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It is well known that body language has a significant impact on interpersonal relationships. Even simple hand movements can be interpreted in different ways. To complicate matters further, other body movements and facial expressions can alter the meaning of a hand gesture. Therefore, it may not be as easy as body language seems to read.

People often don't notice it, but their body movements are an example of involuntary behavior that can convey their thoughts to others. Because different personality types have different behaviors, you should be aware of how you are moving, since people can often measure it based on the behaviors you indicate.

It is essential to remember that the gestures we call body language not only say a lot about other people but that these physical expressions of what we think can also say more about ourselves. Body language can be described as a mirror of the soul since what we really feel is usually reflected in our posture and body movements. The way we behave can tell others what emotions we experience.

The interesting thing about nonverbal communication is that it is a product of our biology, environment, and culture. Perhaps that is why body language can point others to our attitudes. We can inherit certain properties that influence how we project ourselves in others, but we tend to use different forms of nonverbal communication depending on our relationship with others. For example, your work colleagues are probably presented differently to your family members. Perhaps because the comfort zone varies, in certain situations it becomes more careful, which affects the way it reacts.

Without a doubt, the power lies in the way you physically present yourself to others. While some gestures are intentional, many reactions of the body when we communicate with others seem more involuntary. Unfortunately, unconscious body language sometimes makes us reveal things that we don't want others to know about us. There are a few numbers of physical signs that can give other clues about our emotional state or what we feel.

If we realize it or not, we observe and process the body language of others, especially when we speak. Facial expressions and hand gestures make the conversation more meaningful. If we were not aware of these things, someone else's words probably would not have the same effect.

One way to interpret the signals of others more accurately is to be more self-aware. Pay attention to your gestures and movements when you speak. Try to understand the connection between your nonverbal communication and the words that express a thought. By learning to read your own body language, you can begin to understand the interactions you have with others.



Chapter 1

ORIGIN AND APPLICATION

OF THIS DISCIPLINE
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_____________________________________________________________________________________________________________________________________


WHAT IS BODY LANGUAGE?

We sometimes do things without knowing that we do them, much like a nervous habit, such as tapping your foot or rubbing your hands together. Though we may not be aware that we are doing these things, others see these habits and read into them. We may be seen as nervous or agitated by others due to these unconscious behaviors that we are prone to.

At other times, we might engage in an action or pose with a certain intent that is consciously chosen. We can choose to turn our bodies towards someone we are busy talking to to seem more attentive. Imagine your first job interview: you cautiously keep yourself from twitching, rubbing your face, or slouching. You have been made aware by various knowledgeable people such as school counselors and career guides to be aware of these interview bombs. Knowing how bad these make you seem; you learn not to engage in this form of body language.

We can lie with a written and spoken language. Usually, we lie to avoid getting into trouble. Likewise, we can also lie with our bodies. We can project a body image that is disingenuous and has been carefully polished to accomplish a certain appearance. I imagine that several of us have been caught in a scam at some point in time, and this is an ideal example of how clever users of body language can manipulate it to convince us of their honesty. We get people to believe us, based on what we show, and not what we say. In expressing emotions, facial expression is important.

It combines the movement of the cheeks, nose, lips, eyebrows and eyes to show the various moods of a person. Some researchers showed that body and facial expressions complement each other in interpreting emotions. Some experiments recognized the influence of body expression in recognizing facial expression, which means that the brain processes both body and facial expressions simultaneously.

Body postures can also detect emotions. For example, if an individual is angry, he will try to dominate another person. His posture will show such approach tendencies. If he is fearful, his approach will be that of avoidance. He will feel submissive and weak.

Aside from body postures and facial expressions, gestures also have different interpretations. For example, if a person folds his arms during a discussion, it may mean that he is not willing to listen to the speaker or he has a closed mind. If he crosses his arms over the other, it means he lacks confidence and is insecure.

Relaxed hand gestures show that the individual is self-assured and confident while clenched hands can mean that he is either angry or stressed. If he wrings his hands, it means he is anxious and nervous.

Finger gestures show the overall well-being of an individual. In some cultures, it is acceptable to point with an index finger. Handshakes also show the levels of emotion and confidence of individuals. They are popular in some cultures. In Muslim cultures, a man cannot shake or touch the hands of a woman. In Hindu cultures, a man greets a woman by keeping his hands together like when he is praying.

When it comes to learning how to read body language, the main goal is trying to determine if the person in front of you is being genuine. Body language clues are extremely crucial when trying to decipher someone’s innermost thoughts, personality, and even intentions. In many ways, body language teaches you to become a human lie detector. Humans can be great liars, but while we may have been able to trick our mind into saying words we do not mean, we cannot trick our body into executing the lie perfectly.

Being able to read body language is an excellent skill to have in situations such as job interviews, when you are trying to solve a crime or resolve conflict. Being able to see beneath the surface into what is going on inside someone’s mind will help you make better, more informed decisions. What makes body language so tricky a skill to master is the need to decipher body language cues within the right context. For example, when a person crosses his or her arms in front of the chest, you could construe that as negative body language, perhaps an indicator that the person is not happy to be here. However, depending on the context, it could also mean that the person is feeling cold, uncomfortable, or frustrated. Not accounting for the context of a situation can lead to misreading of body language cues and a wrong conclusion.


MOST PEOPLE GENERALLY DISPLAY A FEW CATEGORIES OF BODY LANGUAGE:

Dominant: Dominant body language comes into play when someone wants to be in command. The most standout cue for this category of body language is someone standing tall, with his or her chest puffed out.

Attentive: This shows someone’s interest and engagement with the conversation or situation.

Bored: A common representation of this body language is the lack of eye contact and constant yawning.

Aggressive: An aggressive person will display threatening body language cues.

Defensive: A defensive person will look as if he or she is protecting or withholding information.

Closed Off: You can recognize a closed off person by noticing if he or she is shutting you off by crossing his or her arms and guardedly standing farther away from you.

Open: This body language is friendly and welcoming.

Emotional: We normally display this body language when we feel heavily influenced current feelings and usually have changing moods.


THE POWER OF BODY LANGUAGE

Body language extends beyond more than just the four types mentioned. It can also be divided into positive and negative body language. Positive body language draws people towards you and creates a sense of belonging and accomplishment. This includes things such as encouraging smiles, firm handshakes, making eye contact, facing someone with your body in a neutral position, and using an encouraging tone of voice.

Negative body language is based on avoidance. It includes turning your back on someone, not facing them when they speak, looking down, using a soft and insecure tone of voice, and avoiding eye contact. When someone uses these body languages tells, we begin to assume the worst about that person. We see them as being dishonest, uninvested, and disinterested.

Knowing these two forms of body language, which would you choose to look at? In all likelihood, you would prefer seeing the positive body language. We want to feel acknowledged and valued during our communications with other people. Seeing someone face you, look you in the eye, speak in a clear tone without hiding their mouth, and have an honest appearance due to their open posture is very encouraging and ensures that communication can happen harmoniously and smoothly.

Yet, we often use the negative body language ourselves when we feel intimidated or unsure of a situation. Being skilled at using your body language would help you to achieve more favorable outcomes from your daily interactions and communications.

The power of body language according to Guilbeault (2018) lies in that it can help you gain things that you want, such as friends or jobs; however, it can also make you lose the things you want because of using the negative body language forms. It can cost you your job, friends, and even intimate relationships. Without even opening our mouths, we can attract or repel people. Body language can build trust, and this is the key ingredient in all relationships, whether for work, for companionship, or for intimacy. Using the power of body language, you can lead a more productive and successful life. Hence, it is well worth learning the skills of recognizing body language and its meaning in others and ourselves.


CHARACTERISTICS OF BODY LANGUAGE 

In general, body language is the manifestation of the emotions of an individual, meaning it can be perceived by another person. First, it is understood that the signal from the body language to the receiver can be highly complicated. An individual’s body language consists of multiple body parts moving or not moving together, and all must be taken into account to interpret the emotion of a specific person. A specific facial expression taken out of context from the person’s other bodily reactions will give an incomplete or otherwise misleading analysis of his or her emotions.

Another characteristic is that the projected emotion from body language is perceived automatically in a way similar to speech. This characteristic makes nonverbal interaction spontaneous, as there is often little need to further interpret what an individual means with his or her body language.

A third characteristic is that young individuals can acquire and develop body language very easily and rapidly. Children learn what gestures and facial expressions mean from their parents, friends and even strangers who interact with them. The ease of acquiring knowledge of body language can make children carry on specific body languages into their maturity.


HOW THE SUBCONSCIOUS LIMBIC SYSTEM DRIVES ALL BODY LANGUAGE

The reason nonverbal language never lies is that it happens unconsciously. We have the ability to consciously control the things we say in order to lie or share half-truths, but the body will still show the truth, why does this happen?

Humans have evolved to communicate in a nonverbal manner. There is an ancient system that lives inside our brain that understands and conveys intentions or emotions through physical movements. This part of the brain is what is called the limbic system. It works in a precise manner. The amygdala is the key player in the limbic system and is located in the medial temporal lobe. It works by helping us to process emotions.

There is an interesting evolutionary story that explains how the limbic system cam to be. It takes us through how water-dwelling creatures became land roaming and continues to turn into walking, talking, and hunting humans.

Something that is hard to believe for most is that creatures have evolved from common ancestors. These ancestors lived in the water 360 million years ago. The struggle to survive and climatic changes forced them to move to the land. Their fins turned into limbs in order to walk, and their skin became tougher in order to handle the harsh climate.

About 320 to 310 million years ago, the reptile evolved. This was when the limbic system began to develop. The reflexive system of the breed, feed, flight, and the fight began. The part of the brain this created consisted of the cerebellum and brain stem. The behavior of the reptile is predictable, but it is what helped them to survive. Emotions didn’t exist until mammals evolved.

When mammals emerged, they had a deliberate social behavior, unlike their reptile ancestors. The reason for this could be connected to their habitation, bonding, nurturing, reproduction, and changed metabolism. A mammal’s offspring grows inside of them until they reach a certain stage. They are feed by secretions from the mammary glands, and they control their temperature in order to adjust to different climates.

The new brain structure, called the cortex, for mammals was built upon the reptilian complex. Even though mammals were superior in their survival, they naturally used the fight or flight approach, which is a reptilian act. They created other ways to work around this fight or flight approach through planned movements, expressions, and behavior. Emotions were a great gift as well as being able to smell different things and being able to remember them. This helped mammals to endure different circumstances. This caused them to spread across the planet.

Finally, the common ancestors of apes and humans appeared the primate. It is possible that they evolved from mammals that were more skilled at climbing trees for shelter and food. The primate’s brain developed more complex parts to help them adapt to new environments and social challenges. They have better systems to coordinate movements on the ground and in trees. They had the ability to plan and think. Their vision also improved, and they could recall scenes.

As the climate changed, parts of these primates remained in wooded areas, leaving in the trees. Others were forced to start roaming the ground when their trees were replaced by brush. These primates start to walk on two legs with the hands-free to farm, fish, hunt, make tools and gather food. They start to build and live in fixed shelters. This ability to walk on two feet changed their movement and behavior patterns and how they communicated. Making different sounds, gestures, and facial expressions became helpful in express their feelings to the other people in their group. Through various civilizations, this continues to be a diverse part of their lifestyle and communication. This created their cultural and social norms and ethics.

For us, modern humans, the neocortex is the most advanced part of the brain. This is also the area that helps us to regulate our emotions, harbor feelings, and control a few of the impulses of our limbic system. The limbic brain is what controls all of our nonverbal communication, and we can’t completely control it with our neocortex.

Emotional and visual memory has the ability to cause us to act in ways that our ancestors would. We feel comfortable in favorable situations and uncomfortable when in danger or distress. When we are placed in a threatening situation, we are still going to act like other mammals or reptiles.
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Chapter 2 MOST COMMON “SPOKEN BODY PARTS”: FACE, THUMBS, FEET AND EYELIDS. WHAT THEY SAID

_____________________________________________________________________________________________________________________________________

Posture

There’s a good reason our parents always told us to stand or sit up straight. A sloucher looks weak and submissive while the person with good posture looks confident and powerful. This is well within reason.

When we slouch, we restrict the flow of oxygen to our lungs, and we make ourselves appear smaller. This kind of posture puts unnecessary strain on our neck and back muscles. Overall, it strains our body, reduces the flow of energy in our body and makes us look unattractive.What do we do when we are exhausted and ready to give up? We slouch. To overcome slouching, one needs to strengthen the back and torso by exercising (yoga is helpful) as well as by staying mindful of and practicing good posture until it becomes a habit. A healthy diet will also help strengthen your bones and muscles as well as give you a more positive outlook on life. If it does not come naturally to you, you’ll have to make an extra effort to improve your posture. It may be a little difficult, but it’s not impossible, and it will be worth the effort.

The eyes

The cliché that the eyes are the mirrors to the soul may have some truth in it. When a person is positively stimulated by what he sees, his eyes open wider, his pupils dilate, and his eyebrows are raised. Eyebrows that are raised make a face mimic that of a baby’s and arouse protective emotions from others, especially from males toward females. This is the reason plucked eyebrows on women make them more attractive to the opposite sex. On the other hand, lowered brows show authority and seriousness.

Arms

The chest contains the heart and lungs, vital organs in the human body. It is no wonder that, when we feel threatened, we automatically cross our arms over our chest to protect ourselves. Folding the arms over the chest is a way of making a barrier between our vital organs and whatever it is that we find threatening. This is a sign that a person feels negative about what he hears, or that he feels defensive or uneasy. Sometimes, the individual tries to relax his arms, but his legs remain crossed. Conversely, studies have shown that folding one’s arms during a lecture can impede learning and retention of information. Intentional folding of the arms seems to signal to our brains to be cautious and skeptical about what we hear. At the same time, we send out signals to others that we are not being friendly or accommodating.

The arms are a sort of barrier for protecting vulnerable parts of the body. Men are observed to unconsciously cover their private parts when feeling insecure or dejected. Sometimes, people cross their arms and clutch at themselves to give a self-reassuring “self-hug.”

The thumbs

The thumbs symbolize authority, superiority and power. A showing of thumbs is a showing of confidence or a feeling of superiority. A person may tuck his hands in his front pockets with his thumbs out of the pockets. He is showing that he feels in power or superior. If he keeps his hands in his back pockets, but still with his thumbs out; he is trying to conceal his feelings of superiority. When a person points to another using his thumb, it might signal that he’s about to criticize that person or that he looks down on that person. We know that crossing or folding one’s arms over the chest shows resistance or disagreement. If a person has his arms crossed with his thumbs up, he is resistant and at the same time feels superior to the speaker.

The legs

We’ve gone through the face or head, eyes and hands. Experts have determined that the further the part of the body is from the brain, the less we can fake its movements. Needless to say, some people may have mastered the art of faking their face and hand movements but have absolutely no control of their leg movements. Many of us are hardly even aware of what our legs are doing while we’re talking. Originally, our legs were meant to take us to our destination and to take us away from any perceived danger. To this day, and if one observes carefully, the legs always point to where the owner wants to go.

The Head

Head movements can be quite easy to read if you know how to. Unfortunately, not everyone knows how to do this, which is why even the most obvious head movements go unnoticed by the ignorant and inexperienced person.

Let us take a look at the most common head movements alongside what they may be possibly indicating. Let’s start with a nod. In most parts of the world, a nod indicates encouragement. However, not all nods are made equally. When a person nods slowly, especially if they are doing it unconsciously, it connotes a deep level of interest or rapt attention. Another head movement that indicates interest is when the person tilts their head sideways. if you are making some form of presentation in class or at a meeting and you notice these two head movements, it is very likely that your points are well expressed and understood. Hurried nods or frequent nods during a presentation could signal disinterest like in the second example above. If you notice this during your presentation or discussion, change your tactics or presentation style. Alternatively, pause the presentation and ask for input from the other person or people.

In the case where a person tilts their head back while you are talking with them, it is a possible sign of disbelief, doubt, or suspicion. Whether it is a one-on-one conversation or a formal presentation in front of a board of directors, take a moment to clarify what you were talking about before you noticed that head movement. If you are unsure, ask them if there is something, they would like you to make clearer. You could say, “I’m getting the feeling that you may need some further clarifications. Would you like me to clarify my last point or something I’ve said?” When talking with a friend and they begin to scratch an imaginary itch on their necks or the side of their face or their jaw, this is usually body language of disagreement. Give the other person room to speak their mind by saying something along the lines of, “It looks like you have something different in mind. What is it?” This can also happen when you are speaking in a formal meeting. In the event that you are leading the discussions or in the case where it is appropriate for that particular meeting, you can give the person with the disagreeing body language a chance to say what’s on their mind. You could say, “I see Mr. X has something to say. Would you please give us your point of view on this?”

In an official meeting, head movements can tell you who is in charge or who wields more authority. In a meeting, most heads will be turned towards the person who has the most authority.

The use of head movement is not limited to only formal meetings and during chitchats with friends. It can also speak volumes even in situations that do not require discussions. When someone stands with their head held upwards, it can signify arrogance, self-confidence, or superiority. This is especially true if their chin points forward.

Head held downwards could indicate a negative attitude or aggression. Subconsciously, our minds know that our intentions are not pure. Therefore, it makes us unconsciously protect our neck and throat, which are vulnerable parts of our body, by lowering our heads to cover them. This is subconscious body language to keep us safe in case the other person attacks us if they get wind of our intentions.

The last head movement I shall discuss is the head bobble. This is usually seen in places like India. It does not indicate a no or a yes. Instead, it can indicate a greeting, “yes,” “no,” “thank you,” and even “maybe” depending on the circumstances in which it is used coupled with very slight alterations that are completely lost on a foreigner. Here’s the point of all this: if you happen to visit any foreign country, you can build rapport with the natives by copying their customs and culture. Even if you do not get it perfectly, they will be glad that you respect them and want to learn about them.

The Face

The face conveys messages that are very obvious to notice. Expressions such as frowns, smiles (grin or smirk), grimaces, dropped jaw, squinting, raised eyebrows, yawns and so on can be read by almost everyone. Since it is not difficult to decode the emotional intent (anger, excitement, surprise, fear, confusion, disgust, and so on) by simply looking at the face, most of us have learned how to effectively hide these indicators so that we can appear polite.


THE FOLLOWING ARE SOME OF THE FACIAL EXPRESSIONS AND WHAT THEY SIGNIFY

A smile is one body language cue that has a universal meaning. Even infants can read this nonverbal cue. It strongly indicates acceptance, agreement, and comfortableness. When a smile spreads to cover the entire face, it is genuine. When a smile doesn’t reach the eyes of the giver – when there are no crinkles at the corners of their eyes – it shows that it is a forced or fake smile. There are several reasons a person would want to wear a fake smile. They may want to be polite; they may want to be deceitful, or they simply want to seek approval from another person, especially from someone superior.

A slight smile accompanied by a slightly raised eyebrow is one facial expression that indicates confidence and friendliness. When you are talking with someone and notice this expression on the person’s face, it indicates that they believe what you are saying. If you are the one wearing this expression, you are conveying to the other person that you are trustworthy.

The lips are used for smiling and also for telling truth or falsehood. When someone touches their lips repeatedly while telling you something supposedly confidential, there is a high chance that they are withholding some of the information from you.

The Shoulders

Shrugging is usually considered as a sign of ignorance or cluelessness. However, it can indicate other things such as an unconscious need to protect our necks (vulnerable part) from danger. For example, notice how people generally react with they hear a sudden loud bang of a gun or even a seemingly harmless things like a balloon bursting. The first reaction for most people is to raise their shoulders to hide their neck. You can also observe this when people walk in front of a crowd that is focused on something, like a movie in a cinema. The person walking in front of the crowd tends to shrug so that their necks are hidden inside their shoulders in an unconscious attempt to protect themselves in case of an attack from the angry crowd. Even children speak this unconscious protective body language when they hide their necks by raising their shoulders if their parents attempt to hit them.

Hand Movements and Gestures

Keep your hands out of your pocket if you want to communicate openness and honesty. When you have your hands in your pocket, your body language is saying you don’t have self-confidence, you are hiding something, or you are being defensive.

When someone has their palms facing up as they are talking, that gesture strongly suggests that they are being honest. It does not necessarily mean that their views are correct, but it does show that they are genuinely expressing their thoughts.

Someone holding an object between you and them is unconsciously trying to put a barrier between you and them. Their body language is indicating that they are looking for any excuse to block you out.

When someone habitually points to another person while talking in a group or in a meeting, it is a strong indication that they have many things in common or they have some type of affinity. Here’s a great way you can use that to your advantage, especially in a situation where you are canvassing for support: seek the support of one of the pairs, and you are most likely to get the support of the other.


FEET, LEGS, POSTURE – ATTENTION!

When a physical appearance manifests itself in one’s posture, you know the person is generally experiencing a strong feeling. If someone has started stomping the ground like a maniac, you can perceive that as someone attempting to scare you or someone releasing built up tension or anger. Closely related to the sad slouch though, is the happy and relaxed slouch. It’s easy to spot the difference from the general energy of the person. If the shoulders are pushed back and the face is open, then it is a sign someone is happy. If you are struggling to see their face, then it is likely they are sad. If you are feeling sad you can go some way to reversing it by intentionally breathing deeply and gently and trying to dissolve your negativity by focusing it ‘out’ of yourself by adopting a posture that opens your chest up to the world and makes you stand taller.

Whether a person is simply standing or sitting can convey a lot. Standing suggests a person is active and ready to start thinking or moving, you rarely begin something energetic by first sitting down. This is useful to remember if you are meeting someone and trying to make a good impression, if you are standing you are open to playing around with personal space and touching, and it allows for greater use of powerful body language that isn’t available if you are sitting down. Walking is a great way of using the vibrancy of standing and induces quick thinking in some and also puts the other person at ease by avoiding excessive eye contact. It is also an excellent way of mirroring another person, building rapport, and sharing energy because you have to commit to a similar pace to walk with another person.

Sitting is still a standard requirement in life though, so you need to be aware of what that portrays. It’s easy to become too relaxed when sitting, which could demonstrate to others that you are tired or unenthusiastic, you might naturally do this by flopping your limbs around and tilting your head back.

Head

The head is one of the most important features because it’s one of the main focuses of attention when we look at another person. The way we instantly make eye contact with people is quite phenomenal. A little experiment you can personally do is to look at a light for a brief period so that you have the imprint of the light in your vision while you are in a crowded area. Obviously be careful not to stare too long, but what you will find by paying attention to that light imprint is that when looking at people in the crowd you will be drawn like a magnet to their eyes.

The head itself is an important place for making gestures, next to your hands it’s the second most common physical asset you have for indicating towards things. The state of your head’s droopiness is an indication of many things: when sad or contemplative you will arch your neck down and stare at the ground, while feeling confident you will tend to look upwards and with sustained eye contact. Head shaking is another way you can communicate strongly. Nodding up and down is obviously a way to reply to a question, but a slight nod is a good way of telling someone you are paying attention. Often people that are meshing well, bob along together like toys on a car dashboard. A very fast paced nod might be an indication you want the speaker to hurry up or that you agree with what they are saying.

A quick whip or nod of the head is a good way of saying hello, it provides acknowledgement, and usually discourages engaging in a conversation. This can be useful if you’ve forgotten a name (you won’t ever have to forget a name again once you’ve gotten your free bonus!) or you are in a hurry. If you lean into a nod it can have an almost “how do you do?” feel to it with a tip of the hat.

Boredom and interest are two types of gestures that can be easily read from the posture of the head. Propping your head up with your hands can say “I would rather be asleep” if the eyes are vacant or darting, or it can say “I am enraptured by your every word” if you are pushing the chin up for a better view.
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WHAT IS NONVERBAL COMMUNICATION?

The nonverbal communication is the utilization of physical conduct, articulations, and traits to impart nonverbally, frequently accomplished more naturally, as opposed to deliberately.  Regardless of whether you are mindful of it or not, when you connect with others, you are ceaselessly giving and getting a silent sign. The majority of your nonverbal practices—the motions you make, your stance, your manner of speaking, the amount of eye-to-eye connection you make—all send strong messages.

They can ease individuals, build trust, and draw others toward you—or they can insult, confound, and undermine what you’re attempting to impart. These messages don’t end when you cease talking, either. On certain occasions, what leaves your mouth and what you deliver through your nonverbal communication would possibly be two very different things.

When regarded with such a blended sign, the target audience wants to pick whether to receive your verbal or nonverbal message. Since the nonverbal exchange is a distinctive, spontaneous language that communicates your real feelings and expectations, they will more likely pick out that.  In any case, by enhancing how you comprehend and make use of nonverbal communication, you can categorize what you mean, associate higher with others, and build fulfilling connections with a much stronger foundation.


KINDS OF NONVERBAL COMMUNICATION 

There are many different kinds of nonverbal communication or nonverbal exchange, including these:

Outward appearances: The human face is very expressive, equipped to express countless feelings without saying a word.

Body improvement and stance: Think about how your views of people are influenced by the manner in which they sit, walk, stand, or hold their head. Likewise, the manner in which you deliver and maintain yourself imparts an abundance of information to the world.

Motions: Signals are woven into our daily lives. You may also wave, point, call or make use of your hands when communicating in order to make your message even clearer, as opposed to when you only use verbal cues. However, some hand signals differ in meaning across different countries or cultures, so it is essential to be cautious about how you use motions in delivering your message without being misinterpreted by the receiver.

Eye-to-eye connection: Since the visual sense is overwhelming for the great majority, eye-to-eye connection are all a huge part of nonverbal communication. The manner in which you see somebody can convey numerous things, such as interest, love, threatening vibe, or fascination. Eye-to-eye connection is likewise important in maintaining the progression of the discussion and for checking the other individual’s reaction to your message.

Contact: We bring a lot into the conversation through touch. Consider the special messages given by way of a handshake, a hug, or holding close someone, for instance.

Space: Have you ever felt awkward in the course of a conversation because the other person was standing too close, and you felt that your space was being invaded? We all have a need for personal space, regardless of the fact that this need varies depending on our culture, situation, and relationship with the other person.

Voice: It’s not precisely what you state; it’s the manner in which you say it. When you talk, different humans “read” your voice, nevertheless listening to your words. Things that they focus on include your pace, volume, tone, articulation, and mannerisms (e.g., saying “ahh” and “uh-huh”). Pay attention to how your way of speaking can exhibit mockery, anger, love, or uncertainty.


ASSESSING NONVERBAL SIGNALS

Eye-to-eye connection: Is the person looking? Assuming this is the case, is it excessive or just normal?

Outward appearance: How does their face appear? Is it masklike and unexpressive, or is it truly present and loaded up with intrigue?

Manner of talking: Does the individual’s voice project warmth, certainty, and intrigue—or is it careworn and blocked?

Posture and movement: Are their body unfastened or firm and fixed? Are their shoulders anxious and raised?

Contact: Is there any physical contact? Is it fitting to the circumstance? Does it make you feel awkward?

Force: Does the person show up to be level-headed, cool, and impartial—or are they over-the-top and exaggerated?

Timing and position: Are there an easy progression of timing forward and backward? Do nonverbal reactions come too unexpectedly or too gradually?

Sounds: Do you hear sounds that show enthusiasm, mindfulness, or fear from the individual?


EXPRESSIONS

The six widespread outward appearances - perceived the world over It is presently commonly acknowledged that specific fundamental outward appearances of human feelings are perceived far and wide - and that the utilization and acknowledgment of these expressions are hereditarily acquired as opposed to socially molded or learned. While there have been seen as minor varieties and contrasts among indefinitely disengaged clans’ individuals, the accompanying fundamental human feelings are commonly utilized, perceived, and part of mankind's hereditary character:

These enthusiastic face expressions are:

•       Happiness

•       Sadness

•       Fear

•       Disgust

•       Surprise

•       Anger

The utilization and acknowledgment of outward appearances to pass on certain essential human feelings is a piece of developed human nature, hereditarily acquired, and not subject to social learning or molding.


PROXEMICS

Proxemics is a fancy word used in the body language community to mean the study of personal space and proximity. You can’t truly read someone’s body language without noticing where they are in relation to you in space. Someone seems to be paying attention to you, they have open body language, they are even pointing themselves towards you – so they’re clearly paying attention to you right? Well, maybe not if they’re on the other side of the room and not moving any closer towards you.

When it comes to reading other people, certain elements of personal space are obvious. If someone is close it will mean they are, or are trying to be, more intimate. However, with some people, especially men, there is a tendency to be territorial and to feel they have more access to your personal space than you might feel comfortable with. You can use these cues to determine if someone is being aggressive, friendly, or flirtatious. By reading the rest of someone’s body language you can see if they are leaning towards you to be friendly or to be assertive. It is quite risky to try and invade other people’s personal space to get an advantage over them so in general try to avoid getting too close to someone unless they invite you to by touching you or speaking at a lower volume that requires you to lean in.


TOUCH

We engage in touching routinely. We commonly shake hands as greetings or assign to signal shared understanding. Touch as a form of communication is called haptics. For children, touch is a crucial aspect of their development. Children that do not get adequate touch have developmental issues. Touch helps babies cope with stress. At infancy, touch is the first sense that infants respond to.

Functional Touch

At the workplace, touch is among effective means of communication, but it is necessary to keep it professional or casual. For instance, handshakes are often exchanged within a professional environment and can convey a trusting relationship between two people. Pay attention to the nonverbal cues that you are sending next time you shake someone’s hand. Overall, one should always convey confidence when shaking another person’s hand, but you should avoid being overly confident. Praise and encouragement are communicated by a firm pat on the back. Remember, people have varied reactions to touch as nonverbal communication. For instance, an innocent touch can make another person feel uncomfortable or frightened.

Touch can become particularly complicated when touch is between a boss and a subordinate. Generally, those in power will utilize touch with subordinates to reinforce the hierarchy of the workplace. It is usually not acceptable for it to occur the other way around. For this reason, you should make sure to be careful even in the instance of using the most trivial of touches and resolve to enhance your communication techniques with your juniors. A standard measure is that it is better to fail but remain on the side of caution. Functional touch includes being physically examined by a doctor and being touch as a form of professional massage.

Social Touch

In the United States, a handshake is the most common way one engages in social touching. Handshakes vary from culture to culture, though. In some countries, kissing one or both cheeks are more common than a handshake. In the same interactions, men will allow a male stranger to touch them on their shoulders and arms whereas women feel comfortable being touched by a female stranger only on the arms. Men are likely to enjoy touch from a female stranger while women tend to feel uncomfortable with any touch by a male stranger. Equally important, men and women process touch differently which can create confusing and awkward situations. One should be respectful and cautious. For instance, while you stand close to a stranger on an elevator, it is not acceptable to stand so close to them that you make contact with him or her.

Friendship Touch

The types of touches allowed between friends vary depending on the context. For instance, women are more receptive touching female friends compared to their male counterparts. Touch is different depending on the closeness of the family and the sex of the family member. Displays of affection between friends are almost always appreciated and necessary, even if you are not a touchy person. One should be willing to get out of their comfort zone and offer their friend a hug when he or she is struggling. Helping others enliven their moods is likely to uplift your moods as well.

Intimacy Touch

In romantic relationships, touches that communicate love play a critical role. For instance, the simplest of touches can convey a critical meaning such as holding hands or placing your arm around your partner which communicates that you are together. Adults place more emphasis on nonverbal cues compared to verbal cues when communicating according to recent studies on communication. In the early stages of dating, men tend to initiate physical contact in line with societal norms, but in later stages, it is women that initiate contact. Women place more premiums on touch compared to men and even the smallest of gestures can help calm women they were upset.

Arousal Touch

Arousing touches are elicited by intense feelings and are only acceptable when mutually agreed upon. Arousal touches are meant to evoke pleasure and can involve kissing, hugging, and flirtatious touching, and are often intended to suggest sex. One should be careful about their partner’s needs. One can greatly improve their communication skills and relationships by considering the nonverbal messages you send via touching behavior.

Additionally, our sense of touch is intended to communicate clearly and quickly. Touch can elicit subconscious communication. For instance, you instantly pull away from your hand when touching something hot even before you consciously process. In this manner, touch constitutes one of the quickest ways to communicate. Touch as a form of nonverbal communication is an instinctive form of communication. In detail, touch conveys information instantly and causes a guttural reaction. Completely withholding touch will communicate the wrong messages without your realization.


MIRRORING - MATCHING BODY LANGUAGE SIGNALS 

At the point when body language and discourse attributes are reflected or synchronized between individuals, this will, in general, help the way toward making and keeping affinity (a common sentiment of sympathy, getting, trust).

The term synchronized is apparently an increasingly exact specialized term on the grounds that mirroring suggests visual signals just when the standards of coordinating body language stretch out to discernible signals additionally - strikingly discourse pace, pitch, tone, and so on. 'Reflected' or synchronized body language between two individuals supports sentiments of trust and compatibility since it creates oblivious sentiments of confirmation.

At the point when someone else shows comparable body language to our own, this causes us to respond unknowingly to feel, "This individual resembles me and concurs with the manner in which I am. I like this individual since we are comparative, and he/she enjoys me as well."

The opposite impact applies. At the point when two individuals' body language signals are unique - i.e., not synchronized - they feel less like one another, and the commitment is less agreeable. Every individual detects a contention emerging from the crisscrossing of signals - the two individuals are not attesting one another; rather, the confused signals convert into oblivious sentiments of conflict, inconvenience, or even dismissal.

The oblivious mind thinks, "This individual doesn't care for me; he/she is diverse to me. I am not being asserted. Consequently, I feel cautious." Backers and clients of NLP (Neuro-Linguistic Programming) use mirroring deliberately, as a strategy for 'getting on top of' someone else, and with somewhat practice can initially match and afterward really and tenderly to change the signals - and as far as anyone knows in this manner the sentiments and mentalities - of others, utilizing mirroring systems.

Discourse pace or speed is a model. At the point when you are talking with somebody, first match their pace of talking, at that point tenderly change your pace - more slow or quicker - and check whether the other individual tails you. Frequently they will do.

Individuals, for the most part being quite helpful spirits, regularly normally coordinate one another. To do in any case can once in a while feel awkward, despite the fact that we once in a while ponder it. At the point when someone else inclines forward towards us at a table, we regularly reflect and do similarly. At the point when they recline and unwind, we do likewise.

Sales reps and other expert communicators are generally educated to reflect a wide range of increasingly inconspicuous signals as a method for making trust and compatibility with the other individual and to impact frames of mind.

Mirroring right now isn't just replicating or impersonating. Mirroring is powerful when developments and gestures are reflected likewise, so the impact stays oblivious and inconspicuous. Clear replicating would be viewed as unusual or annoying.
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HOW TO USE BODY LANGUAGE IN PUBLIC SPEAKING

A type of nonverbal communication that is premised on the qualities of voice and the manner one vocalizes them is known as paralinguistic. The accent, pitch, and tone of our voice communicate more about us and our personality. Our accent can tell where we come from or our teachers.The audience will for instance form stereotypes based on your accent.

An individual that talks slow may sound tired, thoughtful or perhaps not intelligent.An individual that talks fast may sound shady, anxious or excited. Inflection, vocal volume and stammering do influence verbal messages and affect the processing of the intended meaning by the audience. In this manner, paralinguistic entails the aspects of spoken communication that does not involve words. For this reason, paralinguistic emphasize or diminish the intended meaning of what people say. Other aspects of body language are part of paralinguistic.

The features of language that are paralinguistic are critical as they directly influence the message. Better conversation can be realized by being more aware of the subtle nuances of verbal communication by promoting deeper understanding and connection with others.

Speed or Rate of Speaking

Speaking faster or rapid rates of speech are linked to composure and self-assurance. One should try to speak at a rate similar to the individual they are communicating with. In the TV series “Young & Hungry” watch a single episode and focus on Gabi Diamond. In the TV series, Gabi Diamond speaks fast, and this makes her look like she is exhibiting composure and self-assurance. However, if you watch several episodes you will realize that she speaks fast to hide her insecurities and disappointments with love largely due to her quick nature of approaching love issues. Against this backdrop, speaking rapidly may suggest composure and self-assurance but it is not necessarily the true status of the individual.

Rhythm

Most languages exhibit unique rhythms and rhythm is critical especially for the English language. A person from Singapore and one from France will speak at a different speed and rhythm. In most cases, people will speak a second language at a rhythmical pace similar to their native language. The overall aim of acknowledging rhythm is that you should try to speak at the same rhythm with the individual and the chosen rhythm should be the one that is slower than the other. At one point you tried having a conversation with a person that is not a native speaker of English and you had to slow down the conversation to enhance understanding.

To appreciate the criticality of rhythm, search YouTube for “Kids stories English India” and note the rhythm of Indian speakers of English. You will realize that the speakers try to speak close to the rhythm of their native language. Again, go to YouTube and search for “President’s speech Uganda, Kenya, Nigeria or Zambia.” You will observe that the speaking rhythm is close to the native language rhythm of the speaker.

As suggested, the person with a fast rhythm has to adjust to the slower rhythm. Search YouTube for “BBC interview with Uganda’s president Museveni” or “CNN interview with Kenya’s President Kenyatta.” In many instances of these interviews, you will realize that the interview tries to slow their usual rhythm of speaking to match the relatively slow rhythm of these African countries’ presidents. On the contrary, if you voice the person with the slow rhythm to match up to your fast pace then the conversation will negatively be affected as the individual will have to rush their thoughts and reactions.

Volume

Speaking loud suggests that one is assertive, confident, and bold. Think of a politician or any leader that you recognize. Chances are that the individual speaks loud enough which shows that the person is confident and assured of what he or she is saying. When addressing the entire school, your college principal spoke with loud volume which indicated authority and certainty of what he or she was saying.

On the other hand, speaking with low volume shows shyness and insecurity. For instance, in school, the groups that had not done adequate preparation during the presentation probably spoke with low volume. The ones that had researched and fine-tuned their work spoke confidently. If you are a parent you will notice that if your child has done something awkward then he or she will reply in a low, almost muffled voice.

Pitch

Speaking with a high-pitched voice makes one sound childlike. Lower pitches are largely associated with higher credibility, authority, and maturity. Try listening to Bernadette Rostenkowski, the character wife to Howard Wolowitz in the TV series “The Big Bang Theory.” She features from season 6 onwards. Take note of Bernadette Rostenkowski’s pitch in the TV series. The most important thing is that the pitch you choose should be your most powerful vocal range. You should not force a lower-pitched voice even if it is considered more credible as you risk losing the vocal power.

For emphasis, speaking in a low-pitched voice indicates that you have owned the space and are confident in what you are expressing. Most people find people with deep voices as appealing to listen to and hold a conversation with. Men have an advantage when it comes to low-pitch voices and this easily makes them come across as composed and in charge. The low pitch voice is a critical element of talk therapy as it gives reassurance and calming effect to the target person.

Inflection

Vocal variety or inflection concerns the variations in the pitch of the voice. Some contexts demand variations in pitch such as when narrating a story to children while other contexts demand less variation in pitch such as in the corporate world. A few singing exercises when showering can help improve tone variation of the voice. The other great way to practice is to record and listen to oneself to analyze the quality of your inflection. When listening to someone, pay attention to inflection. A person that shows expected tonal variation of the voice is speaking naturally and probably is truthful. People that speak a monotone are likely disinterested or not being truthful. However, some instances may justify speaking with no tonal variation in casual contexts.

For instance, people that are not native speakers of English are likely to speak with a flat tone and this because they lack the native perception of the choice of the words used. Additionally, most people when reading a text are likely to use a flat tone as opposed to speaking their minds literally.

Equally important, some cultures and languages favor variation of tone. For instance, American English and Lingala language are widely spoken in the Democratic Republic of Congo naturally demands tonal variation of the voice. The phonetics of these languages give the speakers the quality of varying tone compared to say the Swahili language widely spoken in East Africa. In this manner, the cultural context of the language may enhance or lower the degree of inflection when one is speaking.

Lastly, a tonal variation of the voice does not imply shouting as one can speak softly but vary the tone.

Quality

The attribute of voice that enables you to distinguish one voice from another is known as the quality of the voice. For instance, identifying a voice as feminine or aloof constitutes the quality of the voice. The quality of a voice is a function of pitch, rate, and volume of voice. Even though the quality of voice can be learned, in most cases it is innate. Some people are born with a commanding voice or feminine voice. The quality of voice is largely monetized when one decides to work as a musician, narrator or news anchor. Despite having different voice qualities, some contexts seek and use different voice qualities especially in animation movies and general movies where the different quality of voices are critical to eliciting laughter and relatable aspects of the production.

Perhaps the best illustration of different voice qualities is the TV animation series, “Family Guy.” Search for an episode of “Family Guy” and notice the different voice qualities. Before you search, kindly appreciate that some of the content may sound offensive to people with disabilities, and ethnic minorities. However, most of the content is standard with a touch of humor. Listen to the quality of voice of the character Louis and that of the character Peter Griffin. Again, listen to the quality of the voice of Joe and that of Stewie, all characters. You can also look for any animation and I suggest “The Storks” and “Penguins of Madagascar” to appreciate the quality of voice. Most animation movies present different voice qualities within a short period of time enabling you to register and analyze them.

Tone

With respect to voice, tone regards the intensity of the voice. The tone of a voice reveals more about the emotions behind the words being spoken. If the listener is assertive then he or she will quickly connect and create a rapport with someone on the telephone by utilizing aspects of paralinguistic communication. Creating a rapport can be enhanced through matching and mirroring vocal attributes devoid of mockery. All these lead to greater understanding and more effective paralinguistic communication. Realizing awareness of your paralinguistic vocal strengths will enable one to subtly influence the speaking and listening so that one comes across as a powerful communicator.

Equally important is that the loudness of a voice varies across cultures. For instance, men in Saudi Arabia may sound aggressive when compared against the loudness of voice in the United States. Among Arabs, a soft tone implies weakness. Personal social class also impacts the loudness of voice with people in lower classes using lower volumes when speaking. The tone of the voice is what feels that someone is angry.

For non-Americans outside America, they may struggle to notice the sarcasm in the laughter of some Americans. Americans tend to apply sarcasm in speech and laughter that non-Americans may miss unless they understand tone.

When speaking or interacting with a non-American one should understand that the person may not get the sarcasm, and this may impede effective conversation. Overall, when using tonal variation to elicit sarcasm, one should be careful with respect to the ethnic and nationality composition of the audience.


BODY LANGUAGE AT A BUSINESS MEETING OR MAKING A PRESENTATION

Business meetings may involve people you already work with or people you’ve just met whom you might need to sign a deal with. If the meeting is with people, you’re meeting for the first time and have to impress, most of the body language for a job interview would also apply. Here are more tips that will also work when dealing with co-workers.

It’s important to try to gauge how the person you’re talking to is feeling. Take a look at the individual's eyes. If they’re downcast, and the person is seemingly avoiding you, then something has to be worked out. Other signs of defensiveness, conflict in points of view or unwillingness to cooperate are arms folded across chest, the whole body facing away from you, feet facing away or towards the exit, and absence of open gestures. Watch also for pursed or tight lips and arms tightly grasped. Frequent blinking and eyes darting from side to side also signify boredom and a desire to find a way out. Your sensitivity to these signals will help you respond in a way that will help ease the tension and make the others more receptive and agreeable.

Be prepared

These are things that you can do before facing everyone else, to prep you to make a good impression. You must have all the data or all the information you’ll need to persuade, convince, present or defend, or whatever the purpose of the meeting will be. Not knowing the facts or the background about what you have to discuss will leave you groping or bluffing, and this will come out in your body language.

Stand tall with your feet apart, exposing your neck, chest and stomach areas. Put your hands on your hips to appear bigger than you are. This is a power pose. Even if you don’t feel powerful or confident, assuming such a pose sends a message to your brain to release more testosterone that will make you truly confident.

Listen

Whether you’re the boss or subordinate, it always helps to use body language that shows that you are listening and that you value what the other person is saying. This requires eye contact, nodding, as well as open arm and leg movements. Touch a closed hand to your chin or cheek, with your index finger pointing towards your forehead to show that you are digesting and evaluating what you hear.

Resting your head on your hand will indicate boredom, however. Simply tilting your head, a bit to the side will signal to the speaker that you are listening and interested.

Use a pen or pointer

A big chunk of the information people process comes from what they see. Using a pen or pointer to direct the listener’s gaze to the information you are describing reinforces his perception of it. After introducing the information visually as well as verbally, subtly bringing the pointer or pen to the level of your eyes will bring the listener’s gaze you yours, making a powerful impact and ensuring that the information is clearly embedded in the listener’s mind.

Using open palm gestures while doing this and explaining will make this a positive experience for the listener.

Nod

Nodding encourages a person to trust and to open up because it signals your agreement, understanding and non-aggression. If you nod to show agreement, the other person relaxes, loses any aggression he may harbor and begins to trust in you. As your nod your head, the listener will unconsciously find himself nodding as well and becoming more open to your ideas.

Show your openness

Use open palms, tilted head, eye contact, smiling and legs pointed toward the person to signal “I am with you.” This will make the person more willing to work with you.

Do some mirroring

People who are close to each other, like married couples, begin to resemble each other because of mirroring, this is the tendency to copy or imitate a person’s body language. This is normally subconscious and is part of our programming to survive. This was said to have started in the womb where the fetus learned to match the rhythms of its mother’s womb.It may also be a primitive survival tactic, when being different or not belonging could have cost an individual his life. Although this occurs naturally when people spend time together and share common goals or beliefs, a little conscious mirroring can send signals to the other person that you have similar goals and that you support each other.

Enlarge your space

Open up and expose your neck, chest, and stomach. Stand straight and tall, with your arms on your hips to appear bigger. You will be perceived as confident and authoritative, and you will feel bolder as well.

Smile

The human brain has been wired in such a way that people automatically respond to a smile. A sincere smile can automatically diffuse tension and resistance. Using humor will automatically break barriers in communication.

Use a convincing voice

People are convinced more by their impression of you than by the facts you may be presenting them with. A deep and smooth voice is said to be pleasant and more convincing to the listener. It means that one must be reasonably relaxed and composed to produce this kind of voice. Humming can help warm up your voice before speaking.

Take a good look

Some people are not so good at picking up subtle signs, so you have to make more assertive signals. If you’re the boss or a person who’s supposed to be in charge, there will be times when you’ll have to take an extra step to make this felt. Imagine that a person has a “third eye” on his forehead just slightly above and between the eyebrows, sort of like a Cyclops.

Turn your gaze on that third eye and don’t go down. This is a power gaze that works well on particularly belligerent subordinates. Narrowing your eyelids and not blinking will make this look more intimidating.

Signal that the conversation is over

You can do the same or turn your body slightly away from the other person to signal that you have to get back to work. This usually works although you may have to say outright that you have to get back to work if the other person hasn’t picked up on your signals.

Make a power exit

It’s not over until you’re outside of the door. Be aware that people will be looking at your back as you leave, so make sure it will give the right impression. There shouldn’t be any thread hanging from the hemline of your clothing and your shoes should be shined at the back. Look back just before you step out, smile and close the door behind you. People’s last memory of you before you step out should be of you smiling.
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How good is your first impression?

People are able to make a judgment on you within 30 seconds, that judgment will usually last a lifetime. Unless you look like a male model, the bulk of your first impression will be made up by your body language and how confident you feel when you meet them.

