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have included a live version of the training in your media package plus a studio recording so

you can choose which version you prefer.
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NLP Practitioner Certification Test

Please complete this test PRIOR to arriving at the fraining. We will send you out a
copy of this test via email so you can utilize your laptop or PC to complete. If you
don’'t have your electronic version, call/email us and we will e-mail you the
qguestions so you can type the answers into a computer

You can find answers here as well as on MP3’'s and Manual
http://www.nlpworld.co.uk/nlp-glossary/

NAME: e Date: ...
1. List six presuppositions of NLP.
2. What is the law of requisite variety?
3. Which of the following descriptions are sensory based (S) and which are
hallucinations/mind reads (H)2 Bear in mind sensory based is based on
fact.

Her lips puffed and the muscles on her face tightened.
She was relieved.

The volume of his voice was diminished.

She looked guilty.

He looked cold.

He showed a sense of security.

His pupils dilated.

4, List six modalities of calibration (i.e. skin fonus etc)
5. What is the difference between voice tone, tempo and timbre?
6. What is rapporte How is it usefule?

7. List five things to match in getting rapport.
8. What is cross over mirroring?e
9. For each of the following predicate, identify whether they are visual (V),

auditory tonal (At), kinaesthetic (K), olfactory (O), gustatory (G), or auditory
digital (Ad) Some of these may be multiples (E.g. Ad/V)so list all.
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stink warm tough look

see hear yummy remember
look feel sense taste
thoughtful viewpoint tell survey
tension putrid push shocking
waftch silent music hard
throw motivate bitter Brilliant

10, Translate the following sentences into a different representational system.

Things look good.

It is so quiet that you can hear a pin drop.
You are really fired up!

That sounds like a great idea.

People don't see me as | see myself.

Your words leave a sour taste in my mouth.

11.What is "overlapping representational systems" and when would you use
the patterne

12.  What are the 9 keys to achievable outcomes? (write them out please)
What is the purpose of them?

13. Prepare a hypnotic phrase for each of the following Milton Model Patterns:
Mind reading
Conversational postulate
Cause and effect
Selectional Restriction Violation
Lack of Referential Index
Deletion
Ambiguity
Embedded Command
Extended Quotes
Tag Question

14, What is the "Meta Model"?

15.  What are the three processes of internalizing on which the meta model is
based?
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16.

17.

18.

19.

20.

21.

22.

23.

24.

25.

26.

27.

Identify the Meta Model violations/patterns (.E. Cause and effect etc.) in
each of the following sentences and indicate what the appropriate Meta
Model challenge would be? (E.G. He makes me happy - Simple deletion —
How does he make you happy)?

He makes me happy.

It's wrong to cheat.

| regret my decision.

Nobody ever pays any aftention fo me.

Sue cares for me.

Susan hurt me.

I'm angry.

| should study harder.

How would you ‘chunk’ someone up beyond their current problem
(perhaps in negotiation). Write down the phrases you would use. See
Hierarchy of Ideas section.

List six (6) visual and six (6) kinaesthetic and (6) auditory submodalities.

Explain the difference between contrastive analysis and mapping across?

What is meant by "Primary Representational System," and how do you
detect ite

What is meant by "Lead Representational System," and how do you detect
ite

What is the difference between association and dissociation, and when is it
useful fo use either?e

What are perceptual positions? (Name the positions).
What is an anchor?

What is “all you need” when it comes to conversational anchoring? (See
manual).

What is the first choice (number one in list) words to use when
conversational anchoring? (see manual).

What is chaining anchors and when do you use it?
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28.

29.

30.

31.

32.

33

34

35

36

37

38

39

40

What is "state" and why is it important?e

What is a "pattern interrupt" and when is it useful? (this is not in the manual,
see the glossary on my website)

Describe the following frames and tell when to use them: (in the conscious
use of language section).

a. Evidence b. Backtirack c. Relevancy d. Contrast e. Ecology f. As if

Describe how you would discover how your client stores time. Look in
manual to find script. Write out the whole script then, elicit your own Time
Line and draw/design a picture of it on your paper or write it in text.
What is a phobia? Full definition please.

Fillin the eye patterns of a normally organized right handed person (draw
or write in fext).

What is a strategye

What is the formal script for eliciting a strategy?¢ (In manual - “text for
formal strategy elicitation”)

What is a "reframe" and when is it useful?
What is the difference between a "Context" and a "Content" reframe?

What is the agreement frame and when would you use ite (in manual -
conscious use of language section)

What is a conditional close and when would you use itg (in manual -
conscious use of language section)

Why is "Intent" important in negotiations? (see NLP negoftiations and
meeting section)

41  What is Neuro Linguistic Programming?
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What is NLP?

A Model of Communication and Personality

Neuro-Linguistic Programming (NLP) began as a model of how we communicate to
ourselves and others. It was originally developed by Richard Bandler, John Grinder and
others. This model explains how we process the information that comes into us from the
outside. The belief is that “The map is not the teritory.” And so the internal
representations that we make about an outside event are not necessarily the event
itself.

Typically, what happens is that there is an external event and we run that event
through our internal processing. We make an Internal Representation (I/R) of that
event. That I/R of the event combines with a physiology and creates a state. “State”
refers to the internal emotional state of the individual N a happy state, a sad state, a
moftivated state, and so on. Our I/R includes our internal pictures, sounds and dialogue,
and our feelings (for example, whether we feel motivated, challenged, pleased,
excited, and so on). A given state is the result of the combination of an internal
representation and a physiology. So what happens is that an event comes in through
our sensory input channels which are:

Visual Including the sights we see or the way someone looks at us;

Auditory Including sounds, the words we hear and the way that people say those
words to us (unless you specifically want variety in form);

Kinaesthetic  Or external feelings which include the touch of someone or something,
the pressure, and texture;

Olfactory Which is smell;
Gustatory Which is taste
The external event comes in throughout sensory input channels and it is filtered and we
process the event. As we process the event, we delete, distort, and generalize the

information that comes in, according to any number of several elements that filter our
perception.

Deletion

Deletion occurs when we selectively pay attention to certain aspects of our experience
and not others. We then overlook or omit others. Without deletion, we would be faced
with much too much information to handle with our conscious mind.
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Distorfion

Distortion occurs when we make shifts in our experience of sensory data by making
misrepresentations of reality. In Eastern philosophy there is a well-known story of
distortion in the rope versus snake analogy. A man walking along the road sees what
he believes to be a snake and yells “SNAKE.” However, upon arriving at that place he is
relieved as he discovers that what he sees is really only a piece of rope.

Distortion also helps us in the process of motivating ourselves. The process of motivation
occurs when we actually distort the material that has come into us that has been
changed by one of our filtering systems.

Generalization

The third process is generalization, where we draw global conclusions based on one or
two experiences. Af its best, generalization is one of the ways that we learn, by taking
the information we have and drawing broad conclusions about the meaning of the
effect of those conclusions.

Normally, the conscious mind can only handle 7 (plus or minus 2) items of information at
any given time. Of course, many people can't even handle this number, and | know
people who are a “1 (Plus or minus 2).” How about you?2 Try this: Can you name more
than 7 products in a given product category, say cigarettes? Most people will be able
to name 2, maybe 3 products in a category of low interest and usually no more than 9
in a category of high interest. There is a reason for this. If we didn’'t actively delete
information all the time, we'd end up with much too much information coming in. In
fact, you may have even heard that psychologists say that if we were simultaneously
aware of all of the sensory information that was coming in, we'd go crazy. That's why
we filter the information.

So, the question is, when two people have the same stimulus, why don't they have the
same response? The answer is, because we delete, distort, and generalize the
information from the outside.

We delete, distort and generalize the information that comes in from our senses based
on one of five filters. The filters are, Meta Programs, belief systems, values, decisions,
and memories.

Meta-programs

The first of these filters is Meta Programs. Knowing someone’s Meta Programs can
actually help you clearly and closely predict people’s states, and therefore predict their
actions. One important point about Meta Programs: they are not good or bad, they
are just the way someone handles information.
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Values

The next filter is values. They are essentially an evaluation filter. They are how we
decide whether our actions are good or bad, or right or wrong. And they are how we
decide about how we feel about our actions. Values are arranged in a hierarchy with
the most important one typically being at the top and lesser ones below that. We all
have different models of world (an internal model about the world), and our values are
the result of our model of the world. When we communicate with ourselves or someone
else, if our model of the world conflicts with our values or their values, then there's going
to be a conflict. Richard Bandler says, “Values are those things we don't live up to.”

Values are what people typically move toward or away from (see Meta Programs).
They are our attractions or repulsion’s in life. They are essentially a deep, unconscious
belief system about what's important and what's good or bad to us. Values change
with context too. That is, you probably have certain values about what you want in a
relationship and what you want in business. Your values about what you want in one
and in the other may be quite different. And actuadlly, if they're nof, it's possible that
you may have trouble with both. Since values are context related, they may also be
state related, although values are definitely less related to state than are beliefs.

Beliefs

The next filter is beliefs. Beliefs are generalizations about how the world is. One of the
important elements in modelling is to find a person’s beliefs about the particular
behaviour we are trying to model. Richard Bandler says “Beliefs are those things we
can't get around.” Beliefs are the presuppositions that we have about the way the
world is that either create or deny personal power to us. So, beliefs are essentially our
on/off switch for our ability to do anything in the world. In the process of working with
someone’s beliefs, it's important to elicit or find out what beliefs they have that cause
them to do what they do. We also want to find out the disenabling beliefs, the ones
that do not allow them to do what they want to do.

Memories

The fourth element is our memories. In fact, some psychologists believe that as we get
older, our reactions in the present are reactions to gestalts (collections of memories
which are organized in a certain way) of past memories, and that the present plays a
very small part in our behaviour.
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Decisions

The fifth element, and related to memories, is decisions that we've made in the past.
Decisions may create beliefs, or may just affect our perceptions through time. The
problem with many decisions is that they were made either unconsciously or at a very
early age, and are forgotten.

These filters will determine our internal representation of an event that is occurring right
now. It is our internal representation that puts us in a certain state, and creates a
certain physiology. The state in which we find ourselves, will determine our behaviour.

Remember that in this model the map, the I/R, is not the territory. Our every experience
is something that we literally makeup inside our heads. We do not experience reality
directly, since we are always deleting, distorting, and generalizing. Essentially, what we
do experience is our experience of the territory and not the territory itself.

In a study of communication at the University of Pennsylvania in 1970, the researchers
determined that in communication, 7% of what we communicate is the result of the
words that we say, or the content of our communication. 38% of our communication to
others is a result of our verbal behaviour, which includes tone of voice, fimbre, fempo,
and volume. 55% of our communication to others is a result of our nonverbal
communication, our body posture, breathing, skin colour and our movement. The
match between our verbal and non-verbal communication indicates the level of
congruency. (See Sfructure of Magic Il).
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Definition of NLP

Neuro

Linguistic

Programming

The nervous system (the mind), through which our experience is
processed via five senses include:

Visual
Auditory
Kinaesthetic
Olfactory
Gustatory

Language and other nonverbal communication systems through
which our neural representations are coded, ordered and given
meaning. Includes:

Pictures

Sounds
Feelings

Tastes

Smells

Words (Self Talk)

The ability to discover and utilize the programs that we run (our
communication fo ourselves and others) in our neurological systems
tfo achieve our specific and desired outcomes.

In other words, NLP is how to use the language of the mind to consistently achieve our
specific and desired outcomes.
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State V Godl

Value or State Goal or Outcome
Stated ambiguously Stated specifically
Write affirmations Write goals/outcomes
You can have it now Time is involved
No steps Steps needed to get there

(Get final step and work backwards)

Infinite Measurable

Stated for self and/or others Stated for self only
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NLP Communication Model

HIEE

Delete
Distort

Generalise

Internal
Representation

External

Cuvrmnd

Time/Space
Matter/Energy

Language

Memories

Decisions

Meta Programs

Values & Beliefs

Attitudes

Behaviour

Physiology
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Five Principles for Success

1. Know your outcome.

2. Take action.

3. Have sensory acuity.

4, Have behavioural flexibility.

5. Operate from a physiology and psychology of excellence.
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Keys to an Achievable Outcome

Begin by asking yourself: “How is it possible that | (they) don’t have it now?”

1. Stated in the positive:
What specifically do you want?e

2. Specify present situation:
Where are you now? (Associated)

3. Specify outcome:
What will you see, hear, feel, etc., when you have ite
e Asifnow
e Make compelling
e Insertin future. Be sure future picture is dissociated

4. Specify evidence procedure:
How will you know when you have ite

5. Is it congruently desirable?
What will this outcome get for you or allow you to do?

6. Is it self-initiated and self-maintained?
Is it only for you?

7. Is it appropriately contextualized?
Where, when, how, and with whom do you want ite

8. What resources are needed?
What do you have now, and what do you need to get your outcome?
e Have you ever had or done this before?
e Do you know anyone who has@
e Canyou act asif you have ite

9. Is it ecological?
e For what purpose do you want this?
o What will you gain or lose if you have it2

What will happen if you get it?2

What won't happen if you get it2
What will happen if you don’t get it¢
What won't happen if you don't get it?
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14

Well-Formed Conditions
For OQutcomes/Goals

1. Stated in positive terms.

2, Initiated and maintained by client.

3. Specific sensory-based description of outcome and the steps needed to get
there.

4, Ecological.

5. More than one way to get the outcome.

6. First step is specified and achievable.

7. Does it increase choice?
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Prime Directives of the Unconscious Mind
From the NLP Certification Training

1. Stores memories
Temporal (in relationship to time)
A temporal (noft in relationship to fime)

2. Is the domain of the emotions

3. Organizes all your memories
(Uses the Time Line. Mechanics is the Gestalt.)

4, Represses memories with UNRESOLVED negative emotion

5. Presents repressed memories for resolution.
(To make rational and to release emotions)

6. May keep the repressed emotions repressed for protection

7. Runs the body
Has a blueprint:
e of body now
e of perfect health (in the Higher Self)

8. Preserves the body
Maintain the integrity of the body

9. Is a highly moral being
(the morality you were taught and accepted)

10. Enjoys serving, needs clear orders to follow
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11. Controls and maintain all perceptions
Regular
Telepathic
Receives and transmits perceptions to the conscious mind

12. Generates, stores, distributes and transmits “energy”

13. Maintains instincts and generate habits

14. Needs repetition until a habit is installed

15. Is programmed to continually seek more and more
There is always more to discover

16. Functions best as a whole integrated unit
Does not need parts to function

17. Is symbolic
Uses and responds to symbols

18. Takes everything personally.
(The basis of Perception is Projection)

19. Works on the principle of least effort
Path of least resistance

20. Does not process negatives
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10.

1.

12.

13.

14.

15.

16.

Presuppositions Of NLP

Convenient Assumptions Mnemonic Device

RESPECT

Respect for the other person’s model of the world. U R-W O RLD
Behaviour and change are to be evaluated in terms of context, and ecology
Resistance in a client is a Sign of a lack of rapport. (There are no resistant clients,

only inflexible communicators. Effective communicators accept and utilize all
communication presented to them.)

People are not their behaviours. (Accept the person; change the behaviour.)

Everyone is doing the best they can with the resources they have available.

(Behaviour is geared for adaptation, and present behaviour is the best choice

available. Every behaviour is motivated by a positive intent.)

Calibrate on Behaviour: The most important information about a person is that
person’s behaviour.

The map is not the Territory. (The words we use are NOT the event or the item
they represent.)

(U) You are in charge of your mind, and therefore your results (and | am also in
charge of my mind and therefore my results).

People have all the Resources they need to succeed and to achieve their
desired outcomes. (There are no unresourceful people, only unresourceful
states.)

All procedures should increase Wholeness

There is ONLY feedback! (There is no failure, only feedback.)

The meaning of communication is the Response you get.

The Law of Requisite Variety: (The system/person with the most flexibility of
behaviour will control the system.)

All procedures should be Designed to increase choice. If what you are doing
isn't working, do something different!

All experience has structure

Whoever you think you are, you are always more than that!
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Observing Other People

Sensory Acuity

Basis: Modelling Milton Erickson, the creators of NLP observed that people make
minute changes from moment to moment, and that those changes have
meaning if you have enough Sensory Acuity.

1. Skin

[T ] o) SRR Dark
2, Skin Tonus (The Tone of the Muscles)

SYMMETTCAL et Not Symmetrical

3. Breathing

Rate
B OIS T oottt e e ettt ettt ettt ——————aeteetttet et ———————————ttteterraen Slow
Location
[T | TR UPERUTPR Low
4 Lower Lip Size
LIS eeiiiiiiiiie ettt ettt e e e e e e e e ——————————————ttttteteteataaeeaeaenaaias No Lines
5. Eyes
Focus
F O CUSEA i e e e e e e e e e e e e e e e e e e e aeaaeaaaaeas Defocused
Pupil Dilation
D O A et e e et e e e eeeaeeaaaaaaaaaan Undilated
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Rapport

Think of it! If there's anything that you want to get, or if there's anything you need, then
you will probably need someone's help in getting it. This is tfrue whether you're a
salesperson, a teacher or even a carpenter. No matter what you do, the ability to
develop and maintain rapport with the large numbers of people of varying
backgrounds will allow you to get what you want. Having rapport with someone will
allow you to do anything. So, rapport is probably the most important skill on the planet.

The basis of rapport is that when people are like each other, they like each other.
When people are not like each other, they don't like each other. When you like
someone, you are willing to assist them in having whatever they want. Remember that
38% of all communication is tone of voice, and 55% is physiology. So, most
communication is outside of our conscious awareness. A fremendous opportunity exists
for communication outside of normal channels, and that's what rapport is all about.

For the sake of confrast please remember a time when you were accessing your
feelings, in a feeling state, or calm and quiet. Was there a time when you were in this
state, and perhaps you can recall being with another person who was in an excited
(visual) mode. Do you remember the feelings in your body when that happened?

Or can you remember being in a really excited (Visual) mode, and talking to someone
in a real slow (Kinaesthetic) state. Remember how it drove you crazy waiting for the
other person to catch up?

Please, remember that neither of these modes of operation is wrong, they're just how
people operate. To be a master communicator, you will also need to keep in mind that
you will communicate best with people, when you employ their primary modality.

Too often, however, communication takes place in a system where people are
unconsciously mis-matching modalities. So the first major element of rapport is to
match the modality the personis in.

If you're meeting with someone, for example, who is in high visual, and you're not quite
there, sit up in your chair, breathe from the top of your lungs, and be excited. Or at
least act in a way that matches what they're doing. On the other hand, if you're
meeting with someone who is auditory, you want to slow down a bit, modulate your
voice more, and ‘“listen, really listen.” If you're meeting with someone who is
kinaesthetic, slow waaay dooown. And talk to them about feelings. Actually change
your voice tone so that it matches theirs, and really “get a sense of it.”

On the next few pages down are lists of predicates, and predicate phrases. Look at
these now (or when you are ready), and notice the words and phrases that people use
in each major representational system. In each major representational system, people
are using different words and different phrases that actually reveal what's going on
inside their heads.
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The second element of rapport is physical mirroring of the individual's physiology.
Actually physically copying their posture, facial expressions, hand gestures and
movements, and their eye blinking will cause their body to say unconsciously to their
mind, “Hey, (s)he's like me!” It's undeniable to the nervous system.

The third element is o match their voice: The tone, fempo, timbre (quality of the voice),
and the volume. You can also match their key words. Perhaps they often say,
“Actually.” You can use it in a sentence several fimes. Say it back to them.

The fourth element is to match their breathing. You can actually pace someone's
breathing by breathing at exactly the same time as they do (matching the in and out
breath). By matching their breathing, by pacing their breathing, you can then begin to
lead them out of the representational system they're in, into another one.

The fifth element is to match the size of the pieces of information (chunk size or level of
abstraction) they deal with. If someone usually deals in the big picture, they will
probably be bored with the details. On the other hand someone who is into details will
find that there's not enough information to deal with, if you only give them the big
picture. So make sure that you are matching the content chunks that the person deals
with.

The sixth element is fo match their common experiences. This is what's usually called
rapport. When people first meet, often their early relationship is about matching
common experiences, common interests, background, and beliefs and values and their
ideologies and common associations.

Those are the critical elements of rapport. Next, how do | establish rapport, and then
how do | know when I'm in rapport?

To establish rapport, the process is to match and mirror completely, what the other
person is doing. When I'm training people in rapport skills they often ask, “Well how can
| do that, they'll think I'm making fun of them.” You do need to be subtle when doing
matching and mirroring, but typically most people are in a trance when talking
anyway. They're so caught up in what they're going to say next that they are rarely fully
aware of what you're doing. And if they do, you can have a good laugh about it.

Cadlibration is one way of testing whether you're in rapport with someone. Simply, that
means you need to develop your sensory acuity to such an extent that you can begin
to see people’s reactions to your communication. Watch their eyes, the muscles
around the eyes, the lower lip, the colour of the face and hands, the breathing. These
are all indicators of rapport.

In addition there are some indicators that happen in your own body that you can
notice. As you begin to go into rapport, there's a certain, specific physiological feeling
that begins to occur in the body. It happens in the area of the legs, and chest, and
could almost be described as a feeling of nervousness or anticipation. The next thing
that happens is that you can feel the colour in your own face begin to change. It's a
feeling of warmth in the face that rises up from the neck.
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As you noftice this, you can also notice, within about one minute, the colour in the other
person's face increases. The change in colour usually happens one minute after you
notice the internal feelings. Usually within another minute or so, the person you're
talking to will say something like, “...and (your name), my good friend here..."” or “| feel
like I've known you for years...” They may even use the word “rapport” or “trust” to
describe what they're experiencing.

Even if you don't have an experience of these indicators of rapport, there's another
way that you can tell. This process is pacing and leading the other person. After you've
matched and mirrored a person for say, 5 or 10-minutes, you can then begin to lead
them and to lead their behaviour. Successful leading is another way you can tell if
you're in rapport with someone.

Establishing rapport is also important in the case of interpersonal relationships, say with a
member of the opposite sex. What you'd want to do first of all is to establish rapport
with them. Get into rapport. Match and mirror them so that they begin to trust you,
feel good about you, and have good internal representations about who you are. You
may recall times that you've done the opposite, | certainly have. And I'm sure that the
other person thought that | was a totally inept person (at best). At worst, there's no trust.
Rapport is an important process in both business and in interpersonal relationships.

The following exercises are to assist you in developing your ability to gain rapport with
other people:

1. Establish rapport with as many people as you can in the coming week. For
example, practice when you go info a restaurant; establish rapport with the
maitre d', and with your waiter or waitress.

2. Match and mirror someone near you in a restaurant, or wherever you are.
Noftice if you're able to establish rapport.

3. When you're going up to a counter to purchase something, practice establishing
“instant” rapport (it's possible).

4, Watch people's physiology for a whole week. For example on Monday, watch
colour; Tuesday, watch lower lips, etfc.

To master the skill of rapport, it's important to learn the ability to gain instant rapport with
anyone. | was staying in Anchorage, Alaska once in the summer, and a series of events
had put me in a sifuation where | needed to have a hotel room, and | had no prior
reservation. | called several major “name brand” hotels in the phone book, and found
them all booked. So when panic set in, | began to call blindly, and found a hotel that
had space. When | got to the hotel, | discovered that it wasn't the kind of hotel that |
really would stay in. In fact, | began to feel that staying there was NOT an exercise of
my personal power. | decided that | needed a hotel room, and | needed it now!
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So, | went back to a “brand name” hotel that | had already called and was told there
was no room, that they were 150% booked. | went up to the front desk, and matched
and mirrored the girl behind the front desk. As we started our conversation, | falked as |
imagined she would talk. Almost immediately, | saw her facial colour change. At that
point, | knew | had established rapport.

She said, “I'm going to do whatever it takes to get you a room.” She spent a half-hour
“finding” me a room. She talked to the manager twice, and | had my room. Not only
did | establish rapport, but two days later when a friend came in to pick me up at the
hotel, she spent several minutes telling him what a wonderful person | was. And | had
only talked to her for ten minutes!

If you practice these skills you will develop the ability to go into instant rapport with
ANYBODY. | had just finished doing training on rapport, and | was going to lunch with
one of my students. We were going to a restaurant for lunch and roughly one 1/2-hour
before an afternoon appointment.

