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Non-verbal communication augments verbal messages one sends. It can either
ease understanding or confuse receivers. If it is a business deal therefore, there
will be no closure of transactions. This encounter shall require reading
nonverbal messages to discover shared cues leading to closure of deals. This is
why this experiment was conducted to determine the time lag (TL) for which
an occurrence will result in an understanding or misunderstanding. Two
controlled groups were subject-respondents in the study, an odd numbered
group, R1 to R7, and an even numbered, R1 to R8. Needed was to enumerate
the number of pairs who should be standing, without hesitations, at anyone
given time during the experiment. Results revealed several combinations for
which participants had to exhaust all non-verbal means to send cues as to who
stands next. R1 to R7 needed TL 3-minutes and 40-seconds before shared cues
evolved resulting in the fluidity as to whose pair should be standing next at any
one time if the experiment continues. On the other hand, the even numbered
group R1 to R8 resulted on a speedy discovery of a shared cue taking them
only 1-minute and 40-seconds.

1. Introduction

Communicating today dictates whether a

language of the person with whom you want the

transaction or event can be concluded immediately
or not, regardless to whose favor it is. There is the
written correspondence that is used to ensure that
all becomes official, with clarity and binding.
However, immediate negotiation cannot be done
since the delivery of the communication in writing
depend on the medium used to send the message,
requires time before the letter is received. The only
occurrence of an immediate negotiation or counter-
action is through face-to-face nonverbal

Communication which is interpreting the non-
verbal actions. In other words, reading the body

transaction closed, that is your receiver, shall make
you generate an immediate “negotiated counter-
action”. The instant closure of any transaction, may
it be personal or business deal rest on the fact
according to [1] that some nonverbal
communication share similar meaning across
cultures.

Several  studies prove that  nonverbal
communication generates an immediate action or
reaction: [2] concluded the relevant use of non-
verbal communication to students in order to
immediately address the mood of the students to
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produce a positive learning environment; [3]
revealed in their investigation that the use of
nonverbal behavior such as arm actions and
postures by salespeople have significant effect on
their charismatic appearance thereby producing
favorable consumer responses towards them; on
one hand customers’ needs can also be feasibly
known immediately through their nonverbal
behaviors as postulated by [4].

In business, the urgency to close a deal by a
salesperson cannot be done without knowing
understanding nonverbal actions reflecting the need
of customer according to [5]. Reading a client’s
body language dictates if prospective customers
will buy or not. It is therefore a must that shared
cues between sellers and buyers be discovered early
so that the needs are provided without much words
said by clients.

1.1 Reading Nonverbal Messages

Knowing that nonverbal messages are being sent
is a skill one has to possess. Not all people capture
that moment when a signal is actually being sent by
the sender. Therefore recognizing that such actions
carry a message means according to [6] on quoting
[71 in an interview that understanding the
expressions in one’s face for only tenths of a
second could be seized by a receiver if he knows
what message to look for. The completeness of the
communication therefore cannot be achieved unless
there is no correct interpretations of the message
sent. The intention of the sender is one but the
meaning the receiver gets matters most.

1.1.1 Body Languages. According to [7]
everybody around the world share the same facial
muscle expressions irregardless of race, culture,
sex, nationality, gender, and all other demographic
variable. Ignoring therefore these expressions
whether it be in the face or not is irresponsible as
reminded by [8] quoting [9]. This is where
misunderstanding occurs and in  business
negotiations and transactions, this is a cause for the
delay or fail. Otherwise as revealed by [10] quoting
[11], [12], [13], [14], and [15] that employees who
are able to decipher the meaning of customers' and
their co-workers' emotions faster and quicker and
correctly are expected to be in a better position to
manage service failures [16] quoted [17] and [18]
that possibly risks are reduced due to the
expectations people get upon face-to-face

interactions as revealed by body language, facial
expressions, and eye gaze. This proves that
nonverbal communication are more beneficial for
smaller groups since according to [16] quoting [19]
and [20] the transfer of nonverbal signals is a back-
and-forth interplay between two people. Coding of
nonverbal gestures are not done however which is
the limit of this experiment.

