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ABSTRAKT

DUTKOVA, Tereza: Zdimerné pouzivanie gestikulicie v komunikdcii. — Ekonomicka
Univerzita v Bratislave. Fakulta Aplikovanych jazykov; Katedra interkulturnej komunikacie. —
PaedDr. Zaneta Pavlikova, PhD. — Bratislava: FAJ EU, 2020, 119 s.

Cielom naSej zavereCnej prace je analyzovat zamerné pouZzivanie gestikulacie a inych
relevantnych prostriedkov neverbalnej komunikacie, poskytnit potencidlnym citatel'om
prehl'ad o vybranych gestach, ich pouZzivani, aplikovani a vyznamu v r6znych kulturach a tak
im asistovat’ pri snahe stat’ sa interkulttirne kompetentnymi. Ciel'om je takisto vytvorit’ manual
pre obchodnii komunikiciu v interkultirnom prostredi a spristupnit’ Citatelom techniky
aplikovania gestikulacie a inych neverbalnych prostriedkov, ktoré by im pomohli komunikovat’
efektivnejSie a zvysili ich Sance na uspech.

Praca je rozdelend na dve hlavné Casti — teoreticku a prakticka. Prva kapitola je venovana
definovaniu zakladnych pojmov tykajucich sa komunikacie, jej principov, komunika¢ného
procesu, pristupov a vyznamnosti v roznych oblastiach. Druha kapitola sa zaobera klasifikaciou
komunikécie na zaklade rozli¢nych kritérii. Jednotlivé typy komunikacie, ich funkcie a vyznam
st detailne charakterizované. Dalgia kapitola sa precizne venuje jadru tejto zavereénej prace —
a to gestikulacii — a definuje jej zdkladné rozdelenie, délezitost’ a dovody pouzivania. Posledna
kapitola teoretickej Casti prace sa zameriava na zakladnu kategorizaciu kultir podl'a vybraného
modelu a definuje ich Specifika.

Prakticka Cast’ prace pozostava z dvoch Casti. Predmetom prvej Casti je analyza vybranych gest,
ich pouzivania, vyznamov a foriem ich vyjadrenia, ako aj nasledné porovnanie tychto
elementov v ramci roznych krajin z celého sveta s cielom zistit, ¢i sa v tychto pripadoch
vyskytuji odliSnosti podmienené rozmanitostou kultar. Druhd Cast’ sa venuje manudlu na
efektivnu obchodnt komunikaciu s pouZzitim gestikulacie. V tejto Casti nasej zaverecnej prace
uvadzame techniky tykajice sa neverbalnych prostriedkov komunikécie, ktoré by sa mali
aplikovat’ a upozorfiujeme na tie, ktorym sa radsej treba vyhnut. Na zaver zostavujeme

najvhodnejs$iu kombinéciu jednotlivych prostriedkov, na ktort sa sustredit’.

KPuacové slova:
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ABSTRACT

DUTKOVA, Tereza: Intentional use of gestures in communication. — University of Economics
in Bratislava. — Faculty of Applied Languages; Department of Intercultural Communication. —
PaedDr. Zaneta Pavlikova, PhD. — Bratislava: FAJ EU, 2020, 119 p.

The main goal of this master thesis is to analyse intentional use of gestures and other related
expressions of body language in communication, provide possible future readers with an
overview of selected gestures, their use, application and meaning in different cultures and so
assist them in becoming more interculturally competent. Moreover, a manual for business
communication in intercultural environment is constructed with an aim to offer readers
techniques to communicate more effectively when using gestures and so increase their chances
for success.

This thesis is divided into two main parts — theoretical and empirical one. The first chapter is
devoted to defining of fundamental terms regarding communication, its principles,
characterization of the communication process and its importance in various areas. The second
chapter deals with classification of communication based on different criteria. Particular types
of communication, their functions, characteristic features and importance are described in more
detail. In the third chapter, gestures building the core of this thesis are explained more precisely,
their basic categorization, importance, and reasons for their use are presented as well. The last
chapter of the theoretical part is dedicated to fundamental classification of cultures based on
selected model and introduces their specific attributes.

The empirical part of the thesis comprises of two parts. In the first part, concrete gestures, their
use, meanings and forms of expressions are examined and compared in terms of different
countries from around the world in order to discover if there are some dissimilarities
conditioned by diversity of cultures. The second part is devoted to the manual for effective
business communication using gestures. Techniques to be followed or to be avoided regarding
nonverbal expressions are analysed as well and the best possible combinations to focus on are

suggested consequently.

Key words:

Communication, nonverbal, gestures, body language, cultures
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Introduction

The aim of this master thesis is to analyse how gestures are intentionally used in communication
within the area of business and intercultural environment, determine if potential differences in
gestures across various countries are connected to the diversity of cultures, assess the current
state of business communication as well as deliver instructions for improving its effectiveness
through body language and further evaluate the results obtained from the analysis. In the thesis,
data, facts and approaches to communication as a whole, body language, other nonverbal
expressions and especially the gestures are afforded in order to familiarize oneself with the
given issue to a larger extent. It is also centred on persons engaged in the area of business,
delivering a speech, presentation, leading a meeting or other form of performance and
encourages them to use gesticulation to their advantage and transform it from their weakness to

their strength by using the presented techniques.

Since people as human beings need to socialize, communication represents a firm part of their
lives. Communicating with each other as well as with oneself actually never stops and is present
everywhere and every time. However, knowing and using only verbal expressions is not
sufficient. In order to communicate the desired thoughts, opinions or just interact, it is essential
to recognize also nonverbal signs. Moreover, it is very fascinating how gestures can many times
reveal a lot more about the person than just words, how they can affect and direct the
communication atmosphere to different ways. Therefore, we decided to deal with this issue and
explain the importance of knowing and displaying the gestures. Additionally, as world becomes
more and more globalised and people work in international teams with great cultural diversity,
so do various cultures encounter each other and are supposed to interact and collaborate.
Knowing their traditions, norms or taboos regarding nonverbal communication, and namely
gestures, is therefore of high importance. Before writing this paper, we did not possess a lot of
knowledge about particular gestures, their functions or meanings, and it was often not able to
notice and recognize them. After diving into this topic in more detail, we started to observe
nonverbal signs displayed by various persons to a greater degree and were able to identify these
signals more quickly and correctly. We believe that reading of this thesis will support also other
potential readers in being aware of different communication patterns and thus communicate

more effectively.
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The thesis is divided into two major parts — theoretical and empirical one. The theoretical part

consists of four main chapters.

The first chapter generally introduces the selected topic of communication. In order to be able
to conduct the research properly, it is necessary to know basic terms related to this issue.
Therefore, definitions of fundamental terms, such as communication, verbal and nonverbal
language are provided in more detail and approaches to be dealt with are specified more
precisely. To understand the sequence of individual steps and their role in the whole system,
communication process and its parts are described in this chapter as well. Furthermore, basic
principles of communication are introduced in order to improve its effectiveness. Importance
of communication is undebatable in private as well as in professional life, and thus its functions

are also presented in this part of the thesis.

The second chapter is devoted to categorizing of communication from different points of view
and divides it into categories based on diverse criteria. Relationship type, style and purpose of
communication are selected to serve as one type of criteria dividing the communication into
various groups. Another way of classification is represented by criteria focused on
communication channels and media used for transmitting the information. All the types of
communication determined by the chosen criteria, their use, application, characteristics,
functions and importance are consequently dealt with in more detail. Moreover, the term of
nonverbal communication is explained more precisely and definitions from various angles are
provided, since it builds the core of this thesis. Particular types of nonverbal communication,

their importance, features and purposes are defined as well.

In the next chapter, gestures as a whole are dealt with. Since gesticulation represents the core
of this thesis, we decided to devote it one entire chapter in order to afford detailed information
and ensure obtaining of broader knowledge regarding this issue. Therefore, characteristic
features of gestures are described at length, types of gesticulation are specified in more detail
and reasons why it is wise to use gestures are presented as well. Additionally, basic rules of

effective nonverbal communication are outlined.

The last chapter of the theoretical part is concentrated on cultures, offers introduction into the
intercultural environment and indicates relations between communication and particular
cultures. In this part, cultures are divided into three fundamental groups based on the selected
model and analysed further in order to provide their basic characteristics, discover similarities

between these cultures and point to areas where they usually differ from each other.
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The empirical part consists of two parts which are related to each other. At first, we decided to
stress out the correlation between gestures and cultures. We selected eleven different gestures
to be the object of our analysis and studied them in detail. Their usage, meaning, forms, shapes
were examined and compared within a sample of various cultures with an aim to determine if
they are similar or if they vary in at least one of the criteria and whether these possible
differences are caused by cultural diversity. This part is also supposed to serve as a warning for
people engaged in intercultural environment to be aware of cross-cultural differences and

become more interculturally competent to avoid potential misunderstandings and faux pas.

In the second part, a brief manual for effective business communication in intercultural
environment is provided. It is aimed at techniques designed to help in reaching the specific
target and in becoming more successful by applying nonverbal language more effectively.
Using some gestures may prevent from reaching the defined goal. Therefore, advice about
which gestures to avoid are suggested as well. Tips on how to seem confident and trustworthy,
how to recognize lying, defence, show interest, boredom or express positive and negative
opinions to certain issues related to business area by means of body language are offered in this
part. In the conclusion, the best combination of these techniques is afforded in order to help to

favourably deal with challenging situations in front of others.
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THEORETICAL PART

1 Defining communication

This chapter deals with different definitions of what communication actually is. As far
as the communication is a very wide term, it is certainly not possible to explain its exact
meaning with solely one single definition. Communication has been studied for already many
years by experts from various fields providing differing opinions on the topic of
communication. Thus, we decided to introduce a considerable number of definitions in order to
get more familiar with this broad term, determine the approach we will concentrate on and

ensure it will be understood properly.

It is generally known that communication is as old as human civilization. The
Neanderthal population soon discovered that if they want to achieve something, or to hunt their
dinner, they have to cooperate and communicate together. Communication and its forms
developed along with the development of the society. At first, communication was nothing
more than different sounds, noise or scream, which later transformed into codes, signals, words,
sentences and whole expressions. Throughout the evolution of humanity, it became more and
more important. At present, communication represents the inevitable part of life in general,

everyday situations as well as business and industrial activities.

If we consider the communication as a field of study, it is linked to a variety of different
subjects, such as psychology, philosophy, sociology, politics, history, linguistics, literature or
rhetoric. All of these disciplines are interconnected in some way with communication studies,
in the meaning that findings of knowledge derived from one field can be used as resources for
further research in the area of communication and vice versa. Despite the majority of the
disciplines mentioned above deals mostly with theoretical research, communication belongs to
those, which apply to practice in a large extent, for instance, in the sphere of art, music, theatre,
film, business, marketing, education etc. Therefore, it is really believed that communication

shapes the entire world and is of enormous importance (Velentzas and Broni, n.d.).

Many experts, scientists and other personalities have been concerned with enquiry into
communication and they have left us a number of definitions, which we can draw from. As

Koontz and O’Donnel stated, communication can be perceived as “as the exchange of
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information at least between two persons with a view to create an understanding in the mind of

the other, whether or not it gives rise to conflict. ” (as cited in What is communication, n.d.).

According to Newman and Summer ‘“‘communication is an exchange of facts, ideas,

opinions or emotions by two or more persons. ” (ibid.).

Louis A. Allen defined this term as follows: “Communication is the sum of all things a

person does when he wants to create an understanding in the mind of another. ” (ibid.).

Following is the definition with literary motif, provided by Keith Davis: “Iz is the
process of passing information and understanding from one person to another. It is essentially
a bridge of meaning between people. By using this bridge of meaning, a person can safely cross

the river of misunderstanding that separates all the people. ” (ibid.).

Peter Stepherd in his definition stressed out, how essential the communication for people
is: “Communication is the solvent of all problems and is the foundation for personal

development. ” (ibid.).

According to the Business dictionary, communication is a bidirectional process of
achieving reciprocal understanding, in which both involved parties not merely swap their
thoughts, information, news, ideas and emotions, but in addition, they generate and distribute
meaning of the message. It is generally said that communication serves as a way how to link
people or places. Furthermore, it plays a very significant role in business as well, connecting
different departments of companies, employees and managers etc. Without communication,

organizations could not run their business properly and effectively (Business dictionary, 2019).

Based on the Oxford English Dictionary, it means “the imparting or exchanging of
information by speaking, writing, or using some other medium and the successful conveying or
sharing of ideas and feelings.” (Oxford English Dictionary, 2019).

As it emerges from this definition, communication is not only the transportation of data,
but it represents even more complex system that involves also the aspect of achievement
throughout the process of transferring a message, in the form of thoughts, feelings or

information.
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“The Communication is a two-way process wherein the messages in the form of ideas,
thoughts, feelings, opinions are transmitted between two or more persons with the intent of
creating a shared understanding. The English word ‘communication’ is derived from the Latin
word communis, which means common, or to share, to participate. The term communication

refers to the sharing of ideas in common. ” (What is communication, n.d.).

“In other words, communication is the activity of conveying information through the
exchange of thoughts, messages, or information, as by speech, visuals, signals, writing, or
behaviour. Pragmatics defines communication as any sign-mediated interaction that follows

combinatorial, context-specific and content-coherent rules.” (Velentzas and Broni, n.d.).

Based on another definition, communication is “any act by which one person gives to
or receives from another person information about that person's needs, desires, perceptions,
knowledge, or affective states. Communication may be intentional or unintentional, may involve
conventional or unconventional signals, may take linguistic or non-linguistic forms, and may

occur through spoken or other modes. ” (ibid.).

Communication is providing, obtaining, or exchanging of thoughts, data, information,
signs or messages Vvia accurate channels, what allows people to convince, search for and deliver

information or to demonstrate feelings (ibid.).
1.1 Four main approaches to communication

Throughout the long period of research conducted on communication, many different
approaches have been identified. In the following lines, we will take a closer look at the major

ones.

1. Communication as transmission: based on this approach, communication refers to the
transmission of information, message or data. Commencement of the communication is
recognized as a prerequisite for the effective and smooth run of communication.
Experts, who identify themselves with this attitude, consider communication as
conveying, transmitting, delivering or providing of information.

2. Communication as ritual: according to this approach, communication is defined as
partnership or participation. This attitude perceives communication as cooperation,

sharing, support, assistance, ownership or belief. The main goal is to preserve the
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society in the time horizon. In other words, the spatial or geographical point of view in
transfer of information is not that important.

3. Communication as publicity: this approach identifies communication as a tool for
affecting people’s minds, thoughts and opinions with the help of messages. In the centre
of this attitude stands attracting the users” visual and audible attention. Audience
represents a crucial part of the communication process and an easy target to be
manipulated via conversation.

4. Communication as reception: this concept highlights the importance of semiotic attitude
to communication over the technical one. As the receiver plays a significant role in the
process, the communication is explained from his point of view. Audience is considered
as the most important element since it attachs meaning to the information delivered

(Four approaches on communication, 2014).

The following subchapter explains how the whole communication process functions and

describes its participants and other elements involved.
1.2 Communication process

We have already mentioned above that communication is a complex and changing
process, influenced by many factors. The complexity of the communication may be visible in
the number of recipients, who participate in the process as well as in the differences between
messages or ways used for delivering. Everything, that happens among all the parties
concerned, whether it is only an eye contact, a slight body movement or just one word, is a

matter of communication.

As illustrated in the scheme, it consists of six main parts, with sender and receiver being
the most important ones. The sender starts the process by encoding the message, mostly in a
combination of words, signs or signals, which complement the meaning of the message. Next,
the message is transferred through a particular communication channel, for instance, writing of
a letter, email, holding a conversation, calling via phone etc. to the receiver, who accepts the
message, decodes and interprets it into a certain meaning. However, communication can be
disturbed by different circumstances, so called noise. Misunderstandings, various perceptions,
feelings, approaches of participants, their skills or language barrier may all represent significant
elements that affect the whole process of communication. After the receiver decodes the

message, he responds via feedback and the message is delivered back to the sender. Based on
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the feedback, both participants can discover whether the meaning was understood correctly or
not. If some misunderstandings occur, the whole process of encoding and decoding the message
can start all over again in order to eliminate unclarity and ambiguity and to ensure the effective
communication. In other words, to ensure such situation when the meaning of the message
understood by the receiver is the same as the meaning intended by the sender (Lunenburg,
2010).

Feedback

Figure 1: Communication Process (Business Jargons, 2017,

https://businessjargons.com/communication-process.html )

Undoubtedly, the benefits the communication offers, are enormous. In the next
subchapter, some of the most important functions which communication performs are

presented.
1.3 Importance of communication

Communication is closely interconnected with humanity and represents its inseparable
part. The ability to communicate differentiates people from animals and thus human life without
communication would be impossible. The importance of communication can be witnessed in

everyday as well as professional life, when people are confronted with different problems that
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need to be communicated properly in order to find the desirable solution. In general,
communication serves as a tool for understanding of others and is essential for people to

maintain their status of social beings.

Therefore, it follows that the importance of communication is undebatable and it fulfils

several tasks, couple of which we would like to introduce:

= Regulation or control — communication might be a good way how to monitor, control and
regulate people’s behaviour, as well as the characteristics and amount of processes which
people are involved in.

= Social Interaction —as humans are social beings, they have a strong need to interact with
others and hereby communication functions as a prerequisite for social interaction and
building and maintaining of good and healthy relations. Thanks to the communication,
people can understand feelings, emotions, problems others deal with in a better way,
develop empathy towards them, offer support and help and thus to improve also the welfare
of the society in general.

= Motivation — communication is usually used as a way of motivating people, stimulating
their wants, needs, desires, preferences, wishes or ambitions. It also improves learning
skills and enables the participants to gain new experience, change their perceptions, beliefs,
opinions etc.

= Information — the flow of appropriate information, that must be shared between sender
and receiver of the message in the right time and at the right place is ensured thanks to the
communication. Often the biggest mistake is not to communicate at all, which can lead to

misunderstandings of serious matter (Kyoshi, 2019).

The importance of communication can be observed not only in the daily life, but in the
business sphere as well. Therefore, in the next chapter we provided a brief overview of how the

communication may impact various business activities and the whole enterprise.
1.3.1 Importance of communication in business

The role, the communication plays in the business world, is crucial and unsubstitutable.
It is fully integrated into the management of every company and so powerful that it can cause
a boost of the company on one hand and its bankruptcy on the other. Furthermore, it supports

the efficiency of management processes, stimulates the importance of cooperation between

18



employees, accounts for continuous growth and operating of the company. It contributes
positively to the decision-making process, as all the decisions made are based on the
information that have been transmitted within the company, among employees, managers and
directors. Moreover, a good communication might support coordinating and planning
processes, increase productivity and lower costs, help to form the morale codes, encourage
employees to develop a strong relationship to their company, establish loyalty, trust, raise job
satisfaction and thus promote the overall wealth of the enterprise (Importance of communication

in business, n.d.).

The following subchapter deals with major principles of communication that can be
used to increase the efficiency of communication and thus to satisfy parties involved in the

process in a better way.
1.4 Principles of communication

Effective communication is vital in all the areas, whether it is business, academic sphere
or everyday life. Therefore, the following seven main principles of efficient communication,
known as 7 C’s, have been identified by Mulder (2012):

e Completeness: in order to ensure a clear understanding, message should be delivered
completely at once, and in a way that corresponds with the recipient’s perception of
things and of world in general. Otherwise, if the message omits something important, it
hinders the receiver from its correct understanding.

e Concreteness: every message is characterized by a specific goal or purpose of its
transmission which has to be adhered. To say it differently, the message cannot be too
general, everything needs to be explained and nothing left to the imagination of the
receiver.

e Courtesy: audience represents a very important part of the communication process and
therefore it must be addressed in a polite and friendly manner. Moreover, it is advisable
to demonstrate respect und understand feelings of the receiver.

e Correctness: a correct use of words, signs, gestures is considered more reliable and
trustworthy and it heightens seriousness of the communication. As a result, receiver
usually pays more attention to such messages that are conducted correctly. In addition,

the message should be conveyed at the right time.
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e Clarity: before sending the message, it must be clear what the sender wants to achieve
and how the receiver should understand the meaning. Message should also avoid any
possible ambiguity and it should be ensured that the recipient understands it in the same
way as the sender actually intends.

e Consideration: it is also essential to adjust the message to the particular audience and
involve it in the communication process as well. Adapting to the needs of various groups
depends on many factors such as their knowledge, skills, age, gender, education,
interests etc.

e Conciseness: in order to increase the effectiveness of the communication, message
should not be too long or too short, but just accurate to mention all what is important. It
is generally believed that less is more, and the faster the sender specifies the point, the
higher the chance of keeping the attention of the receiver.

To summarize it, respecting and complying with the seven main principles of
communication guarantees much greater effectiveness of the whole process and thus

achievement of better overall results.

Throughout the whole thesis, we identify ourselves with the definitions and approaches
that underline sharing and understanding as the most important purposes of communication. In
the following chapter, different categorizations of communication and its characteristics are

introduced in more detail.
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2 Categorizations of communication

Communication can be divided into many different categories based on various criteria
or factors we consider. There are two main categorization criteria which we decided to
concentrate on. Firstly, relationship type, style and purpose of the communication as the criteria
for classification of communication are dealt with. Secondly, types of communication might be
determined in terms of communication channels or media used for transmitting the messages

and information.

Source: author’s own

Figure 2: Types of communication
2.1 Types of communication based on relationship, style and purpose

On the basis of relationship between the participants of the process, style and purpose
of the message, communication can be classified into two main types, and namely formal and
informal communication, as illustrated in the scheme above. There are several key differences
between these two types of communication which we would like to point out to in the following

lines.
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2.1.1 Formal communication

Formal communication refers to such type of communication, where only the officially
designed channels and media can be used, the roles of sender and receiver are strictly defined
and must be adhered. This category of communication mainly applies to the business sphere
and formal environment and is interpreted as exchanging of formal or official documents,
reports, commands, instructions, letters, policies, memos between the sender and the receiver.
It is supported by the official organizations or structures in order to guarantee its correct
understanding. If there is some sensitive or secret information to be transmitted, formal
environment is the right place to do so. It is also used to secure that information is trasfered in
a smooth, accurate way and in the time as required. On one hand, formal communication has
several advantages, especially that it is always supported by written documentations or other
kind of proof, and in addition, it is reliable, efficient and trustworthy. On the other hand, formal
communication is limited by a certain amount of disadvantages as well, such as huge time
consumption, short time for finding a solution of problems and rather slow understanding of

information for the time reasons (Harold, 2019).

2.1.2 Informal communication

Informal communication is mostly used in informal environment, in a private
conversation between friends, partners, family members. It is also referred to as grapevine
communication and is usually practised when calling to someone or talking face-to-face. Some
examples are gossips, rumours, small-talk, showing the feelings etc. Informal communication
is explained as spontaneous and unofficial form, where the participants of the process transfer
the information in a more relaxed way and where there is no need for the rules, regulations,
prescriptions etc. to be followed. In comparison with the formal communication, the informal
one is not secured by any document and it is not offcially recognized. Nevertheless, it is
believed to be the most suitable option how to preserve good and enjoyable ambience and create
pleasant environment to work or live in. Personal relationships among participants form the
basis for this type of communication and therefore it is exempted from rules, regulations,
prescriptions that otherwise must have been observed. This results in a fact, that informal
communication is not limited at all and can move to any direction. To the advantages of
informal communication belong fast transmitting of information and possibility to make

a decision in a very last moment. On the contrary, the absence or lack of written documentation
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or any kind of proof, lower reliability and difficulties by maintaining the privacy count to the

main disadvantages (Harold, 2019).
2.2 Types of communication based on communication channel or media

With regards to the channel or media used for transmitting the messages,
communication can be divided into two fundamental types: verbal and nonverbal one. Simply
said, in verbal communication information is transfered by the means of words. On the other
hand, nonverbal communication replaces using words or sounds by other forms, such as
different signals, modes, movements etc. In the following subchapters, main differences or
possible similiarities between verbal and nonverbal communication are described in more
detail. Both types of communication have their significant importance in conversation and are
irreplaceable. Moreover, they may be classified further into different kinds, which are point out
to and explained at length as well.