When we got to the restaurant, the girl behind the desk said, with her head looking
down at the schedule, “It'll be at least 20 minutes.” And | said to myself, “Oops, it's time
for rapport!” As | looked to my friend, | saw him matching and mirroring her, and
decided to see what happened. When she looked up at him, she went into instant
rapport and her facial colour instantly changed, and she smiled and said, “Do you
mind a table in non-smoking?” (remember this was a while ago so smoking was very
popular), We said, “No.” And she had us taken to our seats immediately!

Powerful stuff!

Here's one more exercise! This one involves two people. Person “A” begins to tell person
“B" about a work experience or a personal experience. Person B matches and mirrors
person A. Totally establish rapport. Now, both person A and B notice the matching
and mismatching of eye cues, predicates, and other elements of rapport. Notice also
the feelings of comfort and discomfort as they occur.

Notice what's going on internally in your body as well as externally as you go through
the exercise. Notice the feelings as you go into rapport. After about 3-5 minutes, you
should notice the physiological feelings of rapport. Notice them. Also look then for the
outward signs of rapport.
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Qutcome

To be able to establish rapport with any person, at any moment in fime:

Theory

A. Communication is: 7%,

7% Words '
38% Tonality

55% Physiology
55%

= Words Tonality Physiology
B. When people are like each other, they like each other. Rapport is a process of

responsiveness, not necessarily “liking”.

Process

A. Rapport is established by matching & mirroring

B. The major elements of rapport (Key elements marked with “e"):
- Mirroring
- Matching
Physiology (55%) Tonality (38%) Words (7%)
Posture o Voice Predicates
Gesture Tone (pitch) Key words
Facial expression & Tempo (speed) Common experiences &
blinking Timbre (quality) associations
Breathing Volume (loudness) Content chunks
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10.

11.

12.

Representational Systems
Characteristics

Each representational system can best represent the aspect of the world that it
responds to directly. Many people get into trouble by representing experience
with the wrong representational system.

Digital descriptions are always secondary experience so they contain less
information than the primary experience which they describe.

Auditory digital is valuable as a filing system, to keep track of experience:

To categorize experience;

To plan and set direction;

To summarize;

To make a running commentary on raw data;
To draw conclusions;

To make sense of things.

Auditory tonal can add emphasis and help flesh out raw data.

Visual can represent an enormous amount of data simultaneously and
instantaneously.

Auditory processing is sequential and takes longer than visual processing which is
simultaneous.

The kinaesthetic system has more inertia and duration than the visual and
audifory systems.

When making decisions it is difficult to fully represent possibilities using only
sounds, words or feelings. The visual system is helpful, because it enables one to
simultaneously picture different options and make comparisons between them.

Kinaesthetic tactile and proprioceptive sensations help provide raw data.
Kinaesthetic Meta is the primary way people evaluate experience.

Congruent feelings are perceptual feelings of events, involving direct tactile and
proprioceptive sensations. They are purely perceptual or sensory experiences
without evaluations.

Meta-feelings are evaluative feelings about events in response to criteria, and
usually have a positive or negative value. They are what we usually call
emotions or feeling states. Meta-feelings may be created through past
anchoring of experiences and/or beliefs.
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Representational System
Preference Test

For each of the following statements, please place a number next to every
phrase. Use the following system to indicate your preferences:

4 = Closest to describing you
3 = Next best description
2 = Next best
1 = Least descriptive of you
1. | mostly make decisions about money based on:
__theright gut level feelings
____which is the best, sound solution and resonates for you
__ whatlooks best to me after clearly seeing the images in question
___ precise review and study of the situation
2. During an argument, | am most likely to be influenced by:
__ the loudness or softness of the other person's tone of voice
___whether or not | can see the other person's viewpoint
__thelogic of the other person's argument
__whether or not | am in touch with mine and the other person's feelings
3. llike to be aware of the following in conversation:
___the way people display themselves and give-away facial expressions
___thefeelings that we share

the words | and they choose and whether it all makes good sense

the variability of sounds and intonations in the ‘story’ of the voice
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4. If 1 had the choice of these in order, first | would like to:
___find the ideal volume and tuning on a stereo system
___review the layout of the room to understand the person by this method
____select the most comfortable furniture
__ look around and take in the décor, pictures and how the room looks before
doing anything else.

5. Which describes your room that you live in:
__ thehifiis very prominent and you have an excellent CD/MP3 collection
___it's a practical layout and things are situated in logical location
__ the feel of the place is the most important o you

the colours you choose and the way a room looks are most important

Step One: Copy your answers from the previous page to here:

K 2. A K J—— v
________________ A mmmmmmmmmmmem \Y — K
________________ \% Ad e Ad
———————————————— Ad e K e A

S — A 5. A
_________________ Ad i Ad
_________________ K —mmmmmmmmmmm—e- K
_________________ V e \%
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Step two:  Add the numbers associated with each letter. There are 5 entries for each
letter:

Vv A K Ad

5

Totals:

The comparison of the total scores in each column will give the relative preference for
each of the 4 major Representational Systems.
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Favoured Representational Systems

V  Visudl

People who are visual often stand or sit with their heads and/or bodies erect, with their
eyes up. They will be breathing from the top of their lungs. They often sit forward in their
chair and tend to be organized, neat, well-groomed and orderly. They memorize by
seeing pictures, and are less distracted by noise. They often have trouble remembering
verbal instructions because their minds tfend to wander. A visual person will be
interested in how your program LOOKS. Appearances are important to them. They are
often thin and wiry.

A Auditory

People who are auditory will move their eyes sideways (remember Richard Nixon?).
They breathe from the middle of their chest. They typically talk to themselves, and are
easily distracted by noise. (some even move their lips when they talk to themselves.)
They can repeat things back to you easily, they learn by listening, and usually like music
and talking on the phone. They memorize by steps, procedures, and sequences
(sequentially). The auditory person likes to be TOLD how they're doing, and responds to
a certain tone of voice or set of words. They will be interested in what you have to say
about your program.

K Kinaesthetic

People who are kinaesthetic will typically be breathing from the bottom of their lungs,
so you'll see their stomach go in and out when they breathe. They often move and talk
verrry slooowly. They respond to physical rewards, and touching. They also stand closer
to people than a visual person. They memorize by doing or walking through something.
They will be interested in your program if it “feels right”.

Aq Auditory Digital (self talk, or labelling system)

This person will spend a fair amount of fime talking to themselves. They will want to
know if your program “makes sense”. The auditory digital person can exhibit
characteristics of the other major representational system:s.
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Predicates

29

Visual

Memorize by seeing
pictures and are less
distracted by noise.

Often have trouble
remembering and are
bored by long verbal
'instructions because
their mind may wander.

They are interested by
how the program looks.

Auditory

Typically are easily
distracted by noise.

They can repeat thi

back to you easily &

learn by listening.

They like music and

to talk on the phone.

Tone of voice and t
words used can be
important.

Kinaesthetic

Often they talk slowly
and breathy.

ngs | Theyrespond to
physical rewards &
touching.

like | They memorize by
doing or walking
through something.
he
They will be interested
in a program that
feels right or gives
them a gut feeling.

AD/Labelling

They spend a fair
amount of tfime talking
to themselves.

They memorize by steps,
procedures, sequences.

They will want to know
the program makes
sense.

They can also sometimes
exhibit characteristics of
other rep systems.

See
Look
View
Appear
Show
Dawn
Reveal
Envision
llluminate
Imagine
Clear
Foggy
Focused
Hazy

e Crystal

e picture

Hear

Listen
Sound(s)
Make music
Harmonize
Tune in/out
Be all ears
Rings a bell
Silence

Be heard
Resonate
Deaf
Mellifluous
Dissonance
Question
Unhearing

Feel

Touch
Grasp

Get hold of
Slip through
Catchon
Tap info
Make contact
Throw out
Turn around
Hard
Unfeeling
Concrete
scrape

get a handle
solid

Sense
Experience
Understand
Think

Learn
Process
Decide
Motivate
Consider
Change
Perceive
Insensitive
Distinct
Conceive
Know
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Visual
see

look
view
appear
show
dawn
revedadl
envision
illuminate
imagine
clear
foggy
focused
hazy
crystal

picture

List of Predicates

Auditory
hear

listen
sound(s)
make music
harmonize
tune in/out
be all ears
rings a bell
silence

be heard
resonate
deaf
mellifluous
dissonance
question

unhearing

Kinaesthetic
feel

touch

grasp

get hold of
slip through
catch on
tap into
make contact
throw out
turn around
hard
unfeeling
concrete
scrape

get a handle

solid

Unspecified
sense
experience
understand
think

learn
process
decide
motivate
consider
change
perceive
insensitive
distinct
conceive

know
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List of Predicate Phrases

Visual

e An eyeful

e Appearsto me
Beyond a shadow of a
doubt

Bird's eye view
Catch a glimpse of
Clear cut

Dim view

Flashed on

Get a perspective on
Get a scope on
Hazy Idea

Horse of a different
colour

In light of

In person

In view of

Looks like

Make a scene
Mental image
Mental picture
Mind's eye

Naked eye

Paint a picture
Seetoit

Short sighted
Showing off

Sight for sore eyes
Staring off into space
Take a peek
Tunnel vision

Under your nose
Up front

Well defined

Auditory

Afterthought
Blabbermouth
Clear as a bell
Clearly expressed
Callon

Describe in detail
Earful

Give an account of
Give me your ear
Grant an audience
Heard voices
Hidden message
Hold your fongue
Idle talk

Inquire into
Keynote speaker
Loud and clear
Manner of speaking
Pay atftention to
Power of speech
Purrs like a kitten
State your purpose
Tattle-tale

To tell the truth
Tongue-tied

Tuned in/tuned out
Unheard of

Utterly

Voiced an opinion
Well informed
Within hearing
Word for word

Kinesthetic

All washed up
Boils down to

Chip off the old block
Come to grips with
Control yourself
Cool/calm/collected
Firm foundations
Get a handle on
Get aload of this
Get in touch with
Get the drift of
Get your goat
Hand in hand
Hang in there
Heated argument
Hold it!

Hold on!

Hothead

Keep your shirt on
Know-how

Lay cards on table
Pain-in the neck
Pull some strings
Sharp as a tack
Slipped my mind
Smooth operator
So-so

Start from scratch
Stiff upper lip
Stuffed shirt

Too much of a hassle
Topsy-turvy

31

If | could show you an
atiractive way in which you
could (potential benefit or
their values), you would at
least want to look at it,
wouldn't you?

If this looks good to you, we
will go ahead and focus on
geftting the paperwork in.

If | could tell you a way in
which you could (potfential
benefit or their values), you
would at least want to hear
about it, wouldn't you?

If this sounds good to you, we
will go ahead and discuss
how to set up an account.

If I could help you get a hold
of a concrete way in which
you could (potential benefit
or their values), you would at
least want to get a feel for it,
wouldn't you?

If this feels good to you, we
will go ahead & sef up an
account by handling the
paperwork.
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Intonation Patterns
(English Language)

The arrows indicate the tone of voice used in the sentence.

Higher in fone

W W W =/Ques’rion2
—>

W W W = Statement:
—_— —>  Same consistent tone

W W W = Command!
\

Pause - then lower and louder fone

The NLP World Practitioner Training Manual .... Version 2013
Copyright © 2003, NLP World Terry Elston



The NLP World 7 Day Practitioner Certification Training 33

Presuppositions in Language

Definition
Presuppositions are Linguistic Assumptions and are useful for:

¢ Recognizing what is assumed by the client's speech and assisting in
¢ Creating new I/R's for the client.

1. Existence - (Tip-off: Nouns)

2. Possibility/Necessity - (Tip-off: Modal Operators)

3. Cause - Effect - (Tip-off: "Makes", "If... then")

4. Complex Equivalence - (Tip-off: "ls," "Means" )

5. Awareness - (Tip-off: Verbs with V, A, K, 0, G)

6. Time - (Tip-off: Verb Tense, "Stop", "Now", "Yet")

7. Adverb/Adjective — (Tip-off: An adverb or adjective)

8. Exclusive/Inclusive OR - (Tip-off: "Or")

o

Ordinal - (Tip-off: A List)

The NLP World Practitioner Training Manual .... Version 2013
Copyright © 2003, NLP World Terry Elston



The NLP World 7 Day Practitioner Certification Training 34

In the following sentences, please distinguish between the presupposition and the mind
read. Put a ‘P’ or an ‘MR’ next to each one:

“I'm not sure whether or not | should stop beating my wife.”

A. He has a wife

B. He loves his wife

C. He currently beats his wife

D. He's a low life slob who should be shot!

“I don’t see why | can’'t do it. All my friends are doing it!”
A. He feels that he is treated unfairly

B. He wants to be liked by his friends

C. This person’s friends do something he doesn’t do

D. All his friends are bums who should be shotl!

“If | don’t learn how to communicate with my boss, | won't get a raise.”

A. He feels that he is treated unfairly

B. He doesn’t know how to communicate with his boss
C. He wants to learn new behaviours

D. His salary is connected to his communication skills

“l have to set up unreadlistic expectations.”

A. He can’'t stop making unredlistic expectations
B. He feels tfrapped

C. He has expectations

D. He knows when he is being unrealistic

“I'm feeling much better now! | can see how some of the things | was doing just
made me unhappy.”

A. Some behaviour he engaged in was related to some internal state
B. He has feelings

C. He has much more conftrol of his life now

D. He fixed himself so he shouldn’t be shot
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In the following sentences, please state what is presupposed:

1. “If the cat meows, again, I'll have to put him outside.”

2. “It was her friendly smile that made me walk up and say ‘Hi'.”

3. “If only he had come home on time, the party wouldn't have been out of control.”
4, “People have always given me more to do than | can handle.”

5. “His easy-going personality is good P.R. for our company.”

6. “Stop watching over your shoulder.”

7. “Only you can learn this.”

8. “Either she goes to the store or | do.”

9. “First the winds came then the rain.”

10. “Opera makes me want to cry.”
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Think

“What is the question that | can ask which by the very
nature of the presuppositions in the question itself will cause
the client to make the greatest amount of change by
having to accept the presuppositions inherent in the
questiong”
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Hierarchy of Ideas
The Model

Chunking Up
Agreement

|

"What is the purpose of...?"
"What is the intention of...?"

"What is this, an example of?"

“what would that get for you?”

(Note: ask this last question if they have
gone dissociated to the line of question).

Ask questions that keep the person associated
and moving upwards out of the material info
the abstract.

In Mediatfion, chunk up to get agreement.
Chunk-up until you get a Nominalization.

The Structure of Intuition: The ability to chunk-
up to find connections & relationships, and
then to chunk back down & relate to the
current situation

"What specifically about...?"
"What are examples of this?"
“What exactly do you mean by..”

Any Meta-Model question

|

Details

Chunking Down

AD Type

In Trance
Infuitor

Big Picture

Abstract—Milton Model

The Structure of Overwhelm: Too Big Chunks

Existence

|

Movement

Transportation

Buses --- Boats --- Cars --- Planes --- Trains

Classes & Categories Parts
Ford Wheels --- Doors
1
C(ipri Hub fops
GT Wheel Nuts

The Structure of Nit-Picking:
Chunking Down and Mismatching

Specific — Meta Model
Details

Out of Trance

Sensor
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Metaphor Outline

The major purpose of a metaphor is to pace and lead a client’s behaviour through a
story. The major points of construction consist of:

p—

Displacing the referential index from the client to a character in a story.

Pacing the client’s problem by establishing behaviours and events between the
characters in the story that are similar to those in the client’s situation.

Accessing resources for the client within the context of the story.

Finishing the story such that a sequence of events occurs in which the characters in
the story resolve the conflict and achieve the desired outcome.

The basic steps to generate a metaphor are as follows:

Pre-mapping

1.

2,

Identify the sequence of behaviour and/or events in question:

This could range from a conflict between internal parts, to a physical illness, to
problematic interrelationships between the client and parents, a boss or a spouse.

Strategy analysis:

Is there any consistent sequence of representations contributing to the current
behavioural outcome?

Identify the desired new outcomes and choices:

This may be done at any level of detail, and is important that you have an outcome
to work for.

Establish anchors for strategic elements involved in this current behaviour and the
desired outcome. For instance, in one knee you might anchor all of the strategies
and representations that stop the client from having the necessary choices; and on
the other knee you might anchor any personal resources (regardless of specific
contexts) that the client may have.
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5. Displace referential indices: map over all nouns (objects and elements) to establish
the characters in the story. The characters may be anything, animate or inanimate,
from rocks to forest creatures to cowboys to books, efc. What you choose as
characters is not important so long as you preserve the character relationship. Very
often you may want to use characters from well-known fairy tales and myths.

6. Establish an isomorphism between the client’s situation and behaviour, and the
situation and behaviours of the characters in the story - map over all verbs (relations
and interactions):

Assign behavioural traits, such as strategies and representational characteristics,
that parallel those in the client’'s present situation (i.e., pace the client’s situation
with the story). Make use of any anchors you have established previously to secure
the relationship.

7. Access and establish new resources in terms of the characters and events in the
story: This may be done within the framework of a Reframing or re-accessing of a
forgotten resource; again, using any appropriate pre-established anchors. You may
choose to keep the actual content of the resource ambiguous allowing the client’s
unconscious processes to choose the appropriate one.

8. Use non sequiturs, ambiguities and direct quotes to break up sequences in the story
and direct conscious resistance, if such resistance is present and is hindering the
effect of the metaphor. Conscious understanding does not, of course, necessarily
interfere with the metaphoric process.

9. Keep your resolution as ambiguous as necessary to allow the client’'s unconscious
processes to make the appropriate changes. Collapse the pre-established anchors
and provide a future pace, if possible, fo check your work
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Milton Model

Hypnotic Language Patterns

1. Mind Read: Claiming to know the thoughts or feelings of another without
specifying the process by which you came to know the info.

“I know that you are wondering...”

2, Lost Performative: Value judgments (which may include an unspecified
comparison) where the performer of the value judgment is left out. (value
judgement)

“And it’s a good thing to think about it...” It has been said” “it's good to be
happy” “it's easy to, it's useful...” it's the right thing to do” “it's wrong”

3. Cause & Effect: Where it is implied that one thing causes another. (Including
attributions of cause outside of self) Implied Causatives include:
Q. C>E makes
b. If... then...
C. As you... then you...

“Because...”
4. Complex Equivalence: Where two things are equated - as in their meanings
being equivalent.

“That means...”

5. Presupposition: The linguistic equivalent of assumptions.
“You are learning many things..."”
6. Universal Quantifier: A set of words which has:

a. a universal generalization and
b. no referential index.

“All the things, they all contribute fo everyone in every way...”
7. Modal Operator: Words, which implies possibility or necessity, and which form
our rules in life.

“That you can sell easily. Perhaps it’s possible for you because you should....”

8. Nominalization: Process words (including verbs), which has been frozen in time
by making them info nouns.

“Provide you with new insights, and new understandings.” The relationships”

9. Unspecified Verb: Where an adjective or an adverb modifier does not specify
the verb.”And you can.....,” and you know it’s possible” and we must....."you
know' and as you are improving” | would say it's the right time to (do that) take
action.
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10.

11.

12.

13.

14.

15.

16.

17.

Tag Question: A question added after a statement, designed to displace
resistance.

“Can you not?2” “You have read this piece and understood it already... didn’t
youe"

Lack Of Referential Index: A phrase which does not pick out a specific portion of
the listener’s experience. (no value judgement)

“One can, you know..."” They all seem to do it another way” none of them” They
say that”

Comparative Deletion (Unspecified Comparison): Where the comparison is
made and it is not specified as to what or whom it was made.

“And it's more or less the right thing.”

Pace Current Experience: Where client’s verifiable external experience, is
described in a way which is undeniable.

“You are sitting here, listening to me, looking at me, (etc.)...”

Double Bind: Where the client is given two choices (both of which are
preferable or desired) separated by an "or'".

“And that means that your unconscious mind is also here, and can hear
(phonological ambiguity) what | say. And since that’s the case, you are
probably learning about this and already know more at an unconscious level
than you think you do, and it’s not right for me to tell him, learn this or learn that,
let him learn in any way he wants, in any order.”

Conversational Postulate:The communication has the form of a question, a
question to which the response is either a ‘yes’ or a ‘no’. If | want you fo do
something, what else must be present so that you will do it, and out of your
awarenesse It allows you to choose to respond or not and avoids
authoritarianism.

“Do you feel this... (punctuation ambiguity) is something you understandg”
Extended Quote: Quotes which are extended beyond what is

normally used to displace resistance.

“Last week | was with Richard who told me about his training in 1983 at Denver
when he talked to someone who said...”

Selectional Restriction Violation: A sentence that is not well formed in that only
humans and animals can have feelings.

“A chair can have feelings...”
"Remember, the walls have ears."
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18. Ambiguity

a. Phonological: Where two words with different meanings sound the same.
“Hear”, “Here”

b. Syntactic: Where the function (syntactic) of a word cannot be immediately
determined from the immediate context.

“They are visiting relatives”
"Selling salesmen can be fricky!"
"I am really over managing managers."

c. Scope: Where it cannot be determined by linguistic context how much is
applied to that sentence by some other portion of the sentence.
“Speaking fo you as a child...”

“The old men & women...”
“The disturbing noises & thoughts...”
“The weight of your hands& feet...”

d. Punctuation: Either the punctuation is eliminated as in a run on sentence or

pauses occur in the wrong place.

“I want you to notice your hand me the glass.”

19. Utilization: Rememober to utilize all that happens or is said.
Client says:  “I am nof sold.”

Response:  “That’s right you are not sold, yet, because you haven't asked the
one question that will have you fotally and completely sold.”

Putting it all together:

“I know that you are wondering... and it's a good thing fo wonder... because... that
means... you are learning many things... and all the things, all the things... that you
can learn... provide you with new insights, and new understandings. And you can, can
you not2 One can, you know. And it’s more or less the right thing. You are sitting here,
listening to me, looking at me, and that means that your unconscious mind is also here,
and can hear what | say. And since that'’s the case, you are probably learning about
this and already know more at an unconscious level than you think you do, and it's not
right for me to tell him, learn this or learn that, let him learn in any way he wants, in any
order. Do you feel this... is something you understand? Because, last week | was with
Richard who told me about his training in 1983 at Denver when he talked to someone
who said, “A chair can have feelings...”
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The Meta Model
Pattern Response Prediction

Distortions

1. Mind Reading: Claiming to know someone's
internal state. Ex: "You don't like me."

"How do you know | don't like
you?"

Recovers Source of the Info.

2. Lost Performative: Value judgments where the
person doing the judging is left out. Ex. "lf's
bad to be inconsistent.”

"Who says it's bad?"
"According fo whom?"
"How do you know it's bad?e"

Gathers evidence. Recovers
source of the belief, the
Performative, strategy for the
belief.

3. Cause—Effect: Where cause is wrongly put
outside the self. Ex: "You make me sad."

"How does what I'm doing
cause you to choose to feel
sad?e" (Also, Counter Ex., or
"How Specificallye"”

Recovers the choice.

4. Complex Equivalence: Where two experiences
are interpreted as being synonymous. Ex: "She's
always yelling at me, she doesn't like me."

"How does her yelling mean
that she..2"

"Have you ever yelled at
someone you liked?"

Recovers Complex
Equivalence. Counter
Example.

5. Presuppositions: Ex: "If my husband knew how
much | suffered, he wouldn't do that." There are
3 Presuppositions in this sentence:
1. |suffer
2. My husband acts in some way, and
3. My husband doesn't know | suffer.

Generalizations

6. Universal Quantifiers: Universal Generalizations
such as all, every, never, everyone, no one,
efc. Ex:"She never listens fo me."

1."How do you choose to
suffere”

2. "How is he (re)acting?

3. "How do you know he
doesn't know?e"

Find Counter Examples.
"Never?" "What would
happen if she did?"

Specify the choice & the
verb, & what he does.
Recover the Internal Rep.,
and the Complex
Equivalence

Recovers Counter Examples,
Effects, Outcomes.

7. Modal Operators

a. Modal Operators of Necessity: As in should,
shouldn't, must, must not, have to, need to it is
necessary. Ex: "l have to take care of her."

b. Modal Operators of Possibility: (Or
Impossibility.) Asin can/can't, will/won't,
may/may noft, possible/impossible. Ex: "l can't
tell him the fruth."

Deletions

8. Nominalizations: Process words which have
been frozen in time, making them nouns. Ex:
"There is no communication here."

a. "What would happen if
you did?" ("What would
happen if you didn'te"
Also, "Ore"

b. "What prevents you?"
("What would happen if
you did?")

"Who's not communicating
what to whome"

"How would you like to
communicate?"

Recovers Effects, Outcome.

