BODILY HARM:
Do you see what I am thinking?

Call Sara Canuso for information on her customized programs to brand your image.
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Understanding the impact of image and body language is a skill that can
enhance your life and success. From the beginning, image and body
language have been used as a means of communicating. With up to 93%
of communication being non-verbal this is a major part of the impression
you make. We are about to master the skills, principles and habits needed
to increase your success by knowing what a person is saying before they
speak a word. Your image is critical since, when you walk into a room,
within 7 seconds someone is deciding:
• How much money you make
• How much you can be trusted
• Your work ethic
• Your dependability
• How intelligent you are
• How confident you are
• If they want to do business with you
With all of this at risk I would suggest we increase our knowledge of the
unspoken word. Let us continue to see how to use our bodies to create a
polished, confident image that commands trust and respect. There is
nothing like walking into a room with a look of confidence to control a
meeting, negotiations or a trial.
If you think justice is blind you’d better think again!

Body Language
From the beginning we learn to use body language as a way of
communicating. This includes voice, eye movement, posture, hand
gestures, facial expressions and more.
Eyes
The eyes communicate more than any other part of the human anatomy.
They are the windows to the soul.
•
•
•
•

Staring or gazing – Creates pressure and tension
Maintain eye contact – Indicates you are trustworthy, sincere or
caring
Shifty or excessive blinking – Deception
People with eye movements that are relaxed and comfortable yet
attentive to the person they are conversing with are more sincere
and honest.

Eyebrow muscle draws the eyebrows down and toward the center of the
face if someone is annoyed. If someone is empathetic and caring during
dialogue, the eyebrows will remain still.
Smile
What is behind a smile?
•
•
•
•
•
•

Simple smile – When lips curl up and back, but are not parted, no
teeth showing.
Upper smile – Gracious and friendly with top teeth exposed.
Broad smile – Lips wide apart, mouth fully opened and all teeth
showing. Expresses favorable surprise or joy.
Turned-down smile – Faintly turned down at the corners, similar
to that of a half moon. People with this type of smile have a
pessimistic attitude and tend to be conservative.
Biting the lip – This type of smile typically indicates that the
person is in an uncertain state of mind. Expressing doubt.
Forced smile – Feelings of hostility or dislike. Expect no
sympathy or understanding from this person.

Nose
Wrinkle it, touch it, rub it, or pinch it, we send a definite message to the
person with whom we are conversing.
• Wrinkle – The most obvious expression of disgust.
• Touch – Rubbing says, ‘What I am telling you is not true.’ A sign
of falsehood and evasion
• Pinching the bridge of the nose – A sign of inner conflict and
turmoil

Head Positions
•
•

Side tilt – Something has caught the listener’s interest.
Backward tilt – Speaker wants to influence others

Hand Gestures
•

Steepling – Someone with a confident, superior or authoritative
attitude. The more confident, the higher the steeple.
• Closed – a sign of anger, typically will have clenched fists
• Open – a sign of openness
• Finger pointing – When answering a question and pointing a
finger they usually feel discomfort
• Hands to face – A great source of information
− Finger in the cheek – Giving careful consideration of
conversation
− Chin Stroke – Deep in thought
− Chin Push – Strong opposition
− Chin Rest – a sign of boredom
− Eye Rub – Negative reaction
− Mouth Cover – Deceitful
− Neck Grab – Frustration
− Collar Pull – Feeling of being under pressure
− Scratching the neck – Uncertainty

Handshake
No matter the purpose of a handshake, it should become part of your
repertoire. Handshakes are a sign of trust and help build strong
relationships. They are how relationships are started. People want to feel
you are interested in meeting them.

Now that you have stepped into the room, the handshake will set the tone
with your contact. A handshake is a gesture of sincerity and welcome. The
palms interlocking signify openness and sincerity and oneness. People
will judge by the handshake just how sincere and confident you are and if
they want to do business with you. When shaking hands be
sure to keep eye contact for about four seconds. This will exude trust. It’s
said the eyes are the windows to the soul. After the start of the handshake
be sure to start to smile. Above all have a firm, enthusiastic handshake and
not a handshake of someone who is medicated.
Everyone gets nervous from time to time and being nervous tends to
make your palms sweat. Here are a couple of ideas for keeping your
palms dry.
•
•
•
•

Wash hands before going into a meeting.
Keep your palms open until it’s time to shake hands.
Avoid closing your fists; that will generate heat and sweat.
Carry a tissue in your pocket to wipe your hands if needed.

