


 
Body Language Special Report  
 
Because you are here reading this, I already know what kind of real estate agent you are. 
You’re the kind that does everything you need to do to become better, smarter, and more 
efficient, and you pride yourself on being the very best.  You probably go to all of your CE 
classes, stay up-to-date on the latest and greatest methods in your area, know all of the comps 
and valuations in the areas you specialize in, and you probably have even gone to additional 
seminars on topics ranging from marketing to technology.  You’ve probably done everything you 
can to streamline your business, from hiring assistants, to getting a separate cellphone and 
computer, maybe you’ve invested in a lot of marketing materials or even in a CRM.  You’ve 
done whatever you’ve needed to do, and that’s wonderful, but I’m here to let you know that 
there’s something you may have forgotten to look into, that can greatly impact your business:  
Body Language. 
 
Did you know that 55% of what is conveyed is expressed through body language? According to 
the Definitive Book of Body Language,  Studies have been performed (more than once) that 
generally show that people express 7% of what they’re trying to say through words, 38% 
through tone of voice, and the other 55 percent, the majority of what they are trying to convey, 
through non-verbal communication.  This is part of the reason that fortune tellers are so 
successful and appear to be “reading minds.”  -- in reality, they are making lucky guesses and 
simply watching the non-verbal responses of their customers, just like you can learn to do. 
 

https://www.nytimes.com/2006/09/24/books/chapters/0924-1st-peas.html


 

 
 
 
One of the most important things that we can do as agents is to communicate with our buyers 
and sellers.  It’s extremely important for us to be able to communicate effectively, have good 
manners, solid e-mail and electronic etiquette, and express ourselves in a professional way, at 
all times.  It’s also critical that we be able to tell when someone is interested, or disappointed, 
and we often have to read people’s minds.  Real Estate Agents are almost like magicians -- It’s 
up to us to remember our clients’ preferences, habits, jobs, and hobbies -- and for us to put 
ourselves into their shoes when viewing prospective offers or properties.  
 
It’s important for us to start at the very beginning by making contact using appropriate bodily 
contact while we greet each other.  This may be a smile and a wave, or a warm handshake, 
depending on how well you know the client and the situation.  Initial greetings should always be 
as welcoming as possible without looking like you’re being a phony baloney.   You should also 
remember to introduce all attendees to each other, with the proper titles and names for each 
one of them.  This should occur right at the outset, so that there isn’t an awkward or 
uncomfortable moment later on.  You should also be extremely courteous at all times, and be 
careful not to show anger, disgust, or sadness in your own face, even if disagreements have 
been involved.  The clients don’t have to, but it is your job to be professional and respectful of 
everyone at all times. 



This also goes for behavioral and cultural differences.  You should make sure to do your 
research, and learn which gestures could be offensive to other cultures. When in doubt, it is 
better to do nothing, or to at least always use a two-finger point. Some other cultures find one 
finger pointing extremely offensive, which is why you’ll always find flight attendants using two 
and three fingers to point and gesture.  The same is true for popular locations that have a lot of 
international visitors, like Disneyland. Besides pointing, you should also avoid using popular 
hand signals like the thumbs up, or the “OK” finger sign, unless you’re sure that the client is 
American. 
 
This all seems very complicated, but it really isn’t. Buying and selling real estate can be viewed 
like a bunch of players sitting at a poker table. When so much money is involved, people tend to 
hide their hands, keeping the cards close to their chests -- and who can blame anyone for that? 
It’s your job as a real estate agent to read between the lines, and learn how to understand and 
interpret body language.  It can be the one difference between a “no” and a “yes”.  Humans can 
produce over 700,000 signs, over 5,000 distinct hand gestures, over 1,000 different postures, 
and over 250,000 facial expressions. Can you believe that? 
 

 
 
And while I don’t expect you to learn or memorize all the hundreds of thousands of gestures and 
expressions, you can at least learn the big ones and what they’re conveying. There are many 
subtle hints that buyers and sellers subconsciously give when interacting with agents.  Being 



able to read these movements, ticks, and responses can close more sales, and make you more 
successful overall (as well as helping your buyer get what they really want).  
 