Recovers Causes

Turns it back intfo a process,
recovers deletion, and Ref.
Index.

9. Unspecified Verbs: Ex: "He rejected me."

"How, specifically2"

Specifies the verb.

10. Simple Deletions:
a. Simple Deletions: Ex: "I am uncomfortable."
b. Lack of Referential Index: Fails to specify a
person or thing. Ex:'They don't listen fo me."
c. Comparative Deletions: As in good, better,
best, worst, more, less, most, least. Ex: "She's
a better person.”

a. "About what/whom?e"

b. "Who, specifically, doesn't
listen to you?"

c. "Befter than whome"
"Better at what?2"
"Compared to whom,
what?

Recovers Deletion.
Recovers Ref. Index.

Recovers Comparative
Deleftion.
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Meta Model lll

Detailed Questioning for a Specific Result

Start

1. “What's wronge”

@\’

Q

6/ 3. “How have you failed to resolve thise”

4. “How can you overcome the solution to your problem?2”

0 5. “What would you like to change?2”
o

2. “What caused this problem?”

N
\ 6. “When wil you STOP IT from being a limitation?2™

7. “How many ways do you know you have solved this2”

8. “Iknow you are changing and seeing different thingse”

Confirm

SMALL PRINT DISCLAIMER: This is an example. This is only an example. If this were the
real test, then you would already know about MMIII.
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SubModalities

Desired Outcome

To be able to easily make changes in a client's internal representations using
SubModalities.

Theory
SubModalities are how we encode and give meaning to our Internal Representations.
Changing the SubModalities can change the meaning of an Internal Representation.

Techniques Include

Contrastive Analysis: Involves finding the Drivers (or critical SubModalities) by comparing
two Internal Representations for the SubModality differences. E.G.: Comparing Ice
Cream and Yoghurt.

1. Mapping Across

Involves discovering the Drivers (through Confrastive Analysis) and then
changing the SubModalities of one of the Internal Representations to the other.
E.G.: Changing the SubModalities of Ice Cream (liked), and Yoghurt (disliked)
should cause the client to dislike Ice Cream.

2. Swish Patterns

These involve replacing one Internal Representation or picture with another. This
directionalizes the series of Internal Representations so that the Desired State is
more common.

3. Dissociative Techniques:

Involves shifting viewpoint and viewing a specific Internal Representation from a
dissociated position. This is frequently used to "take the charge off a negative
emotion, as in the Phobia Model.

(See Fast Phobia Model, Page 135.)
4, Perceptual Positions

Involves shifting viewpoint and viewing a specific Internal Representation from
one of three different positions. First Position is looking through your own eyes.
Second Position is looking through another person's eyes (usually a significant
person in the event). Third Position is observing the entire scene from a
dissociated position (say, above the entire event). This is useful as a Dissociative
Technique and for incorporating learnings.
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SubModalities Checklist

Visual
Where is it (anchor)
Associated / Dissociated
Black/ White or Colour
Size of Picture?
Bright or Dim
3D or Flate
Focused or Defocused?

Framed or Panoramic?
Movie or Still2
Movie-Fast/Normal/Slow

Auditory

| Are there any sounds\: Location
| that are importante ) Direction

_______________

Internal or External?
Loud or Soft?

Fast or Slow?

High or Low? (Pitch)
Tonality

Timbre

Pauses

Tempo

Duration

Unigueness of Sound

Kinaesthetic
Location

Are there any Size
feelings that are ! Shape
important? | Intensity

|

1

1

|

1

- -

Steady
Movement/ Duration

Smellsg Vibration

Tastese /

N ’ Pressure/Heat?

____________

Weight

2 3 4
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Visual
Where is it (anchor)
Associated / Dissociated
Black/ White or Colour
Size of Picture?
Bright or Dim
3D or Flate
Focused or Defocused?

Framed or Panoramic?
Movie or Still2
Movie-Fast/Normal/Slow

| Are there any sounds ! Location

| that are important? !
]

________________

Direction
Internal or External?2
Loud or Soft?

Fast or Slow?

High or Low? (Pitch)
Tonality

Timbre

Pauses

Tempo

Duration

Unigueness of Sound

Kinaesthetic
" Are there any \‘I Location
feelings that are ! Size
important?2 ! Shape
| Intensity
Smellsz ! Steady
Tastes? ! Movement/ Duration
R Rt ’ Vibration
Pressure/Heat?
Weight
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Visual
Where is it (anchor)
Associated / Dissociated
Black/ White or Colour
Size of Picture?
Bright or Dim
3D or Flate
Focused or Defocused?

Framed or Panoramic?
Movie or Still2
Movie-Fast/Normal/Slow

Auditor

\

| Are there any sounds | Location

I .
\_that are important? Direction

Internal or External?2
Loud or Soft?

Fast or Slow?

High or Low? (Pitch)
Tonality

Timbre

Pauses

Tempo

Duration

Unigueness of Sound

Kinaesthetic

_—— N

" Are there any
feelings that
are important?

\

Location
Size
Shape
Intensity
Smells2 Steady
Tastese Movement/ Duration
Yemmmmee e - Vibration
Pressure/Heat?
Weight

I
1
1
I
1
1
1
1
I
1
1
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Examples of Triggers in NLP Contexis

Like to Dislike

"When you think of that, do you have a picturee”

Swish f

"How do you know it's time to...."

e

Anchor

"Can you remember a fime when you were
totally ¢

Can you remember a specific fime?"
Strategy

"Can you remember a time when you were
totally 2

Can you remember a specific time?

As you remember that fime, what was the very
first thing that happened...2"

Values

(from Master Practitioner Training)

"In the context of , what is important to
you? When you think of that value, do you have
a picture?
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SubModalities Like to Dislike Script

1. “Can you think of something that you like but wish you did not?2 Good, what is
it2 As you think about that, do you have a picture2” (Elicit the SubModalities.)

2. “Can you think of something which is similar, but which you absolutely dislike. For
example, ice cream and yoghurt. (Elicit the SubModalities. The location should
be differentl)

3. Change the SubModalities of #1 into the SubModalities of #2.

Test

Now, what about that thing you used to like?
How is it different?
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SubModalities Belief Change Script

1. “Can you think of a limiting belief about yourself that you wish you did not have?
Good, what is it?2 As you think about that belief, do you have a picture2” (Elicit
the SubModalities.)

2. “Can you think of a belief which is no longer frue. For example, perhaps you
used to be a smoker. Someone who was a smoker, used to believe they were a
smoker, but now they no longer believe that. Or someone who used to own a
new 1985 car, believed that they were a new car owner, but now they no longer
do. Do you have something like that which used to be true for you, but no
longer is? Good, what is it2 As you think about that belief, do you have a
picture?2” (Elicit the SubModalities.)

3. Change the SubModalities of #1 into #2.

TEST

Now, what do you think about that old beliefe

1. “Can you think of a belief which for you is absolutely true?2 Like, for example, the
belief that the sun is going to come up tfomorrow. Do you believe that2 (Or, the
belief that it's good to breathe.) Good, what is it2 As you think about that belief,
do you have a picturee” (Elicit the SubModalities.)

2. “Can you think of a belief that you want to have, which is the opposite of the
belief in #12 Good, what is it?2 As you think about that belief, do you have a
picturee”

3. Change the SubModalities of #5 into #4.

TEST

Now, what do you believee Why do you believe you have this new beliefe
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Swish Pattern Big Picture
Keys to Successful Swish Patterns

1. Swish patterns are for the purpose of creating momentum toward a compelling
future.

2. The Swish Pattern installs choices for a new way of life rather than to change or
remove old habits.

3. Get the picture that represents the habit or situation you would like to change.
(When you think of , do you have a picture?")
4, Get a picture of the type of person you would like to be. ("How would you like to

be instead? When you think of that do you have a picture?")

5. Change the visual intensity of the desired state (brightness, size,
distance, etc.) for the most "real" or most positive Kinaesthetic.

6. Bring back the old picture (#1), NOW STEP INTO THE PICTURE, fully associated.

7. Now insert in the lower left hand corner, a small, dark picture of the desired
state.

8. Simultaneously, have picture of current state rapidly shrink and recede to a
distant point while dark picture explodes into full view. (This can be

accompanied by either an internal or external SWIISSH sound, but is not
necessary—speed is!)

9. Repeat #6 a minimum of five fimes.
Enjoy the results!

Notes To Keep In Mind

a. Be fully associated in old pattern.

b. Have detailed sensory-specific representations in the desired state.

C. If client is associated in final picture = OUTCOME

d. If client is disassociated in the final picture = DIRECTION (This is usually

preferred to create a compelling future.)

e. Make sure to have a break state between each Swish Pattern so as not to
loop them. Close eyes during each step of process and open them
between steps.
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10.

1.

SubModalities Swish Pattern Script

Elicit Present State or Behaviour: "How do you know it's fime to 2
(EG: Feel bad.) When you think of that (State or Behaviour) do you
have a picture?”(Break State)

Elicit Desired State: "How would you like to (feel/act) instead? When you think
of that (State or Behaviour) do you have a picture?

If desired, assist client in adjusting the visual intensity of the Desired State for the
most positive kinaesthetic.

Good, now step out of the picture, so you see your body in the picture. (Break

/o

D.S.
e

“Good, now can you take the old picture and bring it up on the screen? Make
sure that you are looking through your own eyes.”

“"Good, as you have the old picture on the screen, can you see the new picture
in the lower left hand corner, small and dark? Make sure you see your body in
the picture.”

“Good, now have the picture explode big and bright, and have it explode up so
that it covers the old picture, while the old picture shrinks down and becomes
small and dark in the lower left hand corner, and do that as quickly as
sssswishhhhh.”

"Good, sssswishhhhh.”
“Now, clear the screen.”

Repeat steps 5, 6, 8, and 9 until the unwanted state or behaviour is not
accessible.

Test and future pace. Test: Set the trigger off (if you can). Future pace: “Go into
the future and notice how you react now".
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10.

Dissociative Technique

V-K Dissociation

Establish an anchor for the *Here and Now" state. If the person gets stuck in an
associative place with the original event, the “Here and Now" anchor may be
used to return the person to the present. Also anchor a

"calm, relaxed" state.

Ask the person to remember the last time the reaction occurred. (Often, Time
Based Technigues may be needed to deal with the cause.)

Anchor that state, interrupt the state, then test the anchor.

Instruct the person to place that scene on an imaginary television or movie
screen with all the attendant feelings.

Tell the person to run the movie to the most tfraumatic part and then freeze that
frame. Tell tale person to imagine floating out of his/her body and watch from
behind the chair or a position behind.

Anchor this dissociative state.

Tell the person to run the scene until he/she learns something new or something
not previously remembered from this perspective. When the person
acknowledges this, continue to Step 9.

Tell the person to talk to the younger self on the screen, stating I am from your
tomorrow and this is what | have learned...” The person is then told to nurture
and comfort the younger self. The person is to accept the younger self as part of
the present existence and to bring the new learning to the present.  (Fire the
calm relaxed state anchor as the person comforts the younger self.)

To further solidify the disassociated state, have the person run the movie scene
backwards, making the scene smaller and smaller. Fade the confrast until the
scene becomes a small dot, then have the small dot spin out into space.

Test and future pace.

Caution: When removing a phobia, caution should be observed to be sure the fear

did not serve a protective function. If the fear does serve as a protective
function, appropriate new learning strategies have to be installed.
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Conversational Anchoring

For conversational anchoring, remember, this is all you
need:

*  CONTEXT

+ TRIGGER

+ STATE

* BEHAVIOUR

Choice questions to elicit the states (+ body language + eye patterns)

1. “what’s it like when you're ......... e

2. “Look if you were feeling confident right now, how would you be sitting in this
chaire” Look for gestures etc...maybe get them to stand up!

3. “Can you remember a time when...2"” (Can be dissociated if use this way)
Then: THE MOVE

“That's the way you've been, how do you want to be differenteg”

i ©®
v toVvC v with eye patterns and
analogue markings

Look for them to access VR

Steps for the collapse

1. Present state, frigger etc

2. Outcome state “how do you want to be differente”

3. Then fish for pumped up outcome words feelings

4, Attach resources to present state

5. Condition the response (context, frigger, resource a few times in the same

context they give you)
6. Test: take them to trigger and let it run itself

7. Future pace: go into future........ (no anchoring)
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Accessing Positive States

Based on the information so far, we are ready now to discover how to put people into
state. Actually, if you did the rapport exercise, you already know how fo put people
info state. The process of going into rapport with someone does indeed put them into
a state with you. In fact, if you're pacing and leading the person, just you going info a
state will put them into that state. Remember, a state is made up of an I/R (internal
representation) and physiology.

So the first step in putting people into state is to establish rapport. The second step is to
put yourself into the state you want to establish in them.

The next step is to notfice what ticks their boxes as you are talking to them. You already
have the art of sensory awareness, so now you already know how to notice changes in
their state. To get more into their states you also know the Meta Model, so you can use
that to “chunk down" on good states! Just ask easy questions like, “what's it like when
you are doing what you love?”, or “What do you love to do?"” Just watch them go into
state and then ask questions like, "“What's that likee” (at this time you get into the state
you want them to access).” For example, “What do you love to do2” They answer
“Fishing”. You say “So what's it like when you are fishinge” They say “Great!” So you say
“What kind if great, what do you really love about being there?” Just keep digging for
the gold and use your awareness to detect changes. When you see those changes,
anchor it by using your own body and voice to feed it back. You know when you are
being successful when they light up as you feed the words and body language back to
them.

If you get really stuck you can ask it the old way we used to do by asking, “Can you
remember a time when you were fishing, or if you were looking for a decisive time when
they made a decision easily and quickly, “when you were totally decisive?”.. ).” Or,
“can you recall a fime when you purchased something that you were very happy
withe.. (for buying state).”

What will happen is that people will literally go inside and do a search of their memory
to discover that particular time. If you have them do enough of that (such as happy
buying state), they will connect (or link) you to that state.

The gquestion may come up, what if they're resistant, or ask you, “"Why are you asking
me this stuffe” | had that happen once when | was signing up a new client. And | was
asking him to recall all sorts of outrageous stuff. He said, "I can't believe I'm sitting here
answering all your crazy questions!” | said, "I know! | can't believe it either! Why are you
doing thate” He answered, “You know, | just feel like I'm very close to you.” Bandler and
Grinder say, “There are no resistant patients, only resistant therapists.” So before you ask
outfrageous questions, establish rapport. Then you can do anything, and they'll forgive
you.
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One more thing you can do in advance is to set the frame about what you're going to
do. Here are some nice frames to put around the process of putting someone into
state:

“As we sit here talking about your business, I'm beginning to wonder if it would be
appropriate to ask you now, what you love about your business...”

“That reminds me, can you remember what it’s like to be totally decisive, now...”

“You know, | was wondering, what's it like when you're making a business decision
that's a big win for you, and making you lots of money?2”

And you know what?¢ They'll love the time with you....and so will youll
Anchoring, Kinaesthetic Version

So, when you have access to a state, the next step is to anchor it. And remember that
a spontaneous state is usually more powerful than one that is induced. Whenever you
find a state that you can use (whether it's in you or someone else), you can anchor it.

What's an anchore The concept of anchoring comes from Pavlov. You remember
Pavlov's dogs? What Pavlov did with his dogs, was that he rang a bell (tuning fork), and
showed the dogs a steak. Rang the bell and showed them a steak. Then he rang the
bell (without the meat), and the dogs salivated just as if they'd just seen a steak. Pavlov
concluded the process of stimulus-response from this experiment. The bell was actually
an anchor. What he had done is to set up an anchor for the dogs.

An anchor occurs any time a person is in an intense state, and at the peak of that
intense state or that experience a specific stimulus is consistently applied, the state and
the specific stimulus become linked neurologically so that the state can be continually
produced by setting off the stimulus.

There are four steps in anchoring:

The first step is to put the person in state. You can use a spontaneous state, (asking the
question “what’s it like when...” will be a present tense state) or an induced state (“Can
you remember a time..."). It's important that the state be fully associated. This means
that the person is in their body, being there as opposed to thinking they are there. It's
also important that the state be intense and congruent.

Here is some specific language to get the person in an intense and congruent state.
“As you tell me about that thing you love, what's it like being there?” “What do you
really like/love about thate”

The NLP World Practitioner Training Manual .... Version 2013
Copyright © 2003, NLP World Terry Elston



The NLP World 7 Day Practitioner Certification Training 58

If that isn't working for any reason you can use the following: “Can you recall a time
when you were totally X'd? Can you remember a specific time? As you go back to that
time, can you step intfo your body and see what you saw through your own eyes, hear
what you heard, and feel the feelings that you felt when you were totally X'de”

People go into states at different rates, so it's important that you calibrate the state, or
you can ask them to tell you when they are fully into the state, at the peak of the
experience. You can have them nod, move their head, or finger, or foot or whatever.
Remember, in rapport, you feel what they feel, so if you trust yourself enough, you
already know!

Application of a Conversational or Tactile Anchor

The second step, when they're at the peak is to watch what they do with their bodies,
eyes, breathing hands etc. Also take note of the words they use and how they say
them. This will be the unique stimulus to fire it off again.

Notice that as the state begins to peak, the person should outwardly be showing you
how they represent that internal state. It's almost as if they can’t hold it inside anymore
and it has to come out to be seen. It's at these points you'd consider the state to be at
its peak and note all the behaviour because that's what you'll use later to fire it off
again. When you have access to that state, anchor it. You can anchor by using their
body language, voice tonality and words. What you may want to do, in order fo get a
very intense (positive) state when you're working with someone, is to literally “stack™
anchors. So you can use different occasions, contexts, events to get into several states
and then you have a series of positive powerful states to use.

So you could use a context of love, confidence, power etc. and for each one say
“What's it like to be in that place?” “And what's that like?” “What is it exactly that you
love about that”. Anything that chunks then down and gets them really associated.

If this isn't working, ask these questions..........

“Can you recall a time when you were totally capableg”
“Can you recall a fime when you were totally loved?e”
“Can you recall a time when you were totally powerfule”
“Can you recall a time when you laughed hystericallye”

0000

If you are doing tactile or kinaesthetic anchors, then they should start slightly before,
and end right atf the peak or slightly before. An anchor should be applied for from 5 to
15 seconds, so using a physiological (kinaesthetic) anchor you would hold the touch up
to 15 seconds.

You can also anchor all the states by touching the person in the same place in exactly
the same way.
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The next step is to change the person's state. Have them get out of the state they were
in. Perhaps talk about something else. At least have them take a deep breath.

Set off the anchor by using the tone of voice, body language etc. Or if you are using
tactile anchors, apply it (the anchor) in exactly the same way, and discover if they go
back info state.

There are five keys to successful anchoring: ITURN can be easy to remember

1.

The first is the intensity of the response, or the congruity of the state. In
anchoring, we're looking for a fully associated intense state. You may ask, “Are
you seeing yourself or are you in your own body?2"” We want them to be in their
own body (associated).

The second element is the timing of the anchor. The anchor should be applied
just before the peak. If you hold it too long, then you may find that the person
has gone beyond the first experience into a second, into another state, and the
two states may be linked.

The stimulus should also be unique. The uniqueness of the stimulus is important
because if you set up an anchor on an area of the body (assuming a
kinaesthetic anchor) that is touched a lot, such as a handshake, then the anchor
will become weakened with tfime (diluted) because it will be set off by other
people. So you will want to provide an anchor that is in a unique area of the
body. Often an NLP professional will use an ear to set up an anchor or ask you to
put a series of positive anchors in a fist.

(If you are using tactile anchors the next piece applies, if not then conversational
anchors will be as good as you keep using the persons own version of the
state).How long an anchor lasts depends specifically upon how unique the
location is. If it's not an intense state that you're anchoring, or if you haven't
stacked it, then the anchor will wear off or dilute itself more quickly. If the
location is not unique it can be fired off so many times that it won't work again,
because it won't be linked to the specific state.

The next key is the replication of the stimulus. The way that you apply (if
conversational anchoring, it's how close you get to the persons unique way of
representing their inner state), the anchor in setting it and in firing it off to test,
need to be exactly the same every time. So if you're snapping your fingers or
giving them a certain look, you need to do it the same way every time. That
anchor needs to be fed back to the person in exactly the same way it was set.

Number of times: How many anchors you have discovered and are able to fire
off. If it's tactile anchoring, it would be the number of anchors you have
established on a knuckle, for instance.
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Collapsing Anchors

All humans change (All2 Yes, all.) is nothing more than an integration of resources or a
collapsing of realities, one into the other. The particular process of collapsing anchors
involves taking a negative state, and integrating or collapsing it into a positive state.
Doing this gives the person we're dealing with more neurological choice. One of the
major premises of NLP is to increase the choices a person has.

So, if we find for example that every fime a certain salesperson goes out to make a sale
that they become negative. It may be because they're recalling all the times they've
failed. If the two are linked, we can collapse the association of sales and failure, with a
winning afttitude, and give the salesperson the choice of feeling good about selling,
too. The process of collapsing anchors will free the salesperson from the necessity of
having to access the negative state every time they go out and make a sales call.

The process of collapsing anchors is one of the more powerful processes in NLP, and this
technique can also be used for collapsing anchors by yourself, and it's also easy to use.
| am going to show you ONE version of conversational anchoring and ONE version of
tactile or kinaesthetic anchoring. Remember there are different ways of doing this!

1. Ask the person to recall a series of positive experiences, and anchor each one.
Stack the anchors. For example, when they couldn't lose, when they felt
powerful, when they knew they could have it all, when they knew they could
have whatever they wanted.

2. If you are using conversational anchoring, you'll have to remember what they
said or did when in an intense state. The easiest way is to feed it back and then
you learn it easily. If you are using tactile anchors, then have them put all the
experiences, one at a time, into their right hand, while you are firing off the
original anchor that you have set, with each experience.

3. In conversational anchoring, have them get into a powerful state, whilst talking
about the problem state. Mix up both states, so the powerful states start to be
introduced to the nervous system at the same time as the negative state is being
recalled. The powerful one should end up winning (if it doesn’'t the powerful
states were not properly set up or not powerful enough).

4, If tactile, have them look at the right hand, and describe what those
experiences look like. What do they say, or what do they sound like? What do
they feel like2 What is the shape, colour, size, sound, smell. Make a fist, now, and
hold on to all those positive experiences.

S. In the tactile version, now have them put the negative experience into the left
hand. (f the negative experience is particularly stfrong, you can have the person
put the negative experience into the left hand quickly without looking at it. If it's
not very strong, have them describe it as they did with the positive.) You don't
have to set an anchor for the negative experience other than the hand.
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10.

1.

12.

Go back to the right hand. Have them notice those experiences again. Ask
them again about some of the Sub Modadalities, the smell, the sound, the colour,
the brightness, and shape.

Now, holding the right hand over the left hand, have them pour the positive
experiences from the right hand, including the feelings and the sounds, into the
left hand. Have them make a “sshhhh” (or any) noise as they do it. And have
them continue pouring until the contents of both hands are the same. When
both hands look, sound, and feel the same, then they can stop.

Next, have them clap their hands together once, and then rub them together
vigorously.

Finally, have them look again and make sure that both hands are the same. If
not, go back to #1.

The negative experience in the left hand and the positive experience in the right
hand will be linked in the neurology, so that the person will have more choice.
The person can feel negative about the negative experience or they can feel
positive about them. The negative will not have the hold over them that it had
before. It's a very powerful process, by the way, and one that you can use on
yourself or others to reduce the effect of negative experiences and to create
new neurological choices.

One important caution in this process is that the NLP Practitioner should be sure
that the positive anchors are stronger than the negative anchors. What you're
doing is diluting the negativity with the positively, neurologically. So it's a
neurological dilution of the negative experience.

However, if the negative experience is stronger than the positive, then the
positive experiences will be diluted info the negative, which is not what you
want. Typically, an NLP professional will set a number of positive anchors before
beginning this process, so that the negative experiences will be weaker than the
positive ones. In addition, make sure that the person you're working with is
dissociated from the negative experiences.

Don't allow them to access the negative states too long, and make sure to get
them out of the negative states.

Whether you have been using your voice and body alone or touching them with
tactile techniques, the theory is still the samel
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OQutcome

The desired outcome for this section is for all participants to be able to anchor a
specific state in a person, at any time in any modality.

Theory

A. Definition: Any time a person is in an associated, intense state, if at the peak of
that experience, a specific stimulus is applied, then the two will be linked
neurologically

B. Anchoring can assist you in gaining access to past states and linking the past
state to the present and the future.
Process

The Four Steps to Anchoring:

Have the person recall a past vivid experience.

