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Sure, dogs bark, but a significant amount of a dog’s communication is via its tail.

Having had dogs almost all of my life, three of them sitting beside me as I write this in 
the yard on a beautiful Sunday afternoon, it’s clear that they are highly emotional 
creatures. They can’t fake the signal their tail sends.

Humans not having tails, you’d think that it would be a lot harder to read them. But in 
my experience working on thousands of negotiations, that prior sentence is a fallacy. 
Humans, and human organizations, do have tails, well, tails in the metaphorical sense, 
but tails that tell tales, nonetheless.

In the context of negotiation, most assume that humans communicate verbally, i.e., via 
words, whether in written or oral form. But that’s hardly the case.

The person, and that term includes entities, with whom you’re negotiating is 
communicating positions and intentions via their tail, i.e., non-verbally.

The difficulty, of course, is that although dogs are highly emotional in the sense of the 
tail wagging the dog, humans are, at least for the most part, less emotionally driven 
which leads to the possibility that their positions and intentions are kept under control. 
But, in my experience, even when under supposed control, their “tails” are moving, 
even if ever so slightly.

This leads to three simple sounding points. (The fact of the matter is, if they were so 
simple, one wouldn’t observe their violation on a near daily basis.)
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Do your best to control your emotions, and not just those that someone can 
physically see, but those that, on a group level, signal position and intent, such as 
neediness or desperation. Of course, for those who don’t understand what their own 
tail is doing, it’s likely giving them away.

Spend a significant amount of time analyzing the tales that the other side’s tail has 
been sending. Sure, you might be wrong, but spending time engaged in the process 
is of tremendous value in any event. I have no hard data on this, and who knows if 
anyone does, but my gut built up over the decades negotiating deals is that a huge 
part of the signaling is unintentional, a window into the soul of your negotiating 
opposite, so to speak. (Of course, some counter parties have no soul, but that’s 
another issue, one that is also important.)

To the extent that you’re more evolved than a dog, and therefore a bit more in control 
of your metaphorical tail, understand that how it’s used, both to signal actual intention 
and positions, and so on, as well as to purposefully mislead, is a secret superpower. 
Wag right, move left is a real thing.

https://youtu.be/TIVf6ijV6Qo


Your favorites, updated. 

Hospitals gorged on 
“aligned” physicians. 
Now it’s evident that 
integrated care delivers 
neither better care nor 
lower costs. And now, 
technology is mooting 
many of the reasons for a 
hospital’s existence. How 
can your practice survive 
in the post-hospital 
world?

Two of our most popular publications are back with current 
statistics and the same urgent message: You must plan for your 

group's continued success.

An inadequate 
governance structure 
can cripple your 
medical group’s ability 
to make effective 
decisions. Are steering 
your group toward 
disaster? The Medical 
Group Governance 
Matrix introduces a 
simple four-quadrant 
diagnostic tool to help 
you find out.  

Get your copyGet your copy
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When you're ready, here are 4 ways I can help you

and your business:

Download one of our books.

Our books provide you with a framework 
for thinking about your success. Browse 
our selection and take control of your 
future today.

Be a guest speaker on our podcast.

Passionate about sharing personal and 
professional achievements and lessons 
learned? Email me to participate in the 
conversation.

Book me to speak to your group or 
organization. 

I've presented to various medical 
groups,  organizations, universities, and 
privately consulted on many topics that 
today's healthcare professionals are 
facing. Let's discuss a tailored 
presentation to fit your group.

Engage me to represent you.

If you're interested in enhancing your 
profitability and effectively managing 
your risk, email me to discuss how we 
can work together to achieve your goals.

Join the conversation

Visit our website  
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