CHAPTER 12
NONVERBAL COMMUNICATION: BODY LANGUAGE AND PROXEMICS
WHY IS IT IMPORTANT TO UNDERSTAND BODY LANGUAGE? HOW DOES SPACE IMPACT COMMUNICATION? HOW DO WE READ FACIAL EXPRESSIONS?
NONVERBAL COMMUNICATION—SILENT LANGUAGE
Psychologists tell us that more than 90% of the emotional impact of a message comes from nonverbal sources. Cultural anthropologists, sociologists, and social psychologists describe the nonverbal portion of any message as extremely important. It is the nonverbal message that contains the relational portion of the message and we tend to believe the nonverbal more. Nonverbal communication can repeat the verbal message (a wave while saying good-bye), substitute for the verbal (a silent wave good-bye), or complement and accent the nonverbal (a finger circling the ear to indicate someone’s crazy). Over fifty years ago an exciting science was uncovered and explored. It was called body
language and has since also been named kinesics. Body language analyses and kinesics are based on the behavioral patterns of nonverbal communication. There are even clinical studies that reveal the extent to which body language can actually contradict verbal com-munication. A classic example is the young woman who told her psychiatrist that she was in love with her boyfriend while shaking her head from side to side in subconscious denial. Again, that is why we tend to believe the nonverbal more. These signals from the uncon-scious can be extremely important in reading others. We need to understand that others are reading our body language. Dr. Edward Hess revealed a kinetic signal, the unconscious widening of a pupil when one sees something pleasant (presented at the American College of Medical Hypnotists). This can be very useful in a poker game. When a player sees an op-ponent’s pupils widen, he can be sure that his opponent is holding a good hand. The other player may not be conscious of his ability to read this signal any more than the other person is conscious of telegraphing his lucky cards. Also, advertisers can use this when showing focus groups a commercial they plan to air (especially when considering the expense of ad time during the Super Bowl). While the commercial is being shown, the eyes of the
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100 MANAGING CONFLICT: AN INTROSPECTIVE JOURNEY TO NEGOTIATING SKILLS
audience/focus group are observed. The marketing people detect when there is any widening of the pupils, which is a subconscious indication of a pleasant response. Another study showed that the pupils of a man’s eyes became twice as large when he saw a picture of a beautiful nude woman. Body language can include any non-reflexive or reflexive movement of a part or all of the
body, used to communicate an emotional message to the outside world. To understand this unspoken language, you must also take into consideration cultural and environmental differ-ences. Keep in mind that verbal messages use a single channel—we cannot say two words simultaneously. Nonverbal messages do not arrive in a sequenced manner. We see people’s facial expressions, their head and body movements, the way they are dressed, and their ges-tures. Additionally, verbal messages are discrete; that is, they have a clear beginning and end. Nonverbal messages are continuous and, unlike the spoken word, they are mostly not deliber-ate. There are just too many nonverbal channels to be able to control all of them. Therefore, how can we know the meaning of the signals we are reading? Verbal and nonverbal messages differ in their degree of ambiguity. In general, nonverbal messages are more ambiguous. The best way to find out is to ask for verbal clarification. The theory and research with nonverbal communication focuses on the structures and
conditions within which communication takes place (the communication environment), the physical characteristics of the communicators, and their behaviors. Most nonverbal research (but not all) is on appearance and behavior of the person com-municating. The body is the message, which is the face, head, and body. When reading body language, the focus is on these aspects:
• gestures • eye contact • facial expressions • vocal behavior • trunk and shoulders • arm and wrist • hand and fingers • hip
• leg and ankle • foot and neck • overall posture • general presentation of self (including clothing)
• touch • personal space
It is important to remember there are influential nonverbal cues that are not visible body
movements. These include posture, body shape or physique, attractiveness, height, weight, hair, skin color or tone, odors (body or breath), clothes, jewelry, and accessories (such as handbags or attaché cases). Body movement and position generally include gestures, move-ments of the body (limbs, hands, head, feet, and legs), facial expressions (smiles, frowns), eye behavior (blinking, direction and length of gaze, and pupil dilation), and posture. Positions of
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the head, shoulders, and brows are considered major areas of nonverbal communication. There are gender similarities and differences. Another dimension to consider in nonverbal communication is vocal behavior, which deals
with how something is said; the nonverbal vocal cues surrounding common speech. There are the sound vibrations made with the vocal cords during talk that are a function of changes in pitch, duration, loudness, and silence. In addition, there are the sounds that result from physiological mechanisms other than the vocal cords, like the oral or nasal cavities. There is research on pitch level, duration of sound (clipped or drawn out), pauses, loudness, resonance, rate, rhythm, and intruding sounds (“uh,” “um,” “ah”). Laughing, belching, yawning, swallow-ing, moaning may affect the outcome of the interaction. Keep in mind that “it is not the words we say, but the music we play” (Dave Wolffe). Verbal and nonverbal communication systems operate together. Nonverbal communication