2.2.1 Importance of verbal and nonverbal communication

As already mentioned before, both types are of enormous importance and
communication without them would be impossible. Despite of this, they record several
differences also in terms of value or importance and each of them fulfils other functions. In the
picture below, the use of verbal and nonverbal communication is compared. It clearly indicates
that nonverbal communication, especially body language, is applied much more frequently and
therefore is more important than verbal communication using words. As illustrated in the graph,
nonverbal communication represented by the body language forms more than a half of the entire
process of communication, and thus it is generally believed to be more effective and allows
achievement of better results. Moreover, it plays a crucial role for disabled and deaf people,
who cannot communicate by using words. The significance of nonverbal communication is
demonstrated also during early stages of life, when small babies do not master the language yet
and thus they express their feelings, needs, wants and emotions through different signs or
signals (Surbhi, 2018).
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Verbal vs. nonverbal communication
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Figure 3: Verbal vs. nonverbal communication (Scacca, 2019, https://www.copper.com/blog/body-

language-sales)

Compared to nonverbal communication, verbal one is less time consuming, since it is
really fast and simple to open the mouth and say some words. On the contrary, it takes more
time to present various types of nonverbal communication and the whole process is more
difficult to understand. By verbal communication, the possibility of misunderstandings is quite
low, whereas the chance in nonverbal communication is much higher, misunderstandings occur
repeatedly and meaning of the message may be understood in a completely opposite way. In
some cases, verbal communication can be recorded or confirmed by a certain document, while
the nonverbal communication is only visual and therefore there is no proof or evidence possible.
To the advantages of the communication using words belong the opportunity of immediate
feedback and the speed and circulation of the whole process. Nonverbal communication is
advantageous, for instance, in better perceiving and understanding of emotions, feelings,
attitudes etc. For verbal communication, the presence of participants is not inevitable since the
message might be exchanged also per phone, letters, e-mails etc. On the other hand, nonverbal
communication requires personal presence of both participants, the sender and the receiver
(ibid.).

To conclude it, both verbal and nonverbal communication are important since they

complement each other. Words should be accompanied by actions, which are said to be louder
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than just words. Both types of communication allow people to socialize, build relations and

reply to messages and therefore are essential and irreplaceable (ibid.)

2.3 Verbal communication

As already specified before, verbal communication using words may be organized into

two major types, and particularly into oral and written communication.

2.3.1 Oral communication

This type of communication refers to the transmission of messages, ideas and thoughts
by means of spoken words and includes speaking and listening. Information between sender
and receiver are exchanged directly in a face-to-face conversation or indirectly through other
media and applications, such as phone, voice calls, Skype etc. Oral communication is highly
valued in the business sphere, involving, for example, different meetings, congresses,
presentations, conferences, speeches, discussions etc. Oral face-to-face communication may be
complemented with gestures, body language or facial expressions which facilitate the
understanding process and improve its effectiveness. The advantages of such communication
are represented by fast exchange of information and prompt respond to the message, possibility
to solve unclarities immediately by asking questions or improvement of relations. On the other
hand, there is usually no evidence of what was communicated unless the process was recorded
and no possibility to check the message before its transmitting. Once something has already
been said, it unfortunately cannot be simply just deleted or taken back (Verbal/oral

communication, n.d.).

2.3.2 Written communication

Written communication represents the process of transmitting the information or
message between the participants by means of written words or symbols. It is generally believed
that this type of communication is the most suitable one for the business area and includes
writing and sending of documents, e-mails, letters, instructions, records and other forms of
bureaucracy. Written communication is mostly applied in formal environment and in situations
when the messages are too long and complicated to be conveyed orally. The effectiveness of
this communication is determined by the selection of correct words, word order, intelligibility

and the whole structure of the text. Written words are usually perceived as more trustworthy
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and reliable and the chance that misunderstandings will occur, is much lower. In addition, the
communication might be recorded and there is also a possibility to revise and rewrite the
message before its delivery. On the contrary, it is more time consuming and not spontaneous,
what results in a much slower respond and feedback than in the case of oral communication

(Written communication, 2018).

As described in the paragraphs above, differences between verbal and nonverbal
communication are quite significant and visible. Because the communication is a term of wide
comprehension, it was necessary to explain its main types in more detail and provide definitions
from various points of view. From this part of the thesis we will concentrate only on the
nonverbal communication, since it builds the core of this paper. The following chapter defines
nonverbal communication, its importance and functions more precisely and further deals with

its different types.

2.4 Nonverbal communication

Nonverbal behaviour is said to be the most frequently used channel of communication
in society and in the world as a whole. It is practised in everyday life and situations, although
we sometimes cannot name those elements with an exact term. Despite not using a single word,
nonverbal communication may often express emotions and feelings more effectively and in

a more accurate way than verbal communication.

Defining the nonverbal communication might appear to be really simple, as “non”
means “not”, then it can be literally defined as communication without words. However, the
term is actually much wider, the opinions of experts on what belongs to nonverbal
communication and what should be excluded vary and therefore a much more complex
definition must be provided, such as “those messages expressed by other than linguistic
means”. This definition excludes sign language as well as written symbols, but on the other
hand, involves other non-linguistic aspects — volume, laughs, sighs, pitch, movements, gestures
etc. (Adler & Proctor, 2016, p. 196).

As stated by Nordquist (2019), “The term nonverbal communication was introduced in
1956 by psychiatrist Jurgen Ruesch and author Weldon Kees in the book “Nonverbal

Communication: Notes on the Visual Perception of Human Relations. ”
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“Nonverbal messages have been recognized for centuries as a critical aspect
of communication. For instance, in “The Advancement of Learning” (1605), Francis
Bacon observed that the lineaments of the body do disclose the disposition and inclination of
the mind in general, but the motions of the countenance and parts do...further, disclose the

present humour and state of the mind and will. ” (ibid.).

As determined by Jerold L. Hale of the University of Georgia, nonverbal
communication is “the study of behaviors other than words that create shared meaning between

people who are interacting with one another” (as cited by Burgoon, Guerrero & Floyd, 2010).

With regards to Brant Burleson of Purdue University, it is described as “any kind of
expression, gesture or symbolic behavior that is either intended to convey meaning or happens

to convey meaning” (ibid.).

Daniel Canary of Arizona State University explained it as “intentional behavior that’s

used to symbolically convey an idea” (ibid.).

According to John Greene of Purdue University “it is everything we do except the words
that we use in our face to face interactions, so it includes facial expressions, gestures, eye
contact...even our artifacts, the clothes that we wear, the rings and jewelry that we carry around
with us” (ibid.).

Nonverbal communication exists anywhere and anytime and is always present, even
though people sometimes do not notice it. Furthermore, it is not possible to not communicate,
since it is a continuous and unstoppable process, without clearly indicated beginning and end,
which ensures a constant exchange and flow of information. For example, when people try to
sit still and do nothing, they are actually unintentionally already transmitting some message,
even if they do not want. Another characteristic of the nonverbal communication is its
dependence on and relation to culture. There are huge differences between particular cultures
in a way how they apply the nonverbal clues which will be discussed later in this chapter.
Nonverbal communication is also considered to be attitudinal, in the meaning that it is more
suitable to express attitudes than ideas or thoughts (Adler & Proctor, 2016, p. 197).
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2.5 Functions and importance of nonverbal communication

The elements of nonverbal communication play an important role. The way how people
sit, stand, move, respond, look etc. can reveal a lot about them and help the receiver to better
understand, for instance, if the person is interested, lying or saying the truth. The uniformity of
nonverbal and verbal signals strengthens comprehensibility and credibility. On the contrary,
their divergence may lead to misinterpretation, uncertainty and doubts and thus to disturb the
whole conversation. Nonverbal communication fulfils several important functions, is
interconnected with verbal communication and therefore an essential part of the whole
communication process. Nonverbal communication can be used as a way of repeating or
underlining the meaning of the verbal message. It can serve as an alternative for oral
communication and can substitute words, especially when the person is reluctant to tell about
his or her feelings loud. Words may be complemented by nonverbal behaviour in order to
express meaning in a better way and provide higher chance of understanding. In addition, by
means of nonverbal communication, flow of the conversation and the whole process can be
controlled and regulated. It is also said to be contradictory, as the message expressed verbally
and nonverbally at the same time, may have completely opposite meaning, and thus it results
in generating of a double message. This might be visible, for instance, by showing feelings and
emotions, when words are trying to say that people are not angry at all, but their red face and
crossed arms are demonstrating something else. Nonverbal messages are characterized by high
ambiguity which can lead to potential misunderstandings. Since nonverbal behaviour is
spontaneous, frequently expressed unconsciously and usually has a number of meanings, it is
quite a difficult task to interpret them correctly. The accurate interpretation and explanation of
the message depends also on many different factors, such as skills and abilities, gender, age or
experience of the receivers. The fact, that usually a huge number of nonverbal messages occurs
at the same time, makes it even more difficult to understand them properly (Adler & Proctor,
2016, p. 200).

2.6 Types of nonverbal communication

There exist many different classifications of nonverbal communication depending on
various authors, disciplines, points of view or opinions. We decided to select one approach to
classification and introduce it in more detail. As illustrated in the figure below, nonverbal

communication may be divided into 8 major categories. Each of them performs a specific task,
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is represented by a certain characteristic and significant importance that differentiates it from
the other types. In the following subchapters, these below depicted forms of nonverbal

communication are described and explained more precisely.

kinesics

(body
language)
chromatics haptics

(color) (touch)

oculesics .
types of nonverbal proxemics

(eye communication
contact) (space)

vocalics chronemics

(paralangua (time)
ge/voice)
artifacts/

environment

Source: author’s own

Figure 4: Types of nonverbal communication
2.6.1 Kinesics

Kinesics, or also referred to as body language is probably the most extensive form of
nonverbal communication and a key part to understand it properly. The word Kkinesics is
originally derived from Greek word kinesis, which is literally translated as “movement”. This
individual discipline is focused on the examination and analysis of movements of the whole
body, more specifically postures, gestures, movements of arms, hands, legs or face. In the
following lines, each of them is dealt with in more detail (Communication in the Real World:

An Introduction to Communication Studies, 2016, p. 176).

Body movements generally serve numerous functions and contribute remarkably to the

effectiveness of the whole communication. The message may be supported and complemented

29



by different body movements and thus the major thought can be emphasized. Next function,
that the body movement fulfils, is the repetition of the verbal message through some gesture or
action. As aresult, clear and better understanding of the transfered idea might be ensured.
Movements of body are also frequently used with an aim to monitor, control and regulate the
flow of communication. In addition, they can act as an alternative of verbal messages and can

express feelings and emotions in a better way (Types of nonverbal communication, n.d.).
2.6.2 Head movements and postures

According to Pease & Pease, head movements and postures are often used to respond to
message, recognize something, or to show interest in communication. We usually distinguish
between two main types of head movements, and namely head nod and head shake. In most
cultures, head nod refers to acknowledgement and means a positive response, whereas head
shake expresses aclear “no” and signals negative answer. However, there are certain
differences among cultures that will be dealt with later in this chapter. Head movements are
also connected to showing interest. For instance, raised head frequently demonstrates neutral
or slight interest, tilted head symbolizes higher interest, curiosity and engagement in the
conversation and usually heightens trustworthiness of people, whereas head down signals lack
of interest, aggression or generally other negative emotions (as cited in Communication in the
Real World: An Introduction to Communication Studies, 2016, p. 178).

Postures are described as different positions of body that are performed usually with
a particular aim. Based on Pease & Pease, to the four major postures of people belong sitting,
standing, lying and squatting. These postures dispose of a number of combinations and thus can
convey different meanings. Majority of the communication process runs when people are sitting
or standing, and therefore these two postures are considered as most important. For example,
arms akimbo — so to stand with hands on the hips and elbows outwards — can be used to signal
confidence and importance. Moreover, the elbows outwards symbolize dominant approach and
show the readiness to act. Regarding sitting, leaning back is a sign of informal approach and
equality, sitting with legs apart represents confidence and power and leaning forward usually
expresses empathy, enthusiasm and interest in the conversation. (as cited in Communication in
the Real World: An Introduction to Communication Studies, 2016, p. 178).
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2.6.3 Facial expressions

The term facial expression, or also described as mimicry, is related to the various
movements and positions of face and belongs to one of the most active parts of the human body
with regards to expressing feelings and emotions. Face usually carries a lot of diverse meanings,
that may be interpreted during the phase of their expression. Some of the facial expressions are
universal and are accepted and understood in the whole world, e.g. sadness, joy or anger.
Although they are usually the same or at least similar, the reasons for their expression mostly
vary across cultures or society. Already small babies are able to demonstrate emotions through
facial expressions, but only when people get older and mature, they are capable of controlling
and managing their mimicry, or hiding and revealing certain feelings and emotions

(Communication in the Real World: An Introduction to Communication Studies, 2016, p. 180).

Smile belongs to one of the most used expressions of face, can be practiced in many
situations and therefore forms a powerful part of body language. It is distinguished between
many kinds of smile which do not have to be always associated with an emotional incentive,
but on the other hand, might follow social objectives. Most of the time, smiles are produced
intentionally for other people rather than spontaneously expressing an emotional condition.
This kind of smile, referred to as social smile, is generally different compared to the more honest
and true smile. People consider smile as genuine when the positive emotion can be witnessed
not only on the lips, but in the eyes as well. Evans stated that “this particular type of smile is
difficult if not impossible to fake because the muscles around the eye that are activated when
we spontaneously or genuinely smile are not under our voluntary control. It is the involuntary
and spontaneous contraction of these muscles that moves the skin around our cheeks, eyes, and
nose to create a smile that’s distinct from a fake or polite smile” (as cited in Communication in
the Real World: An Introduction to Communication Studies, 2016, p. 180).

Facial expressions can establish positive atmosphere and working climate and might
communicate openness, friendliness, certainty, competence, trustworthiness and other positive
emotions or states of mind. On the contrary, anger, confusion, exhaustion, tiredness, frustration,
disinterest and other negative feelings may be demonstrated by means of facial expressions as
well. In addition, they should be consistent with verbal messages and should underline the same
meaning in order to ensure a clear understanding and smooth running of communication

(Communication in the Real World: An Introduction to Communication Studies, 2016, p. 181).
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2.6.4 Oculesics

Eye behavior, especially eye contact, belongs to the most important forms of nonverbal
communication and is analyzed by an individual discipline called oculesics, which originates
from a Latin word oculus (eye). It is believed that eyes represent the window to the soul, and
therefore together with facial expressions constitute an inseparable part of the communication
process. Eye contact fulfils a number of functions. It can be used to transmit information about
feelings and emotions, regulate conversation, show readiness to start or notify others to speak.
By means of eye behavior, connection and relationship with the audience may be established,
interaction monitored and feedback delivered. Moreover, it represents an efficient way how to
discover whether the audience is interested, enthusiastic or bored and as a result, adjust the
communication behavior to the new situation. Furthermore, eye contact fulfils the function of
informing the audience, for example about not disturbing or interrupting, but paying attention
carefully. On the other hand, avoiding eye contact often indicates reluctance of a person to
communicate (Communication in the Real World: An Introduction to Communication Studies,
2016, p. 179).

2.6.5 Proxemics

Proxemics deals with the study of space and analyzes how space and distance affect
communication. Space mirrors a relationship people have between each other and influences
their behaviour and communication manners. In crowded areas, such as concerts, or overfulled
public transport, personal space and people’s comfort zone are often violated. If such situations
are expected, it is possible to adjust communication behavior to them. But on the other hand,
unexpected violation of space may cause negative emotions or even aggressive reactions. Every
person has his/her own perception of a personal space and of what should or should not be
allowed. Generally, it is distinguished between 4 major types of space: intimate, personal, social
and public. Each of them refers to a different distance and is connected to a different kind of
relationship. When talking about intimate space, it is related to close friends, family and
intimate partners. Personal space is mostly used in situations that involve other friends and
aquaintances. Social space is typical for more formal environment, group meetings, conferences
or other events where people who usually do not know each other, are gathered. Communicating
with some stranger on a street is an example of a public distance (Communication in the Real
World: An Introduction to Communication Studies, 2016, p. 187).
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2.6.6 Haptics

Haptics is adiscipline that examines probably the most primitive form of
communication, and namely touch communication. Touch is generally believed to be the first
sense and first type of nonverbal communication used by people. Already during early stages
of life, small babies discover the world through touching of different things and thus they learn
and remember. Every touch has a certain meaning, can deliver a variety of messages and is
inevitable for social development of people. Moreover, it can affect both mental and physical
health. Universally, 5 main functions of touch are identified. By means of touching, a lot of
negative as well as positive emotions and feelings may be displayed and shared. This function
is mostly related to people in a close relationship. Touch can also signal the intention to play,
either aggressive or affective one. Furthermore, it might be used to regulate and control
behavior of others, their feelings, emotions and opinions. In this way, a number of different
messages may be communicated. For instance, touching other person to attract the attention or
signalize they should move, hurry up or stay. This function of touch reveals also the status of
people: usually the person with a higher status is allowed to touch the person with a lower
status. Ritualistic touching concentrates on greetings and involves, for example, shaking hands,
hugging or kissing. Task-related touching is connected to the fulfilment of a certain function
and is commonly considered as positive. On the contrary, many people tend to avoid touching
and being touched for certain reasons, based on the culture, personal preferences, characteristics
or their comfort zone (DeVito, 1995, p. 230).

2.6.7 Paralanguage

Paralanguage, or also referred to as vocalics, is a vocal part of nonverbal communication
and studies aspects of voice, such as volume, pitch, tempo, rhythm, intonation etc. Sometimes,
the way how words are expressed, plays a more important role than the words themselves, since
it can completely change the meaning of the whole message. Therefore, even though it is
connected to voice, paralanguage represents an essential component of nonverbal
communication and enables to support, underline or contradict the meaning of verbal messages.
The use of silence belongs to the vocalics as well, and serves as powerful weapon in
communication. Silence may have a number of meanings, depending on particular context and
culture. Mostly, it is practised to stop, refuse, control or regulate the conversation (Types of

nonverbal communication, n.d.).

33



2.6.8 Chronemics

Chronemics is a part of nonverbal communication which studies how time influences
communication process. Time mostly plays an important role when communicating, it can have
an impact on people’s lifestyles, patience, can reveal the status of a person and indicates
punctuality, willingness to wait or to listen. Time may be divided into various classifications,
and namely personal, biological, physical and cultural. Personal time is understood as a way
how an individual person perceives time aspect and whether he/she is past- or future-oriented.
Biological time is connected to the daily cycle of people, such as time when people get up, eat,
sleep and other parts of their routines. Physical time is determined by particular seasons,
months, days, years and studies how it can influence our mood and thus the whole direction of
communication. Cultural time is related to the way how various cultures view time. Based on
it, we distinguish between two main approaches. In a polychronic approach, time is flexible and
several activities may be done at the same moment, whereas in a monochronic approach,
everything is strictly planned and it is possible to perform only one activity at once (Types of

nonverbal communication, n.d.).

2.6.9 Chromatics

Chromatics refers to the study of colors, in which their importance and impacts on the
whole process of communication are examined. Colors build an essential and dynamic part of
nonverbal behaviour and the meaning they represent, is often changing based on various
situations. Each color has a different meaning and interpretation of colors varies from culture
to culture. Some cultures have a specific approach to colors that should be considered in order
to prevent misunderstandings and taboo areas. For example, white color is usually referred to
as a positive, and a symbol of hope, but in some cultures, it has a completely different meaning

and represents death (Understanding the meaning of colors in color psychology, n.d.).

2.6.10 Artifacts and environment

Nonverbal communication consists also of artifacts, objects, appearance of people and
environment, in which they communicate. For example, jewelry, clothes, hair style, piercings,
tattoos etc. may deliver a message as well and transmit certain meaning to the others. The choice
of such elements is usually culture-related, reflects what the whole culture or a particular person

values and what image he or she wants to present. The environment refers to the space used for
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communication, such as different rooms, offices, streets, homes and deals also with setting and
placement of objects and furniture. Every area might convey different message and thus to

influence the whole direction of communication (Types of nonverbal communication, n.d.).

Probably the most important type among all are gestures, since they represent the core
of the whole nonverbal communication. They are the most visible element and may help to
simplify the conversation. Gestures are mostly used together with words and fulfil a lot of
valuable functions. Moreover, when two people from different cultures try to communicate in
their own languages without knowing the language of the other, gestures can serve as crucial
means of communication and may be used instead of words. As gestures build the core of our
thesis, we decided to concentrate especially on them. Therefore, the following chapter deals
with this topic at length. Basic characteristics of gestures is provided, various types are

described in more detail and reasons, why gesticulation is so important, are introduced as well.
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3 Gestures

Gestures refer to the movements of body, especially of arms and hands, in order to
express certain idea and deliver a message. It is usually distinguished between three major types
of gestures, and namely adaptors, emblems and illustrators. Adaptors are considered as
behaviour and movements connected to touching and demonstrate states of mind linked with
nervosity, stress or anxiety. Their use is rather unintentional and people are typically not aware
of their performance. Moreover, adaptors usually satisfy certain need, whether it is something
physical or psychological, and may occur in private as well as public environment. They are
mostly directed toward objects, others, or people themselves. This type of gesture is frequently
caused by uncertainty, anxiety, stress or by feelings of not having control over the environment
people are surrounded by. Some examples of such gestures are shaking legs or clicking of pen
during conferences, meetings or lectures to somehow use the redundant energy or to abridge
waiting time. To the adaptors directed toward self belong, for instance, playing with hair,
fingers, hands, scratching the head etc. Other situations involving object adaptors include
playing with coins in the pocket, eraser, tie, staring at the notes. Object adaptors may send the
message that people are bored, for example, when they play with a bottle of water and try to
read its composition or are interested in playing with the straw in their glass. Nowadays,
smartphones belong to the most used forms of object adaptors and people tend to be attached
to them almost the entire day. Other kinds of adaptors may be observed rather in social
situations, between family members or people who already know each other and include
cleaning and grooming others, similarly how chimpanzees or other primates do it. Some
examples are removing eyelash from the face or dirt from clothes (Communication in the Real
World: An Introduction to Communication Studies, 2016, p. 176).

Figure 5: Scratching the head (Why do we scratch one’s head when we 're thinking about something?,
2012, https://yourelikeeverybody.wordpress.com/2012/03/21/why-do-we-scratch-ones-head-when-
were-thinking-about-something/)
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Emblems are characterized as gestures with specifically defined meaning and they
usually subsitute specific words or whole phrases. However, although the meaning of these
gestures is clearly agreed, they still differ from the signs used in sign language which serves as
a communication tool for deaf and dumb people and are not part of it. Emblems are usually
culture-specific and performing the same gesture may convey various meanings or messages in
different cultures. Therefore, it is very important, to be aware of these cultural differences,
respect and recognize them when communicating in order to prevent from misunderstandings
or insulting. On the other hand, there exist certain emblems, that are universal and understood
in the same way throughout the whole world, such as raising a thumb when hitchhiking or
showing the “OK” signal with a thumb and index finger making a circle. There are two main
types of emblems: still and moving ones. The above mentioned gestures belong to the still ones,
because they are static and do not change their position during the process of expression.
Examples of emblems in motion are making a circling move with an index finger in the area of
ear or side of the head in order to indicate that the particular person is crazy or insane; or
constantly moving hands to the front to signal that the person should move on (Communication

in the Real World: An Introduction to Communication Studies, 2016, p. 177).