Your body language has the potential to not only help influence the other persons first perception of you, but also to influence how you feel when you talk to them.


WHY IS BODY LANGUAGE SO POWERFUL? 

One of the biggest impacts of your body language is down to the way that your body language is processed by your subconscious. Unlike words, which are mainly processed by your conscious mind, body language is rarely processed consciously.

This is both in terms of your body language and the processing of the body language of someone else. If you see someone smiling at you - you will probably get the feeling that they are friendly, but this won't be something you consciously decide to feel.

By the same token, if you smile – research shows that you will feel happier, but this also won't be something you consciously decide to feel. What this means for you is that you can use body language as an incredibly powerful tool, for communicating with others and helping you put yourself in a better state to communicate with others. The best thing is that you can do this incredibly quickly, simply by understanding body language better.


HOW CAN I USE THE POWER OF BODY LANGUAGE? 

There are two steps to using the power of body language. The first step is to use the power of body language on yourself in order to powerfully improve the state you are in; the second step is to understand body language better to powerfully communicate with others.

The first step is easier than you would imagine and only requires a few changes to your daily routine.


CHANGE YOUR BODY LANGUAGE AND SELF-ESTEEM IN JUST TWO MINUTES 

Research has found that your body language can improve your confidence in as little as 2 minutes. By adopting a “high power pose” you can quickly shake off stress and worry, replacing them with power and confidence.

It has also found that it can have exactly the opposite effect, if you spend your time slouched over in a “low-power pose” you're likely to end up increasing your stress and worry, losing all of your power and confidence.

The high-power poses that you want to take up are all open, confident poses. For example, sitting with your legs apart, arms open and looking straight ahead. Or sat with your hands behind your head looking forward and your legs resting up on another chair or the table. Or stood with your hands on your hips, legs shoulder length apart, or leaning forward with your hands on a table – both looking straight ahead.

These power poses work by increasing your testosterone – which improves your confidence and dominance. Both alpha male characteristics.

With just 2 minutes of power poses there was an increase of 8% of testosterone and a lowering of cortisol, which increases stress, by 25%. On the other hand, those displaying a low-power pose had an increase of 15% in cortisol and a decrease of 10% in testosterone.

Low power poses are closed, arms folded, legs together, looking down at the floor. Now ask yourself, how do you usually stand? Do you automatically take up the high-power pose, or do you unconsciously take up the low power pose?

If only 2 minutes brings about the effect on your testosterone shown above, how much of an effect could a whole lifetime have on you?

To start off, you need to take the time to stand with these high-power poses once a day. Just 2 minutes a day will give you the boost you need to feel more powerful and confident! If you want to get a boost before something important (say a date, or just going out and speaking to women) then take up the power poses just beforehand. Otherwise just take up the power poses in the morning to give you a boost for the day.

The long-term goal needs to be to make your usual unconscious body language more powerful so that you are always feeling confident. It would be impossible to change your body language overnight, so the best way to do it over time would be to train yourself to adjust your body language to a more powerful body language.

The way I did this was by adjusting my body language to one where I stood tall, looking straight ahead every single time I walked through a door. As though the door had something attached to it that pulled at the top of my head to straighten my body out and put me in a perfect posture. You can choose something different, but this one works because you are likely to walk through a door multiple times a day and it is quick and easy to simply stand taller and adjust your stance each time you do. At first you will need to consciously think about it, but in time it will come naturally. Over time the new, powerful stance will simply become the way that you stand. Imagine how much more powerful and confident you will be after a month of naturally walking with a high-power stance? The impact this will have on your life will be huge.

So, you need to get started today!


USING THE POWER OF BODY LANGUAGE TO COMMUNICATE WITH OTHERS 

If you've spent the whole of your life believing that 55% of what you communicate is with your body language, then you will have often tried to use your body language to communicate better with others. Unfortunately, the chances are that you did not get the best out of your work, simply because you didn't fully understand how you could effectively use your body language. Once of the great ways that body language can improve your communication is through congruence, which basically means that your body language says the same as your words. Imagine if your boss was sat, biting his nails, looking down at the ground as he said, “I'm completely in control of this office, get back to work.” Would you believe him? Or would you think that something just didn't feel right? On the other hand, what if he was stood, looking you straight in the eye, pointing out of the office as he said it – I'm sure you'd believe him then!

The most important aspect found in Dr. Albert Mehabrian's research was all around how much impact different methods of communication had on the likeability and dis-likeability of a person. It found that the more congruent a person’s words and actions were, the more likeable they were. Which makes sense, if you walk up to a woman and make a cheeky, direct comment to them – they are more likely to react positively to it if your body language displays confidence and it's said with a smile. On the other hand, if you're looking down at the floor, with an expression which displayed completely unsure of yourself – she is less likely to react favorably, because your body language and expression betrays to confidence needed for the comment to work.

This is why some men can walk up to a woman using the most cheesy of chat up lines and leave the club with her at the end of the night, while others would end up being laughed out of the club if they attempted the same thing.

By ensuring that you stand with strong, alpha male body language you will display an outward vision of strong, self-assured confidence. On top of that, what you say verbally needs to be backed up with what you say non-verbally. A cheeky comment needs to be backed up with a smile, while a genuine compliment should be backed up with a smile and eye contact. One without the other will appear incongruent and will give the other person the feeling of distrust and dislike – they won't consciously know why this is, they will just feel it.
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We’re first going to talk about the advantages and pitfalls of reading body language. The fact is that body language is an inexact science and as much as it can be useful, it can also be detrimental in your social life. Here are some of the things you need to watch out for.


THE IMPACT OF CULTURE

One thing I want you to also consider is the impact of culture in body language. When trying to communicate with people, whether verbally or non-verbally, you will find that there are certain actions unique to their culture or the environment they grew up in.

For example, in Asian countries, bowing is seen as a sign of respect while in American countries, the typical “bow” has been shortened to a simple nod of the head to someone. Also note that in Asian countries, the depth of the bow indicates the depth of respect one might have for the other person.

So why is this problematic? Well, if you’re trying to communicate with someone of a different background, you will have to do your research on their culture. What gestures are considered proper and which ones are a show of respect? While the other person may understand that you’re from a different background too and don’t know about their gestures, you will find that making that extra effort can make you stand out from the crowd.


HOW DO I KNOW THEIR PERSONALITY TYPE?

Now that you know the different personality types, the next problem you’ll be tackling is—how do you make the distinction? Unfortunately, you can’t just go up to people and ask them about their personality type. In fact, many people are unlikely to know about the MBTI or the Enneagram or other personality indicator types. Unless your good friends with them, it’s also unlikely that you can have them answer a questionnaire to determine their personality type.

So, what do we do then? We look at cues, behaviors, speech patterns, and the like in order to determine an individual’s personality type. This can be difficult, and, in all likelihood, you may not be 100% correct all the time, but it should be able to give you some idea on how to proceed further when communicating with another person.

Here’s some good news: you already have a clue on how body language works. Even as babies, it was observed that humans naturally react depending on the current mood or expression of their nannies, moms, dads, or any person who happens to be handling them.

Chances are you can pretty much tell when someone close to you is sad, angry, frustrated, or experiencing any other emotion. As a general rule, the closer you are to a person, the easier it is for you to read their inner thoughts and emotions.


RELYING TOO MUCH ON BODY LANGUAGE

I also want you to note that body language is supplemental to listening. Body language will give you an insight into what a person thinks or feels inside, but you also shouldn’t ignore what they’re saying. Listen to what they’re telling you first and if you’re confused or unsure, look at their body language.

This should more or less tell you about the lay of the land. Remember, there are instances when listening is better than simply watching a person’s body language. The fact is that in many cases, body language is simply used to emphasize what they’re already saying, so it’s best if you listen AND look.


THE POWER OF GROUPS

Being part of a group is another obstacle when trying to read people’s thoughts, ideas, expressions, and body language. Groups tend to affect how a person approaches a particular situation, especially when put under pressure. I’m sure that at some point in your life, you managed to change your mind because of the presence of a group. They may all be in agreement over a particular course of action and so you’re forced to agree with that decision. Or perhaps you’ve made a decision in order to look good in that particular group. Conformity is the magic word when it comes to groups. Every person wants to be accepted by the community and in order to do so, they have to “conform” to what the community thinks must be done.

This is why it can be tough to spot an introvert during a party because some introverts conform to extrovert characteristics when thrown in the company of extroverts. In fact, a study was conducted to measure just how badly a group can affect a person’s decision.

When made to choose between what they believe to be the “right” answer and what the group thinks, 75% of people chose the group answer despite the fact that it’s the wrong one. Groups are so powerful that they can “normalize” a wrong behavior. This simply means that an action generally seen as “bad” becomes normal when allowed or repeatedly done by a group. Good examples: bullying, drinking in excess, drugs, or cigarettes.

Groups also impose penalties when a person doesn’t conform to their decisions, such as throwing them out of the group and turning a person into a social pariah.

How else does a group affect a person’s thoughts, ideas, and emotions?

●     Groups magnify an idea or make an opinion more powerful. People feel confident when they join groups that validate their own opinions or thoughts. This is how labor unions, civic unions, or charities become so powerful and widespread. Think of it as little voices joining together to become a powerful one that can be heard all over by others.

●     Leaders also have a huge impact on how a person thinks when that person forms part of a group. Leaders can steer groups into the direction they want to go or convince people into agreeing to certain ideas. There’s no better example of this than politics.


THE PROBLEM OF FACE-ISM

Face-ism is a problem that occurs often in society, although you may not realize it. It’s basically when people make judgments on a person based on their appearance. This goes beyond prejudice but rests primarily on the face of a person—specifically the shape of the face.

Face-ism states that simply based on the shape of a person’s face, impressions might be had by individuals over the personality of an individual. For example, studies show that features with a feminine appearance are often seen as extroverted. They’re also seen as happier and more trustworthy. Does that mean that feminine features predict extroversion? No. It simply means that when you see someone with very feminine features, you instantly label them an extrovert. But this doesn’t have to be true.

I want you to make the distinction between impressions on facial features and reading a person’s body language. Impressions you make via facial features are stagnant or non-moving. Basically, this means that a person is not doing anything—their face is neutral. The impressions you get from their face are based purely on their blank features.

When reading faces and body language, however, we’re looking at movement. People are reacting, doing, or thinking about something and therefore causing their facial expressions and body to change in relation to what they’re thinking or feeling. This movement is what we want to read here, not the blank expressions.


PHYSICAL ATTRACTIVENESS

I hate to throw this out there, but beauty is a very strong motivator when it comes to reading body language. More than just the shape of the face or the color of the skin, having a face that matches the societal standards of beauty can really screw up a person’s reading of body language. For example, how many times have you done something only because a pretty girl asked you to do it? How many times have you believed that a woman is being truthful just because she has the most innocent face you’ve ever seen?

Physical attractiveness can impress upon your positive characteristics on a person that they haven’t really lived up to. At the same time, being beautiful can also make it easier for an individual to distract you from their actual motives. On the flipside, being attracted to someone can make you read deeper into superficial actions so that your interpretation would match your personal goals. For example, just because you like a woman makes you interpret their every move as flirting when in fact, they are acting perfectly normal in the given situation.


YOUR MOOD AFFECTS YOUR READING

Another problem here is that your interpretation is affected by what you think or feel at that particular moment. If you’re sad, then chances are you’ll interpret the same thing in people. This isn’t surprising since “reading” is basically you reacting to a situation, and reaction is hindered towards your overall mental and emotional health.

This is why when reading people, it’s important to maintain an unbiased view of things. If you’re forced to make a decision, consider both sides of the story, taking a good look at the different people involved, reading them, and then making your decision. It’s only smart to make readings when you’re in a calm and collected frame of mind.


STILL, THERE ARE BENEFITS

So, you’re probably thinking, with all these problems associated with reading body language, why should I even bother? Well, there might be drawbacks, but I promise you that the benefits are just as many—perhaps even more in number.

Here are some of the benefits of being able to read a person’s expression and body language:

●     You can connect better with people. This is the most important benefit we’re listing here. Being able to look at a person and instantly find out what they feel or think can help you adjust your own response in order to help them. This can be very useful in social situations, especially if you’re hosting a party and want everyone to feel included. Having an idea on what people think also lets you temper your conversation to make sure that no one is offended by what you said.

●     Helps with business or employment. The workplace is packed with subtle, non-verbal manners of communication, and it can be very useful to know what’s happening under the surface. Is the client interested in your presentation or does he look completely distracted? Take note of what pitches have a positive reaction and which ones have a negative reaction from your boss or client. Even with your coworkers, having a good grasp on the silent communication between people makes it easier for you to adjust depending on the demands of the office. At the very least, being able to read these subtle cues will tell you if you’ve made an impression in the office.

●     Help prevent conflict. Another incredibly useful benefit of reading body language is conflict resolution. You can tell the silent signs of aggression before they actually occur, therefore allowing you to stop any negative action at just the right stage. This is useful in many situations from work, to parties, to disagreements with your partner. Know exactly when to defuse a situation before you reach that point of no return.

●     Improve people’s impression of you. First impression is always important, especially in the office setting. Knowing how to read body language doesn’t just tell you how other people think, it also tells you how you’re supposed to act in their presence. This means that you will be able to adjust people’s impression of you depending on a given situation. This is important if you want to create a strong presence in the office or if you want to keep things on the down low during family gatherings. Knowing when it’s time to spread out your arms or make yourself blend with the background can definitely help in achieving the effect you want to give in any situation.

●     Become a better communicator. Of course, if you’re in the position to receive and interpret verbal and non-verbal communication, this puts you in the perfect place to respond to these same messages. Don’t forget—communication is a two-way street and in order to send a message in the right context, you have to be able to receive a message in the right context. Doing both correctly guarantees that the flow of information is stable, quick, and accurate.
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Try not to worry if you’ve seen yourself making some of these mistakes, we all do it! Looking at mistakes is one of the best ways of learning as stopping yourself from doing something is generally easier than remembering to add in a small gesture to your interactions every time, you’re speaking to someone.


THE BOY WHO CRIED WOLF

One of the most important things to do with body language is to be consistent in what you are saying with your body and what you are thinking in your mind. You can only lie to a certain degree before your body starts betraying you, and whether or not you are trying to deceive someone, they may begin to think this is the case if you are portraying too much confidence when the situation doesn’t warrant it.


WHY YOU GOTTA BE SO RUDE?

There’s not much point in learning about body language if you are simply going to ignore what you have learnt. If you’re listening to a talk you find boring don’t stare at the clock, continuously glance at your watch, sit so low in your chair that you might fall out, or start fidgeting. This is instead a great time to practice observing body language!

If someone talks to you, then make sure to provide eye contact and use body language that conveys interest and attentiveness. This is unless you would rather not convey interest towards them, then do the opposite. It can be difficult to give someone attention and respect with your body language if you feel nervous, if you don’t like them, or if you are tired and simply not interested in what they are saying. The best option here is to just sit or stand up straight and try to make as much eye contact as possible until an opportunity to exit the interaction arises. If you find that you do get nervous or socially awkward try to manage your environment to assist you. Sitting sideways from someone can make things less intense and confrontational as it creates more open space and proximity between others, as can writing things down to give you a break from looking at others.


BEING SLIGHTLY TOO PEDANTIC

So, you’ve learnt which aspects of your body language convey happiness and respect? Don’t start trying to use them like magic spells in a video game. Body language needs to be used naturally or else others will think you are hiding something, or you are just irritatingly happy or good-willed. If you are trying to sell something or intimidate people with your body language don’t be surprised if they notice what you are doing. Hand gestures should be used sparingly and should not risk be hitting other people in the face. Your posture doesn’t always have to be perfect so that you look like a soldier on parade.

The main aim with body language should be to trick yourself into having a particular emotion, not into tricking others that you feel that way as the former works better with the latter having the opposite effect of what you are intending to achieve.


LACKING ASSERTIVENESS 

Assertive might not be the correct word here, but it lets you know how you need to behave more than the vague idea of ‘not being confident’. What you need to avoid is defaulting to being too submissive when you are questioned or when speaking to someone that you need to connect with.

This can mean making sure you maintain eye contact and only breaking it by looking to the side and not glancing down. It can mean being willing to question others when you think something isn’t right and directing the topic of a conversation.

In more general terms you will want to avoid childish or wild hand gestures. If you find you are waving your hands around too much, then gently place them in your lap or on your table. You don’t want to seem flakey or out of control by being too expressive with your body language. Having a limp handshake is perhaps the most infamous example of a lack of assertion.


WORLD DOMINANCE

Yes, life isn’t fair. On the one hand you can seem too weak and feeble and then, on the other hand, sometimes people will find you too domineering. This is why reading body language is just as important as using it correctly. Many believe that showy displays of confidence and bravado are the best option in most scenarios.

But confidence comes in many forms, and in certain situations, trying to show off or being too intense will make it seem like you are trying too hard to impress others, or that you simply lack self-awareness. If you are dealing with someone that is more reserved, quiet, nervous, or perhaps not very confident in themselves, you should adapt to that.

These people will generally want space and lower-energy body language from you. This means not getting too close, not putting pressure on them to speak up, and not being open with your body to the point of putting them on edge. Reading this can be difficult at first, and you will need to learn how to match energy levels with other people. Mirroring and matching and reading other people through baselines will help you a lot in this regard.

Knowing your place in a social hierarchy is important as well. If you try to be too assertive towards someone that is your superior, or even just an elder, this can lead them into thinking you are disrespectful and arrogant. This might not always be as obvious as it first appears either. You might technically outrank the office secretary, but if they have been with the business a long time you will want to show them respect as they may have more power than you in certain matters despite the fact you ‘outrank’ them in the office hierarchy.


INSENSITIVITY

Following on from the last mistake, being insensitive to the feelings and norms of the place you are in is often a big mistake when it comes to body language. In most cases if you’re being insensitive with your body language, it’s because you aren’t being sensitive with your thoughts and communication. However, sometimes you might have your arms crossed across your chest because you are cold, or you find it comfortable. So, make sure you pay attention to what you are doing when it matters most. There is a learning curve in certain situations, and it can be steep. If you’ve never had to care for an injured person before it is difficult to make sure you are using the right kind of comforting body language.

People who haven’t been around children will find the body language to use for them can be very bewildering at times because it doesn’t match what they’ve been used to for a long time as children aren’t generally accustomed to social norms. Make sure to be alert, aware, and sensitive to the situation you find yourself in, what a person might expect from you and what you are doing with your body and whether it meets their expectations.
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Part of coming across as respectable to other people and getting along with them is projecting confidence and positivity. Someone who is seen as a positive person will have a much easier time connecting to a wider range of people and will also get to enjoy better opportunities in life, due to their approachable nature. This makes it highly important to learn how to come across this way.


THE 6TH LAW OF BODY LANGUAGE HOW TO HAVE A POSITIVE EFFECT ON OTHERS

It’s not as hard as it seems to become a positive influence for those around you, and you can start right now. Here are some simple actions that can have a positive effect on others:


	
Approachable Facial Expressions: A genuine smile tells the other person you are warm, confident and approachable. This build trusts.


	
Subtle Mirroring: Match the other person’s movements in a subtle way. This helps build rapport through establishing a common ground. It also shows your similarities as you mimic others. People will naturally observe this even if they aren’t aware of it on the surface and will instantly like you more.


	
Nodding: Nodding while someone is talking shows you are engaged and listening. So many people are used to people being distracted while they are talking, so this is a simple way to show you care and are truly hearing the other person and listening. Also, you can nod while you are talking to help influence the person to agree with you. It is no guarantee, but when you nod while asking a question, people often unknowingly nod as well, signifying they are agreeing with what you are saying.


	
Don’t Sit Down: Standing up helps you feel powerful and confident. This is useful when giving presentations. Just make sure not to stand over anyone, as that is a sign of a threat to most people.


	
Be Mindful of your Head Position: Tilting your head or body toward someone shows you are interested. If you make others feel important then you have the opportunity to positively influence them.


	
Pointing your Feet: The way your feet point says a lot about whether you want to be where you are or not. Much like head positioning, the position of your feet can also have a subconscious effect on someone. Pointing your feet towards someone shows you are interested. It is a positive signal that builds trust. Pointing your feet away, on the other hand, shows that you subconsciously are waiting for a chance to escape as soon as possible.




WHAT CAN MASTERING BODY LANGUAGE DO FOR YOU?

It’s possible to improve your life and interpersonal interactions greatly by becoming mindful of your nonverbal cues. Research shows that having correct nonverbal language will aid you in the following ways:


	
Less Misunderstandings: This can help with connection with others, meaning that you are less likely to be misunderstood. Since misunderstandings are at the base of most negative interactions and resentment, this is a must.


	
Better Performance: The right posture will help you with your performance, since it directly impacts how you come across and the mood, you’re in. Utilizing “power postures” will help you feel more confident. You can also embody the idea of determination in your posture to make yourself feel stronger and more confident.




Small shifts in your nonverbal cues can have a great effect on your existence, overall. Here are some specific ways that this can happen for you.


	
A Posture of Power: Our body language has a direct role in the people we are, whether we’re aware of it or not. This simple factor directly shapes our personalities, abilities, power, and confidence levels. Not only does the way you carry yourself send others a clear message about you, but it sends your brain a clear message, as well, and impacts the way you act and feel.




Our animal relatives show their dominance and power by making themselves larger, expanding, taking up more room, and stretching their bodies out. In other words, establishing power is all about opening your body up, and people do this as well. If you are feeling nervous, small, or incapable, simply open your body up and pay attention to the way your mood shifts. You should feel suddenly much more capable and self-assured.

You might, for example, wish you feel more confident or powerful in situations where you are interviewing for a job and wish to showcase your abilities and assertiveness. You might also wish to show that you’re confident in a classroom situation or a leadership position. As you walk into a negotiation, you would definitely want to send a message that you know what you want and are well-aware of your own abilities.

For situations like this, or any others you need a confidence boost in, you can stand erect, with your shoulders pushed back, your stance wide, and your head upward. Raise up your arms to make a “Y” as in the YMCA dance, and you will instantly feel more powerful and energetic. What is it about this posture that helps us feel better and more confident? It affects our hormones, resulting in a couple of key ingredients in the feeling of dominance. These are cortisol (the hormone of stress) and testosterone (the hormone of dominance).

Males who are in high, alpha positions of power in groups of primates have low levels of cortisol and high levels of testosterone, but this isn’t just primates. Effective and powerful people in leadership positions have the same pattern, meaning that they are assertive and powerful, but don’t react strongly to stress. Even in tough situations, they are able to stay calm and handle business effectively. Research shows that adopting the power position we just told you about for a minimum of a couple minutes will lower your levels of cortisol while boosting testosterone. In other words, you will be priming your brain to deal with whatever situations might pop up during the day.


MORE POSTURES FOR IMPROVING YOUR LEVELS OF PERFORMANCE

The posture of our body directly influences our mind, which results in our specific behaviors and actions. This means that if we can convince our physical bodies to lead our minds to more positive places, our performance will skyrocket as a result. Here are some postures that are recommended by professionals for positive results.


	
Tensing up for Willpower: If you’re in a situation that calls for more willpower, you should tense your muscles up. This posture shows your body that you’re tensed and ready for anything, no matter what. This will send the message to your brain that resilience is needed on a mental level.


	
Hand Gestures for Persuasion: If you’re in a position where you need to persuade other people in conversation, make sure you utilize gestures of the hands. This shows that you believe in what you’re saying and also helps you come across as more convincing.  Others will feel more positive about you if you do this.


	
Cross your Arms for Persistence: Having crossed arms can mean that you’re closed off, which is bad in certain circumstances. In others, however, this is a useful frame of mind. You might, for example, be in a situation where stubbornness is a good quality and you need it to stay persistent. This is a good time to cross your arms.




HOW TO GAIN THE ADVANTAGE IN BODY LANGUAGE: 

Body language is a whole new world that can change your life. When it comes to any situation that handles interactions with others, it’s a must for being successful. Here are some tips for getting ahead in this area.


	
Raising the Eyebrows: When someone is out in public and sees someone they know, their eyebrows will move up automatically, just a tiny bit. No matter what culture, this response is present. The good news here is that you can start using this to your own benefit any time you meet a new person. Try to do it in the first few seconds that you’re talking to them. Raising your eyebrows just a little bit will make you appear more approachable and friendly, creating a positive connection between you and the other person.


	
Remember Times you were Enthusiastic: Having charisma just means that you have enthusiasm and that it shows clearly to other people. This means that wanting to look charismatic to others requires simply appearing enthusiastic. In order to do this at will, simply call to your mind another time that made you feel enthusiastic. Once you re recalling this past event that made you very excited and enthusiastic, this will come across in your nonverbal cues, showing that you’re charismatic and confident. This is a contagious effect and others will feel more positive from noticing your enthusiasm and charisma.


	
Smile for more Resilience: If you’re faced with a hard task, you can make it feel easier to yourself by smiling. The body’s natural reaction to reaching exhaustion is making a pained grimace. However, experiments have shown that smiling increases your ability to press on and keep going through that feeling. Athletes were shown to be able to do a few more reps if they started smiling during their performance.




Making a grimace sends your brain the message that you aren’t able to continue doing what you’re doing. Your brain then reacts to that by pumping you feel of stress chemicals, adding to your exhaustion and difficulty. Smiling, on the other hand, shows your brain that you are able to keep going, resulting in a better performance and more resilience.

Using these cues will help you a lot with your general positivity and how others perceive it. Shifting your nonverbal cues and body language will influence the way you’re perceived by those around you, as well as how you see yourself. On top of this, your facial expressions and postures are always sending your brain messages which then influence the hormones your body is releasing. This is a great power to have if you’re aware of it and use it in the right way, but not being aware of it can have negative results and effects, not only on yourself, but on others. Take the power into your own hands and become more positive by using this connection.
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_______________________________________________________________________________________________________________________________

There are various ways you can read a person’s body language. You can read it by their arm and leg movements, facial expressions, smiles, or eye contact. But did you know that the way you breathe has meanings also?

Emotions and the way you breathe have connections. You can read a person’s feeling by watching their breathing. If your emotions change, the way you breathe can be affected. See if you can notice breathing patterns in your coworkers, family, friend, or partner. They might not tell you exactly how the person is feeling, and it could depend on a specific situation.


	
Sighing might be a signal of sadness, hopelessness, or relief




When you sigh, you let out a deep, long breath that has an audible sound. Someone might sigh if they feel relieved like after a struggle has passed. They are probably thankful that this struggle is over. A sigh could also show hopelessness or sadness, like someone waiting for their date to show up. It might also show disappointment and tiredness.


	
Rapid, heavy breathing might show fear and tiredness




You might have just seen a person rob a place and they are being chased by the police. You notice they are both breathing very rapidly. This is because the lungs need more oxygen because they are exerting a lot of energy due to the running. Their bodies are feeling tired, and their lungs are trying to keep up. We will feel the same effects when we get scared.

This happens because when we experience fear, our lungs need extra oxygen, so we start to breathe faster.  You can easily see when someone has been scared or running by noticing how they are breathing.


	
Deep breathing could indicate attraction, love, excitement, fear or anger




Breathing deeply is the easiest breathing patterns to spot. If someone suddenly begins to hold their breath, they might be feeling a bit scared. If a person takes a deep breath and then shouts, they might be angry. People, who feel excited, are surprised, or experience shock could suck in a deep breath. They can also take in a deep breath and hold it for a second or so. If their eyes begin to glow, this could indicate they are excited or surprised. A person might begin to breathe deeply if they are attracted to someone. You might notice someone take a deep breath in, suck in their stomach, and push out their chest in order to impress someone they are attracted to.
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_______________________________________________________________________________________________________________________________

Body language and self-esteem go hand in hand. This allows for a wonderful mechanism to observe and monitor how people behave and feel. Awareness of our body language is essential for becoming effective and persuasive communicators. Hence, there are several applications for using, reading, and changing body language.


THERAPEUTIC APPLICATIONS

Body language plays a major role in counseling, NLP, and hypnotherapy. For psychologists, body language not only allows them a way to read their clients’ emotional state, but also gives them a way to build rapport. Observing the client’s body language can help the psychologist to read how the client responds to a certain discussion or line of questioning.

Body language speaks when we can’t. Health care professionals have known this for some time. A great many studies have been conducted in it, and psychology academic studies for professionals including modalities on body language. Common issues which can be examined and treated through the use of body language include:

Bi polarity

Individuals with this condition suffer a chemical imbalance that leads to severe depression and the inability to make decisions. They often have a low self-esteem that accompanies this disorder, and it is incredibly difficult to understand effectively or treat correctly. Using body language, the person with bipolarity can be taught to manage their daily situations, and considering the link between body language and emotion, they can also enjoy relief by being trained to use positive body language.

This is a way for them to use their own body language to persuade their emotions to stabilize and improve. For their families, body language reading is also an effective way to monitor their loved one’s state and intervene before incidents happen. Depression can often go unnoticed and people will rarely speak out about it. They are not likely to say: “I’m feeling depressed.”

Low self-esteem

Many of us have suffered the devastating effects of low self-esteem in one way or another. The first victim is our ability to progress in life. A positive belief in yourself is needed if you are to convince the rest of the world to believe in you. People can be trained in positive body language such as the open position, making eye contact, lifting the head. It’s a case of faking it until you feel it. With enough repetitive use of persuasive body language, you can even convince yourself that you are stronger than you believe.

Trauma

Survivors of trauma suffer from a loss of power, feelings of inadequacy, and loss of confidence. They also have the burden of guilt where they hold themselves responsible for what happened to them.

Whether the trauma is due to a violent act such as an assault or rape, a natural disaster or loss in their family, the emotional state of these individuals is reflected in their body language or the change thereof.

Where body language may have been positive and inviting before the incident, the person may now display negative body language, such as crossed arms, slumping, excessive facial touching, and nervous ticks such as repetitive movement. With effective counseling, their progress to recovery can be tracked through counseling and monitoring their body language.

Abuse

Abuse can be physical, emotional, and sexual in nature, but whichever of these it is, there is bound to be an overwhelming sense of a loss of power. The victim may need to be convinced that they can regain their power and that it is okay to trust people.

Body language is extremely efficient in this regard. Helping these survivors of abuse establish strong body language will increase their sense of their own strength. Suffering abuse at the hands of another human being is also linked to a loss of trust in people and the world around them.

By helping the abuse victim to understand the body language of others, they can be aided in evaluating the world and those around them in terms of what they see, not what they fear. This is in itself already great empowerment to the abuse victim, as they can become a participant in life again, and feel like they have the power to make informed decisions.

Self-development

Being an effective communicator is one of life’s great skills that will open doors and lead to the emboldening of the self. Self-development programs often include modalities on body language where the participants are trained in the uses of positive body language and assertiveness.

Group dynamics

People can be classed as two groups: introverts and extroverts. Introverts, as we know, are those people who tend to thrive in one-on-one communications and prefer to spend more time alone; while extroverts are the life of the party and go through life with a the-more-the-merrier attitude. Introverts often suffer a form of depression based on social settings.

They do not do well in groups. As a result, their communication within a group dynamic tends to fizzle. Yet, communication is a learned skill.

Like we learn the words, sentence structures, and grammar of a new language, we can also learn the way in which body language works.

Depression

People suffering from depression tend to convince themselves that they are not worthy, that they are to blame for some usually imaginary flaw, and that they are being judged by everyone around them. In the worst cases, this can lead to extreme paranoia.

People with depression sometimes think that everyone else has it good, while they alone are suffering. In creating awareness of body language, they can begin to see the world in a more realistic sense and realize that people everywhere go through trying times and that they are not alone.

By learning to focus on using positive body language they can also begin to manage their condition, as this will encourage feelings of well-being.

OCD

This condition is known for the repetitive behavior that someone engages in to make themselves feel in control of their lives. At the root of this tragic condition lies the fear of a loss of power and a profound distrust in themselves and in others. In extreme cases, this can even extend to excessive washing of hands to remove imaginary germs and then avoiding people because people have germs.

People with OCD tend to have a very negative view of the world, and their only safety comes from their repetitive behaviors. Using body language, they can be trained to notice positive feelings in others and to begin incorporating that into themselves.

As they learn to project a positive self-image, they will feel their stress levels diminish, which will lead to a reduction of their anxiety-driven obsessions. When they feel more balanced, they will begin to develop trust in themselves and those around them.

Destructive body imagery (bulimia and obesity)

Poor body image is a tragic and very destructive condition to suffer from. It goes with low self-esteem, lack of trust, feelings of abandonment, and severe depression. Bulimia leads the sufferer to obsessively lose weight, while obesity is a condition where the sufferer wants to fill themselves due to their own emotional disabilities.

Both these conditions are associated with a loss of reality. These people begin to see the world not as it is, but as they believe it to be, and their world view is almost always negative. They eat, or refuse to eat, to hide from the world and themselves.

Body language is a way to find a connection back to the real world. In reading the body language being projected by those around us, we can begin to see that there are loads of people who are just like us. We are not alone. Using positive body language is one of the therapeutic ways to recover a sense of self that is realistic and beneficial.


THE BIOLOGICAL FEEDBACK MECHANISM OF BODY LANGUAGE

Due to our loss of trust in other humans, we often turn to animals for comfort and assurance. We read into what people do, what they say, how they say it, and how they react to us. A salesman will do this on a second-by-second basis where they monitor the body language of the client and adjust their body language to match.

Techniques such as mirroring, open position, advancing or retreating, and touching can be used to have an effect on the other person, and monitor how persuasive we are being on them. If they have begun to trust us enough, they will begin to do something we want; in which case, we will trust them since they’ve done something for us. This endless, nonverbal loop is known as a biological feedback mechanism.

Training and exercises

There are numerous academies and colleges that strive to train people in body language detection and application. They mention facts and case-studies, what to do and what not to do; however, not many of them detail exactly how to improve your body language in a step-by-step way. When considering the activities and desired results, we suggest the following steps be followed:

Look

Look at the world around you. Notice the people in it and how they interact with each other. Identify people in similar situations to those that challenge you. This could be someone applying for a promotion at work, asking a girl on a date, and even haggling for a discount. Each situation will use the same skills but in different ways. It all boils down to body language.

Take notes if you like or snapshot the interactions. This may seem like stalking behavior to some, but it is called vicarious learning in psychological circles. You learn from the behavior, whether successful or not, of others.

Practice

This will require some bravery, which is perhaps why people do crazy things in foreign lands where no one knows them. Find some friends or set up a hidden camera if you have to or go to obedience training with your dog. The goal is to place yourself in a situation where you can practice some of the skills and how they can be used.

If you feel overwhelmed, you can practice at home with a mirror. You might even find some online help with an online counselor who can perhaps observe you over Skype.

Evaluate

Look at the recording you made of yourself or talk to friends who are helping you. Don’t look at your awkwardness; rather, focus on each body language technique, how you applied it, and what the response to it was.

You may even give yourself a score or write down what you need to focus on. Remember to celebrate the successes, no matter how small. Then it’s time to repeat step two, practice.

It may seem like an incredibly arduous task to learn body language, but it certainly is worth it. These skills of using space, posture, facial expressions, eye contact, gesture, and touch are vital to leading a fulfilling life that has less conflict and misunderstanding in it.
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_______________________________________________________________________________________________________________________________

Having gone through in what constitutes body language, the role of body language and how to read body language then it is important that one learns on ways of benefitting from reading the body language of people. In this context, the benefit realized from reading the body language of people is not to torment or use people but rather to enhance your interests that are acceptable such as increasing business deals.


FIRST: READING HELP CAN HELP YOU WIN OVER A DIFFICULT CUSTOMER OR PERSON.

At one point you have encountered a difficult person to understand and get along with despite the best of your efforts. Armed with body language reading competencies, you can correctly analyze their tone, posture, touch, eye contact, and facial expressions to correctly connect with the individual. For instance, using paralinguistic skills, you can strike a rapport with the person. Some customers are defensive but if you are armed with body language reading skill then you will easily manage to manipulate them to your advantage. For instance, if you call a customer and he or she speaks in a high-pitched voice, then probably the customer is angry or frustrated. Using this knowledge, you can use your voice pitch as a form of therapy to sound appealing to the customer and win them over.


SECONDLY: GIVING WORKERS NEGATIVE FEEDBACK ABOUT THEIR WEAKNESSES CAN BE REALIZED THROUGH READING BODY LANGUAGE.

One of the most challenging undertakings is to give your partner or colleague negative feedback about their actions. Fortunately, body language reading will enable you to get the right timing and offer a difficult message. Through body language, you will acknowledge any difficulties with processing the negative message by the target person. For instance, if you make a worker aware that he or she is not keeping time and he or she laughs but the laughter is not natural then you will conclude that the negative message was poorly processed by the person. If you make an employee aware that their appraisal score is below average and he or she stares at the ground then the individual is likely to be devastated by the news and this implies that the message was either poorly delivered or poorly processed by the target person.


THIRDLY: EFFECTIVE CONFLICT RESOLUTION CAN BE REALIZED BY READING THE BODY LANGUAGE OF THE TARGET PERSON.

Assuming that you are an arbiter in a conflict, you should read the body language of the feuding parties to discover any shared ground and the emotive issues. Individuals will show panic, uneasiness, and stiffness when emotive issues are raised such as grinning, crossing arms, breathing fast and showing cold stare. Individuals will nod if something they agree to is mentioned. They may also stamp their feet, clap hands and shake hands to show a willingness to talk or strike a compromise.

An arbiter will use reading body language to identify hardliners and use body language to thaw the hard stance of such people. The participants themselves can also read the body language of the other party and appreciate their stance and make attempts to initiate meaningful conversation. All these combined efforts will give one an edge in solving conflicts.


FOURTHLY: IMPROVING THE RELATIONSHIP WITH YOUR PARTNER CAN BE ATTAINED BY EXPLOITING BODY LANGUAGE READING COMPETENCIES.

Body language is critical in forming and sustaining social relationships as well as intimate relationships. If you have issues relating to your partner, understanding and using touch can help understand how they feel. Taking note of the facial expressions and tonal variation of your partner or the person you are talking to will help you understand and improve the relationship. The sitting posture of the target person can help one read and adjust their emotions and actions to the target person. Your partner is likely to find you more listening and more affectionate. When one feels that he or she is being listened to, cared for and understood then the individual is likely to feel loved and respected.


FIFTHLY: THROUGH READING BODY LANGUAGE, ONE CAN IMPROVE THE RELATIONSHIP WITH HIS OR HER CHILDREN.

Understanding a child and relating to it requires reading their body language and adjusting the interaction. Children respond positively to affectionate touch and a parent can hold their children affectionately to ease their worries.

The physical distance between a child and a parent when speaking can help tell how it is feeling. For instance, if the child is unease to move closer to the parent then chances are that the child is feeling worried that he or she has done something embarrassing or unethical. Reluctance to stand closer or sit closer to a parent may also suggest abuse and a parent should read and validate this. A child that lowers the voice to almost a muffle may be feeling pain, isolated or uncared for. Using competencies of reading body language, a parent can increase their understanding of how a child feels because most children may not comprehensively manifest their feelings.


SIXTHLY: READING BODY LANGUAGE CAN HELP ONE MAKE CONVERSATIONS INTERESTING.

We also would like to enliven conversations, but it is not always the case. One effective way to improve how other people perceive you is to understand their current status and adjust your words and body language. For instance, if you read the body language of the other person and realize that he or she is feeling disinterested or exhausted; you can suggest a break or crack a joke. Through eye contact, you can make the other person feel recognized and wanted to join in the conversation. If the entire group or audience feels disinterested in the conversation by yawning, slouching on their chairs, crossing their legs and losing eye contact then the speaker should conduct a quick self-feedback and adjust the communication.

In this manner, taking advantage of body language reading can make one an effective communicator.

Additionally, taking advantage of reading body language can help one to recognize any dishonesty and pretense in a conversation. Focusing on verbal communication alone is not enough to accurately determine if one is pretending. For instance, your child may say that he is comfortable going out to play while his body language suggests otherwise. For instance, the child could be replying in a high-pitched voice and laugh sarcastically that he or she is comfortable going out to play. The parent will use this body language to address the true feeling of the child. In an intimate relationship, determining the true emotional status of your partner is critical for peaceful and constructive interaction. For instance, if your partner states that she believes you, but her voice is high-pitched and she is throwing gestures randomly then chances are that she is not and in fact, she is angry at you.

Equally important is that exploiting body language reading can make one make a good first impression. A good first impression is critical when selling, during an interview and when seeking a life partner. Armed with reading body language one can deliberately enhance positive body language such as nodding to a speech, using gestures when necessary and speaking in a low-pitched voice to sound professional. When one feels tired and wants to shuffle feet or lower eye contact, one can compensate for that by interrupting the speaker to ask a question or take notes. Expectedly, one will offer a firm handshake and accompany it with a smile. Making a good first impression can improve and open opportunities for you in the case of negotiation, interviews, making sales and seeking a marriage partner.

Relatedly, exploiting reading body language can improve performance during interviews and press conferences. The first way is that one can predict who the ideal communicator is an exhibit the expected body language. For instance, appearing calm, using a reassuring voice, and maintaining eye contact will make the journalists covering the press conference treat what you are saying authoritative and truthful. The second way is that the person giving the interview can read the body language of the audience and journalists and ascertain their emotional status and adjust the verbal communication and body language to give a corporate response. For instance, if the body language of the audience or journalists suggests that they doubt what you said then the speaker should act and speak with authority, composure and match with effective gestures and facial expressions. The overall goal of exploiting body language during interviews and press conferences is to sound professional and convincing.

Additionally, taking advantage of body language can help one to correctly identify issues in a relationship by analyzing body language. Apart from just reading the body language and improving social and intimate relationships, one can also use reading body language to determine the presence of issues in relationships. For instance, you might notice that when you introduce talk on certain issues with your partner, he or her body language suggests defensiveness and anger. For this reason, reading the body language can help get to the underlying issue even in cases where the partner is determined not to open up. Using body language to identify issues can also help a parent to determine what is bothering a child in cases where the child retreats to its world. The parent can try talking over general issues as well as specific issues and watch the body language of the child to guess the issue they are having.

Similarly, effectively teaching or sharing ideas can be enhanced by reading the body language of the target audience. For instance, a teacher can improve understanding of the students by taking note of signs of lack of concentration such as yawning or staring at the ceiling. At the same time, the teacher can adjust their body language to avoid distracting the students from the main message. Just like verbal communication, body language can also contain noise where the nonverbal cues of communication distort the intended message. Outside the teaching context, one can improve on sharing ideas by reading the body language of the audience and evoking the desired emotion and reaction. For instance, one should ensure that the target audience is relaxed and alert by evaluating the sitting posture, eye contact, and facial expressions before starting a presentation. Sharing ideas effectively depends on accurate timing and actors, orators and politicians understand this well.

Finally, taking advantage of reading body language will lead to improved emotional intelligence and social skills to make one more appealing and understanding. Emotional intelligence involves being aware of how you feel and also acknowledging how others feel to enhance mutual understanding. For this reason, body language is a critical avenue to read the emotional status of the other person. Emotional intelligence requires correctly reading the emotional status of an individual to enable you to empathize with how they feel. Against this backdrop, reading the body language of a target audience gives an added advantage to an individual to evoke and apply social skills as well as understand self-deeper. Think of speaking to a colleague and manifesting nonverbal cues that you are offended but the person is not registering what you are feeling. In this context, effective communication will not only be hampered but the social relationship will also be affected negatively.
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_______________________________________________________________________________________________________________________________

Body language can enhance your communication skills in a great way. You can have effective communication skills, only if you can control your body language. Before, we look at the most used body language for manipulation. It is important to know how to take charge of your own body. Can we base these with the quote that, ‘Charity begins at home?’ Yeah, you cannot have an interest in understanding how to manipulate other people positively, yet you do not know how to take control of yourself. Let us kick off with understanding and having control of our body language.


HOW TO TAKE CONTROL AND MANIPULATE YOUR BODY LANGUAGE

Research has shown that, when you are aware of the happenings of your own body, you can manipulate it by training yourself to have control, and even mold it to have effective communication. Further research recommends that you take some breathing exercises before going into a meeting or presentation.

It will help you calm as well as have the ability to take note of your posture and gestures while on presentation. As you have noted by now, mirroring is a good technique. Always try to be keen on what the next person is doing nonverbally and copy that. It will help you become more effective in your communication with them. They will understand you better because this tunes your mind to the ability to communicate more truthfully at a place of relaxation.

However, you should be careful while shaping your body language. This is to ensure that the body language that you portray matches with what you are trying to present. A mismatch may bring confusion and may not be relevant at the moment. The person you are in conversation with my mistake you for meaning something else contrary to what you intended. The secret to having control of your body language is to take your time to learn it, to be aware of your nonverbal cues, as you apply what you learn.


THE BODY LANGUAGE THAT WILL HELP YOU TAKE CHARGE OF YOUR SPACE

Effective management involves individuals being able to encourage and have a positive influence. In planning for an important appointment maybe with your employees, management team, or partners you are focusing on what to say, memorizing critical points, and rehearsing your presentation to make you feel believable and persuasive. This is something you should be aware of, of course.

Here is what you should know if you want to take control of your position, at work, at a presentation or as a leader.


SEVEN SECONDS IS WHAT YOU HAVE TO MAKE AN IMPRESSION

First impressions are essential in market relationships. When somebody psychologically marks you as, trustworthy, or skeptical, strong, or submissive, you will be seen through such a filter in any other dealings that you do or say. Your partners will look for the finest in you if they like you. They will suspect all of your deeds if they distrust you. While you can't stop people from having quick decisions, as a defense mechanism, the human mind is programmed in this way, you can learn how to make these choices effective for you. In much less than seven seconds, the initial perceptions are developed and strongly influenced by body language. Studies have found that nonverbal signals have more than four times the effect on the first impression you create than you speak. This is what you should know regarding making positive and lasting first impressions. Bear in mind several suggestions here:

Start by changing your attitude: People immediately pick up your mood. Have you noticed that you immediately get turned off after you find a customer service representative who has a negative attitude? You feel like leaving or request to be served by a different person. That is what will happen to you too if you have a bad attitude, which is highly noticeable. Think of the situation and make a deliberate decision about the mindset you want to represent before you meet a client, or join the meeting room for a company meeting, or step on the scene to make an analysis.

Smile: Smiling is a good sign that leaders are under using. A smile is a message, a gesture of recognition and acceptance. "I'm friendly and accessible," it says. Having a smile on your face will change the mood of your audience. If they had another perception of you, a smile could change that and make them relax.

Make contact with your eyes: Looking at somebody's eyes conveys vitality and expresses interest and transparency. A nice way to help you make eye contact is to practice observing the eye color of everybody you encounter to enhance your eye contact. Overcome being shy and practice this great body language.

Lean in gently the body language that has you leaning forward: Often expresses that you are actively participating, and you are interested in the discussion. But be careful about the space of the other individual. This means staying about two ft away in most professional situations.

Shaking hands: This will be the best way to develop a relationship It's the most successful as well. Research indicates that maintaining the very same degree of partnership you can get with a simple handshake takes a minimum of three hours of intense communication. You should ensure that you have palm-to-palm touch and also that your hold is firm but not bone-crushing.

