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Ryan Foley and Phyllis Young 
 
The moment we sit across the negotiating table, join a meeting, or introduce ourselves to 
someone new, others immediately begin making assumptions about us. They form judgments 
about our character, competence, motives, and trustworthiness based on our nonverbal 
behavior, tone, and communication style. We also make gut-level assessments of those we 
interact with. Interestingly, small shifts in our technique can have a powerful and lasting impact 
on the impression we make on others. It can also help us glean valuable insights from the subtle 
nonverbal cues other people unconsciously broadcast. 
 
Setting the Stage for a Powerful First Impression 
 
Key Principles: 
 

• Get into a confident state 
Having thorough reparation, clear strategic goals and a pre-meeting ritual that 
improves mood can elicit your optimum state for influence. 
 

• Assume positive qualities in others (Put on your “Best Friend Face”) 
Initial judgments focus on dominance, likability, competence, and trustworthiness. 
Demonstrating behaviors that portend an enjoyable, trusting relationship between 
you and others increases their perception of you embodying these powerful 
characteristics.  

 
Some people rely more on social cues when making judgments about others in a group. Others 
depend more on interpreting an individual's emotional cues.  
 

• Social cue readers tend to be male  
• Emotional cue readers tend to be female  

 
To be most effective in projecting positive characteristics, we should be mindful of projecting 
signals that are easily interpreted by each group. 
 
We can exude warmth and confidence by facing all three power zones (base of the neck, belly 
button, and groin area) towards the person we are introducing ourselves to during the 
handshake. Smiling when repeating their name back to them compounds this effect. Other tips 
include the following:  
 

• Get the group’s full attention before speaking. 
• Use the 'I' pronoun instead of 'we' when appropriate.  
• Get the group’s full attention before speaking. 
• Confidently use pausing before and after crucial points to add weight.  
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• Don’t be afraid of pauses in conversation. They add contrast and demonstrate your 

confidence and competence.  
• People will be drawn to you if you seem to be enjoying yourself. 

 
 
Preparing for Challenges 
 
Key Principles: 
 

• Convey don’t convince (Confident/Authoritative) 
Following this principle means that you will use an economy of words rather than 
meandering or oversharing, be seen as authoritative, confident, believable, 
trustworthy, and not overly invested in outcomes.  
 

• Be nonreactive (Confident/Strong) 
In a confrontation, the least emotionally reactive person is the winner. By being 
nonreactive to challenges signals that you may know something others don’t, have 
more significant priorities, and are not easily manipulated. 
 

Convey don’t Convince 
 
Answer questions directly, slow down to make important points, use a headline or hook to 
draw your audience in before making important points, use pauses to encourage others to 
consider the import of your words.  
 

Dealing with hijacking: Find a moment when you can excitedly speak along with a few 
words the hijacker is saying, and then signal your appreciation/acceptance of their point 
before immediately continuing with your train of thought.   

 
Be Nonreactive 
 
In dealing with slights, insults, and difficult people, use pausing and eye gaze to deal with slights 
or veiled jabs. When pausing, remain silent until the other person speaks. After the silence is 
broken, it is essential to return to the original train of thought quickly and unphased. This 
minimizes the slight and frames as being nothing more than a minor irritation for you.   
 

When you and another person are talking at the same time: Maintain your volume (power) 
until you finish your thought and then graciously yield the floor. Trailing off or becoming 
upset will weaken your position.  
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Tapping into the Power of Nonverbal Communication 
 
Body Language can be intentional, such as with the use of social signaling or masking behaviors, 
and involuntary, such as when we see the sincere, reflexive reactions to stimuli. While both 
behaviors deliver insights about the person expressing them, sudden changes in the behavior of 
the person you are talking with after a stimulus can be telling.  This is also true of incongruence 
between what a person is saying and what their nonverbal behavior is indicating. 
 
Follow this process to effectively gather useful intel and insights about others in a meeting or 
negotiation: 
 

1. Establish baseline (Able to more easily recognize changes/sincere emotions/attitudes) 
• In negotiation, determine what a Hard No looks like by asking a question you 

know they will feel strongly opposed to. Notice how they respond so you can get a 
baseline on what a hard no looks like for them. 

