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Control the direction of the interactive dialogue. Guide the participants in the
appropriate direction to seek out a solution to the problem that brought you and/or
your teams together. Always remember, we can talk about having a balance of
authority and decision making power in mediation and negotiation situations, but
when you have a certain objective or goal, it is preferable to have that balance in
your favor. Discrete control can achieve this goal without offending the other
groups involved.

The organization and leadership skills you display by maintaining personal
control will help your team achieve its goals and keep the discussion focused on
the objectives that need to be addressed.

CHANGING THEIR DIRECTION
Keeping The Dialogue Flowing

You are trying to talk to an individual and the only responses you are receiving
are defensive or nonexistent. You’ve done your best to make sure your body

language is neutral but the other person remains totally closed and defensive.
What can you do? Is the interview over or can you manipulate the uncooperative
body language into compliant interaction.

People display defensive body language when they are uncomfortable with a
situation. The more uncomfortable they are the more compound these defensive
gestures become. They fold their arms and step or lean back to create distance.
They tuck their legs under their chair so their feet are not exposed. It is a natu-
ral defensive gesture to pull back from danger or the unknown. Defensive body
language can escalate to aggressive
behavior very quickly. Body language
reflects a person’s state of mind, and a
person’s state of mind dictates their
body language. People are protective
not only of themselves, but also of
their knowledge and information. We
need to make them feel comfortable
enough to talk to us by maneuvering
their body language from defensive or
aggressive to neutral.

CONTROL
Are You In Control?

Our initial contact with others is almost always a determining factor in con-
trol. First impressions are part of human nature and play a very important

part in how we react with others. There is a reason most people think large and
powerful athletes are not as intelligent as the studious, frail individuals who
spend all their free time in the library. We have been conditioned to believe that
the well-dressed person is more honest and knowledgeable than the beggar on
the corner, just as we have been taught that people in authority always speak the
truth. We all have the tendency to oversimplify a situation by putting a singular
attribute on people we meet.

In any dialogue with another person, under any circumstance, the more weight
or respect we give to that person’s position, the more weight or respect we give
their words. Throughout the world, people in authority announce their station by
way of their appearance. Tribal chiefs wear robes and headdresses. Courtroom
judges wear dark robes and we are told to stand when they enter the room.Almost
always, the person in authority sits higher than the people “being judged.” When
dealing with others we need to create “a role” that shows confidence and author-
ity but maintains respect. Always remember, the image that others have of us in
their minds, whether it is correct or not, is a determining factor in our control of
the conversation.

To be blunt, we need to maintain control. We must control our emotions, our
actions and the situations in which we are involved. Remember, even a mob has
a leader. We need to stay focused and well grounded no matter what is occurring
around us. We cannot seek to control or manipulate the other side of the conver-
sation if we do not have control in our own team. The leadership of the team of
which you are a member must be better than the leadership of those across the
table from you.

Control can take place in many forms. It can be extremely subtle and discrete,
such as controlling the temperature of the room or the time of the meeting to
better suit your personal needs. Control can be blatantly obvious, even to the point
of being insulting and dictatorial. Maintain control, but do not cause the opposi-
tion to become defensive and unresponsive.
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someone in any professional situation for the first time. They gave you a pen or a
business card, and when they said you could keep it, you thanked them. You had
received something and were more at ease to give them information.

The most constant relationship between humans is give and take. Whether it
is one-on-one or groups of people, we all want to feel like we gained something from
a situation. By maneuvering people to neutral body language we are allowing
them to interact, and opening the door for what could be a very useful dialogue.

THE GROUP
Many as One

Whenwe are trying to categorize a person by their body language, we look at
all their gestures. The dominate gestures tell us what we need to know

about that individual. When we are dealing with a group of people we need to do
the same thing. We look at the entire group to determine their attitude.

A group should be treated as a single entity. One member may have a differ-
ent opinion, but the mind set of the majority will be the way the “team” reacts.
Scan the group for the most common or dominate body language. Are they confi-
dent and walking into the meeting with their heads up and eyes narrow, ready for
the “battle” ahead; or is there one person who is ready and the rest of the group
is slowly following, looking down or reading notes.

It is human nature to want to be part of a group. We all feel safer when we are
not alone. It is also human nature for our attitudes and body language to become
more aggressive when we feel we have been accepted by the group. This is why fans
at sporting events react differently than they would if they were watching the game
at home and why we use the phrase “mob mentality” to explain certain behavior.

Some groups will have a definite leader. Other members of the team will try
to emulate the leader’s attitude which means they will also try to copy the ges-
tures and body language of the person they feel is in charge. Whether it is on a
football field or in a boardroom, the person that has the most positive attitude is
chosen as team leader. It is important for us to be able to determine who the leader
is if we are going to be able to control the team. Once we have the leader agree-
ing with our mindset the rest of the group will follow.

If the person has their arms folded,
offer them something in a way that forces
them to reach for it. If a person has their
hands in a fist, give them something to
hold. You cannot drink a cup of coffee with
your arms crossed. You cannot hold a glass
of water when your hand is in a fist. Give
the person a piece of paper and a pencil so
they can make notes, but don’t put it
directly in front of them. Place the paper a
short reach away. This will force the indi-
vidual to uncross their legs as they lean
forward and transition from a totally
defensive body posture to one that is more
open and receptive.

If a person is looking away from you,
give them something to look at. Put a non-
confrontational picture on the table. Their
eyes are now focusing on a neutral item.
Encourage them to pick up the picture.
Once again, they will have to lean forward
to reach it; the arms uncross, the body
moves forward, and they are more open to
what is happening around them.

If an individual is standing or pacing back and forth, encourage them to write
down information they feel could be helpful to them. It is a natural reaction to
want to sit when we write. Have paper, pencil, and an open chair available where
you want them to sit. Let them think that they are assuming some personal level
of control.

Once the person starts to change their body language, give them a folder or an
envelope for their papers. They now have something tangible that is theirs. It
doesn’t matter how small the item is, they are now more likely to be willing to
give you information. Think about the last time you went to a bank or dealt with
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Before you sit down and introduce yourself at a first meeting, take note of
certain characteristics of the other group. Are they a unified team? Does one
person seem to be in charge, telling the rest of the group where to sit or how to act?
Is someone passing out notes or papers? Is that person the quiet worker or the
person in charge?

Be aware of any questions they ask you or other members of your team?
Do they want to know who the “team leader” is? They will not ask this question
unless their team has a definite authority figure. Make sure any information they
give you during their personal introductions agrees with the body language
expressed before the meeting began. Make note of who is the most outgoing and
aggressive during these introductions. This person may be the easiest to negoti-
ate with during the meeting.

Watch for any fracturing of their “unified front.” Are they working together
as a team or does it appear that there are small cliques trying to work together?
Conflicts within a team can be caused by legitimate problems, but they can also
surface over very frivolous items. As you watch the other team for “the chink in
their armor,” make sure your own team is not dividing over petty issues.

BASIC PERSONALITY TYPES YOU MAY ENCOUNTER

Amid the multitude of people we will have the pleasure and displeasure of
dealing with, no two will be the same. However, they all exhibit some simi-

larities and common traits when we interact with them. Keep this in mind as we
examine some of the general characteristics of the different types of individuals
we could encounter and how they might interact with us.

The Enthusiastic Misdirector
This is a person who generally appears to be highly self-motivated and inter-

ested in every word spoken by any and all people. They have the tendency to be
overly interactive with comments and questions and, with total spontaneity, they
can and will, take over the meeting or conversation by providing an endless flood
of commentary. They classically will talk more and more about less and less until
they have said everything there is to say about nothing.