1.1.2 Sign Languages. [21] Has emphasised that
nonverbal signs initiates the fluidity of interaction
between the sender and the receiver of the message.
[22] revealed that it was in 1950s when nonverbal
communication researches started as part of the
works  of  psychiatrists, linguists, and
anthropologists moving on to the 1960s and 1970s
where empirical approaches were done up until
1980s when psychology regularly had this
incorporated in their studies. The psychology of
human’s centres on how one is understood by
others especially with the use of nonverbal
messages, production of his mind leading to a
display of one’s behavior, especially its application
to a service-customer situation. [23] Studied the
impact on service delivery the interpretation of
nonverbal cues where the authors provided
suggestions for the management of encounters,
selection and training of employees.

1.2 Theoretical Underpinnings

Two theories were referred to in this study,
Proxemics Theory and Sign Theory. Proxemics
Theory as introduced by [24] specifically is
centered in addressing nonverbal communication.
This theory postulates that a proxemics behavior is
learned by observing other people from a distance
people chooses. This means that understanding
other gestures will require one to be at his
comfortable distance for which the receiver of a
message maintains also such distance as a sign of
his willingness to establish a specific type of
relationship.

On the other hand, [25] Sign Theory, or
Semiotic, captures the importance of this study
where it is rooted on interpretation to generating
significance. Signals therefore according to this
theory radiates a kind of appreciation to specific
movements since each creates different meanings to
the receiver. Peirce’s work emphasized a theory not
of language in particular, but more on the
production of meanings.
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The concept of the experiment centers on the
usage of time on how long to generate shared cues
between the participants of the study such that
order is achieved in the form of a sequential pairing
as to who stands next after the other. The
application of this concept is the prevalence of a
vendor-vendee transaction, specifically, taking a
cue as to when can sales people interpret nonverbal
signs of clients or beneficiaries..

2. Method
2.1 Participants and Procedure

The study involved experimenting a controlled
group of different personalities from various
business industries. This ensured that not one of the
participants share the same culture or values prior
to said experimentation. Two groups were
considered, one with an odd number, with seven (7)
participants and the other, an even number, with
eight (8) participants. Instructions were given such
that two (2) persons should always be standing
once a tap sounded. Every time the drum sounded,
another 2 person shall replace the ones currently
standing. The activity shall continue until a pattern
is established by the participants. The objective
therefore was to discover how long will the odd-
membered group be able to establish a repeated
sequence without confusion as to who stands and
who shall replace them. In other words, the quest is
to determine when will a shared cue or cues be
achieved given the circumstances that not one is in
the same industry, whether it be the odd-numbered
or the even-numbered group.

2.2 Data Log and Analyses

The movements were then logged while time
was running until a noticeable repeated sequence or
pattern has been achieved. The gap between one tap
to the other involved a 5-second lag before the next
tap sounded. In the course of the experiment, no
one was allowed to utter any word including the
prohibition to use the hands and lips to point the
next person and pair as a cue. Therefore, other
nonverbal means of communication were allowed
to be used involving the eyes, shoulders, waist to
head, and knee.

The experiments were performed with two
groups analyzed, one with a 7-participant group
(R1 to R7) and another with an 8-person group (R1
to R8). The group distinction was done in order to
know the time duration to reach an understanding -

two persons standing at a given time producing a
repeated patten as to who stands first and who shall
replace them - in an odd-numbered member group
as against the even-numbered member group.

For instance, if the sequence of pairs are those
below, the same sequence will happen after R1
pairs R7, hence, R1:R2.

