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INTRODUCTION

Communication has always been an integral part of our daily lives since time
immemorial. It has been in existence since millions of year ago and has always serve
as a means of expressing ideas, thoughts, emotions, feelings and other aspects of our
beings. As humans, everyone learns how to communicate, whether it be speaking,
facial and hand gestures or other body signals. Some learn as babies from watching
adults; a baby’s first word is normally a milestone event. Others learn as toddlers
and continue as they grow older. Some may take classes on language and speech.
Normally as one grows older, the spoken word is emphasized but it is not the only
way to communicate. What if one knew that what he or she was learning only
skimmed the surface of successful communication skills? Body language is the
original shared language of communication. Research has found that 93% of our
interpersonal communication is nonverbal, leaving only 7% of communication
involving actual words. To break it down even further, 55% of nonverbal
communication is visual (body language, eye contact) and 38% is vocal (pitch,
speed, volume, tone of voice). There are over 1,000 nonverbal factors that contribute
to the messages people send in every interaction. Nonverbal communication is any
form of communication that does not contain the spoken word such as facial
expressions, the way someone is standing or is dressed, a person’s movements and

mannerisms or vocal pitches and tone.

Body language sends messages to people that are more convincing than just
words. These messages are more honest and reliable sources. They are influenced
and learned over time by neurological, familial, cultural and individual aspects of a

person’s life. They are also influenced by biological gender differences that allow
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for men and women to communication differently. For example, men use only one
side of their brain at a time; therefore, they absorb one message at a time. Women
have more complex connections between both hemispheres of their brain which can
absorb more information quicker. Some forms of body language are conscious like
standing up straight, smiling and giving handshakes. But no matter how conscious
people are of body language, slight slips and leakages are nearly impossible to
control. In order for others to believe a person is being truthful body language must
be congruent with verbal and nonverbal cues. One cannot hide their body language
because it is always constant. A person is still communicating with body language
by clothes, stances, facial expressions or silence. However, it can never be based on
one signal. One must read several signals that suggest the same thought or emotion

to properly assume that that signal is true.

Even though nonverbal communication is the majority of a person’s
communication, why is it so important? According to Tonya Reiman, author of The
Power of Body Language, research from Princeton showed that humans make initial
judgments about a person’s attractiveness, likeability, trustworthiness, competence
and aggressiveness within 100 milliseconds or one tenth of one second when meeting
someone, and all those initial judgments are based on nonverbal communication
signals. Each time someone meets another we take a tiny sample of their life and
assume it portrays 100 percent of his or her personality. In 1/10 of second, people
decide whether they can trust them, will like them and if they are competent. People
have 1/10 of a second to show using nonverbal communication that they are a decent,
friendly, trustworthy person. Seems unfair but even if a person might think of
themselves as open minded and unlikely to cast judgments based on superficial facts,
they will still judge you. Given this state of affairs, one could argue that it would
defy the basic logic of evolutionary biology if people did not form immediate

impressions of others. It happens in job interviews often. The first way a person is
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identified and judged for a job is by their body language. The interviewer looking to
hire a person is immediately judging one to see if their personality will work well in
the office. It is not based on their work skills or experience as it used to be. Without
proper nonverbal communication, a person can lose a job before they even say a

word.

Over the time of one’s life people subconsciously develop first impression
interpretation skills but some are more accurate than others. Accuracy of first
impressions, or AFI, is the ability of people to draw conclusions about strangers
based on very little information and how correct that information is. By applying
judgment policies based on generalizations of body language as well as stereotypes
and folk knowledge learned from the wider society, people are able to make
inferences about new people with very little information. Exposure to a person for
just a few seconds produces first impressions that are often a remarkable accurate
judgment of the other person character. Perceivers are typically extremely accurate
at judging prototypical facial expressions of basic emotions such as happiness or
sadness even when they are only exposed to that emotional facial expression for a
fraction of a second. However, some perceivers who might be better at judging facial
expressions may not do as well at judging voice expressions. And even though one
might be accurate at perceiving others, most are inaccurate about how others
perceive them. AFI can be determined by different testing. It can differ between
children and adults as well as male and females. In all likelihood, those individuals
that have been identified as higher in AFI based on testing will reap social benefits.
They tend to be more popular, less lonely, have higher salaries and obtain more
raises. Being able to accurately judge others can be a good indication of your
personality. People who were tested with higher AFI were seen by friends as warm,

compassionate, considerate and capable of close relationships.

First impressions are subconscious but if one pays close attention to it, it can
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be used to one’s advantage, especially in situations in the work place. For example
the first way a person is identified and judged for a job is by their body language
before they even speak. Another form is during presentation and project sales. Just
asina job interview, the audience in a presentation is immediately judging you to see
if you are a person the company can work well with not on your work skills. When
selling a project not only are you selling the product but you are selling your firm
and yourself to gain the trust of the client. Once that first impression is made it can

be rather difficult to change.