Figure 6: Finger pointing (Illustration of hand pointing to the left icon, 2020,
https://www.rawpixel.com/image/296656/finger-pointing)

Illustrators are said to be the most commonly used forms of gestures and fulfil the
function of illustrating and depicting the verbal message. For instance, in order to complement
the verbal message “this couch is big” and ensure its better understanding, the size and shape
of the particular object can be demonstrated using a hand gesture, such as hands apart from each
other. In comparison to emblems, this type of gesture is mostly not associated with a concrete
meaning, but is used more on a subconscious basis and its meaning is contextual. Illustrators
are considered as more genuine and involuntary and are performed naturally during the flow of

conversation. Most of them are inborn and do not have to be learned, but are done automatically
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and unconsciously without concentrating on them, such as gesticulating when calling, although
the person on the other side cannot see it (Communication in the Real World: An Introduction
to Communication Studies, 2016, p. 178).

Figure 7: It was this big (lllustrators, 2020,
https://www.tes.com/lessons/DGSE2RT XwezOL Q/gestural-communication)

Hands belong to wonderful tools of nonverbal communication and can contribute to the
positive impression of performance or conversation. Although it may sound easy, mastering the
body language and hand movements is a difficult task. During their speech or performance,
many people are insecure and do not know how to control their hands and what to do with them.
Some of them do not want to be distracted so they usually put them in the pockets of trousers
or blazer, or hide them behind the back. Other might use an excessive number of gestures and
hand movements, in an effort to release stress and nervosity. This gesticulation in every
direction, however, tends to cause that such people look awkward. Moreover, frequency and
amount of using gestures differentiates from culture to culture. In countries located in Southern
Europe and the Middle East, people tend to gesticulate a lot and using hands when speaking
belongs to the natural habit and part of every conversation. On the other hand, inhabitants of
Eastern Asia are considered to be more conservative and reserved and therefore gestures are

usually used in lower amount (Gestures: your body speaks, 2011).

There are several great reasons why to use gestures. Firstly, all the good speakers and
communicators involve gestures in their speech. Imagine somebody delivering a speech at
conference, and not moving any other part of body, except mouth. Probably, it would not work
and the audience would become bored in few seconds. Gestures are said to be the most
expressive type of nonverbal communication that can be applied. They reinforce and simplify
verbal messages, make the understanding process more clear and simple for the participants,

exaggerate the conveyed ideas and ensure better imagination of them in people’s minds.
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Moreover, gestures can express emotions, feelings and attitudes in a more precise way, reduce
tension and stress level, attract attention of audience and strengthen the chance for response.
They may also boost and motivate the crowd to participate more actively and signal the
expected response. In addition, gestures provided mostly by hands, are apparent and visible and

represent an appropriate tool when speaking and communicating with a huge audience (ibid.).

There is a variety of different gestures, but generally, they can be divided into following

categories listed below:

e Descriptive gestures are used to strengthen the message expressed in words, explain it
more precisely and make it more clear. They can represent shape, size, task, function,
amount or movement of objects and can support the audience in understanding of
contrasting messages.

e Emphatic gestures highlight what actually has already been said, they try to establish
empathy and perceive feelings and emotions of audience in an appropriate way. They
might also express confidence, stamina or determination, e.g. the gesture of fisted hand.

e Suggestive gestures commonly signal ideas and thoughts. They enable the
communicator to create positive and pleasant atmospfere and show his/her thoughts and
attitudes more accurately. For example, open palm of the hand indicates offering or
accepting of thought. On the contrary, shrugging of shoulders usually symbolizes
disinterest or ingorance.

e Prompting gestures tend to support the audience to deliver the expected and desired
answer. If the communicator expects the audience to raise or clap their hands, he or she
should lead by example, show them the gesture before and consequently prompt the

listeners to perform it as well (ibid.).

The meaning of the particular gesture depends also on the area or level of body where
the gesture is expressed. According to this characteristics, we distinguish between several types
of gestures connected to its position. Each of them is used in different situation and thus conveys
different meaning. “Gestures made above the shoulder level suggest physical height,
inspiration, or emotional exultation. Gestures made below shoulder level indicate rejection,
apathy, or condemnation. Those made at or near shoulder level suggest calmness or serenity.
The most frequently used gestures involve an open palm held outward toward the audience.

The meaning of this type of gesture depends on the position of the palm. Holding the palm
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upward implies giving or receiving, although this gesture is sometimes used as an unconscious
movement, with no specific intended meaning. A palm held downward can express suppression,
secrecy, completion, or stability. A palm held outward toward the audience suggests halting,
repulsion, negation, or abhorrence. If the palm is held perpendicular to the speaker’s body, it

tends to imply measurement, limits in space or time, comparisons, or contrasts. ” (ibid.).

Whether the person gesticulates a lot or uses gestures only exceptionally, depends
mainly on his or her personality. However, it is not something that cannot be learned. Following
and applying the below described rules can improve the communication process and help
speakers to express their gestures more effectively (ibid.).

In order to ensure higher effectiveness, each gesture must be delivered with a certain
purpose, although it is many times performed unconsciously. Gestures must be generally visible
to all the members of the audience and they have to understand the message in the same way as
the communicator intends. Moreover, gesticulation should be related to spoken words and
should indicate the personality of the speaker as well. Another important rule is connected to
the naturalness. There are many differences in personality traits of people. Some of them tend
to use a huge amount of gestures and enjoy it, while the other are naturally reserved. The key
here is to follow the own personality and do not unnecessarily try to overgesticulate. Gestures
must be expressed naturally and spontaneously and should provide the appropriate response to
the particular situation. Otherwise, they may seem artificial and the audience is usually capable
of recognizing it and as a result, will probably start to lose interest in the communication.
Furthermore, the favourable and adequate conditions for gesturing should be created. In other
words, the speaker has to be interested and involved in the topic so much that the gestures will
occur naturally, will reflect the person’s true engagement in and enthusiasm about the presented
topic and thus greater effectiveness will be ensured. Moreover, it is advisable to adjust using
gestures to the particular situation, ocassion, audience and words. Verbal and nonverbal clues
have to carry the same meaning and cannot contradict each other. Every time, the audience is
different and therefore, the gestures should be modified and tailored to the particular crowd as
well. To the factors, that are usually considered, belong especially size, age and nature of the
audience. Universally applied, the bigger the number of participants, the easier and slower the
performance of gestures. Gestures should be definitely convincing, lively and obvious and be
able to persuade the audience about the message they intend to deliver. In addition, all the

gestures using hands need to start the movement from the shoulder, must be expressed freely
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and in a relaxed way. Each gesture consists of three main parts, and more precisely of approach,
stroke and return of the gesture. The phases should follow each other smoothly. Timing also
belongs to the elements which influence the efectiveness of gestures and thus of the whole

communication. Therefore, it is important to express a particular gesture at the right time (ibid.).

As already mentioned many times before, nonverbal communication, and especially
gestures are largely connected to culture and their characteristics, meanings and applications
vary from culture to culture. In order to be able to analyze and compare those differences in
gesticulation, at first we have to look closer at the particular cultures, divide them into several
groups based on their features, discover possible similiarities, underline differences and define
them in more detail. Therefore, the next chapter is devoted to the main classification of cultures.
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4 Fundamental classification of cultures

Throughout the history, a lot of research on cultures and their characteristics has been
conducted. People soon discovered that cultures differentiate from each other and therefore
scientists and researchers started to examine them in order to understand them in a better way.
As aresult, many cultural models have been generated and cultures have been divided into
several groups according to their similarities. The particular cultures inside the group are
homogenous to each other, whereas the groups are heterogenous to each other. We distinguish
between many models that analyze cultures and their elements from different aspects or points
of view. As it is not possible and even not necessary to describe all of them, we decided to
concentrate exclusively on one of them. For this reason, this chapter explains how Richard

Lewis perceives the differences between cultures.

Richard D. Lewis is a well-known writer, author, polyglot, consultant in the area of
cultures and mainly one of the greatest British linguists. He actively masters a lot of languages,
deals with interculturality, delivers lectures in many countries and has travelled through
a considerable number of them. During his visits, he gathered a huge number of information
about particular cultures and gained valuable experience. He intended to clarify ambiguity
about the cultures and make it more intelligible to other scientists, people and public at large,
provide a manual on how to handle cultural differences, avoid misunderstandings and so to
ensure smooth flow of conversation, for example, in the business sphere. Thus, he analyzed all
the cultures in detail and classified them into three major groups, based on their similarities. As
illustrated in the figure below, he identified linear-active, multi-active and reactive cultures

(Richard Lewis Communications, 2014).

The Lewis model refers to the colourful triangle represented by different cultures. The
cultures located in the upper part of the triangle are interpreted as multi-active, those situated
close to the left corner as linear-active and the area of the right corner of the triangle symbolizes
reactive cultures. Each biggest circle in the corner of the triangle displays such cultures that
fulfil the criteria for the particular cultural type at most. Based on this grouping, to the most
multi-active cultures belong Brazil, Chile, Hispanic America, Argentina and Mexico. The most
linear-active cultures are represented by Germany, Switzerland and Luxembourg. Finally,
Vietnam is considered to be the most reactive culture among all. The medium-sized circles

located in the middle of each side of the triangle illustrate cultures which are on the halfway to
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both corners. It means, that they bear the characteristic features of both particular types of
cultures. To these cultures belong Belgium and Israel, which are somewhere between linear-
active and multi-active cultures; Canada, situated between linear-active and reactive cultures;

and India that manifests features of both multi-active and reactive cultures (ibid.).

Cultural Types: Linear-active, multi-active,

. Hispanic America, Brazil, P
The Lewis Model Argentine, Mexico Chile reactive variations

Italy, Portugal,
Spain, Greece, Sub-Saharan Africa
Malta, Cyprus

Russia, Slovakia, Saudi Arabla,
Croatia Arab Countries

France, Poland, Bulgaria,
Hungary, Lithuania Turkey, Iran

Belgium, )
Israel g\_,/ Key:

linear-active - cool, factual,

Australla, Denmark, decisive planners

Ireland

Indonesia, Malaysia,
Philippines

multi-active - warm, emotional,

Austria,Czech Republic, /4 loquacious, impulsive

Netherlands, Norway,
Slovenia yellow = reactive - courteous, amiable,

accommodating, compromiser,
good listener

Korea,
Thailand

Germany,

Switzerland,

Luxembourg
Sweden, Finland, Canada Singapore Taiwan, Japan
Latvia Estonia Hong Kong

Figure 8: Cultural Types: The Lewis Model. (The Lewis Model: How to understand every culture in the
world, 2013, https://www.amchamvietnam.com/the-lewis-model-how-to-understand-every-culture-in-
the-world/)

The following subchapters define each type of culture more precisely and point to its

characteristics that can be visible in everyday life and in the business world as well.

4.1 Multi-active cultures

People who are part of multi-active cultures mostly act according to the multi-active
time system. That means, in other words, that they usually do a huge number of things and
activities at once. From their point of view, following a certain plan is not necessary and
therefore they perform the actions randomly and in a chaotic way. Spanish, Portuguese, Italians
and inhabitants of Latin America represent a great example of nationalities which belong to the

multi-active cultures. Another characteristic feature of this type of culture is its flexibility, for
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example, in terms of speaking, interrupting, making appointments or arriving to meetings. For
instance, interrupting a conversation with one person and turning to a conversation with another
at the same time is considered as normal and acceptable behavior. However, such attitude is
intolerable for members of linear-active cultures and since they are not used to it and are
sometimes even shocked, these situations typically tend to cause enormous misunderstandings
when participants of these two completely opposite cultures cooperate together. Unless one of
them adjusts to it, the achievement of satisfying results or reaching a common agreement is not
possible. Although these situations occur on a regular basis, the parties seldom adapt which
results in emerging of constant crises. On one hand, members of linear-active cultures, such as
Germans or Swiss, ask why people from multi-active cultures, like Mexicans, Spanish or
Italians, are always late, why they are not able to keep the deadline or to follow a certain plan.
On the other hand, multi-active cultures are confused about why they should stick to schedule
or plan if the conditions and situation have been altered, or why to meet the deadline even at
the price of deteriorating the quality of production. Schedules, plans and punctuality are only
of small importance for the members of multi-active cultures. They usually do not pay attention
to them and only pretend they are interested in respecting and observing them. One explanation
of such behavior may be that they value the reality more than appointments agreed ahead based
on some schedule or diary. Firstly, they try to conclude one meeting or appointment, and only
after the first issue is finished, they finally proceed to the next one, even at the cost of coming
later. This implies that time does not play a crucial role for these cultures. For them, it is
important to not to leave the conversation open and unfinished, as they regard it as an impolite
behavior. Thus, accomplishing a human transaction is the greatest result of investing time
(Lewis, 2006, p. 30).

The typical form of communication for multi-active cultures is a dialogue. Even if some
monologue occurs, it is often interrupted by many comments, statements or questions, which
transform it into adialogue mode, and frequently signalize the person’s interest and
involvement in the conversation. Moreover, they do not tolerate and accept silence, as they do
not feel comfortable in such situation. Therefore, if one person finishes the speech, the other

promptly takes the initiative and continues in the communication (ibid.).

Multi-active cultures are characterized as extroverts, very eager to speak and to hold
a conversation, they like to socialize with other people, are very flexible, for example,

concerning the working time, as they are able to work anytime and any amount of hours. Since
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time does not play a key role for them at all, they are mostly not punctual and almost never
come on time as agreed. Because of their impatience and the fact that they do more things at
once, they may be considered as chaotic, hectic and unpredictable people. They allow one
project to affect another, typically alter their plans (if they, of course, have some), usually
connect everything and cooperate across all the departments and levels. Members of multi-
active cultures seek for information from the first hand which they gain orally, juggle or
misinterpret the facts and seldom write notes. Furthermore, mainly thanks to their rhetorical
skills, they always have some excuse prepared for all kinds of situations. These people are able
to hold an unbelievably long conversation on phone and therefore it is sometimes really difficult
for others to even get to the word. They put completion of human transactions over the
completion of tasks, since they are people-oriented and relations are of high importance to them.
As aresult, professional and private social life tend to be interconnected. Considering
communication, mostly unlimited body language is performed at a large extent and emotions
and feelings are expressed as something what naturally belongs to the communication process

and forms its essential part (Lewis, 2006, p. 33).

4.2 Linear-active cultures

Members of the linear-active cultures consider analyses and projects in general as very
important and thus they attend to it at a large scale. They start with a big picture which is later
divided into smaller groups that suit the analysis methods in a better way. Moreover, solely one
issue at a specific time period is paid attention to and tried to be dealt with. Only after one
problem is already solved, it is possible to shift to the next one. They believe that focusing on
one project at once and analyzing each area separately, enables achievement of the best results.
People from linear-active cultures make it more difficult for those who do not follow their
principles and do not work in this way. Some examples of linear-active cultures are Germans,
Swiss but also Americans. However, there are some differences between German and American
culture, and namely in attitude to projects, tasks or perception of time. On one hand, Americans
are usually present- or near future-oriented, whereas Germans are proud of their history and
concentrated more on the past and may often burden the Americans with an excessive amount
of background or history before they actually start the present action. Consequently, such
behavior can lead to misundertandings or negative atmosphere, as the Americans mostly

immediately begin with a present action (Lewis, 2006, p. 30).
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Dialogue is said to be the most common communication form used between the
members of linear-active cultures. The conversation is often interrupted by comments from
others or questions for clarification. These features show the speaker that the listener is
interested in the communication. The performance of monologue is very rare and silence is
typically perceived as something unpolite or strange. Thus, there is no space for silence in
linear-active cultures and as soon as one person is finished with his or her contribution, other

participants continue in the communication further in order to avoid unpleasant silence (ibid.).

Representatives of linear-active cultures are referred to as introvert, patient and usually
quiet people who care excusively about their own stuff and problems. They highly value
privacy, always plan things ahead, are very responsible in all the areas of life, execute their
tasks with a great effort and have fixed worktime. Considering their perception of time, they
perform only one thing at once, always arrive exactly on time and do not dare to appear late.
Therefore, members of these cultures are appreciated and respected in the business
environment. Timetables and schedules are of high importance for them, they always follow
and stick to plans and facts, search for information mainly on the Internet, in books, documents
and statistics. Members of this type of culture are said to be job-oriented, do not rotate in their
job, but work only within one department, respect rules, procedures and officialdom, usually
do not tolerate favors and try to complete their tasks till the end. Furthermore, they do not like
changing their agenda, strictly follow every point stated on it and typically proceed their work
to other colleagues. A rather logical attitude to most of the issues is preferred. Regarding their
communication behavior, linear-active cultures are usually very brief when calling, they speak
to the point and let the others finish their speech first in order not to disturb them. In addition,
since they want to keep harmony, they mostly do not show their emotions, use only limited
nonverbal communication and do not merge their professional life with the personal one (Lewis,
2006, p. 34).

4.3 Reactive cultures

Reactive cultures, or also referred to as listening cultures, only seldom start the action
or conversation on their own. Instead, they rather at first listen to the others and establish their
position. Only after it, they reply and deliver their own answer. To this particular group of
cultures belong mostly countries of East Asia, such as Japan, China, Taiwan or Singapore.

However, there are also several countries in Europe that prove these signs, and namely
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Finnland, which is strongly reactive. These cultures are said to be the best listeners in the world,
therefore listening is their main characteristics. They listen carefully before they engage in the
communication, pay a great attention, focus on what is actually being said, are not absent-
minded and almost never disturb or interrupt the person who is speaking if the conversation is
still in progress. Even when the speech of the other person is already completed and they are
awaited to respond, they usually do not deliver the answer immediately, but wait for a while.
With this short period of silence, reactive cultures show respect to their counterpart. Only after
being quiet for a moment, they reply and involve in the conversation. And even when they
finally participate in the process, they mostly do not present any strong opinions, but start only
in a slight manner. They use the tactics of asking additional questions in order to clarify and
understand what was said and what the speaker actually intends in a better way, and thus to win
time for their further response. Members of reactive cultures often tend to return to each point
more precisely with an aim to avoid misunderstandings. Finns, for example, are believed to be
very shy, typically remain away from conversation, strive to deliver an answer and defer their

reply as long as possible (Lewis, 2006, p. 35).

Reactive cultures are referred to as introverted, they spare words, since they consider
too excessive amount of words as untrustworthy. Therefore, they are more likely to turn to
nonverbal communication and master it on a very good level. Although these cultures are
generally said to be the best nonverbal communicators, it is accomplished through discreet and
slight body language, which is completely the opposite of exaggerated gesticulation of multi-
active cultures. Thus, the multi-active people with extroverted approach consider reactive
cultures as unfathomable and vague. Moreover, linear-active people find them as unpredictable,
since they do not follow their strict linear approach. This behavior in terms of responding and
delivering the feedback can be best illustrated on the Finns, who usually remain completely
silent without any reaction compared to the Japanese, who at least bluff or simulate to be
pleased. The reason for such behavior may be that they think in silence and only for themselves
(ibid.).

Typical form of communication, which the reactive cultures prefer, is monologue,
usually interrupted by pause and reflection. After the short pause, the monologue continues
further. They try to be polite at all costs and therefore wait until the other party finishes the
monologue first. Members of reactive cultures tolerate and accept silence as an essential part

of communication process and consider it as very valuable and meaningful. In addition, they
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appreciate the opinions and attitudes of the counterpart and think they need to be recognized
and paid attention to. The purpose of silence is to enhance the strong argument with some added
value and highlight its weight even more (ibid.).

Reactive cultures usually address the other person with their names less commonly and
such behaviour is only a matter of exception. Consequently, this can underline the impersonal
and uncertain nature of communication even more. Typically, they do not maintain eye contact,
or even avoid it during discussion, which might be perceived as being impolite, not interested
or bored about what the other party is saying. Only time, when they are willing to establish the
eye contact with their partner, is at the start of the conversation or when they want to show the
counterpart to take the word and continue further. Moreover, they are often embarrassed if
somebody constantly looks or stares at them and as a result, they sink eyes (Lewis, 2006, p.
36).

People who belong to the reactive cultures often dispose of an energy surplus, but they
try to spare it as much as possible. Therefore, their movements, effort and gesticulation are
mostly gentle and very economical. They do not perform any extra movements unless it is really
necessary. Even though it can appear they have a strong power, they rarely behave aggressively,
misuse their power or take leadership. Instead, they rather try to preserve calm face and
harmony (Lewis, 2006, p. 37).

Reactives are characterized as silent introverts with an angelic patience, who always try
to show the respect to themselves and to the others. Because of their time perception, they are
believed to be the ideal partners to work with. They are very responsible concerning the time,
always arrive punctually and are able to work flexible hours. Their flexibility may be witnessed
also in terms of schedule, as they are usually willing to adapt to the partner’s timetable. If they
have to work on some project, they consider it generally as a whole, cooperate across all the
departments and use both information from the first and second sources. Although reactive
cultures plan slowly, they adhere to their plans and make only small modifications. Another
reason why they are highly appreciated is that they always keep promises. They believe the best
results can be achieved through people and therefore invest a lot of time in caring about others,
building networks, relationships and typically merge their professional and private life. As the
main goal of reactive cultures is to preserve harmony, they tend to protect the face of others,
are careful about losing their own face, avoid confrontation and getting into a conflict and do

not interrupt the conversation when somebody is speaking (Lewis, 2006, p. 34).
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EMPIRICAL PART

BACKGROUND ANALYSIS

The following empirical part of the thesis is divided into two separate parts. Firstly, we
decided to look closer at the connection between particular cultures and gestures. Consequently,
eleven gestures were selected in order to be examined in more detail. We concentrated mainly
on those nonverbal expressions which are well-known and frequently used around the whole
world. The subject of the analysis was to discover whether there are similarities regarding its
usage and meaning in various countries, or whether each of these gestures conveys a different
meaning that is required to be aware of in order to avoid possible misunderstandings and feeling

of embarrassment arising from not knowing or ignorance of particular culture.