Provide a specific stimulus af the peak (see chart below)
Change the person’s state

Set off the anchor to test.

il i

The Five Keys to Anchoring:

Intensity of the Experience
Timing of the Anchor
Unigueness of the Anchor
Replication of the Stimulus
Number of fimes

AN~
Z20C - —

Application of an Anchor:

Anchor

¥
N

|

State

Intensity Up to 5 to
<+“—r

15 Seconds

Time s —
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State Script for Tactile Anchoring

The best states to anchor are naturally occurring states. Next best are past, vivid,
highly-associated states. Least preferable are constructed states.

Question to elicit the states ( + body language + eye patterns)

st choice Q “what’s it like when you're ......... ?""How specifically?” (or any meta model
questions).

2nd"L ook, if you were feeling confident right now, how would you be sitting in this
chaire” Look for gestures etc...maybe get them to stand up!

3rd*Can you remember a time when...2" Can you remember a specific time?

As you go back to that time now ... go right back to that time, float down into your
body and see what you saw, hear what you heard, and really feel the feelings of being
totally X'd . (Can be dissociated if use this way)

States for Stacking Anchors

To stack anchors, elicit several instances of states and anchor them via recognising the
body language, tone of voice and words, then feed them back to test:

In tactile anchoring they would be touched in the same place. The state chosen for a
particular stacked anchor can be the same or different.

Let your client come up with their own states: For instance, when you ask them “what'’s
it like, fishing?2” You want them to let you know what the state is.....

If you don’t get anything from that (rarely if you are on the ball that day), you can give
them clues to states such as these below:

o A time when you felt totally powerful.
. A time when you felt totally loved.
) A time when you really felt you could have whatever you wanted, a fime when

you felt you couldn’t fail, when you could have it alll.

) A time when you felf really energetic, when you had a ton of energy.
. A time when you fell down laughing.
o A time when you felt totally confident.
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Collapse Anchors for Tactile Anchoring

1. Get into rapport with the client.

2. Tell the client what you are about to do: "In just a moment | am going to do a
process called “Collapse Anchors” (explain), and that will necessitate that |
touch you. Is that O.K.2"

3. Decide on which Positive/Resource States are needed, and decide on the
Negative State to be collapsed. Make it clear which states specifically are
involved.

4, As you elicit the Positive States get info each one before you elicit it in the
client.

5. Make sure that the client is in a fully associated, intense, congruent state for

each of the states you anchor.

6. Anchor all the positive states in the same place i.e. a knuckle or other easily
identifiable place.

7. Anchor the negative state once.

8. Fire anchors at the same time untfil they peak, and the integration is complete.
(Watch the client; they will usually exhibit signs of asymmetry until the integration
is complete.)

9. Release the negative anchor

10. Hold the positive anchor for 5 seconds and then release
11. Test: "Now how do feel about that old statee"

12. Future Pace: "Can you imagine a time in the future when you might bein a similar
situation, and what happense”
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Chaining Anchors

Chaining is a technique that is used when the desired/resource state is significantly
different from the present state.

10.

Getinrapport.

Tell the client what you are about to do: "In just a moment | am going to do a
process called 'Chaining Anchors' (explain), and that will necessitate that | touch
you. Isthat O.K.2"

Identify the undesirable present state (E.G.: Procrastination), and decide on the
positive/resource end state (E.G.: Motivation).

Design the chain: Decide on what intermediate states are needed to lead tothe
end state.

1 I——-- 2 —— 3 — 4
Present Intermediate Intermediate End
State State #1 State #2 State

Elicit and anchor each state separately, beginning with the present state
through the end state. (You may have to stack all states to get a high intensity.)
Make sure that the subject is out of previous state prior to anchoring the next
one. (Break State between states, especially between the last one and the first
one.)

Test each state. Make sure that the client goes into each one.

Chain each state together firing #1 and when #1 is at its peak add #2, and then
release #1. When #2 comes to the peak, add #3, then release #2. Add #4, etc.
in the same way. (This is NOT a collapse because the two states do not peak at
the same time.)

Test: Fire present state anchor. Client should end up in final state.

Ask the client, "Now how do you feel about ."EG: How do you feel about
procrastination.

Future Pace: "Can you think of a time in the future which if it had
happened in the past you would have (EG: Procrastinated)
and tell me what happens insteade"

The NLP World Practitioner Training Manual .... Version 2013
Copyright © 2003, NLP World Terry Elston



The NLP World 7 Day Practitioner Certification Training 66

New Orleans Flexibility Drill

This is a 3-person exercise:

1.

Client identifies an external stimulus (a person, place, thing or a specific syntax of
external and internal processes involving any or all of these) that consistently
triggers an unresourceful state in client.

Practitioner anchors client in several resourceful states accessing the appropriate
resources to successfully handle the situation identified in Step #1. Using the
same anchor for each of these resourceful states, Practitioner creates for Client,
a powerful "stacked anchor". Practitioner tests the anchor.

Client provides a detailed description of the scenario identified in Step #1 and
coaches Observer in the specific behaviours necessary to role play so as to
totally and accurately reproduce the external stimulus. (This means, using verbal
and nonverbal language patterns to re-create the external stimulus, and may
include the re-creation of situations devoid of human interaction.)

Practitioner triggers Client's stacked resource anchor as Observer begins to role-
play external stimulus. As Observer confinues to role-play, Practitioner
infermittently releases Client's anchor, calibrating Client's. If Client begins to
revert to an unresourceful state, Practitioner fires anchor again.

Continue until there is no longer any need for Practitioner to externally anchor Client.

i.e.: Client stays completely resourceful.

What has occurred now is that the external stimulus that previously triggered an
unresourceful response in Client now triggers a resourceful response (related to the
resources provided by the stacked anchor in Step #2).
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NLP Change Personal History

Change personal History is for the purpose of changing a number of memories
in the past and adding resources. It has been replaced by Time Based Techniques

Procedure

1.

2.

Design and install a positive resource anchor.
Identify with client a persistent recurring undesirable state, and anchor the state.

Fire the undesirable state anchor while you identify and then anchor one event
in the client's past where the client experienced the state.

Repeat this, anchoring at least two more events. (Anchor as many as
necessary.)

Make sure that the state associated with the positive resource anchor is greater
than the negative state.

Fire the first event anchor while holding the resource anchor and have the client
relive the event with the new resources.

Repeat this for each event that was anchored.
Test.

Future Pace.
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Physiology of Excellence
Desired Outcome

To be able to discover, elicit the patterns of, and utilize excellent behaviour in
themselves and others.

Theory

The basis of NLP is the Process of Modelling, which has three elements:

1. Belief & Values Systems
2. Physiology
3. Strategies

The theory is that, "Anything you can do, | can elicit and also do." Through the
process of Modelling, you can find and model excellent behaviour and install it in
someone else.

In successful people we often observe that they are generally in control of their state no

matter what the external circumstances, and that they have a most excellent way of
staying in a positive and up state.

The Ring of Power
Process:

A resource anchor can be anything that is and anchor and helps you to recall the
state. The Ring of Power is a resource anchor that is useful in many circumstances as a
resource anchor.

1. Anchor a number of positive powerful states to an imagined circle on the floor:
"Imagine a Ring of Power in front of you as a circle about 2 feet in diameter."

2. Now remember a time when you were totally motivated and when you are
totally motivated, then step into the Ring.

3. When the state begins to subside then step out of the ring.
4, Add additional desired states in the same way.

5. When done adding all states, step into the Ring of Power and test.
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Reframing

(... if you change the context, meaning or content you can change the meaning!)

The two maijor kinds of reframes that we learn at the Practitioner level are the Context
Reframe and the Meaning Reframe.

The Basis of Reframing is to Separate Intention from Behaviour

Context Reframe

“I'mtoo ...." -or- "He's too ....

Think of a different context in which the person will respond differently to the same
behaviour.

Meaning Reframe

“Whenever ‘X' happens, | respond 'Y'.”

Ask yourself, "What else could this behaviour mean?g” or internally think of an opposite
frame or a different meaning. “What is it that this person hasn’'t noticed (in this context)
that will bring about a different meaning, and change his response?2”
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Six-Step Reframe

The Six-Step Reframe is no longer used, having been replaced by Parts Integration. It is
included for historical purposes only. The purpose of a 6-Step Reframe is to find the
benefits behind any behaviour and install new ways to achieve those benefits more
elegantly.

o Rapport

) Identify Behaviour

) Stack Bail out Anchor

1. Access Behaviour: .............. I'd like you to ask the part of you responsible for

.............. if it's willing fo communicate with me now with a visible body
movement. (wait for signal)

2. Set Up Signal: Let's refer to you as part X and | want to thank you for signalling
me Now.

3. Discover and Acknowledge Benefits: Part X, | want to acknowledge you for
always having actedin .............. 's best interest and for having provided
benefits for her/him in the past. We're here to assist .............. in creating

additional choices for her/his life now.

4, Creating Choices: .............. , can you take part X to that creative part of you
now and have part X and creative part come up with at least 3 additional
choices of behaviour that will provide .............. with equal or greater benefit.
When you have those 3 additional choices signal me with a visible body
movement. Thank you.

S. Congruency Check: Now, .............., go inside and check for any other parts
which might object to adopting these additional choices. If so, will those parts
signal with a visible body movement now. Thank you. (If signals, repeat step 4
creating additional choices agreeable with the creative part, part X and any
objecting parts.)

6. Future Pace and Test: Now, ............. can you step info the near future, and put
yourself in a situation where you'd have reason to use these additional choices,
experiencing this fully now?e (pause) As | count to three, you will open your eyes,
knowing you have fully integrated all these choices. 1-2-3.

The Six-Step Reframe is no longer used, having been replaced by Parts Integration. Itis
included for historical purposes only.

Instruct client on types of signals — in images, sounds/words, sensations — those are the
kinds of communication we are setting up. Reframing can be used with any behaviour,
internal or external, or any symptom.
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Identify behaviour that the client wants more choices about.

Client asks the part in charge of behaviour X if it's willing fo communicate. Get a
Yes/No signal. (What image, sound/word, sensation was client aware of when
asking that question. Ask the part to increase that image, sound, sensation if
answer is yes; decrease if answer is no.)

If yes, thank part and go on.

If no, thank part for communicating and reassure part that it is entirely
understandable that it does not want communicate on a conscious level.
Reassure part that it is in charge of behaviour X and in no way are you trying to
get rid of it nor would you allow client to attempt to do so — we are only trying
to get some information and alignment.

Ask part what purpose or function it has — what is its positive intention. (The Part
can answer consciously or unconsciously. Client must accept that the part does
have some positive intention.) To help person elicit this ask them to imagine
what it might be — purpose here is to separate behaviour from intention or
function and to geft client’'s conscious mind to begin to appreciate that part as
friend and/or teacher.

Thank part for positive intention and make sure client begins to sincerely
appreciate part.

Ask client to go to creative unconscious part, and ask that it generate af least 3
alternatives to behaviour X that would satisfy intention — accomplish the
purpose of behaviour X (you can also have the part responsible for behaviour X
go to the creative part directly to inform that part what its purpose is — that is
useful especially when purpose remains unconscious). These new choices can
be on a conscious level —ask creative part to give client signal when it has
generated these new alternatives.

Thank creative part.

6.

Ask the part responsible for behaviour X whether it's willing to use these
alternative choices instead of behaviour X. Yes/No signal.

If yes, thank part and go on. If no, put fime limit on request (e.g., 2 weeks, etc.)
to try out some alternatives to find out if they are effective and available.

If still no, ask part to go back to creative part and help generate alternatives it
would be willing to try out for at least a limited fime.

Thank part.

Ecological check
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NOTE:

Ask client to check with all their parts to make sure all are comfortable and
accept the entire process and the alternatives.

If yes, thank all parts and surprise and delight self in future.

If no, check on how client knows this, how this represents an objection — then
ask the image, sound, sensation, and increase if needed. Reassure client any
objection is important information and is welcome. If there is an objection, go
back to step #3 and go through process with part that objects - making sure that
the objecting part and the part that runs behaviour X agree on all the
alternatives and can work together.

Treat parts of a person as though they were all parts of a negotiating team. It is
important that each member’s function and purpose be respected and paid
attention to. Cycle back through process until you get full acceptance for any
alternative behaviours from all parts involved.

Thank all parts.

The main purpose of a é Step Reframe is to establish — set up —bridges
(channels of communication) between client's unconscious and conscious
mind, even between parts of the person’s unconscious and to install in the
person a belief that all parts are allies — potential teachers and friends.
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10.

Parts Integration

Identify the conflict and the parts involved: Make sure you identify the parts
clearly, and understand the nature of the conflict.

Have the Part, which represents the unwanted state or behaviour come out on
the hand first: "l wonder if | can talk to this part. Which hand
would it like to come out and stand on?g"

Elicit the "Opposite Number" to come out on the other hand: "I'd like to talk to the
Part with which this Part is most in conflict, the flip side of the coin the opposite
number, and let's have it come out and stand on the

other hand."

Make sure that the Client has a V-A-K image of each part as it comes out on the
hand: "Who does this part look like; does it look like someone you
know?e"

Separate intention from behaviour: Reframe each part so that they realize that
they actually have the same intention by chunking up — ask, "What is the
intention ..." or "For what purpose ..." (Begin chunking up first with the part that
has the unwanted state or behaviour. As you do, make sure that the client's
infention stays associated.)

a. Now, have the parts notice they were once part of a larger whole.

b. Ask for other parts that were also once part of the larger whole. Have
them join in the integration.

What resources or attributes does each part have that the other part would like
to have®?

Only if the hands do not come together automatically:

a. Create (visualize) a third part with the combined resources of each part.
b. Place this third image in between the other two images.
C. Create a series of visual images representing the metamorphosis or

fransition from each part to the central image.

Bring the hands together and at the same time have the internal images begin
to merge.

Take the integrated part inside and have it merge into the wholeness inside.

Test and future pace.
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Eye Pattern Chart

Constructed Recalled

For a normally organised right-handed person

\ = Visual Constructed

v = Visual Remembered

AC = Auditory Constructed

Al = Auditory Remembered

K = Kinaesthetic (Feelings)
Ad = Auditory Digital (Self-talk)
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vh:

Eye Paitern Questions

(Remember, some people access Vi AT, Ag- K by defocusing.)

Visual Remembered: Seeing images from memory, recalling things they have
seen before.

Question:

What was the colour of the room you grew up in? Think of the colour of your car.
What colour was the first car you ever owned?

What kind of pattern is on your bedspread?

Think of the last fime you saw someone running.

Who were the first five people you saw this morning. What were they wearing?

Visual Constructed: Images of things that people have never seen before. When
people are making it up in their head, they are using visual constructed.

Question:

What would your room (car) look like if it were blue?

Imagine an outline of yourself as you might look from six feet above us and see it
turning into a city skyline.

See a green triangle upside down on top of a purple circle

Can you imagine the top half of a toy dog on the bofttom half of a green
hippopotamus?e

Auditory Remembered: When you remember sounds or voices that you've heard
before, or things that you've said to yourself before.

Question:

Growing up, did you have a favourite pete What was the sound of your pet’s
voice?

What was the very last thing | said?

Can you remember the sound of your mother’s voice?

Can you hear one of your favourite songs?

Hear the sound of yourself clapping.

How does your car's engine sound?

Auditory Constructed: Making up sounds that you have not heard before.

Question:

What would | sound like if | had Donald Duck’s voice?

Imagine the sound of a frain's whistle changing info the sound of pages turning.
Can you hear the sound of a saxophone and the sound of your mother's voice at
the same time?

Auditory Digital: This is where your eyes go when you are talking to yourself

The NLP World Practitioner Training Manual .... Version 2013
Copyright © 2003, NLP World Terry Elston



The NLP World 7 Day Practitioner Certification Training 76

Question:

Is there a poem from school hat you remember?

Say the 13 Times Table to yourself?

Take a moment and think about the sound of your own inner voice. How do you
know it is your voice?

In what types of situations do you talk to yourself the moste

Think of the kinds of things that you say to yourself most often.

K Kinaesthetic: (Feelings, sense of touch.)Generally you look in this direction when
you are accessing you feelings.

Question:

Do you have a favourite beach or place in the outdoors to walk?e

What does it feel like to walk there without shoes?

What does it feel like to touch a wet ruge”

When was the last time you felt really wet?

Get into the feelings of snow in your hands.

What does a pine cone feel like?2 When was the last time you touched a hot
cooking utensil? (Visceral/Emotional) Can you think of a time you felt satisfied
about something you completed? Think of what it feels like to be exhausted. When
was the last time you felt impatient?

Kinaesthetic Construction: (Tactile)

Get into the feelings of stickiness turning into the feelings of sand shifting between
your fingers.

Get into the feelings of dog's fur turning into the feelings of soft butter.
(Visceral/Emotional)

Get into the feelings of frustration turning info the feeling of being really motivated
to do something.

Get into the feeling of being bored turning into feeling silly about feeling bored.
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Strategies

The Mind-Body Connection to Behaviour
by Tad James
(Revision of 29-Feb-96)

| often ask people in the seminars that we give, before beginning to teach strategies,
“How many people used a strategy today?2” I'm inferested in how many people will
raise their hand and how many won't, and usually only a few people raise their hands,
because people typically are not aware of their pervasive use of strategies.

What is a Strategy?

A strategy is any internal and external set (order, syntax) of experiences which
consistently produces a specific outcome. For example, when | go somewhere, | need
to make a picture of where I'm going and how to get there in my mind. | gather
information verbally until | have a clear picture of the entire route that I'm going to
travel. When | have enough information, | then forget it and frust my Unconscious Mind.
That's my strategy for driving somewhere, when | do it successfully. When | don't do it
successfully, it's usually because | haven't gathered enough information. So, | don't
have a clear picture, and then | may even take the wrong turn or get lost. Do you use
a strategy when you go somewhere2 Of course you do, although you may not have
been aware of it until this moment. Think of it, what is your strategy?e What do you do
when you go somewhere?

We use internal processing strategies for everything we do. All of our apparent external
behaviours are controlled by internal processing strategies. All of our overt behaviours!
So that means that we use strategies for love, strategies for hate, strategies for learning,
strategies for math, parenting, sports, communication, sales, marketing, wealth,
poverty, happiness, death, sex, eating, disease, creativity, relaxation, attention and fun.
There are strategies for everything.

We first develop a particular strategy when we are young. At an early age, perhaps
you put a series of intfernal and external experiences together, and made (for example)
a decision. Then, at some point when you knew it worked, you generalized the process
that you used before in making the decision and said, either consciously or
unconsciously, “OK, this is a good way to make a decision,” and you then probably
used it over and over and over again.

Let's say, for example, you made a picture in your mind and talked to yourself or
someone else about it, until you had enough information, and that was how you made
the decision. If that syntax worked for you, then at some fime you began to use it over
and over again.
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In our lives, we use strategies for everything that we do. And so the next question | often
ask people, in the process of doing a seminar is, “So those of you that didn't use a
strategy yet today, how did you get here2” “How did you get to the seminar2” “How
did you decide what seat to sit in2” So, a strategy is essentially what it is that you do in
your mind in the process of doing something.

Since NLP deals more with form and less with content, we're not so much interested in
the content of the thought — just the form. You might say, “Well, | thought of this”, or “I
thought about that” or “l thought of flowers” or whatever you did. Rather than the
content, we're more interested in the process information about what you did. Did you
make a picture in your mind; did you have a certain set of words that you said to
yourselfe Did you think of somebody else's voice, or did you have a certain feeling or
emotione Our interest is more in the context, form and process of what you did, and
less interested in the content.

NLP was created as a result of modelling. The creators of NLP devised a *modelling
system” which was essentially to discover somebody's belief systems, physiology, and
mental strategies. In the process of modelling, they would elicit a person's internal
program, which they called “mental syntax” or “strategy.” In terms of modelling, then,
one important element is the internal syntax or what they do inside their head when
they do what they do — what strategy do they use?

Now, as an example, let's see how you might model a foreign language. If you were
modelling a language, like French, you'd model three things. First, you'd model the
vocabulary, actually learning the vocabulary. You'd learn “plume” means “pen.” Next
you'd learn syntax. So, you'd learn how to say sentences in French, putting certain
words in certain order. Regarding the order and sequence of words, “The dog bit
Johnny” is substantially different from “Johnny bit the dog.” It has a completely different
meaning, yet they're the same words. But they're in a different order. The difference in
meaning is created by the syntax (order, sequence).

And also in modelling a language, you'd also model the mouth movements. You'd
learn how to pronounce “plume” so you could say it with the correct accent.

Modelling mental strategies in NLP allows us to take a strategy from one place and
move it to another place. Now, if I'm dealing with content, then it's hard to move
content from one place to another. But if I'm dealing with process, if I'm dealing with
the "how to” regarding processing information then | can discover somebody's internal
program and | can install it in someone else.

Another purpose for discovering someone'’s strategy is that you might want to assist
them to change their strategy. We talked about this in a seminar that | did recently
where a participant had a buying strategy of “see it”, “feel good about it” and “buy it.”
So, "I see something | want and | get a feeling right away, and | buy it"”, is pretty efficient
for making quick decisions, especially if you're an airline pilot. She felt, however, that it
was not really effective for buying because she'd see a lot of things she liked and she
bought them. So, she decided she wanted to change the strategy.
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Most strategies that people have can be easily adopted or modified, according to
whatever our outcome is. And that's why in NLP one of the presuppositions is that
people have all the resources they need. For example, if someone is very decisive at
home and they have trouble making decisions at work, one of the things we can do is
move their *home” decision-making strategy to work.

Strategy: Definition

The definition of a strategy is a specific syntax of external and internal experience which
consistently produces a specific behavioural outcome, or to put it in plain English, a
strategy is something that somebody does in their brain and nervous system that
produces a specific result. It's what somebody does in their head when they do what
they do.

An analogy that seems to work really well in describing strategies is the analogy of
baking a cake. In the process of baking a cake, you get all the ingredients together,
get a bowl, and you put the ingredients into a bowl in a certain order. It's important to
take all the ingredients and put them in a bowl in a certain order. In a recipe, there's a
certain order or sequence of when the elements should go into the recipe. And so, if
you put the elements of the cake into the bowl in the wrong order, or even in the oven
before you put them into the bowl, you'll get a substantially different outcome.

A strategy is a specific order and sequence of internal and external processes or
internal and external experiences that consistently produce a specific outcome. If you
reverse the strategy, that is, if you reverse the order and sequence of the strategy, the
outcome that you get may be substantially different.

How do you discover someone's strategy for doing a specific thing2e Just ask! That's
right, just ask, and when you do, listen to their predicates, watch their eyes (eye
patterns), and make note of the order and sequence of the modalities as they are
presented to you.

What are the elements that can go info a strategy? There are only six, forfunately. That
makes it easy! There are only six things that people can do in their mind — what a
surprise. You thought you could do a lot more than six things, didn't youe There are
only six things that you can do, though. The six are pictures, sounds, feelings, tastes,
smells, and you can talk to yourself. And you can do each of those things either
internally or externally. If you're making note of the syntax of the elements in a person's
strategy, we've developed a shorthand notation process for strategies. And they're
shown below:

V= Visual = Externdal
A= Auditory i= Internal
K= Kinaesthetic (feelings) t= Tonal (At)
o= Olfactory =  Digital
G= Gustatory
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The strategy notation system that we use corresponds directly to the eye patterns chart
that you remember (see page 100). As you listen and watch the person you're eliciting
the strategy from, note first the major modalities — [V], [At], [K], [O]. [G]. [Ad]. Also
make note of whether they are internal or external. For example, seeing a picture in
your head is Visual Internal (or Vi), looking at a car to see if you like it is Visual External (or
Ve), and may include a comparison to a remembered or created car (Vr or Vc).
Talking to the salesperson, and gathering information about the purchase to find if it
meets your criteria is Auditory digital (or Ad), and External. Or feeling a rug to discover if
you like the feel is Kinaesthetic external (or Ke), while feeling good about the purchase
is Kinaesthetic internal (or Ki).

If you want to you can also include the distinction of whether each step is internal or
external. We make a superscript, “e” for external and “i" for internal. And when
dealing with auditory, you want to make the differentiation between auditory digital
[Ad] or auditory tonal [At]. Digital includes lists, criteria — whether it *makes sense”,
whereas tonal is more concerned with whether it “sounds right”. The difference
between Digital and Tonal is whether the meaning of the words is important or whether
the tonality is important. Make a subscript of “t" for tonal or “d” for digital.