functions to express emotions, convey attitudes (like/dislike, dominance/submission, etc.), presenting one’s self to the other, accompanying speech for the purpose of emphasis, feedback, managing turn-taking, attention, etc. (my background is Italian—I simply cannot talk without using hand gestures). Furthermore, there is agreement in our culture or subcultures on some signal or gesture, such as “A-OK,” “Peace,” and “V for Victory.” Make sure you consider the physical environment (store, church/temple, school, play-ground, club/bar, home, street, etc.) because environments can affect our moods, choices of words, and actions. Other factors that are part of this analysis are furniture, architectural style, interior décor, lighting, colors, temperature, noise, and music. You also form an im-pression by the so-called traces of activity such as trash, discarded food, and wastepaper. Timing and the perception of time need to be considered because they are clearly a part of understanding nonverbal communication factors. The frequency, tempo, and rhythm of actions definitely impact communication even though they may not be part of the physical environment. Now to broaden our analysis of nonverbal communication even further, consider the spa-tial environment. There are studies called proxemics and small-group ecology (ecology is the relationship of an individual to the environment). These researchers are concerned with how people respond to spatial relationships in formal and informal settings. We know that humans have a sense of territory, a need for a shell of territory around them. This ranges from the city dweller with a tight and close shell to the larger bubble of the suburbanite with the yard/open spaces to the country people with wide-open space. The fact is that we all possess zones of ter-ritory. We carry these zones with us and we respond in different ways if our space or territory is threatened or breached. Actually, how we guard our zones and how we aggress to other zones is an integral part of how we relate to others. Proxemics is the study of the use and perception of intimate, personal, social, and public space. Anthropologist Edward T. Hall coined the word
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102 MANAGING CONFLICT: AN INTROSPECTIVE JOURNEY TO NEGOTIATING SKILLS
proxemics to describe his theories and observations about zones of territory and how we use them.1
Hall’s proxemics chart of space and social interaction describes:
• his theories and observations about zones of territory and how people use them • the ways people use space to communicate facts and signals to others; suggestions on how to standardize and classify by measurement
Table 12.1: Hall’s Proxemics Chart of Space and Social Interaction
CLOSE DISTANCE Actual contact
11⁄2 feet to 21⁄2 feet 4 feet to 7 feet 20 feet to 25 feet
FAR DISTANCE
From six to 18 inches 21⁄2 feet to 4 feet 7 feet to 12 feet Over 25 feet
DISTANCE ZONE Intimate Distance Personal Distance Social Distance Public Distance
Hall reminds us that distances are arrived at by human interactions and not by measure-ments. Cultural differences are critical to understand. For example, there is no Japanese word for privacy, but this does not mean there is no concept of privacy. To the Japanese, privacy exists in terms of their house/living space. There is no Arabic word for rape (rape reflects attitude toward the body). Intimate and personal distance: Between two women in most U.S. cultures, a close intimate
state is acceptable, while in an Arab culture such a state is acceptable between two men. Men will frequently walk hand in hand in many Arab and Mediterranean countries. Think about crowded subway cars, elevators, crowded beaches, clubs/bars, and concerts. When you are at close intimate distance, you are overwhelmingly aware of your partner. Hall points out that this is a way to standardize a baby science and that there are dozens of clarifications necessary. When two people meet in the street, they usually stop at a far personal distance (21⁄2 to 4 feet) from each other in order to chat. At a party, they may tend to move toward the close phase of personal distance. People are making a statement with their distance. A boss uses distance to dominate a seated employee. To the employee, he or she tends to loom above and gain height and strength. The boss is reinforcing “you work for me” without saying it. The big boss will have a big desk to put him or her at a distance. Social and public space: The close phase is generally the distance at which we transact
impersonal business. It is the distance we assume when we meet the client, the new director, or the manager. It is the distance the homeowner (especially female) keeps from the (espe-cially male) repair person, shop clerk, or delivery person. Eye contact in the intimate/personal distance zone should not be constant and direct (unbroken stares can get creepy). However, at the social distance it is not proper to look briefly and then look away. The only contact you
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have is visual, and so tradition dictates that you hold the person’s eyes during conversation. According to Hall, failing to hold the person’s eyes is the same as excluding him or her from the conversation. Public space is the farthest extension of our territorial boundaries. The close phase of public