Look at your position: Studies have found that uniqueness of posture, presenting yourself in a way that exposes your openness and takes up space, generates a sense of control that creates changes in behavior in a subject independent of its specific rank or function in an organization. In fact, in three studies, it was repeatedly found that body position was more important than the hierarchical structure in making a person think, act, and be viewed more strongly.


	
Building your credibility is dependent on how you align your nonverbal communication




Trust is developed by a perfect agreement between what is being said and the accompanying expressions. If your actions do not completely adhere to your spoken statement, people may consciously or unconsciously interpret dishonesty, confusion, or internal turmoil.

By the use of an electroencephalograph (EEG) device to calculate "event-related potentials"–brain waves that shape peaks and valleys to examine gesture effects proofs that one of these valleys happens when movements that dispute what is spoken are shown to subjects. This is the same dip in the brainwave that occurs when people listen to the language that does not make sense. And, in a rather reasonable way, they simply do not make sense if leaders say one thing and their behaviors point to something else. Each time your facial expressions do not suit your words e.g., losing eye contact or looking all over the room when trying to express candor, swaying back on the heels while thinking about the bright future of the company, or locking arms around the chest when announcing transparency. All this causes the verbal message to disappear.


	
What your hands mean when you use them




Have you at any point seen that when individuals are energetic about what they're stating, their signals naturally turned out to be increasingly energized? Their hands and arms constantly move, accentuating focus and passing on eagerness. Research shows that an audience will in general view individuals who utilize a more prominent assortment of hand motions in a progressively ideal light. Studies likewise find that individuals who convey through dynamic motioning will, in general, be assessed as warm, pleasant, and vivacious, while the individuals who stay still or whose motions appear to be mechanical or "wooden" are viewed as legitimate, cold, and systematic. That is one motivation behind why signals are so basic to a pioneer's viability and why getting them directly in an introduction associates so effectively with a group of people.  You may have seen senior administrators commit little avoidable errors.

At the point when pioneers don't utilize motions accurately on the off chance that they let their hands hang flaccidly to the side or fasten their hands before their bodies in the exemplary "fig leaf" position, it recommends they have no passionate interest in the issues or are not persuaded about the fact of the matter they're attempting to make. To utilize signals adequately, pioneers should know about how those developments will in all probability be seen. Here are four basic hand motions and the messages behind them:

Concealed hands: Shrouded hands to make you look less reliable. This is one of the nonverbal signs that is profoundly imbued in our subliminal. Our precursors settled on endurance choices dependent on bits of visual data they grabbed from each other. In our ancient times, when somebody drew nearer with hands out of view, it was a sign of potential peril. Albeit today the risk of shrouded hands is more representative than genuine, our instilled mental inconvenience remains.

Blame game: I've frequently observed officials utilize this signal in gatherings, arrangements, or meetings for accentuation or to show strength. The issue is that forceful blame dispensing can recommend that the pioneer is losing control of the circumstance and the signal bears a resemblance to parental reprimanding or play area harassing.

Eager gestures: There is an intriguing condition of the hand and arm development with vitality. If you need to extend more excitement and drive, you can do as such by expanded motioning. Then again, over-motioning (particularly when hands are raised over the shoulders) can cause you to seem whimsical, less trustworthy, and less incredible.

Laidback gestures: Arms held at midsection tallness, and motions inside that level plane, help you - and the group of spectators - feel focused and formed. Arms at the midsection and bowed to a 45-degree point (joined by a position about shoulder-width wide) will likewise assist you with keeping grounded, empowered, and centered. In this quick-paced, techno-charged time of email, writings, video chats, and video visits, one generally accepted fact remain: Face-to-confront is the most liked, gainful, and amazing correspondence medium. The more business pioneers convey electronically, all the more squeezing turns into the requirement for individual communication.

Here's the reason:

In face to face gatherings, our brain processes the nonstop course of nonverbal signs that we use as the reason for building trust and expert closeness. Eye to eye collaboration is data rich. We translate what individuals state to us just halfway from the words they use. We get a large portion of the message (and the majority of the passionate subtlety behind the words) from vocal tone, pacing, outward appearances, and other nonverbal signs. What's more, we depend on prompt input on the quick reactions of others to assist us with checking how well our thoughts are being acknowledged.

So strong is the nonverbal connection between people that, when we are in certified affinity with somebody, we subliminally coordinate our body positions, developments, and even our breathing rhythms with theirs. Most intriguing, in up close and personal experiences the mind's "reflect neurons" impersonate practices, yet sensations and sentiments too. At the point when we are denied these relational prompts and are compelled to depend on the printed or verbally expressed word alone, the cerebrum battles and genuine correspondence endures.

Innovation can be a great facilitator of factual data, but meeting in an individual is the key to positive relationships between employees and clients. Whatever industry you work in, we're always in the business of individuals. However, tech-savvy you could be, face-to-face gatherings are by far the most successful way of capturing attendees ' interest, engaging them in a discussion, and fostering fruitful teamwork. It is said that if it doesn't matter that much, send an email. If it is crucial for the task, but not significant, make a phone call. If it is extremely important for the success of the project, it is advised to go see someone.


	
Ability to study body language




More business administrators are learning how to send the correct sign, yet also how to understand them. The most significant thing in correspondence is hearing what isn't said."

Correspondence occurs more than two channels verbal and nonverbal bringing about two unmistakable discussions going on simultaneously. While verbal correspondence is significant, it's by all account not the only message being sent. Without the capacity to be able to read nonverbal communication, we miss critical components to discussions that can emphatically or adversely sway a business.

At the point when individuals aren't installed with an activity, pioneers should have the option to perceive what's going on and to react rapidly. That is the reason commitment and withdrawal are two of the most significant signs to screen in other individuals' nonverbal communication. Commitment practices demonstrate intrigue, receptivity, or understanding while separation practices signal fatigue, outrage, or protectiveness.

Active participation sign incorporates head gestures or tilts the widespread indication of "giving somebody your ear", and open body poses. At the point when individuals are locked in, they will confront you straightforwardly, "pointing" at you with their entire body. Be that as it may, the moment they feel awkward, they may edge their chest area away – giving you "the brush off." And if they endure the whole gathering with the two arms and legs crossed, it's far-fetched you have their upfront investment.

Additionally, screen the measure of eye to eye connection you're getting. Generally, individuals will in general look longer and with more recurrence at individuals or things that they like. A large portion of us are alright with eye to eye connection enduring around three seconds, yet when we like or concur with somebody, we consequently increment the measure of time we investigate their eyes. Separation triggers the inverse: the measure of eye to eye connection diminishes, as we will in general turn away from things that trouble or get us bored.

Nonverbal communication is winding up some portion of an official's close to the home brand. Extraordinary pioneers sit, stand, walk, and signal in manners that ooze certainty, capability, and status. They additionally send nonverbal signs of warmth and sympathy, particularly when supporting community situations and overseeing change. As an official mentor, I've been awed by the effect that nonverbal communication has on administration results. Great nonverbal communication abilities can assist you with spurring direct reports, security with crowds, present thoughts with included believability, and truly venture your image of mystique. That is an incredible arrangement of aptitudes for any pioneer to create.
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_____________________________________________________________________________________________________________________________________


WORDS

Words and phrases such as “love”, “genuine”, “trust”, “valid” and “assurance” evoke positive feelings in people. It creates a sense of warmth and assurance. People tend to react more favorably to these words.

Similarly, amplifying words and phrases that are spoken to elicit a desired response or create a desired feeling, much like hypnosis. You are simply hypnotizing people with your words. When you want to get a person to do what you want, use words and phrases such as “right now”, “right away”, “immediately”, “quickly”, “instantly”, “suddenly” and other similar words. These words and phrases create a dramatic effect on the person’s subconscious mind to trigger the required response.

Get rid of conversation fillers such as “umm” or “ahh” to make your speech more impactful. Cutting out these fillers from your talk or conversation makes you come across as more persuasive and forceful. Pause for effect when you make an important point. Let the significance of what you’ve said be absorbed by your audience.

Verbal communication is as much about knowing when to pause as about what to say. Don’t use words such as “like” or “really.” These are unnecessary fillers that rob your speech of the desired impact.

One of the best ways to use words for manipulating people is to use the power of stories. Stories are brilliant when it comes to moving people into action. Stories trigger our brains in a persuasive manner by structuring a narrative into it. Thus, when stating boring facts and figures in a presentation form doesn’t work, use the power of stories to influence, persuade or manipulate people.

Speak loudly and slowly. Your words should be evenly spaced. Don’t speak too fast or too slowly. Keep a moderate rate of speech. For maximum impact, speak in a loud and clear voice, while keeping your pace slightly slower than usual. Don’t mumble or speak in an incoherent manner. It makes you come across as unsure and non-persuasive. If you notice people are asking you to repeat what you said every now and then, articulate yourself more clearly and loudly. If you speak too fast, you’ll come across as uncertain or nervous. If you speak too slowly, you’ll come across as someone who gets stuck and needs help to finish their sentences. Hence, space out your speech more evenly.

Correct pronunciations are vital when you trying to manipulate people by establishing authority. People aren’t going to take you seriously if you don’t know how to say a word. If you are unsure about pronouncing a word, avoid using it. Learn at least three new words a day to use them to convey the right meaning during a presentation or interaction. It becomes easier to manipulate or persuade people into doing something when you create the right impact by using the most appropriate expressions. Being articulate is significant from the manipulation point of view.

To make your arguments more persuasive, use simple, effective and straightforward language.


BODY LANGUAGE  

Body language is one of the most important aspects of non-verbal communication, which is why people always insist on having important meetings face to face when things can be easily organized over the phone or via email. The impact of body language in the process of communication is vital.

Here are some of the things to keep in mind when you are using body language to manipulate people.


	
Be attentive and relaxed. Don’t tap your hands or feet. Avoid fidgeting with your fingers or an object. It sends across the message that you aren’t interested in what they are saying or are nervous in their presence. Leave your hands and legs in a relaxed position.




	
Lean in the direction of the other person to reveal your interest in what they are saying. You head should be slightly tilted in their direction without thrusting your face on them. Your feet should also be pointed in their direction. Don’t get too close or you’ll end up invading their private space, which is close them to anything more you’ll want to say. However, slightly tilting your body in their direction or leaning over the tabletop is a good way to reveal your interest in them.




	
A smile works wonders when it comes to striking a rapport with an individual on a subconscious level. Keep a smile plastered on your face while interacting with the other person to improve your likeability factor.




	
People will be more taken in by the words and actions of a person who appears confident and self-assured. If your body language is sloppy, hesitant and full of self-doubt, there’s a slim chance people will buy what you are saying. Maintain an upright posture, avoid crossing your arms and legs, and keep a relaxed demeanor.




	
One of the best ways for enhancing your body language communication is to practice in front of the mirror. It allows you to gauge how you appear in front of other people, and what modifications you can make to come across as even more persuasive and influential to them. Closely observe your gestures, postures, expressions, words, tone, etc as you speak. Is it capable of having the desired effect on a person? Do you come across and confident and convincing about what you are saying? Does your speech drive others into taking quick action or does your speech inspire instant action?




	
When you meet a person for the first time (or any number of times), establish your subconscious authority with a firm, confident and assertive handshake. A limp handshake conveys nervousness or uncertainty, while a crushing handshake reveals aggressiveness or dominance. You don’t want either of those. You want a handshake that’s assertive and establishes your confidence/authority.




	
Utilize power poses to your advantage. Amy Cuddy, a social psychologist spoke about (TED Talks) how certain power poses help raise our testosterone levels and reduce cortisol levels even in two minutes. These poses are known to have a significant impact on the way we think, feel and act.




	
A majority of these poses involve making broader postures with your body that occupy more space and make your frame appear bigger. When you occupy greater space, you are subconsciously establishing yourself as a ‘larger’ or ‘bigger’ or ‘more powerful’ person. While standing, widen your stance a bit by keeping your feet apart. You will come across as anxious or insecure of your feet are kept together too closely.




	
While addressing the person, face them and look straight into their eyes. Try and maintain eye contact throughout the interaction. Shifting away your focus every now and then makes you come across as an uncertain or dishonest person. Similarly, looking at a person continuously in the eyes can be intimidating for him/her. It is alright to look away for a brief moment periodically.




	
Enhance your speech by using your hands. Brain imaging research has revealed that the brain’s broca region that plays a significant role in speech production is stimulated not only when we are speaking but also when we are animatedly waving our hands. Speech and gesture are closely linked. Thus, by using our hands to gesticulate, we can facilitate our thoughts and words.




	
Notice how some of the best speakers will move their hands animatedly to make a powerful impact on the audience. You’ll find your content improving significantly when you use gestures. Your thoughts will have more clarity and you’ll utilize briefer more impact sentences.




	
Watch people’s feet to know if they are speaking the truth. When people who are aware of body language try to control their postures, gestures, and expressions, they often forget their feet. Since it is the least noticeable part of the human body, people don’t pay too much attention to controlling feet movement.




	
People’s foot movements will invariably increase when they are nervous, anxious or stressed. Research has proved that you can determine a person’s emotional state more effectively by looking at the entire body. When people are not speaking the truth, their toes will begin curling.




	
To establish an instant rapport, align your body language with the other person’s. Face the person completely and directly to reveal you are focused on him/her. This is especially effective while communicating with a person within a group.




	
Another technique for observing your body language, gestures, posture, leg movements, expression, walk, etc. is to record important meeting or presentations. Each time you are in a situation where you are required to manipulate or persuade a person into taking action, ensure that the interaction is recorded. This way you’ll have some reference material to fall back on when it comes to making important changes in your manipulation-communication pattern.




You will know what works in your favor, and what you need to change to make your talks even more power packed. I picked this up from a friend of mine who would record every presentation he would give to potential investors and clients. He started with being really awkward and unsure. However, through careful observation of his body language and speech delivery, he could make the required changes. Over a period of time, he has become one of the most persuasive and influential communicators who can get people to do whatever he wants.


BE A VOICE INFLUENCER  

When you are about to make an important presentation or telephone call, let your voice relax into its maximum pitch. Keep your tone low and authoritative rather than high and squeaky. Your voice shouldn’t end on raised note at the end of a sentence. This simply signifies that you aren’t sure of something you said or are asking a question rather than making a statement.

Allow what you said to end on a flat and assertive note as if you’ve pronounced a statement, you’re dead sure about. Personally, I love to use the authoritative arc, where my voice begins on a not, the raises its pitch in the middle of the sentence and finally drops down towards the end. This way you’ll come across as more impactful and authoritative in your communication while manipulating people.

The tone of a person’s voice can reveal a lot about how they are feeling. If they person isn’t talking in a more even tone or there is a lack of consistency in their tone, they are most likely experiencing a surge of emotions such as anger, disappointment, nervousness or excitement. You will need to look for other clues to determine the exact emotions.

Also, the words a person emphasizes on can reveal what he or she is thinking. For example, let us take a sentence like, “Did you borrow the bag?” Depending on which word they are emphasizing on, it will be clear what the person means. If he/she is emphasizing on borrow, it can mean she is asking you whether you borrowed the bag or stole it. Similarly, if he/she emphasizes on you, it can mean he/she is trying to establish if you borrowed it or someone else did. If the emphasize is on the bag, he/she is wanting to know whether you borrowed the bag or something else.

Knowing what words the person is emphasizing on will throw greater clarity of what he/she is trying to communicate, which is vital from the perspective of getting them to take the desired action. Animate your voice like a radio personality or your favorite voice over artist. Don’t speak in a monotone if you want to create the desired impact.  Speaking in a standard tone rarely leaves behind a powerful impression. Raise and lower your pitch to create the required histrionics. Listen to radio presenters carefully to understand how they use the power of their voice to stir the right feelings in their listeners.

Again, the volume of your voice depends on the number of people you are addressing. If you are addressing a large audience, you may want to keep it louder. However, if it is a one to one interaction, speak softly and in a low volume.


LISTEN KEENLY  

Contrary to what people believe, communication isn’t only about talking. It is as much (or even more) about listening to the other person.

The act of intently listening to people (put aside your phone and everything else if you want the other person to feel you are completely in sync with what they are saying) gives them the impression that they have your attention. From your perspective, you establish their personality and wants.

Listening to people equips you with the ability to come up with suitable responses for what they’ve just said. For instance, if a potential buyer doesn’t need a product right now because he/she is in the middle of considering another competitor product and you totally miss out on the part where he/she mentions competitor product, you will only focus on why the need to buy the product now in your objection handling. Since you didn’t even hear the bit about the competitor, you don’t launch into a comparative analysis to establish how your product is superior or more value for money than the competitor’s.

Acknowledge what the person is saying by nodding in agreement or mirroring their expressions or making “hmmm” sounds. This way the other person is encouraged to talk even more. Similarly, to make them feel like you are listening to them or to increase your understanding of what they are saying, simply paraphrase what they’ve said. “If I get you correctly Mrs. Rogers, you don’t want to buy this product right now because you are looking at our competitors’ features and prices too? Is that right?”

Don’t interrupt the other person while they are speaking and resist the urge to offer your solutions before they finish speaking.

Even if you won’t admit to it, all of us drift off after a point of time when another person is speaking unless you are absolutely captivated by what he or she is speaking. Asking queries and repeating the final few words after a person is a great way to clarify certain points or give them the impression that you are interested in what they are speaking.

Listen to the speaker with an open mind without feeling the need to constantly judge what he or she is saying. Effective listeners don’t listen to judge their subjects or to reply. They listen to understand. Listen without concluding.

Again, avoid being a sentence grabber. Sometimes, people can’t slow their thinking pace or mental capacity to listen to people more effectively. In such a scenario, they speed up and finish sentences for other people, when others are still in the middle of the sentence. I am sure you know one such person in your life that completes sentences even before you finish constructing it. This usually leads the hyper active listener on a different trail of thought. If you frequently complete other people’s sentences for them, you won’t understand them. It feels as if you are having this conversation with yourself.

Allow your brain to create a mental visual or image of the communicated information. It can be a literal figure or an arrangement of concepts for the mind to stay focused with fully alert senses. Listen to extended stretches of conversation, and always try to remember people’s keywords and phrases. They contain a lot of information that can be used to manipulate them.


BE A PEOPLE ANALYZER  

Every person possesses a distinct persona that requires a unique communication approach. Every individual won’t respond to your manipulation techniques in a uniform manner. For example, instilling hesitation or self-doubt won’t work with people who are more self-assured and self-confident.

Similarly, a person who is more emotional in their disposition won’t respond favorably to logical arguments. Before you decide your manipulation strategy, listen carefully to other person’s words, and closely observe their actions.

Are they more thinking or feeling people? Do they take decisions primarily based on logic or emotions? Does their body language appear inhibited or confident? What is the best approach to move them into action? What are their strongest fears, needs, and motivators? When you gain awareness of all this simply by observing their words and behavior, there are greater chances of persuading them into taking the desired action.

Study a person’s personality thoroughly before attempting to manipulate them. Analyze if people tend to give more emotional responses. These are the easiest psychological manipulation victims. Typically, they will cry during emotional scenes in movies/television, sob when their favorite character undergoes pain, they feel drawn towards animals, they feel an instant sense of empathy for the disadvantaged or underprivileged and they are likely to treat other people’s problems as their own.  You can get these people to do what you want by leveraging their emotions.

Some people have a more rational approach to arguments. They need empirical or verifiable evidence of what you are saying if you intend to get them to perform the desired action. You will have to deal with them in a calm, balanced and composed manner to rationalize with them since emotions won’t generally move them. Usage of subtle, balanced and gentle persuasion will work best on these folks.
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_____________________________________________________________________________________________________________________________________

Surely you have already experienced the phenomenon that a word that you've learned just now to understand, suddenly permanently "turns up.” It's as if newspapers, radio, television, and fellow human beings have conspired to use this vocabulary all the time.

Something similar will happen to you now with regard to the body language signals. You will be amazed at the abundance of information that comes to you from all sides! Maybe you have already noticed this effect. But you do not just want to perceive more, but also use these perceptions practically.

However, if you want to evaluate, analyze, interpret, or even refine (please do not judge), you need criteria. Without standards one cannot measure, without a prescription of what one wants to examine, no results can arise. Our generic terms posture, facial expressions, gestures, distance, and tone were perceptual criteria that serve us (similar to auxiliary lines) to make us an “image.” If we can now perceive and verbalize a signal, then we have taken the necessary first step with it: we have described (see preface). However, our verbalization does not say anything about the signal's rating.

But what do we want to know? Which priorities do we want to set? What can we pay attention to?

Any "statement" that someone will give you now will change the way you and others see you in the future, and so on. You can strongly influence this. Therefore, I would like to ask you to regard the following train of thought as just one possible approach. There are others. Determine your own reactions when reading. Be especially critical. One person considers spontaneity to be an important criterion, another honesty, and the other places great value on self-discipline (so that he will rate spontaneity differently from the one that seemed so valuable to them). Further, someone may find it important that the observed signals correspond to his notions of "good behavior" because he considers politeness an important criterion. Such a person is more likely to judge the other's yawning as "negative,” especially when executed without a hand or even to interpret this signal as rudeness towards him, that is, as a "hostile" signal. Ultimately everyone has to decide for themselves which priorities to set, but often a discussion about possible criteria helps to define their own more precisely!


HONESTY / SINCERITY

This is a criterion that is consistently considered by most seminar participants to be the "main criterion.” I would like to advise caution here. First, how honest is "honest"? Second, do you have a clear answer to the question of whether "absolute" honesty could sometimes be very hurtful, and to what extent it should be sought after? Third, are you so sure you never lie to yourself or others?!?! (Be it insecurity or embarrassment, be it in the form of a "polite" lie, or because you may not want to believe something?) Interestingly enough, I have often found that those who put so much emphasis on catching others in the event of lies, not always understanding it with the truth. Here is the psychoanalytic conclusion that they, because they deduce themselves from others, are so afraid of the dishonesty of others. Also, if someone lies out of fear of the consequences, or because he does not want to hurt another, then the motives are completely different. The "truth fanatics" usually ignore this, precisely because they have not given enough thought to the criterion of honesty!


CONGRUENCE / INCONGRUENCE

Of course, every signal always refers to the situation in which the looking person is currently located. Incongruence can therefore mean:

A discrepancy to the spoken words (see NIXON example, introduction).

A discrepancy between an observed signal and our expectation: Assuming you give someone a present and expect a pleasing response but see that the other is disappointed or depressed. This would be such an incongruence.

A discrepancy between an observed signal and our expectation can also lead to pseudo-incongruence if the other one has no idea what we might have expected. In the example above, the recipient knows that the giver hopes he will be happy. It is different when you expect a reaction that the others cannot guess. Either because you think he has some information that he (still) does not have. Or because it comes from a different culture and will, therefore, send "unexpected" signals that may seem incongruent to us, even though they are not (in his view).

A discrepancy to the person. Franz Josef Strauss was expected in certain situations, so to speak, certain signal groups. The better you know a person, the more likely you are to be able to predict your analog signals. However, if these are completely different now, then we say that the person is not "herself" today. This is what we mean by incongruence with the person.

Lately, there is an incongruence factor in gestures that, strictly speaking, are not. Some people wave completely unmotivated in the air or hit the table in a steady rhythm, although they do not say anything that should be "underpinned.” These analog signals seem to have no relation to the words and are therefore also perceived as incongruent.


SPONTANEITY / SELF-DISCIPLINE

The more spontaneous a reaction, the less thoughtful it is. If honesty and sincerity are important, spontaneity will be more "positive" than self-discipline. Now the signals are always "embedded" in the overall situation, so that there may well be moments when free, open, informal, spontaneous behavior may seem "more positive" than restrained, disciplined behavior. Furthermore, those who always consider spontaneity to be "better" in case of doubt should be aware that tactlessness was also very spontaneous.

Tactlessness is just a reaction that someone sent out before thinking about his words! That's why I sometimes silently amuse myself about a person I know who on the one hand demands that one should always be spontaneous, but at the same time very lightly offended if her brother violates her spontaneously with one of his "indiscretions." From this, we can once again see how difficult it is to create "absolute" standards for assessing body language signals (or standards for assessing each behavior!).


POSITIVE / NEGATIVE

Of course, we perceive individual signals as "good" or "bad,” i.e. we classify them immediately and usually unconsciously as "positive" or "negative.” It must be clear that this is an extremely subjective description of the world and our fellow human beings. Whether a behavior is spontaneous or controlled, can be measured with a different scale than "good" or "bad" signals. So, if someone classifies a yawn of the other as disinterest and thus as negative, then he has judged very subjective.

First, he assumes that the other yawns only when he has no interest (maybe he closes it to others?)!

Secondly, he may feel the signal "negative" because it is "rude." Especially with the label "rude,” one must be aware that all the rules of behavior are fixed on certain cultures and certain epochs of time.

In Erasmus von ROTTERDAM1 (26), for example: "When two fingers fall down on the ground with two fingers, it must immediately be kicked out with the foot,” both our two-fingered sniveling was considered rude (negative) also the leakage of nasal mucus.

A second example with ROTTERDAM, however, has survived the times so far and could still be in a book of manners today: “Some…. have to scratch their heads or drill around in their teeth or gesticulate wildly with their hands and play with the knife (at a table). Or they have to cough and snort and spit. All this basically comes from a peasant embarrassment and looks like some kind of weirdness.” One final example is intended to clarify two things: First, how little conscious is one's behavior or signals that seem "wrong" to be immediately negatively classified, i.e. emotionally angry or injured responding to them. This reaction is best shown by those norms that you normally do not talk about anymore. They are so natural (programmed) that we are already upset when someone brings them up. Secondly, the more often someone has to deal with people from other (sub-) cultures, the greater the danger that he will be quick as lightning unconsciously finds certain signals "bad" and lets them perceive them negatively-as long as he is not aware of this danger and can stand up to it.

The last example: “Some prescribe that the boy ‘retains a tight buttocks blasts,' but one can thereby contract an illness.”

How seldom do we consciously think that one has to hold back himself these days? This is clearly a norm that is hardly ever verbalized. Nevertheless, we react immediately if someone does not obey them, or if someone, after "it" happened to him, does not immediately send the "corresponding" analog signals, that is to say: dismayed at how embarrassing he is!

But once you have the opportunity to sit with Bedouin, you would be angry with these people if you looked upset because these people do not accept your standard ... so it would be best to have this permanent classification in "good" or "positive" (or "negative") and therefore, we could get it under control. For one thing, because we always feel annoyed or hurt when we have a negative signal. This means that we are now producing combat hormones and wasting unnecessary energies into the process of having a "rage in the stomach.”

To a lesser extent, this also applies to any slight annoyance of course. On the other hand, because some signals in the eyes of the other cannot be "negative" at all if they start from different norms and customs than we do. However, these feelings of displeasure on our part are accompanied by negative signals, which we now send on a relationship level, which of course worsens the relationship and "poisons" the atmosphere of conversation. The "poison" are our fighting hormones (see "Joy through Stress" (7a) and Psycho-Logically Right Negotiation (7b).


JOKE AND IRONY

As we have seen, the father meant the opposite when he advised the son to keep the eagle-owl lying around openly (introduction). Likewise, the words of the driving instructor (according to Watzlawick) should not be taken "seriously" when he says: "Always let the clutch pedal soar abruptly, which is enormously good for the transmission.”

Now there are people who take everything very seriously. That's why the idea does not come to them, someone might want to make a joke. If the "ironic tone" is hinted at only slightly, it may well be that such persons "fall for" the digital signals. That's why the environment loves to "hug" them. For someone like that, the question of how serious someone might have meant something is a useful criterion. In particular, when one has more to do with people whose "dry humor" is accompanied by such weak analog signals that only a trained person will hear the irony or sarcasm. But sarcasm can be so hurtful when it uttered evil things in a tone that sounds so "sober,” so "rational,” so "objective.”

You could list more criteria. But, first of all, there are many more in subgroups already mentioned and, secondly, unfortunately, we cannot go into the ethical systems that must be subject to any criteria choice. Our little discussion should only help you to determine the criteria by which you can judge. Of course, this decision is up to you!


ONLY A SINGLE SIGNAL?

There are situations in which success control is impossible. For example, if we judge the analog signals of a politician on television, or if we do not want to interrupt someone. An essential criterion is the question that on how many (or which) signals you support your assessment? Although there are sometimes individual signals that already have meaningfulness (we still come back to them), in general, they represent an exceptional case. Because the basic rule is rather:

A signal alone has no significance!

In particular, this applies to "small" signals such as the lifting of an eyebrow, which can have a variety of causes. Therefore, I consider statements by some authors to be dangerous, who already want to interpret the hand-in-the-bag plug-in alone, or who claim that just the way someone holds his cigarette already has clear explanatory power. Maybe such a signal can give us a hint, but just a hint, not the sole one! For example, brandishing a cigarette with a burning cigarette in front of your eyes may be an indication that he may not respect someone else's genital area. If we now include this hint in our targeted observation, it may be that we notice other signals pointing in the same direction. Or else he often intervenes in the "space of another" (both literally and figuratively), or else he takes objects of others without asking, i.e. only such a signal group can contain a certain significance.

Exceptions to this rule are pronounced, strongly striking gestures that are clearly in contradiction to what has been said, as in the NIXON example (where we also used additional information for interpretation!). Furthermore, all abrupt changes in body posture are considered an exception to the rule. As a conclusion to the interpretation, before we tackle these, one more word of the great geneticist BIRDWHISTELL.

No physical posture or movement has an exact meaning per se. Body language and languages are interdependent.

Ultimately, this means nothing else than that we must simultaneously perceive and describe the signals of the content and relationship levels if we want to "interpret" a gesture or another non-speech signal.
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HOW TO SPOT AUTHENTICITY

Honesty is the significant parameter and virtue that is recommendable. That is particularly even in the jobs and occupations where one is required to curb the corruption cases. There are times when one is needed to tell the truth. For example, in the court, you will mostly hear the judge or the jury demanding to know the truth. Truthfulness is a virtue that must be prominent in you everywhere you go. Most of the time, you will find yourself in a situation where the truth will set you free. Imagine that you are captured and tortured in a military war. What proximity of the pin would make you tell the truth? Therefore, if you can be honest at least, there will be no needles been inserted in your fingertips.


WAYS TO KNOW SOMEONE IS TELLING THE TRUTH. 

Check on the facial expression when the person is telling a story. They usually will show a confident face. Can you differentiate that person who is shy and sure, one aspect you can look in both of them is their face? They know what they are saying is true and will want you to show it even with their face. In every mood of the story, they will express every feeling. In every narration, there is a mixed reaction.

There is that point in the story where it was joyous, and then the situation changed when there were terrible outcomes. Therefore, the narrator will express all the moods with the facial manifestation. If it were a liar involved, he or she would forget to input the necessary expression on the face. Look at how they express their point of the statement.

The honest speak with clarity and are precise. There is no space for ambiguity as those characters explain all details perfectly. Their words seem to flow well as they are describing how a situation transpired. If they were lying, then you ought to note some hesitation in their statements. That is where they are looking for the word to fill the puzzle. There is no exaggeration, but they speak on a real basis. The tone used in that point is consistent. That would be unlikely for anyone who is lying as they would stress the major points they want to be heard and lower the tone on their unwanted details.

Recognize how steady their breath is. The falsifiers tend to cheat and will feel guilty of the wrong they are saying. That guilt is dissipated with their breathing problems. You can know even when they are panicking as they breathe inconsistently. They may start transpiring slowly than that rhythm changes and your realties how they began much breathing fast. A genuine person will breathe consistently at the same rhythm when they thought the conversation person will still look at you at some points. If the individual fails to see you or maintain much eye contact, know that they are lying.

The truth is something that you own and should not be deviated; however, many times, you are asked of a story. Look at the techniques most investigators use, which is the prisoners' dilemma. That is where the suspects are locked in different rooms. Each culprit is also told to narrate their side of the story. What will most detectives look like the divergence and the correction of the story? If the suspects seem to contradict, then one of them lying. If they say the same thing, then they are hones, or they had planned a lie. It is upon you, the detective to use all the instruments sat your disposal to ensure that the information being said is true. Their knowledge is still consistent as they do not deviate even if asked five or ten years to come. There is no way you can forget an event, but you can remember what you said. If then you are lying, you will contradict your spoken words.

Speaking in completes sentence is what define you an honest guy, liars will try to make their statement a puzzle that you may find hard understanding. Reliable individuals will speak in long sentences with clarity. You will not find any ambiguity in the report. What you will identify in their phrases is the completeness of the sentence structure. You will not find any jargon and vocabulary in their comments.

Trust in your instincts when inquiring for information. These are the inner conscience that makes you sensitize something. If you feel something terrible will happens, then it might occur, which is a result of your instincts. It is like the first impression that you will generate from a person. If you feel that this person is telling the truth, then they must be accurate, but if you think otherwise take caution.

The body motions of these people are other determinates. Remember that when you are honest, you are very confident. Therefore, you do not expect to see somebody covering their mouth, head, chest or throat to be truthful. The posture of your body will also tell if you are bending one side and sitting with closed legs as if you are hiding something important. Some may prefer a far distance from you as they feel insecure about your presence. Their cheating nature makes them feel vulnerable to stay close to you.

Honesties do not like blaming others for their mistakes. They will, however, blame themselves. They are ready to face the consequences and feel that they are responsible for a disdainful act. They trust their inner feelings which they know may result in the wrong actions taken. Contrary to them, there are the cons and the fraudsters who like blaming others on their misfortunes they do not want to be caught as they fear the penalties. Note how those persons drag somebody else name in the story. Identify how also they will try to justify themselves.

Perhaps you have taken an oath or a vow on a wedding aisle.  How did you feel when you made some unconditional promises? You must have felt happy and pressured not to break any promise. If you want an honest individual note how they swear before narrating the ordeal. Yes, the cheaters will also declare, but the guilt will be drawn on their faces; however, much they hate. People reeling the truth usually like swearing as they stress their integrity.


HOW TO SPOT INSECURITY

People who are always in the limelight, such as actors, politicians, and royalty, usually don’t want the audience to detect their insecurity or invulnerability. So, they prefer to put on a cool and collected display, but their anxiety and insecurities always leak out in different subtle forms.

The Cufflink Adjust

This is a common gesture used by men wearing cufflinks as they walk across a room in full public glare. The cufflink adjust is a trademark gesture of Prince Charles. It may surprise you to know that someone who has spent all his life being scrutinized by the public is just as nervous as the rest of the world. A self-conscious man will also be seen adjusting the straps of his watch, rubbing his hands together, checking the phone continuously, or continually checking the contents of his wallet.

The Briefcase Shield

A favorite of businessmen is to hold their briefcase in front of their body when walking into a business meeting. To the trained eye, these gestures are a dead giveaway since they serve no real purpose except to disguise nervousness.

The Purse or Handbag Clutch

Women arm barriers are less noticeable than men’s because women can tightly grasp their purse or handbags when they feel nervous or insecure. This gesture is also a famous nonverbal language of Queen Elizabeth. It is unlikely that the queen would walk around with lipstick, makeup kits, or credit cards in her bag. Instead, she uses it to communicate signals to the royal watchers, who have recorded twelve signals that dictate the present mood of the queen.

The Coffee Cup Shield

During refreshments at a negotiation, you can gauge a person’s emotional state by placing a coffee cup before them. Where the person places the cup immediately after taking a drink is a strong chance indicator of whether they are convinced or not about your terms. If the person places the coffee cup to the opposite side of their body to form an arm barrier, it means they are hesitant, unsure, insecure, or negative about what they’re hearing. Contrarily, they place the cup to the side of their body if they have a warm reception to what you are saying.

Next time you watch a talk show, take note of the body language of the participants. Those with the arm barrier are unconsciously conveying a nervous, insecure, or negative front. Additionally, those who sit with their elbows on the armrest of the chair convey a position of power and strength. On the other hand, those who let their arms drop inside the arms of the chair show a defeated and humble outlook. So be careful what body gesture you exhibit.

When people lack confidence, they display those characteristics boldly. Their posture and demeanor speak volumes so loud; others immediately respond. Unfortunately, these body positions prevent individuals from being treated with respect. They are more susceptible to being taken advantage of, passed up for opportunities, and even disrespected. Why is this the case?

Our brain perceives certain body movements as being weak. While having a submissive personality is generally accepted as being mild, it doesn’t equate a lack of confidence. Moreover, the body cues being demonstrated are similar in nature but intricately different. One of the primary indicators of a person lacking self-confidence is engaging in extremes.

This can be found when individuals attempt to become “larger than life” by outward displays of dominance. Their initial appearance may seem intimidating, but their core is weak. They exude this fake confidence as a mask to cover up their inner conflict. Obnoxious, loud, domineering, and dismissive gestures are used to compensate for something they are lacking. Whether it’s physical beauty, intelligence, or inner insecurities, your untrained eye may view them with admiration, even succumbing to their ploys. Once you are trained, it is quite obvious for you to see through their excessive demeanor.
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_____________________________________________________________________________________________________________________________________

To understand and build better connections with the people around you, you first need to understand yourself. If you lack the necessary self-awareness to begin understanding why you do or say the things you do, how can you begin to understand someone else’s intentions and where the person is coming from? Self-awareness is a challenging skill to master. Understanding ourselves means we must be able to see both the good and the bad within us, to acknowledge our strengths and our flaws. For many, acknowledging flaws is the most difficult part of the process. Nobody likes to admit the faults that need work. Pride and ego get in the way, and that is why many people suffer from denial, completely blind to their own faults. If you hope to build meaningful relationships with the people around you, you must overcome this trait. When you understand yourself, you become better able to empathize with others and see things from their perspective.


TO START LEARNING HOW TO UNDERSTAND YOURSELF (AND OTHERS) BETTER, TAKE A LOOK AT THE LIST BELOW:

	
Understand your desires and interests


	
Acknowledge your needs and wants


	
Find your passion


	
Identify your emotions


	
Be aware of your thoughts


	
Appreciate the relationships you have


	
Make a list of your skills, knowledge, and expertise




When you dig a little deeper into yourself and realize that certain qualities could be driving your thoughts, emotions and decisions, you will start to understand that these same circumstances could be driving the thoughts and decisions of others too. When you can better empathize and understand the people around you, it equips you with the skills and knowledge you need to form deeper, more meaningful relationships. Also, not trying to portray yourself as someone you are not helps establish trust.


TIPS TO READ OTHER PEOPLE’S BEHAVIOR TO DEVELOP MORE REWARDING INTERPERSONAL RELATIONSHIPS

Building trust is the foundation upon which you start building more rewarding, interpersonal relationships with the people around you. In addition to deciphering what their body language is telling you, you have to present your intentions through your own body language.To build strong relationships, you have to make other people feel comfortable enough to be around you, and even like you enough so you both have a mutual interest to form a strong, rewarding, interpersonal relationship with each other. If you are reading someone, you can bet that on some level, the person is also reading you too. For effective relationships to happen, both parties must like and trust each other enough to want to pursue the relationship.

If the other person is exhibiting signs of interest in forming a strong rapport or relationship with you, here is what you can do to strengthen that bond for a more positive outcome: Relaxed Body Posture You are not just looking for this sign in the other person; you have to exhibit a relaxed body posture of your own to make the other person feel comfortable. Avoid crossing your arms in front of your body, and make sure nothing in your body feels tense or stressed.

Smiling and Nodding If the person is doing this in a natural manner as you engage in conversation, you will know that the person is listening to you attentively and he or she likes you enough to be fully attentive. When the person takes his or her turn talking, exhibit the same behavior. To strengthen that mutual bond and likeness between the two of you, listen genuinely, attentively, and respond appropriately by nodding at the right moments. Remember not to overdo it though; you do not want to seem like you are trying too hard.

Avoid Barriers

It is best if there are no barriers between you and the other person. A barrier could be anything from a table that is in the middle or sitting behind a desk at the office. It may not seem like a big deal, but these physical barriers could create subconscious barriers between you and the other person. Positioning yourself behind an object or a barrier is an example of a closed-off and unwelcoming body language.

The Tilt of the Head If you observe the person you are in a conversation with tilting his or her head ever so slightly as you speak, this is the person’s body way of letting you know that the person is interested, trust, and approve of you. It means you are creating rapport.

Be Respectful

The biggest key to building rewarding, interpersonal relationships is to have mutual respect. Without respect, it is impossible for a strong bond to form. Avoid negative body language and condescending words or language that could indicate a lack of respect. Always be respectful with both your words and your body language, even if you happen to disagree with what the person is saying in that moment.

Leaning Forward

Lean forwards especially when you are sitting down and having a discussion. When someone leans forward during a conversation, it denotes keen interest and attentive, and that the person likes and trusts you enough to be in close proximity to you. Reciprocating the gesture by leaning forward when the person is talking will let him or her know that the feeling is mutual.
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_______________________________________________________________________________________________________________________________


MAKING A GREAT FIRST IMPRESSION

People can forget what you said. People can forget what you have done. But they will never forget how you made them feel.

Think about it for a few seconds, you also form a first impression of the people you meet for the first time, so you should know that. on occasion, and you will have been wrong judging others ahead of time.

To prevent this from happening to you, we invite you to follow the following tips.

Be Punctual

First of all, you must be punctual. Nobody likes to be late for the person they have met, let alone if it is a job interview. Be aware of this and give yourself enough time to arrive on time because, otherwise, you may not have a second chance.

Watch Body Language

Your body language speaks silently about you. Several studies have shown that it is four times more important than the things you can say.

Looking at the person's eyes while talking or shaking hands firmly is important to make a good first impression.

Smile

Although the smile has to do with body language. You don't need to show your teeth, but there's nothing that creates a better impression than a big smile. Try not to go from the smile to seriousness very quickly, it will seem that you are forcing it. The key is in naturalness.

Relax

The posture is important to show good body language, but don't look like a robot when trying to control it. Sit straight, but don't be so rigid that you notice that you force the situation. Relax and don't be nervous, enjoy the moment.

Be Yourself

Do not pretend to be someone you are not, because you may notice. So be yourself. This may sound like a topic, but it is the truth. So, try not to lie, because if you get caught, the image of a liar will be marked.

Be Positive

Your attitude shows in everything you do. Project a positive attitude, even if you receive criticism or are nervous. If you have an interview or have been with that special someone, you should think that if for some reason the situation does not go as you wanted, it will be a great learning.

Trust Yourself

If you trust yourself, your body language projects it: you smile more, shake hands firmly, you are relaxed, etc. Consequently, it is not only a matter of being forcedly relaxed, but you should value yourself. If not, you may succeed in the first meeting, but little by little your lack of confidence will gain ground.

Be Open and Humble

Humility is one of the values that human beings most appreciate. Try not to be arrogant and be open to others. That creates trust, and a good rapport. A great ego can create rejection, so if you want to fall fast, show yourself as a humble and respectful person.

Highlight Your Features

We have something unique to offer. Perhaps you are an expert in a branch of knowledge that generates curiosity in others or has a great sense of humor. If you still don't know what you can offer, you better do a self-knowledge job right now. Now, seducing a girl or a boy is not the same as seducing an interviewer for a job. So, you must also take into account the situation of each moment.

Be Empathetic

To get along with others, you must be empathetic. This means that if you look at the situation from the point of view of others, you will be closer to knowing exactly how to act and leave a good impression on that person.


BODY LANGUAGE CLUES THAT SHOW A MAN IS INTERESTED

Many differences between men and women are caused by several reasons, but they all stem from the root cause – the different biological purposes of men and women. A man is a carrier of variability; a woman is a carrier of heredity, a continuer of the genus. In Chinese philosophy, this corresponds to the concept of the two principles of life (male and female), called "yang" and "yin." Now, it’s time to put your innate traits to good use.

Read His Body Language

Body language is an essential part of communication, whether in the professional or the private sector. We tend to forget it: the body sometimes says more than words. Posture, games, or mimicry: in love, understanding the meaning of the gestures of men may be a serious asset. How to decipher the body language of men? What are the seduction techniques of a man? Can we understand the gestures of men? Good news, several aspects of body language are universal. Here are some elements to observe to learn to decode the body communication of the man who interests you:

The eyes, the mirror of the soul: the gaze is an important aspect of the body language of the man, like that of the woman. Does he look at you in a sustained way, a reflection of his confidence in himself? Does the rather have the fleeting eyes of shyness? Or does he have the curious and respectful look of the man who really cares about you?

Mimicry of the face: observe his mouth and his eyebrows. What kind of smile does he give you? A smile that is candid and seductive, a nervous smile of the nervous man or a forced smile of the bored man? Does he raise his eyebrows in astonishment, admiration, or skepticism?

Legs and arms: it takes space, and you have to put them somewhere. Is he constantly moving nervously? Does it cross each other, attentive and refined? Does he stretch them out in front of himself or hold them apart, signs of absolute relaxation? Or is his ankle resting on his knee, which can mean either relaxed or up for some competition?

The overall posture: expresses the dominant feeling. If it is slouched, he is likely to be deeply relaxed. If he is curled up, he is probably trying to protect himself and lacks self-confidence. He stands tall. Trust your instincts to see if he's tense, impatient, ready to act, or just elegant.


HERE ARE THREE ELEMENTS OF THE BODY LANGUAGE OF THE MAN THAT COULD MEAN THAT HE PINCHES FOR YOU. 

The physical proximity: if it gets into your intimate space, that is to say, he approaches you so that the distance is less than the length of an arm, the language of this man's body literally tells you he is trying to approach you after following your cues. If this proximity is reduced to physical contact, it is all the clearer.

The imitation of your gestures: if the body language of a man mimics yours, it is a safe bet that he is under a spell. Likewise, if he regularly touches his face, neck, earlobe, or runs his hand through his hair when talking – this man likes you but is a bit shy and wants to get things right.

1) The best guide? Your intuition.

The best way to understand a man's body language is to listen to your intuition. Do you feel that you like him? Or do you have the feeling that he just wants to put you in his bed and that the other women of the evening interest him as much as you? On the contrary, do you feel it is mutual love at first sight? You are surely right. Trust your instinct, probably the best guide to decoding the body language of the man you are interested in.

2) Make Him Open up His Soul to You

The ideal of femininity to a man is quite simple: a woman should be tender, beautiful, soft, affectionate, but at the same time meek and in need of, allowing the man to feel strong, energetic, and prosperous towards her. Achieve these, and you will have conquered a man’s soul. These listed female qualities are still highly valued today, making up the core of the male understanding of femininity and helps men be themselves as the man they should be around you.

3) What is a Man Afraid Of?

More than anything, a man is afraid to become impotent in the eyes of his wife or other beloved women. First of all, sexually, but not only – and “financial impotent”. For a man, a lot of things in life are connected with work. Together with the loss of place or one’s own business, a man loses respect for himself. And as you know, a person with humiliated self-esteem is a bad husband, and an unimportant lover, and no father. Mental disorders often occur in a man on the basis of the mismatch of his desires and capabilities. Let’s take, for example, intrusive advertising of expensive clothes, foreign cars, cruises on the southern seas. If the wind blows in your pockets, the proposed variety of possibilities (for obvious reasons) causes a feeling of inferiority. This feeling humiliates a person, but, moreover, requires an exit. And men are known to be "discharged" as they tear off anger on the wife and children, drowning in alcohol.