THE AGENDA
Better Yours Than Theirs

Do not be confused or frightened by the word “agenda.” To put this concept
into a simple definition, think of it as a list of things that both sides of a

deliberation want to openly discuss at the meeting table. The list may be
extremely brief or it can be quite extensive and involved.

Whether a relationship is predicated on a written document or a casual hand-
shake, it needs to be carefully developed and reinforced with trust. Great care
should be taken to make sure any list or agenda contains items that are of interest
to all concerned. This will help to ensure that everyone will become involved in the
meeting and negotiations.

Be aware of the basic concept of the “good vs. bad” agenda. Simply put – our
agenda is good for us—their agenda is good for them which could make it bad for
us. This perspective may seem a bit ruthless or downright inconsiderate at first
glance, but it is important to hold to your own perspective throughout the nego-
tiations. Be careful not to win ground at the bargaining table only to loose footing
at the final agreement.

Respectfully solicit written items for an agenda. Encourage both sides of any
negotiation to feel that they are an equal part of the meeting and process.
Remember though, that whenever you put something in writing and give it to
someone else, there is a good chance you will have to live with it. However, and
quite properly so, when the opposition puts something forward in its written
agenda, they too can be held accountable.

THE OTHER TEAM

The very first contact you have with another group or team has the potential
for being incredibly enlightening about the inner workings of that team. Use

this first contact as an understanding phase that you build on for a future
advantage. Don’t be so caught up in the big picture of the mediation process that
you loose sight of the small yet critically important details. Be aware of how all
the interpersonal complexities being displayed relate to each other – and to you!
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The Quiet Ambusher
This is the person who sits back throughout the meeting and lets others make

statements, ask questions, and develop the strengths and openings for their side
during the debate process. They may or may not be diligently taking notes in a
physical manner but be assured that they are quite aware of the topics and
direction of the conversation. Some ambushers are interested in the entire dia-
logue of the meeting, however, most will be lying in wait for the moment their
area of concern or topic of interest is introduced and commented on. Remember
one extremely important trait about the ambusher - they seldom ask any ques-
tions to which they do not already know the answers! Their interest in this
meeting is strictly to catch you off guard in a mistake or a lie. Their efforts are not
to be dealt with lightly or brushed aside.

Body Language
The Quiet Ambusher will sit back in silence, making direct eye contact with

everyone who speaks. The head movement will be limited, but the eye movement
will be in a constant state of scanning all who offer a comment. Whether they are
studiously leaning forward on the table, or in a relaxed “lean back in the chair”
manner, in most cases, they will be taking notes on the conversation. One of the
most unusual gestures this person will display is that they will ask a question
with their palms down. We have said that this gesture is usually used to show
force or direct a statement. Do not be confused by what appears to be a shift in
body language. The words may be phrased in the form of a question but there is
a definite statement being made. This forceful question can become a focal point
or a major problem if not handled properly.

Body Language
The Enthusiastic Misdirector will exhibit wide open eyes that seem to spend

more time rambling around the room than making direct eye contact with who-
ever is speaking. They generally are leaning forward in their chair in anticipation
of adding to the discussion. Their arms will be resting on the table or placed in
their lap in a relaxed manner. They spend most of their time speaking with their
palms up, directing their comments to everyone in the area in a routine manner.
They do not acknowledge anyone as an authority or team leader.

Solution
There is no polite, socially acceptable, or otherwise gracious way to intercede

in this onslaught of verbal commentary, so just interrupt. As long as it is done with
a smile on your face and a “thank you for bringing that up”, or “Let’s get back to
OUR agenda”, you can usually regain control without offending the Misdirector.
You can compliment them but make sure you display aggressive gestures to show
control while doing it. You may have to become quite assertive with your body lan-
guage - even confusing the Misdirector by displaying aggressive gestures when
stating neutral comments. If it becomes a severe problem, call for a brief recess.
After the break, guide the meeting back in the direction it needs to go by imme-
diately setting forth a new proposal or refer back to the agenda. The main point
is that you must maintain control of the meeting and keep it going in a direction
that will benefit your team.
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said. It is, of course, preceded by a comment such as “Let’s see if I understand
you” or “Oh! You mean . . .”, and the list can go on and on . . . The only thing this
person is missing is the background music and spotlight for the full enhancement
of the unique abilities they think they have.

The amount of contribution this person makes to the meeting is minimal. There
are times however, when a “Quiet Ambusher” from the other side will encourage
this interviewer because as you become more aggravated with their repetitious
behavior, you are more apt to make changes and errors in your statements.

Body Language
The Meeting Interviewer is deeply involved in the debate process and gener-

ally will focus their full attention on the person who is talking at all times, even
if the person is on their side of the table. It is not unusual for their own team
members to gesture to this individual to be quiet. Hand and eye motions will show
they are equally annoyed with the interruptions. The Interviewer will usually be
leaning forward at the table with wide eyes, constantly turning to face anyone
that speaks. The majority of hand gestures displayed by this person will be flam-
boyant and palm up, asking and/or repeating everything said.
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Solution
It is the nature of the Quiet Ambusher to gather strength and power from your

mistakes. Their greatest power and ultimate goal is to catch you trying to cover
up the inaccuracies or conflicts you make in your presentation and comments. If
you are caught in a mistake that you can admit to and still survive the meeting,
it is best, in most cases, to do just that. The mistake or untruth you side step and
do not directly address will have a tendency to come back and haunt you at the
most inopportune moments.

Make sure your body language remains neutral at all times. If you display
defensive gestures when admitting amistake, the QuietAmbusher will “dig deeper”
to try to find more errors. If you become aggressive, they have achieved their goal
and you have lost control of the situation. In both cases, your credibility has been
destroyed and your team’s agenda has been compromised. Stay neutral.

If “the worst thing” happens and you find yourself in what appears to be an
error, you have a limited range of temporary damage control techniques or relat-
able comments. “Let me get back to you on that point”, or “let’s get back to the
agenda” may pacify the opposition for a brief while. If the debate starts to become
heated, ask for a brief recess. If the confrontation seems to be aimed at one mem-
ber of your team in a more personal manner, it may be best to have that member
“called away” and replace them for the remainder of the conference.

The Meeting Interviewer
This person is more of an annoyance than the clever tactical problem the other

types presented. The main negative contribution this person can provide is that
if your side pays attention to this distractor, they will not be able to pay attention
to the agenda and issues of the meeting.

The Meeting Interviewer can not only be a problem for your team, but for the
other party of negotiators as well. There are several unfortunate traits that this
“legend in their own mind” poses. One of the things they relish doing is being in
charge of reading and, unfortunately, rereading the agenda. At any moment the
entire conference room can be thrown into a yawning fit by the individual saying,
“Let’s look at this again . . .” Perhaps one of the most time consuming and boring
efforts they make is the constant and incessant repeating of everything that is
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said. It is, of course, preceded by a comment such as “Let’s see if I understand
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boyant and palm up, asking and/or repeating everything said.
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Solution
It is the nature of the Quiet Ambusher to gather strength and power from your

mistakes. Their greatest power and ultimate goal is to catch you trying to cover
up the inaccuracies or conflicts you make in your presentation and comments. If
you are caught in a mistake that you can admit to and still survive the meeting,
it is best, in most cases, to do just that. The mistake or untruth you side step and
do not directly address will have a tendency to come back and haunt you at the
most inopportune moments.