distance is suited for more formal gatherings like a teacher’s lecture to students, or a facilita-tor at a conference. The far phase of public distance is for politicians; actors in the theater; and safety or security, as with dangerous animals. Certain animal species will let you come within only a certain distance before moving away. While on the subject of animal species and distance, there is frequently the danger of misinterpreting the true meaning of territorial zones. For example, a lion will retreat from a human who comes too close and enters his danger zone. But, when he can retreat no longer and the human still advances, the lion will turn and approach the human. A lion trainer takes advantage of this and moves toward the lion in his cage. The animal retreats, as is its nature, to the back of the cage as the lion trainer advances. When the lion can go no farther, he turns and, in accordance with his nature, snarls and ad-vances on the trainer in a straight line. Because the trainer is aware of this, a lion’s platform is placed between him and the lion. The lion, approaching in a straight line, climbs the platform to get at the human trainer. At this point the trainer moves out of the lion’s danger zone and the lion stops advancing. Audiences imagine that the trainer’s gun, whip, and chair are holding a dangerous beast at bay. For centuries, actors were aware that the distance of the stage from the audience can create
illusions. At a distance, it is easy to lie with exaggerated motions of the body. Frequently, the public sphere is used to impress the audience, not necessarily to tell the truth. (I suggest you watch the 1934 propaganda film Triumph ofthe Will and notice how Hitler staged his speeches to the German people.) Stage actors need to use stylized, affected, and symbolic movements (that is, gross movements using the entire body) to communicate emotions. The gestures of traditional stage have been refined, studied, and practiced for years. Actually we could say that there is a cultural attachment involved with gestures of the stage. An illustration is the Japanese kabuki theater, which contains symbolic culture-oriented gestures (half of which we Westerners do not understand). Television and motion pictures combine long shots and close-ups. Up close, a movement of the lips and the blink of an eye will convey a message as much as the gross movement of the body does in a long shot. Close-ups of gross movements are misinterpreted. This is probably why there is difficulty adapting movies and television to the stage and vice versa. In conclusion, this chapter and the applied exercises are intended merely to introduce the
reader to the fascinating work being done in body language, kinesics, small group ecology, and proxemics. Competencies in these areas are important for many careers that require nonverbal communication. Even the criminal justice field uses body-language specialists for jury selec-tion (and reading jurors during trial), witnesses, and understanding the judge’s gestures.
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104 MANAGING CONFLICT: AN INTROSPECTIVE JOURNEY TO NEGOTIATING SKILLS 12.1 APPLIED EXERCISE: NONVERBAL COMMUNICATION OF OTHERS
1. Observation: at a singles’ club/bar, observe the nonverbal communication between people. 2. Develop a list of ways that people telegraph their interest/disinterest in one another. 3. Focus on:
• gestures • eye contact • facial expressions • vocal behavior • trunk and shoulders • arm and wrist • hand and fingers • hip • leg and ankle • foot and neck • overall posture • general presentation of self (including clothing) • touch • personal space
4. Summarize your observation and see if you can come up with unstated but important rules about nonverbal communication (include gender differentiation).
5. Note how the same gestures, etc., would be interpreted at home, in the street, or at school/ church.
6. Discuss the gender similarities and differences.
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CHAPTER 12 105 12.2 APPLIED EXERCISE: NONVERBAL COMMUNICATION—SELF-ASSESSMENT
1. Interview a close friend or relative and find out how he or she knows from your nonverbal communication when you are:
• angry • sad • disgusted • fearful • depressed • happy • surprised
These are part of our genetic makeup; these are some of our basic physical reactions. 2. Ask them to focus on:
• gestures • eye contact • facial expressions • vocal behavior • trunk and shoulders • arm and wrist • hand and fingers • hip • leg and ankle • foot and neck • overall posture • general presentation of self (including clothing) • touch • personal space
3. Summarize their observations and note how many things are unconscious.
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106 MANAGING CONFLICT: AN INTROSPECTIVE JOURNEY TO NEGOTIATING SKILLS 12.3 APPLIED EXERCISE: NONVERBAL COMMUNICATION—SPACE
1. Observe your dog or cat for at least 30 minutes. 2. Describe your pet and how you communicate with it. 3. Identify and list the gestures that you read from your pet. 4. Identify and describe any territory elements. 5. Identify and list the gestures that you transmit to your pet and note the behavior.
12.4 APPLIED EXERCISE: NONVERBAL COMMUNICATION—SILENT MEAL
1. Have a meal set up buffet style and invite the group to eat. 2. As people enter, instruct them to put away cell phones, iPads, laptops, all technology. 3. Instruct everyone that there is to be no verbal or written communication. 4. Allow the group to enjoy the meal without talking for at least 25 minutes. Debrief
• Summarize their observations. • Describe how the group passed the time. • Develop a list of ways that people telegraph their messages. • Share feelings that people experienced as time passed.
NOTE
1. Hall, E.T. (1966). The Hidden Dimension. New York: Doubleday. Also, (1959). The Silent Language. New York: Doubleday.
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12.2 APPLIED EXERCISE: NONVERBAL COMMUNICATION—SELF-ASSESSMENT