Be smart, be feminine. Let him see your weaknesses. Showing off is no use for flirting with any man, even your husband of a million years. Show him that you need him, and he has it all, and you’ll see a better man in him!


CONVINCING A MAN – THE RULES OF PERSUASION 

1) To get a positive decision on an issue that is important to you, put it in third place by submitting two short questions before it, to which the interlocutor will say yes.

2) Do not drive the interlocutor into a corner; give him the opportunity to “save face” (i.e., his own dignity). “Nothing lessens the ability to resist than the conditions of honorable surrender”.

3) Do not belittle the status of the interlocutor. In order to convince him, do not start with the moments that divide you, but with what you agree with your “opponent”.

4) Show empathy. Empathy is the ability to feel feelings, understand the thoughts and condition of another person (i.e., as if to "get into his skin").

5) Be a good listener.

6) Avoid conflict scenes. Conflicts are words, actions, or omissions that can lead to fights and disagreements. Conflicts are subject to the law of their escalation: men often respond to a conflict with a stronger conflict, which leads to a seemingly unresolvable even bigger conflict.

7) Check if you understand each other correctly.

8) Follow facial expressions, gestures, and postures – yours and the interlocutor. Show that what you are offering satisfies some of the needs of the interlocutor. There are five types of needs: physiological, safety, belonging to some kind of community, respect, and self-realization.


BASIC LAWS OF A MAN’S LOGIC 

Men's logic adheres, mainly, to the laws of formal logic; therefore, we present these laws.

1) The law of identity: Each expressed thought is identical to itself if, at the time of its utterance, its volume remains unchanged.

2) The law of contradiction: Two judgments, one of which affirms something (“A is B”), and the other denies the same thing (“A is not B”), cannot be both true.

3) Law of Excluded Third: Of the two judgments denying each other, one is certainly true. (For example, “this young man is a student” and “this young man is not a student.” One of these propositions is true.)

4) The law of sufficient reason: Any position is considered reliable only if it is proved (i.e., sufficient grounds must be known by virtue of which it is recognized as true).

Brevity

Brevity is the soul of wit. Inaccessible to most women, brevity is the decoration of a man. Verbosity belittles the masculine, as it is associated with the feminine. Simply put, speak more. Do not expect him to, at least at the first few meetings, most especially not the very first one. Expecting the man to speak and be creative in asking questions is a failsafe method of making yourself seem uninteresting to him and effectively pushing yourself away. Put the rules of basic laws of a man’s logic in mind when conversing, though. Only truths. Likewise, the tone should remain unchanged throughout, except, of course, there is something out of the ordinary that comes into the picture. Additionally, show your femininity by not discussing only your strengths with him. Display some weaknesses. He will be all over you in the shortest time imaginable.


THE THINGS TO AVOID 

Why are there so many unhappy families? Why do marriages break up? What hinders the well-being of spouses? We have identified the components of family happiness. If they are not, there will be no family.

The ability to listen: It is no secret to anyone that in any relationship, it is important not only to speak but also to listen. Often the latter is even more important. Listen to each other more often to understand your desires, tastes, and interests. Listening is the first step towards psychological harmony.

Communication: The more you communicate with your spouse, the closer you get to each other. Of course, the modern rhythm of life leaves its mark on relationships. Workload, business trips, household chores – where can you find time to chat with your loved one? Make it a rule to get together for dinner and spend the weekend together.

Trust: Without it, there can be no love and mutual respect. Families in which trust disappears fall apart.

Full sex: It is impossible to imagine a normal family without an intimate life that brings satisfaction to both partners. In relationships, there should be no sexual boredom and monotony.  Body Language Clues That Show a Woman Is Interested

You’ll know she’s accepted your flirting if immediately after applying social pressure, she is laughing, agreeing, saying something witty or being playful with you. Pay attention to her sub-communications and body language for other signs of interest (playing with hair, licking her lips, touching you, blushes, body is squared up to yours) too. Remember, women feel attraction on an emotional level, not a logical one. If there are no emotions, then there is no possibility of creating attraction. This form of emotional escalation works well because attractive women are used to having sexual power over men.

When you show her that she holds no power over you by being freer, firing off flirtatious and witty comments, and taking a lead role in the interaction, it provokes her to flirt back, which unconsciously suggests that you have equal or greater social value.

It shows that you’re not overawed by her physical beauty the way that most men are. It clearly illustrates that you are willing to take social risks and be disliked so that you can speak your truth.

Sometimes, especially when you’re first beginning your journey into the dating game, it can be difficult to gauge whether or not a woman wants you to escalate the interaction and get physical. However, there are five common signs that she wants you to move forward and escalate the interaction.

Specifically:

1) You’ve developed a man to woman vibe, and the tension is increasing.

2) She is holding strong eye contact with you.

3) She is talking to you and sharing herself with you, beyond just normal conversation.

4) She is smiling, laughing, flirting back, and responding well to your conversation.

5) Her body language indicates arousal, e.g. her hips are pointed towards you, she’s leaning in your direction, she’s playing with her hair, licking her lips, and trying to stay close to you.
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_______________________________________________________________________________________________________________________________

Pioneers realize that body language is one approach to show authority characteristics when talking in broad daylight. Standard speakers just convey content. However, pioneers do significantly more, utilizing their physical nearness to make an impact.Body language, at the end of the day, passes on a message concerning your capacity to lead. That is on the grounds that when you talk out in the open, you are the message as much as anything you state


BODY LANGUAGE DEMONSTRATES LEADERSHIP QUALITIES 

Continuously recall when you convey a discourse or introduction, you are the pioneer in the room, whatever you dwell in the chain of command of an organization or association.What's more, as a pioneer, you should go past straightforward body language that helps bolster meaning. You have to rouse and energize crowds by what you look like and sound. (For your voice, which hues how you state a thing, is a component of nonverbal communication.) Talking like that isolates commonplace moderators from the individuals who show authority characteristics and can thusly talk with nearness and mystique.


YOUR BODY IS EXCITING 

One of the intriguing parts of being a creator is that you re-find components of the story you're telling.That happened yesterday when I stumbled into this sentence in my part on utilizing biofeedback to manage physical indications of discourse uneasiness:

Whatever else open talking speaks to for you, it's actually an energizing movement.

"Your body becomes empowered and ready for activity," I went on. "Your responsibility is to tackle that vitality into valuable channels so you can be loose yet powerful."

I was struck by those words: "energizing," "empowered," "ready for activity," "saddle that vitality," "dynamic." — Understanding the body's job in making an impact right now shake up our thinking as to exactly how amazing nonverbal communication can be in representing the administration.


THREE WAYS TO USE BODY LANGUAGE TO SPEAK WITH IMPACT 

Obviously, as speakers who lead when we present, we have to go past hand gestures and eye contact to utilize body language to move crowds. Whatever you do outwardly powerfully affects the individuals who watch you talk. That is on the grounds that individuals are hard-wired to react instinctively to the physical nearness of others.

So how might you utilize this information to motivate and initiate audience members and talk as a pioneer? Here are three different ways:


1) ENERGIZE YOUR SPEAKING

Physics discloses to us that for each activity, there is an equivalent and inverse response. Of course, crowds are energized by speakers who show energy and remain cool toward moderators who don't exhaust a lot of exertion. Vitality is the watchword. You have to produce enough with the goal that it skips back to you, a reverberation of your own eagerness.

To accomplish this, think about a fanciful air pocket that walls you in and your audience members—and occupy that space with enough vitality to contact each crowd part, from the first column to the back. Begin rehearsing this exhibition strategy, and you'll get truly adept at making a physical "outwardness" that lets each individual from the crowd feel as if you're conversing with only them.


2) GET PHYSICAL WITH LISTENERS

Proxemics is the investigation of spatial game plans and prerequisites among people, and it generally becomes possibly the most important factor when you're addressing a crowd of people. The setting or space you talk in—regardless of whether it's a meeting room, assembly hall, or gathering corridor—affects your capacity to impact others and on the effect of your message. Envision energetically clarifying your thought in a 2,000-seat theater versus a lift.

Generally, crowds feel nearer to you and what you're stating when you're truly nearer to them. You've seen the game show has, and even speakers descend from the stage and stroll all over the paths while conversing with the crowd. Works, isn't that right?


3) FILL YOUR PERFORMANCE SPACE

If you don't already, begin thinking about each discourse or introduction as a presentation, as opposed to an open door essentially to convey data.

If you can make a feeling of network among you and your crowd—as occurs in the theater—mystical things can happen. Individuals' lives can be changed by the thoughts you express if this phenomenon happens. Your own body is setting you up to get this going each time you talk. Those butterflies and nerves are revealing to you that it's downtime, and they're preparing you. The stage is set (anyway casual or humble space might be), and you must utilize that space! Crowds don't need a talking head joined to the body of a statue.

Your activity as a speaker on the off chance that you need to lead is to cause something remarkable to occur in the space. It won't be driving a country or sparing a huge number of lives, yet it very well may be phenomenal, nonetheless. Audience members need to be inundated in you as much as what you state, and they have to see you order the stage. Occupy the entirety of the room that is legitimately yours, not for doing as such yet with reason. (Picking an alternate spot in your presentation space for every central matter is a decent spot to begin.) Using the stage like this is one clear approach to show initiative characteristics, and to get a group of people to the state, "Goodness!".
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_______________________________________________________________________________________________________________________________

Communication style is defined as the way you exchange information with other people. There are basically four styles known today: passive, aggressive, passive-aggressive, and assertive. It’s important to make a distinction between these four because the way information is communicated to you will affect how you respond to it.

One thing you have to understand though is that you can’t box people into single communication styles. People also change the way they communicate based on the results they want to get. Hence, it’s often best to classify the communication style as it comes. Here are the different types today:


PASSIVE

Passive communication is all about hints. You don’t directly say something, you “hint” on it and expect the other person to get the hint. This is the lowest form of communication and actually puts the burden on the person receiving the message. Simply put, when you’re communicating on a passive level, you expect the other person to correctly interpret information that you sent vaguely. It can be problematic as interpretation may not always fit the intended message. This leads to conflicts, misunderstanding, and sometimes even resentment on the part of the people communicating.

How do you know when someone is trying to tell you something different from what they’re actually saying? Passive communication usually has the following body language tells:


	
Lack of eye contact or in some cases, extreme eye contact


	
Dropped shoulders and hunched back


	
Keep their head down


	
Low voice


	
Putting emphasis on certain words


	
May repeat sentences in an effort to communicate what they’re trying to say


	
May say phrases like: “It really doesn’t matter” or “As long as everyone is happy”


	
They tend to go with the flow




AGGRESSIVE

Aggressive communication isn’t something you can just ignore. If someone communicates information in an aggressive manner, you will be able to tell. It has the following signs:


	
Loud and demanding voice


	
There are threats, criticisms, blames, intimidation, or any other tactic to compel you into doing what they want


	
Aggressive posture


	
Intense eye contact




Aggressive communication isn’t so much about conveying information but rather, telling a person what they should do. This isn’t always a negative thing as aggressiveness can be interpreted as a sign of leadership.

It can extend to confrontations or telling people exactly what they think without regard of circumstances, reactions, or feelings.


PASSIVE-AGGRESSIVE

The passive-aggressive manner of communication is perhaps the most frustrating for both the sender and the receiver.

What are the typical signs of this communication style? Watch out for these:


	
Muttering under their breath instead of confronting a person


	
Agreeing verbally but doing something else entirely


	
Denying the existence of a problem despite body language showing opposition or reluctance


	
Silent treatment


	
Spreading rumors or talking behind someone’s back


	
Saying things like, “I’m okay with it, but someone else may not like it.”




People who are passive-aggressive often feel powerless and stuck on their situation. You’d find that when a person has had enough of passivity, they take up a notch towards passive-aggressive communication. Of course, for some people, this is their default setting.


ASSERTIVE

Of all the communication styles, this is perhaps the best one as well as being the most effective. Assertiveness is a manner of communicating what you want to do without (hopefully) hurting anyone’s feelings. It’s not very important if you have the same goal and mindset as other people. If that’s the case, then all you have to do is agree with each other. Assertiveness comes to the surface when you want to have an open communication with another person, allowing both of you to express your thoughts, ideas, feelings, desires, and needs—without causing friction. The goal is to create a balance so that all parties come out of the conversation content.

How do you do this? An assertive communicator has the following characteristics:

Uses “I” statements. Contrary to what you may think, this does not translate selfishness but simply validates what you feel without putting blame on other people. Words like “I feel frustrated” or “I feel helpless” lets other people into your thoughts, giving them room to adjust and empathize with your situation. It allows you to claim ownership over what you feel and the behaviors that go along with that feeling.


	
Maintain contact. Contact can be in the form of eye contact or if you’re comfortable with it, a physical contact.


	
Smile and assume a positive posture. Listen to what people have to say but make sure that you get your own time to speak.


	
If you want to be assertive, make sure to address any objections on a point by point basis. Repeat what they said and address each one individually until you’ve tackled all the issues raised. You can then present your own, provide the benefits for it, bring forth a call to action to encourage people to join in.


	
Keep your tone calm and low without any hint of smugness or superiority. In many cases, people resist new ideas simply because of the speaker or the way the new idea is introduced in a conversation. You want to make it as gentle and as friendly as possible to help people be more welcoming to the idea.
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_______________________________________________________________________________________________________________________________


20 INDICATIONS OF INSTABILITY TO WATCH OUT FOR   

In the event that you wonder on the off chance that you are with somebody unreliable, or in the event that you ask whether you are uncertain yourself, these are the indications of instability that can't be covered up.

1) They stress over everything. Did I say everything? I mean the world. There is definitely not a solitary thing that somebody who is unreliable doesn't stress over. They stress over their subsequent stage since they aren't sure they will arrive on safe ground. They consistently feel like the subsequent stage is sand trap.

2) They never have a sense of security or settled. An uncertain individual never feels like they are protected or settled in their own life or in their very own skin. Normally encounters in their past sustain the frailty. They live in a condition of impermanent and they never get settled in light of the fact that it could all be no more.

3) They pose similar inquiries again and again, as though they can't acknowledge the appropriate response. Like a youngster, they ask you similar inquiries again and again and over. How you answer matters not, they won't acknowledge your answer except if it is negative. They absolutely never put stock in anybody since they anticipate the most exceedingly awful.

4) They push you away and afterward pull you back in. Somebody who is shaky needs to pull you in. At that point when you get excessively close, they monstrosity out and push you away. Their very own dread of dismissal drives them to continually push the very individuals they need close, far away. At that point once you leave, they implore you back.  

5) They continually inquire as to whether you are distraught or what they have done. Weakness prompts them always inquiring as to whether they have planned something for make you distraught. Stressed that they will lose you in the event that they don't do what you need and how you need it, their stressed nature has no base.

6) They reliably apologize regardless of whether there's no expression of remorse essential. Never certain about themselves or how they run over, somebody shaky consistently feels as though they have accomplished something incorrectly and aren't above saying 'sorry' regardless of whether they haven't done anything by any stretch of the imagination. Just so nobody is irate or angry with them, they simply express sorry to learn anything they could've done.

7) They tend to disrupt their connections. Individuals who are uncertain never feel commendable enough to be seeing someone, causes a consistent uneasiness and dread that they will be discovered and left behind. That prompts overcompensations to things and pushing individuals away when they dread that things are going gravely to ensure themselves. That can get them the very outcome they endeavor to evade in a relationship.

8) They feel like everybody despises them. Perhaps the greatest indication of instability is that uncertain individuals always feel like everybody despises them. They can't generally disclose to you why or put their finger on what the issue is. They simply feel like everybody detests them.

9) They stress in the event that somebody is speaking seriously about them constantly. Shaky individuals stress continually that individuals talk over them despite their good faith. Not having any desire to be disdained by individuals throughout their life, their instability drives them to persistently scan for affirmation that individuals don't care for them and are castigating them. For the most part, when there is no premise.

10) They leave each circumstance thinking about whether they irritated anybody or aggravated somebody. Individuals who are unreliable are tension baffled practically constantly. They stress on the off chance that they said something rotten and replay the occasions of each snapshot of their social communications with individuals.  

11) They don't feel great in a gathering, so they for the most part have one individual they stick to. Uncertain individuals seem like outgoing people since they as a rule shroud the instability and turn on the appeal. However, they ordinarily prefer to have one individual to stick to that makes them progressively secure and genuine. Typically, just having the option to have each dear companion in turn, their kinship is their wellbeing zone when out with others.

12) They strike hard when harmed. Uncertain individuals are continually injured. Their emotions are routinely harmed, which leads them to strike out against somebody who damages them. For the beneficiary, it appears to be an all-out eruption. Yet, because of the measure of strife and dread going on in the uncertain individual's psyche, it resembles repetitive sound never stops. Only one more thing in a flash sets them over the edge.

13) They attempt to dazzle you, yet feel like a fraud inside, which makes them an apprehensive wreck. Most uncertain individuals don't appear to be shaky until you become more acquainted with them. Truly adept at veiling the individual so frightful inside, they build up a hard-external shell, which makes them feel like a fraud constantly.

14) Being distant from everyone else is their most exceedingly terrible dread. For unreliable individuals, being without anyone else is about the most noticeably terrible thing they can envision. They need other individuals to make themselves feel like everything is ok and safe. On the off chance that they lose somebody near them, it is overpowering, particularly somebody they love.

15) They ache for endorsement yet won't acknowledge it at any rate. Somebody uncertain pines for acknowledgment and endorsement. In any event, when given to them, they don't accept or acknowledge it. Regardless of whether the very thing they want gazes them in the face, they will not see it.

16) They characterize themselves by what other individuals consider them. Uncertain individuals let other individuals disclose to them who and what they are on the grounds that they aren't very certain for themselves what they are made of. Always hoping to satisfy others and increase their acknowledgment, on the off chance that somebody doesn't care for them, it endures a colossal shot to their confidence.

17) When you are with them you nearly feel the stirring of tension. Unreliable individuals are only difficult to be near. You can't put your finger on it, however they once in a while sit, they infrequently quit talking, or they simply have an anxious nervousness that tails them any place they go.

18) They tend to be a fussbudget. Unreliable individuals don't have confidence in themselves, so they return and re-try everything around multiple times. Despite everything it won't ever be correct.

19) They are envious of your associations with other individuals. Unreliable individuals are very tenacious. When they make you their stone, they get extremely desirous when you connect with another person.    They need you next to them to feel like nothing is wrong with the world and secure. In the event that you aren't bolstering their spirit, it feels vacant. They need 100% of you.

20) They go overboard to apparently basic things. Since they continually convey a rucksack of apprehension, the littlest thing appears to set them off for reasons unknown. Persistent uneasiness is a troublesome thing to live with and can have somebody hitting the verge out of the blue and now and again making a mountain out of a molehill.
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_______________________________________________________________________________________________________________________________

The same gestures can mean different things in different countries. You can even do something considered inappropriate without even realizing it. Although most of the local people do not give importance to certain behaviors because they know you are not from there and you do not have to know ... Wouldn't you rather know them all just in case? We leave you here a fairly detailed list of "etiquette" tips to survive the world without being considered rude or borderline.

1) In some parts of Asia, it is super bad if you touch another person with your foot, since it is the lowest part of the body. Do not point to objects or people with your feet or put your feet on chairs or tables. Feet use them to walk. It is also rude to point out just as we do, with the index finger. Especially in Singapore, instead of pointing that finger, do it with your thumb. It seems stupid, but it is more polite.

2) Also in Asia, it is frowned upon to touch people on the head or to dishevel them. The head is spiritually the highest part of the body. You do not sit on cushions or pillows that are intended to support the head; it is another type of offense.

3) In certain parts of Asia, such as in Singapore, it is very bad to leave the sticks with which you eat pointing at someone. It means you wish him evil!

4) It is also dangerous using the thumb up sign. Just as in most of the world it is well seen to indicate that something is right, in places like Thailand, Iran or Iraq it is an obscene sign and you should never do it. Basically, it means, put it somewhere.

5) In Nepal, it is impolite to pass over someone's legs (In narrow places where there are people sitting, for example). Avoid doing so and remove your legs when someone wants to pass. Nor do you sit or stand on a cushion belonging to a monk, even if there is no one sitting on it. In the Tibetan Temples (Stupas/chortens) always walk clockwise or they will look strange.

6) In Japanese baths, called Onsen, you should wash yourself before getting into the water. It seems silly but they consider the water to be contaminated if you don't do it that way. In addition, you should put a cloth or something that covers your noble parts.

7) People in Spain and Italy are quite expressive. They have cheek kisses, hugs and constant physical contact when they talk to another person. It's very good, but don't think that the rest of the world is like that!

8) In Russia, shaking hands on the threshold of a door is considered bad luck. As a curious fact we will say that if a pizza maker comes to your door, you will have to go out to get the pizza or you will have to invite him in, but he will refuse to give it to you right at the door's threshold!

9) In India you can make a compliment without even opening your mouth. If someone approaches you by placing your tongue between your teeth (It sounds a bit weird but it is like that) and gesturing with your arms as if including you in your personal space, it is that it finds you incredibly beautiful or very intelligent.

10) In England, showing the index and middle fingers with the palm facing inwards is the equivalent of a Spanish sleeve cut (only with the middle finger). It is strongly recommended not to order two coffees with that gesture. Doing it with the palm out (Victoria or Peace), is the right way to do it

11) In Morocco a greeting can last up to 10 minutes! After shaking hands, the Moroccans touch their hearts as if to imply that they do it "really", that they are really glad to see you. Also, for courtesy they throw themselves a while asking questions of the type How are you? All good? I hope your parents are well.

12) In Bulgaria, it is important to know that to say yes, the head moves from side to side, and to say no, from top to bottom. These Bulgarians are crazy!

13) In many countries in Africa, it is rude to look directly into the eyes of your elders. It is a sign of respect not to do so, just like sitting at the table before them. They must be the first to sit and the first to speak.

14) Never touch a Muslim woman when she is introduced to you, do not even offer her hand to give it to her. And if you are a woman, never touch a Buddhist monk.

15) In some countries in Asia, it is polite to take and offer things with both hands.
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_______________________________________________________________________________________________________________________________

As you seek to avoid manipulation, it is important to understand manipulation on a simple basis and how it can be applied on a day to day basis.  If the following list sounds like a manual a relative, friend, work colleague or spouse is following, then you might be dealing with a manipulator.


FIRST, A MANIPULATOR NEEDS TO MASTER HIS/HER EMOTIONS.

Ideally, a manipulator’s target does not have exceptional skills of controlling their emotions because 1) they are vulnerable and 2) they have low emotional intelligence.  However, the manipulator does not get lazy with skills. In order to manipulate the victim, a manipulator must be a good actor. He/she must have the ability to shed tears when needs and act weak.

The master manipulator is so good at acting that he/she can lose him in a fit to display anger even when it is absent.  It does not matter whether the manipulator wants some sympathy, needs to incite fear, ha to make the victim feel validated, or anything else; he/she has to fit into the role as promptly as possible.  As such, the manipulator is very good at mastering his/her emotions so as to have the proper tools of work at hand.  Having emotional control does not only involve acting with the right emotions when required but also hiding them when the need arises.


SECONDLY, A MANIPULATOR MUST UNDERSTAND THE DIFFERENCE BETWEEN LOGIC AND EMOTION

If you allow people to think too much, they will make sense of the situation. As such, the easiest way to manipulate people across the world is through playing on their emotions. Human beings are majorly emotional creatures. You will realize that emotions kick in faster than thoughts (This explains why we tend to act out when angry then think about our actions latter).  A manipulator has more benefits if he/she can guide the victim to feel a certain way – he/she will have an easier time getting the victim to do what he wants.  This is basically referred to as emotional manipulation.


THIRDLY, MANIPULATORS FLIRT AND USE CHARM VERY OFTEN

When we are young, we learn how to throw tantrums and cry when we want something. This technique works up to a certain age after which, you cannot always cry your way in or out of a situation. People have to like you in order to do your bidding.  Charm is a very crucial part of the art of manipulation. Most people will do things that they like. As such, a manipulator who is easily likeable most of the time will have more people falling prey especially if emotions are involved.

Charm works great for manipulators and when the need arises, they also use flirtation. Some of them will even disregard the sexuality boundaries and throw in suggestive touches whey they can be effective.  Flirtation is often effective with lonely and low self-esteemed people.


FOURTHLY, MANIPULATORS ARE VERY GOOD AT OVERCOMING TRUST ISSUES

Most people who have been on the receiving end of manipulation will generally be on the outlook for manipulators and will hardly trust people easily.  A master manipulator tends to watch for such signs and heal the doubt.   Basically, manipulators can have a hard time making a person with trust issues believe them. They, therefore, watch for the signs in their victims and look for the buttons they need to push. For instance, a manipulator will come up with a convincing personal and private story to tell the prey.

In return, the targeted person will develop trust and share something personal too.  The intention of the manipulator is to make you trust him/her enough to share something personal they can use against you.  Acting is their key and their stories are believable.

Sometimes, you may want to manipulate the manipulator so as to have an upper hand over them.  Here is a tip to beat them at their own game, but do not use it for evil. It is to help you be ahead of the person trying to trap you.  If you have realized that a person is trying to manipulate you through telling you a fake story, use your own fake story to draw them out.

Now, your biggest enemy when you are trying to manipulate a manipulator is doubt. The master manipulator will know the skills that another person may use ad might be on the lookout for them.  Your key to success is to ensure there is no doubt. That may include having to act. If the manipulator notices something fishy about your character, he/she will know that you are onto something. Before the manipulator gets to you, make sure that you know a few real things about him/her.  Then use what you have to destroy his/her base.


FIFTHLY, MANIPULATORS CONCEAL EVIL IN ALTRUISM

It is very hard to hate an altruist.  Manipulators use altruism to conceal their evil deeds. For instance, if he/she yells at the target for not doing what was expected, the manipulator will cover his/her actions by explaining that it’s for the best interest of everybody. This manipulator will even go to the extents of apologizing in order to retain the relationship.  They will say sorry for being so emotional then claim to love you and are worried that you are not doing what is right.  On the other hand, the manipulator will criticize others in your presence and then remind you that he/she has your back regardless of the situation.


WHEN A MANIPULATOR IS DISCOVERED

Majority of the manipulators who have not yet mastered the art of manipulation will resort to using one of the tactics in the above manual when discovered.  However, a master manipulator knows that these tactics would be a dead giveaway when one applies them after being suspected or caught.  The worst thing that a manipulator can do when pinned is to display some manipulative behavior such as playing the guilt card or acting as the victim. As such, the discovered master manipulator will try to act normal and calm. In fact, he/she can act so good that you doubt your judgment. But that is their intention; to create doubt. For instance, a violent spouse will beat the partner at night and then act so innocent, normal and calm if he/she is reported. The people listening to the case might even think that the person reporting is making false accusations. Heck, even the battered person will forgive the offender because of the new calm and innocent nature.

That kind of doubt benefits the manipulator. If he/she does not react like a normal manipulator, you will start wondering if your assumption is correct. You might even end up apologizing for being suspicious.  Owe unto you if you already believed that the manipulator in question is a good person. It will be even harder to believe that the person is manipulating you when you have already trusted him/her. It is very hard to catch a master manipulator because he/she is very good at persuasion.  The only time you will develop doubt is if a friend or colleague mentioned something and you need to clarify it.  Also note, a manipulator will always be prepared to act when caught. Does that sound like something a relative, friend, or colleague is doing? You have yourself a manipulator.


POINT TO NOTE

Manipulators are good at mastering and controlling their emotions, thus very good at acting. They understand the difference between emotions and logic thus will ensure that you have no time to get rational.  Majority of manipulators know how to use charm and will make you trust them. Once you are in their trap, the manipulators will make you doubt most of what you know and believe. You will hardly detect their evil plans because they conceal them in altruism.  When you catch a manipulator, he/she will act like a victim and even make you doubt your judgment.
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_______________________________________________________________________________________________________________________________

The ability to examine others will significantly have an impact on how you control them. When you see how anyone else is feeling, you can modify your message and communication style to ensure that your message is received in the best possible manner. Be that as it may, what specific symptoms can warn you to what someone is thinking or feeling? It is related to knowing what different people need to say. It is related to discerning what they truly mean, regardless of how they speak.

The capacity to examine people appropriately will, in fact, influence your social, individual, and professional life. When you see how anyone else is feeling, you would then be in a position to regulate your message and ensure that it is translated well. It isn’t so difficult. This may sound obvious, but you don’t need to trouble with any overly complex techniques to comprehend how to read people.

Hence, here are some simple suggestions for reading other people like a pro:


MAKE A SAMPLE 

Individuals have a number of habits and patterns of behavior. For instance, they may make a sound as if to speak, take a look at the flooring while talking, fold their arms, scratch their heads, stroke their neck, squint, mope, or wiggle their toes as regularly as possible. At first, we might not see when people do these things. In the event that we do, we don’t give them much consideration.People exhibit these practices for a range of reasons. Once in a while, these activities could be demonstrative of double-dealing, outrage, or apprehension.


SEARCH FOR DEVIATIONS 

Focus on irregularities between the gauge you have made and the individual’s words and movement.

For instance, you’ve considered that a big company of yours has the propensity for making a sound as if to talk over and over when apprehensive. As he acquaints some reasonably little adjustments with your business plan, he starts to do this. Is there more here than meets the eye? You may additionally decide to take a look at things further, posing a wider variety of questions than you would have ordinarily.


CONTINUE WITH STARING 

Keep on staring at the person as they interact with others in the room. Does the individual’s demeanor change? What about their stance and non-verbal communication?


INVESTIGATE THE MIRRORING

Mirror neurons are worked in screens in our cerebrum that replicate different individuals’ perspectives. We are wired to examine each other’s non-verbal communication. A smile actuates the smile muscle tissues in our very own countenances, while a glare initiates our scowl muscles. When we see someone we like, our eyebrows curve, facial muscle groups unwind, head tilts, and blood flows to our lips, making them full.

In case that your friend would not respond in that way, this person ought to be sending you an unmistakable message: they don’t care about you or don’t seem to be contented with something you’ve done.


RECOGNIZE THE SOLID VOICE 

The most dominant man or woman is not normally the one sitting at the front of the table. Certain people have strong voices. Around an assembly room table, the surest person is prone to be the most dominant one—sweeping stance, stable voice, and the biggest grin. (Try not to confuse a boisterous voice with a strong one.)


SEE HOW THEY WALK

Sometimes, people who walk along do not have a certain movement in their steps or maintain their head down while lacking confidence. In case that you see these attributes in a colleague, you may opt to offer them a compliment, attempting to help collect that person’s self-esteem. Alternatively, you may want to ask them extra straightforward questions throughout a meeting so as to pull those precise ideas out from deep inside them.


SEARCH FOR CHARACTER TIPS 

Each one of us has a unique character, but there are essential explanations that can enable you to identify with anyone else so that you can study the person precisely.


BE OBJECTIVE AND OPEN-MINDED 

Before you exercise to examine individuals, you must, in the beginning, work on having a receptive outlook. In case that you cherry-pick persons, it will make you misinterpret them. Be objective in moving toward every conversation and circumstance.


FOCUS ON APPEARANCE 

When reading others, strive to observe their appearance. What are they wearing? Whatever they wear, you can observe something from it. Sam Gosling, a personality analyst at the College of Texas, says that you need to focus on “identity claims.”

These are things that people show up with their appearances—for example, a shirt with mottos, tattoos, or rings.

Identity claims are intentional proclamations we make about our behaviors, objectives, values, and so on. Something that is extremely crucial to understand about identity claims is for the reason that these are conscious, people assume that we are manipulative with them and that we’re deceitful. Alternatively, I think that, for the most part, individuals virtually would like to be known. They’ll even do that to the detriment of looking great.


FOCUS ON THE PERSON’S POSTURE 

An individual’s posture says an incredible deal regarding their frame of mind. In case that they hold their heads high, it implies that they are certain. In case that they stroll hesitantly or fall down, it might be an indication of low confidence.


WATCH THEIR BODILY TRAITS 

More than words, you can categorize people’s sentiments through developments. In the event that you have viewed that the other person is leaning endlessly, it implies that they are putting up a divider.


TRY TO TRANSLATE OUTWARD APPEARANCES 

Except if you are an ace of the poker face, your emotions will be drawn all over. There are a few distinct approaches to translate outward appearances. They are:


	
When you see deep glare lines shaping, it may advise that the other person feels harassed or is overthinking.


	
Something else to watch out for is tightened lips, which can flag outrage, hatred, or harshness. Also, a grasped jaw and teeth grinding are indications of pressure.




PERCEIVE AN ASSOCIATION OF GRINS

They include the following:


	
Reward grin: The lips are pulled legitimately upwards, dimples are along the edges of the mouth, and the eyebrows are lifted. This conveys positive judgment.


	
Affiliative grin: This includes clasping lips collectively while additionally making small dimples along the area of the mouth. This is an indication of fellowship and love.


	
Predominance grin: The upper lip is raised, the cheeks get pushed upwards, the nose gets wrinkled, and the space amongst nostrils and mouth extends.




TRY NOT TO ESCAPE FROM CASUAL CONVERSATION

Perhaps, you feel uncomfortable with casual banter. Be that as it may, it can provide you the risk of not being able to acquaint yourself with the other individual. Casual conversation encourages you to see how a person incorporates in ordinary circumstances. You would then be able to make use of it as a benchmark to detect any habits that are strange.


OBSERVE THE INDIVIDUAL’S CONDUCT

Here and there, we anticipate that if a unique action is done, such as looking down at the flooring throughout a discussion, it implies that the other person is nervous or on edge. That is the purpose of making well-known others’ everyday habits.


POSE DIRECT INQUIRIES TO GET A STRAIGHT ANSWER 

In order to get a straight answer, you want to avoid an ambiguous question. Continuously pose inquiries that require a straight answer. Keep in mind, though, not to hold back when the person is addressing your inquiry. Rather, you can watch that person’s habits as they talk. Search for “activity words” to get appreciation into how they think.

For instance, if your supervisor says that they “chose to go with brand X,” the activity phrase is chosen. This single word demonstrates that probably, your supervisor 1) isn’t always impulsive, 2) gauged a few choices, and 3) completely considers things. Activity phrases provide bits of know-how into the manner in which a person thinks.


NOTICE THE WORDS AND TONE UTILIZED 

When you converse with somebody, attempt to see the phrases they use. When they say, “This is my subsequent success,” they need you to recognize that they earned a success beforehand. Prepare to be blown away. These sorts of humans depend on others to assist their intellectual self-view. They need you to applaud them so that they will like themselves.

You ought to likewise put up for the tone utilized. The tone and magnitude of our voice can inform a lot about our feelings. Sound frequencies make vibrations. When studying individuals, see how their manner of speaking influences you. Ask yourself: does their tone feel alleviating—or is it grating, rude, or whiny?


TUNE IN TO WHAT YOUR GUT SAYS 

Tune in to your gut, especially when you initially meet an individual. It will give you an instinctive response than you get the chance to think. Your gut will tell whether or not you are composed or no longer with the other person. Hunches take place rapidly. They’re your internal truth meter, telling you if and when you can confide in the other person.


FEEL THE GOOSEBUMPS (ASSUMING ANY)

Goosebumps manifest when we resound with folks who pass or rouse us. It can likewise take place when a person is pointing out something that brings up an emotional response from deep inside us.


FOCUS ON FLASHES OF EXPERTISE 

From time to time, you might also get an “ah-ha” minute about individuals. In any case, stay alert, as these bits of knowledge arrive instantly. We will miss it due to the fact that we go onto the following concept so shortly that these primary bits of knowledge get lost.


GET A SENSE OF THE INDIVIDUAL’S ESSENCE 

This implies that we want to feel the commonly passionate environment surrounding us. When you examine people, strive to see if they have an inviting nearness that attracts in you or if you face a wall, making you turned off.


WATCH THE OTHER PERSON’S EYES 

The control of our eyes is the entrance to our spirits, as our eyes transmit significant energies. Hence, it’s best for you to put a considerable amount of effort into watching other people’s eyes. When you look, would you be capable of seeing a minding soul? Is it safe to say that they are mean, furious, or wary?


TRY NOT TO MAKE SUPPOSITIONS

This is almost needless to be said but consider that suppositions carry about incorrect assumptions. When you successfully make suppositions besides knowing the person, it brings extra inconvenience.

For instance, in case that you are delivering something, and the other person is furious, it could seem like they have hidden anger towards you. Try not to make suppositions instantly, as it is possible that they are just tired or drained. The way to reading people like a pro is to relax and keep your mind open and positive.


WORK ON LOOKING AT OTHER PEOPLE

Careful self-discipline brings about promising outcomes, so the more you study other people, the greater the accuracy and precision in which you can do so. As an exercise, try to watch TV shows while they are muted. Viewing their outward appearances and activities will enable you to pick out what people are feeling when they are talking, without hearing any of their words. At that point, observe again with the volume on and take a look at whether you are correct with your initial perception.
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_______________________________________________________________________________________________________________________________

It is said that 83% of what we recognize is through what we see with our eyes. With this, it is fairly simple for us how to understand what other people are conveying with their body while talking, as it is a mix of each the non-verbal and the verbal cues that offer trustworthiness and correctness to what it is that is being said. It is also important to take note that even without deliberately preparing for it, humans will observe certain judgment standards, even accidentally, to your discourse. For this reason, it is even more necessary to be aware of and have the choice to control the ability to attempt to accomplish the expressed goals.


THE SIX ESSENTIAL FACIAL EXPRESSIONS

The six essential expressions, in general, are anger, disgust, fear, joy, sadness, and surprise. These emotions are all-inclusive, and regardless of what part of the world from which you come or what language you speak, your outward appearances will consistently be comparable to those of other people who typically can’t understand a word you are saying.

Non-verbal communication allows us to react to implicit language, and it helps us to associate with one another.Fundamentally, one’s face says considerably greater than you might suspect and often beyond what you can generally disregard.


POSITIVE APPROACHES TO MAKE USE OF OUTWARD APPEARANCES HOW TO CHANGE YOUR STATE OF MIND

Studies exhibit how smiling can change your state of thinking—this is the best method to put your cerebrum into a cheerful inclination! Research has also established that smiling doesn’t just make you seem cheerful—it actually makes you feel upbeat!

Just changing your outward appearance by smiling will teach your thought to discharge endorphins—the stress-relieving hormones that are sure to boost your happiness and improve your mindset. Regardless of what circumstance you are experiencing at some point in everyday life, in case that you start to grin—even a fake or a forced smile—the results are equivalent to if your smile was once authentic. Everybody realizes that when you smile, you normally appear more joyful, progressively agreeable, and less difficult going.

Moreover, there are inconveniences when your outward look communicates a scowl. Scowling sends a signal to your cerebrum that truly discourages your mindset. When you are in such a circumstance, your outward appearance will inform the people around you how disappointed you are.

In the event that you are trying to fix any difficulty with a customer or with your loved one, scowling throughout the conversation will have a negative effect on the other person. Not only will glaring make you feel discouraged and dismal, but it will also make the people around you feel the same.

Begin smiling to get the numerous advantages!


ADJUSTING OUTWARD APPEARANCES

In modern society, monitoring and reacting to one’s appearance is fundamental—not solely for security and peace, but for survival itself. Children and babies examine through watching grown-ups, specifically their parents, and they eventually learn how to imitate their every state of thinking and speaking.


THE SIGNIFICANCE OF EYE-TO-EYE CONNECTION

Eye-to-eye connection offers extensive social information. The eyes can demonstrate intrigue, concern, and support. Individuals who hold up eye-to-eye connection are considered as reliable, confident, agreeable, and reputable people. When you build up a good eye-to-eye connection, the other man or woman sees you as demonstrating appreciation, and you set this up by way of indicating regard for the person or the subject at hand.

People give extra consideration to their phones, TVs, iPods, etc. as an alternative to one another. This periodically sends the sign, “I’m keen on something different.” Hence, you need to stay away from using these devices while conversing with someone so that you can properly distinguish the other person’s non-verbal cues, and both of you can have a good eye-to-eye connection. This is the best approach to set up and maintain a stable relationship of any sort. The absence of eye-to-eye connection can be translated as an act of disrespect, lack of engagement, and essentially an insult. Who wants to be friends with someone who makes them feel like the time they spend with them is insignificant?

Indeed, even our modern cellular phones have outward appearances—through emoticons and emojis.

In this day and age, pretty much of our communication happens by using the capability of digital technologies, such as emails and instant messages. However, even with all these advancements in digital communication, we stumble on the correct facial emoticon or emoji to depict our sentiments in a precise manner.

There are greater than sixty-five various outward appearances encompassing your mobile phone. Faces (for example, upbeat, pitiful, confounded, furious, laughing, or crying) commonly means to prepare dinner for each temperament! Actually, and nearly without utilizing a written word, you are now capable of locating the best emoticon or emoji to skip on your message with genuine sentiments, even with a basic animation like personification.


ELECTRONIC INTERCHANGES

As digital interchanges have taken the world by storm and have become an integral part of almost all aspects of life—whether through our personal or professional ordeals—we are, in many instances, left to attempt to replace our inability to read what we cannot see with our eyes.

The online community is growing to the point that placing two people in the same room would decide on messaging each other rather than talking directly to each other. As a result, the ability to determine out how to trust through the skills of verbal and non-verbal communication is being lost.

The feeling of having an actual connection with one another is something that we, as a whole, seem to be for. Talking and staring at the emotions that the other person communicates is the most tested and exceptional kind of building up a beautiful relationship.


HOW SMALL-SCALE RESPONSES IDENTIFY WITH OUR CHARACTER

A small-scale response is a concise, automatic outward look that does manifest when a person is intentionally trying to cover the symptoms of how they are feeling. In contrast to regular outward appearances, it is surprisingly more difficult to hide a small-scale response. There are six feelings that a small-scale response can encapsulate: disgust, anger, fear, sadness, happiness, and surprise.

Generally, our personalities are created at an early age. Simultaneously, we build up our habits related to speech. Various investigations exhibit that the manner in which we utilize our small-scale responses is dependent on our respective personality types.

To have the alternative to study these responses, we use strategies that originated from FACS. The Facial Action Coding System or FACS is utilized to distinguish outward appearances. This recognizes the muscle tissues that produce the outward appearances. In order to quantify muscle patterns, the Activity Unit (AU) was created. This framework estimates the unwinding or constriction of each individual muscle and appoints a unit. The score assesses span, force, and asymmetry. This can be significant in recognizing sadness or in gauging the suffering in people unable to convey what needs be said through words.

The Facial Action Coding System instructional pamphlet, first distributed in 1978 with interactive media supplements, is intended to show human beings how to comprehend and order facial expressions. The information offers workout routines and practice in holding exercise gadgets and a combination of activity units. The manual’s motivation is to empower experts to perceive extraordinary physiological traits of outward appearances. This system has been treasured by social researchers, CG artists, or PC researchers, as they’ve had to be aware of the patterns that the face can perform, as well as which muscles produce them. It can also be an essential instrument for psychotherapists, interviewers, and other professionals who are required to be able to read the minds of the people they converse with. Another adaptation (2002) of FACS by Paul Ekman, Wallace V. Friesen, and Joseph C. Hager is presently utilized, with a few major enhancements, which include more actual portrayals of facial expressions and cleaner, computerized pictures.
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_______________________________________________________________________________________________________________________________

Ever since humans have been on the earth there have been alpha males. The alpha males get all the girls, the success, the power. But how do they do it? Well the alpha males have a presence which other males do not have. They give off the energy of the alpha male, this energy sets them apart from other men.

They ooze confidence, they don't just act confident. They move through life effortlessly without having to use any tricks or tips. They simply are an alpha male. They don't just pretend to be one. That's what you want to be, right? You want to genuinely be an alpha male and enjoy all of the spoils the alpha male gets.

Let's look at how you can start to get that with alpha male energy!


WHY DO I NEED ALPHA MALE ENERGY? 

Alpha male energy is something all women desire. It is man in his natural state, relaxed and at ease wherever he is and whoever he's with.

Of course, most men today don't display any kind of alpha male energy, this is because of the way society has developed over the years.

When humans moved away from small “packs” many years ago, there was no longer a need for an alpha. Society didn't need alpha males to protect the pack and men did not need to gain power and strength in order to survive and pass their genes to the next generation.

It helped, but it wasn't a necessity.

Today, many men have grown up to repress their natural alpha tendencies, or simply didn't see alpha males up close to copy these traits from them. We have a society of men repressing the natural, dominant male state and acting like beta males. Happy to be subservient to others and shunning the idea of using their naturally powerful masculine state.

Of course, even though we don't “need” alpha males, women still desire men who possess these qualities!

But because there are so few alpha males in our society today, women are in competition for them. Many men wait until a woman gives up on finding their own alpha male and just settle for the best beta male they can find. If you're lucky (and you wait long enough) you might still get with the girl you want, but chances are you'll probably have to settle for second best, too!

By learning how to display your natural alpha energy, you will find it easier to get the woman you want – rather than settling for the only woman who is happy to settle for you.


WHAT IS ALPHA MALE ENERGY 

Alpha male energy is simply the man in his natural state, feeling relaxed and at ease in the situation around him.

It is the kind of energy that you see in fictional alpha men like James Bond and real-life alpha men like George Clooney. Calm and relaxed but incredibly powerful.

While we have focused on the response that women have to alpha male energy and the display of alpha male energy. It is more than just something that you display, and it is more than just the effect that it has on others.

It is something that you feel inside, a feeling of the power you hold as a man, the feeling of calmness but also assuredness wherever you are. While we focus on the display of this energy, the most important thing is to get to the point where you don't just show it, but you feel it too. 


HOW TO DISPLAY ALPHA MALE ENERGY? 

The most important part of displaying alpha male energy is simply to understand what alpha male energy is – understand what it looks like, then imitating it. Now I'm sure you're wondering why I would say that it's more important to “feel it” but then telling you to simply learn how to “show it”. The reason for this is based in how we naturally learn.

When we are children the first thing, we do to learn new things is to look to our parents and copy the things that they do. We watch and listen to our parents speaking and we try to copy them, firstly with simple noises, then with parts of words, then with full words and finally with sentences.

This is how we learn naturally: by copying what someone else does, even if we don't fully know how to do it. When babies are in between speaking in odd words and full sentences they will still imitate sentences by babbling non-words around the words that they know. They do that because they know, from watching their parents, that words are meant to be said in sentences, but they don't know enough words to actually speak in sentences.

The best way to learn anything is to learn it naturally. If you want to learn a language, you can only learn it fluently by spending time with people who speak that language and speaking it as often as you possibly can... even if you don't know all of the words. It is the same when it comes to learning traits like this. Find someone who fully displays alpha male energy and copy what they do. At first you will be pretending, over time you will consciously feel it and display it, then finally you will feel it and display it naturally.


QUICK RECAP 

Alpha males are irresistible to women and this is because of the energy they give off. The calm, powerful, male energy is something that women are hardwired to want, whether or not they consciously realize it.

Many men today do not understand male energy because they either haven't seen it displayed in front of them. This is because as society has developed, we haven't needed a strong, powerful alpha male to protect the “pack”. This has left us with a lack of alpha males in society, the kind of men that women naturally desire and compete for.

If you can learn how to display alpha male energy you will be one step ahead of other men and will be able to choose the woman you want, rather than one who will settle for you.