Make sure your body language remains neutral at all times. If you display
defensive gestures when admitting amistake, the QuietAmbusher will “dig deeper”
to try to find more errors. If you become aggressive, they have achieved their goal
and you have lost control of the situation. In both cases, your credibility has been
destroyed and your team’s agenda has been compromised. Stay neutral.

If “the worst thing” happens and you find yourself in what appears to be an
error, you have a limited range of temporary damage control techniques or relat-
able comments. “Let me get back to you on that point”, or “let’s get back to the
agenda” may pacify the opposition for a brief while. If the debate starts to become
heated, ask for a brief recess. If the confrontation seems to be aimed at one mem-
ber of your team in a more personal manner, it may be best to have that member
“called away” and replace them for the remainder of the conference.

The Meeting Interviewer
This person is more of an annoyance than the clever tactical problem the other

types presented. The main negative contribution this person can provide is that
if your side pays attention to this distractor, they will not be able to pay attention
to the agenda and issues of the meeting.

The Meeting Interviewer can not only be a problem for your team, but for the
other party of negotiators as well. There are several unfortunate traits that this
“legend in their own mind” poses. One of the things they relish doing is being in
charge of reading and, unfortunately, rereading the agenda. At any moment the
entire conference room can be thrown into a yawning fit by the individual saying,
“Let’s look at this again . . .” Perhaps one of the most time consuming and boring
efforts they make is the constant and incessant repeating of everything that is

The Unspoken Dialogue

– 64 –

Unspoken Dialogue Vers II 7x10:Layout 1  6/2/09  3:27 PM  Page 64



If the leader of the opposition is not introduced to you, the other side is mak-
ing an effort to present a wall of defense to limit your level of effectiveness in the
interchange. If this occurs, you must try to determine who is in charge so your
team has a focal person. Trying to determine the leadership of the other side dur-
ing the actual meeting can be rather difficult. Try to be prepared for the meeting
early, and discretely observe the individuals who will be involved. This will allow
you the opportunity of seeing the opposition in their unguarded moments. In any
case, make note of who the other team is facing when they are talking. Are they
standing, or are the chairs arranged, so they are facing one person? Which speak-
ers are talking with their palms up and who is the one figure who is instructing
the others with a palm down gesture? The actual conversation being spoken is
not as important as their body language. You now know the individual they have
chosen to be their leader for this meeting.

Be aware that the leadership role can appear to change during a discussion.
If the subject matter diverts to a technical specialty, a member of the opposing
team who is more qualified to answer those questions may try to step in and
become the authority. Do not be swayed or lead off course. Continue to address the
original leader as they will ultimately be the one to retain control.

When approaching the conference table, a good diversionary tactic for your
team is to have it appear as if you have divided the leadership role. If the opposi-
tion has no one person to target, their attack will be diffuses over your entire
team, thus making your team stronger.

This method of attack and counter attack is really quite simple. Your group
focuses on one member of their team, and their efforts are defused on all the
individuals of your team evenly. Your force and efforts are strongest when focused
on one person or area of attack. A chain can bear great stress, but it was not
designed to have one link bear the entire load.

WHAT DO THEY REALLY WANT?
Watching For The Subtle Signals

You are sitting in your “vehicle of conversation” at the “stoplight of interactive
dialogue” watching the signals change, and not knowing when to proceed.

Let us start to put together what we have learned and apply it to the question of
“what do they really want?”
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Solution
The solution to the problem the Interviewer presents is not difficult, but it is a

team problem and requires a team solution. All group members must be consis-
tent and state similar comments when challenged by this distraction. Politely but
forcefully state, “Please don’t interrupt my chain of thought”, “Please wait until I
am finished”, “Please don’t repeat what I have just said”, or “It is a waste of OUR
time to read that again”. Notice, all of the above phrases are statements. We have
not asked them to comment on anything. This would only give them the opportu-
nity they are looking for to continue domination of the conversation. The goal we
are seeking to achieve is their silence. The team’s body language should remain
aggressive toward the Meeting Interviewer, much in the same manner as it should
be toward the Misdirector. You may not need as many comments to control the
Meeting Interviewer, but the level of intensity may have to be more forceful.

DIALOGUE TO “THE AUTHORITY”
Who Do You Talk To?

Your time and effort will always be best spent when dealing with the person
who is “in charge” of the meeting or conference you are attending. You do not

want to be placed in the position of dealing with an assistant or a person who is
second in command of any negotiations. Take control of the situation by manipu-
lating or reading the physical signs that are being displayed by the other side and
use them to your advantage.

The unofficial rules of “talk and respond” are established in the first few min-
utes of any contact with another person or group. If you have been advised through
formal introduction or procedure as to who is in charge of the opposing team or
group, then it is to your advantage to focus on that person directly. No matter
which member of the other side asks your team a question, your response is
directed to the person who is leading the other team. All of your team’s responses
and questions should be directed at this one individual.

To diffuse the opposition’s verbal attack on your team, whenever a question is
asked, it should be answered by different members of your team on an almost
rotating basis. This will help keep the other team off balance and not allow them
the comfort of knowing who is leading your group.
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above the knees and narrow their eyes as they glare at their own associates. This
person is saying that not only are they opposed to what has just been said, they
want their teammates to be opposed to it too.

You must also be aware of the body language of members of your own team
when you are in negotiation or conference setting. When you are in an intense
verbal debate and you see an esteemed colleague look at the clock and let out a
quiet sigh as they lean back, looking up at the ceiling, they have just told you,
loud and clear, that they are through with this part of the meeting and whatever
else is discussed means very little to them at this point in time.

Remember, as you read others, they are reading you. Body language can
develop and change very quickly. Stay alert to the nonverbal communication that
is occurring around you.

THE GESTURE MIRROR
Using Natural Reactions

When we are exposed to certain circumstances, we react in a very consistent
and predictable manner. How many times have you started laughing with

everyone else even though you had no idea what was funny? Have you ever tried
not to yawn when someone else did? People have a tendency to become a part of
what is happening around them, and there is in all of us, an acute susceptibility
to the “contagion of gestures.”

These natural reactions can be broken down into two categories, “reactive
gestures” and “choice gestures.” When someone yawns, we yawn. When someone
scratches his or her arm, our arm starts to itch. We react to their stimulus.
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As you and your fellow colleagues sit in uncertainty, watching the opposition,
you will begin to notice some subtle and discrete signals that are now quite
apparent to you. As their focus person, or group leader, begins to speak, you will
become aware that you have a newmethodology for understanding the “unspoken
conversation” that is about to take place in front of you.

Visualize a picture of several members of a team sitting across from you at a
meeting table. Some are fumbling through papers for notes they forgot to take.
Another, looking up with a pencil in his mouth, is thinking about the vacation
that is only three weeks away. And one other person, the focus leader, is reading
off a list of requests and demands that you are now intently trying to concentrate
on. As the list progresses, you are wondering which of these items is the most
important and what you should be concentrating most of your energy toward.
Which items are negotiable requests and which items are polite demands . . . and
then, all of a sudden, you know! How did they convey this information to you? The
waterfall of subtle signals said more than their spoken word.

As the person was reading off their list of items, you noticed a difference in the
“whole person” by being aware of their involuntary expression changes and ges-
tures. As the leader began to read a certain demand or request, you noticed a slight
palm up gesture being displayed. They wanted your immediate approval of that
item. You also noticed that the leader leaned forward in their chair and spoke just
slightly louder as that point was presented. Their intent was quite clear. This was
the item of greatest importance to them. Now your team was able to devise a strat-
egy around this insight, and use this knowledge to better manipulate the discussion.