Here are some tips on interpreting the body language of potential clients to get a sale: 
 
Excitement Triggers a Physical Response  - When someone is excited, their eyes may light 
up, or their pupils may become dilated. They may have skin that becomes flushed because their 
excitement is rising.  In the same way that detectives can tell if a suspect is lying to them in an 
interrogation, you can tell if someone is interested in a property. 
 
Truth Tellers are Calm -  Someone with a relaxed pattern of breath, an honest and 
non-wavering eye connection, and a strong and firm handshake is more likely to be telling you 
the truth than someone who appears nervous, shaky, and who avoids eye contact.  Some 
people will even sweat profusely when they are lying, so a change in odor could be an indicator 
of deceit as well.  
 
Follow the Eyes -- A prospect’s eyes will tell you what they’re thinking about.  If they’re focused 
on you, they’re likely listening to what you’re saying, but if they have wandering eyes they may 
be distracted.  If they are staring you down, they may be aggressive, or have a need to control 
the meeting and the terms. If they glance at the paperwork in their hand they may be bored, or 
they may have a question, according to Nutshell’s Blog, Body Language, the Language of 
Sales.  
 
Watch Their Feet -- Some body language experts suggest that by keeping an eye on the feet of 
the potential client, you’ll get a birds eye view of their intentions.  Buyers with their feet facing 
the door are subconsciously thinking about leaving, according to CampaignTrack.com. If your 
buyer has their feet pointed in, it’s a good sign that they’re interested in making an offer. 
 
Keep an Eye on Their Hands and Arms -- It’s important to keep an eye on your client’s hands 
at all times.  If they’re drumming or tapping with their fingers, you are likely boring them.  Hands 
pointed towards the door mean they are ready to leave the meeting.  If they are leaning on 
something, or leaning towards the door, that’s also a sign that they’re ready to call it quits. A 
client who points often may be aggressive, or angry.  
 
It’s All About the Posture -- If someone is open to the idea of what you’re saying and open to 
communicating with you, their posture is open as well.  What this means is that they’re likely 
turned towards you with open arms and everything pointed in your general direction, as 
mentioned before with eyes, hands, and feet.  If someone has crossed arms, or has otherwise 
closed off their body to you, it means that they are no longer open to what you have to say. 
They may have dismissed you or your ideas, and are expecting to not hear anything else that 
they’ll potentially like.  
 
It’s Easy to Tell when Someone is Aggravated -- If your client or potential client furrows their 
brow, they are either confused or angry.  If it’s combined with a tightness of the mouth, it’s likely 
that they don’t like something.  As the breath shortens, it’s likely they are becoming even angrier 
or more aggravated.  If you see these signs, it’s best to stop your line of questioning, or your 
sales pitch, and move on to someone else, or save it for another day.  In contrast, smiling and 
nodding is always a good thing. 

https://www.nutshell.com/blog/body-language-signals-sales
https://www.nutshell.com/blog/body-language-signals-sales
http://www.campaigntrack.com/top-body-language-tips-for-real-estate-agents/


 
Learn the Six Basic Emotions and their Associated Facial Expressions  -- It’s important 
that you learn the six basic emotions / faces and what they look like so that you can identify 
them.  They are Happiness, Sadness, Surprise, Disgust, Anger, & Fear.  
 
Here’s more information about each emotion, and what features to look for: 
 

● Happiness is generally conveyed by the raising and lowering of the corners of the 
mouth. There may also be a twinkle in the eyes, or a giggle or laugh, as well.  

● Sadness is a converse, with the drooping of the corners of the mouth, along with raising 
the inner portions of the eyebrows.  The posture may sag as well.  

● Surprise is perhaps the easiest one to identify, with a jaw-drop (it is where the phrase 
jaw-dropping comes from), along with big open eyes, and raised eyebrows.  

● Fear is indicated by a raised brow, open eyes, and a slightly open mouth.  The posture 
may also change, with the person actually taking a step backwards. 

● Anger is expressed by the lowering of the brows, firmly pressed lips, and sometimes a 
bulging forehead with bulging eyes. Some people may even turn a shade of red. 

● Disgust looks like someone has smelled something foul, with a wrinkled bridge of the 
nose, raised upper lip, and raised cheeks, according to a study done by Cornell 
University.  

