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A study by Eva McMahan, professor of speech
communication, (a) verified the supremacy of
nonverbal cues. The occurrence, however, was
particularly noticeable when adults found themselves
in circumstances with contradictory messages (i.e.,
situations (b) in which the contents of the verbal
and nonverbal messages diverge). Efforts to influence
another person verbally are therefore (c) likely to fail
if the accompanying nonverbal communication does
not correspond to the spoken message. This is because
people rely on nonverbal messages (d) more than verbal
ones. When someone (e) telling you that they appreciate
spending time with you, but you observe how they are
looking away and are forcing a smile, you are probably

less inclined to trust their words.

@ (a) @ (b)
® (o) @ (d)
® (e)
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A study by Eva McMahan, professor of speech
communication, verified the supremacy of nonverbal
cues. The occurrence, however, was particularly
noticeable when adults found themselves in
circumstances with contradictory messages (i.e.,

situations (A) (which /in which ) the contents of the

verbal and nonverbal messages diverge). Efforts to
influence another person verbally are therefore likely

to fail if the accompanying nonverbal communication

fails to (B) (correspond / be corresponded ) to the spoken

message. You might not believe (C) they

enjoyed substituting for you while you were away.

(O which - correspond - what

@ which - be corresponded - that

® in which - be corresponded - what
@ in which - correspond - that

® in which - correspond - what
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A study by Eva McMahan verified the (a) supremacy
of nonverbal cues. The occurrence, however, was
particularly noticeable when adults found themselves in
circumstances with (b) contradictory messages. Efforts to
influence another person verbally are therefore likely to
fail if the accompanying nonverbal communication does
not (c) correspond to the spoken message. This is because
people rely on nonverbal messages (d) more than verbal
ones. The same is probably true when you are back at the
office after an illness and your colleague tells you with a

(e) delighted expression that they were glad to take over

your workload.

@ (a) @ (b)
® (o) @ (d)
® (o)

30-04
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A study by Eva McMahan verified the (A)

(supremacy / inferiority ) of nonverbal cues. Efforts to

influence another person verbally are therefore likely to

fail if the accompanying nonverbal communication does

not (B) (correspond / contradict ) to the spoken message.

When someone tells you that they appreciate spending

time with you, but you observe how they are looking away,

you are probably less (C) (inclined /reluctant) to trust

their words.

@ supremacy - contradict - inclined
@ supremacy - correspond - reluctant
® inferiority - contradict - reluctant
@ supremacy - correspond - inclined
® inferiority - correspond - inclined
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A  study by Eva  McMahan,

communication,

professor
of speech confirmed

The  occurrence,

however, was particularly noticeable when adults
found themselves in circumstances with contradictory
messages (i.e., situations in which the contents of
the verbal and nonverbal messages diverge). Efforts to
influence another person verbally are therefore likely to
fail if the accompanying nonverbal communication does
not correspond to the spoken message. This is because
people rely on nonverbal messages more than verbal

ones.

@ the supremacy of nonverbal cues

® the difficulty of social interaction

® the importance of verbal clarity

@ the equality of all communication modes
® the necessity of emotional honesty

A study by Eva McMahan verified the supremacy
of nonverbal cues. The occurrence, however, was
particularly noticeable when adults found themselves in
circumstances with contradictory messages. Efforts to
influence another person verbally are therefore likely to
failif

This is because people rely on nonverbal messages more
than verbal ones. When someone tells you that they
appreciate spending time with you, but you observe how
they are looking away and are forcing a smile, you are

probably less inclined to trust their words.

@ the nonverbal cues are consistent with the verbal
contents

@ the verbal message is too complex to understand

® the listener ignores the nonverbal signals entirely

@ the accompanying nonverbal communication does
not correspond to the spoken message

® the speaker uses too many emotional expressions
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A study by Eva McMahan, professor of speech
communication, verified the supremacy of nonverbal

cues.

