of 
people is public speaking even above the fear of death?  

Carol: I used to think that, but I have worked with hundreds of people now 
and I no longer believe that that's true. People's number one fear is not 
public speaking. It's public being and by that I mean people are 
terrified to just stand in front of a room full of people and allow 
themselves to be seen. They do what I call, "Hide in Plain Site".  

We do all these things to prevent people from seeing who we really 
are. There are often nervous tics and vocal things that people do. They 
don't want to make eye contact or they don't smile. They do all these 
things so that you can't really see them. A big part of my job is 
clearing away all of those things people do to hide, so they can be 
seen.  

I would let them know. I would give them permission and the 
encouragement to bring themselves to the stage whatever that stage 
might be. They might be sitting across from one person at a table. 
They might be in a room full of people. They might be on a webcam. 
It doesn't matter, but the real magic is in that individual person. 
Nobody else can do what you do. No one else can bring what you 
bring to whatever the message is you're delivering and that's what I 
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want to get at.  

Pat: What you're saying makes me think of advice that I have given to 
legal nurse consultants who are becoming expert witnesses and 
testifying. Those types of nervous tics and distracting habits can 
interfere with delivering their message (if they're playing with their 
hair). I had a secretary once who clicked a ballpoint pen off and on. I 
took it literally out of her hands.  

I remember something that occurred when I was a very experienced 
expert witness testifying at a deposition and had been deposed. I've 
been deposed probably 400 or 500 times, but there was a case that I 
was really uncomfortable with and an attorney was questioning me 
who I was uncomfortable with. I laced my fingers together and put 
them in front of my mouth. I didn't realize what I was doing until he 
told me, "I'm having trouble understanding you. Please put your hands 
down." My body (I think) was subconsciously trying to hide from him 
in plain sight even though that was not an effective way of 
communicating.  

Carol: That's very common. I videotape the people I work with and they're 
often shocked by the things they were doing. They had no idea that 
they were doing them. It's so key to just really be yourself because 
that's what the audience connects to. You have to give them 
something real. I would take someone who was real and a little bit raw 
than somebody who was polished and fake any day. That's where your 
credibility lies in your realness.  

People will believe you if you're real and they can tell when you're 
not. That applies whether you're on the witness stand or in front of a 
room full of people. They need to believe you. They need to trust you, 
but they can't do that if they can't see you. If you're hidden well away 
somewhere, they just intuitively, they just instinctively know that 
what they're seeing isn't real and so they won't believe you. They 
won't want to work with you. They won't be engaged with you and 
sometimes they will just tune out altogether.  

Pat: Trial attorneys are very good at reading body language, assessing 
witnesses. It's a big part of what they need to do because they are 
focused on credibility - the credibility of the defendant and the 
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credibility of the expert witness. Many of them who are particularly 
good trial attorneys (in thinking on their feet) can make snap decisions 
just based on the factors that you're talking about, the degree of 
confidence, the eye contact, the way that information is delivered and 
the pace. All of that goes into establishing credibility, so they can sniff 
out in a heartbeat somebody who is not authentic or is bluffing and 
making up information in order to fill a knowledge gap, for example.  

Carol: Yes. If you're really familiar with body language it's telling you so 
much more than what's coming out of your mouth. Not to get too 
technical, but just to give you a little bit of hard data there was 
research done by a gentleman named Albert Mehrabian. He did a 
study around communication, verbal communication versus nonverbal 
communication and how that relates to things like likability, 
credibility, trustworthiness etc. He's a professor at UCLA and this 
study was done back in the mid 60's. At the time the results were just 
astonishing. It just wasn't anything that people expected.  

My research has shown that the results from the 60's are still holding 
true today if not more so. What the research shows is that 55% of 
communication has to do if you simplify it all the way down with how 
you look. When I say how you look it's about body language, the way 
you carry yourself and the way you move through the world. Thirty 
eight percent is how you sound, so that relates to that old saying that 
it's not what you say it's how you say it. Only 7% of communication is 
transmitted by what you actually say.  