1. Interview a close friend or relative and find out how he or she knows from your nonverbal
communication when you are:

« angry
« sad

« disgusted
« fearful

+ depressed

« happy
« surprised

‘These are part of our genetic makeup; these are some of our basic physical reactions.
2. Ask them to focus on:

+ gestures
+ eye contact

« facial expressions

« vocal behavior

+ trunk and shoulders

+ arm and wrist

« hand and fingers

« hip

« legand ankle

« foot and neck

« overall posture

« general presentation of self (including clothing)
+ touch

« personal space

3. Summarize their observations and note how many things are unconscious.
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12.3 APPLIED EXERCISE: NONVERBAL COMMUNICATION—SPACE

Observe your dog or cat for at least 30 minutes.
Describe your pet and how you communicate with it.

Identify and list the gestures that you read from your pet.

Identify and describe any territory elements.

Identify and list the gestures that you transmit to your pet and note the behavior.

ERESEESE

12.4 APPLIED EXERCISE: NONVERBAL COMMUNICATION—SILENT MEAL

Have a meal set up buffet style and invite the group to eat.
As people enter, instruct them to put away cell phones, iPads, laptops, all technology.
Instruct everyone that there is to be no verbal or written communication.
Allow the group to enjoy the meal without talking for at least 25 minutes.

e

Debrief

+ Summarize their observations.
+ Describe how the group passed the time.

+ Develop alist of ways that people telegraph their messages.
+ Share feelings that people experienced as time passed.

NOTE

L. Hall, ET. (1966). The Hidden Dimension. New York: Doubleday. Also, (1959). The Silent Language. New
York: Doubleday.
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CHAPTER 12

NONVERBAL COMMUNICATION: BODY
LANGUAGE AND PROXEMICS

WHY IS IT IMPORTANT TO UNDERSTAND BODY LANGUAGE?
HOW DOES SPACE IMPACT COMMUNICATION?
HOW DO WE READ FACIAL EXPRESSIONS?