(A) The occurrence, however, was particularly
noticeable when adults found themselves in
circumstances with contradictory messages (i.e.,
situations in which the contents of the verbal and
nonverbal messages diverge).

(B) Efforts to influence another person verbally are
therefore likely to fail if the accompanying
nonverbal communication does not correspond to
the spoken message. This is because people rely on
nonverbal messages more than verbal ones.

(C) When someone tells you that they appreciate
spending time with you, but you observe how they
are looking away and are forcing a smile, you are
probablyless inclined to trust their words. The same
is probably true when your colleague tells you with
a displeased expression that they were glad to take

over your workload.

@ (B)-(4)-(©Q)
® (©)-()-(B)
® ()-®B)-(©Q)

@ (B)-(©)-@A)
@ (4)-(©)-(B)
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This is because people rely on nonverbal messages
more than verbal ones.

A study by Eva McMahan verified the supremacy
of nonverbal cues. @ The occurrence, however, was
particularly noticeable when adults found themselves
in circumstances with contradictory messages (i.e.,
situations in which the contents of the verbal and
nonverbal messages diverge). @ Efforts to influence
another person verbally are therefore likely to fail if
the accompanying nonverbal communication does not
correspond to the spoken message. @ When someone
tells you that they appreciate spending time with you, but
you observe how they are looking away and are forcing a
smile, you are probably less inclined to trust their words.
@ The same is probably true when you are back at the
office after an illness and your colleague tells you with
a displeased expression that they were glad to take over
your workload. ® You might not believe that they enjoyed

substituting for you while you were away.
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A study by Eva McMahan, professor of speech
communication, verified the supremacy of nonverbal
cues. The occurrence, however, was particularly
noticeable when adults found themselves in
circumstances with contradictory messages (i.e.,
situations in which the contents of the verbal and
nonverbal messages diverge). Efforts to influence
another person verbally are therefore likely to fail if
the accompanying nonverbal communication does not
correspond to the spoken message. This is because
people rely on nonverbal messages more than verbal
ones. When someone tells you that they appreciate
spending time with you, but you observe how they are
looking away and are forcing a smile, you are probably
less inclined to trust their words. The same is probably
true when you are back at the office after an illness and
your colleague tells you with a displeased expression that
they were glad to take over your workload. You might not
believe that they enjoyed substituting for you while you

were away.

(O Verbal manipulation is generally successful even if
nonverbal cues are inconsistent.

@ Adults are especially sensitive to nonverbal cues
when messages are conflicting.

® People often doubt spoken words when the speaker
avoids eye contact.

@ A colleague's displeased face can make you doubt
their words about taking on your work.

® Nonverbal signals tend to carry more weight than
verbal ones in communication.

30-10
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A study by Eva McMahan, professor of speech
communication, verified the supremacy of nonverbal
cues. The occurrence, however, was particularly
noticeable when adults found themselves in
circumstances with contradictory messages (i.e.,
situations in which the contents of the verbal and
nonverbal messages diverge). Efforts to influence
another person verbally are therefore likely to fail if
the accompanying nonverbal communication does not
correspond to the spoken message. This is because
people rely on nonverbal messages more than verbal
ones. When someone tells you that they appreciate
spending time with you, but you observe how they are
looking away and are forcing a smile, you are probably
less inclined to trust their words. The same is probably
true when you are back at the office after an illness and
your colleague tells you with a displeased expression that

they were glad to take over your workload.