That seems really astonishing, especially in your profession and the 
people that you work with. What they say is incredibly important, but 
what this data tells us is that if people don't like the way you look and 
how you sound they don't care what you have to say. You absolutely 
have to be mindful of your body language because it's saying a lot 
more than the words that are coming out of your mouth. When we're 
nervous we often do protective behavior. If you have an attorney 
who's aware of that, they know you're feeling scared and you're 
protecting yourself. They will come in for the kill.  

You want to make sure that you're exhibiting confidence. Confidence 
can be exhibited whether you're feeling it or not. One thing that I've 
learned is sometimes the brain follows the body and sometimes the 
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body follows the brain. When you see someone who's confident if you 
break it down into its elements there's some things people actually do 
that come across as confident and so you can do those things. The 
great thing is when you do those things you actually start to feel more 
confident.  

Pat: The old fake it until you make it concept. 

Carol: I know what you're saying and I hear you, but I'm all about being real. 
When you are sitting solidly inside of yourself, then it doesn't matter 
where you are, who your audience is or how intimidating they are. If 
you are solidly inside of yourself, you're going to do well and you're 
going to come across as confident no matter what the situation is 
because you are confident in you. That's what matters, being confident 
in you. That's what people see. That's what they pick up on. That's 
what they're drawn to. That's what they believe and that's what gives 
you credibility.  

Pat: I think you're emphasizing something that is really important to be 
successful in this field, as well as many other fields where you're 
interacting with people. It is your self talk, your self esteem and your 
self confidence. The messages that you give yourself then translate 
into how you interact with others.  

Nurses tend to be in general good communicators. We're taught in 
nursing school how to teach patients and how to communicate with 
physicians and colleagues. That gives us a step above people who 
have a more isolated training or more technical training. I'm thinking 
of computer information people.  

My older son went to MIT and got his Master's degree there. He came 
home from school after the first semester and he said, "Mom, it really 
is true that there are computer nerds because the people in my 
program for the most part are computer nerds. They would rather 
communicate with their machine than with another person." He is 
more of the well-rounded kind of charismatic young man who enjoys 
talking with people and he sort of stuck out because he was different 
than those individuals in his program.  

We get involved as legal nurse consultants in doing presentations 

Copyright The Pat Iyer Group  No reproduction  www.legalnursepodcasts.com 6 
 

http://www.legalnursepodcasts.com/


using our communication skills to a room full of attorneys. For 
example in a conference room, at a luncheon meeting, at an attorney 
conference when that nurse may be one of a group of speakers, on a 
panel, presenting information or teaching and communicating with 
attorneys one-on-one.  

Could you give us some tips about the process of planning what you're 
going to present? 

Carol: When you're thinking about what you present my focus is typically on 
content delivery, but when it comes to the content itself I'm more 
focused on structure. Obviously this doesn't apply to the witness stand 
where you're going to be asked questions, but if you're preparing your 
remarks I'm a big fan of starting strong. It is very difficult to recover 
from a weak opening. You want to have a really strong opening line 
or two that just grabs your audience's attention and there's any number 
of ways that you can do that.  

You can make a startling statement. You could tell a story. You could 
recite a quote or something like that, but start strong. Starting strong 
for me also means oftentimes when we have prepared remarks if they 
aren't memorized we're reading them. It's a bigger challenge to 
connect with your audience when you're looking down at the page. 
Part of starting strong is at least knowing your opening line or two so 
you can deliver that directly, making eye contact with your audience 
so you can make that connection before you have to break it and then 
go to the page.  

Pat: I know that every time you lower your eyes you instantly lose that 
connection with your audience.  

Carol: Yes and there are certain little tips and one for example that will keep 
you from going to the page as often. There are a number of reasons 
why people don't want to look up. One is that they're afraid they're 
going to lose their place. I teach people to just drop your finger right 
where you left off so that you can take your time, look up, connect 
with the audience and when you go back you know right where you 
are.  

That's one and number two I work with people on grabbing larger 
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amounts of text at a time, so rather than reading a word at a time, 
grabbing a phrase at a time. You can look down, grab that phrase and 
then look up and deliver the phrase instead of just up/down one word 
at a time. There are some things like that you can do that will help you 
be able to make more eye contact then you might otherwise.  