What if the opposite situation is occurring? What if you are the person read-
ing off a list of demands and you want to know how the other team is going to
accept your ideas? Which items will be agreed upon and which items will be met
with resistance? Let us consider this scenario. You are reading along through your
“wish list” of demands and requests when you come to an item that causes an
obvious shift in body gestures from three out of the four people sitting across the
table from you. The first person leans back in their chair and folds their arms
across their chest. This is the classic defensive posture and this individual has
just told you he does not agree with you on that issue. Another person on the other
team shifts his body position toward his own leader and displays wide eyes and
palms up. This person is not sure of how they should feel and they are asking the
leader to direct their thinking. The leader hears what you have read and leans
back. Not only do they fold their arms across their chest, they also cross their legs
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REACTING TO DISPLAYED GESTURES
Your Quiet Control

Going nowhere at top speed?Are you working hard at a meeting where you and
your team feel like you are talking to people who are about as receptive as a

brick wall? You just might be talking to a wall - a wall of opposition. You are trying
to communicate with individuals who have constructed a barrier of gestures and body
language to block you out. As long as they sit there unchallenged and unchanged,
they will not agree to anything you present. You need to guide your team into open
and receptive body language to get through the wall of anti-communication.

Why did the other group of negotiators become defensive so quickly? Your notes
and papers are spread out all over in front of you, your arms are on the table and
you’re leaning forward in your seat. Your eyes are narrow and your gaze is fixed
on the opposition leader. You are ready for battle. And a battle is just what you will
get. The other group is leaning back in their seats; their arms are crossed and
folded against their chests. They are looking down or around the room, anywhere
so they don’t have to make eye contact with you.

When we put all the body language in writing it becomes obvious at how
aggressive our team appears to be. If not out of intimidation, the other teammust
act defensively just for survival. Any chance of interactive dialogue is lost.

How different would the situation be if we were to approach the bargaining
table in a more relaxed manner? We still must be prepared and vigilant about our
agenda but it is important to display a calm demeanor. We need to manipulate
the other side into a gesture display that will entice them into the discussion,
making it more beneficial for everyone. Lean back in your chair and make sure
your arm gestures remain neutral. Keep your eye contact and facial expressions
neutral but friendly. Slowly, you will see the members of the other team start to
lean forward and enter into the discussion.

Just as you can change the gesture direction of one individual, you can change
the gesture direction of a group. It can be as simple as a pitcher of water and
glasses on the table. This allows their team “footing on the battlefield.” The bar-
gaining table must be an active zone, not a barrier. If they have a reason to lean
forward and approach the table for something non-confrontational, they will be
more likely to participate in the other activity across the table - your discussion!
Have paper and pencils on the table for them. Also, there is nothing wrong with
having snack food on the table. The more often they have to reach toward the
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When we are in a group setting such as at a sporting event or a theater
performance and someone starts to applaud, we applaud. If someone laughs, we
laugh. We choose to be part of the group. It is our “choice” to participate in what
is going on around us – or was it?

Human beings are pack animals. We all want to be “part of the group.” We
want our actions and gestures to be accepted by others. It is as if there is a need
to mirror other people so we know that we “fit in” or belong.

These “trigger gestures” are commonly used by entertainers who claim they
can “read your mind.” They watch as their subject reacts to a series of questions.
When they see a positive response to a vague question, the “mind reader” will
then begin to focus on that line of questioning. They’re not reading anyone’s mind
– they’re reading a person’s body language.

When I worked in law enforcement and had to interview a suspect, almost
inevitably, at some point during the questioning the suspect would ask me, “How
did you know that?” I would tell them that I could read the truth in their eyes.
From that point on in the interview, when the suspect started to tell a lie, they
would break eye contact with me. They would look away from me or even try to
cover their eyes with their hands so I couldn’t see their face.

The people who are most susceptible to trigger gestures are usually more sus-
ceptible to the influence or ideas of others. How is this applicable to us? When we
enter into a dialogue with an individual, we will notice a need for that person to
be part of “the group.” They will mirror the body language or gestures of the leader
so they feel like they belong and add to the strength and authority of the group.

If you are in a negotiation setting and you are having a difficult time with one
of the members of the opposing team, watch that individual during your breaks
or at times when the conditions are neutral. What do they do when they are
relaxed? Is there a certain phrase or gesture they use when they are happy or
cheerful? Is there any information you can gather that will make themmore sym-
pathetic to your cause or agenda? What body language tells you they are relaxed
and open to new concepts?

When you are presenting a new item and you want them to agree with you, use
neutral body language. Unconsciously, this will lessen their defenses and make
them more open to your ideas. Bring up items you have in common and that are
of concern to everyone. Use their gestures to present these ideas as well. When you
finally state your demands, this borrowed body language can make them think the
concepts presented were, at least in part, their own idea.
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Interviews and interrogations on TV are full of bright lights, cigar smoke, and
in-your-face yelling. In the real world, a lot more is accomplished when we remem-
ber to display neutral gestures and body language, and stay quietly in control of
the situation.

So how can we tell if the person we’re talking to is telling us the truth, trying
to deceive us, or manipulating the facts? How do we distinguish “truthful” body
language and gestures from “deceptive” language and gestures? In police work,
there is a saying, “Good investigators ask questions to find the answers, but great
investigators ask questions when they already know the answers.” The good
investigator tries to understand what happened. The great investigator tries to
understand the person and then the situation.

This may sound like a complex procedure but it is really quite simple. We need
to turn the person into a human “lie detector machine.” Polygraphs tests are not
wizardry. The person administering the test begins by asking you questions about
things they already know such as your name and address. They watch how the
machine records your reaction to those questions. Then, they ask you a question they
don’t know the answer to and see if the machine reacts in the same manner. You
can do the same thing the lie detector machine does, but instead of using wires and
electrical impulses, you will be watching gestures and the person’s reactions.

During the course of your conversation with a person, ask several casual ques-
tions that you know the answers to. Allow the individual to answer these questions
in a relaxed manner. Don’t challenge them if they “stretch the truth.” Instead,
watch their body language. You are setting a benchmark for truth gestures you can
use to measure and judge the answers to future questions. Observe closely any
changes in the person’s body language when they tell the truth or when they lie.
Are they covering part of their mouth with their hands? Do they look away and
break eye contact? There is a reason people say “Look me straight in the eye and
say that.” Watch for new gestures that emerge during the conversation. Are they
deceptive gestures, defensive gestures? The more defensive an individual becomes,
the greater the likelihood they will feel the need to protect the truth, or lie.

The important thing to remember is that you need to give the impression that
you have plenty of time to talk to this person. Don’t make them feel rushed. Casual
conversation in the beginning of your discussion is what sets the ground work for
the important questions at the end of the discussion.

Manipulating Dialogue
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table, the more active they are becoming. Make sure your team is also approach-
ing the table for reasons other than to force their opinions or demands on others.

Do not expect an instant response from the opposition. It will take a little time
for them to start to feel comfortable with you and your team, but slowly their wall
of defense will start to crumble, and their body language will become more open
or even aggressive.

If you have had previous contact or are familiar with a member of the other
group and had a good relationship with them, their defensive posturing will usu-
ally break down faster. If the contact you had was of a negative nature, it may be
longer before they take you back into their confidence.

The contents of the conversation in the beginning of a negotiation are of little
importance. The main concern is that the other side of the table is open to your
ideas and has been successfully lured into the dialogue they were resistant to.
Encourage both sides to stay active throughout the negotiations to prevent the
wall of defense from being rebuilt.