(D The psychological reasons why people hide their
true intentions

@ The
contradictory communication

supremacy of mnonverbal signals in

® The role of eye contact in building trust between
colleagues

@ Effective  ways to  improve  nonverbal
communication skills

® The difficulty of expressing emotions through

verbal language
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A study by Eva McMahan, professor of speech
communication, verified the supremacy of nonverbal
cues. @ The occurrence, however, was particularly
noticeable when adults found themselves in
circumstances with contradictory messages. @ Efforts
to influence another person verbally are therefore likely
to fail if the accompanying nonverbal communication
does not correspond to the spoken message. ® Indeed,
mastering multiple foreign languages is becoming a
crucial asset for global career success in the modern era.
@ This is because people rely on nonverbal messages
more than verbal ones. & When someone tells you that
they appreciate spending time with you, but you observe
how they are looking away, you are probably less inclined

to trust their words.
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A study by Eva McMahan, professor of speech
communication, verified the supremacy of nonverbal
cues. The occurrence, however, was particularly
noticeable when adults found themselves in
circumstances with contradictory messages (i.e.,
situations in which the contents of the verbal and
nonverbal messages diverge). Efforts to influence
another person verbally are therefore likely to fail if
the accompanying nonverbal communication does not
correspond to the spoken message. This is because
people rely on nonverbal messages more than verbal

ones.

According to the study, people tend to prioritize

A) signals over verbal ones,

especially when the two forms of communication

(B)

(D verbal - coincide

@ verbal - clash

® emotional - cooperate
@ nonverbal - conflict

(% nonverbal - harmonize
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A study by Eva McMahan, professor of speech
communication, verified the supremacy of nonverbal
cues. The occurrence, however, was particularly
noticeable when adults found themselves in
circumstances with contradictory messages (i.e.,
situations in which the contents of the verbal and
nonverbal messages diverge). Efforts to influence
another person verbally are therefore likely to fail if
the accompanying nonverbal communication does not
correspond to the spoken message. This is because
people rely on nonverbal messages more than verbal
ones. When someone tells you that they appreciate
spending time with you, but you observe how they are
looking away and are forcing a smile, you are probably
less inclined to trust their words. The same is probably
true when you are back at the office after an illness and
your colleague tells you with a displeased expression that
they were glad to take over your workload. You might not
believe that they enjoyed substituting for you while you

were away.

L 271 ]
(@ Verbal messages are generally more trusted than
nonverbal ones in all situations.

® Adults tend to ignore nonverbal cues when they
receive conflicting information.

(© Eva McMahan's research primarily focused on
written business communication.

@ Nonverbal cues play a dominant role when verbal
and nonverbal messages differ.

(® Verbal manipulation fails if it is not supported by
matching nonverbal signals.

@ People often feel less inclined to believe words
when the speaker avoids eye contact.

Forced smiles are a type of nonverbal cue that can
lead to distrust in a listener.

ONORG) ® ®,©
® @ b,0© ®@6,®
® ©,®
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A study by Eva McMahan (@ verified the supremacy
of nonverbal cues. The occurrence, however, was
particularly noticeable when adults found themselves
in circumstances with contradictory messages (i.e.,
situations in which the contents of the verbal and
nonverbal messages ® diverges). Efforts to influence
another person verbally are therefore likely to fail if
the accompanying nonverbal communication does not
correspond to the spoken message. This is because
people rely on nonverbal messages more than verbal
ones. When someone tells you that they appreciate
spending time with you, but you observe how they are
looking away and are (© force a smile, you are probably
less inclined to trust their words. The same is probably
true when your colleague tells you with a @ displeased
expression that they © were glad to take over your
workload. You might not believe that they enjoyed @®

substituting for you while you were away.

®®0,6 ® ® 0
® @ ® ® @b
® ©@
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A study by Eva McMahan verified the @ supremacy
of nonverbal cues. The occurrence, however, was
particularly noticeable when adults found themselves in
circumstances with ® contradictory messages. Efforts
to influence another person verbally are therefore likely
to fail if the accompanying nonverbal communication
does not © correspond to the spoken message. This
is because people rely on nonverbal messages @ less
than verbal ones. When someone tells you that they
appreciate spending time with you, but you observe how
they are looking away, you are probably less ® inclined
to trust their words. The same is probably true when your
colleague tells you with a ® delighted expression that

they were glad to take over your workload.

