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Presenter Notes
Presentation Notes
Situational awareness = observation + experience 



Display

Decode

Detect

3D Techniques
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Presentation Notes




Presenter Notes
Presentation Notes
50 milliseconds – 7 seconds Looking for reasons to validate the initial thoughtYour nonverbals – emotional leakageFight, flight, freezeEQ and nonverbal comm – body language go hand in handWhat you are thinking affects how you feel and that shows up in your body languagePrinceton psychologist – 1/10th sec to form an impression of a stranger, and that longer exposures don’t significantly alter those impressions



Attach meaning
Bias
Context





FALSETRUE

1. People who display empathetic body 
language are viewed as more competent.



2. Which appears more open to your ideas?

A B



3. How you set up the interview area 
influences the outcome.

TRUE FALSE



B. Talking on the phoneA. Texting

4. People are most likely to tell higher 
stakes lies when they are:



FALSETRUE

5. All things being equal, women are more willing 
to lie during a negotiation than men are.



6. Which depicts increasing insecurity?

A B



7. Liars avert eye contact more than truth 
tellers.

TRUE FALSE



8. Enduring a hardship makes us more likely to 
show compassion for someone enduring a similar 

hardship.
TRUE FALSE



9. Your posture affects critical thinking during 
negotiations.

TRUE FALSE



10. Mirroring an email salutation and sign 
off builds trust.

TRUE FALSE



DISPLAY

Presenter Notes
Presentation Notes
The nonverbal cues we display significantly impacts the outcomeDisplay begins in your head – It shows up in how you think about yourself, your abilities, your environment, and your potential.



Executive 
Presence

Presenter Notes
Presentation Notes
Understanding how you want to be perceived and communicating it – marry your intent with another person’s perception people who can manage their IM are better able to manage stress and to persevere with problem solving activities



Reputation

Presenter Notes
Presentation Notes
Think of your reputation as social capital at the negotiation table, customer relations, employee engagement



How we see 
ourselves is not 
necessarily how 
others see us.



Environment 

Presenter Notes
Presentation Notes
- Communicating from the moment people come to your space Research clean = higher donation, healthier eating choices



Presenter Notes
Presentation Notes
Attention to detailLess agreeable, less considerate, not detail oriented



Signals

Presenter Notes
Presentation Notes
How you dress is one thing you have compete control over – IN ADVANCEResearch shows that the clothes you wear actually change the way you perform - Formal clothing – more expansive and abstract thoughtsWhen you're dressing or grooming, consider what it says about you and whether it's in line with the message you want to communicate. There's no right or wrong. It's all about context.Dress for the job, client,  income / commission you want, not the one you haveMust be in alignment with your personal brandKeep your wardrobe updated  - styles (body size) change Do not dress for comfort – dress for presence Study of men in suits – negotiated 10% more profitThe younger you are the more conservatively you should dress to be taken seriouslyTaking intentional command of how you dress and present is a good step in empowering yourself,



Confidence

Presenter Notes
Presentation Notes
Great to instill self-confidence before we meet with others – our body language sends a message of confidence to our brain – but how do we show it to others?You won’t inspire confidence if you aren’t confident 



Posture

Presenter Notes
Presentation Notes
Posture – facing others squarely – shoulders parallel and foot placement should mirrorUprightSteepling – many formsInterlaced – discomfort



Presenter Notes
Presentation Notes
Take up space



Prime

Presenter Notes
Presentation Notes
Think about a time…Research = when pressured – distracted by thinking about possible outcomes of our performance – our skills are measurably diminished Felling powerful makes us more accurate when reading othersBetter negotiators - More proactive - More decisive 



Empathy

Presenter Notes
Presentation Notes
SOME



Smile

Presenter Notes
Presentation Notes
neutral smile = trustEven when on the phone – people can’t see you – they will feel your smileDuchenne smile – corner of mouth lifts, muscles lift cheeks and crinkle eyes at the corner – perceived as more sincere, honest, friendly and approachable



RBF



OPEN

Presenter Notes
Presentation Notes
OPENResearch indicates that interviewers with their hands in plain view were perceived as being more open and friendlyJurors prefer open gestures the more open the body language – the more receptive to your ideas and suggestions



Mirroring

Presenter Notes
Presentation Notes
people use different words - pay attentionMirror to Build Rapport 



Eye 
Contact

Presenter Notes
Presentation Notes
Rapport increases with appropriate eye contact – hostile/creepy – distant/disinterested unfriendlyOur subconscious is processing images without us realizing itEye contact is such an intense experience that it consumes extra brain power



DECODE

Presenter Notes
Presentation Notes
Becoming aware of what the other person wantsHuman nature applies to all people -Vendors, Customers, drug dealers, When you understand what’s driving them – you can influence the outcome.What do they really want?



