
Discussion Forum 

 

1. Why are some people are always on time and others always late?  Based on what you 

know about chronemics, offer a possible explanation. 

 

2. Businesses are often great at talking about their product—its dimensions, its features, its 

functions. What businesses often fail to do is tell their stories to connect with consumers 

from a relational perspective. Enter Doug Rice, marketing consultant and founder of 

Small Business Storyteller, LLC (Rice is also a graduate student). As Doug puts it, he 

“helps small business owners and independent professionals tell their stories through the 

web.” Read Rice’s piece from his Small Business Storyteller blog, “Don’t Answer the 

Phone,” and answer the following questions:  

 

http://smbizstoryteller.com/2012/01/22/dont-answer-the-phone/  

 

a. Given the premise that “nonverbal behavior provides information,” what message is 

sent to you when someone takes a call while in your company? Do you do this when 

you are with others?  

b. Based on Rice’s description of what happens after a person leaves a client to take a 

call, how is interaction regulated by the nonverbal message of leaving the table?  

c. What explicit and subtle nonverbal messages should you be aware of with respect to 

having your cell phone in your possession when in a business or even during a social 

visit with others? How often do you feel people are aware of their nonverbal behavior 

around their phone?  

 

3. Any excellent salesman is bound to know something about the art of communication… and a 

little something about how to improve productivity, strengthen relationships, and, of course, 

increasing numbers. Anthony Iannarino, President and Chief Sales Officer of Solutions Staffing, 

and adjunct faculty for graduate/undergraduate studies at Capital University (Ohio), blogs about 

expert sales strategies. Within his posts are golden communication tips and advice about human 

relationships. Read the post How You Can Be More of a Hunter In Sales and answer the 

following questions: 

 

http://thesalesblog.com/blog/2012/04/12/how-you-can-be-more-of-a-hunter-in-sales/ 

 

Although Iannarino explains what a “hunter” does to become a stronger salesperson, consider the 

nonverbal components underpinning the physical actions he describes. What would the 

nonverbal communication associated with these “hunter” attributes look like? Describe.  

a. They have the confidence to pick up the phone.  

b. They ask for commitments. 

c. They make it clear that the business is important to them… and that they want it.  

 

4. Visit the SIRC Guide to Flirting website, sponsored by the Social Issues Research Centre in 

Oxford, England. Read the Guide to Flirting: What Social Science Can Tell You About It and 

How to Do It. Watch a television show or movie where two characters are flirting and describe 

their nonverbal behaviors, based on the article. Does their actual behavior fit the “scientific” 

http://smbizstoryteller.com/2012/01/22/dont-answer-the-phone/
http://thesalesblog.com/blog/2012/04/12/how-you-can-be-more-of-a-hunter-in-sales/
http://www.sirc.org/publik/flirt.html


description in the article?  

 

5.  Increase awareness of the role that space plays in maintaining a level of personal comfort.  

 

a. Go to the library (or coffee shop or other outside location) and find a table where only one 

person (someone you don’t know) is seated. 

b. Sit in the chair immediately next to the person, placing your chair as close as possible 

(within 8 inches) so that you have invaded his/her intimate space. 

c. Remain there for five minutes.  

d. Record the nonverbal reactions of the person whose territory you have invaded. Tell the 

person what you were doing after you are finished so they don’t feel uncomfortable.  

e. Repeat this exercise at two other locations. 

f. Discuss the results of this exercise with students in class or on a discussion board. 

g. Record nonverbal responses. (Did the individual appear resentful of/uncomfortable about 

the fact that you had invaded his/her territory? If yes, how did he/she express 

themselves?) 

 