Pat: What other tips do you have for us about delivering presentations? 

Carol: Speaking for clarity. Now that might sound really obvious, but recall 
that saying of "It's not what you say, it's how you say it." Make sure 
that you're speaking for clarity and let me just give you a short 
demonstration of what I mean.  

I can say, "I never said he robbed the store." I can take that sentence 
and depending on where I put the emphasis I can completely change 
the meaning. For example, "I never said he robbed the store." It's the 
same sentence and the same words. The meaning changes completely 
depending upon where you put the emphasis. I notice that a lot of 
people, particularly if they're reading from prepared remarks just read 
and they aren't thinking at all about emphasis. They just come across 
as words on a page. They sound like someone's reading and not like 
they're delivering or like they're really talking to you.  

It's important to be able to deliver that speech in a way where you 
sound like you're just talking to them and you're not reading to them. 
People will tune out and they get lost. I think of punctuation. I think of 
what I call "Verbal Dynamics or Vocal Skills", things like projection, 
inflection and pace. Those things are to speech what punctuation is to 
the written word. You would never just write a speech and just put 
word-after-word down the page with no punctuation. You would have 
no idea what the intention was or what the meaning was. It's the same 
thing when you're delivering a speech.  

We need to hear that punctuation. A comma, that's a pause. A period 
is a little bit longer stop. A double space between paragraphs, that's a 
transition. You're going from one topic to another. We need to hear 
those things in order to be able to follow and understand what you're 
saying.  

Another tip I have (and these are just sort of practical tips): a lot of 
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times when people are nervous their mouth goes dry, so you want to 
hydrate a day or two ahead of time. That seems like a small thing, but 
when people's mouths go dry it affects their ability to speak. They 
often start smacking and that can be very distracting, particularly if 
you're on a microphone.  

You want to avoid carbonated beverages and dairy. If you're going to 
deliver a speech, the carbonation will make you bloat and you will 
feel uncomfortable up there. Dairy actually thickens the saliva, so you 
combine that with being nervous and dry mouthed and you can just 
see how challenging that can be.  

The last thing that I would say is to warm up your voice. There are a 
lot of muscles involved. You want to be able to have your voice be 
loose and flexible. It really does pay to warm it up. You don't want to 
crack at an inopportune time. It helps you with clarity, being able to 
form words and be heard, so your articulation (is important). It doesn't 
seem like it would be a big deal, but it actually can make a big 
difference in how your presentation comes out.  

Pat: I've heard professional speakers talk about the risks of damaging your 
voice if you end up speaking at a very loud volume or screaming. Not 
that you would be screaming in a speech, but if you're speaking very 
loudly and you're doing that on a routine basis you may end up 
damaging your vocal chords.  

Carol: Sadly I have personal experience with this. When we talk about 
speaking with volume, the one thing you do not want to do is yell. 
What you want to do is support your voice using your diaphragm. 
Your diaphragm is what will allow your voice to carry without 
yelling.  

I found myself in a situation where I was delivering a speech to 
various groups of people. The event was set up so that it was supposed 
to have a handful of people at this time, 30 minutes later another 
handful and so on. We were supposed to have about 200 people for 
the day, but we ended up with about 500 people. Over 300 of them 
showed up in the first couple of hours and so because it wasn't 
supposed to be such a large group of people I wasn't mic'd, which was 
fine. I know how to use my diaphragm and I started off very well, but 
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after a couple of hours, like any muscle, my diaphragm got tired.  

Once I got tired, I was starting to strain. About three hours into the 
day I literally said, "I'm done." I was hoarse and what I didn't know 
until a few days later when I wasn't able to speak at all is that I had 
actually ruptured a blood vessel in my throat. I don't know if any of 
your listeners are familiar with the singer Adele, but there was a 
period of time where she didn't sing and she couldn't even speak for 
six months. The reason was she had done exactly that. She had 
ruptured a blood vessel.  

I wish I could show you physically, but when you speak the vocal 
chords vibrate against each other and so if you rupture a blood vessel 
there the minute you begin to speak the vibration creates a callus. 
You're nurses and probably know this. The treatment is that you 
remove the callus or the node as they are called, but then you can't 
speak because the minute you start speaking you start to create that 
friction and you create another one.  