Perspective 
Taking 

Presenter Notes
Presentation Notes




Curiosity

Presenter Notes
Presentation Notes
Interested people are interesting Be genuinely curious and positiveNot judgmentalCuriosity gets people talking 



Presenter Notes
Presentation Notes
Convey trust in first interaction – However, we immediately want to prove ourselves, own the moment – so we talk first – take chargeIf let the other person speak first – never know what’s going to happen – giving up controlPlane storyOvercome fear of silence - spaceWhen people feel heard they are more willing to listenIf people feel that you “get them” they are more inclined to invest time or money



Reflective
Listening

Presenter Notes
Presentation Notes
SUMMARIZE –REFLECTIVE LISTENINGSummarizing – repeat back a word or phraseMotivational Interviewing – originally developed by therapists to use with addictsDeveloped into interviewing High Value Detainees “It seems like… looks like… feels like… you’re concerned/angry/upset…”



Email

Presenter Notes
Presentation Notes
Emotional engagement – ratio of positive to negative Positive – “This is great… I really like.. Thank you so much… - same with greetings and sign offsThe more personal pronouns – I me you us ours we etc. – the better – shows paying attention – should be more You, We than IPeople who communicate in person or in writing were more than twice as likely to follow through on their promises - even with no obligation to do so – Control group of people who never met each other.Do not begin messages with a negative gloomy tone – always begin positive – aim for two to one positive to negative messaging



Phone

Presenter Notes
Presentation Notes
Prefer phone or face-to-face – Why?If you’re in a position of power you’re better off negotiating face to face because the other party is not able to counter-argue as effectively as you canIf you have less power – opt for the phone – better manage when and how you respond to tactics If you find yourself on the phone, rather than face to face – think about how to develop rapport:Engage in small talk for at least five minutesOne group instructed to have a short phone call – less than 5 minutes – had to be strictly social no business to be discussed – just small talkNegotiator who had the phone call more likely to reach deals – create trust build rapportDon’t multitask when on the phone – dividing your attention signals the other person is not worth your timeEnd the call in a personal way – people tend to remember beginnings and endings so close on a bright note



Defuse

Presenter Notes
Presentation Notes
Breathing, posture, tone, cadence



DETECT

Presenter Notes
Presentation Notes
What does it tell you about yourself that someone is lying? They perceive you as a threat - they've got their guard up
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Presentation Notes




Presenter Notes
Presentation Notes
When you’re looking to detect deceptionRoll the dice 50/50 chanceDo better when they’re asked to rate how comfortable people lookedWe are socialized – uncomfortable to call someone a liarKids told to lie - Overtly instructed in how to manage their behavior – unfelt thanks - insincere compliments  looks niceLearning how to cooperate by pretending to believe white lies undermines the skills needed to detect deception



Obstacles

Presenter Notes
Presentation Notes
Take deceptive behaviorMost negotiators think they are deceived on average 40% of the timeThese same people admit to using deception 25% of the timeThe two stats don’t add upWhy?The double-standard effectWe evaluate others much more harshly than we look at ourselvesI am quick to believe that you  misled me, but I rationalize my own behavior



The belief 
that people 
will not lie 
to you.



Reliance 
on 
behavioral 
myths.



Complexity of 
communication



Truthful 
behaviors are
easily
replicated.

Presenter Notes
Presentation Notes




Baseline



Behavior Cues
& Clusters



What Deception Looks Like



Verbal / 
Nonverbal 
Disconnect



Hiding Mouth 
or Eyes



Hand-to-Face 
Activity



What 
Deception 

Sounds Like.



Referral 
Statements



Invoking Religion



The Punishment Question 



The Catch-All Question
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