The best way to display alpha male energy is to get to the point where you fully feel the energy, rather than consciously trying to display it. The best way to do this is to imitate someone who already displays these traits – just like the way you learnt to speak – until you can display them naturally yourself.
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_______________________________________________________________________________________________________________________________

There is actually a lot of science that goes along with this idea of self-presentation and our analyzing each other. We already know at this point the qualities of powerful people, we know that we can change our actions to breed into ourselves the qualities that these powerful people have, and we also know that we can fake something (or practice something) until we become it. There is certain thing that you can’t just change about yourself, however, and they are things that you can’t really ignore, either. Sure, you can work around them… virtually everything in life can be worked with or around in some way, but they are still things that you need to be aware of. Not to mention the science behind anything is simply fascinating, and it backs up the why behind it all.

First of all, let’s take a moment to discuss hormones. The science of body language is more evident in the outside appearance of any individual, but let me assure you, there’s definitely more to it than meets the eye. There are certain hormones that are very much involved in how we react to things, and something as simple as the balance of hormones in one person’s body can make them vastly different than another person.

There are two main hormones that are involved in this area of study. They are Testosterone and Cortisol. The reason these are the two hormones of interest is because they are the two hormones that relate to leadership. A person that is an ideal leader has the perfect balance between these two hormones, and that isn’t a 50/50 split, either. To better understand what I mean, let’s take a look at each one separately, and put together what we find.


TESTOSTERONE IS THE DOMINANCE HORMONE

Most of us in life are familiar with Testosterone, at least to some extent. We all know that it is primarily a male hormone, but that women do have a level of it, too. We know that the more Testosterone a person has in their bloodstream, the more outspoken and aggressive they tend to be.

There is a reason for this, and that is because Testosterone is the dominance hormone. It is the hormone that is responsible for ruling over others, for elevating the confidence of the individual that has it, and for managing power. It’s a hormone that you can take supplements to get more of, but I recommend you hold off on that. The supplements are easily too much for your system, and you may end up with more problems than you want.


CORTISOL IS THE STRESS HORMONE

The other hormone that is involved in this study is Cortisol. Now, Cortisol is the stress hormone. It is produced in both men and women equally, and it is produced when we feel stress.

You can take other things to suppress this hormone in yourself, anti-depressants being one of those things, but again I urge you to wait before you head for external interventions, as there are all kinds of ways you can manage these hormones without any outward help at all.

The reason I bring up these two hormones in particular is because they are the two hormones that show up in the testing of weak and powerful individuals. There have been a number of tests done to try to determine the relationship between these two hormones in our bodies, and what we can do to balance them better.

The American Psychology Association ran a test on the two to determine how the mix of these hormones affects our social interactions. They say that the results varied, but in a study that was done by Princeton University, they found very consistent results.


TESTOSTERONE AND CORTISOL TESTING

In this test, 50 adults were taken into a room and had their baseline hormone levels taken. The results were recorded. Then, they were directed to use power poses for 2 minutes. I am going to explain later on what power poses are and how you can also use them in your practice, but for now, focus on the hormones. There are power poses that increase the feeling of power in our lives, and there are poses that decrease that feeling. The adults were simply told how to hold themselves for the two minutes and weren’t shown which poses were linked to power or weakness.

They were also tested in seclusion, there wasn’t anyone else in the room during these two minutes, and after the two minutes, they were again tested for their hormone levels.


THE RESULTS WERE ASTOUNDING.

They found that all of the adults that were using the powerful power poses had an increase in Testosterone and a decrease in Cortisol. Both levels had changed dramatically. But here’s where it also gets interesting. They found that in all of the adults that were in the weakened power poses, hormones had taken the opposite turn. Cortisol was higher in these people than it was before, and Testosterone had dropped.

This, of course, led doctors to a whole new realm of questions. If these adults responded to these poses after two minutes, is there a way that we can prepare ourselves for things that we need power for? All they used was their own bodies and time… that is exactly what anyone has. So, they conducted another experiment.


THE JOB INTERVIEW EXPERIMENT

It took a while for the doctors to decide what test they ought to do next. They wanted to have some sort of scenario that most anyone could relate to, and they finally decided that job interviewing was the way to go.

Most all of us have gone through that dreaded process, and most all of us dread having to do it again. With this in mind, they decided that this was the best choice of scenario as it is the most relatable.

So again, they selected a number of adults to take part in the study, and they chose a single person to conduct the mock interviews. The person that was conducting the interviews was to remain expressionless the entire time. Studies also show that we as people can’t stand to talk to someone with no expression. We would rather be ridiculed, made fun of, yelled at, or pretty much anything besides dealing with lack of expression.

So again, this new set of adults was instructed to go into these power poses for two minutes. They were to do this in the other room, alone, and wait for their turn in the interview. People out of sight watched and analyzed how the interview went from behind glass. Again, the results were consistent and astounding. The people that engaged in the powerful power poses from the beginning were the ones that were confident in the room. They were open, outspoken, relaxed, and clearly more at ease than the people that were in the weaker power poses.

Upon further examination, these doctors realized that when most of us are waiting for a job interview, we are in the weakest pose while waiting. This does nothing for our confidence level except to damage it, and if we want to see better results in the interview room. We have to break this cycle.

But what do I mean we tend to be in the weakest power pose?

When you are waiting for a job interview, what do you do? We tend to sit with our arms crossed. We look down at our phones or our notes, we cross our legs. Those are all things we subconsciously do when we feel insecure… which, as we learned already, if we do things that make us feel a certain way, it’s only a matter of time before we start to really feel that way.

With that in mind, you can see how sitting this way before your job interview is going to negatively affect how it goes. But, there’s good news! If you want it to go better, you can see by these examples here proven facts that you can do things that will increase your confidence. Ok, I can see how this all works together, but you said that powerful people have a good balance of Testosterone and Cortisol. What exactly is that balance then?

A lot of people think that the more Testosterone they have, the better off they will be. They think they will be powerful, confident, tough, and able to move anything and everything out of their way. The problem with hormone supplements, however, is that it only raises one hormone, but doesn’t do anything to the others. You see, if you are a person that is highly stressed out, and you think you want to be more confident, the worst thing you can do is add Testosterone into your life. You are then going to feel rough and tough, but also incredibly stressed out. Your stress is going to go up even further as you feel this way, because you will stress about why it isn’t working. You will be more defensive, you won’t feel any of the positives out of this experience, which, in turn, won’t give you that confidence you need.


POWER IS ALSO HOW YOU REACT TO STRESS

It’s a mistake to think that power is all glory. You are going to have your fair share of stress in life, no matter who you are or what position you hold. In fact, it seems that the more powerful a person is in life, the more stressful situations arise.

The key to effective power is to react to stress well. You can’t ever eliminate it from your life, but you can learn how to respond to it in a healthy and non-invasive way. If you do this, you will feel your Testosterone levels increase, but at the same time your Cortisol levels are going to decrease. The combination of this is the exact match you are hoping for.

When you balance these two levels in this way, you will actually begin to feel powerful, and your confidence is going to rise. Your increased confidence is then going to cause you to hold yourself in a powerful way, telling the world you are a confident person, just through your body language.


TYING IT ALL TOGETHER

There’s a lot of information here that is very important to understand, but to summarize it now, you can see that:

You can manage your hormone levels by doing certain poses for a few minutes in a day. The better you are able to manage your hormone levels, the more confident you are going to feel. The more confident you feel, the more your body is going to carry itself with confidence, which is going to balance out your hormone levels.

As you can see here, this is going to start in you a cycle, and that cycle is going to keep you in the powerful and confident mindset you are looking for. So, with this understanding in mind, let’s move on to how you can effectively put this into practice, and start to build up that confidence in yourself.



Chapter 27

MANIPULATIVE PERSONALITIES





Chapter 27 Manipulative Personalities

_______________________________________________________________________________________________________________________________

Falling for a manipulative person can be very detrimental. It could mean that you lose out on a promotion, end up making a bad investment, and find out that your significant other is cheating, or you can be traumatized or physically hurt. When people hear about somebody conning others, they always ask, “How were they able to get away with it? Couldn’t somebody stop them?” Yes, somebody could have, and the best way to do that is to stop the manipulation before it causes problems.

To use body language to figure out if a person is manipulative, there are three things you need to do: norm, observe cues, and spot verbal signals.

Norming

Everybody has a baseline on how they act. To norm a person, you have to figure out what their baseline is, or how they are likely to act when at ease. To be able to spot drastic changes in a person’s actions that can warn us of manipulation, you must learn to listen to your gut instinct. When your norm somebody, scan across their body and look at:


	
Their Feet – Where are the feet angles? Do they have then crossed? How wide are they standing? Feet those are about 12 to 18 feet apart shows confidence.


	
Their Hands – Do they have the open or clenched? Are they carrying a weapon? Are they trying to cover a body part? Are they doing something to self-soothe like picking at their nails or ring?


	
Their Torso – Is it angled towards or away from me? The direction of their belly button is the best indicator of who has their attention.


	
Their Head – What type of expressions are they making? Do they have a narrow gaze? Are their lips pursed? Is their smile genuine or fake?


	
Their Tone – When they talk, is it normally high pitched? Are they trying to come off as confident? Do they sound agitated?


	
Their Verbal Cues – Why don’t they want to give me a straight answer? What was the purpose of the things they said?


	
Start to get into the habit of watching how people act in a public place so that you can build your norming ability. Once you know a person’s norm, you can easily spot sudden behavior changes.




Common Deception Cues

If you were to see a person exhibit these signals, it doesn’t always mean that they are manipulative on purpose. However, it can show that they are uncomfortable, nervous, or trying to win somebody’s approval. You have to be the one to decide how you want to use the information. The practiced manipulator will typically go against everything we have been taught. So how can we spot them? Look for people who seem too helpful or an uncomfortably friendly person.

Common cues include

• Having a false smile. This means that the muscles around the eyes aren’t contracted. When a person is truly smiling, the muscles around the eyes will contract and create smile lines.

• The constant mirroring of your body language.

• They keep a deep gaze or strong eye contact.

• They violate your space to try to make some false intimacy like leaning in too close, moving into your bubble even after you move back to reestablish it, and repeatedly touching your shoulder or arm to create rapport.

Chances are when you experience these types of people; there will be a voice inside of you, screaming, “This feels wrong!” For a person who is unpracticed at manipulating, others may show signs of discomfort. This can include:

• They create some type of barrier using a cup, their arms, books, or any other object they can reach.

• They have unnatural, limited, or stiff body movements.

• They rub their nose.

• They take their fingers and hands up to their mouth to try to “block” their self from telling the truth.

• They avoid eye contact.

• They will self-soothe or self-touch.

If you start seeing these cues in clusters, then you should make sure you keep a watchful eye out on that person.

Verbal Signals

Now, we need to put everything together that we have learned about our manipulative person. Even the most skilled manipulators will leave us clues. If you are vigilant, you will be able to spot those verbal breadcrumbs that they leave behind.

Sociopathic Bragging – Master manipulators, or sociopaths, take a lot of pride in all of their abilities, especially those to try and control you. If you listen closely, these people will share information that can save you a lot of misery. Things like “I always get what I want,” “I can talk anybody into anything,” or “I love controlling people,” are all warning signs.

Discrepancy – The best way to spot manipulation is spotting when a person doesn’t match their words and actions up. It is okay to forget different aspects of stories when something is retold, but obvious changes should be red flags that the story is made up of.

Offering unsolicited help for a price – Have you ever had the misfortune of somebody offering you something for free, you accept it, but then they demand something in return? People who gain control over you will sometimes offer you some sort of assistance to build rapport and then try to exploit this by “connection” by preying a person’s sense of reciprocity. If a person ever says, “Hey, I helped you. Let me in to get a drink,” it is a red flag.

They mumble or change pitch – You know their norm, so intense emotions will change their pitch of voice. Manipulators understand that people with a deep voice are seen as trustworthy, so they may try to make their voice deeper to gain trust. A sharp increase in pitch or being monotone can signal that they are nervous.

A lot of details – Too many descriptors to prove the truth of what they are saying are common for manipulators.

Trust anchors – These are statements that manipulators offer to try and convince a person that they are trustworthy. They will likely seem out of place as well. They say these things because they don’t believe you are convinced.

Absolutes – Manipulators will often avoid giving absolute answers. If you try to ask those questions, they may answer with something like, “Why would you ask me something like that?” “I already gave you an answer,” Or “You just don’t understand the situation.”

The important thing is to make sure that you stay open and aware of these things so that a manipulator doesn’t grab hold of you.
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_______________________________________________________________________________________________________________________________

When you think about “mind control” what comes to mind? Chances are it conjures up thoughts of a mastermind controlling their minions like puppets. In a roundabout way, that’s true. There are folks who seemingly have a magic power the enables them to compel others to do their bidding. The fact of the matter is that there are no such powers. If there were, whoever could develop them would be incredibly powerful. So, that begs the question: what is mind control?

To answer this question, we need to focus specifically on how free will among humans works. In general, a human being possesses free will. This means that a person is free to choose whatever they want to do. However, this ability can be more or less enhanced depending on the circumstances surrounding a person.

Think about that for a minute.

If you happened to find yourself stuck in a concentration camp during Nazi Germany, there wouldn’t be much that you could do to exercise your free will. Any type of manifestation of your freedom of choice would have been quickly crushed by those in charge of keeping prisoners in line. What this implies is that free will can be negated to a certain extent, though not completely extinguished. So, mind control, with the context that we are focusing, can be influenced in such a way that a manipulator can motivate a person to do one thing or another.

Now, this isn’t your traditional “influence” or “persuasion.” We’re talking about powerful techniques in which you can play with a person’s reactions and natural instincts so that they are compelled to do what you want them to do. This is powerful stuff indeed. That is why we will delve into the ways in which you can use such techniques to get others to go along with your plans and your ideas without having to resort to coercion or any other type of underhanded trickery.


SMILING

The power of smiling is seriously underrated. While you’re generally taught that smiling is a great way to break the ice and so on, the fact of the matter is that a well-placed smile can go a long way toward connecting with someone. This goes back to our discussion on rapport. When you are able to build rapport with someone, the likelihood of getting them to go along with you is far greater.

It should be noted that there is smiling, and then there’s a genuine smile. The difference lies in the fact that a fake smile can be spotted a mile away. When a person flashes a fake smile, they somehow seem uncomfortable when doing so. They don’t seem sincere in the way they do it. To better exemplify this, think about people you meet at the grocery store or bank. You can tell the smile and say “good morning” simply because it’s a part of their job. So, pay attention to the people you encounter in all walks of life, when you meet someone who flashes a smile at you, and they seem sincere while doing it, pay attention to the way in which they did it. You will notice that they make normal eye contact and do so under the right circumstances. For instance, a cashier will look at you and smile when they give you your receipt after paying for a purchase. Or, a waiter will smile at you while greeting you at your table.

You can use the power of smiling to your benefit when you meet someone, talk to them in a social interaction or when negotiating with. However, you need to train your mind to do so when you are genuinely feeling the urge to smile. If you smile while thinking negative thoughts about this person, then you will find that your smile will be fake. Therefore, you have to get into character and at least tell yourself that you genuinely care about this person. This will be a great start.


EYE CONTACT

With effective smiling and positive interactions comes eye contact. This is a very tricky subject as a deep, penetrating stare will make people defensive. So, this may trigger a “flight or fight” response. In that manner, you may end up generating the opposite effect that you wish to create.

Positive eye contact is generally achieved when you are at a logical point in your interaction. For instance, eye contact along with a pleasant smile and firm handshake when meeting someone can easily trigger a “safe” response at the other party. This is essential when going into a job interview, for example. In a situation such as this, your interviewer will be relaxed and more open to hearing what you have to say.

If you reflect submission or even fear in your eye contact, the other party may be inclined to take advantage of this. By the same token, if you spot that your counterpart shows some type of reluctance, this may be a signal that they feel uncomfortable in some way. This may be a signal to you to pounce on the situation and go for your particular objectives.

At the end of the day, eye contact can be a powerful weapon when you are able to make genuine and sincere contact while ensuring that the other party isn’t creeped out by your attempt to appear pleasing. So, if you find that the other party is hesitant to meet your stare, then you are in a good position to take full advantage.


PERSISTENCE

Being persistent can be somewhat tricky. What this means is that you can’t just take “NO” for an answer and leave it at that. Rather, persistence means that you will insist on achieving your aims until you manage to do so.

However, with persistence, timing is everything. Let’s suppose you are trying to get your boss to agree on giving you a day off. If you ask your boss when they are busy and stressing out over their daily tasks, the chances of getting a positive response will be quite low. However, you can choose a time when they are more relaxed.

Now, if you happen to receive a negative answer, you can graciously walk away and try again. Perhaps you simply caught them at a bad time. Thus, it’s up to you to find the right time. As you study people more closely, you will intuit when people are more vulnerable and when they are not. For instance, if you ask for a day off on a Friday afternoon, the likelihood of getting a positive answer will be far greater than on a Monday morning. It’s also important to note that people who have a naturally weaker demeanor may be a lot easier to coax into going along with you. All you may have to do is simply badger them until they agree. You can spot this person as they are unlikely to meet your stare or show weakness in their voice.

Of course, there is also the complete opposite. If you’re looking to get someone to go along with you, a genuine smile and friendly eye contact will help you turn on the charm. You can use your tone of voice to show that you are appealing to their kindness. As a result, if they help you out, you will be very appreciative of their help. Oftentimes, being charming is far more effective than attempting to be intimidating.


JUSTIFICATIONS

There is a difference between having a good reason and a good excuse. When you have a good reason for one thing or another, it will be much easier to get someone to go along with you. When you have excuses, it won’t be so easy.


CONSIDER THIS SITUATION

If your boss asks you why you did not complete a task on time, you can provide an excuse like, “I didn’t get the information I needed soon enough.” This is an excuse and most likely will not fly with your boss. However, you can provide a reason why the task took longer than expected. Something like, “the data process was very complex and took longer to produce accurate results.” You can then go into how you processed the data thereby showing off your skills and experience.

In this situation, a good justification for any situation can provide you with enough ammunition to have anyone agree with you. The only catch is that when you furnish a justification, it needs to be congruent and logical. If you just come up with any old reason, then it may not hold up to scrutiny. Hence, you need to test your justifications. Scrutinize them as if you were being interrogated. If they hold up to reasonable questioning, then you can be confident that they will work. But do keep in mind that you need to be convinced of it. Otherwise, your lack of confidence will show off and your plan will fail.


NARROW TIES

Forming close relationships with people is an essential manner to get others to follow along with you. When you build meaningful relationships, people will comply with your requests because they believe in you. By the same token, if you are unable to produce healthy relationships, they won’t be so keen to go along with you.

When you act as forthcoming as you can, you can build up credibility with others around you in such a way that they won’t balk at your requests. That way, you will find that it won’t be hard to get others to comply with your ideas.

As such, bonding is a very useful tool. By bonding with others, you can find common ground that will be very hard to break. This can be achieved in any number of ways. Perhaps the most common is to find ways in which you can identify with others. For instance, if you have both been through similar experiences, then you instantly have common ground. Also, if you have other aspects in common, you can exploit these coincidences in the pursuit of forming narrow ties with others. In the end, you will get others to follow along simply because they trust you and believe in you.


ACTIVE LISTENING

Listening is perhaps the most overlooked tactic when it comes to influencing others and getting them to comply with your desires. When you really listen, it will automatically give the other person the impression that you care about them. As such, you will create the narrow ties that are essential to building trust capital.

Moreover, it’s really easy to get others to see that you are truly listening. All you need to do is look at them and mirror some of their mannerism. Mirroring consists of doing the same things they do. For example, if they cross their arms, you can do the same. Or, if they place their hand below their chin, you can do the same. Another great way to show that you are listening is to “echo” their words. This means that you can interject a comment in which you repeat what a person has said. For instance, if they say, “the weather is nice today” you can reply by saying, “yes, the weather is really nice.” This is a great way of building rapport with others.

While you may not necessarily agree with the other person’s assessment of the weather, it doesn’t matter as you are only going along with them for the sake of building rapport. So, make a point of actually listening to people. You will find that the results you are able to achieve by showing genuine interest will actually pay off in the end.


BE FORTHCOMING

Lastly, the best way to build credibility is to be forthcoming and truthful. Trust capital is such a valuable commodity that you must ensure that you try your best to accumulate as much of it as you can. While you may be aware of the fact that you’re only doing things because it is convenient for you, others need not be privy to this.

One of the best ways in which you can build this trust capital is to tell the truth. In short, if there is no need to lie, then don’t. If you are a pathological liar, people will catch on to you and dismiss you as a charlatan. That’s hardly the effect you are looking to create. In fact, when people see that you are forthcoming and honest, they will definitely look to you in all situations. You can create a persona that is based on credibility. Therefore, people will find it hard to question your judgment and actions. In the end, you will allow your track record to speak for yourself. In the end, whenever someone chooses to go against you, all you need to do is point to your accomplishments.

Although, do keep in mind that building this type of credibility takes time and consistency. So, do make a point of implementing as a part of your usual behavior. It is certainly worth taking the time to build a credible persona. You will get far more from people by being forthcoming than by being deceitful.
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TWISTING REALITY 

Since they want to twist the outcome to their favor, predators have a tendency of telling a barrage of lies. They get you roped in by telling you about all the awesome things you are entitled to when you agree to their plans. But most, if not all, of what they say are pure lies. People with negative personalities are good at crafting believable lies. They understand that reality is too blunt and they have no qualms using lies to get you on their side and perform the heavy-lifting for them. Once the lies are uncovered, they might play the victim, feign innocence, or turn into aggressive monsters.


WITHHOLDING IMPORTANT INFORMATION 

It is a great weapon especially for people with Machiavellian personality. They understand full well that your consent is based on what you know. Thus, if they want you to participate in an activity, they will only disclose information that will incite you, and withhold information that would possibly discourage you. For instance, they may reach out to you with a job offer, stating all the benefits of the job, including a big salary, and then withholding various dark elements such as high taxation and unsubsidized workplace expenses. So, you are sold on their offer, but when you discover the reality, it will be much too late.


UNSTABLE MOODS 

Predators tend to have unstable moods. You never know what action they are going to take in any situation. Their unstable moods make them lash out or in some cases clam up. This makes them a tad overbearing. Predators tend to burden the people near them. Their unstable moods cause them to behave erratically and then push people to clean up after them. For instance, if your boss is a predator with unstable moods, they may head out to consume alcohol and smoke cigarettes, and then come back into the office to make some glaring mistakes, and then they might ask you to clean up the mess.


DEVALUATION 

Most people with negative personalities are hell-bent on getting their way. If they can’t get something from you, they might devalue you, and moving on to act as though you never existed. People with negative personalities devalue others as a way of expressing their displeasure and hoping that the other person will go back into behaving well. Once you encounter a person who initially love-bombs you and then devalues you, that’s a major sign that they have a negative personality. You should be particularly careful with people who disclose quite early on that you are the person of their dreams and yet they haven’t even taken their time to know you.


EMOTIONAL ABUSE 

Another technique that predators use to manipulate people is emotional abuse. If things fail to pan out as they intended, or you come up short of their expectations, they may subject you to emotional abuse such as yelling, or the silent treatment. When you are subjected to emotional abuse on a constant basis, you could easily end up developing mental health problems. Thus, you have to watch for people who yell out or ignore you when they don’t get their way.


DENIAL 

Sometimes, the victim might come up to the predator and complain about unfair treatment, but the predator will always deny any wrongdoing. The predator always portrays themselves as infallible. They can’t accept that they have done any wrong. If the actions of a person hurt you, and you explain it to them, and yet they are in denial about their actions, that’s a clear sign that you are dealing with a person with the Dark Triad traits. Well-meaning people are not ashamed of admitting their faults and seeing to it that they correct their ways.


SPINNING THE TRUTH 

This always works because of their intense personality. Psychopaths, Narcissists, and Machiavellians tend to have powerful personalities and it can be quite hard to resist their convictions. It doesn’t matter what you think. For instance, if you are working for a psychopath, and it is clear that the company is stumbling into darkness, the reasonable thing for you might be looking for another job. But your predator of a boss might convince you into believing otherwise. For instance, they might spin the truth and make it seem as though the company is doing well, and convince you to stay so that you end up risking stalling your career.


MINIMIZING 

Predators want to pass off as harmless. Thus, they want their victims to believe that their actions hold little power. For instance, when a victim goes to the predator complaining about unfair treatment, the predator might profess innocence or even blame the victim for overreacting. They want to portray themselves as harmless individuals who cannot hurt a fly. A person with a negative personality can very well manipulate you into thinking that you are actually the problem so that you start blaming yourself.


ACTING LIKE A VICTIM 

People with negative personalities have perfected the role of playing victims. They want other people to feel sorry for them so that they can take advantage of their sympathy. Predators are masters at twisting reality and making it seem that they are victims. This is helped by the fact that they are good at telling lies and convincing people. Whenever you come across a person who likes portraying themselves as a victim in all situations, chances are they are manipulative predators.


TARGETING THE VICTIM 

Manipulators are very clever when it comes to protecting their self-interests. They have the entire game figured out. Instead of waiting for the victim to find out that they got taken advantage of, they decide to turn the heat on the victim, by seeding guilt. Thus, the victim considers themselves to be on the wrong when clearly they are the ones who have been taken advantage of.


CONFUSION 

The manipulator doesn’t want you to be precisely aware of where you stand with them. Thus, they use confusion to bind your thoughts and make you blind to their manipulation. One of their best approaches to seeding confusion is through shifting goal posts, thus you are never sure of your role, or where you stand with them. This is a deliberate action that is aimed at giving them more avenues of attacking their victim.


DIVERSION 

Once the terrible actions of a manipulator are brought to light, they might respond by diverting the attention. They don’t like sticking to the meat and potatoes of the problem. So they have to direct attention to other insignificant things and ignore real concerns. A manipulator is well aware of various ways they could frame the situation and take the focus off of their deeds and then start a different thread of concern. If you come across a person with a tendency of diverting the focus from their terrible deeds into other matters, they possibly have a negative personality.


MOCKERY 

Most manipulators consider themselves to have superior intelligence than their victims. Thus, it is not beyond them to mock their victims, both in one on one conversation and social arrangements. If you find yourself stuck with a person that ridicules you, makes you feel small, it’s a clear sign that they have negative personality and are out to first weaken you and then take advantage of you. 


ISOLATION 

It is far easier to manipulate someone when you keep them away from their friends, family, and support system. That’s exactly what manipulative people try to do. They alienate the victim from various important people in their lives who could help them unravel the manipulation at work. And when the victim is by themselves, it becomes far easy to control them.
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Covert emotional manipulation is a part of any form of manipulation. However, it is stronger in people who are known as “master manipulators” or people who will manipulate anyone in order to get anything they want. It is not as strong in manipulation tactics people use when they tell someone they are fine, even though something is wrong.

At the base of manipulation is working to change the way people feel and think, which covert emotional manipulation is. They focus on your conscious awareness in order to control you. Because of this, people don’t often realize that they are being manipulated.

First, the manipulator will get you to trust them. Then, they will start to control the way you feel, think, and perceive situations. This will happen slowly as they don’t want you to catch on to the manipulation. Once they feel that your emotions and thoughts are in their hands, they will start to tear apart your confidence. A master manipulator knows they have to lower your self-esteem in order to control you the way they want to. They will also work to take away your identity, which allows you to fully become theirs.

While they are trying to break you down emotionally and mentally, they will also try to keep you away from your family and friends. One of the biggest reasons for this is people who knew you before they came into your life are a threat to them. Your family and friends will notice a change in you, and they won’t like it. They will try to find out why you are changing and, typically very quickly, they point their fingers at the manipulator. When this happens, your friends and family will do what they can to try to see what this person is doing to you and how you are being treated. This is one of the most common signs of manipulation in relationships. Of course, you will start to notice a change within yourself. Unfortunately, it is usually after the manipulator has had control over you. You start to notice yourself change when you begin to feel different. You might notice you have anxiety, you are depressed, having trouble sleeping, you struggle trusting people you once trusted, and you have become increasingly isolated ("About Covert Emotional Manipulation", n.d.).

For most people, it is hard to spot the signs of manipulators. This is especially true for people who suffer from manipulation from their significant other. In general, it is hard to spot certain signs of manipulation. Furthermore, it is often harder to spot these behaviors from people who you love and believe love you back. In relationships, people often turn a “blind eye” to their significant other’s manipulative ways because they see them as faults. We work to understand the faults of each other in relationships.

While you will want to notice the personality traits of a manipulator, there are a lot of other signs when it comes to manipulation in relationships. This is because manipulators often let down their guard a bit when they are at home. They are in their comfort zone and believe they can do anything, and you won’t protect yourself or try to change it because you are too weak.


1. THEY WILL START A FIGHT WITH YOU OVER SOMETHING MINOR.

Manipulators need to win, and this is frequently displayed in their relationships, especially their romantic ones. Therefore, you may notice that if you are having a minor disagreement with your significant other, they will turn it into a fight so that you allow them to win. They want you to give up and do whatever they want to do.


2. THEY ARE GREAT SECRET KEEPERS.  

While they don’t like it when you keep any secret from them, they can keep anything they want from you. Furthermore, they don’t have to tell you anything they are doing or where they are going. This simply doesn’t matter to you. In other words, what they do is their business and you need to mind your own. However, if you treat them the same way, they will start a fight, tell you that you don’t love them, or become angry. This is because if they don’t know everything about you, they are losing their control. They are also able to keep control away from you by not letting you know their secrets.


3. THEIR ACTIONS AND WORDS DON’T MATCH.  

Manipulators realize that in order to keep you in their control, they need to sometimes give you what you want. While this can come in the form of gifts, they will usually focus on telling you what you want to hear. However, they will not follow through with their words. For example, if you are feeling lonely and don’t want your significant other to go out with their friends again, you will ask them to stay with you. You will ask for time alone or to go with them. They will give you an excuse for why tonight won’t work, but then make a promise to spend more time with you or both of you will do something another night. Unfortunately, they will rarely follow through with their promise.


4. THEY WILL ACT LIKE THE VICTIM.  

There is always a time that you are going to argue with your significant other or try to stand up for yourself. This not only happens in the beginning but throughout the relationship. When it does, the manipulator is going to play the role of the victim. They will twist your words to make it seem like you are the one who is doing something wrong. While you might not agree with this perception at first, they will continue to use their emotions to persuade you to believe them.


MANIPULATION IN THE WORKPLACE 

Many people deal with workplace manipulation at some point in their career. Sometimes it is because one of their co-workers is a manipulator while other times it is everyday forms of manipulation. For example, a co-worker manipulates you into helping them with their task or gets you to do their task. They only do this because they don’t like this specific responsibility.  Sometimes you will start to notice your supervisor is a manipulator. Unfortunately, this is highly common in the workplace as many supervisors have used manipulation to get their position, especially if they worked themselves up the ladder. However, you should never assume your supervisor is manipulative. If they are, they will typically demonstrate signs of being a manipulator, such as bullying, blaming others, guilting their staff, giving staff the silent treatment, and distorting facts.

One way you know if you work with a manipulator is by the way you are treated. Manipulators need to make sure you know your place, meaning you are beneath them. Therefore, they will often make sarcastic comments that make you feel inferior. For example, you come to work one day in professional attire that is more casual than your company usually wears. Instead of a white shirt and a suit, you are wearing a white shirt with slacks. When your co-worker notices your attire, they start to belittle your clothes, making fun of your lower-paying income and that you can’t afford nicer clothes.
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It is not facile to read people and especially quickly. But when you are surrounded by manipulative people all around and want to read them and take correct decisions, it becomes imperative for you to analyze, read and take decisions accordingly. As it is crucial for you not only to note the verbal conversation but checking on non-verbal cues too. Anyone can read people and has the ability to do it, but you should know what to look for first. The basic things to observe while analyzing people are their posture, movements, gestures, tone, expressions and eye contact.

It is not imperative to read minds. You just need to pay heed to these details to understand what is going in his mind. In fact, by noticing all this you can even assess a person when you meet him for the first time. Few people are like open books and easy to read but there are few which are very difficult to understand and read. But if you sharpen your skills and read the points below, I am sure you would become completely versed in analyzing and reading people in a speedway:

1) Create a baseline: There are many people who would regularly clear their throat, look at the floor, scratch their head, put their hands-on mouth, etc. First, you need to establish a baseline about the person by seeing what his normal behavior is. It would be bad on your side if you feel that a person is getting nervous or lying if he is not maintaining eye contact. First, check his normal behavior if he normally as well does that, maybe it is the lack of confidence. So, you should not hurry while judging them, take some time and observe their regular behavior first.

2) Observe body language signs: The first thing that you should see is their appearance. See if they are wearing a shirt and shoes, a suit which shows that they are dressed formally and indicates ambition. If they are wearing jeans and shoes it shows that they like being comfortable and casual. Wearing any pendant of god might show they are spiritual. So, it is vital for you to first notice their physical appearance.

Secondly, check on their posture. You should check on the way they walk, they sit and talk. This would depict that they are confident enough or give a sign of low self-esteem. So, the time they enter check how they come and with what posture they sit.

Thirdly, see their physical movements. Observe if they are leaning too much, how they are sitting, lip biting or hiding hand or putting them in the pocket. This will show if they are nervous, confident or aggressive.

3) Facial Expressions: Another substantial thing to see his facial expressions as you can easily read them. If someone has deep frown lines it means that the person is worried or thinking too much. If you see someone clenching their jaw or teeth it means that they are tensed. Also, if they press their fingers every now and then, that as well shows that they are nervous or anxious.

4) Listen to your gut feeling: It is something other than logic. Here you need to use your intuition and then judge the person. Intuition lets you see further than other things. Always listen to your gut feeling when you meet someone for the first time. Intuition is something which occurs when you meet someone for the first time, and you can trust it. Also, if you get goosebumps after meeting someone, it means that person has inspired you a lot and maybe is a positive sign.

Thus, these were few basic points which should be kept in mind when you are trying to read people and it would help you a lot as these are the basic points. It has been already proven that 55% of the information we can fetch a person by non-verbal communication only.

These are a few signals which people send us without even knowing it and you have to get hold of those signals.

But furthermore, there are more things which you should know as they are the small points but can leave a big impact while observing them. I do not want you to miss even a single point by which you can get to know if a person is nervous, happy, tensed, anxious, confident or low.

Let us take a look at the points below:

1) Biting a pen or pencil: If you see someone doing this it means the person is either feeling low or depressed. In such cases, you should always try to make that person happy and try to cheer them up. Maybe they are worried about something, so you should ask them about it and try to provide a solution. Also, if the person is biting on the arms of their glasses it depicts one and the same thing.

2) Closing their eyes: Sometimes closing eyes means that you want to hide away from the world. If a person is closing his eyes while talking to you it means that they want to get rid of you. Closing eyes does not depict that they are scared of you or hiding from you but simply means that either they are not interested in talking to you or want to avoid you.

3) Rubbing their chin: This can be a sign when people are really confused and trying to come to a conclusion or make a decision. They do not even realize that people are looking at them or noticing them. Hence when you see someone rubbing their chin it means that they are in deep thinking, analyzing thoughts and trying to make a decision. You can even ask the person if they need any help or can provide any solution.

4) Covering mouth with the hand: It is usually said that people do that when they do not want to release anything from their mouth. Not only this, at times people while keeping their hands on their mouth pretend of coughing when they are not. So, when you see someone doing that, it means they are hiding something from you.

5) Sitting with crossed arms: Well, many people feel comfortable sitting or standing in this position, but mostly if people do this, it means they are not comfortable about something. Also, it means in few cases that they are not feeling secure and good about the place or person. Which means if while conversing with someone you observe someone sitting in crossed arms you can always ask if they are feeling comfortable or not.

6) Leaning forward: When a girl leans forward while sitting, it means that she is showing interest in you. In this situation, the legs remain motionless and the upper part of the body moves forward and that too intentionally. If you do not want to take things forward and do not feel the same, then you should always make it clear beforehand either verbally or by giving such signs.

7) Fixing Appearance: If someone is continuously fixing the appearance and looking in the mirror as they want to present themselves in the best possible manner, this means that they are showing interest in you. They might want to come and see you again and again, trying to appeal to you, and this means that they like you. So, as mentioned in the above point if you do not feel the same way, either ignore it or clear it out.

8) Leaning Backward: If someone is leaning backward while conversing with you, it means they are tired or bored talking about the same thing. It can also be a sign of disinterest or monotony. Thus, if you see that, then either you should change the topic or discuss it interestingly so that the other person gets involved such as include images or videos in the presentation, play quiz, etc. to make it more interesting.

9) Rubbing of hands: This is usually considered to be a positive sign. It means that a person is hopeful and has a positive feeling about something. It also means that they are happy and ready to start off with the decision. People also do this when they see profit coming from some deal or idea.

10) Handshake with the palm facing floor: It is a very good sign and indicates that you are ready to help the person or vice versa. Not many people know about it, but as you want to know everything about analyzing and reading people, this is also important to know. In fact, you can also use this if you want to non-verbally convey the message that you want to help them.

11) Glove Handshake: If someone takes your wrist with freehand, it means that they are trying to say you can trust them. These are very small signs but are necessary to learn as they can be beneficial in both personal and professional aspects.

12) Shaking hands with the palm facing ceiling: This is a sign of sympathy if someone puts the palm on top of the hand. It means they understand the situation and really want to help you, but it is true only when the person does it immediately after or during the situation. There is one more meaning attached to it which is, if they have been holding your hands for some time and then put their palm on your hand, it also indicates that they want to tell you who is the boss there. So, when someone does this handshake to you analyze carefully and then judge accordingly.

13) Handshake along with a touch: Well, many people do this. But it means that the person lacks communication, or they need company.

14) Placing feet on the desk: Worst thing that someone can do. It represents disrespect, bad manners, dominance, that the person just cares about himself and wants to tell who the boss is. If anyone feels comfortable like this, they should sit like this at home, not in the office. This depicts a negative sign and shows arrogance too.

15) Adjusting tie: This sign also has two meanings to it. One is that the person is not feeling comfortable in that situation and wants to leave, or men also adjust tie when any good-looking female passes by and they like her.

And so, these were the few specks to remember, while reading people or can also use if you want to give them any signal. It is important to retain all of these as I am sure they would surely help you in your professional and personal life both.
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Nonverbal communication methods can maintain your love and Protect your relationship. From the start, keep one eye and one ear on your matching sequences. and provide opportunities to develop them. Do things together that require you to learn what one another's nonverbal communication patterns are, such as playing a sport, or making love, which is the ultimate matching activity. Work so that you become mindful of your own and your partner's nonverbal codes, both in bed and out of it, and continuously improve your recognition and comprehension of these codes.

Ultimately, if all matches your relationship, and your mutual life helps you to comprehend each other more on a mental level and support each other more on a psychological level, then your nonverbal communication will do the same.

Do you always find it difficult to turn down people, even if you don't want to do what they ask of you? It's a key skill for a person to learn how to turn people down. There are many men, however, who are suffering from this problem — persons who start to say yes to every request they receive, and so, as a result, they end up caught up in doing things they don't want to do. Well, don't worry, there are real ways of telling people "no" without looking like a complete jerk. Here are tips on how you can turn people down while maintaining your manhood.

When you are talking to a person, their body language can tell you if they are actually listening or if they could care less. Leaning forward shows interest. Leaning back might mean that they aren’t interested or feel as if they are superior to you. If a person is positioned close to you and leaning forward as they are talking, it could mean that they are trying to talk you into something or dominate the conversation. If a person is talking to you and you won’t make eye contact, then you will come off as uninterested and just waiting for your turn to speak. This will make you appear as if you don’t care and they probably won’t want to listen to you speak.

Resumes could be seen as the painting of a human to demonstrate themselves by demonstrating their expertise, career goals, and work experiences. When writing their resumes, very few people take this opportunity to use it. While this is essentially what a curriculum is for, you should be careful when making your curriculum vitae. From an objective perspective, you must look at your resume. In other words, your curriculum should not be biased but should reflect the truth about you.

Manipulation is not ethical, but we need to know how to subtly manipulate people and influence their decisions in this dog eat dog world. Now, I'm not saying you're going out on the street and manipulating everybody you meet. Use these strategies for your benefit. You can also sometimes use these techniques to achieve positive results.

We have already established that nonverbal communication is a powerful tool for success, for influencing others. This is a result of a practical combination of the achievements of psychology, sociology, paralinguistics, and proxemics. Learning and knowing the language of the body enables faster and more reliable recognition of the real emotional and rational state of your opponents, partners, and competitors. It allows for an adequate reading of the messages they convey, as well as for influential communication through bodily signals and signs. You can dominate in a business environment or in your personal life, in meetings with strangers, during a party, only through this silent language. A gaze, a handshake, the intonation of your voice can be of great advantage and showcase your status. Equally successful, they can provide the spatial superiority you may need over the rest of the attendees. Of course, you can also arrange the positions of chairs and tables in a more favorable way for yourself thus getting the upper hand in the negotiation. Modern nonverbal practices, however, imply greater flexibility and tolerance in occupying certain spatial areas, through which people show greater equality and fair communication – managers and staff, partners, entrepreneurs, intermediaries, etc.

Contrary to popular belief, "good" eye contact is not constant. Instead, we understand by "good" eye contact that the listener (almost) constantly looks at the, while the speaker looks at the listener less frequently. This is related to the fact that we cannot simultaneously think intensely and perceive information that is irrelevant to this process of thought. Therefore, a reflection often looks up at the ceiling (as if it were written there) or sideways away or down. This look is not really a look, because he is not consciously aware right now. He "looks inward," or "sinks in thought."

Get to know yourself!!! The secret of your success lies in this simple sentence. Knowing yourself, your reactions, your emotions will help you better control how you manifest them in front of other people. The control over yourself and the gestures you use will transform into better control over your emotions. And believe me, especially in a business environment, this affects people. If they can’t read you or, at least, not very well, this will give you an advantage.

Observe!!! What is the basis of every learning process? Observation. Get to know the people around you – those you want to win over and impress. You can start small by observing your normal environment – friends and family. See how they are positioning themselves in the room and what body postures they have. Get to know their normal gestures, voice differences, and gaze.

Now let’s go for the two of the three P’s as they are called in teaching – practice and production.

Practice!!! You already know yourself and you observed how others behave. Now, gather your friends or family and try to influence them in one of the ways learned. Use your eyes and head to show interest or cross your arms and legs to manifest your reservations. Have you gained confidence? Do the same with your colleagues! Then, if you are sure of yourself, practice with the management and see what you’ll get.

Produce!!! You are ready to go a step forward and do it formally, during a meeting, negotiation or a conference with you as a presenter. Remember, as much confidence you gained through practicing with your family, friends or colleagues, talking in front of strangers is different. Here the most important things to bear in mind are observation and control. Reading other people’s emotions and reactions while not giving yours out is the most difficult and the most rewarding skill. Practice makes perfect! So, you will get there! You only need to be persistent. A different scenario would be, a person sharing the first part of their speech and then allowing a lengthy pause, before summing it up with a punch line. This gives you the time to process their statement and consequently give the appropriate response.
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Wouldn’t it be nice to be able to read people like books? With just a look you could know whether this person is someone is being deceitful to you or not. You could get ahead of them and everything would be fine. This sounds too good to be true, right?

While it is not possible to read minds, you can get pretty close to clairvoyance with the tips in here. This is your guide to the fundamentals of reading people like books. You will learn everything you need to know about body language, facial expressions, nuances of speech, and other signs that reveal what a person is trying to conceal. It may seem very difficult to figure out what a person is trying to hide. People may seem like obscure, impenetrable mysteries. But that is just because you don’t know the cues and signs to watch for. Once you learn them, reading people is actually very easy. Some people make a living out of reading others. FBI profilers, cops, job interviewers, and even dating profile matchmakers are excellent reads of character who are adroit at finding out who people really are without being told. These people are not in possession of some secret superhuman talent. Rather, they have mastered tips and tricks that you can master yourself. This will help you become as good as an FBI profiler at reading other people.

You first have to learn some of the main tells that people exhibit. These tells not only betray when someone is lying, but they also indicate what a person is not saying. Tells give away what a person is hiding inside, whether or not the person is being dishonest. One of the best tells is any inconsistency between someone’s talk and body language. Eye contact is another great tell. Fidgeting can indicate nervousness.

You can glean a lot of information about people by what they do directly say, however. People are surprisingly open. You just have to pay attention. Learning to read people involves learning to really listen and absorb what someone says to you. Furthermore, you must learn to make people want to open up to you. You can make yourself the type of person that people want to talk to. You want to project an aura of caring and compassion that make others trust you and feel comfortable around you.

There are so many different ways to read people. From being introspective to carefully observing others. You may wonder why reading people is so important. There are countless benefits to being able to understand the people around you right off the bat. Your understanding of people can certainly make your life easier.

For one thing, you can become a more sensitive and empathetic lover and friend because you understand people better. You can read the signs of someone’s emotions and respond appropriately. You will no longer be clueless about what those around you feel.

You also can avoid a lot of pain and problems by learning to identify the true intentions of people. Some people are just bad. Most bad people are good at hiding it, however. You can see through their ruses and protect yourself. On the flip side, you can spot good people who will treat you well. As a result, you can avoid bad friends and pick good ones. Your dating life will improve as well as you become more discerning about your partners.

Work can become easier. If you work in sales or customer service, you will be able to read your customers for clues about whether or not they are happy. If you work for clients, you can understand their wants better. You can become more empathetic and understanding of co-workers and superiors. This can help you satisfy people that you work with better.

In addition, you will get along better with your family. By being able to read your family members, you can tell what they are feeling and what they expect. Fights over “nothing” will stop because you will be able to spot the warning signs that a fight is coming. You will also be more empathetic, which your family members will appreciate. Even on the street, you can become more discerning about the intentions of others. You can spot people who mean you harm and take steps to protect yourself. This is quite important for self-defense. The life skill of people reading is very helpful and essential to your success in your social life. Therefore, you should start learning today.
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_______________________________________________________________________________________________________________________________

It is not facile to read people and especially quickly. But when you are surrounded by manipulative people all around and want to read them and take correct decisions, it becomes imperative for you to analyze, read and take decisions accordingly. As it is crucial for you not only to note the verbal conversation but checking on non-verbal cues too. Anyone can read people and has the ability to do it, but you should know what to look for first. The basic things to observe while analyzing people are their posture, movements, gestures, tone, expressions and eye contact.

It is not imperative to read minds. You just need to pay heed to these details to understand what is going in his mind. In fact, by noticing all this you can even assess a person when you meet him for the first time. Few people are like open books and easy to read but there are few which are very difficult to understand and read. But if you sharpen your skills and read the points below, I am sure you would become completely versed in analyzing and reading people in a speedway:

1) Create a baseline: There are many people who would regularly clear their throat, look at the floor, scratch their head, put their hands-on mouth, etc. First, you need to establish a baseline about the person by seeing what his normal behavior is. It would be bad on your side if you feel that a person is getting nervous or lying if he is not maintaining eye contact. First, check his normal behavior if he normally as well does that, maybe it is the lack of confidence. So, you should not hurry while judging them, take some time and observe their regular behavior first.

