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1. Realtors who display empathetic body
language are viewed as more competent.

TRUE FALSE
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4. People are most likely to tell higher
stakes lies when they are:

A. Texting B. On the phone




5. Which pose demonstrates more
confidence?




6. Liars maintain eye contact more than
truth tellers.

FALSE




7. Which appears more open to your
ideas?







9. How you set up the negotiation area
influences the outcome.
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What Deception Looks Like
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What

Deception
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