1st Sequence: Time Lag

R1:R2 =5 seconds
R3: R4 =5 seconds
R5: R6 =5 seconds
R1:R7 =5 seconds

The 1st sequence needed 20-seconds to conclude
the pairing. Assuming that the 2nd sequence repeats
exactly similar to the 1st sequence, an added 20-
seconds therefore is consumed.

Such repeated sequence means that a shared cue
has been discovered at the end of the 2nd sequence,
then at 40-seconds we can say, that shared cues
were already achieved.

The study therefore is a permutation problem
without duplicates or no repetition that reveals the
ordered arrangement (P) of participants (n) taking a
pair (r) at a time from the group of 7 participants, is
given by:

"P,=n(n-1)(n-2)...n-r+1)
"P,=_ n!

ri(n-r)!

The number of permutations of participants is
presented below for the odd-numbered group
resulting to 21 ways they can be arranged as
computed above.

Outcomes/Pairings: Sample Space
R1:R2,R3R4,R5,R6 & R7 =6

R2 : R3 R4, R5, R6, R7 =5

R3: R4, R5, R6, R7 =4

R4 : R5, R6, R7 =3

R5 : R6, R7 =2

R6 : R7 =1

R7: =0 (see R1:R7

above)
Total =21

ways/permutations
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On the other hand, as for the even-numbered
group, the result would be 28 combinations seen
below.

QOutcomes/Pairings: Sample
Space

R1:R2, R3 R4, R5, R6, R7 & R8 =7

R2 : R3 R4, R5, R6, R7, R8 =6

R3: R4, R5, R6, R7, R8 =5

R4 : R5, R6, R7, R8 =4

R5: R6, R7, R8 =3

R6 : R7, R8 =2

R7:R8 =1

R8: =0
(R1:R8)

Total =28

ways/permutations

While the ordered arrangement may have been
identified using permutation with 21 ways and 28
ways for odd-numbered and even-numbered
respectively, the question will be what is the
experimental probability of an event P(M) on the
number of times the occurrence of repeated

frequent ordered pairings to occur in sequence at
least once in a number of attempts.

3. Results
3.1 Odd-numbered Group

The results showed that several sequences were
made for which the participants had to exhaust all
non-verbal means to send a message ensuring that
the next two persons standing will generate a
repeated pattern immediately, a perfected
permutation, as the activity continues.

More specifically, it was found out that persons
R1 to R7 needed a total lag (TL) time of 3-minutes
and 20-seconds before shared cues evolved,
resulting in the fluid understanding as to who
should be the pair standing at any one time and who
goes next and so on.

Given that the time lag was 5-seconds before a
new partner has to stand, then there will only be 12
pairings that can be possibly made in one minute or
60-seconds. This means that only about half of the
sample space (21) shall be paired.

Table 1 exhibits the sequence (S) achieved by
the 7-person participants with paired combinations
inside it, of which consuming 5-seconds per pair
before a new pair is required to stand.

Table 1. Distribution of Sequenced Permutation, R7

Time S1 S2 S3 sS4

S5 S6 S7 S8 S9

5-sec R1:R4 R3:R4 R5:R4

5-sec R7:R2 R1:R5 R3:R7

5-sec R:5:R3 R2:R4 R2:R6

5-sec R6:R2 R7:R6 R1:R7

1min= 20-sec 20-sec 20-sec

5-sec R2:R4

R5:R6 R1:R5

5-sec R5:R7

R1:R4 R3:R4

5-sec R1:R6

R2:R7 R2:R6

5-sec R3:R2

R3:R1 R7:R1

2min=

20-sec 20-sec

20-sec

5-sec

R6:R2 R3:R4 R1:R2

5-sec

R3:R4 R5:R6 R3:R4

5-sec

R5:R1 R7:R1 R5:R6

5-sec

R7:R1 R3:R4 R7:R1
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Time S1 S2 S3 S4 S5 S6 S7 S8 S9
3min= 20-sec 20-sec 20-sec
Time S10 S11 S12 S13 S14 S15 S16 S17 S18

5-sec R1:R2 R1:R2 R1:R2

5-sec R3:R4 R3:R4 R3:R4

5-sec R5:R6 R5:R6 R5:R6

5-sec R7:R2 R7:R1 R7:R2

4min= 20-sec 20-sec 20-sec

It has been expected beforehand that it would
take a minimum of 40-seconds to be able to achieve
a repetition of pairs at an ideal state where and if all
respondents were allowed to talk.

