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Negotiation - Body of Evidence

In negotiation, understanding what isn’t spoken can make all the difference

Mark D. Hansen, CSP, CPE, PE

Reading the body language of those you negotiate with can give you a tactical edge over them.  Follow these six steps:

1. Observe others’ mannerisms very carefully during the first, and usually friendly, part of your meeting.  If their mannerisms suddenly change later in the discussion, it could mean they’re “putting on an act.”

2. Watch for exaggerated movements or extreme enthusiasm.  Like poker players who hurl chips on the table or slam down cards, this usually means they’re holding a weak hand.

3. Pick up on your opponents’ breathing patterns by watching their shoulders.  Faster breathing high in the chest will make their shoulders rise and fall more than normal, and that can mean they’re nervous or lying.  

4. Don’t take the bait when your opponents slide papers across the table and ask you to read them.  Instead of breaking eye contact, say, “Tell me about it.  What does it say?”

5. Consider these as possible signs of deception when opponents use them while speaking: covering the mouth with the hands, rubbing the side of the nose, jerking the head quickly, and leaning away from you.

6. Look for positive signs that show you can trust those you’re negotiating with.  The wider the gesture, the more you can trust them. 