The second part of the empirical part is devoted to the manual for business
communication in intercultural environment. It focuses on techniques that are designed to help
in becoming more successful by using body language more effectively. Practices on how to act
confidently enough, show trustworthiness, recognize defensive postures, express disinterest or
its opposite and display agreement or disagreement with help of gestures during negotiations,
speeches, presentations or in other significant areas related to business are presented. Moreover,

tips on which signs to display and which to avert are offered as well.
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5 Characteristics of the object of research

The main object of the research representing the core of the following empirical part of
the thesis was to create a collection of various gestures and other forms of nonverbal language,
their use and meaning assigned to them in diverse cultures of the world as well as in different
business situations and communication patterns. Since the world is generally becoming more
and more globalised, sectors even more interconnected, groups of co-workers internationalised
to a bigger extent, so is the topic of communication and exchange of thoughts among people of
different nationalities considered to be very actual issue that impacts all sectors of the whole
world. Therefore, it is really important to deal with this particular theme even more precisely
and thus to streamline mutual communication, understand possible dissimilarities in terms of
nonverbal communication, namely of gestures and so lay the foundation for more effective

communication across all areas and countries.
5.1 Goals of the analysis

Several goals were chosen in order to become object of the analysis and deliver valuable
results. The first part of the analysis was conducted with an aim to provide readers with more
detailed description of preselected gestures, concentrate more on their characteristics, features,
means of their expression, compare them based on various criteria, for instance, examine their
usage and application in contrast, study their meanings and compare them within a sample of
different foreign countries throughout the whole world to assess whether the possible diversity
causes a significant modification in their meaning or not, and so offer recommendations
concerning which gestures or other forms of nonverbal language to avoid when visiting foreign
countries or working in an international team and thus assist readers by becoming more
interculturally competent. Second part of the analysis was devoted more to the business
environment and its main goal was to develop a manual for people engaged in business area on
how to use gestures or other nonverbal expressions and thus become more successful and
communicate more effectively. Moreover, selected techniques were analysed more precisely
and instructions on how to deliver or detect certain features or characteristics of people through
nonverbal language which can be beneficial and help in their career as well as in their private
life were offered as well. Furthermore, it was also examined if all gestures have the same effect
or if some of them are less effective and it should be rather prevented from their use since it

may possibly cause the opposite of the desirable purpose.
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5.2 Methods and procedures of the analysis

In both parts of the empirical part of this paper, similar methods of collecting data and
working procedures were defined and applied in order to deliver valuable results. At first,
a comparative analysis was used as a method where the complexity of the whole issue was
divided into smaller separate parts and thus the conditions for detailed cognition of the
individual aspects were formed consequently. In this part, eleven gestures from around the
world were selected, their meanings, usage, characteristics and features were analysed, closely
related issues in this field were compared to each other, it was searched for possible similarities
regarding its application in various countries of the world, potential dissimilarities were
announced and obtained results were analysed consequently in more detail. Secondly, in order
to provide relevant information, the method of analysis was used in the second part as well.
Effectiveness and benefits of selected gestures, postures, expressions and other patterns were
investigated and compared to other techniques which are possibly not appropriate enough and
should be rather avoided. Furthermore, the method of analysis was complemented with the
method of synthesis with an aim to connect and embody thought procedures, parts, elements,
relations and connections between the particular issues within the field of research into one
coherent and coordinated whole to enable identification of internal structure of the phenomena
and their mutual relations. Particular elements of nonverbal behavior, personality traits or other
characters were analysed to look closer at their mutual interactions and establish common set
of effective behavioral patterns designed to reach the specific goal within the area of business
and communication. In addition, the method of observation was applied in the second part too,
where recognition of examined phenomena was conducted and its results were interpreted
subsequently. Several videos were watched and performance of the appearing persons
regarding their use of gestures and other nonverbal expressions during their perfomance were
observed to serve as a further subject of the analysis. Also in this case, the obtained data were
examined more precisely to afford suitable collection of information and apply this method

effectively.
5.3 Data collection

The way of data extraction and sources of their findings vary based on the particular
section of the empirical part of the thesis. Since both analyses pertain to slightly different area

of research, so do also sources originate from diverse publications. The use of the following
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data was preceded by a thorough enquiry into the given issue and solely the most relevant
sources were carefully picked in order to provide potential readers with exclusive collection of
the most credible information connected to the particular topic of interest. Firstly, data about
concrete gestures selected for more detailed analysis were collected mainly from online foreign
periodicals or articles published by experts with many years of experience in the field of
nonverbal communication. Moreover, information were also extracted from websites related to
examination of particular cultures, their traditions, customs, rituals, specialties etc. concerning
way of communication between each other and toward people from foreign countries. Another
reliable way of data collection was searching for information especially about nonverbal hand
expressions which are considered as a taboo in specific cultures and should never be displayed.
Secondly, information demonstrated in the consequent section of the empirical part of the thesis
were gathered from online sources, such as books, business papers, magazines or periodicals
focusing on behavioral and communication manners that are considered as appropriate in the
area of business. Furthermore, facts about intentional use of concrete gestures to create specific
impression and emphasize certain quality to become more successful regarding business
communication in intercultural environment were collected mainly from websites of known
and acknowledged businessmen and people engaged in area of business who commonly use
these techniques with favourable results. Additionally, several videos on various channels or
platforms related to speeches and presentations delivered by successful speakers on the topic
associated with business were watched for the sake of gaining inspiration and valuable materials
for the analysis of their performance, their gestures, other nonverbal expressions and reasons
why they are so outstanding when delivering their performance. So, all of the sources used in
both parts of the empirical part of this paper were supposed to serve as presumptively the most
reliable and appropriate sources of data to extract from and present credible information

essential for accomplishing the purpose of the analyses.
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6 Eleven gestures from different cultures

As it is generally already known, the world consists of various cultures and people
working in an intercultural environment are often encountered by huge diversity. It pertains
also to body language, and especially to gestures. Awareness of these differences builds a basis
for prospective communication with various nationalities. Therefore, we decided to highlight
several gestures that are used around the world. Even though their realisation is the same, their
meaning usually differs a lot from culture to culture. In the following lines, usage, meaning,
possible similarities and dissimilarities of the selected gestures are provided. This collection of
information is supposed to serve as a warning against cross-cultural differences and its
respecting should help to avoid misunderstandings, faux pas and other unpleasant situations

resulting from not being interculturally competent enough.
6.1 Okay sign

The “okay” hand gesture belongs to the most popular and frequently used gestures and
is formed by making a circle from thumb and index finger of one hand while the remaining
fingers are stretched out. This gesture is one of the oldest ones and its usage has quickly spread
to cultures in the whole world, although often with various meanings. Its origin dates back to
the 17th century, when it was used in Great Britain for the first time. The most common
meanings, that this gesture signal, are approval, comprehension, consent, appreciation or well-
being. Later, this gesture started to be attached to the word “okay” or its shorter form of “ok” to
a greater extent. Reasons were quite clear, since the circle made together from thumb and index
finger seems as the letter “O” and the other stretched fingers as the letter “K”. The okay sign is
also connected to the religious and spiritual world and is important mainly in Buddhism and
Hinduism as well as in yoga, where it symbolizes harmony and inner stability. Moreover, it is
commonly used to form many symbols or words in American Sign Language (Okay hand
gesture, 2020).

In most cases, the use of the okay gesture is completely innocent, harmless and its
meaning is entirely positive. Nonetheless, in 2017, a new and totally different meaning was
attached to it, when the representatives of the website 4chan created a hoax in order to
purposefully present the gesture as a symbol of hatred and racism. They announced that the

sign stands for letters W and P, in a meaning of white power. Some of the people, however, did
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not understand the satiric nature of the hoax and adopted the gesture as a serious interpretation

of white supremacy (ibid.).

Differences in usage and meaning of the okay sign may arise also in terms of various
countries and cultures. While in the majority of the English-speaking countries this gesture is
only connected to positive meaning and represents words as fine, great, good or perfect, in some
other countries it means completely the opposite. For instance, showing the okay sign in Brazil
is perceived as a very rude gesture and should be avoided. Probably the most famous faux pas
connected to this gesture happened when Richard Nixon showed the okay sign to the waiting
audience while visiting Rio de Janeiro and was replied with huge and loud boos. In Brazil, it is
considered as the same as showing the middle finger and is absolutely insulting and
inappropriate. Its negative meaning is associated also with France, where it literally represents
zero and being worthless. Similarly, Turkish people perceive this gesture as improper as well
and it is commonly used as an insult directed towards homosexual people. In Japan, the okay
gesture has a completely different meaning people should be aware of, and namely money
(ibid.).

Al
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Figure 9: Okay sign (Anti Defamation League says 'OK" hand sign not a white supremacist hate

symbol, Independent, 2017, https://www.independent.co.uk/news/world/americas/ok-sign-not-hate-
sign-statement-clarification-adl-a7716556.html)

6.2 V-sign

As stated by Pease & Pease: “Just as we can trace the history of a word, or its
etymology, we can also trace some nonverbal signals, especially emblems, to their origins.
Holding up the index and middle fingers in a “V” shape with the palm facing in is an insult
gesture in Britain that basically means “up yours.” This gesture dates back centuries to the
period in which the primary weapon of war was the bow and arrow. When archers were

captured, their enemies would often cut off these two fingers, which was seen as the ultimate
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insult and worse than being executed since the archer could no longer shoot his bow and arrow.
So holding up the two fingers was a provoking gesture used by archers to show their enemies
that they still had their shooting fingers.” (as cited in Communication in the Real World: An

Introduction to Communication Studies, 2016, p. 177).

The V-sign, made by outstretching the index and middle finger into the V-shape and
with a palm turned towards face, has a similar meaning as showing the middle finger and thus
is considered as an absolutely rude and vulgar gesture which should be avoided at all events.

However, this gesture is often confused with its pair sign, and namely peace gesture.
Although there is only slight difference in form of the gesture, its meaning is completely
different and may cause serious misunderstanding. The shape of the hand and position of fingers
are the same in both gestures, only the orientation of the palm differs. By the peace gesture, the
palm is facing outwards and represents peace and victory, which is already a huge shift from
highly offensive meaning made by palm facing inwards (Gawne, 2015).

Since the form of these two gestures is so similar, it is not surprising that some
misunderstandings already occurred. In 1992, George Bush Sr. in his effort to be friendly during
his visit of Australia, showed a peace sign to the protesting crowd in Canberra. However, he

made a huge mistake by turning the palm towards his face and thus presented an offensive form

of the gesture. Consequently, he caused much more damage than if he did not show anything
(ibid.).

/ - A
Figure 10: George Bush Snr (Up Yours! Louis Walsh and the Top Ten celeb V-Sign flickers, Mirror, 2012,
https://www.mirror.co.uk/3am/celebrity-news/up-yours-louis-walsh-and-the-top-430005)

The V-sign in Japan is linked with positive meaning and represents wish for peace.
Moreover, Japanese often use this gesture when taking pictures of themselves in order to show

they are happy, friendly or just having a good mood. The reason is simple — people in Japan
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usually do not laugh in the photos and V-sign is used as a replacement for smile (Why are

Japanese so obsessed with the V Sign, 2017).

In Greece, the V-shape gesture has the function of insulting other people. People in
Philippines use this sign in order to demonstrate someone is having an affair. Instead of saying
“hello” or “good morning”, the V-sign can be used as a form of greeting the others. In
Indonesia, the meaning of this gesture is completely different from all the countries and usually

displays surprise or amazement (ibid.).
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Figure 11: V-shape (Hand showing V-shape victory gesture, 2020,
https://www.rawpixel.com/image/508835/image-rawpixelcom)

6.3 Thumb up and down

Thumbs up gesture is simply made by outstretching the thumb to the upward direction
and belongs to one of the most commonly used gestures across the whole world. It might have
become popular when American military pilots demonstrated this sign to the ground soldiers to
indicate the start of the action during the World War 1l. Another story about the origin of this
gesture is connected to ancient Rome, where it was used during the gladiator games in order to

determine whether the warrior should continue in fight or not (Mcmanus, n.d.).

The most common meaning associated with this gesture is good, well done or other
positive connotations. However, using this sign in some cultures may lead to serious trouble.
For example, in Greece or Australia, the meaning of the thumb up is very rude and unacceptable
and literally means the same as showing the middle finger. Another countries, where this
gesture should rather be avoided, are Iran, Iraq, Afganistan, Russia, Philippines, part of Italy,

countries of West Africa and Latin America. In all of these countries, the meaning is completely
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negative and highly offensive. Furthermore, thumb up is perceived as a symbol of hatred and
disrespect in many Islamic nations. In Bangladesh, this sign is considered as a serious insult as
well (Cotton, 2013).

Thumbs up gesture may lead to misunderstandings also regarding counting, since the
numbers it indicates differ from country to country. For instance, in Slovakia, Germany or
Hungary, the thumb up represents the number 1, whereas in Japan it represents the number 5.
Such knowledge about numbers is mainly crucial in negotiations, as the difference between 1

and 5 means a lot in business (ibid.).

Another use of the thumb up gesture is connected to travelling and is frequently used as
a hitchhiking sign in many countries in order to indicate the driver in an ongoing car that you
need a transport to some place. Nevertheless, showing this gesture in some countries while
hitchhiking is not really safe, as it might bother, make some drivers angry and cause life-

dangering situations (ibid.).

On the contrary, the thumb down gesture has the opposite meaning to the thumb up
position and represents dissatisfaction, disagreement, refusal or other negative connotations. It
usually indicates that something is bad. Furthermore, it can be used to demonstrate someone or
something has failed. Compared to the thumb up gesture, its usage is less common since it is

considered as a rude gesture with an aim to arrogantly signal failure (ibid.).

Figure 12: Thumbs up and down (Decreto Bim: mi piace, non mi piace. | Comuni chiedono fondi per
la formazione, 2017, https://www.ediltecnico.it/56298/decreto-bim-comuni-chiedono-fondi-
formazione/)
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6.4 Sign of the horns

Sign of the horns or also called devil horns, made by raising the index finger, pinkie and
sometimes thumb as well, while other fingers remain closed in fist, is commonly referred to as
the gesture adopted by heavy metal fans. This sign became a symbol of rockers and is frequently
used during many concerts, festivals or events that are somehow connected to this lifestyle or
type of music. In terms of geography, sign of the horns is mainly performed in America, where
it represents also additional meaning. In Texas, it is used as a sign in order to indicate the horns
of a bull and thus to support their regional football team (5 everyday hand gestures that can get
you in serious trouble outside the US, 2019).

This gesture was actually invented by accident and without knowing how popular it will
later become. It is believed, that one student introduced the sign of the horns to his friends while
cheerleading for the favourite university football team. At first, the gesture was intended to be
only the official symbol of the team and to represent the school mascot. However, it crossed
the regional borders and was spread to the whole world in the rock form as it is known nowadays

(Mcmanus, n.d.).

However, the meaning of this gesture is not positive everywhere. In some countries of
Europe and South America, it is said to be a very obscene and insulting sign. For instance,
showing this sign of the horns in Argentina, Brazil, Colombia, Spain, Italy, Greece or Portugal
may cause embarrassing and awkward situation, since it is used as a way of telling somebody
that their partner is unfaithful. In other countries, it indicates a symbol of devil, with the two
pointing fingers signalling the horns of the devil. Buddhist and Hindi cultures believe this
gesture is used to deter the evil (5 everyday hand gestures that can get you in serious trouble
outside the US, 2019).

As the sign of the horns gesture is also used as a satanic salute, its usage in public may
be problematic and lead to misunderstandings, like former President George W. Bush could
have already experienced. During his second inauguration, he displayed this gesture and was
responded with disagreement. Consequently, some of the newspapers wrote about a scandal he

committed by showing the satanic gesture and hailing Satan (Mcmanus, n.d.).
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Figure 13: Devil horn gesture (Gene Simmons to trademark 'devil horns' gesture, BBC, 2017,
http://www.bbc.co.uk/newsbeat/article/40286165/gene-simmons-to-trademark-devil-horns-gesture)

6.5 The fig gesture

The history of the fig gesture dates back to the ancient times and was used by the
Romans in order to signify sexual union. It was meant in the positive way and this gesture
served as a wish for good luck and fertility. Furthermore, it was perceived also as a means of
protection against evil forces. The word actually stems from Italian "Fica", which indicates fig.
Nowadays, this gesture is still commonly used as a kind of game played between adults and
small children. After playfully saying “I have got your nose”, fingers of a hand are closed in
fist, with thumb peeking out from area between index and middle finger. The thumb naturally
represents the child’s nose and is supposed to show that their nose is stolen as a part of the
game. Such habit can frequently be spotted in most of the European countries as well as in the
USA or Canada. On the contrary, this kind of game should never be played in Turkey, since the
fig gesture has a completely different meaning there. It is referred to as a both rude and
aggressive gesture and means the same as calling somebody an unprintable name. Moreover, it
is practised in order to refuse demand in a threatening way. For example, if a question is
responded with a fig gesture, it may be interpreted as a loud and rude disagreement without
saying any word, or even worse, as a synonym for middle finger. In countries like Indonesia,
China, Italy, Russia or India, the fig sign is considered as a serious and threatening insult and
should be avoided in order to prevent from unpleasant situations. Another meaning of this
gesture is connected to the American Sign Language where it represents the letter T. So, if
somebody is showing the fig sign, they may be probably trying to illustrate the letter T to people
who cannot hear. However, the majority of non-deaf Europeans and Americans would simply

perceive this gesture just as an awkward-looking fist (Mcmanus, n.d.).
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Figure 14: Side view of fig sign (iStock, 2020, https://www.istockphoto.com/dk/photo/side-view-
of-fig-sign-hand-gesture-gm500291909-42496950)

6.6 Fingers crossed gesture

Crossed fingers, made by crossing the middle finger over the index finger, is a really
old gesture and European superstition whose origin dates back to the ancient times. It actually
belongs to one of the most favourite superstitions that are still used in present times. Formerly,
people used to join their finger with the fingers of another person to create a cross, similar to
the shape of the letter X, with an aim to wish a luck either for themselves, or for the other
person. In that times, cross represented the symbol of holiness, unity and authority and it was
believed that it had magical forces and together with good spirits could fulfil the idle wishes.
Later, this habit changed into only one person crossing their own fingers, but the purpose
remained the same. Currently, people usually do not cross their fingers so often any more, as
they did in the past. Instead, they accompany the gesture with words or express the wish for
luck only verbally and thus promise to keep fingers crossed for somebody in order to wish them
luck to get a better job, win a competition or pass an exam. Such behaviour, linked to
demonstrating the fingers crossed gesture, is frequently used in Europe, Australia, Canada or in
the USA (Mcmanus, n.d.).

On the other hand, this custom does not apply to some countries at all, and namely to
Vietnam or other Asian countries, since this gesture is regarded as a vulgar symbol there.
Crossing the fingers just in front of the face of the other person means a scandalous and awful
insult in Vietnam. So, it is really advisable to prevent from doing this gesture in Asian cultures

and especially, to avoid it when looking directly at or speaking to another person (ibid.).

Interestingly, the gesture made by crossing the fingers is not only used as a way of

hoping for luck or wishing it to someone else, but carries also an additional meaning. If the
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fingers are secretly crossed behind the back of a person without anybody else noticing it, it may

mean the person is bluffing and actually not saying the truth (ibid.).

Figure 15: Finger;v crossed (Télécharger Doigts croisés PNG transparent, Stick, 2020,
https://www.stickpng.com/fr/img/gens/doigts/doigts-croises)

6.7 Finger snap gesture

Finger snap gesture, as illustrated in the picture, is performed by brushing the middle
finger against thumb. The index finger is usually pointing to something as a kind of reflex while
other fingers remain closed in a fist. As a result of this whole movement, a typical snapping
sound is produced. Some of the historians declare the finger snapping stems from the times of
the Roman Empire, others are convinced that its origin is linked to beatnik poets, who usually
gathered together at saloons or cafés in order to spread the rebellion described in their poems.
Although this sign may appear to be really simple and its meaning cannot be confused, actually
the opposite is true. The finger snap gesture frequently represents a number of different
connotations based on the context of its usage (Three gestures and their meaning in different
cultures, 2017).

Firstly, it is often performed in order to attract somebody’s attention. Consequently, the
person will hear the typical snapping sound and is likely to pay more attention to the
communication. However, such gesture is commonly perceived as very informal and some
people might consider it as really unpleasant, rude or even aggressive. Additionally, the fingers
are typically snapped right in front of the face or at least very close to the face of another person,
which apparently causes a not very comfortable situation and can be viewed as an attempt for

attack or a face-threatening act (ibid.).
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Secondly, the finger snap gesture might be used when a person just had an awesome
idea or it can also signal that the person finally remembers something what he/she was searching
for so hard and made a huge effort to recollect it. Moreover, repeating the gesture and snapping
the fingers all the time may indicate the person is trying to remember something really hard
what he or she has already forgotten and considers it as important. This meaning of the snap

gesture is mostly understood and used in Europe as well as in the USA (ibid.).

Thirdly, this gesture is not only associated with positive meaning, but with the negative
one as well. In some countries, or in some contexts, it may be perceived as a very rude and
offensive gesture. For instance, in Latin America, the meaning carried by the finger snap gesture
is to hurry up, which can be viewed in a negative way by the person who is addressed with this
gesture. As a result, this person may feel really insulted by it (ibid.).

In addition, pupils in some countries are used to snap their fingers during a lesson in a
classroom with an aim to demonstrate their interest in the topic and ability and desire to answer

the posed question (ibid.).

In present times, the finger snap gesture is more and more used in today’s society as a
gentle sign of approval, consent or appreciation in various events, such as meetings,
conferences, dinner tables, seminars, lectures or poetry sessions and is slowly replacing the
traditional form of applause performed by clapping the hands. Snapping the fingers repeatedly
for couple of seconds in a row, practised by members of audience, is said to be more appropriate
and less disturbing option how to express agreement with or admiration for the speaker during
his or her speech than loudly applaud with hands, which can completely interrupt and
disorganize the performance and cause that speaker will unintentionally digress from the
original thoughts and thus may reduce the intended positive effect of the whole communication
(Rosman, 2015).
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Figure 16: Finger snap gesture (Azoulay, Why People Are Snapping Instead Of Clapping, 2018,
https://www.simplemost.com/why-people-are-snapping-instead-of-clapping/)

6.8 Come here gesture

The come here gesture, made by curling the index finger with the palm of the hand
turned upwards, while thumb is pointing to some direction and other fingers are kept closed in
the fist, is a common gesture practised in the USA as well as in the majority of Europe in order
to call somebody to come closer. In these parts of the world, curling with the index finger is
considered to be fully acceptable signal and often replaces words “come here”, since it is highly
visible, understandable and its meaning is mostly clear to the addressed person. Furthermore, it
is frequently used in restaurants or shops to indicate a waiter or a shop assistant that their
services or help are needed. However, the meaning of this gesture is unfortunately not the same
in all the cultures and its wrong usage may lead to serious problems or misunderstandings. In
most of the Asian countries, showing the come here gesture is believed to be extremely
offensive and represents one of the ways how to beckon a dog. Nonetheless, it should never be
used to call a human being there. In some cultures, such as the Philippines or Taiwan, using the
index finger in order to call somebody closer belongs to one of the worst and most insulting
gestures and should be avoided at all costs. It is actually regarded as so strict and inappropriate
that a person demonstrating this sign may be arrested and sentenced to prison. In order to
prevent from this unpleasant situation, it should be signalled with palm facing down and curling
all the fingers. Or, even better, is to completely avert this gesture and replace it with words
(Forbes, 2015).

63



Figure 17: Come here gesture (Man beckoning come here gesture with hand, Dreamstime, 2020,
https://www.dreamstime.com/man-beckoning-come-here-gesture-hand-handsome-senior-inviting-his-
friend-image144618901)

6.9 Pointing with finger

In most of the cultures, pointing with finger at other people is regarded as rude and
impolite, since it is connected to blame allocation, where the finger is used to suspect somebody
of doing something bad, although it does not need to be true. Moreover, the person, who is
being pointed at, automatically and unwillingly becomes an object of interest and all the
attention is paid just to him/her without giving any consent to it. This unwritten rule is generally
known and its origin dates back to the times of primitive society. Long time ago, everybody,
who pointed with finger, was believed to perform a hex or other kind of magic and was
somehow connected to witches and occultism. Nowadays, even if it is not associated with black
magic any more, this gesture is still perceived in a strongly negative way. Albeit the gesturer
does not mean anything bad by pointing with one finger, it is viewed as an insulting and vulgar
sign. This is especially the case of the Middle East countries. However, also in Slovakia and
other countries of Europe, pointing with one finger is considered as disrespectful. Furthermore,
it can be interpreted as a way of making fun of somebody, telling rumours about or laughing at
them. Additionally, using the middle finger for pointing, or even worse, showing it to
somebody, is undoubtedly a very obscene and immoral gesture. Nevertheless, this taboo does
not apply to all the cultures. For example, in Mexico, it is not perceived to be rude at all to point
to other people in general. There are also some countries, couple of which are introduced in the

following lines, where this gesture represents a totally different meaning (Patterson, 2014).

When the finger is pointed at the cheek in Italy, it usually means that something was
really delicious. Waving or holding the index finger in front of the nose represents a rich and
good-looking person in Peru. Scratching the hand or point to the hand with the index finger in

Ghana indicates certain connection to money. In order to signal that something is really easy,
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usually two fingers are raised towards nose, or more precisely to nostrils, in France. However,
touching the area under eye with the index finger has a negative meaning and signals that the
gesturer does not believe something is right. One of the ways how to show somebody he or she
is crazy in Germany, is to tap head or forehead with the finger and point to it. In Spain, moving
the index and middle finger from around eye down the face means the person is ruined and
went bankrupt. If index finger is flicked through throat in Russia, it represents invitation or
suggestion to go for a drink. Japanese often point at their nose with forefinger in order to signal
“I” or “me”. A very interesting connotation is assigned to this gesture of pointing in China. If a
person there illustrates a circle made from thumb and middle finger, puts chin on it and
consequently points to cheek with index finger, it means “shame on you” (Around the world in

42 hand gestures, n.d.).