 
You probably made all of those faces as you were reading about them, right?  Don’t worry, it’s 
totally normal! 
 

https://people.ece.cornell.edu/land/OldStudentProjects/cs490-95to96/HJKIM/emotions.html
https://people.ece.cornell.edu/land/OldStudentProjects/cs490-95to96/HJKIM/emotions.html


 
 
When a cue is there, it’s up to you as a good agent to take it.  It’s a sign that you need to take 
action in order to match that cue, and then continue to build your relationship.   You can also 
use your own cues to continue to convey more information.   Most people remember 10% of 
what they hear, and 20% of what they see, but 80% of what they see and hear concurrently. 
 



 
 
By mirroring the actions and responses of the client you begin to build a sense of rapport and 
community, which can lead to a loyal client relationship for many years to come even after the 
sale of one property.  Loyal client relationships can lead to future properties being bought or 
sold, but they can also lead to referrals, and even more relationships down the line -- with 
buyers who have the intent to sell, and clients who will list with you. 
 
Body language can allow you to avoid wasting time on following up with those who have 
attended your open houses who aren’t necessarily likely to buy or sell.   It can also help you 
avoid asking that person what they think about the property, because the last thing you need is 
for someone to give negative comments in the middle of your open house in front of other 
potential buyers. 
 
 
By effectively learning body language, facial expressions, and nonverbal cues, we are able to 
have a leg up on the competition, which essentially, is what every real estate agent yearns for in 
today’s market.  If a fortune teller came up to you and said she knew without a doubt which 
client out of ten would purchase, wouldn’t you listen to her just to see what she said?  Even if 
the client doesn’t buy, avoiding clients who are not interested all together will save you valuable 
time and effort, so that you can focus on who will propel your business to the next level. 
 



For more training on body language, reading cues, and how to train to become the best realtor® 
that you can be -- follow us at Best Realtor Training for more advice, including other articles like 
this one. 

About the Author: Cindy Bishop 

 

https://www.bestrealtortraining.com/


 

You’re probably wondering after reading the book who I am, so I thought I’d share a little bit 
about my background and story with you. I’m a 30 year veteran agent, and spent many years in 
the trenches selling real estate by knocking on doors, marketing to my sphere of influence, and 
of course, holding open houses. 
 



In 1995, I earned a Brokers license and formed my own company, that has survived all of the 
ups and downs of the industry. After 15 years of active sales, I decided to start my journey in 
education and become a real estate topic instructor and freelance speaker on topics relevant to 
the business building needs of agents. The more time I spent in the business, the more I 
recognized that there were some serious gaping holes in the education process of agents, both 
in the classroom and in proper business development classes. 
 

In 2010, I realized my dream of opening a private accredited school specifically for the benefit of 
real estate agents that wanted quality education that was relevant to their needs. I provide 
continuing education licensing credit, as well as no nonsense beneficial business building 
training. I also coach many agents, and am a professional speaker on sales and real estate 
business building topics. Although I’m still an active licensed agent, I no longer sell because I 
feel like it would be a detriment to compete with the students that I teach and coach— I want 
them to succeed! 
 

In my personal life, I’ve overcome many odds and obstacles along the way to becoming a top 
agent, earring top awards and designations like CRS. I nursed my husband of 32 years back to 
health after a battle with cancer, and overcame Lyme disease personally. I also raised two 
amazing daughters who both struggle with ADD and Asperger’s, and cared for my elderly 
parents until their final days. For anyone that gets an email from me, they know I care deeply for 
animals and their welfare. I use the quote “The greatness of a nation can be judged by the way 
its animals are treated.” Mahatma Gandhi and I feel its each of our responsibility to help those 
without a voice. I have a big heart and it shows not only in my personal life, but translates 
through to the agents that I constantly try to give back to. I hope to help all agents regardless of 
their obstacles. I just expect their motivation. 
 

If you’d like to learn more about my educational programs or coaching opportunities, you can go 
to my website at http://www.cindybishopworldwide.com/. 
 

Thank you so much for reading all the way through this book! I hope you received some 
valuable information. Share this with your own tribe if you feel that it’s something that would 
benefit them. 
 

 

 

http://www.cindybishopworldwide.com/
http://www.cindybishopworldwide.com/

