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Three experiments explored the hypothesis that the degree of liking which is
nonverbally communicated to an addressee is a direct correlate of the intended
persuasiveness of a communicator and the perceived persuasiveness of his com-
munication, The nonverbal attitude-communication literature provided a basis
for several derivative hypotheses relating to specific position, posture, facial,
movement, and verbal cues. The findings supported the hypotheses and indi-
cated that the intended persuasiveness of a communicator and the judged or
perceived persuasiveness of his communication were correlated. The study also
provided interpretations for some movement cues whose referents were previ-
ously unclear and suggested a grouping of postural cues which together

define total bodily relaxation.

The present study explored some proxemic
(e.g., distance, eye contact), postural, facial,
movement, and vocal behaviors of a communi-
cator which were hypothesized as relating to
the degree to which he intended to present a
message persuasively and the degree to which
that message was perceived as persuasive by
the addressee. The set of communicator non-
verbal behaviors and personality attributes
investigated in the study was selected be-
cause of their relevance to the implied com-
munication of like-dislike toward, and status
relative to, an addressee.

Variables relevant to the nonverbal com-
munication of liking and status to an ad-
dressee were selected because (a) the related
concepts of communicator trustworthiness and
expertness have been found to be correlated
with his effectiveness in eliciting attitude
change (e.g., Cohen, 1964, pp. 23-29;
Hovland, Janis & Kelley, 1953; Insko, 1967,
pp. 43—-49) and (&) liking and status have
been identified as two primary referents of
noverbal communication (e.g., Mehrabian,
1969a). Indeed, investigations of communi-
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cator credibility (i.e., his trustworthiness and
expertness) have explored the attitude-change
impact of some implied aspects of communi-
cator-addressee liking. There have been
studies of the effects on attitude change due
to a communicator’s physical attractiveness,
height and weight (e.g., Baker & Redding,
1961; Mills & Aronson, 1965), race (e.g.,
Aronson & Golden, 1962), liking of the ad-
dressee (e.g., Mills, 1966), and implied belief
similarity to the addressee (e.g., Weiss, 1957)
which in turn has been shown to be a correlate
of liking between two persons (e.g., Byrne,
1968). Such studies seem to have been moti-
vated by the assumed correlation between
communicator-addressee liking and the atti-
tude change elicited by the communicator.
A second group of investigations of com-
municator credibility suggested the relevance
of perceived communicator status in deter-
mining attitude change. In Aronson and
Golden’s (1962) study the higher socioeco-
nomic status engineers elicited more attitude
change than the dishwashers. Rosnow and
Robinson (1967, pp. 2-5) suggested the rele-
vance of voice quality such as its authorita-
tiveness, rate of speech errors, or halting and
hesitant quality of speech as additional deter-
miners of the attitude change. The latter non-
verbal cues in addition to other speech or
dress attributes (e.g., social class intonations)
can also be construed as correlates of com-
municator status relative to his addressee.
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In sum, in the absence of more directly
relevant literature, the significance of com-
municator credibility which has been observed
in attitude-change studies was used as a basis
for suggesting the hypotheses and variables
of this study. The present study focused pri-
marily on the effects of nonverbal behaviors
related to the communication of liking, some
of which, however, have also been found to be
related to status communication. In addition,
the study included a series of personality
measures (e.g., intelligence; dominance; and
anxiety, neuroticism, and introversion) which
could consistently influence the frequency
with which such nonverbal cues were produced
by communicators.

The nonverbal attitude-communication lit-
erature provided a series of derivative hy-
potheses for the relationship between the
nonverbal communication of liking toward an
addressee, the intended persuasiveness of the
communicator, and the perceived persuasive-
ness of the message by the addressee.

In the case of posture and position cues,
findings by Mehrabian (1968a) suggested
that smaller distances from the addressee,
mote eye contact with him, and smaller re-
clining angles of the communicator com-
municated more positive attitudes to the
addressee. In addition, female communicators
oriented their torso such that they were bodily
facing their addressees more directly when
the addressee was liked than when he was dis-
liked; the reverse was the case for male
communicators, however, only when intense
rather than moderate or neutral feelings were
involved (Mehrabian, 1968b). Finally, find-
ings indicated -a curvilinear relationship
between relaxation and the degree of posi-
tive attitude communicated to an addressee
(Mehrabian, 1969a). For instance, sideways
lean, which is an index of relaxation, was
found to be moderately high for liked ad-
dressees, relatively low for neutral addressees,
and very high for disliked addressees with
the following exception: male communicators,
while addressing very disliked males, tended
to assume a relatively low sideways lean
angle. Thus, generally moderate values of
sideways lean (12 degrees for females and
8.7 degrees for males) conveyed positive atti-
tudes and very large (15 degrees) or small

(6 degrees) angles communicated neutral or
negative attitudes.

In addition to the preceding posture and
position cues, several nonverbal cues have
also been found to communicate variations in
attitude toward an addressee. For example,
verbal reinforcers such as ‘“‘uh-huh” by defini-
tion communicate a more positive attitude
(e.g., Krasner, 1958), as do positive head
nods (e.g., Matarazzo, Wiens, & Saslow,
1965). Mehrabian (1965) found support for
the hypothesis that lengthier communications
are 'associated with more positive attitude.
Mahl (1959) and Kasl and Mahl (1965) pro-
vided evidence that speech disturbance fre-
quency was a correlate of a communicator’s
level of anxiety or discomfort. The weight of
available evidence provides strong support for
Mahl’s hypothesis (e.g., Mahl & Schulze,
1964). Thus, speech-disturbance frequency
should be correlated with negative attitudes
of a communicator toward his addressee,
toward his own communication as in the case
of deceit, or when the referents of communi-
cation are affectively negative.