Examples of first impressions can be seen every day. One example is interior
design students at Kent State University. As students are preparing to enter the job
force and applying for internships with few jobs available, first impressions are
incredibly important. Students are also presenting projects to clients and critics at
least once or twice a semester. With creativity at its highest, it is easy to overlook
that the project cannot sell itself. Students must sell the project to the client, which
means they are selling themselves as well as Kent State University. What if the
students proposing a mediocre design project with a great first impression are picked
by a client over students with better design solution but a negative first impression?
This is where body language and communication skills are important. A student can
have the best designed project in the class according to design criteria but if they
cannot properly communicate and sell their design the project could be overlooked.
Communication all stems back to that first impression and how accurate they are
based on body language. People tend to overlook the fact that first impressions are
important because some do not feel they are accurate or they can be changed.

But if the first impression is a negative one, no matter how successfully the
design might be, a client might not want to work with them. Which leads us to try
and determine; what are first impressions of Kent State interior design students based

on nonverbal communication and how accurate are they?
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The topicality of this work lies in the insufficient research in modern theory of
communication of the polycode text in context of its encoding body language.

The purpose of this work is to analyze and classify polycode messages in the
work Body Language by Barbara and Alan Pease. Achieving the purpose requires
solving specific tasks, among which:

« To study the peculiarities of policode messages;

» To identify the specific features of policode messages;

» To define the concept of non-verbal communication ;;

* To conduct the classification of polycode messages in the work Body

Language by Barbara and Alan Pease.

« To analyse their pragmatic functions.

The object of the research is polycode messages in the work Body Language by
Barbara and Alan Pease.

The subject of the study is pragmatic functions of polycode messages in the work
Body Language by Barbara and Alan Pease.

The research methods employed are the sampling method, the interpretation
method.

The material of the study includes 120 polycode messages from Body Language
by Barbara and Alan Pease.

The theoretical significance of the work is due to the elucidation of the specifics
of the analysis and classification of polycode messages.

The practical significance of work consists in its contribution to theory of
communication.

The work consists of an introduction, 4 chapters, conclusions, a list of references
and summary (summary).

The introduction refers to the relevance of this work, the goals and objectives of
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the study, the theoretical and practical significance of the work.
The results of the work are contained in the conclusions.

The list of used references contains 32 positions.
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CONCLUSION
When most people look at others they see the person, but they miss revealing
details that are obvious when pointed out. And so it is with body language.
Communication through body language has been going on for over a million years
but has only been scientifically studied to any extent since the end of the twentieth
century. Body language is finally being 'discovered’ by people throughout the world

and is now a part of formal education and business training everywhere.

Nonverbal communication is an unconscious habit that the majority of people
take for granted even though it is over 93 % of our overall communication. If people
focused on nonverbal signals they would become more observant of all relationships
in their life. The key to body language is that it is subconscious, but becoming

conscious of it will add benefits to one’s life.

Body language sends messages to people that are more convincing than just
words. These messages are more honest and reliable sources. They are influenced
and learned over time by neurological, familial, cultural and individual aspects of a
person’s life. They are also influenced by biological gender differences that allow
for men and women to communication differently. For example, men use only one
side of their brain at a time; therefore, they absorb one message at a time. Women
have more complex connections between both hemispheres of their brain which can
absorb more information quicker. Some forms of body language are conscious like
standing up straight, smiling and giving handshakes. But no matter how conscious
people are of body language, slight slips and leakages are nearly impossible to
control. In order for others to believe a person is being truthful body language must
be congruent with verbal and nonverbal cues. One cannot hide their body language
because it is always constant. A person is still communicating with body language
by clothes, stances, facial expressions or silence. However, it can never be based on
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one signal. One must read several signals that suggest the same thought or emotion
to properly assume that that signal is true.

Studies on Facial Expressions and Physiognomy date back to the early
Aristotelian era (4th century BC). Physiognomy is the assessment of a person's
character or personality from their outer appearance, especially the face. But over
the years, while the interest in Physiognomy has been waxing and waning, the study
of facial expressions has consistently been an active topic. Facial expressions is a
form of non-verbal communication whereby the movement of the muscles beneath
the skin of the face, conveys the emotional state of an individual to observers.
Psychological research has classified six facial expressions which correspond to
distinct universal emotions: disgust, sadness, happiness, fear, anger, surprise. It is

interesting however, to note that four out of these six are negative emotions.

The hand is the most powerful part of the body which is often seen in support
of various parts of the head in many occasions. This collaboration usually brings out
many different gestures, some of which depict lying, taking a decision,

procrastinating and the reveal of some other emotions.