ONE ON ONE
Or One vs. One

Ashuman beings, we need to communicate. We need to be heard and want to
be understood. Even before we could speak, we made sure our needs were

met. As infants, our only means of verbal communication was cooing and crying so
we relied on gestures to get our message understood. As we learned to speak, we
started listening more to words and stopped paying attention to gestures, but the
gestures are still there! We have also been negotiators from birth. Some of our
greatest triumphs at negotiation occurred when we were teenagers, struggling for
that extra half-hour of freedom on Saturday night. When you put these two simple
facts of human nature together, you can use them to your advantage when inter-
viewing someone.

It’s not just the CEOs of major companies or police investigators who need or
can benefit from having good interviewing skills. Common, every day situations
call for all of us to be able to tell if the person to whom we are talking is telling us
the truth or trying to deceive us.

The Unspoken Dialogue

– 72 –

Unspoken Dialogue Vers II 7x10:Layout 1  6/2/09  3:27 PM  Page 72



Interviews and interrogations on TV are full of bright lights, cigar smoke, and
in-your-face yelling. In the real world, a lot more is accomplished when we remem-
ber to display neutral gestures and body language, and stay quietly in control of
the situation.

So how can we tell if the person we’re talking to is telling us the truth, trying
to deceive us, or manipulating the facts? How do we distinguish “truthful” body
language and gestures from “deceptive” language and gestures? In police work,
there is a saying, “Good investigators ask questions to find the answers, but great
investigators ask questions when they already know the answers.” The good
investigator tries to understand what happened. The great investigator tries to
understand the person and then the situation.

This may sound like a complex procedure but it is really quite simple. We need
to turn the person into a human “lie detector machine.” Polygraphs tests are not
wizardry. The person administering the test begins by asking you questions about
things they already know such as your name and address. They watch how the
machine records your reaction to those questions. Then, they ask you a question they
don’t know the answer to and see if the machine reacts in the same manner. You
can do the same thing the lie detector machine does, but instead of using wires and
electrical impulses, you will be watching gestures and the person’s reactions.

During the course of your conversation with a person, ask several casual ques-
tions that you know the answers to. Allow the individual to answer these questions
in a relaxed manner. Don’t challenge them if they “stretch the truth.” Instead,
watch their body language. You are setting a benchmark for truth gestures you can
use to measure and judge the answers to future questions. Observe closely any
changes in the person’s body language when they tell the truth or when they lie.
Are they covering part of their mouth with their hands? Do they look away and
break eye contact? There is a reason people say “Look me straight in the eye and
say that.” Watch for new gestures that emerge during the conversation. Are they
deceptive gestures, defensive gestures? The more defensive an individual becomes,
the greater the likelihood they will feel the need to protect the truth, or lie.

The important thing to remember is that you need to give the impression that
you have plenty of time to talk to this person. Don’t make them feel rushed. Casual
conversation in the beginning of your discussion is what sets the ground work for
the important questions at the end of the discussion.

Manipulating Dialogue

– 73 –

table, the more active they are becoming. Make sure your team is also approach-
ing the table for reasons other than to force their opinions or demands on others.

Do not expect an instant response from the opposition. It will take a little time
for them to start to feel comfortable with you and your team, but slowly their wall
of defense will start to crumble, and their body language will become more open
or even aggressive.

If you have had previous contact or are familiar with a member of the other
group and had a good relationship with them, their defensive posturing will usu-
ally break down faster. If the contact you had was of a negative nature, it may be
longer before they take you back into their confidence.

The contents of the conversation in the beginning of a negotiation are of little
importance. The main concern is that the other side of the table is open to your
ideas and has been successfully lured into the dialogue they were resistant to.
Encourage both sides to stay active throughout the negotiations to prevent the
wall of defense from being rebuilt.

ONE ON ONE
Or One vs. One

Ashuman beings, we need to communicate. We need to be heard and want to
be understood. Even before we could speak, we made sure our needs were

met. As infants, our only means of verbal communication was cooing and crying so
we relied on gestures to get our message understood. As we learned to speak, we
started listening more to words and stopped paying attention to gestures, but the
gestures are still there! We have also been negotiators from birth. Some of our
greatest triumphs at negotiation occurred when we were teenagers, struggling for
that extra half-hour of freedom on Saturday night. When you put these two simple
facts of human nature together, you can use them to your advantage when inter-
viewing someone.

It’s not just the CEOs of major companies or police investigators who need or
can benefit from having good interviewing skills. Common, every day situations
call for all of us to be able to tell if the person to whom we are talking is telling us
the truth or trying to deceive us.

The Unspoken Dialogue

– 72 –

Unspoken Dialogue Vers II 7x10:Layout 1  6/2/09  3:27 PM  Page 72



see, but not glaring. Rooms that are too dark cause emotions to become sullen and
subdued. The table should be large enough to provide adequate surface area for
the needed papers and related materials. Try to make sure it is not too wide. If a
person from one side of the meeting is trying to share papers with an individual
from the other team, they must be able to reach across the table without getting
to their feet. When a person has to stand up when everyone else around them is
sitting, it puts them in a very uncomfortable position. Some individuals will not
participate at all if this circumstance occurs. There is little difference between
intimidating conversation and inaccessible documents.

Do your best to eliminate distractions. Get rid of the clocks and telephones in
the room, and turn off your pagers and cell phones. If the meeting is to be per-
ceived as important, then you need to remove the interruptions within your con-
trol. As stated earlier, do not look at your watch if it can be avoided. If the meeting
has time restraints, have an individual who is not involved in the negotiations be
responsible for informing the group when the meeting is ending.

Make sure there are prearranged breaks in the sessions for human needs. This
will help keep the mood of the negotiations from becoming tenser as the stomachs
become emptier. It will also give your team time to confer for strategic purposes
and allow you to reorganize if necessary. Do not be opposed to having food or drink
available during the meeting. This does help keep people in a more open state
of mind.

Manipulating Dialogue
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THE ROOM
A Conducive Environment

Most rooms are designed for a specific purpose such as dining, sleeping, or
conducting business. You can usually walk into a room and, without being

told, ascertain the purpose and the mood of the room by the furniture and its
arrangement. In any negotiation or debate type setting, the mood of the room is
just as important as the dialogue being presented.

Why do we consider some rooms “formal” and cold while others seem friendly
and relaxed even before a word has been said? It is extremely important to keep
the mood of the room you are using for a discussion neutral and “open” if you want
an interactive dialogue to take place. We need to achieve a perceived balance of
power between all people involved and remove the barriers that can cause defen-
sive posturing.

If a room is arranged so that one individual is positioned behind a large, for-
midable desk with an oversized chair and the other person is ushered to a small
chair with no furniture around it, you can be sure the dialogue will be very one
sided. Information will be “extracted” and orders will be given instead of ideas
and concepts being shared. If intimidation and a one way flow of speech is your
goal, this office is perfect for your needs. The only thing missing is a bright light
shining in the subject’s eyes and cigar smoke blown in their face.

If you plan to have discussions in an office, make sure there is an area that is
less formal, and where there are comfortable chairs of similar size. Let it be a
more relaxed setting where the visitor will be at ease and willing to “share.” If a
person is intimidated by their surroundings, they will not be open to participation
in any form of dialogue with someone they perceive to be an authority figure.

There is little difference between two people and two teams trying to have an
exchange of ideas. Always consider the other group as a single entity. This will
help you concentrate on the task before you, and assist in removing the distrac-
tions of the multiple personalities across the table from you.