NONVERBAL COMMUNICATION—SILENT LANGUAGE

Psychologists tell us that more than 90% of the emotional impact of a message comes
from nonverbal sources. Cultural anthropologists, sociologists, and social psychologists
describe the nonverbal portion of any message as extremely important. It is the nonverbal
‘message that contains the relational portion of the message and we tend to believe the
nonverbal more. Nonverbal communication can repeat the verbal message (a wave while
saying good-bye), substitute for the verbal (a silent wave good-bye), or complement and
accent the nonverbal (a finger circling the ear to indicate someone’s crazy).

Over fifty years ago an exciting science was uncovered and explored. It was called body
language and has since also been named kinesics. Body language analyses and kinesics
are based on the behavioral patterns of nonverbal communication. There are even clinical
studies that reveal the extent to which body language can actually contradict verbal com-
munication. A classic example is the young woman who told her psychiatrist that she was
in love with her boyfriend while shaking her head from side to side in subconscious denial.
Again, that is why we tend to believe the nonverbal more. These signals from the uncon-
scious can be extremely important in reading others. We need to understand that others
are reading our body language. Dr. Edward Hess revealed a kinetic signal, the unconscious
widening of a pupil when one sees something pleasant (presented at the American College
of Medical Hypnotists). This can be very useful in a poker game. When a player sees an op-
ponent’s pupils widen, he can be sure that his opponent is holding a good hand. The other
player may not be conscious of his ability to read this signal any more than the other person
is conscious of telegraphing his lucky cards. Also, advertisers can use this when showing
focus groups a commercial they plan to air (especially when considering the expense of
ad time during the Super Bowl). While the commercial is being shown, the eyes of the
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the head, shoulders, and brows are considered major areas of nonverbal communication. There
are gender similarities and differences.

Another dimension to consider in nonverbal communication is vocal behavior, which deals
with how something is said; the nonverbal vocal cues surrounding common speech. There
are the sound vibrations made with the vocal cords during talk that are a function of changes
in pitch, duration, loudness, and silence. In addition, there are the sounds that result from
physiological mechanisms other than the vocal cords, like the oral or nasal cavities. There is
research on pitch level, duration of sound (clipped or drawn out), pauses, loudness, resonance,
rate, rhythm, and intruding sounds (“ub; “um;’ ‘ah). Laughing, belching, yawning, swallow-
ing, moaning may affect the outcome of the interaction. Keep in mind that “itis not the words
we say, but the music we play” (Dave Wolffe).

Verbal and nonverbal communication systems operate together. Nonverbal communication
functions to express emotions, convey attitudes (like/dislike, dominance/submission, etc.),
presenting one’s self to the other, accompanying speech for the purpose of emphasis, feedback,
managing turn-taking, attention, etc. (my background is Italian—I simply cannot talk without
using hand gestures). Furthermore, there is agreement in our culture or subcultures on some
signal or gesture, such as “A-OK;" “Peace;" and “V for Victory”

Make sure you consider the physical environment (store, church/temple, school, play-
ground, club/bar, home, street, etc.) because environments can affect our moods, choices
of words, and actions. Other factors that are part of this analysis are furniture, architectural
style, interior décor, lighting, colors, temperature, noise, and musi
pression by the so-called traces of activity such as trash, discarded food, and wastepaper.
Timing and the perception of time need to be considered because they are clearly a part
of understanding nonverbal communication factors. The frequency, tempo, and rhythm of
actions definitely impact communication even though they may not be part of the physical
environment.