A simple firm handshake will work every time. As you approach
someone extend your arm slightly across your chest with your thumb
pointing up. Be firm but not too firm, shake and give two to three pumps.
Remember to keep eye contact.

Here are a few tips on handshakes to avoid and what they say about you.
•
•
•
•
•

The dead fish – Conveys no power.
Won’t let go – People feel this hand shake will never end.
Don’t touch me – A feeling that you do not want to be bothered
(bad attitude).
The four fingers – Shows signs of weakness and no motivation.
Dead ringer – The mind is focused on how much pain you are
causing.

Since this is such a critical start to a meeting, be sure to practice with a
friend and be aware of what your handshake is saying. Always remember
when greeting someone to repeat their name.
It is true that a picture is worth a thousand words so be sure the picture of
you is one that is framed in the minds of people you meet.

BODY LANGUAGE:
Nonverbal Communication

Interpretation

Brisk, erect walk

Confidence

Standing with legs crossed,
foot kicking slightly

Boredom

Arms crossed on chest

Defensiveness

Walking with hands in pocket,
shoulders hunched

Dejection

Hand to cheek

Evaluation, thinking

Touching, slightly rubbing nose

Doubt, lying

Rubbing the eye

Doubt, disbelief

Hands clasped behind back

Frustration

Locked ankles

Apprehension

Head resting on hand, eyes downcast

Boredom

Rubbing hands

Anticipation

Sitting with hands clasped behind
head, legs crossed

Confidence, superiority

Tapping or drumming fingers

Impatience Steepling

fingers

Authoritative

Patting/fondling hair

Lack of self-confidence

Tilted head

Interest

Stroking chin

Trying to make decision

Looking down, face turned away

Disbelief

Biting nails

Insecurity, nervousness

Pulling or tugging at ear

Indecision

Defensive
• Arms crossed on chest; can also be a sign of
disagreement
• Closed fists; can also be a sign of nervousness
• Sitting with a leg over the arm of a chair; can
also be a sign of indifference
• Crossed legs; moving of the crossed leg in a
slight kicking motion signifies boredom or
impatience
Openness
• Open hands with palms upward
• A man, who is open or friendly and feels
agreement is near, will unbutton his coat and
then take it off
• Arms and legs not crossed
Evaluation
• Hand-to-cheek gestures; an interested person’s
body leans forward and his head slightly tilts
• A critical evaluation is given when the hand is
brought to the face, the chin is in the palm, the
index finger is extended along the cheek, and
the remaining fingers are positioned below the
mouth
• A tilted head is a definite sign of interest
• Stroking the chin indicates a thinking or
evaluation process
• The body leaning forward is a sign of interest
Suspicion and Secretiveness
• Left-handed gestures are associated with
dishonesty
• A person who will not look at you while talking
to you is likely concealing something
• Touching or rubbing the nose, usually with the
lift index finger, is a sign of doubt or non-truth
on the part of the speaker
• Rubbing behind or beside the left ear with the
index finger when weighing an answer,
indicates doubt
• Tugging at the left eye with the left index finger
says, “Do not see very clearly what I’m saying,
because I’m lying to you.”

Honesty
• Right hand over heart
• Palms uplifted
• Looking the person in the eye when speaking
• Touching gestures (also indicates anchoring)
• Frustration
• Short breaths; people who are angry take short
breaths and expel air through their nostrils
• “Tsk”; the sound usually made to communicate
disgust
• Tightly clenched hands
• Wringing of the hands
• Kicking the ground or an imaginary object
while walking
Confidence
• Steepling (hands or arms brought together to
form a church steeple)
• Hands joined together at waist behind back
• Feet placed up on desk
• Elevating oneself
Boredom
• Drumming on table
• Tapping with feet
• Head in hand
• Doodling
• Swinging of crossed feet
Nervousness
• Clearing throat
• “Whew” sound
• Whistling
• Smoking cigarettes
• Fidgeting in a chair
• Tugging at pants while sitting
• Jingling money in pockets
• Tugging at ear
• Clenched fist
• Wringing of the hands
• Playing with pencils, notebooks, or placing
eyeglasses in mouth
• Frequent touching of self while speaking to
others
• Swinging of crossed feet
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