Calculating the experimental probability [P(M)]
for consecutive pairings refers to that favourable
situation where person A (R1) and person B (R2)
are paired, next of which to pair were person C
(R3) and person D (R4), then person E (R5) pairing
with person F (R6). Since person G (R7) does not
have a pair, in the next cycle favoured was person
A (R1) pairing with person G (R7). The rest of the
pairings remained as they are except that in the 3rd
cycle round, person G (R7) is paired instead with
person B (R2). In exhibiting the result of the
experimental probability, Table 1 shows in cycle 9
(S9) the start for which R1:R2, R3:R4, R5:R6 then
R7:R1 are paired and in sequence. Shared cues
became evident at cycle 10 (S10), cycle 11 (S11),
and cycle 12 (S12). Computing the experimental
probability [P(M)] therefore is given by:

P(M) = n (no.of times of occurrence)

N (number of trials)

P(M)=_ 44  =44:48
48

Therefore, the experimental probability of
getting the pairs R1:R2, R3:R4, R5:R6 and R7:R1
then R1:R2, R3:R4, R5:R6 and R7:R2, then R1:R2,

R3:R4, R5:R6 and R7:R1 where only R1 and R2
changes as partner with R7 is 92%. The experiment
has shown a high percentage of occurrence since
the efforts of the participants to reach a shared cue
was evident. However even if the experimental
probability provides a high percentage, the time for
which this was achieved was 3-minutes and 40-
seconds.

It is to be noted that the participants / controlled
group are only to rely on nonverbal messages, more
s0, the participants have no prior acquaintance. The
repetition and frequency of sequenced appearance
of the pairs or such occurrence of the ordered
combinations is a manifestation that shared cues
were achieved and have been understood by the
participants. However, Table 1 will show that there
no evolved any shared cues during the first minute
of the experiment within the odd-numbered group.

Further, results showed that repetition of
participant (R7) allowed all to establish a common
cue that (R7) partners with (R1) first and the next
cycle round will be with (R2). The rest of the
participants have evolved to be fixed partners, thus
(R3) and (R4) & (R5) and (R6). Permutation or
repeated pattern or ordered combination was
therefore achieved at approximately 3-minutes and
40-seconds.

3.2 Even-numbered Group

On the other hand, the new group with an even
number of R1 to R8 resulted on a speedy discovery
of a shared cue taking them only 1-minute and 40-
seconds.
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Table 2. Distribution of Sequenced Permutation, R8

Time S1 S2 S3 sS4 S5 S6 S7 S8 S9
5-sec R5:R7 R1:R2 R1:R2
5-sec R1:R2 R5:R6 R3:R4
5-sec R8:R4 R3:R7 R7:R5
5-sec R6:R3 R8:R4 R8:R6
1min= 20-sec 20-sec 20-sec
5-sec R1:R2 R1:R2 R1:R2
5-sec R3:R4 R3:R4 R3:R4
5-sec R5:R6 R5:R6 R5:R6
5-sec R7:R8 R7:R8 R7:R8
2min= 20-sec 20-sec 20-sec

This even-numbered group eventually needed
less effort due to the existence of natural pairing
from within the R8 participants. There evolved
R1:R2, R3:R4, R5:R6 and R7:R8 as natural pairs.

The group revealed that prior to the start of the
experiment, they had the notion that their pairings
can be those sitting next to them. However, since
they were not allowed to talk or send signals before
the start of the experiment, there was hesitations
then. As the experiment started the natural pairing
came out naturally.