Now to broaden our analysis of nonverbal communication even further, consider the spa-
tial environment. There are studies called proxemics and small-group ecology (ecology is the
relationship of an individual to the environment). These researchers are concerned with how
people respond to spatial relationships in formal and informal settings. We know that humans
have a sense of territory, a need for a shell of territory around them. This ranges from the city
dweller with a tight and close shell to the larger bubble of the suburbanite with the yard/open
spaces to the country people with wide-open space. The fact s that we all possess zones of ter-
ritory. We carry these zones with us and we respond in different ways if our space or territory is
threatened or breached. Actually, how we guard our zones and how we aggress to other zones
is an integral part of how we relate to others. Proxemics is the study of the use and perception
of intimate, personal, social, and public space. Anthropologist Edward T. Hall coined the word

You also form an im-
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proxemics to describe his theories and observations about zones of territory and how we use
them.! Hall’s proxemics chart of space and social interaction describes:

« his theories and observations about zones of territory and how people use them
+ the ways people use space to communicate facts and signals to others; suggestions on

how to standardize and classify by measurement

‘Table 12.1: Hall’s Proxemics Chart of Space and Social Interaction

CLOSE DISTANCE FAR DISTANGE DISTANGE ZONE
‘Actual contact From six to 18 inches. Intimate Distance
15 feet to 2% feet 2% feet to 4 feet Personal Distance
fect 107 feet 7 feet to 12 feet Social Distance
20 feet to 25 feet Over 25 feet Public Distance

Hall reminds us that distances are arrived at by human interactions and not by measure-
ments. Cultural differences are critical to understand. For example, there is no Japanese word
for privacy, but this does not mean there is no concept of privacy. To the Japanese, privacy
exists in terms of their house/living space. There is no Arabic word for rape (rape reflects
attitude toward the body).

Intimate and personal distance: Between two women in most U.S. cultures, a close intimate
state is acceptable, while in an Arab culture such a state is acceptable between two men. Men
will frequently walk hand in hand in many Arab and Mediterranean countries. Think about
crowded subway cars, elevators, crowded beaches, clubs/bars, and concerts. When you are
at close intimate distance, you are overwhelmingly aware of your partner. Hall points out that
this is a way to standardize a baby science and that there are dozens of clarifications necessary.
When two people meet in the street, they usually stop at a far personal distance (2% to 4 feet)
from each other in order to chat. At a party, they may tend to move toward the close phase of
personal distance. People are making a statement with their distance. A boss uses distance to
dominate a seated employee. To the employee, he or she tends to loom above and gain height
and strength. The boss s reinforcing “you work for me” without saying it. The big boss will have
a big desk to put him or her at a distance.

Social and public space: The close phase is generally the distance at which we transact
impersonal business. It is the distance we assume when we meet the client, the new director,
or the manager. It is the distance the homeowner (especially female) keeps from the (espe-
cially male) repair person, shop clerk, or delivery person. Eye contact in the intimate/personal
distance zone should not be constant and direct (unbroken stares can get creepy). However,
at the social distance it is not proper to look briefly and then look away. The only contact you
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audience/focus group are observed. The marketing people detect when there is any widening
of the pupils, which is a subconscious indication of a pleasant response. Another study showed
that the pupils of a man’s eyes became twice as large when he saw a picture of a beautiful nude
woman.

Body language can include any non-reflexive or reflexive movement of a part or all of the
body, used to communicate an emotional message to the outside world. To understand this
unspoken language, you must also take into consideration cultural and environmental differ-
ences. Keep in mind that verbal messages use a single channel—we cannot say two words
simultaneously. Nonverbal messages do not arrive in a sequenced manner. We see people’s
facial expressions, their head and body movements, the way they are dressed, and their ges-
tures. Additionally, verbal messages are discrete; that is, they have a clear beginning and end.
Nonverbal messages are continuous and, unlike the spoken word, they are mostly not deliber-
ate. There are just too many nonverbal channels to be able to control all of them. Therefore,
how can we know the meaning of the signals we are reading? Verbal and nonverbal messages
differ in their degree of ambiguity. In general, nonverbal messages are more ambiguous. The
best way to find outis to ask for verbal clarification.

‘The theory and research with nonverbal communication focuses on the structures and
conditions within which communication takes place (the communication environment), the
physical characteristics of the communicators, and their behaviors.

