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This work examined how people persuade others by using verbal and nonverbal behavi
ors in face-to-face persuasive dyads and multi-paties. The results showed that persuaders use different ve
rbal and nonverbal channels compared to persuadees, and persuaders in dyads use some verbal and nonverbal
channels differently when they persuade others in multi-parties. The results indicate the development of s
ocial skill trainning program for face-to-face persuasion.
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