Figure 18: Pointing with finger (Collection of pointing finger, Clipart Library, 2018, http://clipart-
library.com/pointing-finger.html)

6.10 Stop gesture

Stop gesture or so called “moutza”, performed towards other person by raising the open
hand with all fingers stretched out and with the palm facing outwards, is referred to as one of
the oldest gestures that are still commonly used even nowadays. Its origin stems probably from
the Byzantine times, where it was linked to criminals. In that time, they were forced to be tied
and walk behind donkeys in an embarrassing and humiliating way and thus were displayed on
the streets to the public. The citizens could see who were the sinners of the society and as a part
of this tradition, they gathered cinders from the ground and threw them onto the criminals to
put a shame on them or they put their own excrements onto the face or body of the wrongdoers
by illustrating this gesture of moutza and performing this action with an open palm of the hand

(Mcmanus, n.d.).
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Turning the front of the hand to somebody in America is not considered as harmful and
might carry various meanings. Firstly, by using this sign, the gesturer may try to indicate that a
particular person should immediately stop doing their action. Secondly, it can invoke that the
person is not interested in the communication and does not really care about the opinions of the
other person. In this case, the open palm and head turned away to other direction frequently
replaces the phrase “talk to the hand”, which is popularly and to the large extent used in the
USA. Lastly, this gesture is also used in order to demonstrate the number 5 of the American
Sign Language. This rule, however, does not apply only to the USA, but is practised in many
other countries as well (15 hand gestures that have different meanings overseas, n.d.).

In Mexico or Panama, showing the open palm is mostly used as a form of greeting.
Nevertheless, if the hand is repeatedly being moved toward the other person, it can be perceived
as a warning and should be taken seriously (ibid.).

Turning the palm to somebody else has also more connotations in Malaysia. It might be
used to greet someone, to order something from waiter in a restaurant or to thank to another
driver. Moreover, it is believed to be the powerful hand, as it appears to have a certain power
when crossing the street as a pedestrian and stopping cars at the same time by showing the open
hand to them (ibid.).

However, this moutza gesture is not referred to as positive in all the countries. In some
of them, it is said to be very rude and confrontational and replaces words like, “Na!” or “Here
you go!” For example, it is perceived as totally offensive in Greece and belongs to one of the
biggest taboos there. The moutza gesture is believed to be the same insult as showing the middle
finger in other countries. Therefore, it is advisable to not to perform this sign of signalling stop
with an open palm in order to prevent from serious problems and dangerous situations, e.g.
from being punched into the face. It is so rude and negatively perceived that the Greek
government is even thinking about banning it officially. Additionally, the moutza sign is
inappropriate and according to the unwritten rule forbidden to display also in Pakistan, the
Middle East or some countries of Africa. Although the moutza gesture is not employed in Japan,
they dispose of a very similar version of this gesture with a thumb down. Its meaning is
aggressive and confrontational as well and represents the phrase “To hell with you!” or even

something more impolite and stronger (Mcmanus, n.d.).

66



Figure 19: Stop gesture (Ibcs, LinkedIn, 2020, https://www.ibcs.com/request-for-doi/hand-with-stop-
gesture/)

6.11 Seashell gesture

Seashell, or also called the Italian gesture, is made by putting all the fingers together so
that they touch one another, turning the back of the hand towards the receiver and most
importantly, moving the hand repeatedly up and down. It was given this characteristic name,
since it reminds of a seashell from the perspective of the other person (Three gestures and their

meaning in different cultures, 2017).

It is referred to as the most popular and most frequently used Italian gesture among all.
Italians probably could not imagine their lives without this gesture any more and it has become
a true symbol of the Italian nature to display gestures when communicating. It forms already
a part of their culture and is applicable and suitable to a great variety of situations. It is said,
that Italians can be most easily recognized thanks to this gesture. The seashell is almost always
used in everyday situations, in face-to-face discussions, meetings and during phone
communication as well, although the receiver obviously cannot see it. This sign usually carries
a huge number of different meanings. The most famous one among them commonly replaces
the phrase “What the hell do you want from me?” or “What the hell are you saying” and is
supposed to indicate that the gesturer does not really understand what the other person intends
or even worse, does not really care about it and is not interested into their kinds of problems
(ibid.).

On the contrary, the meaning of this gesture is not considered as negative as in Italy in
some other countries. For example, the seashell is linked with a positive connotation in Turkey
and usually invokes that someone or something is very beautiful and therefore is frequently
used as a form of compliment delivered to another person. Furthermore, a similar gesture, but

with the palm of the hand turned to the upward direction, is performed in several countries of
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the Middle East and is supposed to indicate that the other person should slow down or be patient.
However, the seashell gesture is believed to be one of the most serious insults that can ever be
made in Chile and other countries of Latin America. Therefore, it is really advisable to
completely avoid displaying this gesture at all costs there (ibid.).

Many variations of the Italian gesture exist in other countries as well and their meaning
differs from culture to culture. If a person in Peru touches the own forehead with all fingers
joined in a seashell, he or she probably wants to suggest to be not smart or intelligent enough.
In France, the gesture of showing both hands in a seashell shape with fingers put together
mostly signals concerns or stress. In order to demonstrate something, e.g. parking house, club
etc., is full and there is no free place any more, the action of performing the seashell gesture
can be used for this purpose in Brazil. In addition, merging the fingers on one or even on both
hands and shaking them at the same time is supposed to mean a lot of something in Mexico
(Around the world in 42 hand gestures, n.d.).

f@wm

Figure 20: Itallan gesture (Understanding Italian gestures, Instructables, 2020,
https://www.instructables.com/id/Understanding-Italian-Gestures/)

When being in a foreign country or in an intercultural environment, it is definitely
advisable to be aware of cultural differences commonly displayed through nonverbal language,
such as expression of the aboved mentioned gestures. Knowing, accepting and respecting these
variations in their meaning represents a key prerequisite for reasonable communication, ability

to avoid misunderstandings and reflects intercultural competence and maturity of people.
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7 Manual for effective business communication

Hand gestures can reveal a lot about people, and as already mentioned, they contribute
to effective communication to a large extent. Much better practice than view hands as
a handicap, is to turn them into major advantage when delivering speech or other performance.
Although the vast majority of people becomes nervous when they are supposed to stand in front
of the public, the key is to utilise this pressure and release it using gestures. There exists a great
number of eminent reasons why to include them into every communication. The secret of
success achieved by well-known speakers consists in their ability to intentionally use such
nonverbal expressions that transform their performance from average, into a fabulous one.
Many other great people from different areas, such as politicians, teachers, lectors,
entrepreneurs etc. also commonly use the benefits of nonverbal language in order to become
more successful. Gesticulation tends to form a crucial part of success in business and is
applicable during important negotiations, presentations, interviews and other significant
meetings. Therefore, the following section of empirical part presents a brief manual for business
communication and suggests tips how to overcome uncomfortable or challenging situations in
front of public. It naturally involves the before examined intercultural differences regarding
gestures which need to be followed and respected. In the next couple of lines, instructions about
what to do and what to avoid in order to reach assigned target are dealt with. Practices to seem
confident and important, techniques to detect lying through nonverbal language or to be
perceived as a trustworthy person are introduced as well as intructions about how to defend
against possible verbal attacks, signals to show interest or boredom and gestures to illustrate

positive or negative opinions are analysed consequently.
7.1 Gestures of confidence

Having and signalling confidence has been important already since ancient times, when
confidence was a key prerequisite for survival. Nowadays, a great number of benefits is
commonly assigned to this feature. Confident people usually have higher chance to succeed
than those who do not know how to display their confidence naturally, whether it applies to job
interview, job promotion, rotation, business negotiations etc. Assured body language allows
others to trust you more and can also help to become a leader admired and respected by others.
Healthy confidence in terms of nonverbal language may inspire other people and bring them

benefits too. Following part of the manual introduces several techniques to be followed in order
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to be perceived as confident in the eyes of others, and on the other hand, admonishes of practices

that can possibly decrease belief in oneself (Thomas, 2019).

One of the first things to create a good and confident impression with, is the proper
handshake. When greeting or welcoming somebody, the handshake tends to be the most
important move immediately noticed by others. Therefore, paying high attention to its
realisation is definitely worth remembering. In order to look confident, it is expected to deliver
firm and strong handshake which proves respect to others as well as to self. Because nobody
wants to receive the dead fish handshake which is universally regarded as a huge faux pas and
signals lack of confidence, authority, or interest in collaboration with other person. However,
this salute should not be too tight since it can be perceived as being too dominant and
threatening. The key is to use the golden mean (ibid.).

Eye contact is generally treated as basic foundation for effective communication and
therefore plays its pivotal role also regarding confidence. Maintaining eye contact is believed
to be one of the trickiest ways to show confidence through nonverbal signs. Majority of people
directs their look down or to sides when being asked a question, being nervous or just when
walking freely on the street. Nevertheless, such attitude often signals lack of certainty, lack of
interest in interaction and thus negatively affects confidence as a whole. Much better is to force
yourself to raise head and thus also eyes and focus on holding direct eye contact for longer
period (ibid.).

Overall posture of body can also largely contribute to confident look. One of the
fundamental rules is to stand straight, centred, with raised head and with shoulders and hips
squared up. It all indicates that you believe in yourself and know what you are doing. Moreover,
it is said that widening the stance, including feet apart from each other, legs and shoulders kept
in a relaxed way supports confident impression as well. In order to look more confident, it is
also wise to occupy larger space and thus to feel unthreatened and fearless. Another good
technique to exude self-assurance is to observe style of walking and try to do bigger steps. It

implies that you are not scared of new situations (ibid.).

Gesture of steeple belongs to the most effective gestures of displaying confidence and
is considered to be principal hand gesture advised also by psychologists to be used in order to
maintain hands centred and to remain grounded. It is performed usually in front of the chest in

a way that fingertips touch each other in a shape of steeple while palms are disconnected (see
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appendix number 1). After displaying this gesture, others often begin to perceive you as

a sincere and self-assured person (ibid.).

Steepling is a gesture commonly performed by politicians, presidents, leaders etc. with
an aim to look very important, authoritative and present themselves as self-confident, powerful
personalities. Regarding companies, it is mostly practised by superior employees, senior
managers and directors. It is distinguished between more types of different steeples. Probably
the most frequently used shape is steeple with fingers pointing to the upward direction which
generally reminds of a house. Another type is when hands are put on a table with fingers turned

toward the other person, or with fingers pointing down to the ground (Ski, 2016).

Nonetheless, typical steeple with fingers up might be sometimes viewed as too strong,
dominant, or even aggressive. In order to seem more open, but still confident while displaying
this gesture, it is suggested to keep hands at the level of hips and turn fingers upside down, so
that they are facing downward. This variation is referred to as inverted steeple and signals not
only self-assurance, but also readiness for delivering and accepting constructive feedback while

still remaining open and confident enough (Davies, n.d.).

Opening arms and communicating with palms facing toward others is often perceived
as very effective in terms of exuding confidence. Widening arms and showing palms of the
hands transmits a message that you do not have anything to cover, you are being honest and
sincere (see appendix number 1). It is also advisable to hold hands above table while gesturing,

but beneath the level of shoulders to avoid creating aggressive impression (Thomas, 2019).

Furthermore, having palms of the hands open, up and turned toward audience stimulates
others to think that they are fully involved in presentation, meeting or other events. It also

signifies collaboration and sends a message that all are part of the process (Ski, 2016).

Clasping the hands in front of stomach is a gesture frequently used by presidents,
ministers and other official personalities while standing during their public display in order to

appear more confident and important in front of their nation (Radwan, n.d.).

Superiority position is referred to as a clear gesture of confidence and is usually
performed when people perceive themselves as superior over others or feel too much confident.
During this position, hands are connected and resting behind head, one leg is crossed over

another and body is leaned more backward or against chair (see appendix number 1). Thanks
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to this posture, body occupies more space in the room and thus evokes image of confident and

courageous person (ibid.).

Leaders, directors, managers or other highly-ranked people tend to keep their hands
behind back, one placed on another. Although this posture reveals sensitive parts of the body
and they consequently become unprotected, it actually represents state of being confident and
powerful enough to not be afraid of facing problems or difficult situations. Moreover, this
posture widens shoulders and opens up the upper part of body which allows more air and energy
to come in and so helps to feel more self-assured (How to make a confident hand gesture, n.d.).

In order to look more confident when giving aspeech or presentation etc., it is
recommended to connect palms together (see appendix number 1). This gesture reminds of
a steeple and is universally recognized around the whole world. It symbolizes not only self-
assurance, but also respect toward others. Moreover, gesture of palms together is often used by
speakers before they want to emphasize some important point of their speech or presentation,
with an aim to attract the attention of audience and inform them about importance of following
words or actions. The variation of this gesture that usually functions the best, is with widely

open eyes and fingers placed under chin (Ski, 2016).

Finger counting is believed to be another effective gesture that contributes to the
confident impression created by speaker (see appendix number 1). It supports speech in being
easily memorable, since people need not only audible incentives, but also the visual ones.
Therefore, finger counting should be included in every good presentation to help people
remember what was said. It can be displayed either during, or even better, at the end of

performance to recapitulate crucial points through counting them on fingers once again (ibid.).

Hands on heart is a gesture primarily representing honesty and literally signals that
words are coming from the heart of person, reflects true emotions, shows that the particular
person is credible in what he or she is presenting and has sufficient knowledge of the topic. It
is performed simply in a way that mostly right hand is placed on the part of chest where heart
is located and other hand is usually pointing to space around (see appendix number 1).
Moreover, it is considered as a very powerful sign to gain trust of audience and look confident
from their perspective. Using this gesture may stimulate listeners to believe in what you are
saying even more and is often performed by politicians or other influential people as well
(ibid.).
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“One more thing” gesture is considered as a perfect way to finish speech or meeting
successfully and confidently. Hand is raised into space, index finger is stretched while other
fingers slightly touch each other and remain closed (see appendix number 1). In this case, timing
is very crucial for the right effect of the gesture. It is highly recommended to display this sign
after applause or in the moment when audience seems to be prepared to leave slowly.
Consequently, it typically attracts attention of listeners for a little more and enables to add the
final message, thought, or to summarize the most important issue. Additionally, this gesture is
often marked as a cherry on the cake and tends to increase confident impression to a higher
extent (ibid.).

On the contrary, there is also a number of gestures or moves that reduce confident
impression and therefore it should be rather prevented from its use. To the examples of
unconfident body language belong especially nervous gestures which originate from stressful
situations and include self-touching, playing or drumming with fingers on the table, kicking of
feet, twirling the hair or rubbing hands against each other. The only effect these signs have, is
reduction of credibility. Fidgeting, shaking and other similar vibrations or moves of body cause
you to appear more nervous, tense and other opposite states to being confident and thus should
be definitely avoided. Slouching of shoulders and overall body posture while sitting or standing
creates impression of low self-assurance and is to be replaced by straight posture to demonstrate
you are involved, interested and know what you are doing. Eye contact is universally believed
to be one of the most important nonverbal cues and should be maintained most of the time.
Even though it is difficult to constantly hold eye contact with other person and sometimes it is
even necessary to look elsewhere, it is advised to definitely not direct look downward, as this
move supports you in being viewed as less confident. Loose and so called dead-fish handshake
when greeting another person trasmits a message of being too weak and having doubts about
yourself and your credibility. Next examples of unconfident body language are crossing of one
leg over another and folding of arms across the chest. Both belong to typical closed gestures.
They usually convey information that the person is not open for cooperation, not trustworthy
enough and looks like having some secrets to keep back. Crossing of arms is also mostly
interpreted as a defensive gesture and implies that the person is afraid and has poor self-
confidence. In addition, hands should not be kept in pockets, as it indicates nervousness,
uncertainty or doubts and so ruins the whole good image. What is more, this bad habit also
stimulates slouching. So, instead of putting hands inside, display them openly or at least move

them to area of hips which proves much more confidence (Thomas, 2019).
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To summarize it, being aware of the above mentioned gestures lowering positive overall
impression is definitely of high importance, but much wiser is to concentrate on the ones, that

enable you to look more confident in the eyes of others.
7.2 Gestures to look trustworthy

Trustworthiness represents one of the crucial foundations of successful business,
negotiation, presentation or communication in general. Creating trust belongs to the most
essential business skills. It does not matter which area of business is particularly dealt with,
trustworthiness is a personal trait which is demanded and highly appreciated everywhere. But
gaining trust of other people may be a difficult task. People often try to establish trust by paying
attention to words they say loud. However, they forget that it is especially the body language
which is responsible for carrying trust to others. Luckily, there exists a number of gestures
which can help to build this essential business skill and thus ease the whole process of
communication. Following lines determine how to recognize if somebody is credible and
whether you can rely on them or not. Being aware of nonverbal expressions of trust appears to
be beneficial also from the other perspective, and namely when you want to discover if you are

perceived as a trustworthy person not only in your eyes, but in the eyes of others as well.

Similarly, as already mentioned in the previous section about gestures of confidence,
open palms tend to play a significant role and are closely connected to credibility as well.
Keeping hands open usually supports the trustworthy look of a person and therefore also secures

effective communication process (Power, 2017).

Eye contact is one of the next tools linked with trustworthiness. Holding eye contact
seems to be crucial in terms of credibility and it contributes to building of trust to a great extent.
Otherwise, person who is trying to avoid direct eye contact or is constantly shifting their eyes
everywhere around is mostly perceived as less trustworthy, disrespectful, disinterested, or much

worse, as they want to hold something back (ibid.).

Activating mouth muscles in order to perform smile is said to be one of the best ways
how to establish trust of others in your person (see appendix number 2). Smiling honestly at the
other person trasmits positive signals and demonstrates that you are the person worth relying
on. Moreover, thanks to positive energy conveyed by genuine smile, partners usually start to

feel more comfortable and relaxed not only with their body, but with their mind as well. And
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that is the main key to succesful business or negotiation. Smile that lasts longer period and does
not end quickly is considered to be more trustworthy. The same applies when teeth are shown
while smiling, because they increase credibility much more than only closed smile. However,
it is advisable not to fake the smile, since it can be easily detected and can lead to
misunderstandings, distrust and change of attitude toward you. It naturally functions also the
other direction. Observing other people, if they often smile or not, to which extent and
evaluating believability of their smile can help to recognize credibility of this person. Positive
approach complemented with a smile is universally preferred over the unemotional one (ibid.).

Leaning forward is a posture of body, mostly expressed while sitting, that signals active
involvement and thus raises the chance for trustworthiness (see appendix number 2). As body
inclined towards other person means openness to collaboration, performing this move will most

probably lay foundation for trust of other people (ibid.).

Another way how to persuade others to trust you, or, on the other hand, how to recognize
if other people are trustworthy, is to mirror body language and search for these signs of imitation
around you as well (see appendix number 2). Mirroring, however, does not mean copying every
move of others, but it is supposed to present empathy and thus increase trust. Reflecting similar
emotions displayed by others, such as returning of smile, nodding, overall posture, or moves
with hands are all means of subtle mirroring aimed to show sympathy and understanding and

so directly build higher trust and reliability (ibid.).

On the contrary, there are some gestures or moves which reduce trustworthiness and
therefore should be rather avoided. It is advisable not to touch your own hands, since it usually
leads others to think that you are tense and stressed because you are not being open, honest or
are trying to keep something back. Moreover, it is offen viewed as a closed gesture which builds
a barrier in communication. Touching of head or face has similar effects and it symbolizes
attempt to cover emotional expressions from others. Even though crossing of arms or legs
belongs to typical defensive gestures, it often undermines credibility as well. Arms folding is
treated as a classic closing gesture and clearly indicates that the person is not open for
cooperation, appears as less inviting and less friendly which are all features causing decline of
trustworthiness. Additionally, leaning away represents another move that should be avoided as

it signals disinterest, coldness and incommunicativeness (Wyeth, 2014).
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Since trustworthiness is a key to successful business and communication, it is definitely
an area which should be paid high attention to. It is important to not only look trustworthy but
to be able to feel trust from others as well.

7.3 Gestures used when lying

Although lying does not belong to the polite manners, it is unfortunately practised very
frequently. People often lie intentionally in order to reach better effect or achieve some benefit
over others. Lying with words is considered as really easy, which, however, does not apply to
the body language. No matter how many misleading words people say, the body always reveals
the truth. There is a number of hints or techniques which can enable detecting of lies. Generally,
it is said that the most natural way is to pursue signs of tension and pressure on hands, arms,
legs or face. The reason is pretty simple: lying is connected to emotions and thus leads to
changes of gestures, postures and other expressions. One of the most common signs that
someone is not displaying the truth, is when verbal and nonverbal expressions do not
correspond with each other. In other words, body language is saying something completely
different than words. For instance, if somebody is speaking about their sad and tough
experience, but their body language is excited and positive, the story is most probably just
made-up. Another issue worth of noticing, is the timing. In comparison to usual situation, when
gestures are displayed in a meantime, liars typically express their gestures only after they say
something, since they need a lot of time to carefully think about words and connections, so that
their false story could not be revealed. The aim of this following section is to introduce common

lying practices and thus help to simplify detecting of liars (Babich, 2016).

Stress and anxiety are one of the first things that can be spotted on a deceitful person.
Therefore, anxious body language is considered to be one of the most typical signals of lying
and it usually involves fidgeting, mistakes in speech, swarming on a chair, constantly moving
or sweating in many parts of the body, such as hands, face, forehead etc. The goal is to release
tension and stress caused by lying. Moreover, liars often gesticulate too much, since they do
not know what to do with their hands. Another common practice of liars connected with hands,
is their hiding. People saying truth generally show their palms and keep them open while
communicating. On the contrary, palms of liars are seldom visible and they most probably keep

their hands down, under table, behind back or in pockets. Turning palms away from the other
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person represents a definite signal of dishonesty and implies that the person wants to supress

something or even worse, tries to keep back lying (Radwan, n.d.).

People frequently try to cover their mouth when lying (see appendix number 3). This
gesture is learnt instinctively and firstly emerges in childhood. The intention of this sign is to
prevent the false words from being said loudly, by covering the mouth and trying to keep the
words inside. There are more variations of this gesture. In order to hide the mouth, only one or
few fingers, as well as the whole hand can be used. It does not matter which and how big part
of the hand covers the mouth, meaning is always the same. Even slight and discreet touch of
the mouth with fingers might indicate that the particular person is not expressing truth since it
symbolizes disconnecting and blocking of communication. In addition, some cunning people
may attempt to mask this clear gesture of lying by pretending a fake cough. When liars feel
under pressure, they may try to put their fingers into the mouth and suck them, like in the
childhood, in order to feel more secure and to remind themselves the security they perceived in
their childhood when doing this act (Babich, 2016).

To another common signs of lying belongs the nose touch (see appendix number 3).
Although people grow up and become more mature about being able to consider their body language
expressions more carefully, they still use the same gesture for lying that was developed already in
their childhood. If they put the hand or fingers on the mouth and realize this motion, they
consequently often try to promptly remove the hand away from the mouth, which typically leads to
the nose touch gesture. The aim is to divert attention elsewhere from the mouth which releases false
words. However, it is important to differentiate the ordinary nose itch that can be supressed by

scratching or rubbing, from nose touch that results from trying to cover a lie (ibid.).