Most nonverbal research (but not all) is on appearance and behavior of the person com-
municating. The body is the message, which is the face, head, and body. When reading body
language, the focus is on these aspects:

+ gestures + legand ankle
« eye contact + foot and neck

+ facial expressions + overall posture

+ vocal behavior + general presentation of self (including
+ trunk and shoulders clothing)

+ arm and wrist « touch

« hand and fingers « personal space

« hip

Itis important to remember there are influential nonverbal cues that are not visible body
movements. These include posture, body shape or physique, attractiveness, height, weight,
hair, skin color or tone, odors (body or breath), clothes, jewelry, and accessories (such as
handbags or attaché cases). Body movement and position generally include gestures, move-
ments of the body (limbs, hands, head, feet, and legs), facial expressions (smiles, frowns), eye
behavior (blinking, direction and length of gaze, and pupil dilation), and posture. Positions of
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have s visual, and so tradition dictates that you hold the person's eyes during conversation.
According to Hall, failing to hold the person's eyes is the same as excluding him or her from
the conversation.

Public space i the farthest extension of our territorial boundaries. The close phase of public
distance is suited for more formal gatherings like a teacher’s lecture to students, or a facilita-
tor at a conference. The far phase of public distance s for politicians; actors in the theater;
and safety or security, as with dangerous animals. Certain animal species will let you come
within only a certain distance before moving away. While on the subject of animal species
and distance, there is frequently the danger of misinterpreting the true meaning of territorial
zones. For example,  lion will retreat from a human who comes too close and enters his danger
zone. But, when he can retreat no longer and the human still advances, the lion will turn and
approach the human. A lion trainer takes advantage of this and moves toward the lion in his
cage. The animal retreats, as isits nature, to the back of the cage as the lion trainer advances.
When the lion can go no farther, he turns and, in accordance with his nature, snarls and ad-
vances on the trainer in a straight line. Because the trainer is aware of this, a lion's platform is
placed between him and the lion. The lion, approaching in a straight line, climbs the platform
to get at the human trainer. At this point the trainer moves out of the lion's danger zone and
the lion stops advancing. Audiences imagine that the trainer’s gun, whip, and chair are holding
adangerous beast at bay.

For centuries, actors were aware that the distance of the stage from the audience can create
illusions. At a distance, it is easy to lie with exaggerated motions of the body. Frequently, the
public sphere is used to impress the audience, not necessarily to tell the truth. (I suggest you
watch the 1934 propaganda film Triumph of the Wil and notice how Hitler staged his speeches
to the German people.) Stage actors need to use stylized, affected, and symbolic movements
(that is, gross movements using the entire body) to communicate emotions. The gestures of
traditional stage have been refined, studied, and practiced for years. Actually we could say
that there is a cultural attachment involved with gestures of the stage. An illustration is the
Japanese kabuki theater, which contains symbolic culture-oriented gestures (half of which
we Westerners do not understand). Television and motion pictures combine long shots and
close-ups. Up close, a movement of the lips and the blink of an eye will convey a message as
‘much as the gross movement of the body does in a long shot. Close-ups of gross movements
are misinterpreted. This is probably why there is difficulty adapting movies and television to
the stage and vice versa.

In conclusion, this chapter and the applied exercises are intended merely to introduce the
reader to the fascinating work being done in body language, kinesics, small group ecology, and
proxemics. Competencies in these areas are important for many careers that require nonverbal
communication. Even the criminal justice field uses body-language specialists for jury selec-
tion (and reading jurors during trial), witnesses, and understanding the judge’s gestures.
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12.1 APPLIED EXERCISE: NONVERBAL COMMUNICATION OF OTHERS

1. Observation: ata singles’ club/bar, observe the nonverbal communication between people.
2. Develop a list of ways that people telegraph their interest/disinterest in one another.
3. Focuson:

+ gestures
+ eye contact

+ facial expressions

+ vocal behavior

+ trunk and shoulders

« arm and wrist

+ hand and fingers

« hip

+ legand ankle

+ foot and neck

+ overall posture

+ general presentation of self (including clothing)
+ touch

+ personal space

4. Summarize your observation and see if you can come up with unstated but important rules
about nonverbal communication (include gender differentiation).

5. Note how the same gestures, etc., would be interpreted at home, in the street, or at school/
church.

6. Discuss the gender similarities and differences.