How can we set up a conference room for a proactive state of dialogue? Start
by making sure the balance of power appears to be equal. Remove all articles
such as banners or flags that are obvious stumbling blocks to open dialogue and
defensive attitudes. The chairs should be comfortable and equal in all ways pos-
sible for both groups. The lighting should be bright enough for all participants to
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Carrying contraband or car-
rying something hazardous to
public safety will be different
than how a person carries rou-
tine items or packages. The dif-
ferences we look for are very
clear and very obvious once you
know what they are.

A common way contraband
is carried is called “dissocia-
tion.” In other words, they are
going to carry the package as if
they don’t want the package to
be part of them. They are not
comfortable with it. They’re
walking and moving with the
package uncomfortably away
from their body. It’s like setting
a powerful, spring loaded trap
and holding it in the palm of
your hand. You wouldn’t carry
this device close to your body.
You’d carry it out and away from yourself in case it snapped. It’s not a bag or a box
swinging at your side.

You will also notice that when they put the package down they carefully place
it down with a high level of caution. Many times as they set it down they will look
at their surroundings and not look at the package. You will see their body posture
leaning away from the package. You will also see how they maintain distance
away from other people and the package. When people walk near their package
they will stand between them and the package or even move the package away
from others. If they are in an open area they may stand over the package to guard
it. As they are dissociative with the package, they also want others to be physically
dissociative with the package.

Special Threat Situations

– 79 –

PACKAGES AND GESTURES

Packages - we see them around us every day. Some large, some small, differ-
ent colors, different shapes and sizes, from the beginning of our day to the

end of our day we see them around us constantly. Often, we try to determine
what’s in these packages. Could it contain a threat to public safety or some other
form of contraband? How can we tell what’s inside all of these packages?

It’s not the package we need to know about! It’s understanding the person who
is carrying the package. We can’t read minds, but we can read and understand the
body gestures of the person who has the package. Reading the gestures of the
person carrying the package helps us determine the contents of the package.

Think back for a second - every day you see how people handle things they
carry. Think about a supermarket. Think about a person reaching into a cooler
area and taking out a container of eggs. How do they handle the eggs? Is it dif-
ferent than how they handle a case of soft drinks? Of course there is a difference.
Everyone handles different contents in a different way. We need to look closely at
the body gestures of the person handling the contents.

In that same supermarket you will
notice a great difference between a per-
son handling a bag of potatoes and a
small child. The child will, hopefully, be
handled with great caution and care
while being placed in and out of the
shopping cart seat. Do we think a bag of
potatoes will be handled with the same
amount of care? This is all human
nature. It is the way we all are. You do
not have to know the contents of a pack-
age to see how the package is being
handled. It is the body gestures being
displayed by the person who does know
what is in the package that are impor-
tant. How the package is being picked
up, carried around, and put down will
tell us what is in it.
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movement of the body in a very rigid format.
All of the body gestures become literally
“locked” together. They will have the
appearance of being devoid of emotion and of
being more of a transport device than a
human being. They will exhibit stiff rigid
posture and will walk consistently at one
speed. Their voice will be an emotionless
monotone.

One very interesting thing about all
three types of “carriers” is that before they
have the package or after they relinquish
control of the package they exhibit normal
body signs. Look for the difference. Look for
the changes that package causes the person
to exhibit.

Remember that body gestures and know-
ing their meaning is like understanding a
language. One body sign is just a few words
and a compound gesture becomes a sentence.
This means that the more you observe, the
more you will understand of this language.
The more body signs and gestures you are
able to compile, the more accurate your
understanding of the person will be.

We don’t want to draw opinions from a
very short story, and we don’t want to draw conclusions from only one or two body
signs. We want to watch, and gather in as many body signs as possible so that
this language breaks down into many paragraphs, which will lead us to a clearer,
better, understanding of what we are seeing happening before us.

Special Threat Situations
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Another common way sus-
picious packages are carried is
“parental gestures.” This is
being literally wrapped around
the package. You will observe
the body posture curve protec-
tively around the package as if
it is a child or small pet. This
item is of great importance to
them. They aren’t just holding
it at their side as they walk.
They have it up in their arms
and are holding it against their
chest or stomach, shielding it
from the world around them.
Whatever they are doing, you
will notice that they do not re-
linquish their hold on this
package. It constantly remains
in their parental type of con-
trol. If you are standing near
them or approach them, you
will notice that they hold the package even tighter and closer. If that package is
so important to them then it should also be of great importance to you!

Another type of body gestures an individual with packages can exhibit is
“mechanical.” With mechanical body gestures the person’s appearance is stiff and
almost mechanized. They appear to move very deliberately in an almost robotic
method. They turn, and then they walk forward. Their movements are stiff and
lack flexibility. All of their motion appears to be under total control at all times.
The eye gestures are also very robotic. When the head turns left the eyes look left.
When the head turns right the eyes look right. The head turns and moves with the
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fitting sweaters and vests.
Extra layers of clothing allow
for more “hiding places”. Watch
for items of clothing that are
being worn unevenly – a shirt
that is tucked in on one side
but out on the other side to help
cover a pocket.

Gravity can help us deter-
mine where an individual has
hidden contraband on them-
selves. If they put an item that
has any discernable weight in a
pocket there will be a notice-
able change in the appearance
of their apparel. Most individu-
als that carry a gun illegally are
not going to purchase a holster
for that gun. They are going to
purchase or steal the weapon,
and then they are simply going
to put it in their pocket. If they are carrying any extra ammunition they will put
that into a pocket as well. Don’t just check the pockets – check the pant legs. The
bottom of the pant leg on the side where the object is will hang down noticeably
lower. When a heavy item is in a coat pocket the collar will be pulled down on that
side. There can even be a shift or “pulling down” on the side of the jacket if the
hidden item has enough weight. Both uneven cuffs and uneven jacket edges are
signals for you to look further into the situation.

There is another type of “gravity” that comes into play when you are dealing
with people and illegal items. That is the gravity that weighs on the person’s mind,
their emotions, and sometimes, their guilt. This causes major changes in the
person’s body gestures. Their hand or arm will stay close or even repeatedly touch
the area of concealment to tell us that they are concerned with that pocket or part

– 83 –

APPAREL AND GESTURES

Aperson can conceal weapons or contraband anywhere on their body. They are
not going to tell us verbally where they have put these weapons or contra-

band but when we watch their body gestures it is a matter of simply “listening”
to what they are saying. They tell us through large gestures and some very dis-
crete gestures where the illegal item is. What is a tremendous advantage to us is
that they do not even realize that this language exists. All they know is that they
have put something in a concealed area and now they are going to continue with
their activities without even realizing
that their gestures will be giving them
away. It is a tremendous advantage to
us and it is easy to use against them.

Watch for clothing that is inappro-
priate for the day or the surrounding
conditions. If a person is carrying a
heavy overcoat over one arm on a warm
day it could be so they can conceal
something under the coat. Watch for
people wearing raincoats or carrying
umbrellas when there are clear skies
and no rain predicted. Watch for loose
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of their apparel. They will cover
that area with their arm or
hand. They will walk differ-
ently; they will move differently.
They will swing the arm on the
concealed weapon side much
less than on the other side caus-
ing a very unequal gait in their
body movement. A professional
will have a means of holding a
weapon securely. These individ-
uals will have to be careful that
their “contraband” doesn’t fall
out of its hiding spot.

Just like you can tell when a
scale is off balance, with a little
bit of practice, you will be able
to tell when an individual is “off
balance” because they are try-
ing to hide something in their
clothing.
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AFTERWORDS

CONCLUSION
A Time For Advice

Youhave been introduced into the incredible world of understanding others at
an enhanced level. The pages you have just read are not merely concepts and

ideas. They are truly alive in each and every one of us and have been a part of our
lives even before we could speak. They remain with us as a viable form of com-
munication even when we become incapacitated or infirmed.