Rubbing of eye is considered as an attempt of the brain to obscure dishonesty (see
appendix number 3). Therefore, it is regarded as one of the signs of lying as well and can be
displayed from the speaking person, but also from the side of audience in order to block the
untruthful things. It can be interpreted also in a way, that the person feels suspicion and as a
result, performs the action of rubbing the eye to demonstrate that he or she cannot believe
something is true. There is usually also a difference between men and women in terms of
strength of the gesture. While men mostly rub their eyes powerfully, women tend to be gentler

and prefer to do it smoothly and briefly (ibid.).
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Grabbing of an ear also belongs to gestures whose usage stems already from childhood
(see appendix number 3). If children listen to something they do not like, their common practice
is to cover both ears in order to avoid the annoying sound. Adults are usually more cautious
about how they use their body language and they switch from obvious and highly visible
covering of both ears with hands to more discreet touching only of a small part of ear, and
namely the earlobe. Despite its inconspicuousness, this gesture is still considered as a way how
to prevent oneself from hearing lies and so literally build a barrier against these words. On the
other hand, grabbing of an ear can from the perspective of the deceitful speaker represent an
attempt at distracting the attention somewhere else, especially away from mouth (ibid.).

When lying, people often tend to scratch their neck and thus to hide vulnerable parts of
the body. This gesture is displayed in a way, that the forefinger touches and consequently
scratches one side of the neck, usually area located beneath ear (see appendix number 3). The
more frequent and passionate scratching of the neck, the higher the chance that the person is
lying, since it symbolizes nervousness and stress from not telling the truth. From the angle of
listener, it may signal doubting the genuineness of expressed words. Furthermore, liars also
often try to intentionally mask their sensitive and accessible parts of the body, e.g. chest,
abdomen or shoulders, in order to protect themselves from possible attack, since being deceitful

causes them to feel vulnerable and endangered (ibid.).

Pulling of a collar is believed to be another indication of lying (see appendix number 3).
Liars usually feel under pressure which results in having a lump in their throat. They start to
sweat on the neck and breath more heavily as a reaction of higher blood pressure if they are
being suspected of not telling the truth. These changes in breathing cause that the collar
becomes tighter and the person desires to release the tension by scratching this area of neck or

pulling the collar to enable more space for breathing and satisfy this need (ibid.).

Head of a person can also be a helpful area of the body when searching for signs of
deception. In this case, it is advisable to observe frequency of changing the head positions. If a
deceitful person suddenly moves the head after directly being asked a question, it might be
interpreted as a sign of not telling the truth. Consequently, head will most probably be bent
forward or bowed down, straightened or tilted to left or right when a prompt answer is suddenly

awaited from the lying person (ibid.).
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Overall posture can betray the person as well. During typical communication, body
usually moves in a relaxed and spontaneous way. However, if people lie, they try to control
their body more which frequently results in unnatural and rigid moves. Another warning could
be, when the deceitful person is standing very still, without any move, and seems to be frozen.
It often means that he or she has something to hide, or is not telling the truth. The body freezes,
so that brain has more time to think about next lies. Observing the feet may also help to reveal
fraud. Since liars typically feel uncomfortable or nervous and want to eliminate this negative
energy connected to lying, they start to shuffle their feet (see appendix number 3). It represents
a clear signal that the person wishes to escape from this situation. The feet begin to shuffle,

because the person feels threatened and literally desires to flee away (ibid.).

Some of the liars are smarter and more experienced than others and use improved
manipulative techniques. For example, they are able to hold “poker face” for very long period.
By keeping the direct eye contact with other person and starring without any blinking, they
attempt to manipulate and dominate over victim of their lies. In comparison to people who
express only truth and usually direct their look elsewhere, liars are able to perform cold and
superior glare to have their deceptions under control. Additionally, forced eye contact helps

them to seem less suspicious (ibid.).

People who lie are also likely to point a lot with their forefinger, does not matter if at
some person or item, their purpose is the same. The reason for displaying this gesture is to
eliminate remorse or blame they feel and transfer this feeling of being guilty to something or
somebody else, away from them. This action tends to signal a wish to distract attention and

focus far from them in order to lower the chance of revealing their lies (ibid.).

Since lying does not belong to appropriate behaviour, the aim of the above introduced
gestures and other expressions of body language is definitely not to offer a guide to be followed
and copied in order to mislead other people, but to be able to notice these tricky practices and

detect them as soon as possible.
7.4 Defensive gestures

When people do not feel comfortable in a particular situation or with a particular person,
they are likely to perform defensive gestures in order to automatically protect themselves from

possible threat. Observing, identifying and understanding these gestures can lead to
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improvement of such unpleasant situation and reasons of these problems can be eliminated.
Knowing these cues is also crucial from the other point of view and appears to be useful also
when you yourself feel under pressure, dominance or attack of somebody else and need to
assume a defensive attitude. Moreover, it is also advisable to know when you are displaying
these defensive signs and be aware of it. It can happen that these signals are performed
unintentionally, but it is exactly the awareness of them which can enable you to return back to
normal position and neutral attitude and thus to peacefully continue in discussion, project or
meeting. If a person adopts a defensive gesture, it can be responded with a dominant approach
from the counterpart. Being aware of this information may help to know how you are viewed

in the eyes of others and so alter these perceptions (Postures- defensive body language, n.d.).

Folding the arms belongs to one of the most frequently used and most typical gestures
for defence (see appendix number 4). By hugging the upper body, a barrier is created and
sensitive area of the chest, namely heart and lungs, are protected against anything negative or
possible attack. As a result, feelings of having everything under control and protection are
accomplished. It is usually distinguished between many types of folding the arms, e.g. arms are
crossed with clenched fists, with hidden or displayed hands, with hands touching the arms, arms
crossed firmly or loosely. Each of the variations serves another purpose and is supposed to
deliver a different message. Generally, it applies that the tighter the gesture, the more serious
the wish for defence. Additionally, such tensed crossing of arms may result in a much stronger
reaction of the counterpart. Holding the arms just loosely can indicate less negative feelings
and less worries. To the strongest variations of arms folding belongs the one with clenched fists
and is mostly regarded as a very aggressive and threatening gesture, or sometimes even as

a warning against physical attack (ibid.).

Another way of defending through body language or gestures is to cross legs or ankles
(see appendix number 4). It is usually perceived as a gentler and less obvious form of masking
anxiety or uncertainty. It is also less visible, since gestures displayed by using the lower part of
the body tend to be more neglected. Legs are typically crossed when standing or sitting and
demonstrate attitudes, such as insecurity or submissiveness. Nonetheless, a variation when one
leg is crossed over another while sitting can be also interpreted as a normal habit. Therefore, it
IS necessary to observe and recognize also other signs of defence and differentiate them.

Crossing the ankles is treated as only a slight defensive gesture, as ankles are mostly hidden
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under the table and therefore do not deliver a strong signal to the counterpart. It can, however,

mean that the person is covering something and less likely to express it loudly (ibid.).

Widening the physical distance between people while talking, especially during an
arguement, can also be referred to as a defensive posture. And as a result, the psychological or
mental distance between these persons is increased as well, which can lead to
misunderstandings and difficulties in communication or in achieving of the common goal
(ibid.).

If people occur in a stressful situation or under certain pressure, they sometimes display
their uncertainty and anxiety in a more subtle way, only through gentle signs which are not so
easy to notice. For example, they often play with hands, correct watch or accessories on the
other hand. This act is generally known as a self-touch gesture with an aim to protect and defend
body against negative impacts. It might be visible when people are preparing for some
important speech, meeting etc. and in this way want to alleviate stress and tension they usually
feel, and thus to defend themselves. To another form of these gentle means belongs keeping of
various objects in front of the body, such as a pen, a pencil, a book, notes etc. All these items
are supposed to build a physical barrier between the particular person and their fear, insecurity,
or other person. It represents a defence against possible assault. Furthemore, many people tend
to hold a glass of drink tightly with both hands, which is really not necessary in terms of weight
of the glass. Nevertheless, it offers some form of protection and feeling of self-comfort that
they desire to achieve. Additionally, when people try to defend themselves, they frequently
seem to be tense and rigid, and as a consequence, they stop to move and freeze. Solution of this
tense situation could be to eliminate the defensive posture of a person by convincing them to

move and thus to enable effective communication to progress again (ibid.).

To summarize it, it is advisable not to stick to defensive postures and gestures too long,
as it averts fluent and effective communication. Much better is to try to explain the whole
situation and possible misunderstandings between each other and thus to enable conversation

to continue further in a smooth way.

7.5 Gestures of interest and boredom

Another important part of this manual is to introduce how to show interest without

saying any word, only through gestures or other forms of body language. These skills might be
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very useful in situations when you want to express positive feelings about presentation, plan,
project etc., but do not want to disturb the speaker or other person who is in charge of the
meeting. Therefore, using following gestures tend to be the right option of showing interest
silently, without interfering into smooth flow of communication. Moreover, being aware of
these nonverbal cues appears to be very helpful not only for the audience, but for the speakers,
leaders or presenters as well and can support them in more precise estimating of the situation
and evaluate whether the delivered speech, presentation or flow of the meeting is interesting
and bears fruit or some modifications in performance are essential in order to increase

enthusiasm of audience (Body language of listeners, n.d.).

One of the ways to show that you are actively listening and paying attention is to use
the head. Regularly and repeatedly nodding the head can reveal interest and encourage the
speaker as well as other participants in continuing or active participating. Such positive
indications may raise confidence and bravery and thus enable more open communication, which
can all benefit from. Furthermore, head tilting (see appendix number 5) is generally known as
a universal gesture of paying attention that every speaker desires to spot in the audience, as it

represents curiosity and involvement (ibid.).

If people are interested in what is being said, it is typically reflected also on the body as
a whole. In such case, body is open and receptive, legs are definitely not crossed, feet are placed
still and flat on the ground, arms are uncrossed and relaxed, palms are open, turned to the
forward direction or laid down comfortably on the table. All these gestures or postures manifest
reception to other people and willingness to be involved in the process of communication.
Gesture of open palms proves that there is nothing to hide and its usage is universally advised
by famous speakers and language experts. Arms located alongside the body in a relaxed way
while standing also signal participation and sympathy. In addition, if people are really
interested, they tend to lean forward with their body toward the other person, namely while
sitting on a chair, to display their positive approach and curiosity. This gesture reflects that the
person truly likes the speech, discussion, meeting etc. and it stimulates the spokesperson even

more (ibid.).

Activating the mouth muscles to produce smile is considered to be another effective tool
to show interest. It not only helps you to feel better, but also the people around and trasmits
a message that you are open to collaboration with others and wish the conversation to continue

futher. Honest smile twinkles the whole face and eyes and signalizes the presenters that they
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are successful. In addition, it also directly affects how you are replied by other people and a

more positive approach is to be expected (ibid.).

Another, also important way how to show that you are interested and actively listening,
is to intentionally imitate gestures and postures of others. So called mirroring the body language
is regarded as one of the nonverbal forms of paying attention. It begins with monitoring the
other person’s behaviour, expressions of face, moves of hands and legs, postures and afterwards
it continues with switching to its imitation. From the other perspective, mirroring can serve as
a powerful technique how to detect if audience is involved and attracted or not, when you stand
in front of the public. So, if you notice that they are imitating your moves and gestures, you can
congratulate yourself since you are probably doing it successfully. On the other hand, if you do
not see anything similar, it seems to be a warning that you should alter something to reach better
effect (ibid.).

It is definitely advisable to know how to display your interest to others or to recognize
if others are interested in what is being said. Though, once the attention is achieved, keeping it
further is of high importance as well. Therefore, the following lines deal with issues that are

good to remember or to avoid when speaking.

One of the most important rules is to maintain hands in the strike zone. This term
originally stems from baseball and during speeches relates to the area from shoulders to the
level of hips. All the gestures with hands should be performed within this area, since leaving
this box zone appears to be disturbing. To keep the gained interest, it is also recommended to
avoid repeating the same gestures all over again, such as slicing the air with the hand, which is
done very frequently. A lot better is to surprise the audience with new signs and thus to keep
attention. Furthermore, avoiding so called “Clinton thumb”, when fingers are put into a fist with
the thumb placed on top, may be also helpful, since it is mostly perceived as aggressive and
rude. Next gesture to be rather replaced by another are “spider hands”. It is formed in a way
that fingertips and thumbs of both hands are connected in a diamond shape with fingers pointing
to the downward direction. Displaying this gesture may result in an unintended meaning, which

can disgust audience and cause disinterest (Shin, 2015).

On the contrary, nothing is always perfect and also presentations, meetings, speeches
tend to become boring, no matter how well they are prepared. In such case, it is advantageous

to be informed about different ways how to express boredom politely and also to be aware of
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boredom indications, notice its signals and thus be able and willing to change something from
the position of spokesperson and convince the audience to listen and pay attention again

(Nonverbal communication, n.d.).

Signs of boredom are not so difficult to recognize. To one of them belongs, for example,
when head of a person falls down and is supported by the hand, eyes are closing or wrinkling
in order to remain open and the person generally seems to fall asleep in couple of seconds (see
appendix number 5). If bored people succeed in keeping their eyes open, they typically just
stare at a blank space without a particular reason and thus display their inattentiveness, or they
direct their look to anything else, only not to the speaking person. Some of them may indicate
their disinterest by touching, rubbing and pulling their ears, hands or feet. There is actually no
real pain or itch, the aim of this action is just to signal that they wish to interrupt the speaker.
Crossing of one leg over another and continually kicking or slightly moving the feet also belong
to common indications of boredom. Moreover, if the core of the body, or feet are turned toward
door or other exit, it clearly signifies that the person wishes nothing else, just to leave the space
(ibid.).

Another way how people usually convey their disinterest in what is being said, is when
they constantly fidget around in their seats and so express that they are already exhausted.
People who are bored are also likely to put their muscles into a relaxing mode, which results in
slouching, decreasing of shoulders and in leaning away. Although clicking of a pen tend to be
very annoying, it is unfortunately also a sign for the speakers that they should think about
purpose of their speech. Playing with some items, drumming with fingers on the table, touching
and correcting clothes, twisting of buttons are all means of keeping oneself busy in order to

release anxiety, irritation and frustration from boredom (ibid.).

Yawning belongs generally to well-known signals of disinterest, since this gesture is
pretty obvious and visible (see appendix number 5). If you notice that the person you are trying
to address is yawning repeatedly, it probably means that he or she is not interested at all.
Opening the mouth widely without using hand to cover it and displaying this gesture directly
toward the other person is considered as very rude and impolite. However, some people act
more politely and they at least attempt to hide the yawning by opening their mouth only slightly
to take a breath of air and covering this action with their hand (Ten signs that people are bored
with you, 2011).
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Eyes also usually serve as a good area where to spot boredom. It is believed that they
represent the window to the soul. People who often break eye contact with the speaker, tend to
have this window closed and they slowly lose interest. If they were really interested, they would
be able to hold an eye contact forever, no matter what it takes. Instead of it, they rather
constantly direct their look to somewhere else. Another indication of boredom may be also
glazed eyes. It usually happens when bored people try to avoid yawning or they are fighting
against the urge of sleeping, and their eyes become tearful. Narrowing of eyes in order to keep
them open and not to fall asleep, is regarded as a clear sign of boredom too (ibid.).

All in all, since nobody wants to be remembered as a boring presenter and bother other
people, it is absolutely important to be aware of these above mentioned signs and immediately,
after noting them, conduct actions to raise attention and interest (ibid.).

7.6 Gestures of agreement and disagreement

Knowing if the particular person or business partner agrees or disagrees with the
proposal is not only a matter of verbal expressions, but starts much earlier - already through
displaying gestures. Being aware of these nonverbal actions tend to be very useful in all the
areas of business, whether it is presentation of a product, advertising campaign or important
negotation, and it enables to recognize if participants are open to agreement or they argue a

different point, even before they say a single word.

Indicating a person’s positive or negative opinion about certain issue belongs to the
techniques, which are easily feasible just by observing and perceiving, where not any
complicated theory is required to know. If people are more likely to adopt the presented ideas,
they usually gesticulate with open palms, to show that they are literally open to the agreement
and their hands are placed down flat on the table. Another effective tool may be to look at the
person’s head. Head nod is said to be almost universal sign of consent and belongs to the most
spread cues of agreement (see appendix number 6). If people are nodding their heads, it means
that common agreement will be reached very soon and a deal is to be approached. The same
applies to situation, when the head is tilted to the forward direction. Raising of eyebrows is
believed to be one of the agreement indicators as well. Rubbing the chin implies thinking, some
consideration and possible consent. Smiling or laughing frequently can be treated as a reliable

sign of slowly getting to consensus and increases the chance for approving the idea or notion.
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Futhermore, lower part of the body might also reveal if the person is more receptive in
accepting opinions, for example, through legs placed distant from each other. Unbuttoning the
jacket or coat signals relaxation, feeling comfortably and thus openness and willingness to
cooperation. In addition, imitating moves and behavior of the other person, so called mirroring
the gestures, such as smile or head nod, can be decoded as a positive attitude and thus is mostly

considered as an agreement as well (Nonverbal communication, n.d.).

On the other hand, partners are not always willing to collaborate and can frequently
express disagreement and their different point of view through gestures and body language in
general. We distinguish between a number of signs which represent negative attitude, based on
various parts of the body. Probably to the most known cues of disagreement belongs head
shaking, when head is shaked from side to side to indicate dissent (see appendix number 6).
More specifically, it may also be used when people are not very likely to believe what was said
before and thus want to signal reluctance or refusal. “Head roll”, referred to as the act of tilting
head to the left and right, commonly symbolizes doubtful attitude. Clamping of a neck may be
also considered as a sign of disagreement, especially when accompanied by another, even more
powerful negative gestures. Moreover, disagreement of a person can even sometimes be spotted
when observing their nose, or more precisely the nostrils. In such situation, disapproving point
of view is expressed by contraction of the nose muscles and thus is followed by sharp inhalation
of air. Lip biting or lips strictly put together tend to indicate strong nonverbal disagreement of
a particular person too (see appendix number 6). Furthemore, mainly the gestures displayed by
using hands play a significant role in discovering if people identify themselves with the
particular opinion. For instance, “clenched fist” is considered as a very powerful negative
gesture, signals anger and a clear “no”. “Hand chop” is referred to as a move when hand imitates
axe which similarly means strict rejection and together with the “hand scissor”, when hand
imitates the move of scissors, are frequently used in a passionate exchange of views in order to
express a massive disagreement (see appendix number 6). Even though an “arm crossing” is
generally recognized as a sign of defensive attitude, it may also signify strong disagreement of

a person in some tensed situations (Spotting agreement and disagreement, 2009).

To sum it up, everybody has the right to their own opinions and thus also to its
expression through positive or negative gestures. It is important to always observe the other
people as well and accept not only their agreements, but also their disagreements. This attitude

may simplify seeking of compromise and shorten the time period necessary for its achievement.
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Results and discussion

The main aim of the theoretical part of the thesis was to familiarize potential readers
with the given topic, offer them basic overview and possibility to know the topic to a greater
extent. It may be assumed that these particular tasks were satisfactorily fulfilled. A mixture of
definitions of fundamental terms linked to communication was provided from various foreign
authors with a lot of experience in the field in order to afford readers a broad spectrum of
knowledge and approaches from different points of view and so enable them to adopt their own
attitude to this matter.

Furthermore, it was essential to determine particular areas of interest and exclude those
which were not relevant. This purpose was completed by categorizing the communication into
various groups based on selected criteria. These individual categories were aimed at giving
readers a better overview and facilitate the transfer of new knowledge. Specific types of
communication within the groups were explained in more detail, and their basic features, use
in different situations were described as well, with the focus on nonverbal language as it

represented the main theme of this paper.

After classifying the particular types of communication, it was necessary to further
concentrate on the major subject of this thesis. In an effort to fulfill this assigned goal, one
whole chapter was devoted to gesticulation as such. In those lines, basic characteristics of
gestures was provided, three fundamental types of gestures were described in detail,
classification of gestures into groups was illustrated on examples linked to situations when they
are usually displayed, conditions for effective gesticulation were introduced and its importance

was highlighted likewise with reasons why to use gestures.

The last chapter of the theoretical part indicated the connection between cultures and
communication. To be able to analyse gestures within particular cultures, it was inevitable to at
first look closer at those cultures and classify them into groups based on the selected model.
Consequently, three main cultural types were introduced in more detail, characteristic features
of linear-active, multi-active and reactive cultures regarding their way of communication,
habits, patterns and behaviour during communication in a daily as well as professional life were
described, their possible similarities were identified and areas where they usually differ from
each other were specified too. It was discovered that the cultures within the same group showed

similar characteristics, but the groups as such differentiated from each other to a great degree.
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The aim was to convey further knowledge that would lead to a better understanding of the issue

dealt with in the empirical part of the thesis.

The analysis building the core of this master thesis was divided into two main parts.
Both parts, however, followed and related to each other and dealt with similar issues, but from
different points of view. The goal of the first part of the analysis was to examine connection
between cultures and particular gestures and to discover if the possible modifications were
caused by cultural diversity. To fulfill this assigned target in an appropriate way, we decided to
choose eleven gestures to become the object of our research. The choice of these concrete
gestures was carefully considered in order to pick a sample of nonverbal expressions that are
well-known among people and are often displayed around the whole world. As the next step,
basic characteristics of these gestures was provided, their shape and form of expression were
described in detail and illustrated in the pictures to ensure better understanding. Moreover,
origin, meaning as well as frequency and situations in which these eleven gestures are
frequently used were studied at length with an aim to discover in which areas these particular
gestures are the same or similar in terms of their above mentioned features that were examined
and in which areas in terms of their meaning, use or forms of expression they differ with regard
to various cultures of the world. The emphasis was placed especially on examination of their
meaning, which was compared within the sample of selected countries to find out if these
gestures convey a different meaning in each of the mentioned cultures that would be highly
recommended to know, realise and comprehend in order to avert potential confusion and

misunderstandings resulting from wrong interpretation of the gesture in that particular culture.

After comparing these signs and analysing them in more detail, several valueable results
were consequently obtained. We discovered that meaning of these gestures fully depends on
the particular culture where it is usually displayed. In some countries that showed similar
characteristics and belonged to the same cultural type, implications of these gestures were also
similar and closely related to each other. Nevertheless, the meaning of these eleven selected
gestures usually varied from culture to culture and this piece of knowledge pertained especially
those countries which were not part of the same cultural type. Regarding origin of the gestures,
each culture usually had its own story about how they arose and began to be used. As for
frequency, it was also explored that it usually varied from culture to culture. In the countries
where these gestures were associated with inappropriate meaning, were of course used less

frequently. Modifications in ways of expressing the gestures were detected as well. For
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example, in some countries, gestures were expressed in a slightly different way, or with a
different orientation of the hand, fingers or palm, which immediately resulted in a change of
their meaning. The results achieved by this thorough analysis and mutual comparison therefore
brought satisfactory results and fulfilled our expectations. As we had previously assumed, there
exists a firm connection between gestures and cultures and gestures differ mainly in their
meaning across cultures. It follows that we have confirmed our purpose and we can therefore
argue that the differences in these particular gestures are conditioned primarily by cultural
diversity. This is so, because the world is composed of diverse cultures, each of which exhibits
its own traditions, norms, customs etc., to differentiate from other cultures and remain unique.
This especially applies to communication, ways of expressing oneself through nonverbal
means. In order for the world to function in harmony, it is necessary to respect these specialties
in terms of particular gestures and namely meaning assigned to them. Our contribution to the
area of the given topic could be a view of the issue from a different angle. The results of this
analysis should also serve as a warning, especially for those who are involved and communicate
in an international environment, work with people from different cultures, etc., and should draw
their attention to the differences among cultures. Their subsequent awareness, knowledge,
respect, tolerance and acceptance can prevent from possible misunderstandings or conflicts,
faux pas or other unpleasant situations caused by disinterest and insufficient knowledge. This
piece of knowledge about gestures and variations in their meanings across cultures represents
a key prerequisite for effective communication among people of various nationalities and

mirrors their maturity, great overview, solidarity and mainly their intercultural competence.