Finally, a series of findings by Rosenfeld
(1966a, 1966b) led to additional hypotheses
for movements and facial expressions as well
as other qualities of verbalizations. In Rosen-
feld’s studies, some subjects were instructed
to seek approval from their addressees and
others were instructed to avoid approval. The
behaviors of the subjects in the approval-
seeking (AS) and approval-avoiding (AA)
conditions were rated on a series of nonverbal
measures. The results as summarized by
Rosenfeld (1966a) indicated the following:

At the nonverbal level, AS subjects emitted a sig-
nificantly higher percentage of smiles and a signifi-
cantly lower percentage of negative head nods than
did the AA subjects. AS women significantly sur-
passed AA women in percentage of gesticulations.
AS men were significantly higher than AA  men
in percentage of positive head nods, . . .

At the verbal level, AS subjects emitted signifi-
cantly lengthier speeches and utterances than the
AA subjects. The AS subjects were significantly
higher than the AA subjects in percentages of recog-
nitions [verbal reinforcers] and significantly lower
in percentage of answers . . . the speech disturbance

ratio was agmﬁcantly higher among AS than AA
subjects . . . [pp. 600-601]. .

Rosenfeld also assessed the perceived ef-

~ fectiveness of the various behaviors produced
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by his communicator-subjects on the basis of
correlations between the frequencies with
which the latter occurred and the subsequent
approval received from the addressee-subjects.
These correlations suggested that “smiles,
negative head nods, and gesticulations were
less effective than they were intended to be,
while positive head nods and self-manipula-
tions were more effective than intended
[Rosenfeld, 1966a, p. 603].” Since approval
seeking can be assumed to involve the com-
munication of more positive attitudes toward
the addressee than approval avoiding, these
findings by Rosenfeld, together with others
which have also been noted, led to the set of
hypotheses in the following list.

The hypotheses of the present study were
as follows: Both the degree of intended per-
suasiveness and perceived persuasiveness of
a communication are correlated with the fol-
lowing position, posture, movement, facial,
and verbal cues from the communicator:
smaller distances to the addressee, more eye
contact with the addressee, smaller reclining
angles, more direct body orientation of
females to the addressee and more indirect
body orientation of males to the addressee,
and moderate rather than high or low relaxa-
tion, more frequent smiling, frequent positive
head nodding, infrequent self-manipulations,
frequent verbal reinforcers, greater degrees of
gesticulation by females, lengthier communi-
cations, and greater speech disturbance rates.

The last hypothesis in the preceding set
requires some comment. Although the findings
of Mahl and his colleagues had indicated that
negative affect was associated with speech-
disruption frequency, Rosenfeld found a
higher rate of speech-disruption frequency
when subjects were seeking approval. Since
Rosenfeld’s paradigm more closely approxi-
mated the ones employed in the following
experiments, his finding was used as a basis
for the proposed hypothesis.

It will be noted that the above hypothe-
ses do not differentiate between nonverbal
communication behaviors which are expected
to be associated with intended persuasive-
ness and behaviors which are expected to
enhance perceived persuasiveness. The hy-
potheses as stated suggest that the two sets
of behaviors are correlated—an ' assumption

which is mostly supported by the attitude-
communication literature. More generally,
however, the preceding hypotheses primarily
served the function of defining relevant de-
pendent variables to be explored in studies of
persuasion. The experiments reported below
included all the above variables with the
exception of verbal reinforcers.

No specific hypotheses were elaborated to
relate communicated status to perceived and
intended persuasiveness. This is because com-
municators and addressees in the following
experiments were peers. Thus, although a
higher or lower status might have been non-
verbally communicated to an addressee, its
effects seemed unclear because actual peer
status was known to both communicator and
addresseee. Since the dependent variables
noted previously have been found to com-
municate variations in status, however, it was
hoped that the findings would provide some
information about the relation of actual com-
municated status discrepancy to intended and
perceived persuasiveness.

In the first two experiments below, en-
coding methods were employed in which the
behaviors of subjects were recorded and subse-
quently analyzed for possible differential use
of the various nonverbal behaviors as a func-
tion of persuasive effort, The communica-
tions which were obtained were next judged
for their convincing quality, thus allowing an
assessment of the contribution of various non-
verbal behaviors to the judged persuasive
impact of communications, In a final experi-
ment, prepared communications in which the
nonverbal behaviors of communicators were
systematically varied were rated by subjects
as to their convincingness, Thus the experi-
ments were designed to yield information
about the cooccurrence of nonverbal behav-
iors with verbal ones when a communicator at-
tempts to be persuasive and the actual judged
effectiveness of some of these cues in enhancing
the persuasiveness of communication.

Excoping ExXPERIMENT T

This experiment employed an encoding as
well as a role-playing method in order to
investigate the nonverbal correlates of in-
tended and perceived persuasiveness of com-
munications. There were three degrees of