2) Observe body language signs: The first thing that you should see is their appearance. See if they are wearing a shirt and shoes, a suit which shows that they are dressed formally and indicates ambition. If they are wearing jeans and shoes it shows that they like being comfortable and casual. Wearing any pendant of god might show they are spiritual. So, it is vital for you to first notice their physical appearance.

Secondly, check on their posture. You should check on the way they walk, they sit and talk. This would depict that they are confident enough or give a sign of low self-esteem. So, the time they enter check how they come and with what posture they sit.

Thirdly, see their physical movements. Observe if they are leaning too much, how they are sitting, lip biting or hiding hand or putting them in the pocket. This will show if they are nervous, confident or aggressive.

3) Facial Expressions: Another substantial thing to see his facial expressions as you can easily read them. If someone has deep frown lines it means that the person is worried or thinking too much. If you see someone clenching their jaw or teeth it means that they are tensed. Also, if they press their fingers every now and then, that as well shows that they are nervous or anxious.

4) Listen to your gut feeling: It is something other than logic. Here you need to use your intuition and then judge the person. Intuition lets you see further than other things. Always listen to your gut feeling when you meet someone for the first time. Intuition is something which occurs when you meet someone for the first time, and you can trust it. Also, if you get goosebumps after meeting someone, it means that person has inspired you a lot and maybe is a positive sign.

Thus, these were few basic points which should be kept in mind when you are trying to read people and it would help you a lot as these are the basic points. It has been already proven that 55% of the information we can fetch a person by non-verbal communication only.

These are a few signals which people send us without even knowing it and you have to get hold of those signals.

But furthermore, there are more things which you should know as they are the small points but can leave a big impact while observing them. I do not want you to miss even a single point by which you can get to know if a person is nervous, happy, tensed, anxious, confident or low.

Let us take a look at the points below:

1) Biting a pen or pencil: If you see someone doing this it means the person is either feeling low or depressed. In such cases, you should always try to make that person happy and try to cheer them up. Maybe they are worried about something, so you should ask them about it and try to provide a solution. Also, if the person is biting on the arms of their glasses it depicts one and the same thing.

2) Closing their eyes: Sometimes closing eyes means that you want to hide away from the world. If a person is closing his eyes while talking to you it means that they want to get rid of you. Closing eyes does not depict that they are scared of you or hiding from you but simply means that either they are not interested in talking to you or want to avoid you.

3) Rubbing their chin: This can be a sign when people are really confused and trying to come to a conclusion or make a decision. They do not even realize that people are looking at them or noticing them. Hence when you see someone rubbing their chin it means that they are in deep thinking, analyzing thoughts and trying to make a decision. You can even ask the person if they need any help or can provide any solution.

4) Covering mouth with the hand: It is usually said that people do that when they do not want to release anything from their mouth. Not only this, at times people while keeping their hands on their mouth pretend of coughing when they are not. So, when you see someone doing that, it means they are hiding something from you.

5) Sitting with crossed arms: Well, many people feel comfortable sitting or standing in this position, but mostly if people do this, it means they are not comfortable about something. Also, it means in few cases that they are not feeling secure and good about the place or person. Which means if while conversing with someone you observe someone sitting in crossed arms you can always ask if they are feeling comfortable or not.

6) Leaning forward: When a girl leans forward while sitting, it means that she is showing interest in you. In this situation, the legs remain motionless and the upper part of the body moves forward and that too intentionally. If you do not want to take things forward and do not feel the same, then you should always make it clear beforehand either verbally or by giving such signs.

7) Fixing Appearance: If someone is continuously fixing the appearance and looking in the mirror as they want to present themselves in the best possible manner, this means that they are showing interest in you. They might want to come and see you again and again, trying to appeal to you, and this means that they like you. So, as mentioned in the above point if you do not feel the same way, either ignore it or clear it out.

8) Leaning Backward: If someone is leaning backward while conversing with you, it means they are tired or bored talking about the same thing. It can also be a sign of disinterest or monotony. Thus, if you see that, then either you should change the topic or discuss it interestingly so that the other person gets involved such as include images or videos in the presentation, play quiz, etc. to make it more interesting.

9) Rubbing of hands: This is usually considered to be a positive sign. It means that a person is hopeful and has a positive feeling about something. It also means that they are happy and ready to start off with the decision. People also do this when they see profit coming from some deal or idea.

10) Handshake with the palm facing floor: It is a very good sign and indicates that you are ready to help the person or vice versa. Not many people know about it, but as you want to know everything about analyzing and reading people, this is also important to know. In fact, you can also use this if you want to non-verbally convey the message that you want to help them.

11) Glove Handshake: If someone takes your wrist with freehand, it means that they are trying to say you can trust them. These are very small signs but are necessary to learn as they can be beneficial in both personal and professional aspects.

12) Shaking hands with the palm facing ceiling: This is a sign of sympathy if someone puts the palm on top of the hand. It means they understand the situation and really want to help you, but it is true only when the person does it immediately after or during the situation. There is one more meaning attached to it which is, if they have been holding your hands for some time and then put their palm on your hand, it also indicates that they want to tell you who is the boss there. So, when someone does this handshake to you analyze carefully and then judge accordingly.

13) Handshake along with a touch: Well, many people do this. But it means that the person lacks communication, or they need company.

14) Placing feet on the desk: Worst thing that someone can do. It represents disrespect, bad manners, dominance, that the person just cares about himself and wants to tell who the boss is. If anyone feels comfortable like this, they should sit like this at home, not in the office. This depicts a negative sign and shows arrogance too.

15) Adjusting tie: This sign also has two meanings to it. One is that the person is not feeling comfortable in that situation and wants to leave, or men also adjust tie when any good-looking female passes by and they like her.

And so, these were the few specks to remember, while reading people or can also use if you want to give them any signal. It is important to retain all of these as I am sure they would surely help you in your professional and personal life both.
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_______________________________________________________________________________________________________________________________


BODY LANGUAGE CLUES: THE BASICS

When individuals communicate, the face is typically the focal point.  The lips are home to revealing contextual clues towards a person’s thoughts. For example, when the lips begin to draw inward towards the mouth, a person may be hiding something. They may have a secret or detail they want to share with you, but are apprehensive due to various reasons. This is sometimes known as “lip swallowing” as a person is physically stopping themselves from revealing what they truly want to say.

Many attribute a sad face with the corners of the lips pointing downward. Some individuals rest their lips in this position on a regular basis. This could indicate an inward turmoil or grief they are experiencing. Many of us encounter melancholy individuals whether personally or in the workplace. The next time you are speaking to them, pay attention to the positioning of their lips. You may have a solid backing for viewing them as being generally sad.

People who frequently bite their lips may deal with chronic anxiety or are showing you that they are uncomfortable. Many times, an unpleasant conversation, stress, or nervousness will show through biting. This action is almost like a safe space for individuals as it provides them with comfort in the midst of anxiety.


SIGNS GIVEN THROUGH THE NOSE

Although commonly ignored, the nose can signal various emotions such as aggression, displeasure, and even brainstorming. When people are deep in thought, you may notice that they tend to play with the tip of their nose by wiggling or even making an imprint on it. A slight pinch shows frustration; perhaps a person cannot figure out a solution.

You have likely heard the reaction of a person being provoked. However, the nose can signal the true nature of their next move. When the nostrils flare, a person is experiencing a great deal of adrenaline due to feelings of extreme anger. They may be reaching their limit in an argument and gearing themselves up for the next level. When you notice this, perhaps de-escalate the conversation until that person can calm down. They may be using this intense form of breathing as ammunition to explode!


WHAT YOUR EYEBROWS ARE SAYING

The forehead works in conjunction with the eyes and eyebrows to signal astonishment with slight wonder. Maybe you are retelling an exciting story, and the person doesn’t quite believe the extremity of it. Their forehead may wrinkle to indicate disbelief. This doesn’t mean they think you are a liar. Rather, they are surprised by the story’s context which makes them want to know more.

The eyebrows are just as expressive as the eyes themselves. Since they are flexible to a certain degree, they are able to be animated. As mentioned, a wrinkled forehead can be associated with shock. Often, this is accompanied by raised eyebrows. This positioning of the face is aligned with the common “gasp” expression used in illustrations.

When lowered, the brows can signal a plethora of emotions from confusion to irritation. Speculation is the commonality between the different signals given off by the brows. In addition, a lowered brow could indicate disrespect. In an argument, oftentimes, one misspoken phrase can set off a round of lowered brows followed by the head slanting backwards.

Cartoons may depict a hunky man raising and lowering his eyebrows up and down when looking at an attractive woman. These actions are often expressed in an extreme manner. Although entertaining, illustrators are correct with their depiction. Brows moving in a quick up and down motion can signify recognition. When we run into an old friend at a crowded coffee shop, our eyebrows may quickly jolt up and down.

These are examples of subtle movements taking place in unlikely areas of the face. The eyes were purposely left out as we will dive deeper into their meaning later. Although the face is home to distinct signs of emotion, the body can radiate similar clues to indicate feelings.


BODY CUES

When engaging in a conversation, leaning in towards your partner reveals interest. While eating dinner, a woman may lean in towards her date with her entire body pointed in his direction. When this occurs, all areas of the body are facing the subject at hand. Even the fingers, toes, knees, and nose are facing the opposite person. In many instances, legs leaning towards a love interest while sitting could indicate a desire for a sexual encounter.

A hunched back with shoulders pointing inward indicates anxiety or sadness. When the body curls inward, this demonstrates fear. Your body is trying to protect itself instinctively. When a child is embarrassed, you will often notice their head, shoulders, and arms dropping in an obvious manner. In adults, we are conditioned to hide emotions such as embarrassment, anxiety, or fear. Because of this, the signs are subtle. At the root of all emotions such as embarrassment, anxiety, or sadness is fear. Fear of the unknown, fear of what others are thinking, and fear of the future. With the body curling inward, you may suddenly feel safe and less vulnerable. To prove this, imagine a time where you were embarrassed by a mistake at work. Perhaps your boss confronted you about it in a less than ideal manner. Did you have to force your body to stand tall to exude confidence? If so, you probably had to work at holding yourself upright.

The chest is a silent means of flirtation for both men and women. Men may point their chest outward to show masculinity. A woman may entice by pointing her chest towards her interest in order to expose her breasts. In addition, women may slightly turn their chest to about 45 degrees in order to further pronounce their figure.

A chest that is curving inward is a protective mechanism. Animals, as mentioned in the outset, have a similar body language that communicates dominance or submission. When a wolf is showing his alpha that he is not a threat, he will curve his chest inward, thus concealing his strength. This isn’t an inviting pose, but rather, a sign that he isn’t seeking conflict. Humans display these same tendencies. A successful CEO may relax the chest and position it inward when wanting to appear humble towards employees. This pose, although it translates insecurity, can be a friendly, submissive gesture, perhaps even signaling respect.


SIGNS OF THE SHOULDERS, NECK, AND HIPS

In a similar fashion, when the shoulders, neck, and back are upright, this person is demonstrating confidence. However, the need for authoritative power could shift the shoulders from an upright positioning to one that looms over as a means to show intimidation. Notice how the shoulders, even though being portrayed as upright, still slightly curl. Although this person is clearly trying to establish authority, there is still a slight insecurity or protection in his stance. This is a key sign in revealing people who may appear confident but are truly insecure about something deep down.

The back is powerful and direct. When you are conversing with someone, and they keep their back turned away from you, likely, they are not interested in what you have to say. In addition, this could be another sign of attempting to give off dominance. This dismissive behavior is condescending to the person they are engaging with and makes them less approachable.

The hips make subtle movements but powerful demands. Generally, the hips are used with sexual communication, thus inviting or rejecting a potential partner. When pushed outward or swayed, the invitation for flirtation is abundant. A person may show their attraction in this manner. Similarly, the direction that the hips are pointing towards could also signal the direction that person wants to go.

Body language is a beautiful tool that allows truth to emanate. Body language is all about association. The directions that we typically link to emotions can reveal the true state of a person. In order to effectively master this language, it’s important to understand basic psychological principles. When assigning deeper meaning to common motion, you are thinking like a psychologist. As mentioned, the previous examples only scratch the surface to what the body is telling us. As we dive into the complexities of body language, you will see how intricate and detailed this communication form truly is.


UNDERSTANDING THE SELF - WHAT DOES MY BEHAVIOR DISPLAY?

In order to properly analyze others, it is important to seek understanding with your own body movements. In social settings, the way we position our body can be the difference between making friends and repelling them. Since we cannot see our body movements as well as others, it’s important to become in tune with your feelings and perception. Many times, we may not even realize the silent signals we are giving off. Sure, we have the ability to speak our emotions, but we all know that the truth is seldom spoken.

Science has proven that we emit energy that can be detected and is even contagious. When your inner energy is feeling tired or bored, your outward appearance will give evidence of that energy despite how “excited” you say you are. Technology has given us the grand opportunity to display rejection with the simple glance down at the phone. For example, when a friend is telling you a story that you are 100 percent not interested in, likely you will reach for your phone and begin scrolling. Your words are saying, “Uh-huh,” occasionally, but your demeanor speaks volumes. You may believe you are listening when really you are showing outward disdain for your friend. This sign is often taken as disrespect and could create distance in the friendship.

Another common sign is the crossing of the arms. In social occasions, this can be translated as, “I don’t want to be here.” When in reality, you could simply be cold. Since this is what you are exhibiting, others are naturally going to view you as unapproachable. Do you find yourself doing this quite often? Crossing of the arms is another form of protection. It is almost likened to a comfort mechanism that we do when in an uncomfortable situation.

This can be attributed to a form of social anxiety and inner insecurity. Sure, you may be the most inviting person in the room, but you are not aware of that yet. Your inner, primal voice is activating your fight or flight response. You may be subconsciously uncomfortable with your outfit, afraid of others' opinions, or even fearful of talking to people. The importance of becoming aware of your deeper desires will work wonders towards your body language.

Another instance occurs during one-on-one communication. Do you notice your eyes drifting during a conversation? Or even your hand being placed on your face while someone is talking? This signals disinterest and could be extremely disrespectful to the person talking. In turn, your friend could become upset with you without you even realizing it.

Flirtation can be a fine and tricky art because many of the signals of genuine interest and attraction are often intertwined. For example, a young man was engaging in a conversation with a married woman at a public event. She was talking to him about a job opportunity she had available in her department. Being recently laid off from his job, naturally, the man was excited! He began to shift his body towards her as he leaned his head in. His eyes never left hers, and he had a slight smile on his face. Upon noticing, the woman’s husband grew increasingly alert to their conversation. From the outside, all he saw was this young man, leaning in towards his wife with a smile. Unbeknownst to him, the situation was far from flirtatious.

This is a clear indicator of how our body language deeply affects the way people view us. When engaging in that conversation, the young man was extremely interested in the possible job opportunity, not the married woman. However, his body language signaled attraction. The importance of being aware of how your body is positioned when speaking to others is a subliminal sign of respect.

One fantastic way to become aware of your body motions is to remember the three W’s: who, what, and where. Let’s consider them one at a time.

Who

When speaking with another person, it’s key to remember who you are engaging with. Is it a close friend of the opposite sex? Is it your manager or maybe even an older person? In all of these instances, the way you position your body means everything. Take, for example, speaking with your manager. Do you find yourself naturally crossing your arms when he or she approaches you? This could be your way of protecting yourself against their authority, or you may actually dislike your manager. However, you want to keep your job and even appear interested in what he or she has to say. This instance is when acting and awareness play a major role.

When you see your manager coming, the butterflies may ensue. You may even become a bit clammy in the hands. Instead of allowing that feeling to overpower you, simply acknowledge it, and let it be. Don’t try to manipulate the feeling as that causes further anxiety. Rather, acknowledge it, and place your hands by your side with open palms. Try your best to breathe and remain comfortable. Position your back upright with your shoulders aligned. Create an opening demeanor that opens the door for conversation.

What

When engaging in a conversation, try to feel what your body is doing. Are your hands clenched in a fist? Do you feel your face tightening as if you’re displeased? When you become aware of what your body does when engaging in a conversation, you will be able to control those muscles. One vital question you can ask yourself is, “What is my body telling others right now?" By doing so, you can immediately change the way others perceive you.

Where

It’s especially important to be cognizant of where you are when speaking to others. Oftentimes, certain atmospheres may warrant specific behavior. For example, during a blind date, it would be quite rude to scrunch your forehead and brows in disgust at your date’s appearance. Sure, they may not be what you expected, but you never want to display your inner emotions. In addition, you wouldn’t walk into a funeral with a big smile and open arms. Even if you barely knew the deceased, that demeanor may appear heartless to the grieving family. Making the connection between what your body is doing and remembering where you are is imperative for your reputation.

Body awareness is key to navigating your world. It is defined as “the sense that we have of our own bodies.” It is an understanding of the parts that make up one's body, where they are located, how they feel, and even what they can do.  Certain activities such as yoga and Pilates assist with connecting the bridge between the body and mind. When engaging in these exercises, you are mentally aware of the positioning of your body. You have full control over your balance which strengthens your mental and physical muscles. Engaging in these activities on a regular basis can assist with understanding your body movements. This will come in handy when evaluating what your body is doing in social settings.

To practice your own proprioception exercise at home, begin by balancing on one foot. What are your arms doing? Your fingers? Do you feel a tingle in your opposing leg? Become engrossed in how your body is working together to keep you balanced. By repeating this simple exercise daily, you’ll begin to notice the movements of even the smallest parts of your body.

In order to fully understand the body language of others, you have to become connected with your personal movements. Body language is more than just reading movements. It’s attributing a deeper meaning towards body posture that can speak volumes into a person's emotions.
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_______________________________________________________________________________________________________________________________

What we say and what we mean can sometimes be two very different things, and that’s where body language comes in. Because body language makes up the vast majority of communication, no book on analyzing people would be complete without a guide to reading it more accurately.

Only 7% of what we say comes through in our actual words – the remaining 93% is to be found in our tone, volume, posture, movements, facial expressions and more. You’ll find hundreds of guides to body language on the bookshelves, but what we’re interested in when it comes to analyzing people is very specific.

We want to understand a person’s body language baseline: how they speak and stand when they are completely relaxed. When we know this, we can spot the signs of a change in that relaxed state. This can be incredibly helpful during an analysis because it means we can read between the lines – which is especially useful when we are figuring out motivations and weaknesses that the person may not ever describe in words.

Body language is so important to an analysis that it’s safe to say you will never take an accurate read without it. However, we’ve left it until this stage of the book for a very important reason: before you can use it to make judgments, you need the person to be comfortable with you.

Only when a person is fully relaxed in your company, no longer suspicious of you and your motivation and able to trust you as a confidant will you begin to see how they hold themselves and communicate in that relaxed state. You need to know this because it will be your baseline. This is the person’s “normal” in the context in which you are speaking to them and any change from it will be an anomaly that gives you an idea of what they are really thinking.

For example, let’s say that the person you are analyzing tells you they absolutely love their job and wouldn’t change it for the world. Because you got them to say this through a Barnum statement, you are fairly confident it’s true. However, you notice that their body language changes as they say it, becoming more closed and tense. Now your interpretation changes – you know that this statement is either something they want you to believe or that they don’t feel safe telling you the truth.

This is also where context comes in. Let’s say you’re at an informal party with mutual friends and nobody is around who works with this person. That’s a very different situation to hearing someone claim they adore their job while at a work function where their boss might overhear. Keep context in the back of your mind when analyzing body language – it might give you even more information than you were hoping for. It’s also important to realize that the baseline you’re seeing in this context may change slightly if you talk again in another context, so be prepared to adjust your concept of their baseline the next time you see them.

So, why are we looking for anomalies? Because body language is an unconscious signal that can reveal the truth behind a person’s words. For instance, perhaps you mention how everyone turns into a bit of a wild child in their university years and the person’s body language instantly becomes uncomfortable and less confident. That tells you something happened during this person’s years as a student that may bear further investigation. Or, perhaps the person claims that they go to church every Sunday and wouldn’t miss it for the world, but their body language changes as they say this. This can tell you that the person may be lying, perhaps to impress you or because they believe it’s what you want to hear or perhaps to hide a perceived weakness.

In general, you’re looking for signs of tension and discomfort to spot that someone is either not telling the truth or has become uncomfortable with the conversation. If a person’s body language becomes more expansive and open, on the other hand, you can assume enthusiasm for the topic.

Some of these signs include:


	
Crossed arms: If the person crosses their arms in front of them, they are “defending” themselves and either disagree with you or is feeling the need to defend themselves.



	
Nose touching: A strange one, to be sure, but a person who touches their nose is often lying to you or rejecting your opinion.



	
Nodding: This one is pleasingly obvious. If a person nods along with you as you speak, then they agree with you.



	
Fiddling: If the person begins picking at themselves, biting their nails or similar, they are expressing a nervous habit that suggests they are feeling stressed or confused.



	
Eye contact: When we are comfortable and open, we make eye contact with the person we are talking to. If we lose that comfort level for some reason, we find it more difficult to maintain the eye contact.



	
Looking down: A person who lowers their gaze to the floor is either lying to you or for some reason feeling shy.



	
Looking to the side: If the person looks to the side when breaking eye contact rather than looking down, then they have likely lost interest in the conversation – time to move it on to new topics.



	
Pointing: We point when we are trying to take charge, often if we want to express authority over another person. This tends to happen if we are feeling angry or threatened in some way.



	
Smile: We all know the meanings of a smile, when they are genuine. If you do not observe the smile “reaching their eyes” and causing wrinkles to appear in the muscles around the eyes as well as the mouth, then the smile is not genuine and the person may be uncomfortable or insincere.


	
Clenched hands: If the person tightens their hands into a fist, they are annoyed or angry. This can also indicate frustration if the person is trying hard to get a point across but doesn’t feel it is being heard.




	
Pursed lips: If a person purses or clenches their lips together, then they are uncomfortable with what they are saying. Often they are making a confession they would prefer not to have to make and will avoid telling the whole truth if they can.



	
Rubbing hands: When someone rubs their hands together unconsciously, they are usually excited about something.




	
Tone of voice: Our tone changes unconsciously, so if you notice the person’s voice lowering then they are sad or bored, while if it rises then we are excited or enthused.




	
Voice speed: When a person’s voice speeds up, they are often nervous about something and want to reach the end of their sentence to convince you of what they are trying to say.




	
Body “up” or “down”: When we are excited and interested in the conversation, we raise various body parts including arms and chins and heads – sometimes even legs. When a person feels uncomfortable, bored or chastised, they will droop downwards instead.




	
Moving feet: A sure sign of discomfort is a waving or jiggling foot. This is a response to feeling a “fight or flight” reaction – our feet want us to move and react, but socially we cannot do this, so our feet unconsciously move anyway, partly to expel the excess energy caused by adrenaline.




	
Pointing: Pay attention to whether a person is leaning towards you and whether their feet and legs are directed your way. If they are, that person is absorbed in the conversation and interested in you. If their feet or torso turn away, they have lost interest or want to “escape”.




	
Body position: If the person has relaxed into their chair and crossed their legs, getting comfortable, or has crossed their legs to get settled while standing, then they are planning to stick around for a while and are comfortable in the conversation. If they show signs of poising themselves to leave, such as moving to the edge of the seat or leaning away in the direction they plan to move, then they are no longer comfortable or interested and want to leave.




As you can see, there are plenty of signals to keep an eye out for, most of which are easy to notice when you’ve familiarized yourself with the baseline. You can use these signals to spot lies, tell when someone is truly enjoying the topic at hand, uncomfortable with the direction of the conversation and much more, allowing you to decipher their words on a much deeper level.

The most important thing to take away from this is the idea of finding that baseline. Most body language guides will swear blind that X body movement means Y, but that’s simply not the truth – everyone, as we know, is different. What you are looking for are anomalies, which will give you a broad indication of a person’s state of mind that will allow you to analyze their reactions in context.


DETECTING SPECIFIC PERSONALITY TRAITS THROUGH BODY LANGUAGE

There is some debate in psychological circles as to whether you can use body language analysis to predict what personality type a person has according to the Myers Briggs model. While our interactions with the world are very much dictated by who we are and how we think, it’s important to bear in mind that we are also strongly influenced by our surroundings, the culture we are part of and other social cues.

So while you may be tempted to turn to body language as the major part of your analysis, it’s probably not going to give you as accurate a read as you were hoping. In fact, it’s highly likely that you will get the wrong impression entirely, unless you factor in these aspects. On the other hand, it would be wrong to dismiss body language entirely, because there really will be signals waiting to be noticed. Body language is therefore best used to confirm what you think you have already deduced – a confirmation tool, in other words.

In general, you will find that:


	
Extroverts are seldom quiet in a social setting and will often dominate the conversation. Pay attention to how your subject interacts not just with you, but also in larger group conversations and when greeting new people as they enter your conversation circle. An extrovert tends to be the one who wants to interact with everyone and will encourage people to join their conversation. They will locate themselves towards the center of the room or circle between groups of people and will be expansive in their gestures. This may manifest as a louder voice than those around them – one that tends to carry across the room – or arm gestures and an animated face. They will also show much less reservation when it comes to making eye contact. Watch others’ body language too: some of the personality types with extrovert included are magnetic and command attention, so you’ll notice that others will turn their bodies and therefore attention in the extrovert’s direction.




	
Introverts are less comfortable in a social setting and will not be as adept at small talk and attracting the attention of others – even if they try. Some introverts can very much be described as a “people person” but will often grow quieter and more reserved the bigger their audience. On the other hand, take care to include other information in analyzing an introvert as there are certain personality types in which the introversion takes a back seat to a desire to make others happy and comfortable. In these cases, the introvert will still likely show some of the signals of feeling overwhelmed by large social situations, such as sticking to the edges of the room wherever possible and preferring conversations with a small number of people rather than a large group. They may also show defensive body language gestures, such as folding their arms in front of themselves, making eye contact less often and keeping their gestures small to deflect attention.


	
Sensing people can sometimes be spotted through their eyes. Because they make most of their decisions based on sensory input, they are wired to always be seeking it. If your subject appears to be looking around them at the room and the people in it, noticing everything, then they are likely to have sensing as a trait. They will also show body language signals of interest, such as opening up their body language by dropping crossed arms and leaning towards you, when you turn the conversation towards topics that interest them, such as current events and pop culture. The opposite will be true if you talk about subjects such as philosophy, which bore them – after leaving a suitable pause for politeness, they may appear to withdraw into themselves, allowing their attention to wander back to what is happening around them in the room or allowing their eyes to glaze over.




	
Intuitive people don’t usually come across as quite so observant of what’s going on around them. Their eyes will likely remain fixed within a small area of the room and will dart around less. They can sometimes come across as slightly spaced out in a social situation.  The conversation test works in reverse here: if you are speaking to an intuitive, they will become engaged, their eyes will light up and their body language will open up if you tackle subjects such as philosophy and politics, as these will capture their attention. 



	
A feeling person is likely to be the one who is smiling and laughing a lot and generally showing their emotion on their face. To tell a feeling person, watch for facial expressions in response to the story they are either telling or being told, as they will generally react by displaying the appropriate emotion (shock, sadness, amusement etc.). Feeling people often have loud laughs and big smiles and their state of mind can easily be seen on their face.




	
Thinking people are much less likely to allow their emotions to be read on their faces. They come across as calmer, with their movements and facial expressions more controlled and less likely to be triggered by a reaction to what someone else is saying. This can sometimes make them seem “colder” than their feeling cousins.




	
To spot a judging person, take a look at their appearance. Clothing, hair, jewelry, accessories, shoes, makeup – all of these things can be body language signals of their own. A judging person pays more attention to this physical manifestation of themselves and will appear to be more neat and tidy and more “put together”. Their outfit will fit well, be clean and tidy and will be appropriate for the occasion.



	
Perceivers are the opposite of judging people in their appearance. They can often be spotted through their slightly unkempt nature – tops falling off shoulders, slightly frayed handbags, creases on their shirts, messy hair and other small flaws in their outfit and appearance that indicate they didn’t pay quite as much attention to it as they could have.




As you can see, there are signals for every personality factor – it’s up to you to make sure you are reading them correctly and incorporating them into your analysis as a supporting factor that helps you be certain you know who you are dealing with.


DETECTING LIES

Body language has a second, very important function for an analyst. Up until now, we’ve been mostly assuming that everything our subject tells us is the truth. Now that we’ve incorporated body language into our analysis, we can use it to detect those statements that are not entirely accurate. Human beings are almost always trying to make a good impression, whatever that may take. It’s important to our own self-esteem and our vision of ourselves that the person we are talking to both likes us and has a positive view of us.

Particularly when we are talking about our perceived weaknesses, a true statement brings the danger of threatening that positive impression. If, for example, your subject thinks of themselves as lazy and does not want you to know about that perceived weakness, they may tell you that they visit the gym every day, spend at least an hour each day on personal goals such as diary writing or are passionate about doing their work to the best of their ability.

Just because these statements are lies doesn’t mean that person is a liar – and it doesn’t make these statements less valuable to your analysis. You are interested in a person’s perceived weaknesses just as much as their perceived strengths, after all. For this reason, becoming a human lie detector is an incredibly useful skill for an analyst.

Some of the signals you’ll want to watch for (once again bearing in mind that all-important baseline) are:


	
Looking up and to the right: When a person does this, it’s an unconscious signal of a lie because their face is reflecting which part of the brain they are activating. The person is making up a response, rather than recollecting information. Be aware that a left-handed person often looks up and to the left instead.




Loss of eye contact or blinking: When a person lies, they will try to “hide” from you by blinking for extended periods or looking away, almost as though they believe that the truth is visible in their eyes and you won’t “see” it if you can’t see into them. It’s a little like a toddler thinking you can’t see them if they cover their eyes and can’t see you.
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To help us learn a bit more about what speed-reading people is all about, we need to take a look at an example of how this works. Let’s say you go into a store, and you are having trouble finding one of the products that you need. You look around you for some help and you notice that there are four employees nearby that you could ask for some help.

The first employee is a teenage boy who is engrossed in their phone. You may assume that they are not going to take their job seriously or they aren’t that interested, so you don’t ask them for help. The second employee is someone who is wearing a button-down collared shirt with a tie and some dress pants. He looks like he knows what he is doing, but he is talking into an earpiece and hurrying down the aisle so may not have the time needed to talk to you.

Then we move on to the third employee. They are heading straight for the back of the store, taking off their work vest and looking like they need a break, and probably won’t be the happiest to help you out. And then you see the fourth employee, a woman who is standing near a shelf, working on putting products on the shelf. This employee is focused on what they are doing and has no problem smiling at those who walk by. You decide that this employee is the one who will be the most helpful, and the most likely to know where the product you can’t find is.

In this situation, whether you were aware of it or not, you were reading the people around you. You were looking to find the person who would be able to best assist you based on what they looked like, what activities they were partaking in, and the emotions they were showing. Based on these judgments, you narrowed down your options and chose the “best” employee for the job. With this example, it is easy to see that reading people is actually something that we do every day. Speed reading people is similar to this; it’s just a specific way to read people. It is purposeful, quick, and efficient. It helps you to read the people around you in a way that betters your life and helps you to get the things you need in just about any situation.

Speed reading involves many aspects. It can be practiced if you only know one or two of these pieces, but the more that you know, the more effective your readings will be. Some of the things that speed reading is based on are how a person looks and dresses, emotional intelligence, personality types, character, body language, employment, and social status.

It is also important to note that reading people is both a conscious and subconscious act. There are times that we judge people without trying to and without even realizing what we are doing. This is human nature and is simply how we are wired to behave. Conscious reading includes the ways that you can learn to read people better. These acts are focused and purposeful. They do not replace our subconscious judgments, as those are always in the back of our mind. They can, however, add to our ability to read people tremendously.

With this good example of how speed-reading works, we enter into the next question of why we should learn how to do this kind of speed reading. Basically, you should take the time to learn how to speed read those around you because of all the amazing benefits that are going to show up, especially when you are working with dark psychology. If you are able to speed read someone quickly and efficiently, you will be able to learn a ton about them, you will be able to figure out if they are the right target for you or not, and you can save some time by avoiding those who are not the best targets.

Even in everyday life, without using dark psychology, there are many benefits that come with speed reading those around you. Speed reading is a great way to help you get along with people you work with, including your boss, and can help you out with all of the relationships that you have with family and friends. It just makes life easier when you are able to figure out how someone will be able to help you without having to spend a ton of time talking and building up a relationship with them, just to find out this is not the person you needed.

Speed reading people is going to be a type of skill or ability that you are born with, and it is going to multiply the more you use it, turning it into a beneficial tool to use in many parts of your life. It is going to help you learn how to make sense of the subconscious readings that you do of the people around you. And not only will it make it easier to learn about random people you are just meeting, and of people who are closest to you, but it can be a good way to look in and make sure you are presenting the right image that you want to the outside world during manipulation.

There are going to be situations where speed reading can help you out in your life, just like with that store example that we talked about before. And there are even larger ways that it can help you as well. The more that you are able to read the people around you, the people you interact with, the easier it gets, and the more beneficial it will become as well.

As a dark manipulator, learning how to work with some of the techniques that show up with speed reading can save a lot of time. Instead of having to watch all of the people in the room and communicate with them and spend a lot of time getting to know each one, you will be able to use some of the techniques that come with speed reading to help you to zone in on your target, even before you have a chance to talk with them.

Overall, you will find that speed reading is going to be one of the best tools that you can use in multiple areas of your life but especially when you want to work on manipulating and influencing others around you. It is going to add to the subconscious ability that we already have when it comes to being around people and helps us to get more out of the relationships that we are working on with others. It may seem impossible, but often we are already doing things to read those around us, we just aren’t aware of it and we haven’t taken the time to really learn how to turn this into something practical that we can use. As a manipulator, it is time for that to change.


TECHNIQUES, TIPS, AND TRICKS TO SPEED READ ANYONE

Now that we have had a chance to look at speed reading and what it is all about, it is time to pay attention to some of the ways that we are able to use speed reading to help us pick out the right target, work with the target in the proper manner, and ensure that we are going to be able to pick the right technique to use against them. Speed reading isn’t necessarily as hard to do as it may seem.

We often will speed read those around us without even noticing. If you have every ignored or stayed away from someone because you felt the anger and frustration from them, and you didn’t want to get into it with them, then this is an example of how you used speed reading to see how that person was doing, and then protect yourself by avoiding them.

As a manipulator though, you need to take this up a notch. Your goal is to catch on to some of the things that may be hidden, the things that the target and others around you don’t necessarily want to share, but they end up doing so through their emotions, their actions, and your own intuition. This is how you really start to know your target and can make it easier to manipulate them. Some of the tips and techniques that you can focus on when it comes to speed reading your target, as well as speed reading some of the other people around you in all situations include:


OBSERVE THEIR BODY LANGUAGE

The best way to work on speed reading another person is to pay attention to their body language. We touched on a few of the different things that you can watch out for when it comes to body language, but it is surprising how much information we are able to gather from someone else simply because we are able to observe the body language that they share.

Many people are not aware of the information that they end up sharing with others through their body language. They may assume that they are keeping things secret and hiding the inner workings of their mind from others. But a skilled manipulator will be able to see right through this and can catch the changes in voice tone, hand gestures, and even slight movements of the eyes to see what the target may be hiding, and what they actually mean when they say certain things.

Using the body language tools that we talked about can help you to really get this done. You will find that you will be able to read all of the little nuances that are presented with the body language and catch onto things that the target never really thought would get out, much fewer things they didn’t really want to reveal to you. This makes the job of manipulating your target the way that you want.


LISTEN TO WHAT YOUR INTUITION IS TELLING YOU

Your intuition is going to be super important when it comes to working against a target. Sometimes you will find someone who may seem like the perfect target, but there is something about them that sends your intuition through the roof and you don’t feel comfortable with it. It is much better to wait for the right target and listen to your intuition than to jump in and end up with too much work and trouble in the process.

Your intuition is like your subconscious telling you that something is now quite right in a process or in a person. We may not be able to pinpoint exactly what seems off to us but something isn’t right and we don’t feel comfortable with it. While other people may choose to ignore these signals and concentrate on getting things done, going forward even when their intuition is telling them to slow down.

Often our intuition is going to sense things, and know things before our conscious mind is able to catch up. And if we learn how to follow it and listen to the warning that it is giving to us, we are going to see that some action is not the best for us to take. It may seem a bit silly and like we are missing out on a lot of opportunities out there, but in reality, it could save us a lot of work and effort in the process.

Now, your intuition can also come into play to help you avoid getting manipulated. Just because you are using dark manipulation and dark psychology does not mean that someone else is not trying to do the same thing to you or that you are immune to some of the effects. Assuming this is going to land you in a lot of issues and can make it difficult to get the results that you want with your own manipulation. How are you supposed to manipulate someone else and get them to do what you want if someone is already working on and manipulating you at the same time?

Listening to your intuition will not only help you to speed read another person and pick out the right target to use for your needs but will ensure that no one else is going to take advantage of you. You will be able to sense when someone else is trying to use these tactics on you, especially when you are using them at the same time. So, listen to that intuition so that you can keep yourself safe in the process as well. The final thing that we are going to take a look at here is the idea of the emotional energy from the target.

This emotional energy is going to tell you a lot about that person and can help you to understand what they are feeling and how they are going to act. When someone is happier and upbeat, this usually means they have had a good day or some good news, and they are more likely to want to help you out and do a favor. But when they are down and not feeling the best it is likely that they will be more closed off and harder to work with to get to do what you want.

Reading the emotions of the other person is going to make a big difference. Just because someone is going through some motions and knows how to control their body language doesn’t mean that the emotions aren’t going to tell you something about them. And you can definitely use this to your advantage.

Let’s say that you notice someone is in a pretty good mood. They are beaming and can’t keep the smile off their face. They are standing tall with good posture, and maybe even bouncing a bit because they are so excited or in such a good mood overall. They may even talk a bit faster because they just can’t keep it all in. These people have just found out some good news or are just having an amazing day.

Because they feel this way, they are more likely to feel generous and want to help others out. maybe they want to spread out the love and happiness so they will help out with the favors that you want. At the very least, they are not going to be concerned about a little inconvenience when you ask for a favor because they are already in a good mood. This is the perfect time for you to attack. You will be able to come in and ask for any kind of favor that you would like and it is likely the target will be willing and happy to do it.

Now, someone in a different mood may not react in the same manner. They may not want to open up, if they are in a bad mood, they will think the world is out to get them and will be more frustrated when you do ask for a favor. Or they will get sad and want to close up to you. If you ask this kind of person for a favor or try to manipulate them, it is going to end up badly for you. The target is going to get upset, will refuse you, and it could end the relationship and the bond that you are trying to create.

This doesn’t mean that you have to give up hope. But it helps you to stop and think about whether this is the right time to ask or favor or try to manipulate your target. But that doesn’t mean that they won’t be ready to manipulate later on. It simply means that you need to do some work first. Maybe instead of walking away or even trying to ask for a favor when your target is in a bad mood, you can stop and see if you can get them in a better mood.

This may not open the door for your work right now, but it will later. The target is going to be thankful that you took the time to help them feel better about the situation, and they are going to remember that you made them laugh, made their day better, and helped them to get out of a sour mood. And later, when they are in a better mood and you need some help, they will be more willing to help you out without any issues along the way.

Speed reading people is a unique thing that you can add into your dark psychology plan and it a really take some of your dark manipulations to the next level. This method is going to ensure that you really know the person you want to target and will make it easier for you to find the right target, figure out how to manipulate them, and even learn when the right time to start some of the manipulations is.
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It’s worth stressing again at this point that figuring out the four personality corners of a person is not going to tell you precisely who they are and what they are thinking. Their culture, background, experience and other factors are all going to play into the equation, making two people who theoretically fall into the category follow very different life paths.

Think of the 16 personality types as fences around a field. By identifying which one you are dealing with, you know they are somewhere within that field, but never precisely where. Some intrepid souls might even have one leg outside the fence in another field altogether.

But the fence does give you a boundary to work within, and that’s where it comes in so handy for an analyst. You can begin with the personality type you have identified and use it to dig for even more information about how that person’s individual character has evolved since they were born.

So the person you are analyzing will fall into one of 16 categories. Each is defined by four letters representing which side they fell on each of the dichotomies:


	
E – Extroversion


	
I – Introversion


	
S – Sensing


	
N - Intuition


	
T – Thinking


	
F - Feeling


	
J – Judgement


	
P – Perception




INTJ – THE ARCHITECT

The INTJ is truly independent and thoroughly analytical. They prefer to work alone and are one of the least sociable of all the personality types. On the other hand, if nobody else seems capable of leading, they will do so. They are both logical and creative but have a low tolerance for propaganda and spin and are not accepting of authority unless it has been earned.

Architects prefer a structured lifestyle with timetables and clearly defined decisions. Their curiosity is perhaps their defining characteristic – they are fascinated with how things work and constantly seeking knowledge and information.

An architect is not great at small talk and polite conversation, preferring to talk about things that “matter”. They can sometimes seem smug, as they know a lot of things about a lot of things and are never afraid to share them. They will not seem overly emotional, however, and are not keen on following social norms in the form of rituals designed to put those around them at ease.

At their happiest when given the freedom to work independently and find their own solutions, they are known for coming up with creative answers and are often found within an academic, consulting or management role. On first meeting an Architect, you will likely find them intimidating and perhaps somewhat cold, though rest assured that this personality type is a loyal friend or partner to those their intuition tells them are worth their time.


ENTP – THE VISIONARY

This personality type can see the connections between all things, whether that’s people, ideas or things. This also enables them to see how those connections can be improved.

Outgoing and enthusiastic, the Visionary’s motives come from a desire to understand and then improve the world around them. They enjoy a good debate, loving the chance to look at an idea from every angle while applying just as much of that enthusiasm to each side of an argument. One thing you may quickly notice about the Visionary is that they are unlikely to spare your feelings on their path to understanding. To the Visionary, it’s more important to truly understand than it is to spare your feelings. Visionaries can get under your skin and will ask you the difficult questions, even if they sense you are uncomfortable.

The Visionary has big ideas thanks to this way of thinking, but is less adept at actually carrying them through, as he or she will have very little interest in the finer details. Expect a person in this category to dream very big dreams and want to debate them at every opportunity.

While a Visionary is never going to be the most popular person in the room thanks to that disregard for social niceties, but listening to them carefully can be thoroughly rewarding.

There is no problem too big, no matter too small that they will not throw that immense imagination into unraveling – with plenty of fascinating conversation along the way, if you can steel yourself against their indomitable pursuit of the truth.


INTP – THE PHILOSOPHER

At the other end of the scale from the Visionary is the Philosopher, whose introverted nature leads them to apply that same deep curiosity in a more isolated manner. They, too, want to know how things work and are interested in finding creative solutions, which means you’ll most likely discover they have followed a career path in the sciences, architecture, law or philosophy.

Not too keen on blindly following authority, the Philosopher is also the most keenly logical of all the personalities. This personality type is intellectual and innovative, irritated by inconsistencies and able to see things from multiple perspectives.

A Philosopher often seems distracted, as much of the work being done by their minds is silent and kept internal. They do not need to talk through their solutions and how they got there, though they will happily do so with an engaged audience or peer.

In a social situation, the Philosopher will be happy in a circle of people they respect and charming to spend time with. The same is not true for large gatherings of unfamiliar faces, however, where you will most likely find this person in the darkest and most isolated corner. They won’t balk at the chance for interaction, but it won’t be small talk that puts them at their ease – they would much prefer a grand discussion of one of life’s great mysteries.

The danger of engaging in such a discussion if you are unfamiliar with the topic, however, is that the Philosopher has very little time for viewpoints that have not been thoroughly thought through and are not patient with those of a lesser intellect than their own. This personality type may not be good at understanding emotions and applying them to a situation, but a Philosopher is great at seeking a logical answer to your problems.


ENTJ – THE LEADER

It’s always easy to spot the Alpha in the room, and nine times out of ten you’ll find that they fit into this very distinctive category. This person leads and the rest of the world is expected to follow – they can’t help it, it’s written in their very DNA.

Focused firmly on goals, the Leader is great at finding the best and most efficient way to get there. They can be visionary, but also realistic in putting together plans. They are independent souls who are hard to influence when making decisions and extremely logical, which can make it difficult for them to build emotion and subjective reality into their thinking.

Unsurprisingly, you’ll find the Leader in a business environment most commonly, although they may appear anywhere that a strong leader is required and are often found in politics. They can be extremely intimidating but also magnetically charming, as their confidence is inspirational to others.

A Leader likes a good challenge and is equipped to meet it in a full frontal attack. Their strong will and ability to maintain focus makes them perfect choices to push a group of people towards a common goal while making those people genuinely believe it can be done.

Leaders prefer the company of their peers, loving the experience of sharpening their own weapons on the lodestone of others who think the same way. However, as natural team builders, they are also very quick to spot the positive qualities in others and know exactly how to put them to good use.

Don’t expect to be given much quarter for your own shortcomings or emotional reactions from a Leader – they are not fans of weakness and not superb at understanding the feelings of others. If you are lazy at heart, you won’t win the affections of the Leader – but if you are determined to be the best that you can in whatever field or role you choose, they will respect and support you without question.


INFJ – THE PROTECTOR

An extremely rare personality type – only one person in 100 will fall into this category – the Protector is also the most complex and perhaps the most sensitive. This is the personality type most apt to ask, “What is the meaning of life?”

But while they are indeed dreamers, Protectors are also doers. They combine these two seemingly contradictory personality elements into an ability to both see a problem in the world and do something about it.

The Protector won’t be the person pushing a daisy into the gun of a soldier – they will be the person on the podium, inspiring others to understand the issue at hand and make change in the world. As you might imagine, you’ll often find this personality type in a Martin Luther King Jr. or Gandhi leadership role, aiming to make the world a better place.

As they are adept at fitting in socially, many people mistake the Protector for an extrovert, but actually this skill comes from a genuine interest in people and an intense drive to address the well being of others. The Protector is a true introvert who needs time away from other people to recharge – but often forgets this.

Protectors are the instruments of change, boasting an impeccable moral compass and an impressive ability to inspire others to follow it. Like the Leader, the Protector has a magnetic quality that attracts others to their side to help them push for the change they so strongly believe must be achieved.

A Protector’s conviction in their own beliefs contrasts with their urge to put others before themselves. However, because at heart the Protector believes unshakably in humanity and holds qualities such as compassion and justice on a pedestal, they approach problems from an idealistic perspective that can sway even the hardest of hearts to their cause.

Deep, mysterious and extremely complex, a Protector will seek a role that will help them improve the human condition. They are organized, orderly and independent and enjoy a harmonious team environment. You may find that this person is a healthcare professional or counselor or, on the other hand, has followed a creative career that allows them to express themselves and their creativity. Elegant writers and organized thinkers, Protectors can flourish in any of these fields but will do best when they can contribute to humanity’s well-being on a personal level.


ENFP – THE ORGANIZER

This personality type can connect with other people like no other and is compelled to seek social activity as often as possible. You’ll find yourself attracted to an Organizer as a friend or partner very easily – and you’ll find it easy to form a bond with them.

The smile on an Organizer’s face is contagious, as is their energy and drive. These are initiators of change – the people who make those around them keen and willing to pursue a goal simply because of the joy and excitement that doing so embodies.