When using these skills, remember to personally display relaxed and neutral
body language when dealing with others. Be attentive to what is being said and
realize that certain concessions may have to be made in any negotiation scenario.
As long as these compromises are not in direct conflict with your position, be it
individual or as a group, the requests should be considered. This will help the
deliberations from becoming stagnant and avoid having the conversation becom-
ing one sided.

In order to successfully manipulate dialogue, we need to be able to instill in
others the perspectives and objectives that are important to our position. We need
to remember what causes negative posturing from the opposition and avoid or
eliminate further gestures that can create a defensive position.

Bear inmind that the skills you have learned need to be practiced and developed.
Just as a child takes many practice steps before he or she can run, it will take
time for you to perceive all The Unspoken Dialogue that is around us every day.

The Unspoken Dialogue
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The working environment in Pristina was vastly different from that in the
USA, and required finely tuned expertise in order to effectively deal with not only
the Kosovars, but an international staff from more than 50 other countries. Life
in a UN mission is very different from work in the USA. Local customs, cultural,
societal, religious, political, and language variations poses a great threat; anyone
who has ever served in a foreign mission will recognized this as an understate-
ment. To survive and succeed, it was crucial that we call into action all of the skills
at our disposal. Again, Bob’s research, writing, and experience proved its worth
each and every day.

Some months later I was assigned to serve as the Senior Planner for the UN’s
Transition program and then appointed Director of Transition. The myriad duties
of that post included intense field negotiations with Albanian, Serbian, Bosnian,
Turkish, Greek, and many other groups. As theAmerican charged with getting the
Transition program on track, I had literally hundreds of high level meetings with
disparate groups. Not all of those meetings were pleasant, but all were success-
ful. While I relied heavily upon my well established communication, negotiation,
and interview skills, it was the “body language” skills I learned from Bob that
gave me a critical advantage to prevail and succeed with landmark achievements.

Looking back on this incredible experience I can’t help but wonder how much
better I could have performed in any of my many other previous positions in law
enforcement, military reserve, family life, politics, and even as a university pro-
fessor if I had been able to apply Bob Rail’s body language skills. Such knowledge
would have most assuredly provided me with an incredible advantage. This
new edition of The Unspoken Dialogue with updated information, photos, and
anecdotes should be considered a “tool” of one’s trade and, if applied, is sure to
maximize the best outcomes possible. It is evident that thousands of people around
the globe have benefited from Bob’s work and, although I cannot speak for them,
I am certain they too, are indelibly transformed.

William L. Budd, Ph.D.
Professor, Lynn University and Jones College, Florida
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Comments of William L. Budd, Ph.D.

After a 25 year career as a police officer, Robert Rail, consumed by the desire
to learn and experience more, became an international police officer in 1999,

and served one year in the United Nations Mission in Bosnia-Herzegovina. Unlike
his law enforcement experiences in the United States, he saw a vastly different set
of circumstances. The effects of a long civil conflict, followed by an international
war in Yugoslavia presented Bob with a large and complex field laboratory. Driven
by his insatiable desire to learn and experience, Bob undertook a study of people
who had suffered under tyranny, oppression, deprivation, stress, fear, indignation,
persecution, displacement, injury, torture, and the horrors of death. The product
of his pioneering work was The Unspoken Dialogue, first published in 2001.

I met Bob in September 2002 when we were both in training for deployment to
the United Nation Mission in Kosovo. There was little time then for long intro-
ductions and comparisons of experience - that would happen later - but I was
already aware of his previous mission work. After training, I was fortunate to be
teamed with Bob and we were deployed into the very heart of what had been the
Serbian/Kosovar civil war in the 1990’s. There we were, twoAmerican officers amid
a sea of hatred, violence, aggression, religious, political, and international conflict.

Working closely with Bob was an opportunity I had never expected. Although
I knew he was veteran international police officer, it was during our assignment
together that I came to appreciate and benefit from his experiences. Working with
Bob - sharing the same residence, and surviving in an extremely hostile environ-
ment for 27 months - was an incredible experience. Although I had a significant
career in law enforcement and had attended training programs including inter-
view techniques, body language, martial arts and many, many more, none were
comparable in the quality and depth of knowledge that Bob presented in “The
Unspoken Dialogue.”

Because we had different backgrounds, Bob and I were eventually redeployed
to different assignments, but continued what had become a well established work-
ing partnership. Bob was assigned to the UN Mission Police Training Center,
Pristina, Kosovo, to serve as the senior SelectionAssessment Testing officer. I went
on to serve as the Officer In Charge of the Kosovo Police Professional Standards
Unit. In my new position I suddenly found a greater than ever expected need for
very specialized interview, negotiations and understanding of “body signs.”
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It has been reported that when Mohammed Atta, one of the 9/11 hijackers,
approached the airport ticket counter that infamous day, the airline clerk just
“felt like something was wrong.” He could not put his finger on it, but the way
Atta was acting made him uncomfortable. It wasn’t anything that Atta said that
got the clerk’s attention, but his body was communicating. The clerk said nothing
to anyone for fear of being accused of racial profiling or worse.

My life partner is the Security Director at an upscale shopping mall. She has
developed a keen understanding that it is oftentimes how people act, not what they
are saying, that provides substantive information. She has caughtmany a thief, and
recovered thousands of dollars in merchandise based initially on what the bad guy’s
body was “telling” her. Indeed, in assisting Loss Prevention officers of various stores,
on many occasions she has focused on the suspect’s “unspoken dialogue” while the
LP officer focused on the words being spoken. She has gleaned substantially more
information reading body language than the LP did just listening to words.

She and I also work special events, concerts, and executive protection secu-
rity. Sometimes the noise level at these events makes it hard to hear what people
are saying, it is extremely important to be able to read a person’s body language.
Is that person in the front row about to jump on stage? Is the guy at the Hank
Williams, Jr. show about to pour beer on the guy in front of him? Is this person
coming up to the gate trying to hide something – maybe booze, a knife, a gun?
These are all questions that we must answer and in some cases respond to.
I cannot count the number of times after responding that we are asked, “How did
you know?” We knew because the unspoken dialogue told us.

Knowing and understanding the importance of the unspoken dialogue is
critical when providing executive protection. As you scan the crowd for potential
“hostiles” you have only the unspoken dialogue to go on. Is that person about to
pull a gun, throw something, or attack the principal? You need to answer those
questions immediately so that you can go into action. You generally don’t have
the opportunity to ask the suspect, “Are you about to pull a gun?” And even if you
could, they would probably lie. You must make decisions based on the unspoken
dialogue, and more often than not, your decision is the right one.

I know that the voice is the window to the subject’s intentions. I also know
that there are various signs and signals that sometimes agree with the voice and
sometimes do not. When the voice and signs disagree, we believe the body language.
So too does Bob Rail.

Afterwords
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Comments of Jeffrey P. Rush, DPA

Robert Rail’s 25 years of experience as a Chicagoland copper informs all as to
what he is and does, but perhaps no more so than in the words of this book.

His years of law enforcement service have led him to understand that it is more
than just what people say that’s important, but it is how they act, what they do,
and what their body tells us that is equally as important, and in many cases sub-
stantially more important.

