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I Know What You Are Not Saying 
Learn the Supreme Skill of Body Language and Rocket Your Sales

Christian 
Chua
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STRAITS TIMES

Christian Chua

Sales Motivator

Body Language and Face reader

Learn the special skill of 

body language and 

rocket your sales

What we will learn today

- How to read your clients.

- Know when the client is a ‘Hot lead’ or ‘Cold lead’.

- Be aware of your own body language.

- Million Dollar Charisma.

- Face Reading.
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Frequently Asked Questions

• Can body Language be concealed?

• Does body language differ between 

cultures?

• How accurate is Body Language?
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It is important to know 
the context
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It gives an impression that you 
may have something to hide

Positive Body Language
Lifted eye brows
Broad smile

Open arms and open palms
Moving forward

Identifying Positive and 

Negative Body 

Language

Negative Body Language
Squinting eyes
Twisted mouth

Folded arms and open palms
Moving backwards

Spotting ‘Tells’ during 

a negotiation
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Neutral Position

Positive Position

Evaluating
There is still a fighting chance
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Responding negatively
Your negotiation isn’t going too well

He is done listening you

Do what you can to get back into the negotiation

Tight Smile
“I am friendly, but I 
am not sure if you 

are”
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Mirroring

Mirror personality rather than mimic the body movement

Negative Signals

• Not Maintaining eye contact 

• Retreating

• Sometimes more self-touching

• Perspiration

• Hands to mouth, covering it or wiping/ rubbing it

• Fingernail biting

• Fake cough

• Nose rub

• Eye rubbing or pretending something is in the eye

• Increased swallowing

• Unnecessary facial touching

Give a Smile readily

• It reduces uncertainty

• “I am non-threatening”

• “I am approachable”

• “I am ready to engage”
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Meer Effect
The principle of second meeting

Meet people like they are your old best friends

• I am opening up to you quickly
• I am comfortable with you
• You can be comfortable with me too

I KNOW YOU
Facial Reading

Physiognomy
based on the Science of Epigenetics
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epigenetics
the study of changes in organisms caused by modification of 
gene expression rather than alteration of the genetic code 

itself.

Timothy James McVeigh was an American

domestic terrorist who perpetrated the

1995 Oklahoma City bombing, which killed

168 people and injured over 680 others.

See how his features changed, especially

his eye brows

Professional Side Personal Side
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High nose ridge
Independent, strong-willed 
(Left brain qualities)Small nose

Prefers being around people

Massive eye lids
Affectionate 
(right brain qualities)

Protruding Antihelix
Intuitive 
(right brain qualities)

Thinker, straight 

even eye brows
Thinking-type, prefers 

facts and data. 
(left brain qualities)
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Straight eye brow Angled eye brow

Left ear sticking out 
more than the right 
ear

Professional Side Personal Side

THIN LIPS
Guarded feelings

Cautious

FULL LIPS
Outspoken, Express 

feelings verbally

Low Ears/High Eyebrows

Takes in information 
carefully, needs time to 

evaluate and check it out 
internally, good for long-
term planning, does not 

change mine quickly once 
a decision is made, prefers 

wisdom over speed
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High Ears/ Low Eyebrows

Take in information extremely 
quick and processes quickly; 

anticipates responses; 
interrupts; can be mentally 

intimidating; he raises mental 

hard drive on non-essentials.

epigenetic

s

I KNOW YOU

Round Chin, 
Curve Brows

Straight Chin, 
Low Brows
(Enjoys facts) (Enjoys small talk)

Christian Chua
Sales Motivator

Body Language and Face reader

Learn the special skill 

of body language and 
rocket your sales
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