ONORG) ® ®@,0©
® @@ ® ® ®,0,e
® @®
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A study by Eva McMahan verified the supremacy
of nonverbal cues. The occurrence, however, was
particularly noticeable when adults found (1) them in
circumstances with contradictory messages. Efforts to

influence another person verbally (2) therefore likely are

to fail if the accompanying nonverbal communication

does not correspond to the spoken message.
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A study confirmed the dominance of (1)
signals over verbal ones. This phenomenon is especially
pronounced in situations with (2) messages,

where what is said and what is shown do not match.

CIE LaLS [ZU]0 ZAH SEGHAL.

P OIA2 AMES0| HOHQ HIAX| L H|A0 X H]

AZXIE  MEot7| WZ0]C}.

e N
O|H2 AF2S0| AU Kl HIA|X[ECH H| A0 K QI H
AIXIE H A2ot7| MZ0]C}.

[Z4] becauseE A& A
[ZZA] trustE A& A
[ZZ] more than2 A& 7
[ZH][12H0] OJHEZ & A
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A study by Eva McMahan verified the supremacy
of nonverbal cues. The occurrence, however, was
particularly noticeable when adults found themselves in
circumstances with contradictory messages. Efforts to
influence another person verbally are therefore likely to
fail if the accompanying nonverbal communication does
not correspond to the spoken message. This is because
people rely on nonverbal messages more than verbal
ones.

(_dominance )( nonverbal )(cues ) (_conflicting )
('verbal ) ( messages )
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[ Heh ® (e) telling — tells j

[MEf SiAd]

JEL2 (e)oltt. When someone (e) telling you that they
appreciate ‘- o4 When &9 0] someone {1, o] &
o= FSAT gt telling 2 AEAE BAF AHEE A2 4+
et ¥19 but you observe -+ & &Z o] = F AL DA st
82 393 o4 F0] someone o ¥ tells & 1A oF 3tr},
U= gt}

- (a) verified: 30 A study(by Eva McMahan --- & $4]0])9]
23540l A AJA BEALE gt

- (b) in which: ¥ & the contents - diverge &= 5019} HAt
€ o zt& st oo, 2 A BAHBA which 27} o
Yt «HX AL + JA N YAD in which(TL Aol A)71 St

- (o) likely to fail: be likely to + SAFAE (~& 7154 0] A}).

- (d) more than: H]Q10] HA|R & Q10| WA «H T} E]» AZ]SH
o= v £E0o|t}. verbal ones 9] ones &= messages & &

o

A4 @Al FAT AZHS B o] SATT WA,

o] AAG ST A 2 A

L=
oot 150 Wg ° W Aol Aol

J0-02 oty Met (ZS5H) (24)

[ He: @ (A) in which (B) correspond (C) that ]

AE2 in which - correspond - that ©]t}.
(A) situations ___ the contents of the verbal and
nonverbal messages diverge. ¥ &2 F0{(the contents )
9} AH5AHdiverge)2 oln] Asitt, A HHAL which & 2
A 5 doj whxl A Eo] glojof sh=d]| girt. «1 el Ete
=9 «<HAAL + BAYHFAP in which 7F Hr}

(B) fails to ___ to the spoken message. correspond(¥ |5}
e Foll to & ¥ A5AE 5HE & 4 Atk T2hA be
corresponded £ £ correspond 7} $t},

(C) You might not believe ___ they enjoyed substituting
for you. believe 9] E# o] gApdo]3l, H & they enjoyed

substituting - & %0]-BA- 220} g tt 2% dE Holt},

AT AE o= &AL that ©] 31, what 2 Fof B4l 4
o] 9Z gk &}

2 XX & which, be corresponded, what 5 s}} o]AE
1E x3olzh, A Al 2A 7Hed shAE 31 Aol

oA wEkA A 2= HAolF gArAFo] Tt PA|6HA] o
A, T2 o2 AHA 9 A B e =82 A 7540l
Ar},

J0-03 013 Muy (RE3) @)

[ M ® (e) delighted — displeased ]

[MEf SiAd]

AE2 (e)o]th.