In no other line of work is this understanding more important than in the war-
rior professions. Sure, it would be nice to know if the person sitting on the barstool
next to you is “interested” in you, but knowing or not knowing that will not kill
you. But not understanding the body language of the person standing in front of
you at a ticket counter or walking beside you in the mall might put you at risk. If
you’re a cop, and you can’t read the body language of the driver you just pulled
over, or the guy who decided to pull a “stop and rob” at a convenience store, then
that could very easily result in yours or someone else’s death.

Moms everywhere know whether or not their child is lying or upset or even in
trouble and, more often than not, this understanding is not based on what the
child says, but how they act. When I was young I got a traffic ticket. It wasn’t a
major crime but I was seriously worried about what my parents would say. It was
a rule at our house that, regardless of the time, I was required to tell my parents
that I was home. The night I got the ticket, I stood in the doorway of their bedroom
and announced that I was home. My Mother, waking from a deep sleep immedi-
ately asked, “What’s wrong?” My reply was, “Nothing.” She shot up in bed and
said, “I know better than that, what is it?” I told her. Years later I asked her how
she knew something was wrong, and she told me that it was something about how
I was “acting.” A number of signs that I unknowingly exhibited just “said to her”
that something was wrong. People everywhere exhibit involuntary signs and this
is but one of the reasons that The Unspoken Dialogue is such an important book.

In this time of global danger and uncertainty it is important to know that body
language is universal; it is evident in both sexes and all races and cultures. In
other words, it is not just in the United States where one’s body “talks,” the body
speaks regardless of where it comes from. Robert Rail’s service in Kosovo as a
warrior-trainer is evidence of the universal language of the body and lends even
more credibility and importance to his work and book.
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About the Author

Dr. Robert R. Rail is recognized internationally as one of the foremost experts
on managing interpersonal relations. He has taught his “understanding body

language” techniques and methods to people from more than 60 countries.
As a consultant to the United Nations in the Balkans and Iraq, Dr. Rail was

responsible for designing curriculum and instructing elite police officers from 56
nations who have been deployed in Bosnia, Kosovo, Iraq, Jordan, Asia, andAfrica.
He was also named as a physical confrontation advisor and resource training
provider to select personnel of NATO and OSCE (Organization for Security &
Co-Operation in Europe).

Dr. Rail was a resident instructor at the Specialized Advanced Training Unit
of the High Institute of Baghdad Police College, and was awarded a second doc-
torate degree for his exceptional abilities as an international instructor. He has
received numerous other awards for his work in the international community.

Dr. Rail has an outstanding background of over a quarter of a century of both
martial arts knowledge and “on the street” law enforcement experience. He is an
internationally respected and acclaimed master instructor. Through all his
classes, lectures, presentations and even casual contacts, he displays a constant
flow of encouragement, enthusiasm, and instructional humor.

Dr. Rail is a frequent contributor to television and radio programs, and peri-
odicals. He conducts both training and consulting services for universities and
corporations worldwide.

He is the author of four books: The Unspoken Dialogue; Defense Without
Damage; Custodial Cuffing & Restraint; and Reactive Handcuffing Tactics.

Afterwords
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Rudy Giuliani, “America’s Mayor,” believes that suicide bombing is the worst
threat we face. Henry Morgenstern, of Security Solutions International, suggests
that one of the points in the process where suicide bombers can be stopped is as
they approach the target. Whether approaching, or getting their nerve up, or just
waiting for the “right moment,” the point is that the only way to identify them
will be by how they are acting, their unspoken dialogue. We must therefore, be
aware of what the body says and how to interpret it. There are numerous exam-
ples of lives saved, merchandise recovered, and life made better for everyone
because someone was able to interpret body language.

That is the importance of The Unspoken Dialogue – it helps save lives. Robert
Rail, in this easy to read yet comprehensive book walks you through how to read
and understand the unspoken dialogue. He explains how the body just can’t lie
about some things, and how the body just can’t help but telegraph some move-
ment, e.g., if someone is in a chair, they can’t get up without first leaning forward.
Bob, in a clear and concise way provides both the theory behind The Unspoken
Dialogue and the specific tactics and techniques needed to understand and apply
it. He does this in a clear, concise, simple, and straight forward manner.

It should also be noted that The Unspoken Dialogue has been translated into
several languages, and is required reading in many European and African police
academies. So too, it should be required reading in American police academies.
The Unspoken Dialogue is, without question, one of the books that should be on
the bookshelf of every “warrior” and should be one of the most referenced tools in
their repertoire. It is one of maybe half a dozen books that will save your life!
Read it, absorb it, live it, and share it with your colleagues and peers throughout
the world. It is that good.

One last suggestion, should you ever have the opportunity, as I have, to attend
one of Bob’s training sessions, do so. You will come away a substantially better
trained individual than when you went in. Too much of the training we endure is
simply not applicable or that good. I can attest to the fact that training by Robert
Rail does not fall into that category, it is simply that good.

Jeffrey P. Rush, DPA
Assistant Professor of Criminal Justice
The University of Louisiana at Monroe
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Dr. Rail is a frequent contributor to television and radio programs, and peri-
odicals. He conducts both training and consulting services for universities and
corporations worldwide.

He is the author of four books: The Unspoken Dialogue; Defense Without
Damage; Custodial Cuffing & Restraint; and Reactive Handcuffing Tactics.
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Rudy Giuliani, “America’s Mayor,” believes that suicide bombing is the worst
threat we face. Henry Morgenstern, of Security Solutions International, suggests
that one of the points in the process where suicide bombers can be stopped is as
they approach the target. Whether approaching, or getting their nerve up, or just
waiting for the “right moment,” the point is that the only way to identify them
will be by how they are acting, their unspoken dialogue. We must therefore, be
aware of what the body says and how to interpret it. There are numerous exam-
ples of lives saved, merchandise recovered, and life made better for everyone
because someone was able to interpret body language.

That is the importance of The Unspoken Dialogue – it helps save lives. Robert
Rail, in this easy to read yet comprehensive book walks you through how to read
and understand the unspoken dialogue. He explains how the body just can’t lie
about some things, and how the body just can’t help but telegraph some move-
ment, e.g., if someone is in a chair, they can’t get up without first leaning forward.
Bob, in a clear and concise way provides both the theory behind The Unspoken
Dialogue and the specific tactics and techniques needed to understand and apply
it. He does this in a clear, concise, simple, and straight forward manner.

It should also be noted that The Unspoken Dialogue has been translated into
several languages, and is required reading in many European and African police
academies. So too, it should be required reading in American police academies.
The Unspoken Dialogue is, without question, one of the books that should be on
the bookshelf of every “warrior” and should be one of the most referenced tools in
their repertoire. It is one of maybe half a dozen books that will save your life!
Read it, absorb it, live it, and share it with your colleagues and peers throughout
the world. It is that good.

One last suggestion, should you ever have the opportunity, as I have, to attend
one of Bob’s training sessions, do so. You will come away a substantially better
trained individual than when you went in. Too much of the training we endure is
simply not applicable or that good. I can attest to the fact that training by Robert
Rail does not fall into that category, it is simply that good.

Jeffrey P. Rush, DPA
Assistant Professor of Criminal Justice
The University of Louisiana at Monroe

The Unspoken Dialogue

– 92 –

Unspoken Dialogue Vers II 7x10:Layout 1  6/2/09  3:28 PM  Page 92



Unspoken Dialogue Vers II 7x10:Layout 1  6/2/09  3:28 PM  Page 94



Unspoken Dialogue Vers II 7x10:Layout 1  6/2/09  3:28 PM  Page 94



Unspoken Dialogue Vers II 7x10:Layout 1  6/2/09  3:28 PM  Page 96


	part3