When your voice is your livelihood, it's incredibly important that you 
take care of it and that's why I mentioned warming up. That really 
does help prevent a lot of injury. Just like when you go to the gym, 
you warm up before you do a heavy workout and it will help you to 
prevent injury.  

Pat: Was there anything else that you wanted to cover with us in terms of 
tips for delivery of presentations?  

Carol: Again I think if your audience takes away nothing else I would say to 
just be real. That will take them a lot farther than anything else, to just 
have the courage to be themselves. Getting some vocal skills or public 
speaking training will help you polish up yourself to be the best self 
that you can be, but to be an effective speaker you really just have to 
be you.  

Pat: I think today we've talked about various aspects of being you, of being 
confident and of being aware of your mindset going into a 
presentation. Your self esteem, your knowledge base, feeling strong in 
your credibility, preparing your voice, avoiding carbonated beverages 
which can make you feel bloated and God forbid you should burp into 
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the microphone. That would really be bad. Avoiding milk and not 
being in a situation where you're going to become hoarse and lose 
your ability to communicate. 

All of those are essential tips that you've shared with us today. How 
can our listeners learn more about you Carol? 

Carol: They can find me online at www.LittleTrainingCompany.com or any 
of your listeners can feel free to reach out to me directly at 
Carol.little@LittleTrainingCompany.com. I would be happy to give 
any of your listeners a 30 minute session with me if they want to go 
over a particular challenge that they might be having. They can also 
find us on Facebook at The Little Training Company on Facebook.  

Pat: Thank you. That's a really generous offer Carol and I appreciate the 
time that you have spent with us today. This has been Carol Little and 
Pat Iyer talking with you about presentation tips and skills in your role 
as a legal nurse consultant communicating with attorneys, with 
healthcare providers, with jurors and in many different venues we're 
involved in giving presentations.  

Please return to for program next week. We'll have a new interview 
for you with tips, skills and practical information to help you improve 
your legal nurse consulting skills and practice. Thanks so much for 
listening today.  

Related Product 
 Negotiating Value Pack 

Attorneys are sharp negotiators. You are at a disadvantage 
in your interactions with them unless you know how to 
negotiate. I put these resources together for you in the 
Negotiating Value Pack to give you every advantage. 

What’s in the Negotiating Value Pack? 

Get 3 on demand online trainings to ramp up your negotiation skills so that you 
will come out on top in your negotiations with attorneys. In these 3 trainings, I 
collaborated with Greg Williams, an expert in negotiation and body language. Greg 
teaches executives, small business owners and managers to employ these 
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techniques. Learn them to help you in your LNC business. 

The Negotiating Value Pack has 3 components, each valued at $47. 

1. Negotiate Your Way to Success 

Are you an effective negotiator? Are you pleased with the outcome when you walk 
away from a negotiating session? Greg Williams is the master negotiator, and 
brings years of expertise and helpful hints to help you gain more of what you need 
and want. 

2. Negotiating Successfully to Collect Your Cash: Tips for Business 
Professionals 

Does this happen to you? Clients request services for which they cannot pay. You 
provide the services, and then struggle to obtain payment. Your cash flow is 
strangled by slow payers. Your relationships with clients are poisoned by payment 
issues. Pat Iyer and Greg Williams team up to share their negotiation expertise. 

In this online training, you will learn how to: 

● Use bonding methods to make it easier for clients to communicate financial 
hardship 

● Use proven strategies to avoid collection issues 
● Recognize common excuses for delays in payment invoices 
● Use successful negotiating strategies to collect your money 

3. Superpower Your Ability to Negotiate: How to Read Body Language 

You really can master reading invisible messages in order to “read the other 
person’s mind.” Greg Williams will help you accurately assess the other person’s 
plan by first considering the image you wish to project and the role that your body 
language will play. 

In this one hour training you will learn how to 

● gain an advantage in negotiations by being able to read body language 
● avoid the pitfalls of misinterpreting body language 
● use questions to improve your negotiating position 
● develop a mindset that improves your power 
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I sell these 3 products individually for a total of $141. Receive the programs 
(audiofiles and videofiles) at a discounted price of $107. Add the code Listened in 
the coupon box at check out to get another 20% off of the price.  

