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ANNOTATION

This article examines manipulative gestures as a tool of covert influence in interpersonal
communication. The author analyses five key nonverbal manipulation techniques — use
of the index finger, mirror postures, affirmative head nods, open-palm-up gestures, and
downward hand movements — revealing their psychological mechanisms and social
contexts of application. Particular attention is given to the subconscious level of
perception of manipulative signals and their effect on the interlocutor's communicative
vigilance. The article provides practical guidelines for recognizing manipulative
nonverbal behaviour and consciously managing the flow of communication.
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Nonverbal communication plays a key role in interpersonal interactions, often
influencing people at a subconscious level. Emotionally charged gestures can be an
effective tool of manipulation, especially when used purposefully. In this article, we will
consider the main manipulative gestures and analyze their impact on the interlocutor.
 
Using the index finger
Pointing to someone with the index finger, especially directed towards the interlocutor,
is perceived as a kind of physical threat and appeals to the instinct of self-preservation.
When the finger is pointed upwards, it can be associated with an appeal to higher
powers. Such gestures are often used in the absence of rational arguments due to lack
of competence, experience or strong emotional arousal. They are characteristic of
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representatives of marginalized groups, religious organizations, and children and their
educators, people with limited intellectual abilities, radical politicians and people with
low emotional intelligence.
 
Mirror poses as a way to gain confidence
Repeating the posture and gestures of the interlocutor on a subconscious level is
perceived as a sign of similarity and, accordingly, safety. This technique is often used
unconsciously when a person is trying to please another. Mirror postures are
characteristic of lovers, actors, politicians, businessmen during negotiations and people
with high communication skills.
 
Affirmative head nods to impose an opinion
Complementing key phrases with a nod of the head can evoke subconscious
agreement with the speaker's words. Active listening, accompanied by frequent
nodding, signals acceptance of information and weakens the interlocutor's vigilance.
The verbal analogue of this technique is the frequent repetition affirmations (“indeed”,
"yes", etc.) during a discussion. Such gestures are characteristic of experienced
manipulators, journalists, politicians, as well as incompetent and inexperienced
communicators.
 
Open palms up as a gesture of trust
Hand gestures with open palms facing up are associated with honesty and trust, as well
as a positive future. Therefore, messages supported by such gestures are perceived as
promising and promising. This technique is often used by politicians, charismatic
personalities, and ambitious entrepreneurs.

Hand gestures down to devalue ideas
Downward hand gestures when discussing ideas, plans, or views unconsciously devalue
the other person's feelings, giving them a negative connotation. People with low self-
esteem, pessimists seeking support for their feelings, and opponents in political debates
tend to use such gestures.

Understanding manipulative gestures and being able to recognize them is important
for building healthy interpersonal relationships. Paying attention to nonverbal signals
will help you avoid manipulative influence and will allow you to consciously control the
flow of communication.
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Red flags:
- Threatening gestures with the index finger
- Conscious repetition of the interlocutor's posture and gestures
- Persistent affirmative head nods
- Unjustified palm-up and palm-down gestures with evaluative connotations
 
Blue flags:
- Open, moderate gestures
- Natural, unobtrusive gestures that complement the content of the conversation
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