You will want to note the elements in the order they occur. And, it's OK to ask again
and again until you have a strategy that you can be confident about. Make several
tests. Ask again if you need to so you get it right, and you are sure that the building
blocks are in their correct order.

Strategies Theory
Definition

A specific syntax of external and internal experience which consistently produces a
specific outcome. Human experience is an endless series of representations. To deal
with this endless sequence it is useful to suspend the process, and contextualize it in
terms of outcomes.

The Components:

. Discover: The first step is to discover the person’s ) )
strategy through the process of elicitation. Mnemonic Device

o Utilization: The next step is to utilize the strategy D U C k i e

by feeding back information to the person in the
order and sequence that it was elicited.

o Change: The next step is to then be able to change the strategy -- to make changes
in it so that it produces the desired outcome. This component includes the design of
strategies

) Installation: We then may want to install a new strategy if needed.
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Everything We Do: Strategies involve everything we do.

Types of Strategies

81

All our daily activity is

generated, maintained by strategies. Whether or not we finish what we do is governed
by a strategy. We have strategies for:

Love

Hate

Learning
Forgetting
Parenting

Sports
Communication
Sales

Decision
Motivation
Happiness
Sex

Eating
Health
Disease
Creativity

and, actually, everything else we do.

Ve

—
Components

e Elements
e Sequence

Elements

° Visual
External
Intfernal

e Constructed
e Remembered

o Auditory
External
Internal
e Constructed
e Remembered

o Auditory Digital

— | A

Relaxation
Tension
Fun
Boredom
Marketing
Wealth
Depression
Poverty
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. Kinaesthetic
External
Internal
e Constructed
¢ Remembered

- Proprioceptive
- Tactile
- Meta
o Olfactory
External
Internal

e Constructed
e Remembered

o Gustatory
External
Internal
e Constructed
¢ Remembered

The T.O.T.E. Model

Bandler, Grinder, Dilts and others in the book, Neuro-linguistic Programming, Volume |,
refer o a model of strategies called the T.O.T.E. Model. T.O.T.E. stands for test,
operate, test, and exit.

The notion of strategies was originally proposed by Miller, Galanter and Pribram in the
book called Plans and the Structure of Behaviour, 1965. The T.O.T.E. model was
infended to explain how people process information and create complex behaviours.
It was an attempt to explain behaviour which was more complex than that produced
by simple stimulus-response.

As the theory goes, a strategy or T.O.T.E. begins with a certain test (see diagram
below). It's a test that actually starts or fires off the strategy. It's the starting point. As
you look at the diagram below, follow along beginning with the word “T.O.T.E.”, where
it says “input” (this is where the information comes from for the strategy), and to the
right of that, you see the first test.

Test Operate Test Exit

N RO
Input
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Test

Here's how it works: A frigger is set off, and information is gathered, which becomes
part of the first test, and the strategy begins. It operates for a while and it tests again, to
see if it's complete. Ifit's not complete, it goes back to a certain point, and then comes
back to the test again. It continues this loop until it gets a positive outcome, then it
exits.

The first test establishes the strategy’s test criteria that are carried forward to the next
test. So, the first test starts the strategy and it establishes criteria for the next test.

As an example, let's look at how you know to be motivated. What's the one thing —
the trigger that gets you motivated? (The first test can also be called the trigger
because it's what sets you off.) Is there usually one thing (like something you see, or
hear)2 Remember a fime when you were especially motivated. What set you offe Do
you remember the triggere If not, pick another time. Do you remember the trigger,
now? Was it something you saw, something you heard or the touch of something or
someone? It's really important in the process of eliciting, utilizing, designing or creating
new strategies to discover a specific trigger that will get the person info the strategy.
For example, if you design the world's greatest new strategy for a person that doesn't
have an appropriate trigger, it won't ever get set off. So it's important to discover the
trigger that sets off the strategy.

Operate

Next is the operation. The operation accesses and gathers the data required by the
strategy. The operation of a strategy, TEST-OPERATE, is going to access certain data.
The data that is going to be accessed in the operation section is threefold. What do
you think they should be?

The first kind of data accessed is external (remember the notations that we covered
earliere) visual external, auditory external, and kinaesthetic external — any external
process in the process in the Operate part of the strategy will be gathering data.

The data accessed could also be internal. And if it's internal, there are two possibilities.
The two data could be either Remembering data or Creating data — Memories or
constructed data. So the three types are external, which is gathering, and internal
which could be remembered or created.

Test

Then there's the next test. We've gone through TEST-OPERATE-TEST ... we're at that
point now. The second test is a comparison. It's always going to be a comparison that
allows you to know that the strategy is complete. It's a comparison of the new data to
the criteria established at the first test. So the first test will establish the criteria. The
second test will compare all the known data to the criteria established in the first test.
And, typically, the test will occur with a comparison in the same representational system
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(V, A, K, O or G). Now, at that point, if there is a “plus”, which means that the test is
successful, there will be a match between gathered data and the criteria, and we'll
have an exit af that point. If there is no match at that point, then we'll usually go back
and continue the strategy.

Exit

Finally, the exit is going to be a decision point or a choice point, and it's a
representation of the test where the strategy will either exit at that point, or loop back
and get more data.

To summarize, the functional properties of strategies are the TEST, OPERATE, TEST, and
EXIT. The first test is a trigger. The trigger feeds information forward to the second test,
which compares the data to the output of the process of operation, and which (the
operation) is gathering or accessing data or creating data. And then, when the test is
successful, the strategy is, at that point, complete.

All our outward behaviour is a result of these neurological processing patterns. All overt
behaviour is confrolled by these sequences of infernal and external neurological
representations. If a specific pattern occurs, then a specific behaviour is generated. |If
the neurological pattern does not occur, then the behaviour does not occur.

A typical neurological pattern is the result of either one of two basic processes:

a. Synaesthesia patterns (which occur in much the same way that anchors do in
that their associations are connected together in a chain where there are
representational system overlaps), or

b. Strategies. And a Synaesthesia pattern is somewhat like a very short fast strategy
with only two components. Synaesthesia Patterns

A Synaesthesia pattern, goes something like this: “... it's kind of like | want to see how |
feel about that”. Linguistically, you can spot a Synaesthesia pattern when somebody
says, “Well, I've got to see if it sounds right.” “I'm trying to think about how tfo feel.” A
Synaesthesia pattern also occurs when you touch something with your eyes closed and
then make a picture of it automatically.

A Synaesthesia pattern occurs when two modality accessing (like Visual-Kinaesthetic)
are closely linked, with one of them possibly outside the awareness. Some typically
occurring Synaesthesia patterns are see—feel (mentioned above); another is, in school,
if the teacher spoke to you with a harsh tone, you'd feel bad, and so now every time
somebody speaks to you with that fone of voice, you feel bad, even though they don't
mean anything by that tone of voice; or an accident — let's say you saw an accident,
you see blood, and you feel nauseous; or feel angry and blame someone. Has that
ever happened to youe Or in therapy, for example, client says, with his eyes going up
and to hisright, “Gee”, and then down to the right, “I don't know why | feel this way.”
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As you observe the client across from you saying, “Gee, | don't know why | feel this
way,"” you also see that he's making pictures, constructing pictures, probably of bad
things that could happen and then he's jumping to a feeling about it. That's a
Synaesthesia pattern! In this case, the pictures may also be outside of his awareness.
That's a Synaesthesia pattern.

The Steps in a Strategy Elicitation

1. The first step is fo get in a rapport. That's very important in any process. We've
discussed that in a previous chapter.

2. The second step is to set the frame. What you want to do is to set a softening
frame. The softening frame in this case might be, “You know as we sit here
talking about your business, I'm really motivated to ask you some questions that
will allow me to serve you befter. So | hope you don’'t mind if | ask you...”

3. Then you want to get into the state you're eliciting. So, in this case, if | was
dealing with somebody, I'd want to know their decision-making strategy prior to
the time | had to ask them for a decision, so | could present information to them
in a way that allowed them to decide easily. So | would get into a decisive
state—a state when | made a decision. Hopefully you're in rapport with them,
and that will lead them into the state and make it easier for them to access their
own decision—-making state.

4, Next, go through the formal elicitation text.

5. The next step: After you've said, “Can you remember a time...” You can do this
concurrently with anchoring, if you want. Just make sure the person from whom
you're eliciting the strategy, is in a fully associated intense congruent state. That
is, that they are actually associated in the memory of the event. (Associated
means that they are looking through their own eyes, and are not seeing
themselves in the memory.)

6. Step number 6 is to anchor the state. (See Anchoring)

7. Step 7 is just a check — Make sure that the state you elicited is intense. Now,
that means it is a good state. Meaning that you can fire the anchor (step
number 8),and get the same state again.

8. Fire the anchor. (Which is also useful if a guy says, “Gee, I'm having frouble
making a decision,” and you're in the process of enrolling him to be a client of
yours, then you can just fire that anchor and he'll go back into decisive state. He
won't have any trouble making a decision.) Then in the process of eliciting
strategies, you can fire the anchor at each step to assist them in accessing.

9. Then you elicit all the modalities until you're complete, and go back and check it
like we did with Craig, and
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10. Then go back and elicit the SubModalities.

And, those are the ten steps in formal strategy elicitation.
Strategy Elicitation

Now, let's talk about strategy elicitation: There are two ways to elicit strategies. One
way is formal, the other is informal. And, if you just ask someone informally, “How do
you do that,” why they'll tell you. More often than not, they'll also tell you in a way that
includes the modalities that they use in processing that information. They will fell you
their strategy.

Many strategies will come out spontaneously and naturally during a conversation and
won't have to be elicited formally. Informal strategy elicitation can be as simple as
someone saying to you, “Gee, every time | see that particular sight, | get motivated.”
And you say, “So, how do you know to get motivated. What is it about that sight2”
The fact is that people do internally what they're talking about. So they will
demonstrate verbally and non-verbally the strategies used to access and make sense
of those experiences. So, for example, as someone talks about a past decision, they
will ordinarily also run through the strategy steps. They will actually go right through the
steps in the strategy — like an instant replay. Have you ever watched a sports show on
TV and saw an instant replaye Just like that.

Strategies can also be elicited formally with a formal script, and your formal notation. It
makes it a little easier when you have the person's cooperation, and in the early stages
of learning strategy elicitation it may be a little easier to just read the script. In formal
elicitation, you can go over and over the steps of the strategy until you get it. My
suggestion is to learn how to do both formal and informal elicitation so that you can do
both as needed. If you're a doing formal elicitation, just follow this outline:
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Text for Formal Strategy Elicitation

Can you recall a time when you were totally X'd?
Can you recall a specific time?
As you go back to that time now ...
What was the very first thing that caused you to be totally X'de
Was it something you saw (or the way someone looked at you?),
Was it something you heard (or someone's tone of voice?), or
Was it the touch of someone or something?
What was the very first thing that caused you to be totally X'd?
After you (saw, heard, felt) that, what was the very next thing that happened as you
were totally X'de
—— Did you picture something in your mind?
Say something to yourself, or
Have a certain feeling or emotion?

What was the next thing that happened as you were totally X'd.

After you (list previous), did you know that you totally X'd, or... —|

(Continue until complete.)

A Formal Elicitation — Demonstration

Let's do that now. Bill, can we talke How are you doing? “Great”. Can you recall a
time when you were particularly motivated?

“Yes".

Can you recall a time when you were totally motivated?
Thinking ... “Yes".

Can you recall a specific fime? (He nods.)

As you go back to that time now ...

What was the very first thing that happened that caused you to be totally motivated?
(without pausing) Was it something you saw or the way someone looked at you?2 Was it
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something you heard or someone's tone of voice2 Or, was it the touch of someone or
somethinge? What was the very first thing that caused you to be totally motivated?

“It was something | saw".

Good. After you saw what you saw, what was the very next thing that happened as
you were totally motivated? Did you picture something in your mind2e Did you say
something to yourself, or have a certain feeling or emotion? What was the next thing
that happened as you were totally motivatede

“I made a picture in my mind”.

Great. After you made a picture in your mind, did you know that you were totally
motivated or did you say something to yourself, or have a certain feeling or emotion?
“I said something to myself”.

Good, after you made a picture in your mind, and said something to yourself, did you
know that you were totally motivated or did you say something to yourself, or have a
certain feeling or emotion?2 What was the next thing that happened as you were
totally motivated?

“Well, | was just motivated, that's all.”

Good, so you felt motivated?

“Yes, that's right.”

Now, we know that Bill's motivation strategy is:

VE V! AP —M

Now, we can also elicit the SubModalities of each of the major parts of this strategy,
and | am not going to do a complete elicitation of SubModalities now. When you are
doing it, you may want to get out our chart of possible SubModalities. So, Bill, what was
it about what you saw that caused you to be motivated?

“What do you mean?”

In what you saw, what was the important thing that made it motivating to youe Was
the colour important?

“No, not really.”
Was the size?

“Yes, well, if it had been smaller, I'm sure | wouldn't have been as motivated.”
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So size was important. Was how close you were to it important?
“I don't think so. Just so | could see.”

Now when you made the picture inside that you made when you were motivated, was
that picture a memory or did you make it up in your head?

“I made-up a picture of me doing something new.”
Was that picture near or fare

“It was really close-up.”
And could you see yourself in the picture or were you looking through your own eyes?

“I was looking through my own eyes.”
And what did you say to yourself?

“I said, 'Wow"."”

Thank-you, Bill.

“Thank-you.”

After you've mastered formal strategy elicitation, you can move on to informal
elicitation. You could elicit someone's decision making strategy just by saying, “Hey, |
love your shirt, how did you decide to buy it2"” and then just listen and watch. Listen o
the predicates, and watch the eye patterns and the other nonverbal cues. Since
strategies can be elicited either informally or formally, if you do nothing else except just
talk to the person, they will tell you exactly how they do whatever they do, and all you
have to do is just watch them and listen to them.

In business many fimes, its a little easier to discover somebody's strategy without doing
it formally, so we're going to also cover several ways of doing strategy elicitation
without being particularly formal or overt about it.
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Elicitation Demonstration 2

So, we could sit across from our good buddy Dave here, and say, “Love your car, Dave.
Where'd you get your careg” And Dave says, “I got it at the Plymouth dealer” and he
holds eye contact with us, right?2 So Dave's one of those guys whose got a "“look-to-
talk” rule. And so, then what do we do? We change our eyes, we shift our eyes away
from Dave, and we say, "“So, what did you do, you walked into the car lot and the car
jumped out at you and you bought it.” And Dave says, “No, not really” and accesses
kinaesthetic. (Hold on a second, Dave.] We don't have a whole lot of information
there yet, do we?¢ (OK, go ahead. — Dave moves his eyes...)

P oo (o®

So, we've got Dave's whole strategy right there. We have got Dave's whole strategy in
the eye pafterns. And we can notate it as:

AR Ve AP —D

We could also ask Landon (age 7). Landon, how do you know when a toy is a good
toy2 (Landon responds without moving his eyes.) He was actually looking at me. You
have to tell them, too. How do you know — let me ask you the question again — How
do you know when a toy is a good toy?2 (“When | play with it alot”.)
©O® oW
Ve K

So, what he said was, “When | play with it a lot.” and what he did was moved his eyes in
certain directions. And so the first thing he did was he moved his eyes up and to the
left, and then he moved his eyes down and to the right, which is kinaesthetic. So,
Landon, let me ask you again, how do you know when a toy is a good toy2 Look at his
eyes.

G O® @O©

Now, what he did in this case was he moved his eyes down and to the right, which was
auditory digital, so he was repeating back the question, “How do | know when the toy is
a good toy2” He moves his eyes up and to the left so he creates playing with the toy in
his mind and he checks out his feelings and sees if he feels right. (Is that right Landon?
So, you play with it a lot, and then you see how it feels, yeah?)

@@
K
And when | said that, he just moved his eyes down and to the left — kinaesthetic.

When you're eliciting strategies from eye patterns, you may find that you get a visual
construct or a visual recall and it's actually a visual external. Typically when you see a
visual-recall right at the beginning, it's a visual-external. Or it may be a visual
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constructed, and so the question will be, how are they constructing it?2 You may also
find that they move their eyes back and forth in visual like this:

oo = KO 2>

In this case, note it as Vc/Vr. Vc/Vrindicates a comparison. First, a constructed image,
and then it's compared to a memory (or vice-versa). This eye pattern simply means
that there's a comparison that begins the strategy. In either case, it's not absolutely
necessary to make the distinction between internal and external when you are only
constructing embedded commands, so when | am just putting together embedded
commands, | don't note it.

Now, let's elicit a strategy from Craig's eye patterns only. “Craig, (dahling...) | love your
watch. Did you buy that yourselfe (No.) | love your shirt, Craig. Where'd you get ite
Were you by yourself for your decision? (No.) Craig, | love your car. Did you buy that
yourselfe (No.)

Now, why did | say, “Did you buy that yourself"2 | wanted to know if Craig made the
decision by himself, or if somebody else assisted him on it, because a decision made
with somebody else can be different. (Craig says that he did buy a dishwasher himself.)

So, Craig, | love your dishwasher, where'd you get ite (Sears.)
oS @®® (oo @
Ve V= AP K

Now, notice that Craig moves his eyes up and to the left, then to the right, and then he
moved them down and to the right and then to the left (as you look at him). Then he's
done.

We've seen him do it twice. Each time | ask him to get back into the strategy, he does
the same thing. So, if he does it several times in a row, you can be pretty sure that's his
strategy. So, where'd you get it, Craigg¢ So... what... you walked into Sears and it

jumped out at you?
e
K

OK, now this fime he did go over and access kinaesthetic.

What you want to do is you want to throw him off — so, you ask him, “Did it jump out at
you”, “Did it just pop up”, or “When you got that watch, did it...” But you don't want o
use something that leads them into a specific modality. So, you don't want to say
something like, “Oh, did it shine brightly, so that's what you wanted2” No, because
that's going to lead them too much. Or “Did it call your name?" — that's going to lead
him intfo auditory tonal. Or, “Did it have a better feeling?” You don't want to lead
them, however, what you do want to say is something that throws them off that allows
them to think freely and also breaks eye contact.

Remember, there is a fine line between elicitation and installation, so when you elicit
strategies, make sure not to lead. Be non-directive.
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So, let's go back to the very beginning. Craig, you walked into Sears and what
happened?

®OH® @™ (oo @
Ve VE AP K

What we see is: visual construct, visual recall, auditory digital, kinaesthetic. OK, so
you're walking into Sears and you ask for their dishwashers ... (and, by the way, walking
intfo Sears and asking for the dishwashers is not part of the strategy. We're not there at
the trigger point of the strategy yet, based on what he's telling us...) So, what did you
do? ("Went over and looked at it.”) So, you walked into Sears and asked where the
dishwasher was. You asked the salesperson questions about the dishwasher you
wanted to buy.

Now what we're doing here, is we're checking to make sure we got the eye patterns —
making sure we recognized and organized them correctly. So, you walked into Sears,
asked where the dishwashers were, walked over to the dishwashers. (“Yeah, and then |
picked out a dishwasher.”) Aha. Now, he didn't give us that verbally before, did he?
He said, "I picked out a dishwasher”. So you saw a dishwasher that you wanted. (“Uh
huh.”) How did | know that? | saw his eye patterns, right2 So you saw a dishwasher you
wanted, then what did you do? ("l got a salesperson to see if it had a certain criteria
that | had.”) Whoa! Is that auditory digital, or what? So, he runs through his list of
criteria.

OK, Craig, so we're going to go back, here we go back again, you ready? So, we're
going to go back again, and as you go right back to that time, you walk intfo Sears.
Now, why am | saying this again? To gef him right back into the moment. You're
walking into Sears and you say, “Hey, where are the dishwashers?” And they're over
there. You walk over to where the dishwashers are and what? (“I saw the ones on
sale.”)

OK. Now we've got more criteria, don't we? “Saw one that was on sale.” Now, was
that a major criteria for you2 (“Yes, it was.”) Ah, OK, so you just gave us another
criteria. That's why we want to loop, and keep on testing.

You walked over to where the dishwashers were and you saw one on sale, and you
liked it. What was it that you saw about that dishwasher that caused you to know that
was the dishwasher you wanted to gete ("I wanted a portable that could be
permanently affixed, and after talking to the salesperson, | found out that this one could
be permanently affixed.”) OK, now what we've got here are criteriac. We don't
necessarily have the decision making strategy yet, by the way. But we have criteria
that are probably part of the motivation strategy. Now whether he got them later or
not, is not really important. If we're selling him something, we do know that sale prices
are criteria for him, especially on the dishwasher.

So you saw the dishwasher. But what was it about what you saw that caused you to
know if that was the dishwasher? (“A sign on the top that said the price | was within the
price range that | was looking for. Also, the colour dishwasher was red. A criteria of our
kitchen — that it would match with the kitchen.”)
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Very good. We have some visual sub—-modalities. So now the colour. Now he's given
us Ad criteria before. So, let me ask you a question, did you check the colour first, or
did you check the price firste ("I checked the price first.”) You did check the price
first?2 (“Because usually they have all the colours...”) So, you checked the price first
because you knew you could have any colour you wanted. (“Yeah, well, at Sears”.)
OK, so you saw the dishwasher you wanted and you checked out a bunch of criteria.
Now at that point when you checked out a bunch of criteria, you talked to the
salesperson, got the criteria. Did you then — now he just moved his eyes over fo
kinaesthetic — he just finished the eye pattern for us. Thank-you Craig!

| talked him through it, and at any point | can get him to re—access the eye patterns
again. He just accessed kinaesthetic. So I'm going to ask him just fo be sure. Craig, at
that point, when you finished talking to the guy, did you know that was what you
wanted to buy, or did you have a good feeling about it, and then you knew?
("Actually, | knew it was what | wanted to buy, but | accessed my feelings because it
was a shared appliance, something | wanted to make sure that everyone else was
going to use. So | accessed my feelings ... | knew that | accessed.) So, it was OK with
you, but you wanted to check your feelings out to make sure everybody was OK with
ite (“Right”...)

Now, so we've got that particular strategy we know that that was how he made that
decision. The question is, will a kinaesthetic exit generalize to all his other decisions? My
guess is that it will.

So, now we run just a little test so that we can be absolutely certain. That kinaesthetic
exit is just a guess on my part. It only comes from having elicited a lot of strategies, you
know, along the way. But, let's test another strategy of Craig's. Craig, do you
remember when you bought your last lawn-mowere

(“Yes.”)

When we asked him that, he flashed back and forth, visual construct / visual recall. He
constructed his last lawn—-mower. Or he constructed what he thought it ought to be
and then he went over to visual recall and remembered it. And that wasn't the
strategy yet. So, Craig, what happened when you bought your last lawn-mower?2 (It
was sitting in the office and remembered the box and remembered we had goften
one on a frade, and then | could probably get a half-price deal on it.”) So, do we
have a sale coming up as another criteria? Yes, | think we do! Well, he saw the box,
knew he could get it at a good price — criteria. And, at that point, did you have a
feeling about it, and knew that that was what you wanted to do? (“Well | knew that it
was a good lawn-mower...")

% @® (gl @@
Ve VE AP K
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He just got to the end of his strategy and when he said that, he accessed his
kinaesthetic again. It's apparent that he gets enough criteria till it hits his kinaesthetic
plus button and then he's done. And you saw that, right?2 Good. That's his strategy —
his decision making strategy, which is part of the buying strategy, is see something
(Visual external), and that it meets your criteria (Auditory digital), and you feel good
aboutit. So, I think we could say that this is his strategy.

VC/VR AP K —D

In this strategy, if you get an Ad + (meaning it meets his criteria), it's followed by a
positive K. If not, you loop back to visual external. Because, if it doesn't meet your
criteria, you're back into looking some more. Now, is that frue2 I'm just hallucinating
now, wildly, | might add. You're the one whose strategy itis. (“Yes”)

In the case of the lawn-mower, he made a picture in his mind. So you made a picture,
or you recalled a picture, and that's what | mentioned earlier. In the case of the
dishwasher, he went to Sears and saw the dishwasher. In this case, he didn't see the
lawn—-mower, but he either created or recalled that the lawn-mower was in the crate.
Now we can make some redlly fine distinctions here and we can test it, righte

So, as you go right back to that time, and you go right back to the office — and he's
flashing his back and forth between construct and recall and then he ran his whole
strategy just then for us.