The second part of the analysis offered a different point of view, but it built on the first
part and together they formed one coherent whole. After discovering the connection between
gestures and cultures, we decided to focus more closely on the business environment. In this
analysis, we naturally took into account the knowledge gained from the previous part
concerning the diversity of cultures, and we included it into this second part as well. As business
environment is becoming more and more international, it is important to pay attention to the
differences in gestures and to acknowledge special features and uniqueness of each culture. The
aim of the second part of the analysis was to create something like a manual for effective
business communication in an intercultural environment using gesticulation. The goal was also
to present the particular techniques of communication through nonverbal means in order to
express specific character, behaviour pattern or emotion, which may streamline the entire

process of communication and thus help people achieve their goals. Purpose of this analysis

89



was also to provide tips on which practices or forms of nonverbal expressions may be
counterproductive, may have the opposite or undesirable effect, and which should therefore be
prevented from its use and so in order for the people not to delay the achievement of their
desired goal or not to cause the failure. To fulfill all these above mentioned goals in the best
possible way and to bring the best possible results, we have gradually selected six
communication phenomena and patterns of behavior to become object of the research, which
are used or encountered most frequently in business environment and subsequently developed
recommendations concerning these expressions on how to achieve them as effectively as

possible or how to recognize these signals in other people.

At first, we concentrated on techniques that might help to support creating a self-
confident impression on other people, and we also directed our attention to the point how to
recognize or notice these signs of self-confident behaviour in other people. We examined and
then illustrated concrete practices that support a person in appearing more confident, and we
warned against those which can have the exact opposite effect and thus influence
communication in an undesirable way. Furthermore, it was dealt with nonverbal means that can
increase trustworthiness of a person, which is so much needed, and not only in the field of
business. Similarly, we also researched and attempted to offer instructions on how to recognize
whether a person can be trusted or not, based on gestures and other nonverbal expressions
through which one communicates. We evaluated the effect of chosen gestures on credibility of
a person, highlighted those that have the best impact, and stressed out those which are
considered as inappropriate. Since people often lie to reach their desired goal faster or gain an
advantage over others, we agreed to address this issue as well. It was analysed how people can
lie through gestures and how to recognize deception through gestures that a person displays.
The subject of this analysis were also gestures and other nonverbal expressions that people
usually perform when they want to adopt a defensive attitude and feel the need to defend against
possible verbal attacks and other unpleasant situations in which they do not feel comfortable.
We also gave tips on how to recognize these signals and inspected how to solve such situation,
remove obstacles, and find a way to effective communication again. Instructions on how and
which gestures to apply if you feel the need to defend yourself were analysed and presented as
well. Moreover, it was also dealt with techniques linked to expressing interest or, vice versa,
techniques to politely show disinterest and so notify others that the meeting, presentation, etc.
bores you. Naturally, we analysed this issue also from another perspective and examined how

to discover, whether the audience is fully engaged in your presentation or other performance
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and listenes to it with high interest or is already impatiently awaiting the end. Additionally, it
was focused on how to express agreement or disagreement to a given issue without saying a
single word, and also how to know whether a person holds the same opinion or argues
a different point.

After conducting this extensive analysis, we have reached the following results, and thus
we can confirm that we achieved such results that were expected and satisfactory. As it was
assumed before, there exists a number of gestures that can support expression of a given feature.
It was discovered that signals emphasizing a person's confident appearance are, for example, a
strong and firm handshake, maintaining direct eye contact with other participants, straightening
the overall posture of the body as well as taking larger steps when walking. Gesticulating with
open palms is considered to be one of the best indicators of self-confidence and certainty. A
specific element is the so-called steeple which underlines the importance and significance of
the person. On the contrary, gestures or other nonverbal expressions that damage a good self-
confident impression are, for instance, various signals of nervousness, slouching, shaking,
touching or playing with various instruments, since these movements indicate uncertainty and
therefore should be rather avoided. It is much better to use the above-mentioned gestures that
help to display self-confidence, because a person who reflects natural self-confidence usually
has a higher chance for success. Open palms also have a positive impact on a person's credibility
as they signify that such person has nothing to hide. Keeping eye contact, smiling, leaning
forward or imitating the body language and gestures of other person also positively influence
credibility and thus suggest that the person can be trusted. Touching of head, palm, hand or
clothes, on the other hand, reveals that such a person is nervous because he can be hiding
something. Since trustworthiness is the key to every success, it is especially important to pay
attention to the gestures that increase it. The easiest way to recognize a lie is through gestures
by which a person expresses his anxiety or nervousness which he feels when he does not tell
the truth. It includes hiding of hands, shaking, sweating, touching the mouth or nose, rubbing
the eyes, pulling the ears or collar to release the tension resulting from lying. In addition, a
person who lies often covers vulnerable parts of the body to protect himself, makes rigid and
weird movements or sometimes freezes for a while. Noticing these gestures can help expose
lies or a deceitful person much sooner. If someone does not feel comfortable in a certain
situation, they will usually take a defensive stance. It is mostly expressed through gestures such
as crossing arms and legs or holding an unnecessary object and thus building a barrier. Although

these gestures clearly indicate that such person is not interested in further communication, it is
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essential to concentrate on eliminating these barriers that prevent from effective
communication. Signals used for expressing interest are those associated with openness, such
as open palms, shoulders, legs or overall posture, but also with a smile or mirroring gesticulation
of other person. On the contrary, expressions, such as weak eye contact, yawning and slowly
falling asleep, playing with various objects, constantly frowning or squirming and inability to
sit still represent a clear signal that the person is bored and definitely not attracted by the
discussed issue. Positive attitude of a person to a given matter can be easily identified by a head
nod. Probably the most well-known gesture used to indicate disagreement, on which also most
experts agree, is shaking the head from side to side. Knowing and being aware of these gestures

can help to reach a compromise faster.

Finally, we would like to highlight contribution of this analysis to the given issue. As it
was mentioned many times before, hand gestures can reveal a lot about a person and might also
greatly contribute to the effectiveness of communication as a whole. This manual is supposed
to help people transform the gesticulation from their weakness to their strength. It has a wide
spectrum of uses, for example during negotiations, speeches, lectures, presentations or other
kinds of performance related to the business environment. However, it also has its use in the
field of politics, teaching, art spheres or wherever one discusses or in some way appears in front
of audience. The use of the right gestures and their proper timing is the true key to the success
of any good speaker or businessman. The general instructions on how to be successful and
communicate effectively using gestures are as follows: use especially open gestures, act
confidently, avoid defensive attitudes, be able to express your agreement as well as
disagreement, be always honest and know to detect unfair practices displayed by others by
monitoring their moves. Introduced tips also serve as a way how to overcome the fear of
performing in front of the public and other uncomfortable situations by relieving tension and

nervousness and its eliminating through expression of the right gestures.
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Conclusion

The theoretical part of our thesis was devoted to characterization of the topic of
communication as such. In the first chapter, we focused on defining the basic concepts
associated with this issue. We defined terms, such as communication, explained fundamental
approaches to understanding communication, took a closer look at the communication process,
introduced its individual parts and its whole course. We also emphasized the importance of
communication, pointed out to the number of functions it fulfils and described them in more
detail. We concentrated not only on the use of communication in everyday life, but also in
business environment, underlined crucial principles of effective communication and specified

them in more detail.

In the second chapter, we focused on the categorization of communication according to
different types of criteria. First, we divided it into formal and informal one based on relationship
between the participants, style and purpose of the communication, and characterized these two
forms more precisely. According to the communication channel, through which messages are
transmitted, we divided it into verbal and nonverbal one and highlighted the importance of each.
After dividing verbal communication into oral and written and their brief description, we
concentrated on the main object of our interest, and namely on nonverbal communication. In
order to define this term and introduce it to the readers in more detail, we presented several of
its definitions from different angles. We pointed out the functions that nonverbal
communication performs and stressed its enormous importance. Next, we dealt with
classification of nonverbal communication and divided it into particular types, which we

characterized in more detail and introduced their basic features.

Furthermore, we addressed gestures as such, defined this term more precisely, stated
main types of gestures, offered their classification based on the purpose of their use, indicated
their meaning, emphasized the reasons for using them and introduced basic rules of effective

gesticulation.

In the last chapter of the theoretical part, we focused on the classification of cultures
according to the selected model, divided them into three fundamental groups, and namely into
linear-active, multi-active and reactive cultures, described their characteristic features in more

detail and pointed out the connection between cultures and communication.
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At the beginning of our practical part, we followed up on this connection and examined
how gestures and particular cultures affect each other. For our analysis, we selected eleven
different gestures that are well known and used around the world, examined if their meaning,
frequency of use, form of expression or origin differ from country to country, and aimed to
determine whether these possible differences are caused by cultural diversity or by other
circumstances. This analysis is supposed to serve also as a warning for those who work and
communicate in an international environment to be aware of possible differences, respect them,
and thus be able to avoid potential misunderstandings, conflicts, feelings of embarrassment or
failure resulting from their insufficient knowledge, ignorance, or lack of intercultural

competence.

In the second part of our analysis, we concentrated more on the business environment
and provided a manual for effective business communication in an intercultural environment
using gestures and other forms of nonverbal communication. We selected six main patterns of
behaviour and examined which gestures positively influence their achievement and which have
the opposite effect and should therefore be avoided. We offered recommendations on how to
act more confident and trustworthy using gestures, how to recognize that someone is lying or
defending themselves against possible verbal attacks through gestures, and outlined techniques
for showing interest or boredom as well as for expressing agreement or disagreement. This
manual is designed to help not only in the field of business, but also all people who in some
way appear in front of the audience, or are in other challenging situations, and so assist them in
achieving their goal more effectively by transforming gestures from their weakness to their

strength.
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Resumé

Komunikacia je vSade okolo nas a tvori pevnu sucast’ naSich zivotov. Schopnost
komunikovat’ je vysostnou vlastnostou najmé l'udi. Rozvinula sa uz v praveku, hoci jej formy
boli zaostalé a neporovnatelné s jej dneSnou uroviiou. Najprv to boli r6zne nahodné zvuky, krik
alebo iné formy, ktoré tito praveki 'udia vydavali a tak sa snazili medzi sebou komunikovat'.
Postupne sa vSak komunikacia vyvijala a posuvala dopredu spolu s paralelnym vyvojom
a napredovanim l'udstva. Z ndhodnych zvukov zacali vznikat’ slova, ktoré tak nadobudali ovela
vacsi vyznam, spajali sa postupne do viet a utvarali zmysluplni komunikéciu. Jej vyznam
a efektivnost’ tak nad’alej rastli, az sa postupne rozvinuli do podoby, v akej ju pozname dnes.
V sucasnosti je komunikécia vyuzivand vo vSetkych oblastiach, ¢iuz sa jedna o pracovny, alebo
stikromny Zivot a je neoddelitelnou st¢astou l'udského bytia. Clovek je povazovany za velmi
socialnu a spolo¢enskl bytost’, a preto ma prirodzent potrebu komunikovat’ a socializovat’ sa
sinymi 'ud'mi. Je takmer nemoZné vobec nekomunikovat, kedZe komunikacia prebieha
neustale, aj ked’ si to ¢lovek mnohokrat neuvedomuje, a to najméd prostrednictvom gestikulacie
a inych podobnych prejavov. Neverbalna forma komunikacie sa v§eobecne povazuje za prvotna
formu komunikacie, ateda predstavovala zaklad pre vznik tej verbalnej. Ved aj Tl'udia
v praveku, este predtym ako vydavali prvé zvuky, najprv ukazovali najma rukami, aby tak nieco
znazornili. Vyznam komunikéacie bez slov je teda neodskriepiteIny. Dnes sa neverbalna
komunikécia stale pouziva popri tej verbalnej, dopliuje ju a robi pestrejSou. Je fascinujuce, ako
vel'a toho mbze o ¢loveku prezradit’, mnohokrat aj viac, ako to dokazu samotné slova. Aj z tohto
dovodu sme sa rozhodli venovat’ sa tejto problematike a priblizit' ¢itatelom jej osobitosti.
Zamerali sme sa najma na gestikulaciu a jej zdmerné pouzivanie v komunikécii, pretoze sa fiou

toho da vel'a docielit’ alebo odhalit’.

Ked'ze je dolezité sa najskor oboznamit’ s danou problematikou, v prvej kapitole sme sa
rozhodli venovat’ sa definovaniu hlavného pojmu tejto prace, a to komunikacie. Je to vel'mi
Siroky pojem, ktory nie je mozné vysvetlit' iba jednou definiciou a pozerat’ sa nattho iba
Z jedného uhla pohl'adu. Preto sme v tejto Casti sprostredkovali va¢Sie mnoZstvo definicii od
réznych zahrani¢nych autorov, aby sme tak ponukli pohl'ad na vec z r6znych uhlov a urcili
pristup, ktorym sa budeme inSpirovat’. VacsSina definicii pod pojmom komunikacia rozumie
vymenu informacii, myslienok, idei, nazorov, pocitov ¢i emocii, ktord prebieha minimalne
medzi dvomi osobami. Iné definicie ponukaji umelecky pohl'ad na vec a zdoraziuji, ze

komunikacia vytvara most medzi osobami a umoziiuje im tak spojit’ sa, je rieSenim pre vSetky
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problémy a tvori zaklad pre osobnostny rozvoj cloveka. Komunikécia je tiez proces, ktory
prebieha oboma smermi aide v om nielen o vymenu informacii, ale aj o ich vyznam,
naplnenie ucelu komunikicie a dosiahnutie vzajomného porozumenia. Zdielanie pocitov
a emocii, spoluticast’ st atributy komunikacie, na ktoré sa budeme zameriavat' pocas celej
prace, ked’ze uzko suvisia s jej neverbalnymi formami. Ako d’al§ie uvadzame Styri hlavné
pristupy ku komunikécii a ich stru¢né vysvetlenie. Prvy pristup hl'adi na komunikaciu ako
vymenu a zahffia presun, dorucenie a prijimanie informacii. Ritualny pristup definuje
komunikéaciu ako partnerstvo a ucast. Komunikacia ako publicita znamend nastroj na
ovplyviilovanie ndzorov prostrednictvom sprav, ktorého nevyhnutnou stu¢ast'ou je obecenstvo.
Stvrty pristup vzhliada ku komunikacii ako k vnimaniu a vyzdvihuje jej semioticka zlozku.
V tejto kapitole sa nasledne venujeme komunikaénému procesu ako takému a vysvetl'ujeme
ako funguje. Ten zvyCajne pozostava zo Siestich hlavnych Casti. Odosielatel’ a prijimatel’ spravy
tvoria jeho najdolezitejsiu su¢ast. Bez nich by tento proces nebolo mozné uskutoénit’. Dal§imi
nevyhnutnymi elementami komunika¢ného procesu su sprava a médium, alebo komunikacny
kanal, cez ktory prebieha prenos tejto spravy. Kédovanie a dekddovanie danej informdcie tvoria
zékladné cinnosti, ktoré podmieniuji uspesnost’ celého komunika¢ného procesu. Mozné
komunikacné Sumy a spitna vézba takisto predstavuju prvky, ktoré nemozno opomentt’. Cely
komunikacny proces teda prebieha nasledovne: odosielatel’ zac¢ina cely proces zakdodovanim
spravy, viacSinou kombinaciou slov, signalov a znakov dopliujucich vyznam spravy. T4 sa
nasledne prenasa cez urcity komunikacny kanal, ako napriklad telefon, email, konverzécia etc.
smerom K prijimatelovi, ktory tGto spravu akceptuje, dekoduje a interpretuje jej vyznam.
Niekedy vSak hladky priebeh celého procesu mézu narusit’ tzv. komunika¢né Sumy, ako
napriklad iné¢ vnimanie ¢i pochopenie spravy, pocity, nedorozumenia, jazykova bariéra alebo
iné prekazky. Ked’ prijimatel’ uspesSne dekoduje spravu, va¢sinou spostredkuje spitnu vizbu
a sprava sa tak dostava naspit’ k jej odosielatelovi. Vyznam komunikécie pre I'udstvo ako
celok, ale aj pre ¢loveka ako jednotlivca je enormny a Vv skratke sluzi ako ndstroj na rieSenie
problémov, porozumenie druhych a je nevyhnutnou podmienkou na to, aby si l'udia udrzali
status spolocenskych bytosti. Preto sme sa tieZ zamerali na stru¢né charakterizovanie funkcii,
ktoré komunikacia plni. Jednou z nich je funkcia kontroly, prostrednictvom ktorej je mozné
pouzit’ komunikaciu ako nastroj na monitorovanie, kontrolovanie a regulovanie procesov,
vykonov a spravania l'udi. Socidlna interakcia je d’alSou funkciou komunikdcie a umoziuje
I'udom budovat’ a udrziavat’ dobré vzajomné vztahy, ktoré ako spolocenské bytosti tak vel'mi
potrebuja, l'ahie porozumiet’ pocitom ¢i problémom inych 'udi, pomdct’ im a tym vSeobecne

zlepsit' blaho celej spolo¢nosti. Komunikacia sa tiez pouziva ako jeden zo spdsobov
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motivovania a podporovania I'udi v ich potrebach, zelaniach, postojoch, zlepsuje schopnosti
a umoznuje ziskat' nové poznatky a vedomosti. V neposlednom rade plni komunikacia funkciu
informovania a zabezpecuje plynuly chod informacii v spravnom ¢ase a na spravnom mieste.
Komunikécia je dolezitd nielen v kazdodennom zivote, ale aj v oblasti businessu a moze
ovplyvnit' rézne podnikatel'ské ¢innosti a podnikanie ako také. Hra teda kl'ucovu tlohu, je
zaClenend do managementu kazdej firmy, podporuje efektivnost fungovania jednotlivych
procesov, stimuluje kooperaciu medzi zamestnancami, ovplyviiuje tieZ rozhodnutia, ktoré boli
urobené na zaklade informacii pochadzajucich z vnutorného alebo vonkajsieho prostredia firmy
a moze tak zvysit’ produktivitu, zlepsit’ vztahy medzi zamestnancami a napomoct’ tym k rastu
a uspechu celej firmy. Ako posledné sme v prvej kapitole nacrtli sedem hlavnych principov
efektivnej komunikacie. Prvym z nich je uplnost’ a celistvost’ spravy, ktora je predmetom
komunikacie. Musi byt’ teda doru¢ena naraz a nesmie sa vynechat’ ni¢ dolezité. Dal§im znakom
efektivne] komunikécie je jej konkrétnost’ a ciel, ktory nou chceme dosiahnut’. Zdvorilost’
a reSpekt voci ucastnikom komunikécie je taktiez nevyhnutnou sucastou. Korektnost, teda
spravny vyber slov, znakov, gest, ¢i inych prostriedkov a ich spradvne nacasovanie pozitivne
vplyva na cely proces. Sprava musi byt tiez jasne a zretel'ne sformulovana, aby sa tak predislo
moznym nejasnostiam a nedorozumeniam. Ked’ze prijimatel’ spravy nikdy nie je ten isty, treba
ju zvyc€ajne prispdsobit’ veku, schopnostiam, vzdelaniu, potrebam ¢i zdujmom ucastnikov
komunikéacie. Aby sme zvysili efektivnost komunikacie, je potrebné vyjadrit sa o
najstrucnejsie, ale tak, aby sme zabezpecili prenos vsetkych dolezitych informacii. Sprava by
teda nemala byt ani prili§ dlha, ani prili§ kratka. ReSpektovanie a aplikovanie tychto

zékladnych principov moze dopomoct’ k dosiahnutiu lepSich celkovych vysledkov.

Druha kapitola teoretickej Casti sa zaoberd kategorizaciou komunikdcie, pretoze je
potrebné vymedzit' jednotlivé typy a formy komunikécie, rozdelit’ ich do skupin a urcit’ tie,
ktoré budt hlavnym predmetom d’al§ieho skiimania. Pre toto rozdelenie sme si zvolili dva r6zne
druhy kritérii. Najprv sme komunikaciu rozdelili na dva zakladné typy podla vzt'ahu medzi jej
ucastnikmi, spdsobu a ucelu komunikacie, a to na formalnu a neformalnu komunikaciu. Vo
formalnej komunikdacii su striktne vymedzené jednotlivé ulohy a roly jej ucastnikov ako aj
kanal, cez ktory tato interakcia prebicha. Formalna komunikacia sa pouziva najmi v oblasti
businessu a pri roznych oficialnych prilezitostiach a charakterizuje sa ako vymena oficialit,
ktord je vac¢Sinou podporend aj pisomnou formou. Neformalna komunikécia prebieha
V uvol'nenejSom prostredi a atmosfére, medzi priatel'mi, partnermi ¢i znamymi, moze

obsahovat’ klebety, small-talk, vyjadrenie pocitov atd. a oznacuje sa ako spontanna forma

97



komunikacie, kde nie st potrebné ziadne pravidlad ¢i predpisy, nie je limitovana a prenos
informécii nasleduje vel'mi rychlo. Podl'a komunika¢ného kanalu alebo média, prostrednictvom
ktorého komunikacia prebieha, ju delime na verbalnu a neverbalnu. Oba typy komunikacie st
dolezité, pretoze sa navzajom dopliaju. Stadie viak ukazuju, Ze neverbalna komunikacia,
najma rec tela, tvori viac ako polovicu celého komunika¢ného procesu, pouziva sa omnoho viac
a preto sa jej pripisuje vacsi vyznam ako tej verbdlnej. Kazda z nich vykazuje svoje vyhody
anevyhody ¢o sa tyka rychlosti prenosu informacii, spolahlivosti, ¢asove] narocnosti,
pochopenia vyznamu ¢i moznosti spitnej vizby. Verbalnu komunikéaciu d’alej klasifikujeme na
oralnu, ktora na prenos sprav pouziva hovorené slovo, vac¢Sinou vyzaduje priamy kontakt, je
vysoko cenend vrdéznych oblastiach, ponika moZnost promptnej odpovede a rieSenia
nedorozumeni za pochodu; a pisomnt, ktord na prenos informacii vyuziva pisané slovo alebo
symboly, pouZiva sa najmd vo formalnom prostredi, zahffia pisanie listov, e-mailov, reportov
a inych dokumentov, je mozné ju zaznamenat a povazuje sa za doveryhodnejSiu. Je vSak
pomalSia a ¢asovo narocnejSia ako ta ordlna. Po vycleneni a charakterizovani jednotlivych
typov verbalnej komunikacie sme sa v d’alSej Casti tejto kapitoly ststredili na definovanie
neverbalnej komunikacie, kedze t4 tvori hlavni oblast naSho zaujmu. Definuje sa ako
komunikécia bez pouzitia slov. Napriek tomu, Ze tento pojem pozname uz po starocia, nad’alej
sa skuma, je ovela §ir$i ako si myslime a zahfiia vSetky spravy, ktoré su vyjadrené inymi nez
lingvistickymi prostriedkami. Mnohé definicie, ktoré uvadzame, vyzdvihuju pouzitie gest,
symbolov a skimaju iné vzory spravania, ktoré prenasaju uréity vyznam a pod¢iarkuju
zamernost’ takéhoto konania. V skratke, neverbalna komunikacia je vSetko to, ¢o robime, okrem
slov. Prebieha neustale, mnohokrat bez toho aby si to clovek uvedomoval, a teda nie je mozné
nekomunikovat’, aj ked’ napr. ¢lovek pokojne sedi na stolicke. Neverbalna komunikacia plni
mnozstvo funkcii a jej vyznam je obrovsky. To, akym sposobom clovek sedi, stoji, ¢i sa
pohybuje, méze o lom prezradit’ vel'a informdcii. Jednotlivé formy nonverbalnej komunikacie
sa Casto pouZzivaji na zopakovanie ¢i zdoraznenie vyznamu konkrétnej verbalnej spravy, mézu
doplnit’ ¢i nahradit’ slova, sluzit' ako vhodna alternativa a tak pomodct’ lepSie porozumiet

celkovému komunikacnému zdmeru a zabezpe€it’ plynuly a hladky priebeh komunikacie.