A 29 =R «Z3} vl o] A5 7} o U AFFEL 1|0
A5 E YErholtt (e)7F A& B2 The same is probably
true(0] Z9-%k ohul v 2 A|RStE R, 9Fo] «ZH YA T
SFHA AlAE Tjot AR E 2> 9 Z-2 Fxoof 3t} &
27t «JREE TA Hol 7¥ith1 ¥ o 1 EE WX o
9, #4227 o] «AB-2(displeased)> #70]o]of gt
t}. delighted(o}F 71&) 3o ©3} o] X5 E The
same is true 7} AH5HA] Z=t}.

U2 B g,

- (a) supremacy($-9)): Hl?10] 4157} § Zstrt= 4.

- (b) contradictory(2<¥): &3} H]o] A5 7} o = A3}
- (c) correspond(¥A|stt}): H]|Ao] A&7} T3t «X|51A] F
oy Anfgit.

- (d) more(H): AFEE2 v HAAE «T» 4=t}

4 FAlo] HE A JAR Folghs W FE7F A% BY
02 G419 JRE A Hoj 7|Hrta Yok FS- L oful npzk
7HA 4 Aol

J0-04 o3 M= (258) (2124)

HMelh @ (A) supremacy (B) correspond (C)
inclined

[BE ofia]

AE2 supremacy — correspond — inclined ©]t}.

(A) A study - verified the ___ of nonverbal cues. 2 A
7 «AFEEL EHT B[l AT E v Wit YEo|BE 1|
Qo] X135 9] «-9(supremacy)>°|t}. inferiority(E5)= Ayt
tjo|t}.

(B) likely to fail if the accompanying nonverbal

communication does not ___ to the spoken message.

U2 JFE FH e A7 «Abfister 270|BE, H|Qlo] 4l
37} B3} «@A A (correspond) 942> woltl. does not
contradict(2£5 X ¢ZE=thHE Yo U3} g)Fo] AX|sk= 4
o] o] Asfgt o] 57} At

(C) you observe how they are looking away ***, you are
probably less ___ to trust their words. AJA& 1= 245
By O3S «d W AoJA, less inclined to(~3}al A&
ut-S-o] @3h7} g}, less reluctant to(~3H7]18 & AT )& &
o o3]8 o ¥A "ot %ol Aot

A Ft7F FAT A7HE Bll= Aol ST kA 1
0] A4S Fote RS FAlo] BEopy, AL oful 159 &
= g 93 AHojd Holtt

o

SXIG0f 112 2OTTAF S 26102308 - HE & of
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[ HE: @ the supremacy of nonverbal cues j

AEL the supremacy of nonverbal cues(¥]2o] A159] &
ot

<A HZE Fo] BE 70| o] AF AE Eo] ¥t T
3} v do] HA|Z]7} o] = Aol A E5] FEHF T — v
o7} I3t dX|5tA] grod R FFS FH= Ae AdT
ot — A S-S "H} H|lo] HAIRE B 27| fj&o|tK(This
is because people rely on nonverbal messages more than
verbal ones). @77} &g A2 «H|do] A3 7} TH T} 7]
th= AtAoltt

o HA:

- the importance of verbal clarity(Z9] B9 £94): &
2 THr} H|do] AT E FARTH

- the difficulty of social interaction(A}8]%] A5 2-8-9] o]
) oE® AAE OFA =

- the necessity of emotional honesty(A3 2 FZ 9] QA):
A s|of gt 42 oA gt

- the equality of all communication modes(2E AL S
WA19] 55 v o7}« A5t 23 vt

34 3 AR YA o)A 24 Eva McMahan 9] A1 H|2l0]
A15.9] §-9& Els] ST

J0-06 uizt 2 ("/ES) (224)