SSEe te JOTS

And it was recall, wasn't it2 So, you recalled, your eye pattern said it was recall. So you
recalled the — is that right2 (“Yes”) Craig recalled the picture of the lawn-mower in
the box and said, “Hey, | know | can get this on sale” — criteria, criteria, and then he felt
good about it. So Craig does operate on his feelings. He comes out of that with a K
plus. So what | would say is that there was a visual-external or a visual recall, and what |
usually write is visual recall.

Now, when I'm doing strategies from eye patterns for the purpose of doing embedded
commands, | only note the eye patterns that | see, because I'm only going to create a
sentence with predicates for this strategy. AND, if I'm only doing this from eye patterns
for the purpose of creating embedded commands, | don't question with the depth | am
now. If I'm actually doing a formal elicitation, | will note Visual external, and question
much more closely.
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OK, so then we go — visual recall, auditory digital, kinaesthetic, and the loop back is
from auditory digital back to visual. And if, for example, Craig, you had made a picture
of the lawn-mower and gone to your boss, and he said, “Well, there's no way that I'm
going to sell that to you for half price, you're going to have to pay full list.” What would
you have done theng OK, so you would have gone to their client and so, what he got
was a K minus. So he's got to go look for more lawnmowers.

We've done two strategy elicitation’s, both so far, of decision making strategies, and
note that features, criteria, being on sale — all of that information is auditory digital —
criteria. It “makes sense”.

Extended questioning when eliciting strategies from eye patterns can help you gain
greater precision in strategy elicitation. It's effective, and you may, at times, need to
get a little more information in order to fill in the subModalities or discover more criteria.

Now, the next step before utilization, by the way, which we should do right now, is to go
back and to elicit the sub-modadalities of Craig's strategies to make sure that we have
the SubModalities of each major piece of the strategy.

Craig, as you go back to Sears and the dishwasher, what was it about what you saw
that caused you to know that it looked rightg2 (By the way, the major tests are Visual —
Looks Right, Auditory Tonal — Sounds Right, Auditory Digital — Makes Sense,
Kinaesthetic — Feels Right.) Craig, earlier, you mentioned the colour. (“Yeah, the
colour matched the... really, the colour was not important because | was at Sears and |
knew | could get the colour | wanted.”) And you saw the right colour. ("And the right
colour happened... actually the one that was delivered to my house was the one on
the showroom floor.”) And it was the right colour. Good. Was there anything other
than colour? Was it shape?2 Was it the way... was there anything else about the way it
looked? (“No")

OK, let's go to lawn-mower. When you imagined the lawn-mower, what was
important about the way the lawn-mower looked? Did colour have anything to do
with it by any chance?2 (“No, it was in a box. Well, it was red, but | don't really think..."”)
What colour was your dishwashere (“Green, like the refrigerator.”) OK, so there's no
commonality this fime, but sometimes when elicit the SubModalities, you will find
similarities in the strategy.

Now, let's get over to the auditory digital section of the strategy with Craig, because
Craig is probably more AD than your average street person. | don't know why, but...
OK, Craig, so let's talk about the criteria.

On sale is a major criterion. What other criteria are there? In the terms of the
dishwasher, there was size. (“Now”) Ah, so can you have it there now2 And what
about the lown-mowere Was having it right away important?2 Supposing your boss had
said, “Yeah, I'll sell you the lawn-mower at half price, but you need to wait two weeks,
because we want to do a display.” You had to have a lawn-mower — OK. So you
bought it. What we've got is two major criteria. One is sale price and one is “I've got to
have it right now”. Not unusual, by the way. So a major criterion for Craig is “now”.
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What other criteria do you have as you think about it As you go back to the lawn-
mower, for example? What other criteria are there that existed? ... Easy. Easy. OK,
easy to do. If the dishwasher was hard to do, would you have not done it2 ("l would
have weighed that against having someone else do it in terms of price...”) Did you buy
the dishwasher alone? (“Yes”) So, if the dishwasher was hard to use, you would have
... gotten another. (“Yes”)

We've got Craig's whole strategy here—easy, on sale, you can have it now — his major
criteria. And by the way it's very easy to use that to feed back to Craig ... and Craig,
here it is (holding up a pen), when you see how you can use this, you will probably
know it makes sense, and it’s here, so you know you don't have to wait, so you can feel
good about it. Look at him, he's ready to go.

All right. So we've covered elicitation from eye patterns and we checked it several
times. Now, if you can't read the eye patterns, you can use the script which we
covered earlier. In actually eliciting someone's strategy formally there are ten steps:

The Steps In A Strategy Elicitation

Make sure you're in Rapport with the person.

Set the Frame.

Get into the Specific State you're eliciting.

Follow the Outline below (for the test write out the whole outline)

Make Sure that the person is in a Fully Associated, Intense, Congruent State.
Anchor the State.

Make sure the state you elicited is infense [if not, select another state, or check
your own state] .

At each step, fire the anchor to assist them in accessing.

Elicit Modalities until complete.

0. Then go back and elicit the sub-modalities.

ook i =

= o0 @2

Buying Strategies

Motivation

Decision (to buy)

Convincer (See also Convincer Meta Programme)
Reassurance

rwN -

Love Strategies

1. Attraction
2. Recognizing Attraction
3. Deep Love
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Deep Love Strategy

1. How do you know you are loved by someone else?
2. Can you remember a time when you were totally loved?

A specific time?

3. In order to know you are totally loved, is it necessary for you:
a. To be taken places and bought things or to be looked at with that special
look?e
b. OR that you hear that special tone of voice or those special words?
C. OR is it necessary that you are touched in a certain way or a certain
place?

Structural Well-Formedness Conditions

e Has a well-defined representation of outcome.

o Uses all three (3) of the Major representational system:s.

o Afleast three points in every loop.

e Everyloop includes an exit point.

o Goes external after “N” steps or “X” time.

e Uses least number of steps to get the outcome.

¢ Logical sequence with no steps missing.

e Has the internal & external sensory modalities to get desired outcome.
e Preserves positive by-products and eliminates negative consequences.
e Follows T.0.T.E. model.

¢ Minimizes bad feelings.

Functional Well-Formedness Conditions
o Trigger which starts the process and carries with it the final criteria.
o Operations to alter the present state to bring it closer to the desired state.

Test which compares the present state to the desired state based on pre-sorted or ad
hoc criteria.
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¢ Decision point which determines the next step based on the congruence or lack of
congruence of the test comparison.

Knowing the functional well-formedness conditions allows you to ask very specific and
directed questions. Knowing the functional properties of strategies allows one to
recognize when one receives an answer to a different question than the one asked.

Questions to Elicit a Decision Strategy

Test: What let you know it was time to decide?
When did you begin deciding?
How did you know it was time to decide?

Operate: How did you know there were alternatives?
How do you generate alternativese

Test: How do you evaluate alternatives?
What has to be satisfied in order for you to decide?

Exit: How do you select which alternative to take?
How do you know (or what lets you know) that you have decided?

Installing or Changing Strategies

Rehearsing

Reframing

Metaphor

Anchoring

Dissociated state rehearsal

Design Principles
Design

Maintain the function.

Intervene before the strategy goes haywire.

Calibrate.

Reframe or use Sub Modalities on unpleasant feelings or voices.

Delete unnecessary steps.

Make sure that the criteria are accessed sequentially and not simultaneously.
Make least amount of change to get the results you want.
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Redesign

Make up what you think could work.
Check your own strategy for applicability.
Model someone else who has a good strategy.

Typical Problems in Motivation Strategies

Begins with Overwhelm: Person begins with feeling of overwhelm and needs to
chunk down.

The person only moves away: Either this is not enough to motivate them or the
person experiences too much stress, anxiety and unpleasantness.

Uses MOP's of Necessity: Person uses modal operators of necessity with harsh
tonality resulting in bad feelings.

Caution: There are some things that one should move away from. Be careful
about removing away strategies entirely. It is better to design a strategy with
both elements.

Typical Problems with Decision Strategies

Problems with generating options

a) No visual construct.

b) Not enough options.

c) Only one choice.

d) Either/Or.

e) Person keeps generating choices with no way to exit.

Problems with representing options

a) Options are not represented in all representational systems which makes it
difficult to evaluate them.

b) Person needs to go external to get necessary data.

c) Options and criteria are not revised according to circumstances.

Problems with evaluating options

a) Criteria for selection are inappropriate.

b) Criteria are not prioritised.

c) Criteria are considered sequentially and separately rather than
simultaneously. Polarity response is an example.

d) Person does not get an overall evaluation of each criterion.
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Strategy Elicitation From Eye Patterns

The next type of strategy elicitation is elicitation from eye patterns. You could just walk
up to somebody and you could go, “Wow, | really love your watch! How did you
decide to buy it2” and what they will do is, they'll move their eyes in a certain direction
as they remember it.

Eye Movements — Normal Right-Handed Person

Vv V R
AC AR
K AD

Figure 1: This is how they look when you're facing them.

When eliciting strategies from eye patterns it's important to make sure that you are
learning the eye paftterns for “others”, not for “self”. I've seen people struggle for years
trying to figure out what they are doing themselves. So this is for others.

The first thing to remember is that not every eye movement you see is a strategy. Some
people are going to process the information you just asked them before they begin
accessing their strategy. They may, for example, repeat to themselves exactly what
you said, "Oh, he just said 'beautiful watch', how did | get it2 And then they'll run their
strategy for you with their eyes. Some people will immediately understand what you
said and jump directly into the strategy, moving their eyes in a certain direction as they
access their strategies.

Most people will move their eyes in a recognizable pattern as they access their strategy
or as they replay the information in their head. The question is, do they move their eyes
so that you can see them adequately? And that's where your sensory acuity becomes
very, very important. That's where your sensory acuity makes a major difference. My
suggestion is that you make sure that you've gotten really wel—grounded in the eye
patterns, and that you learn them very well.

Having done that, you can just relox and let the information come to you. Just watch
their eye patterns and then note them on a piece of paper — one of the things | do is
carry a little piece of paper with me, and write down the order and sequence of their
eye patterns as | get them, so I'll remember them — and note them, using the notation
form above.
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| suggest that as with any strategy elicitation, you also test the strategy elicitation from
eye patterns wherever possible, questioning them over and over again, until you're sure
you've got it.

It's OK to check several times because the major question in the elicitation of strategies
from eye patterns is, “Where does the accessing of the information end and the
strategy begine” So you may have to elicit the same strategy in a couple of different
situations, or a couple of different contexts in order to discover how did they do it.

Strategies from eye patterns are probably one of the most powerful things that you can
learn in NLP, and in a later chapter we'll put it all together when we show how to utilize
those strategies in designing embedded commands. Let's elicit some strategies, now ...
below, we've included transcripts of actual strategy elicitations:

Additional Ideas in Eliciting Strategies

In case you run out of ways to get into a strategy elicitation, here are some other things
that you can say:

1. “Has there ever been a fime when you were really motivated to do something?2”
(Motivation)

2. “What is it like when you're exceptionally creative2” Or, “Has there ever been a
situation in which you were exceptionally creative?2” (Creativity)

3. “Can you tell me about a fime when you were best able to do 'x'2"
(a Skill)

4. “What is it like to “x"2

S. “Canyou, 'x'¢" or “How do you 'x'¢" or “Have you ever 'x'ed?2”

6. “Would you know if you could 'x'2"

7. “What happens to you as you 'x'?

Any of the above can be used to begin a formal strategy elicitation, or even an
informal one for that matter.
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Strategy Utilization

Now that you know how to elicit strategies, the next step is uftilization.

Once you've discovered what someone's strategies are, the next thing to do is to utilize
or use that person's strategies in feeding information back to them in a way that it
becomes irresistible to them. For example, you might want to utilize someone's strategy
in the process of assisting them to be motivated in a certain way, or causing them to
want to do what you suggest, or in the process of selling them something.

Once elicited, you can then use the strategy as a framework for the information you
want to feed to that person, and in using the strategy that way will present a structure
of information to the person so that the information becomes irresistible to them or
iresistible to their neurology, regardless of the content of that information.

It's a very simple matter to feed the information back to a person inside of their strategy,
meaning you put the information contextually in the form of the strategy that they just
gave you, and feed it back to them using predicates.

For example, if a person's strategy was visual, auditory digital, and kinaesthetic, and if in
the auditory digital they were comparing criteria, you could say to them, “Have you
seen our proposal yet, so that you can see that it meets your criteria and feel good
about it2" They would feel good about what you said, and probably wouldn't be
aware of why. More importantly, they would also feel good about your proposall

Let's say that you elicited a strategy that was visual external (submodalities—big picture),
auditory digital, in the auditory digital part they said, “Is this okay2”, and in kinaesthetic
(feels solid, grounded). When it was okay, the person would say, “Yes, this is the one.”
What you would say to this person is, “I think you should take a good look at this so you
can see how it will fit into the whole picture.

I'm sure you will find that it will answer all the questions we've been asking ourselves,
and you'll really be able to say 'yes', this is the one”, and feel, as | do, that this is the
most solid grounded choice available.

The way you present information to someone makes a big difference if you present it in
the order and sequence that they process information (inside their strategy), or if you
put it in an order or sequence that is different (outside their strategy).
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Embedded Commands

Obviously, you will want to discover someone's strategies and then fit your
communication into that order and sequence directly. We were recently teaching
someone how to do embedded commands. (And essentially, by doing embedded
commands inside of someone's strategy, what you're doing is making the embedded
commands even more irresistible then they already were.) As | was showing her an
example of using embedded commands and strategies, | used a “standard” sequence
visual — auditory digital — kinaesthetic (which was not her strategy). As we talked, she
was having trouble understanding. Then, | put it inside her strategy (which was auditory
digital — visual — kinaesthetic), and she immediately understood.

The first time | said, “You will probably see in a moment that this makes sense to you,
and you can feel good about learning it.” No response. So, | pointed that out to her,
and said “Well, | think that you will probably discover this makes sense to you as soon as
you can see that it feels right.” And she went, “Oh, yeah, now | understand.” The idea
is, then, to feed back the information to them inside their strategy.

With some familiarity about embedded commands the next thing | like to is fo enclose
the entire sentence with a beginning and ending temporal predicate. A temporal
predicate is a predicate or a word that deals with time. What are some words that
deal with time?2 Well, when, when are you going to, later, now, soon... tonight.

We could say (assuming a visual construct / visual recall — auditory digital — kinaesthetic
strategy), “I'm wondering (hypnotic language pattern) how soon... * (which is a
temporal predicate) "I'm wondering how soon you will have the opportunity to look at
our proposal and recall, seeing that it meets your criteria for feeling good about it
tonight, won't you (hypnotic language pattern). And so that becomes a very, very
powerful form of embedded command.

The magic number seems to be three presuppositions in a single sentence, which
immediately gets you beyond the conscious mind. When you get to the magic number
3 in a given sentence, if you put three presuppositions inside the sentence... actually
this sentence had 6.

VC/VR AP —K —D
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Given the above strategy, here's the sentence: I'm wondering how soon [1] (assuming
they haven't even agreed to look at the proposal yet) you'll have the opportunity to
look at our proposal [2], and recall seeing that it meets your criteria [3], so you can feel
good about it [4] tonight [5], won't you [tag question-6]. Here's how it works:

Hypnotic — I'm wondering...
Temporal how soon ...
you'll have the opportunity to
Embedded
look at our proposal &
Commands
recall seeing that it
Inside
meets your criteria so
Strategy
you can feel good about it
Temporal tonight,
Hypnotic L won't you?

So, what we have is a hypnotic language pattern followed by a temporal predicate at
the beginning, and at the end, that collapses all 3 of the embedded commands
together into one highly irresistible sentence. You can construct them any way you
want by putting temporal predicates at the beginning and the end and putting the
embedded commands in the middle.

How do you learn how to do thate You discover their strategy, then (if you need to)
write it out on a piece of paper as you consfruct the embedded commands. Then put
the hypnotic language and the temporal predicates at the beginning and end and say
it

You see, in the previous sentence there's also a command to feel good about the
proposal fonight as opposed to some other night, which presupposes again that they're
going to look at it tonight, whereas we began by asking them how soon, we now have
ended up by suggesting that its going to be tonight.

Now, while you were in the process of eliciting someone's strategies you may also have
set some anchors.
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When we do training for retail salespeople, we suggest they use anchoring in addition
to strategy elicitation, and embedded commands. When somebody walks in to talk to
a salesman on the floor that we're instructing how to sell, one of the things that we
suggest is that the salesperson ask the client, “Have you ever purchased a computer
(let's say it's a computer salesman), that really works well and you felt really good
aboute” And when the client or the prospective customer remembers that, they're
going to access that entire strategy of buying that computer, aren't they2 They're
going through and access that state.

When the salesperson asked the customer if they'd ever had a computer that they felt
good about and really worked well for them, they'll have to go back and access a time
if they did. If they did, it's going to access a state of having a computer that worked
well for them, which you can anchor. Then you say, "How did you know it was time to
purchase the computer?2”, which elicits the decision-making strategy.

You say to them, “Have you ever bought a computer you felt really good about?”
They're either going to say yes or no. So if they say yes, or even if they say no, anchor
that state! Assuming they said yes, you've also got one or more anchors placed with
them at the time of eliciting the strategy.

When you go to close, you can do the close inside their strategy, and feedback the
information to them in exactly the same way as they process the information, you can
also fire the anchors. So, with a positive anchor set, assuming an auditory digital
strategy, you can say something like, “I'm sure as you look at our computer you'll see
that it meets all your criteria for computers, and that you can decide that you want to
do it (firing the anchor), don't you? That's a visual auditory digital strategy. Okay?

And, if you get a negative response to the question, "“Have you ever bought a
computer you felt really good about,” anchor it, too. You can always use it to attach
to an objection that they may have in the future.

Strategy Design

The next element in strategies, is strategy design. Now, you'd want to design a new
strategy for a person if the strategy they have is particularly inefficient or did not process
data well for them. For example, a client might have a visual kinaesthetic buying
decision—-making strategy. That is, they see it, want it, buy it. “They want it" is a feeling.
And they might be in a situation where, “Hey, I'm buying foo much.”

You can assist them by adding another point to that particular strategy. There are
some things you should know. When designing strategies there are some things that
are very important:
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1. The person must have a well-defined representation of the outcome. It must be a
well-designed outcome. We need to know what kind of outcome we want as a
result of changing the strategy. And so, we go through the Keys to an Outcome
and the Meta Model and design a very well defined representation of the
outcome. Ask, “for what purpose...” why they want the change.

2. Second, the strategy should use all three of the major representational systems,
that is, visual, auditory and kinaesthetic.

3. The third thing is there should be no two—point loops. A two—point loop becomes a
Synaesthesia (like a V-K Synaesthesia). And a Synaesthesia loops around too
quickly, and is harder to get out of. If you're in a Synaesthesia where you're going
around in a circle, V=K, V=K, V=K, it's really hard to break out of that kind of loop.
Whereas, if it's a three—point loop, there's more time in between the going back
and picking it up and going around again, and if they have some auditory digital
they can say, “... hey, it's time to get out of here.”

4.  Which leads us to point number four, that is, after so many steps the strategy
should have an external check. What we don't want to do is, what I've seen so
many fimes, people who have strategies, of course unconsciously designed,
where they literally go and they end up in this auditory digital feedback loop
where they're just evaluating criteria, gathering more information, they continue to
get stuck in this Ad loop, where they talk themselves right into and out of a
decision. They go Visual — Auditory Digital, should | make a decision? No ...gather
more information ... talk yourself out ... they end up in a very tight digital loop
where they're just not making a decision. So the point is to have a three point
loop.

Now, there are three more points about the functionality of the strategy you're going to
design. In the process of designing a strategy, there are three more points that are
really important:

First of all the strategy should have a test, and part of the test should be a comparison
of the present state, and the desired state. Remember we said at the beginning of this
chapter, that typically there's a trigger or a test that feeds information forward to the
next test. The information that's in the feed forward part sets up certain criteria.

In the comparison, the strategy should have a test which is the comparison of the
present state to the desired state. That will give you either a minus (go back and
continue the strategy). or a plus (exit successfully).

The second element on the functionality of strategies is that the strategy should have a
feedback step, that is a representation resulting from the plus or minus, that is the
congruence or incongruence of the test comparison, so that a strategy when installed
should have a plus and a minus place where it goes back and loops back or where it
exits.
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Finally the strategy should have an operation. This comes right out of the test exit. The
strategy should have an operation that is a chain of representational and/or motor
activities for the purpose of altering the present state in order to bring it closer to the
desired state, that is, it should have a series of steps, in other words, an operation should
have a series of steps or a chain of representational systems or internal/external
advance.

Just a couple of more observations about strategies, now. First of all the strategy with
the fewest steps is probably better than the strategy with the most steps. In other words,
if you designed a 23-point strategy for someone, and you're going in and install it,
forget it. What's a lot better is to give them as few steps as possible to allow them to
achieve their outcome. So based on what our criteria is, in terms of structural well-
formed strategies, the criteria would be somewhere between three and having as few
steps as possible.

Another point is that having a choice is better than having no choice. So you're going
to install a strategy, make sure you're giving the person a choice, rather than no choice.
You should take into account the Direction Meta Program. It's important to take into
account whether the person moves toward or Away From in the design of the strategy.

Strategy Installation

Finally, installation is a matter of rehearsal, swish patterns, and chaining anchors
installed to recall each step of the new strategy. For example, to change a strategy,
anchor each element of the strategy:

VR AP K —D

Anchor:
° Vr
o Ad
o K

Then, assuming you want to add in the Vc element, anchor that.

o Vc
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Then chain it in to the strategy, via anchoring as:

Vr
Vc
Ad
K

So you end up with
VC/VR AP —K [—D

Motivation Strategies

People either move toward or away. People who move toward too strongly may never
get around to doing unpleasant things which are necessary. People who move away
may never move until things get bad enough. The key to motivation is to be able easily
and effortlessly to do things that are unpleasant. Most people do not need help in
doing things that are pleasant.

Typical Mofivation Strategies

o Visual construct of task accomplished leading to positive K.
) V¢ of negative consequence of not doing task leading to negative K.

Motivation strategies are related to procrastination strategies. They are the flip sides of
the same phenomenon.

Elements of an Effective Motivation Strategy

1. Voice (if present) has good tonality.
2. Voice uses modal operators of possibility instead of necessity.

Includes a representation of what is desirable about the task (the completion or
consequences) rather than a representation of the process of doing the task.

The task is chunked appropriately.

Toward strategies are more enjoyable and result in less stress than away.
Toward, away and mixed strategies work; mixed is the most general.

If mixed, think of negative first and then positive.

Try to replace away with toward strategy. Set frame that “if you do not learn a
new strategy you will have to feel bad over and over again in the future” which
uses their current strategy of moving away.

9. Association and dissociation are critical elements.

w
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The NLP World Practitioner Training Manual .... Version 2013
Copyright © 2003, NLP World Terry Elston



The NLP World 7 Day Practitioner Certification Training 109

10.  Good strategies work across contexts.

11.  Always check ecology before removing negative feelings or anxiety.

12. It may be necessary to adjust the SubModadlities of the representation of the task
being done in order to get a strongly motivated response.

13.  Ifrepresenting the task as completed does not produce strong motivation, then
focus on the consequences.

14.  Procrastinators are often good planners.

Example of a Good Motivational Strategy:

Ag in pleasant voice “It will be so good when it is done.” leading fo visual construct of
completed task of positive consequences leading to a positive K leading to beginning
the task or future pacing appropriately.
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NLP Notation

Representational Systems Superscripts Subscripts
V = Visual (Pictures) r =remembered t =tonal
A = Auditory (Sounds) c = constructed d = digital
K = Kinaesthetic (Feelings)
O = Olfactory (Smells) i =internal
G = Gustatory (Tastes e = external
Examples:
Ae = Auditory External
Ar= Auditory Remembered Al = Audifory Internal
A= Auditory Remembered Tonal Ac = Auditory Constructed
Alg= Auditory Internal Dialogue Ve = Visual Constructed
Kr= Remembered Feelings Vi = Visual Internal
Ke = Tactile Feelings/Sensations Vr = Visual Remembered
Syntactic Symbols: —Pp = Lleadsto
pd = Comparison
)g = Synaesthesia
—P» = Meta Response
—P» = Polarity Response
=  Simultaneous but not
interfering
Examples:
Sequence: Ar > Ve ’Ki >

Test: Ve vr /

Simultaneous Picture + Feeling : ve K )4
—>
Saying one thing and feeling another: Al o) Ki
—>
Talking about a picture: Vi m Alg
Ve

Inputting Auditory and Visual
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Simultaneously As
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The 6 Step Sales Strategy

(As you begin make sure that the Decision Maker is present!)