Table 2 shows the resulting movement of the
participants for which it is evident that after the
one-minute mark, the evolution of shared cues was
immediately clear.

3.3 Conclusion

This experiment was able to establish that shared
cues can be much faster as expected even if the
participants come from dissimilar industries,
backgrounds, and nationalities. The ease to reach
the shared cues could be attributed on the baseline
knowledge and common understanding of the
nonverbal gestures done by the participants as
confirmed by the works of [1] on the commonness
of nonverbal gestures across cultures and [7] on the
similarities of facial muscle expressions regardless
of race, culture, sex, nationality, gender, and all
other demographic variable. Further, results have
proven correct the postulates of [2], [3], [4], [10],
quoting [11], [12], [13], [14], and [15], all of which
addresses the immediate and significant effect on

agreements produced due to the augmentation of
nonverbal gestures.

The results of this study have implications for
real-life interactions especially in business,
suggesting that positive nonverbal communication
will benefit future behavior of people transacting
with people face-to-face and not online. This could
speed up closures of transactions and all form of
deals.

Though results of the experiment provided
conclusions as to how long will shared cues be
achieved given the type of interactions, may it be
business or otherwise, the study did not include the
after-experiment revelations the participants shared
as to how come the others did not get the meaning
of their messages early on. These after-experiment
discussions were not recorded, hence, it is
recommended therefore that a follow-up study be
conducted to extract from each of the participants
what barriers were present in understanding the
nonverbal messages sent to the group as well as
what contributed to the ease of understanding.
Further study could be done on recording and
coding the type of nonverbal messages used in
order to fully conclude the type of gesture known to
be as their shared cue that has ultimately produced
the understanding.
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PHAT HIEN THOI GIAN TRE CUA MOI QUAN TAM PUQC CHIA SE
BANG CACH SU DUNG GIAO TIEP PHI NGON NGU
Jolly Junia Laboy

Thong tin bai viét Tom tit

Giao tiép phi ngon ngir 1am ting thém thong diép bang 10i noi, no c6 thé dé

Ngay nhan bai: hiéu hodc giy nham 1an. Do d6, néu d6 1a mot giao dich kinh doanh, s& khong

15/9/2020 c6 viée dong cira cac giao dich. Cudc gip gd nay s& yéu cau doc cac thong diép
Ngay duyer dang: phi ngdn ngir dé phat hién ra cac tin hiéu duoc chia sé¢ dan dén két thuc giao
10/12/2020 dich. Pay la 1y do tai sao thir nghiém nay dwogc thyc hién dé xac dinh do tré

thoi gian (TL) ma mot su kién xay ra. Hai nhom duoc khao sat 1a dbi tugng
Tur khéa: duoc tra 10 trong nghién ciru, mot nhom duge danh s6 1¢, R1 dén R7 va mot

. X . .. A nhom dugc danh s6 chan, R1 dén R8. Viéc can thiét 1a li¢t k& so luong cac cap
Giao tiép khong 107, Déu oo oC o o e R
» ] . . da hiéu, khong do duy, tai bat ky thoi di€m nao trong qué trinh thir nghiém. Két
hi€u duogc chia sé, thoa

thuédn kinh doanh,

qua cho thdy mot s6 su két hgp ma nhitng ngudi tham gia phai s dung tat ca
cac phuong tién phi ngdn ngir dé giri tin hiéu xem ai 1a ngudi tiép theo. R1 dén
R7 can TL trong 3 phut 40 gidy trudce khi cac tin hiéu duge chia sé phat trién,
dan dén tinh linh hoat khi cdp nao s€ ding canh nhau bét ky Itc nao néu thur
nghiém tiép tuc. Mit khac, nhom dugc danh sb chin tir R1 dén R8 dan dén viéc
nhanh chong phat hién ra tin hiéu chung chi mét 1 phut 40 giay.
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