Order at this link for instant access: http://lnc.tips/NVP.  
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LNP 73 
Body Language: The Body Never Lies 

Pat Iyer 
 

In the previous podcast, LNP 72, Carol Little referred to body language. Speakers 
drive home their message, captivate audiences, and tell stories with body language.  

Body language is also an essential component of negotiations. Attorneys are 
usually very good negotiators, and employ their skills when working with legal 
nurse consultants. This podcast shares some tips about body language during 
negotiations. I’ve learned a lot about this topic from being a ghostwriter for a book 
on body language, called Body Language Secrets to Win More Negotiations by 
Greg Williams. 

Words communicate between 25 to 35 percent of the sentiments conveyed by 
negotiators in a negotiation. The rest of their positions are communicated through 
body language. 

Therefore, more of a negotiator’s perspective is displayed in the way he uses his 
body when stating his position. As an example, you might watch a negotiator state 
he lends his full support to a position. You note him leaning back, covering his 
mouth with his hand, closing one or both eyes, and making his pronouncement in a 
stilted manner. 

If he displays these nonverbal gestures, you should question his sincerity. The body 
never lies, but people will commit to actions that attempt to hide the truth when 
they lie.  

The body will display signals that highlight the fact that he is covering a lie. You 
can become a better negotiator by becoming knowledgeable about the signals a 
body displays when a negotiator, witness or expert is lying.  

Synchronize body language to negotiate successfully 
Of course you would always tell the truth, right? And you assume others will be 
truthful. Yet we know as legal nurse consultants that witnesses and experts are 
tempted to fabricate information.  

They may not be aware that their body language conveys their thoughts. That’s not 
a revelation. What may come as a revelation is the fact that you can assist in how 
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you’re perceived through your body language by controlling the body language 
signals you emit. 

First, consider the image you wish to project and the role that your body language 
will play. Then determine how you will cast the role which you’ll play during the 
negotiation. In so doing, try implementing the following suggestions. 
 

1. Set the stage: Assess what the proper body language should be for the 
situation in which you’ll be negotiating. Be sure to dress, speak, and display the 
appropriate mannerisms for that environment. If the negotiation is held in your 
environment, be sure it reflects the theme you’re projecting. That is to say, if you 
are trying to project the image of someone who lacks financial substance don’t 
negotiate while wearing an expensive outfit. Attire yourself in a more modest 
manner. 

2. Stay on message. Determine what your most important position will be. 
During the negotiation if you wish to be perceived as being very focused, stay on 
point and align your body language to highlight that position. Regardless of the 
rebuttals you receive from the other negotiator, drive the focus of the negotiation 
back to your main point. Use body language – verbal and nonverbal 
communications – to assist in this effort. State your position and don’t move far 
from it, unless the other negotiator makes sufficient concessions. Keep your 
gestures and facial expressions tightly controlled. Don’t let your guard down. 

3. During the negotiation apply the appropriate body language signals (facial, 
hand, feet, and other body language expressions) throughout the 
negotiation. Stern facial expressions, coupled with steepled hands (as in a church 
steeple) will add to your power when you are conveying your belief in the validity 
of your position. Steepled hands will also subliminally cast you as an authority. 
Use softer gestures (smiling with your hands open) to express the signal that you 
might be open to modifying a segment of your position. 

The more consistent you are about synchronizing your body language with your 
negotiation position, the more your position will be perceived as being important. 
The other negotiator will perceive this at a conscious and subliminal level. If done 
appropriately, you’ll be in a better position from which to negotiate. 

Watch for micro expressions. These are fleeting reactions that may display 
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admiration, surprise, shock, or anger.  

Do you accurately detect negativity in the other negotiator? Do you know how 
to do so by using micro expressions? Such emotions have a direct influence on the 
negotiation. Smart negotiators know how to manipulate a negotiation by utilizing 
different emotions. 

In order to protect yourself from such ploys, you need to know the micro 
expressions of genuine negativity. The negativity may be driven by disgust, 
impatience, boredom, or dislike. Collectively, this can be characterized as 
negativity to the negotiation process. 