V poslednej Casti druhej kapitoly sa zaoberame klasifikaciou neverbalnej komunikacie
auvadzame jej osem zakladnych typov, ktoré podrobne charakterizujeme. Kazdy z nich sa
vyznacuje inymi typickymi ¢rtami a plni iné ulohy, ktorymi sa odliSuje od ostatnych. Kinezika,
oznaCovana aj ako rec tela, patri pravdepodobne k najrozsirenej$im formam neverbalne;]

komunikacie a predstavuje zakladny predpoklad na jej pochopenie. Povodne pochadza
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z gréckeho jazyka a znamend pohyb. Skiima teda najméa pohyb celého tela, rik, dlani, noh, ¢i
tvare a vV podstate zastreSuje vsetky jednotlivé formy neverbalnej komunikécie. Pohyby tela
celkovo plnia zna¢né mnozstvo funkcii, vo velkej miere prispievaju k efektivnosti celej
komunikacie, podporujt, dopliluju, zdoraziuju, ale aj sleduja, reguluju ¢i nahradzaja verbalne
spravy a tak mozu zabezpecit' lepSie vyjadrenie emocii ¢i pocitov a tiez lepSie porozumenie.
Pohyby hlavy sa Casto pouzivaji na prejavenie zdujmu, uznania ¢i odpovede. Medzi dva
zakladné pohyby hlavy patria prikyvnutie na znak stihlasu a pozitivnej odpovede, a pokrutenie
hlavou zo strany na stranu na znak jasné¢ho ,nie“. Naklonenie hlavy na stranu vicSinou
signalizuje zvySeny zaujem, zatial ¢o hlava spustend dolu naznacuje nedostatok zaujmu,
agresiu, ¢i iné negativne emocie. Postoje sa charakterizuju ako pozicie tela, ktoré sa vyjadruja
s urCitym zamerom. Medzi Styri zadkladné pozicie tela patria: sed, stoj, I'ah a kl'ak alebo drep.
Kazd4d znich disponuje réznymi kombinaciami atak nesie viacero vyznamov. VicSina
komunikécie sa vSak uskutocniuje v pozicii sedu alebo stoja, a preto patria tieto dve pozicie tela
K tym najvyznamnej$im. Vyrazy tvare, alebo mimika, sa definuji ako rézne pohyby a pozicie
tvare a patria k najaktivnej$im ¢astiam tela ¢o sa tyka vyjadrovania pocitov. Niektoré z nich st
univerzalne a akceptuji sa po celom svete, napr. smutok, hnev ¢i radost’. Niektoré emobcie
a najma dovody ich vyjadrenia sa vSak naprie¢ kultirami mozu li§it. Clovek je schopny tuto
mimiku kontrolovat’ a pri urCitej snahe skryt’ niektoré emocie a zachovat’ si tak nehybnu tvar.
Usmev patri k najéastej$ie aplikovanym vyrazom tvare a existuje vel’a jeho druhov. Najviac sa
vSak pouZziva zamerne, a nie spontdnne. Takyto typ ismevu sa nazyva spoloCensky, alebo aj
umely ¢i vynateny a lisi sa od toho naozaj aprimného, ktory je vel'mi t'azké, ak nie nemozné
predstierat’. Mimika tvare méze navodit’ pozitivnu atmosféru, ale moze ju aj prostrednictvom
negativnych emoécii zhorsit’. O¢ny kontakt rovnako patri k najdoleZitejsim formam neverbalnej
komunikécie, pretoze sa vSeobecne hovori, ze o€i su oknom do duse a mézu toho teda vela
prezradit’. O¢ny kontakt plni v komunikacii mnoZstvo podstatnych tloh, ako napriklad prenos
informdcii o pocitoch, usmeriiuje konverzaciu, ukazuje pripravenost komunikovat’, dokaze
vytvorit’ spojenie s ostatnymi 'ud’'mi a umoziuje zistit, ¢i maji zaujem alebo sa nudia, a tak
prisposobit’ spravanie tejto situacii. Proxemika Studuje fyzicky priestor a odstup medzi
viacerymi osobami a skima ako to ovplyviiuje celi komunikéaciu. VSeobecne rozliSujeme
medzi Styrmi zakladnymi typmi vzdialenosti: intimna, osobnd, socidlna a verejna alebo
oficialna. Plati, Ze ¢im mensSia vzdialenost, tym osobnejsi vzt'ah. Haptika je disciplina, ktora sa
venuje asi najprimitivnejSej forme komunikécie, a to dotykom. Tie sa povazuji za vobec prvy
typ neverbalnej komunikacie, ktory sa kedy pouzival. Celkovo poznidme pét primarnych

cii dotyku: vyjadrenie pozitivnych a negativnych emocii, zamer hrat’ sa, monitorovanie a
funkcii dotyk d t h t h , hrat’ sa, t

99



kontrola spravania druhych, vyjadrenie hierarchie a dotyk ako forma pozdravu. Paralingvistika
je d’alSou formou neverbalnej komunikacie a zaobera sa roznymi aspektami hlasu, ako napr.
tempo, rytmus, intonacia, hlasitost’ a pod. Niekedy to nie su samotné slova, ale spdsob ich
vyslovenia, ktory hra vyznamnejSiu tlohu a méze tak Uplne zmenit vyznam celej spravy,
takisto ako ticho, ktoré tiez patri k paralingvistickym prostriedkom. Chronemika skiima ¢asové
hlradisko komunikécie. Cas plni v komunikaénom procese dolezita funkciu a vacsinou sa deli
na osobny, biologicky, fyzicky a kultarny. Podla Casu tiez pozname dva pristupy ku
komunikacii, a to monochronny, kde ¢innosti nasledujii jedna po druhej; a polychronny,
v ktorom viaceré Cinnosti prebiehaji suCasne. Chromatika je Cast’ neverbalnej komunikacie
zaoberajuca sa skimanim farieb, ich vyznamov a vplyvov na komunikaciu. Ku kazdej farbe je
obvykle priradeny iny vyznam a interpretacia farieb sa lisi od kultary ku kultare. Neverbalna
komunikécia v neposlednom rade pozostdva tiez z artefaktov, predmetov, obleCenia Ci

prostredia, v ktorom sa l'udia nachadzaju, ked’ prave komunikuju.

Avsak pravdepodobne najdolezitejSou formou neverbdlne; komunikacie spomedzi
vSetkych typov je gestikulacia. Preto sme sa rozhodli venovat’ jej samostatnii kapitolu. Je
najviac viditelnym elementom, plni mnozstvo funkcii a zjednodusuje celu konverzaciu. Ak
medzi dvomi l'ud’'mi existuje jazykova bariéra, moze prave gestikulacia slazit’ ako vhodny
prostriedok dorozumenia sa. Gesta sa definuju ako pohyby tela a to najmé ruk a dlani, za
ucelom vyjadrit’ nejaky postoj alebo poslat’ spravu. RozliSujeme medzi tromi zékladnymi typmi
gest: adaptory, emblémy a ilustratory. Adaptory sa povazuju za pohyby, ktoré suvisia
s dotykmi, prejavmi nervozity, pocitovanim a naslednym vyjadrovanim urcitej potreby. Patri
sem napriklad kyvanie alebo trasenie nohou, klikanie pera, hranie sa s vlasmi, prstami, réznymi
predmetmi, Skrabanie hlavy atd’. Mézu byt’ prejavom napétia, ktoré ¢lovek pocituje a nejakym
spOsobom sa tuto energiu snazi uvolnit’, ale aj prejavom nezdujmu ¢i inych situécii. Emblémy
sa charakterizuji ako gestd s presne definovanym vyznamom a zvycajne nahraddzaju slova
alebo celé frazy. Ich vyznam sa vSak v réznych kulturach méze 1iSit’. Existuju vSak aj emblémy,
ktoré st univerzalne, ich vyznam je vSade rovnaky a pouzivaji sa po celom svete. Medzi také
patri napr. zdvihnutie palca pri stopovani auta na krajnici. Emblémy sa delia na statické a
dynamické. Poslednym typom su ilustratory, ktoré patria k najpouzivanejSim formam gest
a plnia funkciu ilustrovania a znazorfiovania verbalnej spravy. Napriklad, slovo ,,vel’ky* mozno
ilustrovat’ pohybom ruk smerom od seba a znazornit’ velkost’ a tvar daného objektu. Ilustratory
zvacsa nie st spojené s konkrétnym vyznamom, ale zavisia od kontextu, st vrodené, ¢lovek sa

ich teda nemusi ucit’, ale robi ich automaticky bez rozmysl'ania. Existuje niekol’ko dobrych
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dovodov, preco pouzivat’ gesta. PoCas svojich prezentacii ¢i vystupeni ich aplikuju vsetci dobri
speakri, a to je prave to, ¢o ich robi tspe$nymi. Gesta podporuju a zjednodusuju komunikaciu,
robia ju zrozumitel'nejSou, umoznuju lepsiu predstavivost, mozu tiez vyjadrit emocie, postoje,
znizit' napétie, motivovat’ ¢i uputat pozornost. Gestd podla inych kritérii delime do
nasledujicich skupin: opisné, zdoraziujuce, sugestivne a promptné, ktoré shizia na ziskanie
alebo dorucenie rychlej odpovede. Vyznam jednotlivych gest tiez moze zavisiet’ od miesta
alebo urovne tela, okolo ktorej sa vyjadruju, napr. troven hlavy, ramien ¢i bokov a takisto od
orientacie dlane, a to smerom dopredu, dozadu, hore alebo dolu. Nie vSetci l'udia prirodzene
radi gestikuluja, nie je to vSak ni¢, o by sa nedalo naucit’. Existuje preto niekol'ko tipov ako
pouzivat gesta efektivne. Kazdé gesto musi mat’ urCity zamer, byt prirodzené, viditeI'né,
presved¢ivé a zrozumitelné pre vSetkych, malo by suavisiet shovorenym slovom
a odzrkadl'ovat’ osobnost’ a zdujem gestikulujiceho o dant tématiku. Gestikulacia by tiez mala
prebiehat’ za vhodnych podmienok, prispdsobit’ sa konkrétnej situacii, prilezitosti ¢i obecenstvu

a mala by mat’ to spravne nacasovanie.

Ked’ze je gestikulacia uzko prepojena s kulturami a vyznam niektorych gest sa moze od
kultary ku kultare lisit, v d’alSej kapitole sme sa zamerali na jednotlivé kultury, podla
Lewisovho modelu kultur ich rozdelili do troch skupin na linedrne-aktivne, multi-aktivne
a reaktivne a venovali sa ich charakteristickym ¢rtam a vzajomnym odliSnostiam. K typickym
multi-aktivnym kultiram patria Taliansko, Spanielsko, Brazilia, Cile, Argentina &i Mexiko,
k linearne-aktivnym najmé Nemecko, Svajéiarsko a Luxembursko. Vietnam, Cina a iné azijské
krajiny sa zase zarad’'uju k reaktivnym kultaram. Multi-aktivne kultury vnimaja Cas flexibilne
a preto Casto nie st schopni dodrzat’ terminy ¢i prist’ nacas, robia va¢sinou viac ¢innosti naraz,
nemaji potrebu dopredu planovat’ a striktne sa drzat' nejakého harmonogramu. Cas pre nich
nehra vyznamnt ulohu, radSej sa prispOosobia realite a konkrétnej situacii, v ktorej sa
nachadzaju, ako by mali sledovat’ agendu. Nenechdvaju veci otvorené a nedoriesené, pretoze si
vysoko cenia medziludské vztahy avzdy dokoncia konverzaciu. Typickou formou
komunikacie pre tento typ kultiry je dialog, preto netoleruju ticho a hned’ iniciuju d’alSiu
konverzaciu, ked’ ndhodou jedna skon¢i. Su povazovani za extrovertov, radi konverzuju,
gestikuluji a socializuji sa s inymi l'ud'mi. Vyjadrovanie pocitov, emocii ¢i postojov
prostrednictvom gest a inych neverbalnych prostriedkov patri k prirodzenej sucasti ich
komunikacie. Multi-altivne kultary sa spoliehaji na informacie z prvej ruky, preferuju osobny
kontakt, su vel'mi vyre¢ni a schopni komunikovat’ o ¢omkol'vek. Vzajomné vztahy su pre nich

ovela dolezitejSie ako jednotlivé tulohy, a preto casto neoddeluju pracovny zivot od
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sukromného. Pre linearne-altivne kultiry maju projekty, analyzy a planovanie obrovsky
vyznam, shazia sa vSetko urobit’ do najmenSich detailov. Preto vykonavaju iba jednu ¢innost’
alebo tlohu naraz, aby jej tak mohli venovat’ vSetku svoju pozornost’ a urobit’ ju dosledne. Az
ked je jedna aktivita iplne dokon¢ena, zaénii sa zaoberat’ d’aliou. Cas hré pre tento typ kultiry
vel'mi dolezitd tlohu. Vacsinou si tieto kultiry vsetko planuja dopredu, striktne sa drzia
stanoveného harmonogramu, planov a faktov, k iloham pristupuju zodpovedne a snazia sa ich
vykonat’ ¢o najefektivnejSie. Su presni ako hodinky, vzdy pridu nacas, Co je vysoko cenené
V pracovnej, ako aj v sukromnej oblasti. Typickou formou komunikacie pre linedrne-aktivne
kultary je taktiez dialog. Monoldg sa vyskytuje iba zriedkavo a uplné ticho bez akejkol'vek
konverzacie ¢i odpovede sa povazuje za neslusné. Zastupcovia tychto kultar su obyc€ajne tichi,
uzavreti a trpezlivi individualisti, staraji sa najmé o svoje problémy, neobl'ubuju siahodlhé
konverzacie, ale radSej sa vyjadruju stru¢ne a priamo K veci, aby tak uSetrili ¢as. Ked'ze
preferuju a snazia sa zachovat' harmoniu, neukazuji svoje emdcie navonok a neverbalnu
komunikaciu aplikuju iba v malom mnozstve. Reaktivne kultiry iba zriedka iniciuju
komunikéciu, zvac¢sa iba ¢akaju na druhych, zatial’ co pozorne pocivaji a potichu si pripravuju
svoj postoj ¢i odpoved. Su povazovani za najlepSich posluchacov, dokdzu sa stale plne
koncentrovat’ na danu vec, nikdy neprerusSuji konverzaciu a neskacu do reci, pretoze sa snazia
byt’ slusni a uctivi, zachovat’ harmoéniu a preukézat’ reSpekt voci druhym. Ticho hra pre nich
vyznamn( Glohu a tvori dolezit sudast’ ich komunikacie. Casto preto trva dlhsiu dobu, kym
konec¢ne vyslovia svoju odpoved’, pretoze sa vSetko snazia robit’ precizne, do najmensich
detailov, aby sa tak vyhli nedorozumeniam. Typickou formou komunikéacie je monolog,
prerusovany pauzami ticha. Reaktivne kultury sa povazuju za nepredvidatelnych introvertov,
pri komunikovani Setria slovami, povedia vzdy iba to, ¢o je naozaj nevyhnutné, a preto radsej
vyuzivaju neverbalne formy komunikacie, v ktorych st majstrami. Ani s ich pouzivanim to
vsak neprehanajt, negestikuluja tak vel'mi ako multi-aktivne kultary, zvy¢ajne neudrzuji oény
kontakt, pretoZe sa tak citia nekomfortne a radSej sklopia zrak. St vel'mi Setrni aj vzhl'adom na
pohyby tela, neurobia Zziadny pohyb navyse, ale snazia sa zachovat’ si pokojnu tvar. Konfliktom
sa teda vyhybaju za kazdl cenu. S zodpovedni aj €o sa tyka vnimania €asu, vel'mi presni, vzdy
chodia naéas, dokazu pracovat’ dIhé hodiny, a tak st idealnymi pracovnymi partnermi. Clenovia
reaktivnych kultar dodrzuji stanovené plany, su flexibilni, vedia sa prisposobit’ druhym l'ud’om,
dbaji na medziludské vztahy a investuju do nich zna¢né mnozstvo Casu, pretoze veria, Ze im

to moze pomdct’ v dosiahnuti lepSich vysledkov.
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Charakterizovanie tychto kultur bolo dblezité z hladiska predmetu nasej analyzy.
V tvode praktickej Casti sme sa zamerali na konkrétne vybrané gesta, podrobne ich opisali,
analyzovali sme ich vyznam, frekvenciu pouzivania, tvar, prevedenie ¢i povod. Tento vyskum
sme zasadili do interkultirneho prostredia a skiimali sme, ¢i su tieto gestd a ich jednotlivé znaky
vramci réznych kultar rovnaké, alebo ¢i vykazuju isté odliSnosti, ktoré st podmienené
kultarnou diverzitou. Pre tuto analyzu sme si vybrali nasledujice gesta, ktoré si dobre zname
a pouzivaju sa naprie¢ mnohymi krajinami: OK gesto, gesto v tvare pismena ,,V*, palec hore
alebo dolu, gesto znazoriujice rohy, gesto figa, prekrizené prsty, lusknutie prstami,
privolavacie gesto ,,pod” sem®, ukazovanie prstom, gesto ,,stop* a tiez typické talianske gesto
Vv tvare musle. Po dokladnej analyze sme zistili, Ze skimané atributy jednotlivych gest nie su
vSade rovnaké, a teda sa v jednotlivych krajinach liSia. Kazda kultara, v ktorej sa dané gesto
pouziva, ma zvycajne svoj vlastny pribeh o tom, ako urcité gesto vzniklo a odkial’ vlastne
pochéadza. Prevedenie ¢i konkrétny tvar gesta sa takisto odliSuji v zdvislosti od jednotlivych
krajin, prispdsobuju sa danej situacii, tradiciam, zvyklostiam ¢i normam uplatiovanym v tej
ktorej krajine. Meni sa orientdcia a smer ruky, dlane, ¢i prstov. Skiimané gesta sa v niektorych
krajinach pouzivaji na dennej baze a si pevnou sucastou komunikacie, v inych sa zase
pouzivaju len zriedka ¢i vobec, alebo su dokonca zakazané, pretoze patria k vS§eobecne znadmym
a reSpektovanym tabu. Najvicsie rozdiely alebo nezrovnalosti sme vSak zaznamenali v oblasti
vyznamu jednotlivych gest a ich néslednej interpretacie. Prisli sme na to, Ze vyznam tychto gest
sa vacsinou lisi od kultary ku kulture, niekde je spojeny s pozitivnou asociaciou a inde zase
s negativnou. Dospeli sme teda k zdveru, Ze jednoznacne existuje spojenie medzi gestikulaciou
a kultarami, a Ze tieto dve oblasti su vzajomne prepojené. Z toho vychadza, ze zistené odliSnosti
medzi jednotlivymi gestami, ich vyznamami a pouzivanim v r6znych krajindch st primarne
sposobené kultirnou diverzitou. Je to najmi preto, Zze kazda kultra je jedine¢na, ma svoje
charakteristické Crty, udrziava svoje vlastné tradicie, zvyklosti a normy, aby sa tak odlisila od
ostatnych a preto ma aj svoje vlastné zauzivané pravidla €o sa tyka pouzivania a interpretacie
neverbalnych prostriedkov. Je vel'mi dolezité tieto osobitosti vnimat’ a reSpektovat’ ich. Z tohto
dovodu sluzi nasa analyza aj ako urcita forma varovania pre l'udi ¢innych v medzindrodnom
prostredi, pracujucich v timoch zlozenych z r6znych narodnosti, aby upriamili pozornost’ na
tieto odliSnosti, poznali ich, akceptovali, a tak prediSli moZnym nedorozumeniam, faux pas, ¢i
konfliktom spdsobenych nevedomostou a ignoranciou. Tieto nadobudnuté poznatky o gestach
a variaciach ich vyznamov naprie¢ kultirami st kl'icovym predpokladom pre efektivnu
komunikaciu medzi 'ud'mi réznych narodnosti a odrazaji ich zrelost, vSeobecny prehlad,

solidaritu a najma ich interkultirnu kompetenciu.
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Dalej sme sa rozhodli venovat sa viac podnikatel'skému prostrediu. V druhej ¢asti nasej
analyzy sme sa sustredili na vytvorenie manudlu na efektivnu obchodni komunikéciu
Vv interkultirnom prostredi s pouzitim gestikulacie a inych neverbalnych prostriedkov. Vybrali
si sme Sest’ r6znych situacii a skimali sme aké techniky pouzit’, aby sa tieto situacic a ciele
naplnili ¢o najefektivnejSie. Porovnavali sme efekt roznych typov gest na konkrétne situdcie,
zdoraznili tie, na ktoré sa treba zamerat a upozornili na také, ktorym sa treba vyhnut.
Analyzovali sme, ktoré gesta pozitivne vplyvaji na vytvorenie sebavedomého dojmu, a naopak,
ktoré tento dojem vyrazne znizuju. Ako d’alSie sme sa koncentrovali na gestd zvysSujlice
doveryhodnost” danej osoby. Poukazali sme tiez na to, ako odhalit’ klamstvo prostrednictvom
neverbalnych prostriedkov, ktorymi sa klamar viacSinou prezentuje. Gestikulacia tiez moze
0 ¢loveku prezradit, Ze sa niecoho obava, a tak zaujme defenzivny postoj. Davame preto do
pozornosti aj techniky, ktoré slizia na identifikovanie takejto situacie u druhych Tudi.
Uvadzame postupy, ako prostrednictvom gest ukazat’ zaujem, ¢i prejavit nezaujem.
V neposlednom rade sa venujeme otazke vyjadrenia stihlasu a nestihlasu bez vyslovenia ¢o i len
jediného slova. VSetky tieto techniky uvadzame z obidvoch uhlov pohladu, teda ako tieto
situdcie rozpoznat’ u druhych l'udi, ale aj ako moze ¢lovek sam zaujat’ dany postoj, €i vytvorit
urcity dojem. Zistili sme, Ze gesta, ktoré vSeobecne pozitivne vplyvaji na zmienené situacie, su
predovsetkym otvorené dlane ruk, uvolneny a otvoreny postoj celého tela, ramien a noh,
imitacia gestikulacie druhej osoby, i staly ocny kontakt. Naopak, ku gestdm s negativnym
vplyvom patria najma tie uzavreté, ako napr. prekrizenie ruk, prstov, ndh, odvratenie hlavy ¢i
tela a vSetky gesta vyplyvajuce z nervozity, ¢i obranného postoja. Tento manual ma vel'mi
Siroké pouzitie, moze pomoct’ 'ud’om pretransformovat’ gestikulaciu z ich slabej stranky na ti
silnu, je vyuziteny v oblasti businessu, politiky, ucitel'stva, umenia ¢i inych sfér, v ktorych
¢lovek ur¢itym spdsobom vystupuje pred inymi 'ud'mi. Taktiez pontka tipy ako prekonat
strach z vystupovania ¢i inych neprijemnych situacii, tym Ze sa tato negativna energia
prostrednictvom gestikulacie vyplavi a odstrani. Aplikovanie tych spravnych gest a ich spravne
nacasovanie je skutocnym kI'i¢om k tspechu, moéze zefektivnit’ cely proces komunikécie a tym

pomdct’ l'ud’om jednoduchsie a rychlejsie dosiahnut’ ich ciele.
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Appendices

Appendix number 1 — Gestures of confidence

Steeple

Open palms

Superiority position
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Hand on heart

One more thing



Appendix number 2 — Gestures to look trustworthy

Mirroring the body language



Appendix number 3 — Gestures used when lying

Nose touch

Grabbing of ear



Pulling of a collar

Poker face




Appendix number 4 — Defensive gestures

Crossed arms

Crossed legs

Defensive gesture



Appendix number 5 — Gestures of interest and boredom

Tilted head

Yawning




Appendix number 6 — Gestures of agreement and disagreement

&

Head nod and head shaking

-2

Hand chz)p

Lips strictly put together



