	Non-verbal feedback


Since most psychologists now agree that nonverbal signals represent an important aspect of communication, no discussion of feedback would be complete without some attention to this factor.  It has been my experience in fact, that the nonverbal factor plays a significant, though often unrecognized, role.  Nonverbal feedback involves body language and other cues, which are used – often unconsciously – to express interest or convey lack of attention.  Some of the more common types of nonverbal communication include the following:

· Appearance - What “message” does your clothing convey?  Authority? Informality? Does your appearance fit the occasion?

· Gestures - What are your hands saying?  Clenched hands often symbolize tension and nervousness. Curled fist may indicate anger.  Hands in pockets may portray resignation.

· Posture – Does your posture fit your verbal message?  Are you leaning forward in interest toward the person or pushing back in your chair to keep at distance? Frequent shifting of positions may be interpreted as impatience or lack of interest.
· Eye contact and Facial Expressions – Is the eye contact you maintain one of interest or a “glare” of intimidation? Does your facial expression betray your real feelings despite the words you are using?

· Voice – Does the intonation, volume and rate of speech reflect the mood you wish to induce?  Speaking too loudly, for example, may tend to intimidate the other person, causing that person to “clam up” rather than “speak up”.

