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			Body language is a powerful ally


			

					
Issue: how can I use my verbal and body language to communicate clearly and persuasively?


					
Uses: since body language is an integral part of day-to-day communication, mastering it allows you to only express what you want to express in order to be as professional as possible at work. Understanding how it works also makes it easier to understand your colleagues’ behaviour and be in tune with them.


					
Professional context: job interviews, presentations, negotiating, client management, social contact within the company, etc.


					
FAQs:
	How can I hide my anxiety to seem sure of myself?


	How can I eliminate mannerisms which unnecessarily distract the person I am talking to?


	What attitudes should I avoid to make a less senior colleague feel comfortable?


	How can I convince a client that my product is the best?


	How can I present a project to my colleagues?


	How can I interpret the behaviour of the person I am talking to?“The body is not mute, but it talks without us noticing it.”









			


			Who among us has not practised an interview speech until we have perfected it, only to stumble once we are in front of another person? If you are familiar with this situation and feel disheartened that you cannot control every aspect of the message you are delivering, take comfort, because it is entirely possible to learn to regulate the finer details of your body language in order to achieve your goals.


			Since your facial expressions, gestures and posture seem to have as much persuasive power as your words, it is essential to spot the elements which convey states of mind, emotions or truths. These are sometimes buried deep within your subconscious, but they can nonetheless put you at a disadvantage on the big day. There is only the thinnest of lines between a meeting which turns into a fiasco and one where you dazzle your audience with your charisma and magnetism. In this case, the expression conveyed by your body language spurs your listeners to either confirm or reject their first impression of you. In poker, these interfering signals are known as ‘tells’, as they allow players to figure out their opponents’ intentions. In the same way, a person’s romantic interest in you can be confirmed through very specific micro expressions (concept developed by the American psychologist Paul Ekman, born in 1934).


			In the world of work, where relationships are often based on a superficial knowledge of the other person, mastery (or relative mastery, since it is impossible to control every element of our behaviour) of body language is all the more important. It is therefore unsurprising that nonverbal communication is so highly regarded by public figures, politicians and also managers, who are constantly working on their expressiveness in order to capture people’s attention and ultimately to persuade. They also often call on the services of ‘gesture profilers’.


			Learn to speak this language, so that its vocabulary is no longer a mystery to you.


		




		

			Body language: the basics


			“One cannot not communicate” (Watzlawick, Beavin and Jackson, 1972)


			Our bodies are constantly sending information, and this represents a mode of communication in its own right. Body language can punctuate, reinforce, subtly change and even contradict what is expressed in words. This physical communication – whether voluntary or involuntary, visual (gestures, posture, etc.) or vocal (tone of voice, speed of delivery, etc.) – takes place through touch, speech, and hormonal pathways, and by means of gestures and movements which are interpreted correctly thanks to a shared culture.


			The 3 Vs of communication


			Some apparently insignificant gestures can determine a career, as indicated in a study of 200 human resources directors carried out by the recruiter OfficeTeam in France in 2012. The study revealed that during a job interview, 90% of HR directors say that they pay attention to candidates’ gestures and posture. These results echo those of one of the classic studies on the subject, namely the study carried out by Albert Mehrabian (Iranian-born American psychologist, born in 1939), which claims that an emotional message (meaning one concerning feelings or states of mind) follows the 3 Vs rule (also known as the 7%-38%-55% rule) and is:


			

					55% nonverbal (visual communication);


					38% paraverbal (vocal communication);


					and only 7% verbal (content).
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			Nonetheless, these considerations must be qualified, because they have not been proven for all neutral speech (technical speech, classes, etc.).


			

				

					Congruence


					In order to optimise communication, these three forms of language must be coherent. If two kinds of speech which come from different channels and offer different signs are sent together, it is more than likely that the addressee will not receive the overall message correctly. For example, it is not recommended to shake somebody’s hand and mumble “hello” without looking at them, or to say “your salary offer is absolutely fine for me” while avoiding eye contact with the other person, putting your hands over your mouth or faking a smile.
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