Like the Protector, the Organizer can see behind the curtain of what others are saying. They are incredibly perceptive and adept at reading body language and other signals, which skill they most often use to create harmony and happiness and bind people in a common cause.

While their charm and magnetism does make organizers fantastic leaders, they often fall down when it comes to the monotonous movements towards a goal. They prefer finding creative solutions and challenging the status quo, innovating wherever they can.

An Organizer loves a good party, but has just as much love for a quiet evening with one or two close friends, getting to know them on a deeper level. Their ability to understand others on a sensitive and emotional level gives them an unparalleled ability to win friends and influence people – everyone loves to hang out with an Organizer.


INFP – THE MEDIATOR

Another rare personality type, the Mediator is the real idealist of this world, always looking for the best in people and events even when the rest of us cannot see it.  This personality is guided by principles more than logic and has a deep need to follow a path of honor and virtue.

You’ll have a hard time convincing a Mediator that the world around them is a wonderful place and everyone in it has the capacity for goodness. Though introverts who do not seek social interactions as much as other personality types – and who can feel incredibly uncomfortable in crowds of unfamiliar faces – Mediators are heartwarming companions who can maintain a moral heart within a group of people.

Loyalty and idealism are the Mediator’s most obvious characteristics and you will most often find them in roles that allow them to pursue their deeply held beliefs. They make wonderful diplomats and peacemakers and have a gift for communication that helps them mediate through a strong understanding of others.

Unlike the Protector, you won’t find this personality type driving the engine of change – but you will find them loyally following the charge. Spending time with a Mediator can remind you of all the beauty in this world and the possibilities ahead of humanity should we choose the path of virtue and harmony. Often artists or engaged in altruistic careers, such as working for charities, these are the people who inspire a warm glow in others’ hearts and make us look to the future with optimism.


ENFJ – THE PROTAGONIST

Another born leader, the Protagonist oozes passion for their cause and the charisma that attracts others to their side. This is the category that politicians most often fall into, but also teachers and coaches and other professions that require leadership through the sharing of a vision.

A Protagonist is interested in other people almost to a level that can damage them, as it often leads them to get too involved in other people’s problems and crises or place trust where it does not belong.

It’s that caring for other people, however, that makes the Protagonist the most popular of all the leadership categories. It’s another very rare category that only comprises two in every hundred people, which is precisely why this personality type is so often recognized publically for their work.

This is the personality type that will win awards of excellence in teaching or will sweep elections. Their secret lies in their genuine passion and honest interest in others’ well being. Empathy is their strong suit, but it can also be their downfall if directed towards a dishonest target looking to take advantage of their good nature.

When the Protagonist speaks, the world sits down to listen. As a politician, the Protagonist wins huge popularity through their deep belief that a solution should always benefit as many people as is possible and should always seek to make the world a better place.


ISFJ – THE DEFENDER

A Defender is a walking contradiction, and it’s in this that they will most often find their strength. Though they are sensitive souls, they possess the ability to be analytical. Though they are socially reserved, they are well liked by others thanks to their people skills. Though they are conservative, they do not fear change. The Defender is a large category, with almost 13 percent of the population falling within it, and many of those who boast this personality can be found in the kind of career that has a sense of tradition, such as teaching, charity work and medicine.

Perfectionists and procrastinators, you can nevertheless rely on a Defender to get the job done. A Defender wants to be helpful and useful and embodies the trait of kindness, which makes this personality type a pillar of support for the community as a whole. He or she will go above and beyond to make sure the job has been done and that everyone is happy and accounted for.

Team players and extremely supportive as friends, lovers and colleagues, the Defender wants you to be happy – and will do whatever it takes to make that happen. They do like to be recognized for what they have done, but they will not actively seek that recognition. This personality type will be the first to offer to get something done, but is often forgotten when it comes time to hand out the accolades.

Defenders are often taken advantage of as they believe in the goodness of people and cannot help themselves when it comes to being supportive and giving. A Defender will remember your sister’s name and where you last went on vacation and will give you gifts that are incredibly thoughtful. As you can imagine, this makes them valuable friends – but easily hurt when their friendship is taken advantage of. On the other hand, they are liked by almost everybody and this allows them to lead a rewarding life, as it gives them plenty of opportunity to be kind, giving and helpful.


ESFJ – THE PROVIDER

This personality type makes everyone around them smile, and they do it by being a cheerleader. Only slightly smaller as a group than the Defenders, they are happy and cheerful and enjoy making the world a fun place to live.

You’ll notice that the Provider is very interested in bringing everyone together, whether it’s for a party of a reunion or a holiday. What they want most of all is to see the people they care about look happy.

They don’t mesh well with the personality types who favor introspective and philosophical debate – they are much more interested in gossip and pop culture for the simple reason that these things allow them to know what is going on around them and how best to contribute in a way that will bring a smile.
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On a daily basis, we look at people and try to describe them and assess who they are based on our interaction with them. We use words like ‘She’s so easy to talk to you’ or ‘He has such a great personality’ or ‘I love working with her. Her personality is motivating’. We use the word personality many times to give a positive or negative assessment of a person but many people are not very sure what personality is and what the psychology of personality is all about.

Despite not knowing what personality is, our assessment of a person, how they behave, and why they behave in such a way are similar to the assessments that personality psychologists do as well. Our assessments are usually very informal, and they focus more on individuals. Psychologists, on the other hand, use the conceptions of personality which can be applied to everyone. Understanding someone’s personality type gives you a good idea of what their baseline is, as well as what you may be able to expect from them in various situations. Let’s explore how you can get an idea of what someone’s personality type is.


COMPONENTS

What are the components that define or make up a personality? When we look at the definitions above, you’d think that a person’s personality is made of components of patterns and traits. While this is correct, it is not entirely what makes a personality. Some other core components of personality are:


	
Consistency: There are a recognizable regularity and order to the behaviors seen. People generally act or behave in the same ways no matter what the situation.


	
Psychological and physiological: While most agree that personality is a product of psychological form, research also points to personality being influenced by biological needs and processes.


	
Behaviors and actions: Personality also has an immense effect on what causes us to act, behave, move, and response in certain ways 


	
Multiple expressions: When we talk about personality, it extends above and beyond behaviors. Personality is also seen in our feelings, thoughts, social interactions as well as our close relationships.




PSYCHOLOGY APPLICATIONS

How personality develops and changes over a person’s lifetime is an extremely exciting element of life that one can study. This study and the results gained serves as an important tool to understand the practical applications of the real-world, why people act and behave a certain way and what motivates the behaviors and thoughts.

In most cases, to study a person’s personality, personality assessment tests are usually done to help people understand and learn more about themselves and their weaknesses, their preferences, and of course, their strengths. These assessments may focus on how people level on certain traits on whether they rank high on conscientiousness, extroversion as well as openness. Some assessments, though, focus on specific aspects of changes in personality over a course of time, whereas certain assessments are used to help people determine the kinds of careers that go well with their existing personality and how they can perform certain job tasks.


HOW DO THEY ANSWER QUESTIONS? 

One important thing to pay attention to when trying to gauge people’s personality type is how they answer questions. Extraverts often answer questions quickly and have a tendency to think out loud. This means that they will likely verbalize several thoughts before officially giving their final answer. Alternatively, all of these thoughts may work together to create their overall answer. Introverts on the other hand are far quieter. They may use a filler word such as “um” or “uh” while they think about it, but they are less likely to provide as much information about the thought process. Instead, they will quietly mull it over in their mind until they have an answer for you.


ARE THEY FOCUSED ON THE PAST AND PRESENT, OR THE FUTURE? 

These people are more concerned about right this minute, and also use the past to create their overall outlook on life. In other words, they combine the past and present to create their perception of reality. The other type of person is known as an intuitive. Intuitive types are people who are more focused on the future. While they are presently living in the moment, they are likely to be looking for what is coming next, rather than mulling over what has already happened.


HOW DO THEY CONSIDER OTHERS IN DECISIONS? 

If you want to know what drives a person, pay attention to how they consider other people when they are making decisions. People who make decisions quickly without considering how the outcome will affect others are known as thinkers. These are people who are more focused on the logical, rational, and thought-based side of things. They are likely not intentionally ignorant toward how the outcome affects others. Instead, they are simply driven by thought. The opposite of this includes those who are driven by their feelings. These people are more likely to pay attention to how the outcome will affect both themselves and the other people in their lives. They want to know what the emotional repercussions will be and they are very careful to make sure that no one gets hurt as a result of their actions.


HOW DO THEY ADAPT TO CHANGE? 

Some people adapt well to change, others don’t. Knowing this element of a person’s personality type can greatly help you when it comes to understanding them as a whole. If a person tends to be open to options and is willing to look at all different solutions for a problem, they are more likely to be comfortable with change. They can adapt to any chosen solution and are typically more interested in choosing the best solution for the question rather than the best solution for them. The other type, then, is someone who is not good with change. These people choose the solution that answers the question and keeps them feeling comfortable in the solution. They are unlikely to want to change their decision and will typically defend their solution quite gravely.

Combining the answers to these four questions is the best way to gauge how a person is in various situations. You will be able to understand and predict how they are most likely to act under a variety of different circumstances, making it much easier to understand their personality type. Remember, everyone has a different placement on the personality spectrum. Some may be louder and more outgoing than others, whereas others might be quieter and more reserved. They may, however, share qualities from opposite ends of the spectrum. The best way to gauge exact personality type is to look at each person as an individual and build their baseline with this knowledge.


DIFFERENT TYPES OF PERSONALITIES

There are five personality traits that are the most widely accepted and are good categories for starting to analyze personality types. These five main traits are what ultimately makes up someone’s personality type. Someone could be very careful and only a little bit of an extrovert. Another person could be equal parts agreeable and open. These combinations can go on forever. This is a simplified way of defining someone’s personality, but it is a good place to start. We will now take a deeper look into these five personality traits to learn more about them.


AGREEABLENESS

Agreeable as a personality trait is a way of defining how kind or warm a person is. The more agreeable someone is, the more kind and warm they are. People who are agreeable also tend to be described as compassionate, trusting, helpful, and good. People who are highly agreeable are oftentimes very cooperative, and they are usually nice people to be around.

Conversely, people who are not agreeable at all, or disagreeable, are the opposites of these characteristics. They are colder towards other people and uncooperative in a lot of situations. They do not trust others and are oftentimes suspicious of other people. People who are disagreeable are not as pleasant to be around. These people are often described as being difficult as well.


OPENNESS

Being open as a personality trait oftentimes mean how open someone is to experiences in general. People who have a high amount of openness in their personality are adventurous. They enjoy trying new things and experiences. These kinds of people tend to have a curious nature and like to explore. They are oftentimes creative and enjoy art as well as vivid imaginations. People who are open often like variety in their lives. These kinds of people enjoy the change in their life. Instead of viewing it as a daunting thing, it is exciting to them.

Oppositely, people who are very low in their openness in their personality are the exact opposite. These kinds of people do not like trying new things. They are happy and comfortable with what they know they like. They are not usually adventurous and not into trying new foods or activities. In addition to these two extremes, there are so many people who have different levels of openness that are between these two extremes.


EXTROVERSION

Being an extrovert or an introvert is probably one of the most popular and well-known personality traits out there. People often describe themselves as being an extrovert or an introvert, or somewhere in between.

People who have a high level of extroversion are often described as being social butterflies. Extroverts love to be social. They enjoy being around and talking to other people. Extroverts draw their energy from the people they surround themselves with. These people often have high energy, are assertive, and fun to be around. On the opposite end of this is the introvert. Introverts are the opposite of extroverts. Introverts do not like being social. They prefer lots of alone time. This is because introverts process social interaction differently in their brains than extroverts do. Being social is much more physically and mentally draining to an introvert. It requires a lot of work and energy to be social. Most people think that if someone is an introvert, that means that they are shy. These are not the same thing. If someone is shy, that means that they have a fear of social interaction. An introvert can have no problem being social. They usually just prefer to be social in short bursts of time and with a smaller group of people.


CAREFULNESS

People who are careful, or conscientious, are the kinds of people who are often described as being organized and responsible. These kinds of people have a strong sense of duty, and they are focused on being successful and achieving goals. These people are often times very disciplined. Generally, if someone is careful, they won’t be the type to do a lot of spontaneous things like jumping on a plane suddenly and going to a new country. Careful people are generally planners. They are organized and like to plan out almost everything in their life.

On the opposite end of the spectrum, people who are not as careful or conscientious are oftentimes spontaneous. These are the kinds of people who will do big things without planning or a lot of forethought. Sometimes these kinds of people can be careless, which can be dangerous and not as good of a characteristic to have but certainly not all of them will be careless.


NEUROTICISM

If someone is described as being highly neurotic, that oftentimes means that they are big worriers. People who are neurotic tend to have a lot of anxieties and worries. These kinds of people are more prone to slipping into anxiety issues and depression. With these kinds of people, if things are going great in their lives, they will find something to worry about. Neurotic people can be big over-thinkers, and it can greatly affect their daily lives.

In contrast, people who have low levels of neuroticism tend to be more emotionally stable. These people are not big worrywarts and they tend to have a calmer personality.  So overall, people’s personalities are made up of different levels and combinations of these five common personality traits. There are so many different variations, and that is what makes people so unique from one another.



Chapter 7

THE LANGUAGE OF THE SUBCONSCIOUS





Chapter 7 The Language of the Subconscious

_____________________________________________________________________________________________________________________________________

Before you can start reading body language in order to discern people’s behaviors, you need to understand the mechanics behind what makes up a person’s personality. For that, we need to take a brief look at the role played by the subconscious mind. A major part of our response to certain stimuli is highly affected by our subconscious mind. So what is the subconscious mind, and how does it work?

The subconscious mind consists of memories, experiences and beliefs stored in our mind that we are not directly aware of. This massive memory bank has a great influence on personality and drives our strengths as well as our weaknesses. For example, public speaking is an area of concern for many people. Many friends out there find it very difficult to confidently express themselves when faced by an audience. Psychological studies have revealed that certain beliefs or the past experiences of such people might hold the key to this discomfort and are well worth looking into. Psychologists suspect that the most common belief that influences such a behavior is people who think of themselves as unattractive. This might be a result of bullying in their childhood or being constantly shunned by parents/teachers for being too expressive.

Another interesting theory about the subconscious mind is that it not only shapes your personality, but also affects your perception of events. For example, if a confident person sees people looking at him/her with a smile, they would probably take that as a sign of admiration and attraction. On the other hand, a person who has self-confidence issues might feel that they are being made fun of. Therefore, it is vital to understand the workings of a subconscious mind before we can move on to the next step and actually start reading body language.

Sigmund Freud was a famous Austrian neurologist who is hailed as one of the pioneers of modern psychoanalysis. Freud’s work was a great contribution in this area, and his research on a whole host of subjects like religion, philosophy and feminism have been the subject of constant debate amongst the psychological circles to this day. It was Freud who first presented the idea that a human mind can be divided into three parts. If we were to represent it on an apex scale, at the top would be the conscious mind. This is the part which we are most aware of and most in control of. It can be thought of as a keyboard or a mouse in relation to a computer. We can decide what information we want to take in, and in what way.

The second part of this apex, just below the top, would be the subconscious mind. Its main purpose is to form a buffer between the conscious mind and the third section of the human brain, i.e. the unconscious. If we continue on with our analogy of a computer, the subconscious mind mimics the role of RAM (Random Access Memory). The role of both RAM and the subconscious memory (in their particular domains) is to hold important, recent information to be readily available when required. Recent names, faces, numbers and experiences are stored in our subconscious. The subconscious is most active when our mind is in a relaxed state, like when we are sleeping or performing relaxing tasks such as taking a bath or sunbathing. It is quite possible that we come up with new thoughts and ideas in such a state because that is when the subconscious mind is the most active.

We are all aware of the inception of the word “Eureka!” Archimedes, while taking a bath, noticed the displacement of water because of his body. This discovery led him to propose something we now know as the Archimedes Principle. Our subconscious mind is an integral part of our thought process, although we are not always aware of it.

The last—but not least—section of the mind is the unconscious which makes up the base of our apex. Just like a hard disk in a computer, the unconscious mind performs the task of a data storage unit. All of our life’s experiences, beliefs and thoughts that have an impact on our personality are stored here. The subconscious mind, in conjunction with our unconscious mind, makes up the logical part of thought process. It is these parts that help us make sense of things and determine how we will react in certain situations. During the early part of our childhood, when we are not yet self-aware, it is the unconscious and the subconscious mind that determine our actions and let us know when it is time to cry, feed or even smile.


HOW TO UTILIZE YOUR SUBCONSCIOUS MIND POWER

Now that we have developed some understanding of the subconscious mind power, we can move on to harnessing this power to our advantage. And the first thing that we need to establish before we move any further is that your subconscious mind cannot perform any miracles. Therefore, people need to keep their expectations in check when tapping into their subconscious mind power. For example, there are some people who believe that just by convincing themselves that it’s true, they can start losing weight without having to do any exercising or dieting. This is completely untrue. Your mind can only do so much. It is actually your body that has to physically carry out the task. Therefore, your aim should be to convince your subconscious to develop the right mindset, so that you can have the necessary will and determination to do what you have to do.

Your subconscious can be one of your biggest allies in your search for success and supremacy. You can achieve a lot if your conscious mind is in sync with your subconscious. There are several practices that one can try in order to train the subconscious to support your ambitions. The key is to focus on your goal. One of the most important techniques to train the subconscious is called ‘alpha conditioning.’ The process is very simple and there are many ways in which you can reach the alpha state. Simply sit back in a nice comfortable chair and put on some relaxing music (preferably without any lyrics). Then just imagine your muscles relaxing from head to toe. Try not to focus on the act itself, rather, let your mind wander into the dream realm. Take slow and deep breaths and repeat the mantra ‘3…2…1…ALPHA.’ The advantage of the alpha conditioning is that it helps to relax your mind and body so that your subconscious can come to the surface and then be conditioned.

If you have a certain ambition and want your subconscious to help you in that regard, just focus on that ambition before going to sleep. Let’s look at an example to clarify this statement. For instance, suppose that you have realized that you are no good at Mathematics and want to change this. Your subconscious has registered that you are not good at Mathematics, which means that you will never feel confident when attempting to solve math problems. In order to remedy this problem, every night before going to bed repeat to yourself ‘I am becoming good at Mathematics.’ Positive thoughts and mindset will have a great influence on your subconscious. Again, I would like to point out that in order to actually become better, you have to consciously put in some effort as well. You need to work hard to improve your grades and your skills, step by step. When you see some improvement, your subconscious will automatically start to feel more confident.

When faced by certain problems, it is important to realize the impact of a positive mindset. You should try and avoid stress, anxiety and negative thoughts as much as you can. Because they will influence your subconscious. Instead, try to give yourself positive reaffirmations. Several experiments have been carried out by psychologists that further strengthen our faith in the power of the subconscious. A very practical tip here that might help you before an interview or a speech also taps into the power of the subconscious mind. Before an interview, close your eyes and focus your thoughts on all your achievements in life. Try and recall the moments when you were met with applause and acclaim. Think of all the times when you really felt good about yourself. Doing so will alter your subconscious in such a way that when you do appear for the interview/speech, you will feel a great of confidence within yourself.

Making smart choices about your goals in life plays a significant role in whether your subconscious can actually help you in achieving your goals. Setting up unrealistic goals for yourself will further deteriorate your self-confidence and your subconscious will suffer as a result. Learn to have S.M.A.R.T. goals in life. This abbreviation stands for Specific, Measureable, Achievable, Result-focused and Time bound. For example, if you want to write a book, aim to prepare a manuscript that can be presented to the editors within a specified timeline instead of just hoping to get a book published but never deciding when to start, or finish.


WHY BOTHER WITH THE WHOLE SUBCONSCIOUS POWER IN THE FIRST PLACE?

In here, we will take a look at some of the reasons why psychologists have such a keen interest with this subject. The subconscious mind is a very powerful tool, which if used properly, can be a very potent ally for you. Freud’s theory says that the human mind can be divided into three broad categories:


	
The conscious mind


	
The subconscious mind


	
The unconscious mind




We are already aware that our conscious mind has limited capabilities. There is only so much information that we can store in our conscious mind. After a certain period of time, the information stored here is deleted and replaced by any fresh information that is required. This means that the potential of a human mind is quite limited. However, you might be surprised to learn that the conscious mind makes up only 10% of your brain’s functions. The rest of the major chunk is composed of the subconscious mind. It is the subconscious mind that has unlimited potential. It is true that the subconscious is still not properly understood. We are still discovering all the ways in which the subconscious can influence our lives.


ADVANTAGES OF DEVELOPING YOUR SUBCONSCIOUS

There are a lot of advantages that we can attain from harnessing the power of our subconscious. We have seen how a healthy subconscious mind can lead to better personality development. People who have tailored their subconscious in a way that is advantageous to them often have an impressive persona. These people have leadership capabilities and excel in activities like public speaking and performing on stage. We also see these people having the necessary drive and determination that fuels their ambitions and allows them to reach new heights.


PEOPLE WITH A HEALTHY SUBCONSCIOUS

Having a healthy subconscious mind also has an effect on your decision-making abilities. It will allow you to keep a cool head under pressure. You would feel confident enough to stick with your gut feeling even if the whole world tells you otherwise. This clarity of thought can only be attained if you use your subconscious to your advantage. Your self-confidence is directly affected by your past experiences and your beliefs. So I would like to point out here that parents need to keep this in mind when raising their children. At no point in time should they treat their child in such a way which might negatively affect their self-confidence. And the number one thing that they must avoid is publically scolding your child. Even if your child has done something wrong, take him/her aside and gently let your child know what they did wrong.


HEALING THROUGH THE SUBCONSCIOUS?

Believe it or not, there are also claims of self-healing associated with the subconscious mind. There is a whole concept behind holistic healing. There have been many cases reported where people with terminal diseases, such as cancer, have sought holistic medicine instead of going through the mainstream treatment procedures. We must note here that such claims are only based on personal experiences and opinions of people who have gone through such experiences in life. I for one cannot claim to be a supporter or a denier of holistic medicine. However, we must appreciate that several people have used this approach and have got miraculous results from it. For example, a priest in the United States has claimed that he cured the stage III lung cancer that he was afflicted with using only the power of his mind. He would repeat words of positive reaffirmation to himself 4-5 times a day and miraculously the cancer vanished from his body altogether.

Although there is not enough empirical data available that can support the theory of mental healing; we can say for sure that certain mental exercises can improve your overall functioning and cognitive development. Developing your subconscious also helps develop your focus and vision. You will find that concentrating on your work is easier with mental relaxation and nutrition.
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What is the first thing that comes to mind when you hear the dark triad? Probably some fictional realm created by Hollywood, right? Well this is actually a key concept that ties together all aspects of dark psychology. The dark triad in a nutshell is the theme that houses the three most destructive and harmful psychological personality traits known to man in the concurrent pages, well shall seek to bring these traits to light and Better understand them for adequate preparation against them by the time we are done, you will realize that all other themes of dark psychology stem from this very theme. These traits are psychopathy, narcissism and Machiavellianism. The majority of individuals by the mention of these very traits will have a stereotypic description of psychopath as a murderous person, and a narcissist as a human who is just obsessed with themselves. There is however much more to these antisocial disorders than just the stereotypes. Each of these concepts must be respected and understood for their power to become apparent.


MACHIAVELLIANISM

This is a technique that traces its origins from the famous political philosopher known as Machiavelli. His established works on influence and political power, “the prince”, Machiavelli shares with the rest of the world his version of ideas, principles, and tactics that have saved the purpose of a sort of blueprint for those individuals who might be looking for influence throughout the course of history. Based on this, we then ask ourselves what this Machiavellian person actually is and how he comes about. What puts this particular tactic on the map is basically the manipulator's affinity to only focus on one's self-interest at all times, the exercise of ruthless power and cruelty, one's understanding of the importance of image and the perception and superficial appearance in a nutshell, Machiavellian individuals are people whose approach to life is widely strategic. Meaning that, the ramifications and consequences that they take are usually well thought out and assessed in terms of how they might end up impacting their lives if they do it in a particular way .you may simply identify a Machiavellian individual since their speech often revolves around something like, “how will this benefit me, and how will my public reputation be impacted by this result?”

Machiavellian individuals are pros at doing that which personally serves their interests while at the same time skillfully managing to maintain the best public image without anyone being the wiser. Perhaps one of the biggest examples of one such individual is that of the former president of the United States, bill Clinton. He succumbed to his sexual desires while in office time and time again, while at the same time managed to keep the people's admiration for him stronger than ever. This is really an advantage he had over majority of politicians with the same lifestyle but is frowned upon by the public. Another example in the political arena is also that of President Barrack Obama, and George W Bush. Barrack Obama while in office cultivated and capitalized on his love for peace while Bush solidified his image as that of a guy who always had war on his mind. Obama was able to manipulate the masses building a public perception that served his one interest evil bush did to even try. This is despite the very fact that both of these presidents were as militant as the following president. This is a very powerful lesson of what people perceive VS what the actual reality of things is.


PSYCHOPATHY

To be able to tell you in black and white what psychopathy really is would be difficult but the vary basic definition of what psychopathy really is ,or rather who a psychopath really is, is that particular individual who seems to be suffering from a type of psychological disorder which heavily involve a superficial charm, impulsivity and a lack of commonly held “human” emotions such as empathy and remorse .these psychopaths can be regarded as the most dangerous people on the face of the earth as they are the best examples of two faced sons of bitches. Pardon my language. When majority of people hear the mention of these individuals, the first image that usually comes to mind is of a haggard looking individual wielding a machete and wearing a mask like John Wayne Agency. But the reality of their identity is far from this. They are most likely to be very handsome strangers who win over their victims by being just the right amount of charming, before eventually ruining or even ending their victim’s lives. Surprisingly, based on a series of tests, experiments, and observations, it has been discovered that there exists a high number of these individuals at the very helm of the business world. A majority of people are just now beginning to view psychopathy as more of a problem to the whole society that for the very psychopaths owns selves. They are usually programmed in such a way that they can survive in any field they chose to go into. This is mainly attributed to their indifferent views they have regarding normal human feeling of love, compassion and so forth.


NARCISSISM

If you ask anyone who they think a narcissus is, I can bet on it that the most likely answer you are likely to receive is that of an individual who simply loves themselves. This is along the correct lines but not accurate enough, particularly when narcissism is understood through the dark triad lens. Without being a narcissist, you can have self-love. So, what are some of the differences between a highly self-esteemed individual and someone who is narcissistic to the extent that they are regarded in the Dark Triad range? Someone who meets narcissism's medical diagnostic requirements, to the point that they are deemed to have a psychological disorder, is likely to continuously display a variety of the following characteristics. They are usually captives of the inflated sense of self-worth which manifests itself f in a number of ways .these include seeing their lives as the most special and important to have ever existed., seeing that they're of a biter spaces hire in status than that of “normal people”. This behavior often reflects their sense of self-worth.

Narcissists are likely to have an excessively inflated self-worth, such as seeing their life as special and one of the most important in history, often the most important. Narcissists are not, in their own minds, only special—they are superior. They are a better species of person, higher in status than “normal” people. Their behavior reflects their sense of self-worth. Some of narcissism's prevalent outward manifestations are an inability in any manner to tolerate criticism or dissent. The need to be flattered is similar to this need to be agreed. Narcissists need continuous praise, endorsement, and appreciation and tend to organize their life in a manner that provides them continuous access to others who meet this need.

Having looked at the base of this particular behemoth theme of dark psychology, let us now dive in headfirst into how the dark triad manifests itself into the behaviors of these indifferent human beings.


MACHIAVELLIAN CHARACTERISTICS

We know that a Machiavellian person is a political schemer who is mainly concerned border lining obsessed with his public image. These particular groups of individuals are considered to be the most cold-hearted in their pursuit of self-interest above all else. What then could be said about the behavior of these types of individuals? Due to their master level skill of masking their true intentions from the public eye, their behaviors might be abetted hard to decipher.

For most individuals who do not fulfil Machiavellianism's clinical definition, their public persona is generally a reflection of their true personal self. Everyone polishes their picture and conduct in public a little, but in general, the outward picture of most people is nothing more than a polished portrait of who they really are. They often have a fine line as to what they truly are and the person who they often pottery themselves to be in the public eye. Perhaps the best example to be given here is that of serial killers. The best has often been able to escape the grip of the law because of their outward image being the furthest thing from their morbid fascinations. The most famous example that can be given on this is that of renowned serial killer, Ted Bundy. He was a very handsome man according to those who knew him. He was also very eloquent and just wall presented that no one imagines him to have a single bad bone in his body. This is what enabled him to murder an upwards of 30 women before he was eventually caught.

Examples of such a distinction between intent and appearance can be found in areas less extreme than serial murder. There are countless tales of leaders in the world of business who manage to ruthlessly cut jobs and pursue profit over people whenever possible. In terms of Machiavellianism, the very best of these bosses can actually get individuals to purchase into the idea that they behave by necessity or even compassion! Such rulers are almost role models for those who only want to serve their own wishes while simultaneously appearing to be a "person of the individuals."

A willingness to exploit people is another hallmark of Machiavellian individuals. Let us look at an example to have a better understanding of this. A newcomer in a particular office who possesses these Machiavellian traits would see each individual colleague, boss or team member as a resource or piece of a puzzle to use and utilize. The Machiavellian person would see a sequence of strategic threats and weaknesses to handle, exploit, or neutralize instead of seeing others as fellow human beings. This is a big component of the reason why Machiavellians are so conscious of how they find themselves. They understand that this outward depiction is the key to exercising impact and exploiting everybody they come across effectively.

Another characteristic of Machiavellian people is the instillation of fear in the people around them. This comes straight from "The Prince" which urges individuals to simultaneously be both feared and loved. If this is not feasible, then it is better to love the book states that are feared. At the same moment, this notion of the desirability of being loved and feared is directly related to the Machiavellian characteristic of dividing a public and private perception. In the very individuals who would truly pretend to feel greater love than fear as a consequence, the ideal Machiavellian can inspire fear and obedience.


PSYCHOPATHIC CHARACTERISTICS

It is in all aspects to know how this group of individuals manifest themselves so as to detect them early and putting up the necessary defenses against them. Charm is one of a psychopathic person's most prevalent behaviors. It must be understood that this charm is superficial rather than profound, real charm. If you think of a truly charming individual from your lifetime, you will probably acknowledge that they have favorable characteristics that underpin outward behavioral displays. However, if an n individual genuinely displays a charming persona as an expression of kindness, they should not be labelled as psychopaths. Psychopaths can show all the outward indications of charm such as physical appeal, obvious warmth, and interest in others. The inward motive behind these outward displays is why it's such a red flag. Psychopaths see charm as part of an equation. The manipulator usually asks himself as to whether if displaying a particular emotion towards the victim makes them feel in a particular euphoric way and also if the result will prove to be advantageous or themselves. They are very calculative people who are numb to normal human feelings. Lying is another trait that really makes psychopaths really stands out. We all lie in our day to day lives. This doesn’t necessarily mean that we are all psychopaths. However, it can show a psychopathic personality when coupled with other characteristics. Lying comes for a psychopath as naturally as breathing for most individuals who are psychologically healthy. A psychopath can convincingly present the reality in a specific time as anything they need it to be. Also, psychopaths do not demonstrate outward indications of lying because they do not have any emotional attachment or emotions of shame, guilt or excitement about their lies. Lying is just "doing what's required at the moment" for psychopaths.

Another signature aspect of psychopathy is a lack of impulse control. Most individuals have processes and inner controls that stop them from acting rashly. These mechanisms of prevention are lacking for a psychopath. If a psychopath sees a chance they want to exploit, they will behave without hesitation or a second thought. This may require murdering someone they want to kill, violating someone they want to rape, or stealing something they want to steal. This cruel impulsiveness is what makes psychopaths in areas such as the army and company globe some of the most efficient individuals. Automatic adoption of decisive intervention is a feature that much non-psychopaths lack, and this absence are, in fact, detrimental to life advancement.

Another characteristic that distinguishes psychopaths from no psychopathic people is a lack of remorse. Many individuals who have committed atrocious acts, such as murder, feel a profound feeling of guilt and shame about what they have accomplished because of these emotions and even take their own lives. Psychopaths do not choose to be remorseful— they are physically unable to do so. Asking a psychopath to feel remorse is like asking to listen to music from a deaf individual. A lack of guilt is closely associated with a lack of remorse. Usually humans feel guilty when they break some kind of moral standard they value personally. Since psychopaths do not believe correctly or wrongly, only helpful or unnecessary, guilt is an alien notion for them. The nearest thing that a psychopath may convey to guilt or remorse is regret that they have not performed their psychopathic acts to their own high standards.


NARCISSISTIC CHARACTERISTICS

One of the most prevalent characteristics in all almost all narcissists is the fantasies of their absolute power and elevated sense of importance. Most of these individuals lay blame to the constant praise they got as children while talking about these fantasies as adults these individuals will still demand praise from all around hem since they have nurtured the feeling of being most important of their peers to the maximum.

The inflated sense of self-worth experienced internally by narcissists also has consequences for their external reality. This typically manifests in two ways— the need for consent and praise, and criticism or rejection hate. For the narcissistic ego, praise and consensus are like oxygen, while criticism and dissent are like poison. Picture a dictator in a hermit state in order to comprehend what narcissism looks like when taken to its logical conclusion. Such individuals request worship from those over whom they have authority, statue building in their likeness, and full obedience and recognition. Any act of dissent or disagreement shall be punished quickly and brutally. North Korea would be an ideal contemporary illustration of narcissism's extreme manifestation. That nation's rulers request reverence like gods and execute and torture anyone who even dares to convey a thought or concept that is not entirely consistent with formal doctrine of the state.
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As suggested, studying people is not reserved for psychiatrists but any other person even though psychiatrists are best positioned to analyze people. Analyzing people requires understanding their verbal and nonverbal cues. When studying people, you should try to remain objective and open to new information. Nearly each one of us has some form of personal biases and stereotypes that blocks our ability to understand another person correctly. When reading an individual, it is crucial to reconcile that information against the profession and cultural demands on the target person. Some environments may force an individual to exhibit behavior that is not necessarily part of their real one. For instance, working as a call center agent may force one to sound composed and patient when in real life, the person acts the contrary.

Start by analyzing the body language cues of the target person you are trying to read. Body language provides the most authoritative emotional and physiological status of an individual. It is difficult to rehearse all forms of body language, and this makes body language critical in understanding a person. Verbal communication can be faked through rehearsal and experience, and this can give misleading stand. When examining body language, analyze the different types of body language as a set. For instance, analyze facial expressions, body posture, pitch, tonal variation, touch and eye contact, as a related but different manifestation of communication and emotional status. For instance, when tired, one is likely to stretch their arms and rest them on the left and right tops of adjacent chairs, sit in a slumped position, stare at the ceiling, and drop their heads. Analyzing only one aspect of body language can mislead one to come up with a conclusion correctly.

Additionally, it would be best if you lent attention to appearance. The first impression counts, but it can also be misleading. In formal contexts, the appearance of an individual is critical to communicate the professionalism of the person and the organizational state of the mind of that individual. For example, an individual with an unbuttoned shirt indicates he hurried or is casual with the audience and the message. Wearing formal attire that is buttoned and tucked in suggests prior preparation and seriousness that the person lends to the occasion. Having unkempt hair may indicate a rebellious mind, and this might be common among African professors in Africa, for instance. In most settings, having unkempt hair suggests that one lacks the discipline to prepare for the formal context or the person is overworked and is busy. Lack of expected grooming may indicate an individual battling with life challenges or feeling uncared for.

It is also important that one should take note of the posture of the person. Posture communicates a lot about the involvement of an individual in a conversation. Having an upright posture suggests eagerness and active participation in what is being communicated. If one cups their face in the arms and lets the face rest on both thighs, then it suggests that one is feeling exhausted or has deviated from the conversation completely. Having crossed arms suggests defensiveness or deep thought. One sitting in a slumped position suggests that he/she is tired and not participating in the ongoing conversation. Leaning on the wall or any object suggests casualness that the person is lending to an ongoing conversation. If at home, sitting with crossed legs suggests that one is completely relaxed. However, the same posture at the workplace suggests that one is feeling tensed and at the same time concentrating.

Furthermore, observe the physical movements in terms of distance and gestures. The distance between you and the target individual is communicating communicates about the level of respect and assurance that the individual perceives. A social distance is the safest bet when communicating, and it suggests high levels of professionalism or respect between the participants. Human beings tend to be territorial as exhibited by the manner that they guard their distance. Any invasion of the personal distance will make the individual defensive and unease with the interaction.

For this reason, when an individual shows discomfort when the distance between communicators is regarded as social or public, then the individual may have other issues bothering him or her. Social and public distances should make one feel fully comfortable. Allowing a person close enough or into the personal distance suggests that the individual feels secure and familiar with the other person. Through reading, the distance between the communicators will give a hint on the respect, security, and familiarity between the individuals as well the likely profession of the individuals.

Correspondingly, then try to read facial expressions as deep frown lines indicate worry or over-thinking. Facial expressions are among the visible and critical forms of body language and tell more about the true emotional status of an individual. For instance, twitching the mouth suggests that an individual is not listening and is showing disdain to the speaker. A frozen face indicates that the person is shell-shocked, and this can happen when making a presentation of health and diseases or when releasing results of an examination. A smiling face with the smile not being prolonged communicates that one is happy and following the conversation. A prolonged smile suggests sarcasm. If one continually licks, the lips may indicate that one is lying or that one is feeling disconnected from the conversation.

Relatedly, try to create a baseline for what merits as normal behavior. As you will discover, people have distinct mannerisms that may be misleading to analyze them as part of the communication process. For instance, some individuals will start a conversation by looking down or at the wall before turning to the audience. Mildly, mannerisms are like a ritual that one must activate before they make a delivery. Additionally, each person uniquely expresses the possible spectra of body language. By establishing a baseline of what is normal behavior, one gets to identify and analyze deviations from the standardized normal behavior accurately. Against this understanding, one will not erratically score a speaker that shuffles first if that is part of his behavior when speaking to an audience.

Furthermore, pay attention to inconsistencies between the established baseline that you have created and the individual's gestures and words. Once you have created a baseline, then examine for any deviations from this baseline. For instance, if one speaks in a high-pitched voice that is uncharacteristically of the individual, then the person may be feeling irritated. If one normally walks across the stage when speaking but the individual chooses to speak from a fixed position during the current speech, then the person is exhibiting a deviation that may suggest that the individual is having self-awareness or is feeling unease with the current audience. If an individual speaks fast, but usually the person speaks with a natural flow, then the person is in a hurry or has not prepared for the task.

Correspondingly, view gestures as clusters to elicit a meaning of what the person is communicating or trying to hide. When speaking a person, will express different gestures and dwelling on the current gesture may make you arrive at a misleading conclusion. Instead, one should view the gestures as clusters and interpret what they imply. For instance, if a speaker throws the hands randomly in the air, raises one of their feet, stamps the floor and shakes his or her hands, then all of these could suggest a speaker that is feeling irked and disappointed by the audience or the message. As such, different aspects of body language should be interpreted as a unit rather than in isolation.

Then compare. For one to fully read the target person, try comparing the body language of the person against the entire group or audience. For instance, if one appears bored and other people appear bored, then you should conclude the tiredness of the person is largely due to the actions of the speaker for speaking longer than necessary. In other terms, the body language of the target person is not isolated. However, if you make a comparison, and it happens that the target person's body language deviated from the rest, then you should profile the actions of the individual accordingly. Making a comparison and contrast helps arrive at a fair judgment of the target person.

By the same measure, try to make the individual react to your intentional communication. Another way of managing to read a person is to initiate communication and watch their reaction. For instance, establishing eye contact and evaluating the reciprocation of the target person can help tell more about their confidence and activeness in participating in the interaction. When an individual ignores your attempts to initiate communication, the person could be concentrating on other things, or the person feels insecure. Initiating communication is critical where it is difficult to profile a person, and one wants to convincingly read the person.

Go further and try to identify the strong voice. A strong voice suggests the confidence and authority of the speaker. If the speaker lacks a strong voice, then he or she is new to what is being presented or has stage fright. However, having a strong voice that is not natural suggests a spirited attempt to appear in charge and confident. A strong voice should be natural if the individual is feeling composed and confident in what he or she is talking about.

Relatedly, observe how the individual walks. When speaking to a target person, he or she will walk across the stage or make movements around the site where the conversation is happening. From the manner of walking, we can read a lot about the individual. Frequently walking up and down while speaking to an audience may indicate panic or spirited attempt to appear in control. Speaking while walking slowly across the stage from one end to the other end indicates that one is comfortable speaking to the audience. If a member of the audience poses a question, and one walks towards the individual, then it suggests interest in clarifying what the individual is asking.

It might be necessary to scout for personality cues. Fortunately, all people have identifiable personalities, but these can be difficult to read for a person not trained in a psychologist. However, through observation, one will get cues on the personality of the individual. For instance, an outgoing person is likely to show a warm smile and laugh at jokes. A socially warm person is likely to want to make personal connections when speaking, such as mentioning a person in the audience. Reserved individuals are likely to use fewer words in their communication and appear scared or frozen on stage when speaking.

Additionally, one should listen to intuition, as it is often valid. Gut feelings are often correct, and when reading a person, you should give credence to your gut feeling about the person. When reading a person and you get a feeling that the person is socially warm, you should entertain this profiling while analyzing the body language of the person. While considering gut feeling, you should classify it under subjective analysis, as it is not based on observable traits and behaviors but an inner feeling.

Expectedly, watch the eye contact. Creating eye contact suggests eagerness and confidence in engaging the audience. Avoiding eye contact suggests stage fright and shyness as well as lack confidence in what one is talking about. A sustained look is a stare, and it is intended to intimidate, or it may suggest absentmindedness of the individual. If one continuously blinks eyes while looking at a target person suggests a flirting behavior. An eye contact that gradually drops to the chest and thigh of the individual suggests a deviation of thoughts from the conversation.

Additionally, pay attention to touch. The way a person shakes hands speaks a lot about their confidence and formality. A firm handshake that is brief indicates confidence and professionalism. A weak handshake that is brief indicates that one is feeling unease. On the other hand, a prolonged handshake, whether weak or strong, suggests that the person is trying to flirt with you, especially if it is between opposite sexes. Touching someone on the head may suggest rudeness and should be avoided.

Finally, listen to the tone of voice and laughter. Laughing may suggest happiness or sarcasm. Americans are good at manifesting sarcastic laughter, and it is attained by varying the tones of the laughter. The tone of the voice tells if the person is feeling confident and authoritative or not. Overall, a tonal variation implies that the individual is speaking naturally and convincingly. A flat tone indicates a lack of self-confidence and unfamiliarity with the conversation or audience and should be avoided.
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Regardless of being in the workplace or out with our companions, the nonverbal communication of the people around us says a lot. It has been recommended that nonverbal communication establishes over 60% of what we impart, so figuring out how to peruse the nonverbal signals individuals send is a significant ability. From eye conduct to the bearing in which an individual focuses their feet, nonverbal communication uncovers what an individual is truly thinking. The following are important hints to enable you to figure out how to peruse nonverbal communication and better comprehend the individuals you cooperate with. Peruse the full article to gain proficiency with every one of the eight regular nonverbal communication signals.


CONCENTRATE ON THE EYES - EYE CONDUCT CAN BE TELLING. 

When speaking with somebody, focus on whether the individual in question looks or turns away. Powerlessness to look can demonstrate fatigue, lack of engagement, or even misdirection – particularly when somebody turns away and to the side. If an individual looks down, then again, it regularly shows anxiety or accommodation. Additionally, check for enlarged understudies to decide whether somebody is reacting positively toward you. Students expand when subjective exertion increments, so if somebody is centered on a person or thing they like, their understudies will consequently widen.

Understudy enlargement can be hard to recognize; however, under the correct conditions, you ought to have the option to spot it. An individual's squinting rate can likewise say a lot about what is happening inside—squinting rate increments when individuals are thinking more or are focused. Now and again, expanded flickering rate demonstrates lying – particularly when joined by contacting the face (especially the mouth and eyes). Looking at something can recommend a longing for that thing. For instance, if somebody looks at the entryway, this may demonstrate a craving to leave.

Looking at an individual can show a longing to converse with the person in question. With regards to eye conduct, it is likewise proposed that looking upwards and to one side during discussion shows an untruth has been told while looking upwards and to one side demonstrates the individual is coming clean. The purpose behind this is individuals turn upward and to one side when utilizing their creative mind to come up with a story, and gaze upward and to one side when they are reviewing a genuine memory.


LOOK AT THE FACE – BODY LANGUAGE TOUCHING MOUTH OR SMILING 

Although individuals are bound to control their outward appearance, you can, in any case, get on significant nonverbal prompts and when you give close consideration. Give specific consideration to the mouth when attempting to disentangle nonverbal conduct. A straightforward grin nonverbal communication fascination system can be an amazing motion. Grinning is a significant nonverbal prompt to look for. There are various sorts of grins, including real grins and phony grins.

A real grin connects with the entire face, though a phony grin just utilizes the mouth. An authentic grin recommends that the individual is glad and getting a charge out of the organization of the individuals around the person in question. A phony grin, then again, is intended to pass on delight or endorsement yet recommends that the smile is feeling something different. A "half-grin" is another regular facial conduct that just draws in a single side of the mouth and demonstrates mockery or vulnerability.

You may likewise see a slight scowl that endures not exactly a second before somebody grins. This commonly proposes the individual is concealing their disappointment behind a phony grin. Tight, pressed together lips likewise show disappointment, while a casual mouth demonstrates a casual demeanor and positive temperament. Covering the mouth or contacting the lips with the hands or fingers when talking might be a pointer of lying.


FOCUS ON VICINITY 

The vicinity is the separation among you and the other individual. Focus on how close somebody stands or sits alongside you to decide whether they see you positively. Standing or sitting in closeness to somebody is maybe probably the best marker of affinity. Then again, if somebody backs up or moves away when you move in nearer, this could be an indication that the association isn't shared. You can enlighten a great deal regarding the sort of relationship two individuals have simply by watching the closeness between them. Remember that a few societies lean toward less or more separation during cooperation, so vicinity isn't constantly an exact marker of liking with somebody.


CHECK WHETHER THE OTHER INDIVIDUAL IS REFLECTING YOU 

Reflecting includes mirroring the other individual's nonverbal communication. When interfacing with somebody, verify whether the individual mirrors your conduct. For instance, if you are sitting at a table with somebody and lay an elbow on the table, hold up 10 seconds to check whether the other individual does likewise. Another basic reflecting motion includes tasting a beverage simultaneously. If somebody copies your nonverbal communication, this is a generally excellent sign that the person is attempting to build up compatibility with you. Take a stab at changing your body stance and check whether the other individual changes theirs correspondingly. Watch the head development

The speed at which an individual gesture their head when you are talking demonstrates their understanding – or absence of. Slow gesturing demonstrates that the individual is keen on what you are stating and needs you to keep talking. Quick gesturing demonstrates the individual has heard enough and needs you to complete the process of talking or give that person ago to talk. Tilting the head sideways during the discussion can be an indication of enthusiasm for what the other individual is stating. Tilting the head in reverse can be an indication of doubt or vulnerability. Individuals likewise point with the head or face at individuals they are keen on or share a partiality with. In gatherings and gatherings, you can tell who the individuals with power depend on how regularly individuals take a gander at them. Then again, the less-critical individuals are taken a gander at less frequently.