What does disgust look like in a negotiation? 

In a negotiation, negativity can be seen in the body language of the other 
negotiator, through the use of sighing, constantly looking away from the person 
speaking, checking the time, and fiddling with objects. Disgust in the form of 
negativity can also be displayed by the use of strong hand gestures (pounding table, 
stabbing/poking the air with a finger, etc.). 

What should you observe to detect real disgust in the form of negativity in a 
negotiation? 

To detect the genuineness of disgust, examine the other negotiator’s face for a 
wrinkling in his nose and his upper lip raised. This micro expression will only last 
for 1/25 of a second to 1 second. Thus, while the emotion will be fleeting, you can 
glimpse the sincerity of the other negotiator’s emotional state of mind if you 
capture this signal. 

How do you combat negativity during a negotiation? 

Regardless of whether the display of negativity is genuine, if it emerges at a crucial 
part of the negotiation, weigh the option of discussing your perception to seek 
validation of the emotion. “I sense you are negative about my proposal. Is that 
correct?” 

If such displays are made during noncritical points in the negotiation, consider 
ignoring them. Only speak about them if you wish to convey that you’re aware 
something’s askew. Be careful not to fall prey to a position that’s not beneficial to 
your negotiation efforts. 
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How do you alter false negativity displayed during a negotiation? 

Depending upon the person with whom you’re negotiating and her demeanor, you 
may consider ignoring the micro expressions she displays. In some cases, like a 
child, the more you inquire as to what is wrong with the person with whom you’re 
negotiating, as displayed by her behavior, the more you’ll be drawn into her 
control. 

Observe micro expressions to be better equipped to defend against emotions 
displayed during a negotiation 

Once you become adept at identifying genuine emotions, versus those that are 
presented for the purpose of diversion, you’ll compete at a higher level and be 
more successful when negotiating. 

Related Product 

 Negotiating Value Pack 

Attorneys are sharp negotiators. You are at a disadvantage 
in your interactions with them unless you know how to 
negotiate. I put these resources together for you in the 
Negotiating Value Pack to give you every advantage. 

What’s in the Negotiating Value Pack? 

Get 3 on demand online trainings to ramp up your negotiation skills so that you 
will come out on top in your negotiations with attorneys. In these 3 trainings, I 
collaborated with Greg Williams, an expert in negotiation and body language. Greg 
teaches executives, small business owners and managers to employ these 
techniques. Learn them to help you in your LNC business. 

The Negotiating Value Pack has 3 components, each valued at $47. 

Negotiate Your Way to Success 

Are you an effective negotiator? Are you pleased with the outcome when you walk 
away from a negotiating session? Greg Williams is the master negotiator, and 
brings years of expertise and helpful hints to help you gain more of what you need 
and want. 
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Negotiating Successfully to Collect Your Cash: Tips for Business Professionals 

Does this happen to you? Clients request services for which they cannot pay. You 
provide the services, and then struggle to obtain payment. Your cash flow is 
strangled by slow payers. Your relationships with clients are poisoned by payment 
issues. Pat Iyer and Greg Williams team up to share their negotiation expertise. 

In this online training, you will learn how to: 

● Use bonding methods to make it easier for clients to communicate financial 
hardship 

● Use proven strategies to avoid collection issues 
● Recognize common excuses for delays in payment invoices 
● Use successful negotiating strategies to collect your money 

Superpower Your Ability to Negotiate: How to Read Body Language 

You really can master reading invisible messages in order to “read the other 
person’s mind.” Greg Williams will help you accurately assess the other person’s 
plan by first considering the image you wish to project and the role that your body 
language will play. 

In this one hour training you will learn how to 

● gain an advantage in negotiations by being able to read body language 
● avoid the pitfalls of misinterpreting body language 
● use questions to improve your negotiating position 
● develop a mindset that improves your power 

I sell these 3 products individually for a total of $141. Receive the programs 
(audiofiles and videofiles) at a discounted price of $107. Add the code Listened in 
the coupon box at check out to get another 20% off of the price.  

Order at this link for instant access: http://lnc.tips/NVP. 
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