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Abstract –The importance of non-verbal communication within the human interface in which social interaction takes place is becoming of increasing significance for natural language pragmatics and the design of interactive systems based upon them. This paper draws on the assumption that non-verbal communication is crucial to four basic aspects that are essential for human direct face-to-face communication and are co-related to language: (a) the preparation of the conditions for such communication, (b) the opening of the communication proper, (c) the structural shape of the communication, and (d) the closing of the communication. And it focuses on the way verbal and non-verbal communication systems are co-sequenced and co-structured in the opening and closing phases of a particular type of business interaction: the sales negotiation.



For the purpose of this study, a sample of twenty speakers was chosen, ten of them were Spanish and the remaining ten were German. All of them were students of Business English Studies, and their ages ranged from 20 to 25 years old. The survey was carried out by means of an open role-play sales negotiation given to the students; this concerned the selling of a house. Thanks to students’ cooperation and permission, twenty negotiations could be videotaped and carefully transcribed. Since none of them were English native speakers, English, which is frequently the medium of international negotiations, was used as lingua franca to achieve their communicative and interactive purposes. The data collected should be perceived, understood and interpreted within an Interactive Inter-cultural Approach, that is to say, an approach to inter-cultural communication that reflects the discourse of people of different cultural and linguistic backgrounds, interacting in a lingua franca, i.e. English.


The methodology used draws on Spoken Discourse Analysis (Sinclair & Coulthard 1975, 1992; Burton 1980; and Francis and Hunston 1992), as well as on Non-verbal Communication Studies (Goodwin 1981; Kendon 1980, 1990; Streeck 1992; Poyatos 1982, 1994; Gill et. al 2001, etc.).


The main research questions are: “How is non-verbal communication co-related to language in the opening and closing phases of sales negotiations?” “Can we provide a system of analysis to account for the co-sequencing and co-structuring of verbal and non-verbal communication?” “Can we perceive any significant cultural differences about the way non-verbal communication is co-related to language?”
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