TAKE QUICK CHECK AT THE OTHER INDIVIDUAL'S FEET 

A piece of the body where individuals regularly "release" significant nonverbal signals is the feet. The reason individuals unexpectedly convey nonverbal messages through their feet is that they are generally so centered around controlling their outward appearances and chest area, situating that significant pieces of information are uncovered using the feet. When standing or sitting, an individual will, for the most part, point their feet toward the path they need to go. So and when you see that somebody's feet are pointed toward you, this can be a decent sign that they have a positive assessment of you.

This applies to one-on-one collaboration and gathering association. You can enlighten a ton regarding bunch elements just by contemplating the nonverbal communication of individuals included, especially what direction their feet are pointing. What's more, and when somebody has all the earmarks of being occupied with discussion with you, yet their feet are pointing toward another person, it's presumable the person would prefer to converse with that individual (in any case if the chest area signals recommend something else).


WATCH FOR HAND SIGNALS 

Like the feet, the hands release significant nonverbal signals when looking a nonverbal communication. This is a significant hint when perusing nonverbal communication, so give close consideration to this next part. Watch nonverbal communication turns in pockets when standing. Search for specific hand signals, for example, the other individual placing their hands in their pockets or hand on head. This can show anything from apprehension to inside and out duplicity. Oblivious pointing demonstrated by hand motions can likewise say a lot. When making hand signals, an individual will point in the general heading of the individual they share a partiality with (this nonverbal prompt is particularly essential to look for during gatherings and when connecting in gatherings). Supporting the head with the hand by laying an elbow on the table can demonstrate that the individual is tuning in and is keeping the head still to center. Supporting the head with the two elbows on the table, then again, can show weariness.

At the point when an individual holds an article between the person in question and the individual they are associated with, this fills in as an obstruction that is intended to shut out the other individual. For instance, if two individuals are talking, and one individual holds a stack of paper before that person, this is viewed as a blocking demonstration in nonverbal correspondence.


LOOK AT THE SITUATION OF THE ARMS 

Think about an individual's arms as the entryway to the body and oneself. If an individual fold their arms while interfacing with you, it is generally observed as a protective, blocking motion. Crossed arms can likewise show nervousness, powerlessness, or a shut personality. Whenever crossed arms are joined by a veritable grin and by and large loosened up stance, at that point, it can demonstrate a sure, loosened up frame of mind. When somebody puts their hands on their hips, it is normally used to apply predominance and is utilized by men more regularly than ladies.

Is nonverbal communication a "learnable aptitude," and can it in this manner be faked? The appropriate response is yes and no. Most by far of the more common nonverbal communication can be scholarly. For instance, keeping your hands out of your pockets or utilizing the hands expressively to stay legitimate and open, or repelling the hands from the face to appear to be increasingly certain as effectively learned through cognizant idea and redundancy. In any case, another zone of study uncovers that there is an entirely different arrangement of signs that are significantly harder to control, if certainly feasible.


A WRINKLED BROW CAN OCCUR IN A BRIEF INSTANT AND UNCOVER NEGATIVE FEELINGS. 

These are called micro-expressions or micro-signals. These signs can be utilized to disentangle liars from truth-tellers. Micro-expressions show up as wrinkles, grins, glares, grins, and wrinkles and can offer a precise, however short-lived, window into feelings. These micro-expressions are constrained by muscles, for example, the frontalis, corrugator, and risorius, and they are incited by hidden feelings that are about difficult to control deliberately. One of these feelings is the phony grin to demonstrate submission instead of certifiable euphoria or joy. The phony grin is self-evident, as will see later, because the lips are pulled over the mouth, yet the muscles controlling the eyes, have no influence.

With particular PC programming, specialists have had the option to identify these signs. PCs were utilized because the sign moves quickly over the face in divisions of seconds, making it difficult for people to lift the sign deliberately.

Hindering video on rapid camcorders and playing it back over and over to spectators can likewise be utilized to distinguish the articulations. So some portion of the story is that micro-expressions are hard to recognize and control, yet the remainder of the story discloses to us that if they exist (and they do), that we should at some level have advanced the capacity to peruse and distinguish them. Along these lines, we should be mindful about accepting that since they happen so quickly, that they can't be gotten and on the other hand that we can without much of a stretch phoney our way through the nonverbal channel. It could be that the subliminal instinct is working diligently giving us that intuition feeling that can't confide in somebody despite not exactly having the option to put to words. The reason, it appears, is a blend of micro-expressions and our instinct.

A few scientists will disclose to us that the face is the most straightforward piece of our bodies to control, yet this isn't valid and is a sorry excuse for the full story. If our countenances were so effectively controlled, why have botox medicines to stop up our appearances with low-level poisons to eradicate wrinkles? Why not simply quit utilizing the muscles out and out and, in this way, abstain from experiencing facial wrinkles during the maturing procedure? The straightforward answer is that it's not the basic.

While our countenances are in certainty under an enormous part under our influence, we can't generally be centered around it, in case we do not have the option to concentrate on whatever else. Not the least of which is controlling our discourse. Would you be able to envision what it resembles to build sentences freestyle while attempting to stay expressive and yet abstain from contracting "unseemly" facial muscles (whatever they may be)? When we talk or see, or do, our faces normally react to what is happening around us since they are firmly attached to our psyche and our feelings. It is circumstances and logical results relationship, or even a weapons contest, and it correctly because the face gives such an immense measure of data, that we are so fixed on understanding it.

Different approaches to detect phony concerns incongruent nonverbal communication. That is, a language that is conflicting with either, the words being communicated in, and the nonverbal language that goes with it. Ladies are especially skillful at perusing the entire picture since they are normally progressively keen, can ordinarily get on the nuances in others all the more immediately then men, and have been appeared by research to have the option to perform products undertakings without a moment's delay. To ladies, something just won't appear to be correct; their sense will "shiver." We consider this the "female instinct," yet fortunately, with training, men can build up their abilities similarly as promptly.

Individuals with amazing nonverbal communication—developments that will, in general, be increasingly open and spread out, that occupy more room—likewise feel certainty. They're bound to go out on a limb, feel idealistic, and even produce less cortisol (the pressure hormone) and more testosterone (the predominance hormone). And because we've known for momentarily that showing predominance through nonverbal communication added to an all the more dominant appearance, there are lower levels of pressure were additionally a noteworthy contributory factor.

Some individuals were brought into a lab and requested that they receive both high-and low-control postures to see whether faking certainty (and showing a deficiency in that department) had mental and physiological impacts. The examination found that faking high-control stances made individuals progressively sure and willing to go out on a limb; however, that their testosterone levels rose, and their cortisol levels diminished essentially. On the other hand, low-control postures cause a careful inverse response.
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It is, therefore, no surprise that we allocated a huge chunk of this to analyzing people via nonverbal cues.  Our analysis and observation skills would be incomplete and inefficient if we ignore the significance of verbal statements. Verbal statements hold a myriad of keys into the doorways of our personalities, intentions, and emotions.

You can glean a lot from the words that you hear. Analyzing people through their verbal statements requires less effort and astuteness than that of nonverbal behaviors. We will take an in-depth look at how our words reveal our intentions, emotions, and personalities. I will include common speech clues you will come across in your daily interactions with those around you. Let’s delve into this significant aspect of communication.


UNDERSTANDING THE RELATIONSHIP BETWEEN WORDS, BEHAVIOR, AND PERSONALITY 

Everything you do (nonverbal) or say (verbal) speaks volumes about your personality. When you become adept at analyzing people, you will realize that there’s a synergy between our actions, thoughts, and beliefs and that each aligns to provide a full picture about who we are. The words you use, even though it seems insignificant when compared to body languages, can actually tell a great deal about your desires, strengths, insecurities, and emotions.


HOW WORDS REVEAL YOUR PERSONALITY 

“Hey! Did you get taller overnight?” At first glance, this statement looks like a friendly banter, and it reveals no negative vibe. Now, if you look at the statement from another perception, you will realize that it gives us an opportunity to glimpse the mind of the speaker. In this context, the speaker cares a lot about the height difference. How did we know that?

If you think about snakes all day because you are scared of them, then you might easily confuse a skink for a snake. In other words, we notice the things we care about. When you observe the friendly banter, you will realize that the person may be concerned about his own personal height. This concern helped him to notice the height difference of his friend.

This statement could also stem from the speaker’s insecurity about his own height. Remember, when it comes to analyzing verbal statement, you need to take into consideration the various factors at play, and this includes watching the body language too. In totality, both aspects of communication—verbal and nonverbal—are incomplete without the other. Before we proceed, let’s have a quick look at how you can analyze people through jokes.


LEARN TO UNCLOTHE THE VEIL AROUND JOKES 

Two teenagers went to a restaurant. When the waiter came around to take their orders, one of the kids jokingly replied, “I want anything that costs a million dollars.” To a casual observer, it is a normal and bland banter. To an astute observer, this kid is worried about money. Perhaps his family might be passing through some kind of financial crisis, or his parents and loved ones might have taught him the importance of money.

There’s always a hidden message in every joke. Therefore, learning to analyze these jokes will give you a glimpse into the speaker’s deepest desires and personality. You should know that the words people use have a deep meaning, irrespective of how well-crafted the words are. A person might tell a joke to you without realizing he is revealing much more about his intentions. That is why it’s easy to analyze those who make hurtful jokes to demean you.

As a side note since we are talking about jokes, do you know the best sign that someone is intelligent? Humor. If you’re looking to make connections with the smartest person in the room, find the one who is making others laugh the most.


STORIES ARE POWERFUL 

It is easy to recognize a biased story, either verbally or in written form. You can effectively glimpse into the storyteller’s psyche by listening to him or by reading his work. Here’s an example for us to dissect:

From subject A’s point of view: Last night, I was walking down a lonely street with my friends, and a large and muscular dark man appeared out of the neighboring bush and seemed to come toward us to attack. But he changed his mind in the last second and walked past us.

From subject B’s point of view: Late in the evening, I was taking a stroll when I misplaced my keys in the nearby bush. It was already getting dark when I noticed I didn’t have my keys on me. Time wasn’t on my side since I needed to get home quickly to prepare for my date, so I searched and searched through the shrubs until I felt the keys. I jumped out onto the street in excitement and started running home. In my excitement, I nearly bumped into a group of frightened teenagers.

Both stories gave us different perceptive about the incident. The first point of view was from a teenager who didn’t see the look of excitement on man’s face. Rather, he emphasized the words huge, large, and dark. So why did he place emphasis on the physical attributes of the man who jumped out of the bush? Well, it’s because that’s the part that concerns him the most. He was scared because of the man’s sudden appearance and physical size, and that had a huge impact on the story. We have a full and clearer picture when you take a look at the other man’s point of view, and that is the power of perception in stories.

So when someone tells you a story, I want you to dissect the story and take note of the emphasized points of the story. By doing this, you will know how to analyze people effectively.
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Chapter 12 Analyzing People Through Their Environment

_______________________________________________________________________________________________________________________________

An individual’s immediate environment can speak a lot about their personality, thought process, behavioral traits, and values. Of course, this isn’t a pop psychology quiz that pops on your social media timeline every now and then about your hairstyling preferences and nail paint colors determining your personality. These are solid, proven, and scientific methods for making an educated guess about people through their immediate environment or the manner in which they live. There are clear psychological concepts and principles based on which you can tell a lot about a person through their environment. Here are some fabulous tips for analyzing a person through their surroundings.


THE CLOSET  

The mess within your physical environment is indicative of the chaos in the mind. This isn’t about judging people through their environment; it is about analyzing people through their thought-driven actions. It is reading a person through their thoughts, which eventually leads to the creation of the immediate environment. A well-organized, efficient, and systematic workstation or desk is indicative of clear thoughts, clarity of decisions, good time management skills, and a need to get things done. The person is more goal-driven and is driven by a desire to take up challenging tasks.

On the contrary, a messy, unclean, and disorganized desk can be an indication of a chaotic mind that is filled with nervous and anxious thoughts. These people may suffer from low self-esteem, low self-confidence, and other issues. It can also be observed that excessive cleanliness can be a sign of mental disorders like obsessive-compulsive disorder and reveal a more nervous or anxious mind that is filled with uncertainties and low self-esteem. There is an obsessive need to keep spaces clean and organized, which reveals a sense of inadequacy and disorderliness in the mind. The person may be trying to compensate for something they believe they lack by keeping their surroundings extra clean.

What is the first thing you think when you see a disorderly work or home space? Again, this isn’t about being judgmental but reading or analyzing people through their immediate environment and setting. A cluttered space is often an indication of a cluttered mind. It can also mean that the person is a multi-tasker, who is keen on getting several things at a time. People who are busy or engaged in multiple activities seldom have the time or energy to organize their workspace. As a result, it is left unattended or in complete disarray. At times, a disorganized space can signal a plain lazy personality that reveals a lack of goals and clarity in life.

Again, you’d need to know more y digging a little deep rather than making sweeping judgments based on the space alone. It has been noticed that folks with a gregarious and social personality thrive in chaos around them. Peek into their drawers and they are most likely kept in a disorganized and predictably messy manner. They aren’t inward driven or believe in giving time to reflection, thoughts, and organizing their space.

Introverts, on the other hand, are more reflective and contemplative by nature. Since they are inward directed, a lot of their time is spent in diligently organizing, arranging, managing, and prioritizing their things. These things give them more clarity of thought and ideas upon reflection. Most people, however fastidious about cleanliness, have concealed spaces that are a complete mess.

These are generally areas that aren’t frequently accessed. If these inaccessible areas are kept sparkling clean too, the person is most often suffering from deep-seated anxiety of nervousness disorder. These people are generally control freaks who are obsessed with the idea of controlling things around them to an unhealthy level.

Research also reveals that a disorganized, chaotic, and unclean environment indicates creativity and innovativeness. People living or working in such messy and disorganized conditions tend to generate forward-thinking, resourceful, and pathbreaking solutions. Yes, the cliché about a scientist, writer or artist sporting a messier look and unkempt hair may actually be true from a personality-psychological angle.


COLORS 

What do colors within a person’s immediate space reveal about him or her? The first thing that people probably look at when they enter someone’s home or office is the color scheme used to do up space. Bright, dazzling, and bold colors instantly draw our attention to space while cool colors create a softer and tranquil atmosphere. An individual’s color choice can demonstrate a lot about their personality.

For example, if the person has an inherent penchant or bold and vivid colors like red, purple, orange, magenta, and others, they may be more adventurous, experimental, and risk-taking by nature. They aren’t shy of expressing their thoughts and are constantly seeking new experiences. It signifies an outgoing, gregarious, unafraid, and bold personality. These people aren’t afraid to call a spade a spade.

On the other hand, people opting for cooler and more subtle shades may be reflective, quiet, restrained, and analytical by nature. They are generally deep thinkers, who do not make hasty decisions. Their decisions are made after considering all possible options.

People who are inward-focused will most likely have their homes done up in soft, subtle and solid hues, marked by muted patterns. Extroverts, on the other hand, tend to opt for more old, vibrant, and experimental prints. Since they are more social and gregarious by nature, there is an inherent need to impress people. Extroverts are more outwardly focused, which means their decisions are more determined by what they think will please people around them.

Introverts seldom display this need to impress others and will often downplay themselves and their surroundings in a bid to avoid being noticed. Unlike extroverts, they are uncomfortable at the prospect of being the center of attention.


PRINTS AND DESIGNS 

It may sound funny (or intriguing if you are like me). However, the prints or designs used to do up a person’s home or office décor or even their attire can be very telling about their personality. For example, bright, bold, large and vibrant prints can signify an uninhibited personality that is more self-assured, opinionated, and seldom overwhelmed by other people’s opinions. These people are fiercely original in their thoughts, opinions, and actions. They often have their own opinion on multiple issues and are rarely influenced by the thoughts, opinions, and ideas of other people.

Likewise, quirky prints such as graffiti, pop art, animal motifs, and polka dots can reveal a penchant for fun and creativity. It is an indication of a creative, independent thinking, and original personality. The person isn’t afraid to express themselves and is least concerned about fitting in with the crowd. They yearn to stand out rather than fit in. These are your pathbreakers, rebels, and trend-setters.

Geometric prints can demonstrate an inclination towards order, symmetry, and organization. People who wear a lot of geometric prints or have their homes/offices done up in predominantly geometric prints may reveal an affinity for balance, orderliness, and analysis. There is a deep-seated need to have everything in order.

In an interesting study conducted by Yale researchers, it was revealed that people who spend hours taking showers or in the bath are generally lonely or emotionally deprived people who seek warmth from the bath to compensate for the emotional warmth in their lives. Makes sense, doesn’t it?

Do you a wall filled with motivational quotes and inspiring messages in your home or office? You may want to read this then. Psychologists have researched that people having a wall filled with inspirational quotes and messages are more often than not possess neurotic tendencies. These people utilize their environment or the space around them for soothing their nerves and helping them navigate the storms in their lives. Of course, don’t automatically assume that something is not quite normal about a person when you spot a wall filled with motivational posters. The best way to gather more clues is to talk to the person. Observe verbal and non-verbal clues carefully to gain deeper insights into their personality.


OLD STUFF 

Ever noticed how some people’s homes resemble a junkyard because they store all the old and unwanted stuff? There are old uniforms, sports jerseys they’ve long outgrown, clothes that don’t fit them any longer and other memorabilia that has no place in their current lives. These are most likely folks who are unable to discard their past and move on. They are unable to let go of the past and move ahead. There is a need to cling on to the past and a refusal to look into the future. Hoarding objects may mean that they are still emotionally connected with memories attached to these belongings.

For example, if you are still holding on to a dress that you’ve long outgrown because it was gifted to you by a former lover, you are probably unwilling to come to terms with the fact that the relationship is over. You are still emotionally clinging on to the relationship instead of moving on and looking into the future. There is a tendency to be closely attached to people and memories that these objects represent at a subconscious level.
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Chapter 13 How They Treat Others

_______________________________________________________________________________________________________________________________

The way someone treats other people says a lot about them as a person. Studies have proven that the way we treat other people is a reflection of how we think and feel about ourselves. Since most of our actions, including our behaviors and personality, are based on how we feel about ourselves, this can teach you a lot about who someone is, and what they are like as a person.  Let’s take a look at the two very different forms of expression when it comes to how we treat other people: hate, and kindness.


HATEFUL PEOPLE

People who are hateful often express this toward other people. They are unkind, say rude things, are not considerate or thoughtful about other’s feelings, and often make people feel uncared for or unappreciated in their presence. The way they express themselves to other people is often highly pessimistic and they rarely show positive interest or attention to anything. They intentionally cause harm and suffering to those around them, either through their words or actions. They seldom care about someone else’s feelings, unless it may benefit them in some way.

They are not true or genuine in their intentions, they simply appear as though they are only there to hurt other people.  People who are hateful and rude are often experiencing severe pain in themselves. From an analytical point of view, this can give you a great amount of detail about who they are. You may combine this trait with others you have witnessed when you were learning more about their unique personality type and determine that they are very shy, under confident people who are living in the past.

Or, you may discover that they are otherwise outgoing people but have been brought down by a great amount of stress in recent years. Pay attention because people with hateful personalities are typically ones that have a lot more to analyze than those who are not hateful.


KIND PEOPLE

Kind people are the ones that make us feel good about ourselves. When we are around them, we have a tendency to feel confident and positive. They make us laugh, they boost our self-esteem, and they are genuine about everything they say and do. They always consider others when they are making a decision, and if they know they have to make one that will hurt someone else, they are not quick to make that decision. Instead, they are willing to look for alternative solutions to protect everyone involved. Kind people are funny, empathetic, compassionate, caring, positive, and generally optimistic about life itself. They may use dark humor for fun and they will experience difficult emotions, but their general outlook is positive.

People who are kind outwardly prove that they are feeling positive on an inner level. They typically have a high level of emotional intelligence, meaning they know how to regulate their emotions and they can manipulate a room to be as positive as they are through their emotional regulation. They are great at cheering people up, likely because they are also great at cheering themselves up. They will have their vices, as well do, but they will be more likely to manage their vices. Kind people are self-aware and generally know how to work with different elements of their personality to express themselves in such a kind way. They are usually at peace inside, and rarely have anything guilty on their conscious.


WORD CLUES  

The words people choose to use say a lot about who they are and how they feel about themselves and life in general. When you begin to listen to what someone says, you are more likely to understand how they think and feel about the world around them, and about themselves. Let’s look at some different sentences, their key words, and what they tell you about the people saying them.


	
“I won that award again.”




The key word in this sentence is “again”. This shows that the person sharing the information has already won the award. This tells you that they like to boost their self-image, but also that they likely have a great deal of confidence. They may brush it off like it’s casual, but in reality, they are looking for the attention of other people. They want others to flatter them through kind and uplifting compliments, so they fish for them through their choice of words.


	
“I worked hard to bring my dream to life.”




The key word in this sentence is “hard”. This means the person believes their goals are difficult to achieve and that they have to exert a lot of energy and effort to get to where they want to be. They may also defer gratification by saying that they didn’t directly earn their goal, their hard work did. If you are someone looking to hire an employee, seeing someone use this type of word clue would be positive as it would help you determine that they are more likely to be productive, hard-working people.


	
“I patiently waited for the doctor to call my name.”




There are many clues you can discover from the word “patiently” in this sentence. First, it may suggest that the speaker was bored. Or, perhaps they were waiting to do something else that was important and despite waiting patiently they were feeling pressed and impatient inside. The biggest clue you can learn from this sentence, however, is that the person speaking had some other pressing matter they wanted to deal with but that they were waiting for the doctor instead. Because they were waiting, however, shows that they can adhere to boundaries and are not angry or quick to jump up and deal with whatever pressing matter they had, instead they continued to wait patiently.


	
“I decided to go ahead with this option.”




Using the word “decided” shows that this person had to put a lot of thought into their choice. They weighed all solutions, looked at the pros and cons, and eventually made a decision that they wanted one more than the other. Using this type of wording means the person might have struggled slightly with the decision, but it also means that they are not impulsive. They did not jump out and make a decision on a whim. Instead, they paid attention to the details and weighed their options. A person who was impulsive would have said “I just made that choice.” With the word “just” meaning they made the choice without much consideration one way or another.


	
“I did the right thing.”




This sentence, particularly with the word “right” in it, means that the person who made the choice struggled to make it. They did something, but they likely struggled with a moral, ethical, or even legal dilemma that made the decision difficult for them. Seeing someone use words like this means that, despite what dilemma they were faced with, they had the courage to make the ethical choice. They did not choose what was more convenient or easy, instead they chose what was right. This is a positive reflection of their decision-making skills and loyalty.
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Chapter 14 Common Patterns of Interpreting Human Behavior

_______________________________________________________________________________________________________________________________

Naturally speaking, most species exhibit behavioral patterns that are in sync with members of the species. Most times, we notice behavioral patterns that exist throughout the animal kingdom. Even though some patterns are more specie specific, but there are patterns that are universal like reproduction, the need to protect one's territory, the need to survive, communication, etc. These patterns can be observed and studied. Thanks to natural selection, there are certain behavioral patterns that have been modified so that we could survive. For instance, humans were known to be vegetarians as we newly entered the earth, now we munch on meat and animal protein because we as nomads needed food handy as we traveled across the world. We also began to domesticate animals for consumption at first, then for transportation, then for other menial duties like working around our farms, chasing prey (hunting), etc.

Our communication even evolved. At earlier stages of our existence, we seemed to communicate more with our bodies than our words. We made sounds, but more we communicated with our bodies to form our language. Hence the term body language. We used our bodies to send signals about food, warnings about danger, show displeasure, show affection, etc. This crude form of communicating was improved upon, and most body signals were replaced with words. The movement of the head from one point to another at an angle180° signified our displeasure in something, or it might just mean "NO." Not just that our languages changed from body to words, the words themselves have been affected a lot

Coming into the human race, there are common patterns that we spot in human behavior, and these patterns are things that we can identify to understand how a human acts. As a human resource manager, you need to understand how your staff works and what makes them do what they do. There are certain patterns that you see in these people that go a long way to expose these traits that people Express. So let's take a deep dive into the world of behaviors and once again see how to analyze and assess human behavioral patterns.

There are things that you would identify to really analyze human behavior; these patterns have a general attribute, and it can be specific. So we would look at the general behavioral expressions that a human can exhibit that can be isolated to tell a person’s behavior. So these are like indicators that you see that enable you to understand how a human thinks and how he behaves. Let’s start with the general ones.

Reproductive behavior

Biologically speaking, every animal has an instinctive pull to want to replicate its kind and keep its lineage going. This is the reason why mosquitoes bite. They don’t bite you because they just want to test out their proboscis on new skin, they bite so that they can replicate or reproduce. It is the same reason why viruses attack you. They don’t attack you because they see you as a threat; they attack you because they need to reproduce. They hijack the cell machinery to make progenies.

These are basic instincts that we see express themselves in animal behavior. Even in the human race, there is this instinctive thing that draws the male species to the female species in most humans and creates the need to reproduce. This behavior is expressed in the secondary sexual characteristics we express. This characteristic affects our social experience. For instance, the need to look in a certain way that is appealing to the other gender, or the need to behave in a certain way so that we can attract them to ourselves and reproduce. Even physiologically, our bodies experience changes, the deep voice for males, the presence of enlarged breasts for the females, and other appealing features.

Even though the reproductive behavior in humans is via sexual means, their other things that come as a result of it; for instance, humans marry, they provide nurture, and care for their young ones up until they reach an age where they can fend for themselves. What does this do to humans psychologically? It means that there are things we see in human beings that can lead us to know they are expressing reproductive behavior.

If two humans, get married, that behavior of coming together could be indicative of reproductive behavior. Two human courting could be indicative of reproductive behavior.

Defensive behavior:

This behavior is common because there are constant threats in nature, and this behavior helps us to survive through these threats. That’s one reason why the human race has not gone into extinction. There is always a need to defend what one has and what one has accumulated. Physically, our ancestors were known to protect themselves from invading animals. They even protected themselves from other tribes that tried to invade on their own families. These patterns of defense are not new to the human race, even psychologically, the human mind wants to protect things that are dear to it. That’s why it could be hard for someone to let go of people they are really in love with. They also are that need to defend their establishments, to defend their achievements, to defend their ego, to defend their pride and honor. These things are natural. If an animal feels threatened at any point, they would respond with an attack. The attack is its natural response to fight off the threat that is before it. It is a natural instinct for defense. How do we identify when someone is trying to protect something?

One of the earliest signs they begin to give you is irritation. It means you are encroaching into something that they do not want you to. It could be a defect in their body, a psychological wound, an illicit act, or something that you do not understand. Most times, if you enter into that zone, the person shows signs of irritation, and that can be an indication that you are touching something that they value and do not want you to touch. The best option is to back off if you do not have the strength to fight.

Another sign could be evasion and lying. People in a bid to protect something can evade the subject or lie about it just to get you off their backs. That could be a sign that they are trying to protect something.

They could become aggressive. When they exhibit aggression, they are desperate to protect that thing, and they do not want you to encroach into it at all. Aggression is their last attempt at defending what they have. If you break this last wall of defense, they enter into a deep well of hatred and resentment for you because you infiltrated that thing that they did not want you to infiltrate. They could take up their whole life trying to get back at you for stealing that thing that was precious to them. Unless they realize that maybe what you did was for the better, then they may forgive you.

Communication:

This is a pristine human behavior that deals with passing a message from one person to another. Communication, at its inception, was done by body language, we communicated more with our bodies than with words. We did not say much until recently, and we replaced body language with words. We now began to speak more, to explain what we felt and what our bodies were saying. There are certain behaviors that people exhibit in communication that can be indicative of certain things. Communication is expository. It means through communication, and we can find things out, we can find out if a person is doing fine, or angry, or sad, or happy. Now, even though communication evolved through body language to words, we still did not lose that pristine mode of communication. So we still communicate with our bodies, and there are certain signs our bodies still give that should tell what we mean. For instance, if someone frowns at you, they definitely are not pleased with whatever it is you are doing. Now they, could frown at you and you get that they are not happy with you at the moment, but the question to ask is “what really is the person not happy about?” this is where you employ words to explain how one feels about a certain emotion, and feeling. So, what are the common patterns in communication? Humans use sounds to communicate, and their bodies to communicate. With these two in mind, you can identify when a person is expressing the behavior of communication. Even deeper, when a person wants to communicate sexual information to their partner, they employ deeper body gestures and behavior. They can wear revealing clothes, and they can purchase scented or perfumed candles, send erotic texts all in the bid to cajole one’s partner or prospective romantic mate into having sex with them.

Territorial behaviors:

Animals are instinctively territorial, and this behavior is seen across the human race. We want to establish dominance over a certain terrain or space. This could also be psychological; we want to feel like we have something, we own something, and we are doing something in that our personal space. Privacy is a big thing amongst humans, and everyone violates this; our privacy code tends to be punished by us. When we purchase personal effects, we want them to be private—just ours and no one else’s. This is a common behavioral pattern that is born out of our defensive attitude and propensity to focus on ourselves first before other people.

Social behavior:

This is a very integral part of our existence. Humans are very social beings, and at that, we tend to interact with ourselves, learn from ourselves, and flourish amongst people who seem to be on the same page with us. Although the degree at which we interact is greatly affected by our behavioral type, it is of essence to note that all humans interact. Some can interact with a large number, while others interact with a fewer number. Social media has made it quite easy for us to interact with ourselves; it is a good avenue to bridge the constraint of distance and communicate with a loved one.

As we all know, not everything that glitters is gold, social media is glittering, but it has not hit that social interaction gold. At the base of communication and our interaction is the engagement of our five senses. What this means is, before proper communication can be established, one must engage at least four out of the five senses. How does a baby know that it is its mother that is breastfeeding it? It is said that babies can tell the smell of their mothers. They also interact with their sense of touch and the sense of hearing and taste. An adult would utilize the full artillery; he or she would use all his or her five senses to relate with a person.

Let’s analyze this a bit; when you are speaking with a person physically, you would hear the person, touch the person (if you can. Maybe during the handshake), talk to the person, see the person, and smell the person. With these in place, you can be sure that whomsoever it is that you are speaking with should be able to understand you. Some of these are missing during a typical social media conversation. You cannot see the person most times, and you cannot touch them or smell them, you can only text them. A recent innovation in that area allows for video calls, voice notes, and the use of emoticons (emojis) to communicate. Emoticons were designed to help portray the intent or the emotion of the writer at the moment the writer was making the statement, but most times those emojis don’t convey it enough; partly because people don’t know how to use it, and partly because people don’t understand what they represent, so even though there are online props to help open oneself emotionally as one is speaking, those tools sometimes don’t drive home the point. You would need to see this person face to face to sometimes understand what they mean. So communication has evolved throughout the ages but the basics—those basic things are the foundation for any good communication.

At the core of our social interaction is communication, because that’s how we express ourselves and what we feel about the person or the situation we are analyzing.

Egoistic and self-centered

The human is egoistic and narcissistic in his thinking. He views himself as the super bot of nature and as that all other creatures that dwell in the hemisphere that he exists must bow a knee to him. He has successfully tamed animals that were never known to be tamed. He has chained and crushed resistance in his way just to feel good or to feel in control. There is a saying that man never does anything that he doesn’t find profit in. This saying may be true for the human race. We are pretty into ourselves. We tend to accumulate wealth and affluence simply because we want to feel important and accepted in the society that we belong to. Are human wants insatiable? Correct. This insatiability comes from the fact that we have a towering ego that we must appease consistently with the praises of our fellows.

We go for awards and shows to showcase our achievements and our abilities to garner enough applause to fill our heads. At the base of human behavior is the instinct for survival and dominance. We want to survive whatever it is that is thrown our way, and we want to be in charge. These appetites have led to wars, to the accumulation of wealth, to the manipulation of people, the ending of certain lives because they looked like obstacles or threats. When a man’s ego has been trashed, he slips into defense mode, and if that also is destroyed, the man loses the essence of himself. Self-awareness is what we have the animals don’t have. We begin to ask the very important questions of origin because, as race, we are self-aware. When this awareness is challenged, we begin to seek definitions from all other places, especially our fellow humans. It is like the tale of a man who wakes up lying facing the sky with no prior knowledge of where he is or who he is or where he is from, the only time he saw what he looked like was when he looked into the mirror, and finally, he meets people who supposedly look like him, they sure know who they are, and he hopes they know who he is since they look like him, so the question “if they know who they are, then they should know who I am” comes in. A man whose self-awareness has been skewed would act accordingly. This is the defining trait for any man; when he has to come to terms with who he is and understand his role. Some call it purpose, but it is just a man coming to terms with who he is, his strengths, his strengths, his abilities, and disabilities. He comes to know what a threat to him is, and what is not. He comes to realize what his role in society is. The more becomes self-aware, it could lead him to more selfishness or selflessness. It depends on how he comes about the truth. How he comes about the truth would greatly influence how he would react to the world.

These patterns are the expressions of our intrinsic characteristics. Although they are affected by our social interactions, but they are the patterns. You can, from these patterns, understand why humans act the way they do.
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Chapter 15 How to Spot Insecurity and Romantic Interests

_______________________________________________________________________________________________________________________________

Have you ever been in love before, and the person you were in love with never even understood all the signs and symptoms you were displaying? All the green lights that you have been sending? There is so much a person can hide. Your bodies speak their own language. It is like a moving voice box. If you are sad, we would know if you are happy, we would know if you are tired, we would know. Your body speaks its own language. It is why your mom might not say anything to you, but you would clearly understand what she means when she just looks at you. Or when your baby needs something, you can easily tell.

The body is very obvious. That the body is very obvious doesn’t mean a lot of people understand what the body means when it sends those signals. Sometimes some people have trained themselves to send mixed signals, you would think they a person. Likes you, but the person doesn't. Or when a person is telling a lie, but he looks like he is telling the truth. We all know how hard it is to believe someone who tells the truth the same way he would tell a lie. It can send confusing signals. So what we are going to be examining is how we can spot people who are insecure, people who lie, and people who are sending cupid down our path. We want to be sure about these things.

We know how these things have affected our lives; you never noticed a person in your school, now the person is sending you signals like she likes you, but you want to be sure, what are those things that you would look at that would help you to really know that this person is dying to have you around them as their lover or they just want to have you as a friend. These are things we want to be very sure of.

Apart from your body, your words also reveal. In fact, when you analyzed what a person is saying versus what his body is saying, you can tell the truth. Conflict exists when their words and their body language are far apart, but what people say can drive home the point and immediately help you to know what people are thinking. Except you are a witch or a mind reader, you won't know what is in the mind of a person.

So, in the spirit of assurance, let us analyze how these things come to be. How can someone show certain signs and these signs would be easily understood by you without you breaking a sweat.

PS: I would not just be helping you spot them; I would be letting you know of the dangers, and I would be letting you know of some solutions—yes, I will be giving the full package.

Let's start at spotting someone who is insecure:

What is insecurity? The basic English language would say that insecurity is the state of being unsafe or feeling unsettled or tense due to the feeling of impending danger. This could make sense if we are not talking about people's behavior, but their state of security. Psychologically, insecurity means the feeling of not being satisfied with who you are. Not being confident enough to embrace your personality. It is the want for acceptance, the want for closure, the want for confidence and stability. Another word for this is inferiority complex, that feeling that you are not worthy; the thirst for superiority and dominance. It is a narcissistic personality disorder. There are two types of narcissism the grandiose and the vulnerable. The grandiose is backed by an excessive sense of entitlement, while the vulnerable is the inferiority complex. Always seeking approval and dominance.

These can be due to certain factors that might influence it like; growing up under toxic parents, bullying, physical looks (body shaming), mental disposition (that's the fact that you are not exhibiting mental prowess as you want to), societal pressure, and religious dispositions.

These things go a long way in interfering with a person's ideology of himself. If a person feels insecure about their personality, it simply means they would behave in a very strange way towards others. In fact, they would be more sensitive to banter and other gestures. They nag a lot, and they can be over-thinking. These ones, their minds are always overworking. They think everyone is thinking about them. If they are passing through a corner where young people like them that look better dressed than they are, they automatically think other people are thinking of them.

Insecurity is powered by fear. Fear born out of past experiences. When a person experiences a consistent barrage of bad experiences, they tend to lose hope, trust, and the willingness to believe that anything good can happen. This would become their disposition with time. Insecurity takes the eye of the person suffering from it and centers it on the individual and not on the world. It would be really hard for someone who is insecure to love and be selfless. Even if they love, they would love because they want back the same amount and level of love. The truth is, people love differently, and if we measure ourselves by the standard of what other people love, we would not know how we love. The key here is to identify how we love and how others love and appreciate it. Don't call someone's effort towards you small and inconsequential. It was an effort.

They believe the world is centered on their issues. Insecure people don't believe that their issues are not special. They feel their issues are unique and that everyone owes them. They tend to see themselves more than they see everyone else. It is always about how they feel and what is going on with them. They are all about self. Even though this might not be the truth, but they tell themselves that, that is the reality they are facing, hence their own truth.

In a romantic relationship, insecure people doubt everything. They are not sure of anything, and it could sabotage their entire relationship. Imagine if you were dating someone who wanted to know everyone who called you over the phone or everyone who says hi to you on the street. They want to know where you are, who you're with, and why you are with them. They question your every step and move. You ask them questions concerning their bodies or something they are scared of, and they instantly become threatened.

Now, it is noteworthy that everyone gets insecure about certain things, maybe because of the lack of details and information concerning the matter, or the impact of a past experience, but there are some individuals who theirs leads to anxiety and shock. This can be unhealthy. So here, let me break this down for you into small absorbent points. These are how you can tell if you or someone is being insecure about certain things; they would have troubles with trusting: because they are unsure about so many things, or they tell themselves that they are unsure, they would not be able to trust. They might not want to leave you, but they would keep on tugging at you until they get closure and, in the end, feel so secure. But the initial reaction could be fatal to any relationship. Relationships are built on trust, and anyone who doesn't trust his/her partner is indirectly telling that person that they don't believe in them/believe them enough.

That's a sad thing to think about someone who you love. Insecure people brood over negative thoughts until these things become their reality. They tend to see the wrong things you are doing faster because that's what they preoccupy their minds with on a daily basis. Insecurity, like I said, could be born out of an ugly past experience. What they ought to do is forgive and understand that everyone makes mistakes, and they are humans. Humans are not perfect, and with this, they should focus more on the things that their partners are doing to save their relationships over the things they are doing to destroy it. They must learn to tell themselves the truth. Their partner is not cheating right now, he might have done it in the past, but right now, they are not cheating on you. Your partner is not gossiping or going through your phone, or selfish, etc. What I am saying is, you should learn to focus on the good and not the bad if you want to trust in any relationship.

Negative thoughts: if you see someone who is always talking about negativity or always complaining about someone else's flaws, that person is insecure about something. If you think about something bad for a long time, it will seep into your actions. It is called the Pygmalion or Rosenthal effect. This states that the expectations of another party would go a long way to influence the action of the other. What this means is, whatever ideology you want someone else to portray, you just keep it in their face long enough, they would begin to look like it. The truth is, you can also have this effect on yourself. Your mind is like a mirror, whatever you mirror to yourself, you would start to believe it. So people who are laden with insecurity often do not stop negative thoughts, and these thoughts influence their actions. They become very scared, pessimistic, unsure, antagonistic, hopeless, and very sadistic. They did not plan to, and it is as a result of their frequent negative thought pattern. If people who are insecure work with a team, they would be the ones to talk the team out of certain movements.

They rather want to see why these things would not work because of the fears they have. And they can easily pass that fear unto others.

They easily compare themselves: comparison can be healthy if used properly. For instance, if you see someone else who does something better than you, that comparison helped you reveal a part of your skill that you need to work on. It can be a source of inspiration and healthy competition. I remember seeing someone who wrote better than me, instead of me to feel weak and cheated. I saw it as an opportunity to review my writing skills and improve on them. I am grateful I am better today.

This same comparison that made me better could ruin someone else. If you compare yourself to people and at the end of the day you feel inadequate and unfulfilled, you would harm yourself. See comparison as a tool for the betterment, not a tool for self-judgment and self-doubt. If you allow doubt and condemnation, you trump your growth. Insecure people see the comparison as a way to measure up. They always want to compare themselves with that person that gets them uptight and scared. If that person always wins, they would be very insecure around them or exhibit low self-esteem. If you are dating someone and that person always feels threatened by another person you bring, and the person's words sound like this, "she is not even better looking" or "he doesn't even have a degree" or "He thinks he is stronger than I am?"

When you hear statements that their conclusions stem from an analysis of their person and their achievements versus the one of your partner/friend/colleague, you might have someone who is insecure on your hands.

They would always need reassuring: it is not wrong to be reassured. But when it becomes something you need to breathe, and something you need to eat, then we have an issue on our hands. It is great if your partner tells you they love you, it is great that your boss gives you great reviews, but you don't need them to validate who you are. You cannot draw meaning and definition from these things. That behavior can be very harmful to you and your growth. You cannot allow yourself to go down this lane. It would make you seem desperate and obsessive. If you are always begging for reassuring people could take advantage of this and tell you what you want to hear to get you off their backs. You are not dead weight, you are important and valuable, and you should allow people to give you words of affirmation based on how they feel and from their heart. It is not bad to let people know you need words of affirmation from time to time, but it shouldn't be excessive. Know when to stop. People who are insecure about themselves would need others to make them secure in themselves: now I cannot say we may all have started out in life on a good note—feeling very self-worthy, and self-accepting, we all might not have had that luxury and we would need people like our parents, our teachers, religious leaders, friends, and relatives to help us with this. But, as time goes on, we ought to form a healthy view of ourselves. If this still lingers, it means this person is insecure about themselves. Insecure people need to learn to appreciate their physical flaws.

Your physical flaws are a part of you; your body shape, your eyes, your nose, etc. They are a part of you now, and there might be little or nothing you can do to change it. What do you do then? You accept the flaw and own it. If people loved, they would love your irrespective. So, you own the flaw! You work hard to add value to other people's lives, and you would see that flaw turn into a highlight for you. What I mean is, instead of focusing on ridding the flaw of your life, rather focus on adding value to the world and see the world respect you. If Bill Gates was a dwarf, he would be the richest person, dwarf, pygmy, and the world has ever seen.

Insecure people are hypersensitive: ever felt frustrated when you give a compliment, and someone sees that as an insult? No matter how hard you try, it looks like all your statements would be read out of context. Especially statements that boarder around this person's fear. If someone is insecure about his job, any joke or harmless statement made in that aspect will attract a heavy rebuttal because this person is scared, and our natural reaction to fear is fight or flight. You can spot insecure people from the hypersensitivity to harmless statements. They almost cannot take a banter or anything that tends to shake them from their comfort zone.

They can become violent: one of the major causes of bullying is insecurity and fear. A bully is a person that assaults others emotionally and physically. This may be due to jealousy or feeling insecure about the other person. There are other reasons why people bully people, but insecurity is one of them. The need to assert dominance, even though this bully lacks the proper apparatus to do such. He would resort to using all he has, maybe words or his physical strength. If the victim doesn't bulge, he will resort to other tactics; if the victim cowers, he would have been successful in ensconcing his dominance over the victim. This also can be a sign of insecurity. When a person resorts to violence and force to get his way, or to get back at someone who he thinks is a threat or better than he is at so many things. I remember talking to a kid that was bullied by another kid because he was smartest in the class.

Finally, an insecure person is always self-demeaning. They would hardly say anything good about themselves, and when they do, you can see they are trying to enact applause from other people. They do what is called "the humblebrag". What this means is that they would make statements that always go to show that life is good with them. They are the ones always talking about their achievements in crowds where no one is talking about them in. They have this constant need to try to float above the waves, even if the waves aren't real. You could be in a gathering where parents are speaking of how to take care of their kids, and they would spin off the conversation around themselves and their achievements to gain attention and the love of the crowd. They just want to own it. If they fail, they will resort to self-battering. They would say things like, "it is not like I am a terrible parent; I do everything for my kids. Maybe I am the worst, and in fact, I am the worst" they are doing this so that they can hear a counter notion that would make them feel good.
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In everyday life, human onlookers are incredibly capable in perceiving faces, separating among them, and utilizing them to infer a huge scope of data, be it about static highlights like age, sex or character, or variable highlights like look bearing, lip developments or enthusiastic states. Typically, during the free review of entire faces, spectators will concentrate their look on explicit parts, with an articulated inclination to concentrate on the eye locale when attempting to recognize distinctive passionate demeanors. In any case, there is in like manner solid proof that every fundamental articulation of feeling is related to a particular arrangement of highlights, for instance, with the eyes significant for dread acknowledgment or the mouth for recognizing bliss.

Besides, if spectators can decipher this data in an effective manner, they should utilize every one of these analytic highlights to various degrees, contingent upon the feeling being referred to. In studies where appearances are halfway veiled, and onlookers can just utilize constrained data in every preliminary, a normal face can be remade, reflecting which regions are most firmly connected with a right reaction. Every feeling articulation would thus be able to be depicted by an alternate arrangement of analytic regions, conceivably permitting to separate every articulation similarly well from all others.

However, arrangements of indicative regions may likewise mirror a trademark example of similitude between certain feelings, clarifying specific sorts of efficient disarrays among articulations and permitting to more readily see how the various articulations are spoken to in the onlooker's psyche. Charles Darwin in his initial research on the articulation of feelings previously proposed that contradicting feelings like indignation and dread (for example battle or flight) will be communicated by the body and face in a contradictory manner, and numerous mental models attempted to delineate similitude or restriction of feelings in regards to their event and abstract understanding.

Exact help for certain parts of these models originates from concentrates on the acknowledgment of articulations, where, for instance, satisfaction is perceived the best and befuddled the least in accordance with the way that it is the main positive of the fundamental feelings and subsequently ought to be generally particular. Likewise, various reports of orderly missteps or disarrays between articulations exhibit that outrage and appall, just as dread and shock are most often befuddled.

These feelings are additionally conceptualized as comparative, they would say. Concerning way they are communicated in the face, effectively befuddled looks can be portrayed by a mostly covering set of activity units, with brought down eyebrows in displeasure and disturb or the cocked eyebrows and eye tops in dread and shock, together with showing a closeness of experience, demeanor, and physical appearance. In the present investigation, we, in this way, solicited whether acknowledgment from outward appearances depends on a one of a kind arrangement of highlights for every feeling, and got these highlights from the eyewitnesses' acknowledgment execution. Spectators were given covered faces which were successively uncovered part-by-part and must be perceived as quick as could reasonably be expected.

Regions of the face whose exposure regularly prompted quick and exact reactions were recognized for every demeanor, permitting to, in this way, think about the appearances and develop an illustrative space in which countenances are gathered by how also they are seen. This plans to supplement past investigations with covered faces by not just reproducing the visual information that offers ascend to address acknowledgment, yet additionally determining a numerical measurement for every territory of the face and consolidate these territories into examples that have the most elevated indicative worth.
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