 
2. Focus on crunch points (Within 5 seconds of stimulus) 

• Handing over documents 
• Asking questions 
• Making a proposal or offer 

 
3. Test hypotheses 

• Use follow-up questions 
• Leave topic and come back 
• Look at evidence 

 
4. Calibrate  

• Reflect on interaction and discount assumptions you made without testing 
hypothesis 

• “How do you think that went?” 
 
More Information on Gathering Intel 
 
Feelings: Actively look for nonverbal cues while engaged in discussions.  

 
• Attitudes and feelings are seen in the body language and tone. Look for changes in 

these at critical junctions for honest client/colleague feedback. 
• Look for changes in these immediately after you ask a question, make a proposal, 

offer an explanation, hand over a document, etc. to get feedback about how they feel. 
• Micro facial expressions (<0.5 seconds) and changes in tone are connected to emotion: 
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Happiness Anger Disgust Fear 
“That’s in line with my 
goal/s.” 

“That is blocking my 
goal/s.” 

“Get that out of here. I 
can’t stand that.” 

“I don’t want that to 
happen! I’m afraid of 
that!” 

Outer eyes tighten, and 
lips edges pull up in a 
smile. 
 

Eyebrows pull together and 
down in the center of the 
face. Margins of lips roll 
inward. (Lip might 
disappear) 

Facial muscles pulled to 
the center. Scrunched 
nose and upper lip pulled 
up. 

Eyebrows up and together 
 

Pitch goes higher, and 
volume increases. 

Tone takes on edge. 
Volume goes up.   

None Pitch goes higher. (Sudden 
inhalation) 

 
Attitudes: Pay attention to how receptive and open others are by noticing body language. 

 
• Look for changes in these immediately after you ask a question, make a proposal, 

offer an explanation, hand over a document, etc. to get feedback about their attitude. 
 

• Level of comfort and buy-in can be seen in changes in body language openness, use of 
pacifiers, and the famous shrug. 
 

• Pacifiers are self-touch, self-calming, and anxious behaviors. 
 

• Note the following table: 
 

Opening Up Closing Off More Pacifiers The Shrug 
“I like what I’m 
hearing.” 
“Sounds good.” 
“Sounds interesting.” 

“That doesn’t sound 
good.” 
“I’m not sure about that.”  
“I need to think about 
that.” 

“That makes me uneasy.” 
“I’m worried about that.” 
“That might cause 
issues.” 

“I’m uncertain.” 
 

If this is congruent with 
their words, there is no 
problem. 

You’re on the right track.  
 

Switch topics soon and 
look for a change.  Ask a 
question like, "Would you 
like me to expand on this 
a little?” to determine 
their concern. They might 
merely be concentrating 
more. 

Invite some feedback 
from them like, “I’d love 
to hear any thoughts you 
might have about this.” 

If they make a definitive 
statement but shrug (a 
quick one-shoulder shrug is 
more honest), say, “I could 
be wrong here, but you 
seem a little uncertain” and 
wait for them to expand if 
they wish. 

 
 

• When a person’s spoken words and the body language/tone are incongruent, press 
them with a question. For example, after seeing a shoulder shrug with a definitive 
statement, you could say, “I might be wrong, but you seem a little uncertain. Is there 
any reason why…?” 
 

• After asking a question, remember to pause – let them speak first even if the silence 
feels uncomfortable 
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General Reminders 
 

• Remember, there is no such thing as mind-reading - it's all about the follow-up. Ask 
follow-up questions in a sincere, nonjudgmental manner 
 

• To know others, actively look for what others value as well as what pains them. 
 
• The value of constant and immediate feedback. Immediately following all meetings, 

negotiations, and client briefings, ask respected colleagues: How do you think that 
went? 

o Use feedback to calibrate perception  
o Follow-up by offering up an observation or two of your own for comment 

 
 
 
 
Thank you for attending our workshop Calibrating your Communication Style for Power and 
Influence on July 17th. It was a pleasure to be with you. I hope that these notes will come in 
handy as you continue to be a powerful influence in meetings, negotiations, and everyday 
interactions in and outside of your work with ExxonMobil. 
 
Please feel free to share with me how this information has been helpful to you or any feedback 
you would like me to have.  
 
I have recently partnered with another TEDx senior coach to produce online courses for 
experienced speakers to become even more engaging, powerful TEDx, conference, and client 
presentation speakers. I invite you to take a look at our online school MasterSpeakerLab.com 
and use the code EXXONLAW to receive 10% off the price of any course. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
          Use the code EXXONLAW to receive 10% off. 
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