It is interesting to know however, that some body language expressions cut
across different cultures with the same or similar implications. Facial expressions
and smiles register the same meanings to people almost everywhere. Paul Ekman of
the University of California, San Francisco, showed photographs of the emotions of
happiness, anger, fear, sadness, disgust and surprise to people in 21 different cultures
and found that in every case, the majority in each country agreed about the pictures
that showed happiness, sadness and disgust. There was agreement by the majority in
20 out of the 21 countries for the surprise expressions, for fear on 19 out of 21 agreed

and for anger, 18 out of 21 agreed. The only significant cultural difference was with
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the Japanese who described the fear photograph as surprise.

This gives a clear understanding with respect to the commonness of some body
languages across the globe with similar meanings or implications. The biggest
cultural differences exist mainly in relation to territorial space, eye contact, touch
frequency and insult gestures. The regions that have the greatest number of different
local signals are Arab countries, parts of Asia and Japan. All in all, Understanding
cultural differences with regards to body language is a very broad area to be covered,

and needs much attention in education.
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PE3IOME
CrinkyBaHHS 4yepe3 MOBY Tijla TPUBAE IMOHAJI MiJILHOH POKIB, aJie JIUIIE 3 KIHIISA
XX cromiTTs BOHO OYyJI0O HAyKOBO BHBUYEHO B MOBHIM Mipi. MoBa Tijla Hapemri
"BiIKpUBA€THCA" JIOSIM Y BCbOMY CBITI, 1 TETIEp BOHA € YACTHHOIO ()OpMaIbHOI OCBITH

Ta O13HEC-TPEHIHTIB.

HepepbOasibHe CHUIKYBaHHSI - II€ HECBiJjoMa 3BHYKA, Ky OUIBIIICTH JIOJEH
BHU3HAE K HAJISKHE, X09a BOHO CTAHOBUTH MOHA 93% 3araapHOTro CIITKyBaHHS. SIKII0
0 JoaM 30CepeNNId yBary Ha HeBepOaJIbHUX CHUTHaJaX, BOHHU CTalld OM OLIBII

YBaKHUMHU JI0 BCiX BIJIHOCUH y CBOEMY >KHTTI.

Moga Tina HaJiIcCWJIa€ TOBIIOMIICHHS JTIOJISIM 111€ OUTBII MTEPEKOHIIUBO HIXK ITPOCTO
cioBa. {1 moBigoMIIeHHS € OUIBIII YECHUMU Ta HAAIMHUMU JKepenamu iHGopmairii. Ha
HUX BIUIMBAIOTh TICUXOJIOTIYHI, CIMEIHI, KYyJbTYpHI Ta 1HAUBITYalbHI ACTIEKTH KUTTS
moauHu. Ha HUX Tako BILTMBAIOTh T€HAEPHI BIAMIHHOCTI, SIK1 JJO3BOJISIFOTH YOJIOBIKAM
Ta OKIHKaM CIUIKYBaTHCS TMO-pisHOMY. Hampukman, 4YoJOBIKM — OJHOYACHO
BUKOPHCTOBYIOTh JIMIIIE OJHY CTOPOHY CBOTO MO3KY; OT)KE, BOHU JCKOAYIOTh OJIHE
MOBIJJOMJICHHSI 32 OJWH pa3. JKiHKKM MaioTh OUTBIN CKJIQJHI 3B'SI3KM MK MIBKYJISIMU

TOJIOBHOT'O MO3KY, 110 JIO3BOJISIE TM 3aCBOIOBATH OljIbINe iH(OpMAIIii.

JlocmiIKeHHS, 1110 CTOCYIOThCS BUpa3iB 00nuus Ta Pi310rHoMii, BITHOCATHCS J10
paHHbOi ApicToTeniBcbkoi enoxu (4 cr nmo H.e.). [lcuxomoriuHe qOCIHIJKEHHS
Kkiacuikye WIICTh BUpPa3iB OOMMYYSA, IO BIAMOBIIAIOTH PI3HUM YHIBEPCAIHLHUM
eMOIlIsSIM: BiJpa3a, CMYTOK, IIacTs, CTpaX, THIB, 3aAuByBaHHs. IlikaBo, ojaHaK,

BiI[BHa‘-II/ITI/I, 1O YOTHPHU 3 IUX MICCTHU € HCTATUBHU MU eMOHiﬂMI/I.

Jlesiki BUpa3d MOBM TiIa MalOTh OJHAKOBE a00 OnM3bKEe 3HAYEHHS B PI3ZHUX
KyabTypax. [locMillika 1HTEpIPETYETHCS OJJHAKOBO Maiike BciMa KyJbTypamu. Bupa3
TaKUX €MOLIN SIK IacTs, THIBY, CTPaxy, CMYTKY, OTMJIU 1 3AMBYBaHHSA B OUIBIIOCTI

BUMAJKIB CITIBMAJA€ Y BCIX KpaiHax CBITY.
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