ME: @ the accompanying nonverbal
communication does not correspond to the
spoken message

[AE ofia]

AEL «the accompanying nonverbal communication
does not correspond to the spoken message($7 2= H]
1013 SJAataso] W YA 5HA] o) ot

2A: 917F B 49 therefore & «&a} H|do] HA|X]7} o]
Std o vjQlo] 4159 997} FEHAThE Y-S W 1l
7t =] This is because people rely on nonverbal messages
more than verbal ones & «AF&E0] H|Q10]& t] €7 g £»0]
2= olfolth. WE sk ASo] Adfists 212 H|do] A5
7h 3}t «oj 3> wjojof o] o] .o} gh=t}. o]ojA| & (& Th
1 goh AlAE BhE BHE 11 Aol

g A4

- B Aol HQlo] A5 & HHs] FASHAE: AFRFES 239
H|Qlo] A5 E ¢ Wty i}

- 2ol Yi-go] Y&F Bt &
ok AFEol Y HES Y F Wol 2 ¥4 9| o] ofyz}t
Tto] « &L 27} 4ol

- Hdo] A57F o] YEat X ot dX| ot AsfE o]-{7t
glonz Hukdict.

a4: webd S 2 ullold] ojatago] wat A5 ko
W, U2 ohE Aol A Gk vX el el Aud Aol

It

J0-07 &AM sig i)
("20MW-6-0 )

[RE aa]
q

AE2 (4)-B)-(O)°]t.
- 301 2 McMahan 9] A7} «H| o] A1 5.9] §-9)>
FAot= ZES WA AAE

(A): The occurrence, however, was particularly
noticeable when contradictory messages. The
occurrence(1 /)&= F017 29 «v]Qdo] 4159 9-9»E 7F
7|22 "2 o] 2o}, 1 @] o] Fradl A (g v
doj7t o o)E F9 £t
- (B): Efforts to influence another person verbally are
therefore likely to fail - 9] therefore &+ (A)9] «ojXL=
Ao A= vdo7t o]tk E W= FEo|tt. o]9] This is
because -+ 2 1 o] F(AFEEC] HIAOE § ©3)E Wk
- (C): When someone tells you ** &} The same is probably
true when your colleague -+ &= (B)9] 94l 92| & Ho] F&=
Aol A4 oot
(B)7F (A)Ect ¥A 2 therefore 7} ¥ W&o g1, (C)7F
ol @ A 7F DE] Bt WA 19t The same ©] FRA3} 22

A & 4 .

AL (4) 2Lt 1 AL HQEe] mad AR 9k 4
o AL v 53] TSk (B) wetA vllolst ot AXs
A groml B e nxHs wde Anet] Hk. (O r
7Pt EHGT FoEA AAE FFThE, GAe 1 Ee g1
31 4012 Rolek,

Ll

L]

[AY ofia]

g2 @o|}.

Folx £%: This is because people rely on nonverbal
messages more than verbal ones.(0]= AFE0] 210] HA]
A8t H]do] AR E ¢ 97| fjgolt})

- This is because & HIZ 9 &9 «Airo] «o]H»E &
ol ®do|tt. @ H 4 Efforts to influence another
person verbally are therefore likely to fail if - does not
correspond - 7} HI2 1 HAIH(FE 5= A50] Agitho]
ot 24 FoiF 342 1 3230 @ ZEof 2fof gttt

- ® 9 When someone tells you - FE+& o] 985 KR
= TAA A7t AFE. E(Foi3 ) — A9 47}
ZAAAHL

- @o]u @ Aol Y o™ This 7} 7H2]Z «AE Asj»7} ob&] 1}
27 kA, @® Aol Yo AA] F7tol| Aut A7t 7]o]
0] 580] 7.

