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About Joe Navarro
Not many can say they were personally approached to join the FBI, but this is exactly what
happened to Joe Navarro while he was working as a police officer at the tender age of 23. He accepted their offer and became one of the youngest
agents ever to join the renowned investigative agency.
Joe spent the next 25 years at the FBI, working both as an agent and supervisor in the areas of counterintelligence and counterterrorism. Through his
work he was able to study, refine and apply the science of non-verbal communications. His acumen in this field and his success as a spy-catcher, led
Joe to begin training FBI agents and the intelligence community.
Retiring from the FBI in 2003, and meeting overwhelming demand for his notable insights into human behavior, Joe has dedicated himself to speaking
and consulting with major corporations worldwide.
Today Joe is recognized as one of the world’s foremost authorities on reading non-verbal communications and he is regularly interviewed on programs
such as NBC’s Today Show, Fox News, ABC’s Good Morning America, CBS’ Early Show, and for publications such as The Washington Post and
Psychology Today.
Described by his audiences as “dynamic,” “superb,” and “captivating,” Joe has lectured throughout the United States, South America and Europe, teaching
the skills of reading non-verbal behavior.
A gifted educator and speaker, Joe utilizes his FBI experiences to guarantee his lectures are not only fascinating, but also singularly unique.
Personally sought out by CEOs of a number of major global organizations, Joe provides the same personalized hands-on attention, which made him
famous at the FBI and at Saint Leo University in Florida where he serves on the adjunct faculty.
Joe has been writing articles and books for the past 15 years. He also writes regular monthly columns for a variety of publications.
His books include the international bestseller What Every Body is Saying; Louder Than Words; and his latest book, Dangerous Personalities.
Select Keynotes
Nonverbal Communications in a Multicultural Setting
Given that we increasingly work and negotiate in a complex, multicultural environment, how we do so will determine how successful we will be.
Understanding how different cultures communicate is just the start; there is also how culture affects how others think, view the world, use time,
prioritize transactions, associate with others and use space. Just as we have social preferences, other cultures have their own, and
understanding those preferences is key to building successful relationships. Tailored to the needs of the client, whether they are working in
Asia, the Middle East, Latin America or elsewhere, this presentation takes into account culture, ethnography, anthropology, as well as nonverbal
communications.
The Power of Influence
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This presentation takes a close look at all the things that influence us. Small things matter when it comes to influence and how we use time,
color, space, touch, words and gestures will determine what others think and feel about us. Based on his 25 years of experience working with the
FBI and with corporations, Joe Navarro simplifies what is truly influential and what inspires and motivates others. This is the perfect
presentation for those interested in harnessing the power of influence.
The Power of Nonverbal Communications
Nonverbal behaviors comprise approximately 60–80% of all interpersonal communication. They can reveal a person’s true thoughts, feelings,
concerns, as well as intentions. And because people are not always aware they are communicating nonverbally, body language is often more
honest than the spoken word. In this presentation, Joe Navarro, a world-leading expert on the applied use of nonverbal communication, will
provide crucial insights into how to master nonverbal intelligence in business to assess and influence others.
Drawing on his decades of experience in behavioral sciences and 25 years in the FBI, Joe will take a fresh look at nonverbal intelligence as a tool
for change, for better communication, for collaboration and for success. He will show how to decode what’s really being said in meetings,
negotiations, due diligence settings and interviews, which can often impact decisions and reputations. The presentation also covers how to
manage your “curbside appeal” to insure first and last impressions inspire and attract, including the five most important traits of exceptional
individuals that will help the audience differentiate themselves in a world where there is little left to differentiate.
This presentation is immediately practical, detailed and full of valuable pointers on how to communicate more effectively and confidently, as
well as persuasively. We communicate every day—how well we understand others and communicate with them often dictates our success.
Select Book Titles
2 0 1 7: Three Minutes to Doomsday
2 0 1 4: Dangerous Personalities
2 0 0 9: Louder Than Words
2 0 0 8: What Everybody is Saying
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