1. Rapport:

Remember, people who are like each other, tend to like each other.
Match & Mirror:

¢  Physiology

e Tone of voice

e  Representational systems
e Breathing

o Key words

2. Ask Questions:

The questions you ask are directly related to the business of the person you are
intferviewing. Talk their language. Ask questions in the language of their main
interest. (In business, talk the language of their business.)

¢ What do you do? What are you interested in?

e "For what purpose..." do you want this?

e Also discover client's I/R of success

e Find out client's primary rep system and desired state

o Discover client's Motivation, Decision, Reassurance Strategies

e Perhaps elicit Values (af this stage or next)

3. Value - Do they need it?

Establish need — establish value. Propose a solution to the client's problem, and
then ask, "Do you see any value in thise" or your magic question “What's
important to you about....2" (If there is no need, or little importance, then stop
here. Find another client. There are plenty out there.) Your job af this point is to
quickly find as many no's as possible. That means that you need to push up
against the client enough so that she makes a decision right now.

No's are infinitely better than, "l need to think about it. Can you call me back
tomorrow?2" (Remember the spinning plates analogy.) Most sales people waste
80% of their time on people who buy nothing. If you spend 80% of your time on
people who are going to buy, then they will spend more with you.

You want "High Probability” clients.
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4, Attach the Values to your Product or Service

At this point you propose how your product or service will solve the problem that
you uncovered earlier. Make a clear proposal of how, but with as little detail as
possible. Only tell the client enough to make it possible for them to purchase.

"What would happen if..."
"Compared to..." (Contrast Frame)
Because

Agreement Frame

Use strategies if you elicited them

Also repeat client's values & key words as you close

5. Close:

Ask for the order!

While you are in this step, you can also use:

Conditional close --"Do you see any value in this..." or "Is it fair fo say that if
we solved this problem then that would be valuable to you."

Tag questions - "Then it would be valuable to you to solve this, wouldn't it2"

If yes: Future pace. Fire reassurance anchor. Get referrals.

***Remember, Someone Always Buys***

Closing: There are a number of ways to ask for the order, technically called
"Closing". There are a number of books with many ideas that have worked over
the years for closing. Here are some that are valuable:

Assuming the sale: L.LE. The Order Blank Close: Put paper in front of them
and start filing it out.

Alternative Choice Question “Would you like this in blue or red?2” “Would you
like the appointment on Tuesday or Wednesdaye”

Ask them how they like to be sold to. This may sound strange, yet with
enough rapport, your client will fell you if you ask them!
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6. Deal with Objections by either:

e Ignoring them and going to #3
OR
¢ Handling Objections and going to #3

This part is about moving the buyer from resistance to objection or to buying.

Answering the Objection

You may choose to answer the objection if you think the objection is significant.
Here are the only 4 objections:

"I don't have enough time,"

"I don't have enough money,"

"I don't believe you."

"It won't work for me (it works for everyone elsebut it won't work for me) "

il B e

Handling an Objection: (The Final Objection Closed)

Listen fully to the client's objection!  Act a little bit surprised. Say, "Oh | get it, you mean
that's the only reason you're not buying?"

1. “If | could show you how to have the time/money would

you buy?"

2. If | get you the satisfied customers of your choosing on the phone, would you
believe me then?

3. Can | show you how it worked for others like you?

Re-Establish Value by Going To #3

Resistance to your message indicates lack of rapport. If that happens at any point,
build more rapport.
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Negotiating - Influencing

Planning

1.

2,

Determine your outcome.
Develop as many options as possible to achieve that outcome.

a) Avoid fixed position.
b) Define upper and lower limits of range.

Identify potential areas of agreement.
Identify issues to be resolved and plan how to discuss them.

Determine your best alternative to an agreement.

The Process

A.

Opening

] Establish rapport.

2. Get consensus that there is basis for negotiation.

3. Qualify the other negotiator through the “as if".

4 Establish the other negotiator's outcome through the “as if”.

Exchange

State areas of agreement.

Anchor every and any state you can utilize later.

State issues to be resolved.

Probe for other’'s outcomes in areas of disagreement.
Develop options that include both parties’ outcomes.

e Remind the other of shared interests.

e Ask for help in developing options.

e Ask for preference among several options.

e Emphasize objective standards for selecting an option.
6. Get agreement on the best option and move to close.

AIE I Sl N

Closing

Summarize agreement and action plan emphasizing the next step.
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Tactics

1.

10.

11.

Do not respond to a proposal with a counterproposal.

Restate, validate, clarify and probe.

Invent options for mutual gain - win/win - dovetail outcomes.

Avoid attack/defence exchanges. Use “negotiation Aikido”.

o Treaf their proposal as one option. Probe for the outcome behind it.

e Treat your proposal the same way. If attacked, probe for the outcome
behind the attack.

Anchor any and every state you can use later.

Avoid “irritators” - value judgments and statements which glorify the options you
favour.

EG: ‘“lcan’'t believe you'd make such a ridiculous offer.”
Separate intent from behaviour.
Label suggestions and questions.

“Let me offer a suggestion.”
“I'd like to ask a question.”

Use “I” language rather than accusing.

“I'm having frouble understanding this,” rather than, “You're not
making yourself clear.”

State your reasons first before making a proposail.
1) Reason

2)  Explanation

3) Proposal

Noft the reverse

Anticipate Objections - Handle in advance.

Behavioural Flexibility - Law of requisite variety.
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12.

13.

14.

15.

16.

Minimize the reasons you give when stating an option.

Multiple reasons give the other the opportunity to select the weakest
and make it the basis for rejecting the option.

NOT:"We must implement flexitime because:

it will increase our hiring options

it will reduce our turnover

our employees will be happier

we'll look like a progressive company.”

Test understanding and summairrize.

“So you think that ..."”

“Your main concernis...”

“Then it seems that we both think the idea is worth a frial period.”
“Let me be sure | understand where we are now.”

Tell the other your feelings.

“I'm having frouble with your proposal for more time off. We've agreed that we
both want a lower unit cost. And yet | feel that this will only increase...”

“I get the feeling that we're jumping into, and from issue to issue.

Which one would you like to discuss firstg”

Don’t negotiate with your team in front of the other team. If an option is raised
and you need more time or information, ask for a break or schedule another
session.

If you get stuck:

a) Stop doing what you're doing.

b) Generate at least three options for doing something else.
C) Choose the best and go with it.
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Handling Objections

1. Ignore them. One of the simplest and most potent ways to handle an objection
is to act as if it never came up.

2, Restate and validate. Use agreement frame.

3. Clarify by using the pointers. The pointers will uncover complex equivalents
which may open up new options. Apples or fruit?

4. Some options to resolve:
) Exaggerate

. Conditional close through the "Asif.” “What would happen if | could solve
this concerng”

) Devise an acceptable option that handles the objection.

o Out frame

5. Options when the objection hasn’'t been resolved after five minutes.

. Go on to other issues.
. “Let’s act as if we were in binding arbitration.”

o “Act as if you were me.”
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The Meeting Format

Before the Meeting

1. Have as few regularly scheduled meetings as possible.
2, Ask: Could | handle this by memo or phone? Is there a need for interaction?
3. Determine the outcome: What do you want as a result?

a. Stated in the positive

b. Sensory specific

C. Has an evidence procedure

d. Is ecological

e. Has short and long-term outcomes

4, Develop the evidence procedure:
How will you know you have ite

“What will you accept as evidence?2” can be used to direct afttention to a
representation of a desired state.

5. Develop options: What will happen if...¢ (As if frame)
6. Establish membership and agenda.
a. Each person invited to the meeting must have information needed for a

decision on fwo out of three agenda items. Ensure they have an agenda
before they come to the meeting so they can prepare.

b. Make sure they all know WHY they are to attend

C. The two-thirds rule: If 2/3 of relevant people are not there, do not hold the
meeting.
d. Determine who is the chairperson
7. Meeting place. Choose a meeting place where only business takes place.
8. Sensory check.
a. As people come in, make a sensory check. Check their physiology.
b. “Do | have responsive, alert people here?2”
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Opening the Meeting

Establish rapport. Maintain respect for each other.

Welcome them
Establish timeframes
Give them the all an agenda

2. State the outcome and evidence procedure.

3. Get agreement on #2 above. Smoke out hidden agendas.

4. Unless you assign people something to do, they will find something.

e.g. Take minutes, keep frack on time, ensure refreshments are available, help
with presentations, paperwork.

Discussion

1. Relevancy Challenge - ‘Is this Relevant’ Challenge

a. One unchallenged irrelevancy will take at least 20 minutes to get back on track.

b. The question, “How does (what was said) relate to the what we agreed upon for
this meeting?”This question asks that the person to justify his/her statement
relative to what is being discussed.

C. Use ‘Is this Relevant’ challenge to defend the need to know/need not to know.
Some things are just not relevant to you or others, plus some people can go into
too much detail.

d. Make the person aware of the agenda, that way everyone will monitor the time.

e. If there is no agenda on a specific topic that needs to be discussed - Write one
up and give it a time frame then strike fo it.

2. The Meta Model - Use questioning techniques to stay on track - Get specific
when people are vague.

3. Be prepared to explore different opinions and thoughts by asking ‘What would

happen if? ‘ or “As if"?

Provide a context to access information which would otherwise be unavailable
because of some present state restrictions.
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4. Use conditional close:

“If I X then will you Y2”, OR “If | could, would you?”
Get a conditional close or you will be given the run around.

5. If someone’s mind appears to be wandering, alert them:

“In a few minutes | would like to ask you to backtrack over what we have just
discussed.”

6. Give mis-matchers/Give polarity person a job to do! Polarity people with their
natural tendency to see the opposite side of an issue often can demoralize
others by derailing the synergy generated by like minds. The problem is not their
objections;it is the fimeliness of their objections. Give them a role to play at a
particular time. Ask them to play the devil's advocate, and to wait until the end
to give the other people enough rope to hang themselves with.

7. Conservative: Conservatives are people who say we have always done it that
way. One response is: “I'd be willing to consider doing it the way we have in the
past if you will consider driving home tonight while looking only in your rear view
mirror”.

Closing the Meeting

1. Summarize outcome(s).

Backtrack frame provides a mechanism to review or trace the development of
the information mayps, which is relevant to the outcomes established. Backirack
over what has been discussed and confirm how everything has been actioned
in line with the original outcomes

2. State next step(s). Agree outcomes, who is going to what and by when. Get
commitment from each individual.

The NLP World Practitioner Training Manual .... Version 2013
Copyright © 2003, NLP World Terry Elston



The NLP World 7 Day Practitioner Certification Training 122

The Conscious Use of Language
Plus ‘frames’ of language designed to assist you
negotiate with groups

OQutcome

The desired outcome of the Language Section is for all participants to be able to
successfully use language to produce their desired results using language by chunking
up or Down to levels of greater ambiguity or specificity.

Process

1. The Agreement Frame
A. | appreciate, and...
B. Irespect, and...

C. lagree, and...
D. Avoid using ‘but’ or ‘understand’

2. The Purpose Frame
“For what purpose?”

3. The What If Frame
“What would happen if¢

4, Using words that create Positive I/Rs — Say it the way you want it?”
At least 5 Positive I/Rs of being involved.

S. Conditional Close
“So if we did this, would you do thise”
6. Tag Questions

“This is something you are interested in, isn't ite”

Other frames

Evidence How you know you have it. Used when setfting a goal and get specific on
outcome.

Backirack Review what has been covered. Used when persons mind is wandering.

Relevancy Statement of Relevance. Used when person is on another train of thought
that has nothing to do with the desired outcome.
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Contrast Comparison between 2 separate thoughts. Used to make a comparison

in which the opposite comparison has not been recognized.

Ecology Is the study of consequences. Useful to look at in making any change as

As if

to the consequences for self, family, society and planet.

This acting as if something was true. Is pretending that you are
competent at something that you are not. Idea is that the pretence will
increase your capability. The more you act “as if” the more you will
become what you act.

Learning Strategies

Well-Formedness Conditions

1.

Begin in a positive state. Think of a time when you succeeded & felt good rather
than failed & felt bad. Access & anchor appropriate resources.

Chunk appropriately. Chunk down the task to avoid overwhelm. Recycle or go
external until you can represent the smaller chunks so as to sequence and
prioritise them.

Get appropriate feedback relative to the task being learned.

Make appropriate comparisons that give one a feeling of accomplishment. Do
not make comparisons to expert or fo an ideal self but o your ability in the past.

Exit. Avoid the dangers of exiting too soon or never exiting. Exit when you have
learned enough for right now, and when you have learned something well
enough for your outcome. Avoid the frap of chasing clarity. All important
decisions are made on the basis of insufficient information.

Expect to not understand some things. Set them aside and come back to them
later. Do not get frapped in bad feelings about not understanding. Remember
that understanding is a feeling.

Know your Sub Modality equivalents of understanding and use them to get
information in the necessary form.

Future pace learning to the time and place that they will be needed.
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Elicitation Questions

Context:
) Think of a time when you were able to learn something easily and rapidly.
Initial Test:

) How do you know it is time to begin learning?

Operation:

o What do you do in order to learn?

Second Test.

) How do you know if you have learned something?
Exit.
) What lets you know that you have learned something fully?

Spelling Strategies
Steps

1. Discover: Finding out what strategy someone is already using.
Utilize: Use the strategy to assist the student in learning.

Changing & Designing: Automating the new sequence so that it becomes part
of the person's unconscious process. Changing also includes the process of
designing: Streamlining what is there to make it more effective or designing a
new strategy from scratch.

4, Installing: Installing a new strategy if necessary. . .
Mnemonic Device

Spelling Elicitation DU C Kie

1. Start at the beginning. “When | give you the word .... what is the first thing you
do on the inside?”

2. Backtrack and go on. “So first you ... and then what2” Make sure they
behaviourally follow you with each step.

3. Make sure that you get a step(s) that has to do with how to spell the word.
(Some bad spellers do not have one.) “How do you know how to spell ...2"

4, “When you see, hear or feel that how do you know that it is righte”

5 Get only as much detail as you need.

Bad spellers are made not born. Bad spellers are not learning disabled. They were
teaching-disabled.

The NLP World Practitioner Training Manual .... Version 2013
Copyright © 2003, NLP World Terry Elston



The NLP World 7 Day Practitioner Certification Training 125

Inappropriate Spelling Strategies:

Negative K - Begin with a bad feeling
Phonetic - sound it out - only 50% accuracy
Visual construct - creative spelling - piece by piece

Excellent Spelling Strategy

Asked to spell the word - may repeat it internally.

See the word - visual remembered - may defocus rapidly - ask to spell
backwards - rapid.

Feeling of familiarity or not - look for shift in breathing or gestures.

How good a speller they are depends on what they read.

If no feeling of familiarity do a visual construct until get feeling.

Secondary strategy for words for which no memory image exists.

Final K is a motivator for continual improvement.

Spelling Strategies - Installing

“Do you have any objections to being a good spellerg”
New strategy is only for the context of spelling.

New strategy will not result in instantly being an expert speller but will result in
rapid improvement.

Check for reverse wiring.

“Can you think of a good friend?2”

Simplest method is rehearsing.

Reframe only if necessary.

“I am going to give you a word. As soon as | do, look up here (hold hand in their
visual remember), allow an image of the word to appear, and as soon as it does,
look down here (hold hand in their K) to get a feeling of familiarity or not.”

Use simple words initially.

Have them spell words in reverse.
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Common Problems

1.

People try to create the word while looking in visual remember. “Look up here
and wait until you see the word the way you have seen it before. Allow the
image to pop up.”

If people draw a blank, write out the word and hold it up in visual remember.
Have them look af it and then close their eyes and see it internally as a memory
image.

Hold the word up for a short period. If foo long some people will fry to describe it
rather than see it.

Have them visuadlize the word on something that they can remember easily.
A person keeps going back to their old strategy rather than using the new one.

Reframe the persistent voice. If first step is a negative K, then create a resource
anchor (or use a dissociated-state rehearsal if necessary).
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Suggested Family Therapy Model

This model takes approximately 8-10 hours for a two people. We expect that each
additional person will take 2 hours.

The Presuppositions

We assume that from an NLP point of view there are mainly two reasons why
relationships end —

e negative anchoring, and
o unfulfilled strategies.

So this process is designed to:

1. Clean-up Negative Anchoring

a. Delete negative anchors and experiences using Time Based Techniques.
Clean up negative events. This is possible because of gestalts

b. Practitioner can also do positive anchoring — Have them remember positive
states.

c. You can also show them how to set their own anchors.

2, Teach them the necessary strategies to fulfil in the relationship, and eliminate
Unfulfilled Strategies.

a. Meta Programs

e Myers Briggs

I/E

S/N

T/F

J/P

Direction

Frame

Relationship

Rules Structure (Management Rules)
Time Line (In or Through Time)
Convincer

b. Values and Values Level (Graves)
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c. Love Strategies

e Aftraction
e Recognizing Attraction
e Deep love

d. Primary Rep

The Steps

1. Ask: “Is this marriage worth saving? Is it worth being married to your spouse?”
(Ask this each time you start a session; it will save you a lot of time.)

2. Determine Outcome
3. Discover their Meta Programs and Values

4, Meet with them individually and do individual therapy
a. Disconnect negative anchors
b. Delete guilt, anger, frustration, fear, etc.
c. Do parts integration and negotiation:
e Father
e Mother
« Significant others, etfc.
d. Check role models
5. Couple Therapy — Have Fun
a. Go through Meta Programs, Time Line, Values, Love Strategies
b. Set up and make agreements
1. No Double Binds
2. Communication to work out problems
3. Generative, Supportive systems
6. Anchoring
a. Handle Negative Anchors
Give Example of how it works
Positive Anchoring

Re-anchor Positives at Beginning of relationship

©® a0 O

Teach them how to use anchors

7. Test and Future Pace
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Elicitation of the Time Line #1

We do this with the client awake - not in trance —increasing
unconscious frust & cooperation.

“If I were to ask your unconscious mind, where your past is, and where your future is, |
have an idea that you might say, “It's from right to left, or front to back, or up to down,
or in some direction from you in relation to your body. And it’'s not your conscious
concept that I'm interested in, it's your unconscious. So, if | were to ask your
unconscious mind where's your past, to what direction would you pointe”

(Always note all analogue behaviour in elicitation)

“And your future, what direction would you point if | asked your unconscious mind,
where's your futuree”

NOTE: As you elicit the Time Line, make sure that you understand that however your
client does it (how they organize the past and future) is perfect for your client.
Make no value judgments about the organization of your client’s Time Line until
you find out if it works for your client.

If there are two or more Time Lines, say, “Which of these Time Lines would be the best to
use to cause the most pervasive and long lasting change to occure”
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First Test of Elicitation

“Now, would you bring to mind the directions that you pointed to (or the memories of
the past and future that you noficed). Do you notice that they imply a line2”

If no: “Well, could you notice thate”

If still no: “Is your past arranged by location, for example, where you lived?”

If yes: “"How would it look if, for purposes of this process, it were stretched outin a
linee”

(Remember Time Based Techniques is not a visual process, it can be done visually or
with sound or kinaesthetically.)

“"Good, now when | say line, | don't mean to imply only visual, because in a moment
I'm going to ask you to float up above that line, and by float, | also mean as sounds
floating on the wind, or floating in the bathtub, or visually. However you float up above
your Time Line is perfect. So, can you just float up above your Time Line?

(If client is doing the process visually) “Make sure you are looking through your own
eyes.”

Now, remaining above your Time Line just float back into the past (pause). Are you
therege”

“Good, float back toward now, and stop there (pause). Are you there? Good. Now,
facing toward the future, float up higher and farther back into the past.

“And now, float out into your future (pause). Are you there?2”

“Now, float up higher. Float so high that your time line seems like one inch long.”
(pause)

"Good, float back to now, and float down infto now and come back in the room.” (pause)

"How was thate”
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Discovering A Cause

Now Future

0-7 Imprint
7-14 Modelling
14-21 Socialization

The Gestalt has many see’s

@-O—O—I-O—O—I-O—I-O—O

V
Chosenevent Slgnlﬁcant Emotlonal Events (SEE)

NOTE: This section is done before client is above the Time Line. It increases unconscious
frust and cooperation.

1. There are different ways for working with Time Lines:

2. Find the Event: Watch your client for clues to which way will work the best to
travel back in fime: Some pointers will be the eyes patterns, flushing of the face,

physiology of the body, voice changes. Use the modality they are in to travel
back with.

a) Walking the Time Line

b) Letting a feeling, sound or self-talk guide them back (script below)
c) Visually
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Scripts and Processes

Always ask: “Is it all right for your Unconscious Mind for you to release this (emotion or
limiting decision) today and for you to be aware of it consciously2”

“Let this feeling (sound, picture, thought) take you back to the earliest time, which
when accessed will allow the problem to disappear. Let me know when you are there
by nodding your head”

“Ok, now you are there, what have you learned now, that will allow this old problem to
disappear?”

“Through all your experiences since this event, allow the understandings and
experiences to reframe that old problem, until the emotion completely disappears from
it. Will it fo happen that it just reframes, in the light of this new view?2”

“What can you notice differently about that old problem, and what angles can you
view it from now, so that it has changed itself.....and you can keep the change!”

(At his point you can use perceptual positions to reframe the old memory. Get them to
go inside other people, float above the event...anything which changes the
perspective).

NOTES:
e |[f client says “l don’'t know where the event is” then respond with "I know you
don't, but if you did...take whatever comes up...trust your unconscious mind.”

e Ratify the change: Verify conscious acknowledgment of shift. When a major
physiological shift occurs in the client, be sure to mention it: “That was a big one,
wasn't ite”
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Visual TBT

Procedure:

1. “Let this picture (or pictures) carry you along your Time Line, and back to the earliest
possible time, which when accessed will allow this problem to reframe itself and
disappear, and when you get there notice the event. Let me know when you're there”
(Pause)

2. Ask your Unconscious Mind what it needs to learn from the event, the learning of
which will allow you to let go of the emotions easily and effortlessly. Your Unconscious
Mind can preserve the learnings so that if you need them in the future, they’'ll be there.”
(pause) “Let me know when you have them™ and when they nod or tell you they have
them, ask them *"tell me what you know about them.” (At this point it doesn’t really
matter what they say, just notice if they are becoming more at cause for the situation or
not).

3. “Notice the relationship between you now at your age and the ‘you’ then.” “See alll
the learning and experience you have now at your present age and what the younger
you needed.” “Go and give the younger you all the experience and learnings it needs
now.”

4. *Now, come back towards now on your Time Line only as quickly as your unconscious
mind can fravel and find another event where this issue was a problem.” (do the same
asin 3), “let go of all the [ name the emotion ) on the events all the way back to
now, preserve the learnings, and let go of the [ name the emotion ) all the way back
to now. (When Client is finished) Float down into now, and come back into the room.”
(BreakState)

5. Test: (Client back at now.) “Can you remember any event in the past where you
used to be able to feel that old emotion, and go back and notice if you can feel if, or
you may find that you cannot. Good come back to now.”

6. Future pace: (Client back at now.) ‘I want you to go out into the future to an
unspecified time in the future which if it had happened in the past, you would have felt
inappropriate or unwarranted (__name the emotion ), and notice if you can find that
old emotion, or you may find that you cannot. OK2" Good come back to now.
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General Reframes
Use If Negative Emotions Do Not Release

Based upon:

1.

Learning

“What is there to have learned from this event, the learning of which will allow
you to easily let go of the emotionse Won't it be better to preserve the learning
than the emotions? If you let go of the emotions and preserve the learning you
will have learned what you needed.”

Protection/Safety

“The negative emotion of doesn't protect you.”

(If you're working with fear or anger, mention flight or fight)

“In fact negative emotions aren't safe for the body. Each negative emotion can
contribute to the following types of health problems:

Anger Heart attack, Heightened Cholesterol (JAMA, 6/96)
Sadness Weakened Immune System, Depression

Fear Excessive stress, PTSD, Phobia

Guilt Lowered healing energy

Conflict Cancer

“Won't you be a lot safer if you let go of the emotions and preserve the learning
about taking care of yourselfg”

Prime Directives

“Noft letting go of this emotion is in direct conflict with the highest Prime Directive
of the unconscious mind, which is, ‘To preserve the body.’ This emotion, though
getting results, does not preserve the body; it hurts the body. Wouldn't it be
better to let go of the repressed emotion and get the same results in some other
waye”
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10.