SiA: o]= AFEE0] ddo] HAIR KT} H|Qlo] HAIXE T B
g golt},

J0-09 g LxI/8YR| (2124)
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HE: @ Verbal manipulation is generally
successful even if nonverbal cues are
inconsistent.

(A oAl
AFL «Verbal manipulation is generally successful even
if nonverbal cues are inconsistent.(8]¢10] A&7} o] U=
TE 5= 232 AR d3edthyolth
<7 &% Efforts to influence another person verbally
are therefore likely to fail if the accompanying nonverbal
communication does not correspond to the spoken
message. H[0] A5 71 T3} o ZUH TR of= A= «AT]
h» 7Hs4o] At} o] AR & fail & successful 2 HAATE
U2 AA= 23 A7
- YAARTOA HIO] 457t TET § RAE Zeth —
the supremacy of nonverbal cues / rely on nonverbal
messages more than verbal ones.
- AR HAIAZE A4S w vAdo] A% &3] Rizdsith —
particularly noticeable when adults found themselves in
circumstances with contradictory messages.

Tl Aol AlAS Fotd AFRES 1 92 At —
looking away - less inclined to trust their words.
- ERo AFe AL JTE ol Yt B2 Al @

o} — a displeased expression ‘- You might not believe .

a4 wlQlo] AlE7 o FbeietE W S 252 gAR 4T
gt

J0-10 FH/HZ/X] (2za)

HE: @ The supremacy of nonverbal signals
in contradictory communication
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® Indeed, mastering multiple foreign languages is
becoming a crucial asset for global career success in the
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(B ofia]

AEL (A) nonverbal - (B) conflict o]t}

Q9FR: According to the study, people tend to prioritize
(A) signals over verbal ones, especially when the two
forms of communication (B).

(A) 2A: people rely on nonverbal messages more
than verbal ones. @(verbal) X2t} QAA|5H= AL «H]Qlo]
(nonverbal)» A1%.0]t}. over verbal ones &} tH|%|ojo} L2
& verbal & E°14 4 13, emotional(&A &) 29 tiy]
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(B) 27: particularly noticeable when adults found
themselves in circumstances with contradictory messages
(- the verbal and nonverbal messages diverge).
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=t — £9X4. people rely on nonverbal messages more
than verbal ones.
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o} — likely to fail if -+ does not correspond.
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looking away - less inclined to trust.
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are forcing a smile - less inclined to trust their words.
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- ® diverges — diverge: in which 7} o]T1= @A H9 F
o]% the contents(EZ)o]t}. of the verbal and nonverbal
messages £ F01& o= EY BolBE B4 FA} diverge
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- © force — forcing: you observe how they are looking
away and are ___ a smile 4] are looking away &} and 2
BE S o|F= APFolnt. are Foll= @ARA forcing © 2
oF gttt(are forcing a smile: JAZ2 231 Jrh).
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(1) 2A: verified the supremacy of nonverbal cues /
people rely on nonverbal messages more than verbal
ones. BIZF H over verbal ones(FEchHe} tju|Eo] «x|ujd
(dominance)»& Zt= AL «H]doj(nonverbal)» 415 0|t}

(2) &7 circumstances with contradictory messages (i.e.,
situations in which the contents of the verbal and
nonverbal messages diverge). Y17t 5 where what is said
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DHEok This is because people trust
nonverbal messages more than verbal ones.
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BHol: This is because people trust nonverbal messages
more than verbal ones.
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Qe The dominance of nonverbal
cues over verbal messages in conflicting
situations.
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2l The dominance of nonverbal cues over verbal
messages in conflicting situations.

- 29 A= «FF} H|Ao7t S50k AolA vl ATt
Frh LAscpoltt, 3 B4 (the supremacy of nonverbal
cues)¥} 1 dAo] FE A= X7 (contradictory messages)
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91>+ the dominance of A over B 2 £t} the dominance
of nonverbal cues over verbal messages.
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