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communication styles, 203—207;
conflict management and,
181—182; example of, in successful
negotiation, 196—197; gender
differences in, 197—-198; necessity
for successful persuasion, 195, 198;
ways to increase, 206—207. See also
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Idiomatic expressions, 145
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pace indicating, 127, 129; gestures
indicating (pacifiers), 106

Nichols, Ralph G., 141, 153

Nicholson, Jack, 135

Nixon, Richard, 91, 92, 112

Noise, external vs. internal, 144
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Plutarch, 82

Pollack, Sydney, 177

Positioning statements, 168—171
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Rhetorical triangle, Aristotle’s,
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Water: to combat stage fright, 88; to
protect voice, 136

Watson, Kittie, 147

Welch, Jack, 3

Wesch, Michael, 96

West, Mae, 98

“What do you do”" question, 166—171

What Every BODY Is Saying
(Navairo), 107

White, Valerie, 107

V/hitman, Meg, 3

Wilde, Oscar, 201

Wilder, Gene, 40—41

Williams, Mariah, 94-95

Winfrey, Oprah, 3, 7

Winston, Sally, 82

Wolvin, Andrew, 95—96

Writing Tools (Clark), 55

Y

You Say More Than You Think
(Driver), 207