11.

12.

Steps for Putting A Single Goal
In Your Future

Be sure the goal is stated so it is S.M.A.R.T.

Get the last step:
“What is the last thing that has to happen so you know you got ite”

Make an Internal Representation:

A Visual representation,

or Auditory representation,

or Kinaesthetic representation.

Step into the Internal Representation — associate the Client

Adjust the SubModalities Adjust them for the most positive Kinaesthetic or for the
most “real” feeling.

Step out of the Internal Representation — dissociate the Client.

Take the Internal Representation and float above now.

Energize the Internal Representation with four deep breaths: Have the Client
breathe in through the nose, out through the mouth, and blow all the energy into

the Internal Representation.

Float out into the Future: Take the Internal Representation and float above the
Time Line out into the future.

Insert the Internal Representation into the Time Line: ‘“Let go of the Internal
Representation and let it float right down into the Time Line.

Notice the events between then and now re-evaluate themselves to support
goal: The Client may or may not have an experience of the re-evaluation, so we
callit to his (her) attention.

Float back to now.
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&,

1

Fast Phobia Model

Event

Procedure: (Use Negative Emotions #1, first. If that doesn’t work, then use this page.)

1.

2.

10.

(Optional) Establish a resource anchor.
Acknowledge one-tfrial learning and client’s ability to learn.

Discover & scramble the strategy used for having phobia. (Use the Logical
Levels of Therapy.)

Using Time Based Technigues have them go back to the first event.

Make movie screen above the Time Line, and have them watch from the
projection booth.

Run the movie forward in B&W 1o the end.
Freeze frame at end, and white (or black) out.

Have the client associate into the memory and run it backwards in colour to the
beginning.

Repeat steps 6 - 8 until the client can’t get the feeling (K) back. (If you are
deleting a memory, then repeat until the memory is not accessible — give
appropriate instructions.)

Check ecology. If necessary, use a swish. Test and future pace.
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NLP Model of Therapy

Present >

State 2,

Model of World

Meta Model
Detailed Personal History
Establish Rapport

Set Outcomes 3.

Meta Programs

Values

Presuppositions
Keys/Achievable Outcome
Well-Formedness Cond.'s
Elicit Strategies

Old Model of
the World

Loosen the Model
Quantum Linguistics
Milton Model

Meta Model llI

Language Patterns
Logical Levels of Therapy

Change Work
Anchoring

Reframing

Time Based Techniques
Values

SubModalities
Hypnosis

Strategies

Parts Integration
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Desired
State

4. Clean-Up
Ecology
Parts Integration
Alignment

5. Future Pace
New Behaviours
Fill Up Convincer

New Model of
the World
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Neuro-Linguistic Programming
Certification Standards

NLP Associate Level

The Associate Level is offered to those who do not yet have a Certification from a
recognized NLP institute but would like to keep abreast of the latest information and

training.
NLP Practitioner Level
A. Duration of Training: Minimum of 120 hours of fraining in the basics of NLP
patterns taught by a Certified Trainer, or a certified
Master Practitioner under the supervision of a trainer.
B. Demonstration of ability to identify the following basic skills, techniques,

0 o N o~

A

patfterns and concepts of NLP and to utilize them
competently with self and with others.

Behavioural infegration of the basic presuppositions of NLP, including:

a. Outcome orientation with respect for others’ models of the world and the
ecology of the system.

b. Distinction between map and territory.

c. Thereis only feedback (cybernetic)-no failure.

d.  Meaning of your communication is the response you get.
e. Adaptive intent of all behaviour.

f. Everyone has the necessary resources to succeed.

g. Resistance is a signal of insufficient pacing.

h. Law of requisite variety.

Rapport, establishment and maintenance of.

Pacing and Leading (verbal and non verbal).

Calibration (sensory based experience).

Representational systems (predicates, and accessing cues).
Meta-Model.

Milton-Model.

Elicitation of well-formed, ecological outcomes and structures of present state.
Overlap and Translation.

Metaphor creation.

Frames; contrast, relevancy, As If, Backtrack.

Anchoring (VAK).

Anchoring Techniques (contextualised to the field of application.)
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14.
15.
16.
17.
18.
19.
20.
21.
22.

Ability to shift consciousness to external or internal, as required by the moment's task.
Dissociation and Association.

Chunking.

SubModalities.

Verbal and non-verbal elicitation of responses.

Accessing and building of resources.

Reframing.

Strategies; detection, elicitation, ufilization, & installation.

Demonstration of behavioural flexibility.

NLP Master Practitioner Level

A. Duration of Training: Minimum of 120 hours of advanced training taught by a

certified trainer. A minimum of 15 hours of direct trainer
supervision.

B. Demonstration of the ability to identify the following basic skills,

A N S

techniques patterns and concepts of NLP and to utilize
these competently with self and with others.

All practitioner level skills, singly and in combination.
Design individualized interventions (generative and remedial).
Ecological change work.
Shifting easily back and forth between content and form, and experience and label.
Specific Master Practitioner Skills:
a. Meta Programs.
b. Criteria (Values).
i. identification and utilization.
i criteria ladder.
i elicitation of complex equivalence and adjustment of criteria.
iv. sleight of mouth.
Installation and utilization of strategies.
Refined use of SubModalities.

Deliberate multi-level communication.

-0 Qo0

Negotiations.

Presentation skills.

> Q@

Modelling.

i.  Utilization and transformation of beliefs and presuppositions.
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NLP Trainer Level

A. Duration of Training: Minimum of 120 hours of advanced training taught
by a certified Master Trainer. A minimum of 15
hours of direct trainer supervision.

B. Satisfactory demonstration of the following behavioural competencies:

1. Complete behavioural competence in all Practitioner and Master Practitioner level
skills, ability to do any and all practitioner and master practifioner techniques
simultaneously both overtly and covertly.

2. Demonstrate facility fo shift between content and form (IE: between experience and
labelling).
3. Ability to do (demonstrate the behaviour of) what one is teaching and to teach what

one is doing — and to label it linguistically (IE: Model Self).
4, Demonstration of Presentation and Teaching skills:
a. Pacing and leading.

b. Respect for audience (i.e. at least keeping separate your and others model of
the world, and responding to these congruently; considering and responding
ecologically to others; conscious and unconscious processes.

c. Ability to answer questions, (including discerning the level and intent of questions
and generating level-appropriate responses).

d. Design of presentation: At the least, setting opening and closing frames, setting
outcomes, chunking and sequencing of information and experience, balancing
information—giving and occasions for discovery, facilitating generalization of
information and skills across context and time.

e. Design of exercises: At the least, providing for both overt and covert learning in
each exercise, including previously learned material for cumulative learning,
specifying outcomes of exercises, providing a task for all involved persons insuring
behavioural learning, including a future pace.

f. Explanation of exercises including the ability to explain an exercise behaviourally
without the use of notes or printed aids.

g. Use of deep and shallow metaphor.

h. Utfilization of multi-level feedback: ongoing re-evaluation and incorporation of
overt and covert information from individuals and group.

i. Graceful intervention in groups: at the least maintaining rapport and giving
specific sensory grounded feedback, via questions that directionalize appropriate
search to facilitate peoples discovery for themselves, demonstration, or if
necessary, overtly telling them what to do.

j.  "Tasking”: creating of a task that presupposes that a person behave in a different
way that expands his/her model of the world.

k. Ability fo do demonstrations.

S. Demonstration of a personal style, and artistry (indicating that the new frainer is
integrating skills into his/her own behaviour).

6. Demonstration of an understanding of the process of NLP Practitioner and Master
Practitioner training.
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Accessing Cues

As-If Frame

Analogue

Anchoring

Associated

Auditory

Backirack

Behaviour

Being at Cause

Beliefs

Calibration

Chunking

NLP Glossary

External signs that give us information about what we Do inside.
The signs include breathing, gestures, posture, and eye patterns.

This is "acting as if' something were frue. |.E.: Pretending that you
are competent at something that you are not, like tennis. The
idea is that the pretence will increase your capability. Remember
that your body is designed to produce behaviour based upon
what you think. The more congruently you can act "as if' the more
you will become what you act.

(As opposed to Digital, "Yes/No" distinctions.) Analogue
distinctions have discrete variations, as in an analogue watch.

The NLP Technique whereby a stimulus is linked to a response. An
Anchor can be intentional or naturally occurring. It can be
empowering or Disempowering. (See page 57)

It deals with your relationship to an experience. In a memory, for
example, you are associated when you are looking through your
own eyes, and experiencing the auditory and kinaesthetic at the
same time.

Hearing.
head.)

(It can be internal or external—inside or outside your

To go back and summarize, review or contemplate what was
previously covered, as in a meeting.

Any external verifiable activity we produce or engage in.

This phrase applies to one's responsibility for the results of an
action. The intent here is to take total responsibility for the results
on one's actions produces the optimum results.

Generalizations we make about the world and our opinions about
it, which can empower or disesmpowered us. They form the rules
about what we can and cannot do.

Usually involves the comparison between two different sets of
non- verbal cues (external, verifiable behaviour). By comparing,
we can nofice the difference between persons, places, things,
states and behaviours. It allows us to distinguish another's state
through non-verbal cues.

As in thinking - moving up or down a logical level. Chunking up is
moving up to a higher, more abstract level (including the lower
level). Chunking down is moving to a level, which is more specific.
(See Hierarchy of Ideas, page 32.)
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Complex This occurs when two statements are considered to mean the
Equivalence same thing, E.G.: "She doesn't look at me, and that means she
doesn't like me." (See Meta Model, page 43.)

Congruence When the behaviour (external verifiable) matches the words the
person says.

Conscious That of which we are currently aware.
Contrastive This is a Sub Modality process of analysing two sets of Sub
Analysis Modalities to discover the Drivers, |.E.: What makes them different.

For example the difference between Ice Cream (which the client
likes) and Yoghurt (which the client does not like) are based on
Sub Modality distinctions. (See page 45.)

Content The details of a story. The history of the client,

Content Reframe (Also called a Meaning Reframe) Giving another meaning to a
statement by recovering more content, which changes the focus,
is a Content Reframe. You could ask yourself, "What else could
this mean?¢" or "What is something you had not noticed?" (See
Meaning Reframe, page 69.)

Context The situation, domain or field in which the content occurs.

Context Giving another meaning to a statement changing the context.

Reframing You could ask yourself, "What is another context in which this
behaviour would be more appropriate?” (See Context Reframing,
page 69.)

Criteria The NLP word for values - what is important to you. (Values

determine how you spend your fime.

Crossover Matching a person's external behaviour with a different

Mirroring movement, E.G.. Moving your finger to match the client's
breathing.

Deep Structure The unconscious basis for the surface structure of a statement.

Much of the deep structure is out of awareness. The deeper
underlying root cause or meaning of a spoken word.

Deletion One of the three major processes (including distortion and
generalization) on which the Meta Model is based. Deletion
occurs when we leave out a portion of our experience. Page 5.

Digital Digital (As opposed to Analogue) Digital distinctions have distinct
(I.e.: Day/Night, Black/White) variations of meaning as in a Digital
watch, or an "On/Off switch.
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Dissociated

Distortion

Downtime

Drivers

Ecology

Elicitation
Eye Accessing
Cues

Epistemology

First Position

Frame

Future Pace

It deals with your relationship to an experience. In a memory, for
example, you are dissociated when you are not looking through
your own eyes; instead, you are seeing your whole body in the
picture.

One of the three major processes (including deletion and
generalization) on which the Meta Model is based. Distortion
occurs when something is mistaken for that which it is not. In India
there is a metaphor, which explains this: A man sees a piece of
rope in the road and thinks it is a dangerous snake, so he warns
the village, but there is no snake. (See page 6.)

Downtime occurs whenever we go inside. It can occur when we
go internal for a piece of information or when we get in touch
with our feelings. (See Up Time.)

In Sub Modalities, drivers are the difference that makes the
difference. Discovered through the process of Contrastive
Analysis, Drivers are the critical Sub Modalities, which account for
the most difference between two  different internal
representations. When Sub Modalities are compared through
contrastive analysis, the drivers are the Sub Modalities that are
different. When changed, they tend to carry the other Sub
Modalities with them.

In NLP, Ecology is the study of consequences. We are interested
in the results of any change that occurs. It is often useful to look at
the ecology in making any change as to the consequences for
self, family (or business), society and planet.

Inducing a state in a client, or gathering information by asking
questions or observing the client's behaviour.

Movements of the eyes in certain directions which indicate visual,
auditory or kinaesthetic thinking. (See page 74.)

The study of knowledge - how we think - how we know what we
know.

This is one of the Perceptual Positions. First Position is when you are
associated, looking through your own eyes, and in touch with only
your own inner Model of the World.

A frame setfs a context, which is a way we can make a disfinction
about something, as in As-If Frame, Backtrack Frame, Outcome
Frame. It is the structure behind a framework of thinking.

Mentally rehearsing a future result to install a recovery strategy so
that the desired outcome automatically occurs.
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Generalization One of the three major processes (including distortion and
deletion) on which the Meta Model is based. Generalization
occurs when one specific experience represents a whole class of
experiences—when one experience is generalized to the whole.

(See page 6.)
Gustatory Taste
Incongruence When the behaviour (external verifiable) does not match the

words the person says.

Intent The outcome of a behaviour.

Internal The content of our thinking which includes Pictures, Sounds,
Representation Feelings, Tastes, Smells, and Self Talk.

Kinaesthetic This sense includes feelings, and sensations.

Law of Requisite The Law of Requisite Variety states that "In a given physical system,
Variety that part of the system with the greatest flexibility of behaviour will
control the system."

Leading After pacing (matching or mirroring) a client's behaviour, leading
involves changing your behaviour so that the other person follows
your behaviours.

Lead System This is where we go to access information. The Lead System is
discovered by watching Eye Accessing Cues. We look where the
eyes go when someone accesses information.

Logical Level The level of specificity or abstraction. (E.G.: Money is a lower
logical level than Prosperity.) Think of logical levels as going up or
down a staircase from Abstract at the fop to specific at the
bottom.

Logical Type The category of information. (E.G.: Ducks are a different logical
type from Cars.) To follow the analogy used above, it is as if we
changed the staircases.

Mapping Across  Following Contrastive Analysis, Mapping Across is the - sub
Modality process of actually changing the set of Sub Modalities of
a certain Internal Representation to change its meaning. E.G.:
Mapping the Sub Modalities of Ice Cream (which the client likes)
over to those of the Sub Modalities of Yoghurt (which the client
does not like) should cause the client to dislike Ice Cream. (See
page 50.)

Matching Deliberately imitating portions of another's behaviour for the
purpose of increasing rapport. (E.G.: If we both raise our right
hand, then | am matching you.) Matching works best when it is
not in conscious awareness.
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Meaning
Reframe

Meta Model

Meta Position

Meta Programs

Metaphor

Milton Model

Mirroring

Mismatching

Modalities

Modal Operator

(Sometimes called a Content Reframe) Giving another meaning
to a statement by recovering more content, which changes the
focus. You could ask yourself, "What else could this mean?g" or
"What is something you had not noticed in this context which will
change the meaning of this, when you do notice ite" (See
Meaning Reframe, page 69.)

Meta Model means "Over" Model. A model of language, derived
from Virginia Safir that gives us an "over" view of language. It
allows us to recognize deletions, generalizations and distortions in
our language, and gives us questions to clarify imprecise
language. (See page 45.)

A dissociated position, not involved with the kinaesthetic of the
event or the person.

These are unconscious, content-free programs we run which filter
our experiences. Toward & Away From, and Matching &
Mismatching are examples of Meta Programs.

A story (analogy or figure of speech), which is symbolic or literal,
told with a purpose, which allows us to bypass the conscious
resistance of the client and to have the client make connections
at a deeper level.

The Milton Model is designed to produce trance or agreement. It
is a series of abstract language patterns, which are ambiguous so
as to match our client's experience and assist in accessing
unconscious resources. The Milton Model is derived from the
language patterns of Milton Erickson. It has the opposite intent of
the Meta Model (gaining details and an awareness of the deeper
structure).

Matching portions of another person's behaviour, as in a mirror.
(E.G.: If you raise your right hand, and | raise my left, then | am
mirroring you.)

This generally relates to contfradictory responses
behaviour or words, and is one of the Meta Programs.

regarding

This refers to our internal representations, which relate to the 5
senses—visual, auditory, kinaesthetic, olfactory, gustatory, plus our
internal dialogue.

Modal Operator of Necessity relates to words, which form the rules
in our lives (should, must, have to, etc.). Modal Operator of
Possibility relates to words that denote that which is considered
possible (can, cannot, etc.).
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Model

Modelling

Model of the
World

Nevro Linguistic
Programming

Nominalization

Olfactory
Ovutcome

Overlap

Pacing

Parts

Parts Integration

Perceptual
Position

Phonological
Ambiguity

In NLP, a Model is a description of a concept or a behaviour,
which includes the Strategies, Filter Patterns and Physiology so as
to be able to be adopted easily. In NLP we model excellence so
as to reproduce it.

Modelling is the process by which all of NLP was created. In
Modelling we elicit the Strategies, Filter Patterns (Beliefs and
Values) and Physiology that allow someone to produce a certain
behaviour. Then we codify these in a series of steps designed to
make the behaviour easy to reproduce.

A person's values, beliefs and afttitudes, as well as internal
representations, states and physiology that all relate to and
create his or her own world.

NLP is the study of excellence, which describes how our thinking
produces our behaviour, and allows us to model excellence and
to reproduce that behaviour.

A process word (usually ending in "-ing") which has been turned
into a noun, often by adding "-ion". (See Meta Model, Page 43)

The sense of smell.
Desired result.

Using a preferred representational system to allow us to gain
access to another, E.G.: "Imagine walking (preferred rep system)
along the beach and hearing the birds. Now, look down at the
sand and feel the cool wet sand beneath your feet."

Pacing is matching or mirroring another external
behaviour so as to gain rapport.

person's

Parts are a portion of the unconscious mind, often having
conflicting beliefs and values which are different from the whole
of the system. (See page 69.)

An NLP technique, which allows us to integrate parts at the
unconscious level by assisting each one to fraverse logical levels
(by chunking up) and to go beyond the boundaries of each to
find a higher level of intention and wholeness. (See page 69.)

Describes our point of view in a specific situation: First Position is
our own point of view. Second Position is usually someone else's
point of view. Third position is the point of view of a dissociated
observer—much like an overview or meta-position.

This occurs when there are two words, which sound the same but
have different meanings. (See Milton Model, page 40.)
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Preferred Rep
System

Presuppositions

Presuppositions

of NLP

Primary Rep
System

Punctuation
Ambiguity

Quotes

Rapport

Reframing

Representation

Representational

System

Resources

This is the representational system that someone most often uses
to think, and to organize his or her experiences. This is the
representational system that we commonly and most easily
employ. We express it in the predicates we use.

Presuppositions literally means assumptions. In natural language
the presuppositions are what is assumed by the sentence. They
are useful in "hearing between the lines" and also communicating
to someone using assumptions that will have to be accepted by
the listener so that the communication makes sense. (See page
35.)

Assumptions or convenient beliefs, which are not necessarily
"tfrue," but which if accepted and believed will change our
thinking and improve our results as an NLP Practitioner. (See page
17.)

This is how we represent our internal processing, eternally. (It is
discovered by listening to Predicates and looking at Physiology.)

Ambiguity, which is created by changing the punctuation of a
sentence by pausing in the wrong place, or by running-on two
sentences. (See Milton Model, page 39.)

This is a Linguistic Pattern in which your message is expressed as if
by someone else. (See also Extended Quotes and Milton Model,
page 40.)

The process of Matching or Mirroring someone so that they
accept, uncritically, the suggestions you give them. (Originally in
Hypnosis 'Rapport’ had a different meaning, which was, a state
where the subject in  Hypnosis sees, hears only the
Hypnotherapist.) This is not the meaning in NLP. In NLP, it relates to
establishing trust and rapport between two people.

The process of changing the frame, structure or context of a
statement to give it another meaning. In selling this process is
called, "Answering Objections."

A thought in the mind which can be comprised of Visual, Auditory,
Kinaesthetic, Olfactory (smell), Gustatory (taste), and Auditory
Digital (Self Talk).

One of the six things you can do in your mind: Visual, Auditory,
Kinaesthetic, Olfactory (smell), Gustatory (taste), and Auditory
Digital (Self Talk).

Resources are the means to create change within oneself or to
accomplish an outcome. Resources may include certain states,
adopting specific physiology, new strategies, beliefs, values or
afttitudes, even specific behaviour. Erickson said, "Everyone has all
the resources they need inside themselves. They just need to get
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in touch with them."

Resourceful State This refers to any state where a person has positive, helpful
emotions and strategies available to him or her, and is operating
from them behaviourally. Obviously the state implies a successful
outcome

Second Position  Relating to a Perceptual Position: Second Position describes our
point of view in a specific situation. Second Position is usually
someone else's point of view. (First Position is our own point of
view; Third position is the point of view of a dissociated observer.)

Sensory Acuity This relates to observational skills. Having Sensory Acuity means
that we can notice things about our client's physiology that most
people would not notfice—picking up the conscious and
unconscious cues. (See page 18.)

Sensory-Based Is describing someone's verifiable external behaviour in a way that

Description does not include any evaluations or assumptions, but in a way
that just relates the specific physiology. E.G.: "She is happy.,"is (in
NLP terminology) a hallucination, or mind-read. A sensory based
description would be, her lips are curved upward at the end, and
her face is symmetrical.

State Relates to our internal emotional condition. LE.: A happy state, a
sad state, a motivated state, efc. In NLP we believe that the state
determines our results, and so we are careful to be in states of
excellence. In NLP, our internal representations, plus our State,
and our physiology equals our behaviour.

Strategy A specific sequence of internal and external representations that
leads to a particular outcome.

Sub Modalities These are distinctions (or the subsets of the Modalities—V, A, K, 0,
G, An) that are part of each representational system that encode
and give meaning to our experiences. E.G.: A picture may be in
Black & White or Colour, may be a Movie or a Still, may be
focused or defocused - these are visual SubModalities.

Surface Structure  This is a linguistic term relating to the organization of the spoken
level of our communication (which generally leaves out the
totality of the Deep Structure). The process of "leaving out" is
accomplished by Deletion, Generalization and Distortion. (See
also Deep Structure.)

Synesthesia A two-step strategy, where the two steps are linked together with
one usually out of awareness, as in "I want to see how | feel."
Robert Dilts says that the quality of our life is based on the quality
of our Synaesthesia’s.

The NLP World Practitioner Training Manual .... Version 2013
Copyright © 2003, NLP World Terry Elston



The NLP World 7 Day Practitioner Certification Training

Syntactic
Ambiguity

Third Position

Time Line

Trance

Unconscious

Unconscious

Mind

Universal
Quantifier

Uptime

Values

Vestibular
System

Visual

Visual Squash

Well Formedness

Where it is impossible to tell from the syntax of a sentence the
meaning of a certain word. Often created by adding "ing" to a
verb, as in "Hypnotizing Hypnotists can be easy."

Relating to a Perceptual Position: Third Position describes our point
of view in a specific situation. Third position is the point of view of
a dissociated observer, an over view. (First Position is our own
point of view, Second Position is usually someone else's point of
view.)

Our Time Line is the way we store our memories of the past, the
present and the future. Each person's Time Line is metaphorically
unique to that person.

Any altered state. In Hypnosis it is usually characterized by inward
one-pointed focus.

That of which you are not conscious, or which is out of conscious
awareness. E.G.: Probably your heart beat, your breathing, your
eyes blinking were out of your conscious awareness until we
mentioned it.

The part of your mind that you are not conscious of... right now.

Words that are universal generalizations and have no referential
index. Includes words such as "all", "every", and "never"' See Meta
Model page 43, and Milton Model, page 40.)

A state where the attention is focused on the outside (as opposed
to Downtime where attention is focused inward).

High-level generalizations that describe that which is important to
you - in NLP sometimes called criteria.

Having to do with the sense of balance.

Having to do with the sense of sight—internal and external.

(Now called Parts Integration.) An NLP technique which allows us
to integrate parts at the unconscious level by assisting each one
to fraverse logical levels (by chunking up) and to go beyond the
boundaries of each to find a higher level of wholeness.

Along with the Keys to an Achievable Outcome (see pagel0), the
Well Formedness Conditions (see page 14) allow us to specify
outcomes that are more achievable, because the language
conforms to certain rules.
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My Notes
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