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				Introduction

				Increasingly, you will hear the subject of Neuro-linguistic Programming (NLP) mentioned as you go about your daily life – in corporations, colleges, and coffee shops. We wrote this book because our experience of NLP transformed our lives. We wanted to ignite the spark of curiosity in you about what is possible in NLP and with NLP. We also believed it was time for NLP to come away from academic- and business-speak to real-life plain English for all our friends out there. By friends we mean everyone and anyone, especially you the reader.

				NLP has grown in popularity because it offers ‘aha’ moments. It simply makes sense. Yet the name itself (‘Neuro’ relates to what’s happening in our minds, ‘Linguistic’ refers to language and how we use it, while ‘Programming’ tackles the persistent patterns of behaviour that we learn and then repeat) and the jargon associated with it present a barrier to the average person. Some describe NLP as ‘the study of the structure of subjective experience’; others call it ‘the art and science of communication’. We prefer to say that NLP enables you to understand what makes you tick; how you think, how you feel, how you make sense of everyday life in the world around you. Armed with this understanding, your whole life – work and play – can become magical.

				About This Book

				This book aims to entrance anyone fascinated by people. By its experiential approach, NLP encourages people to take action to shape their own lives. It attracts those willing to ‘have a go’ and open their minds to new possibilities.

				We’ve tried to make NLP friendly and pragmatic, accessible and useful for you. We expect you to be able to dip into the book at any chapter and quickly find practical ideas on how to use NLP to resolve issues or make changes for yourself.

				In displaying the NLP ‘market stall’ our choice of content is selective. We’ve aimed to offer an enticing menu if you’re a newcomer. And for those with more knowledge, we hope this will help you to digest what you already know as well as treat you to some new ideas and applications. To that end, we’ve aimed to make it easy for you to find information like:

				How to discover what’s important to you to pursue your goals with energy and conviction.

				What the main NLP presuppositions are and why they’re important to you.

				What the best ways are to understand other people’s style, helping you to get your own message heard.

				When to build rapport and when to break it.

				How to get your unconscious mind to work together with your conscious mind as a strong team.

				In addition, because the best way to learn NLP is to experience it, take full opportunity of playing with all the exercises we’ve given you. Some of the ideas and exercises in this book may be quite different from your normal style. The NLP approach is to have a go first, set aside your disbelief, and then realise your learning.

				Conventions Used in This Book

				To help you navigate through this book, we’ve set up a few conventions:

				Italic is used for emphasis and to highlight new words or terms that are defined.

				Boldfaced text is used to indicate the action part of numbered steps.

				Monofont is used for Web addresses.

				What You’re Not to Read

				We’ve written this book so that you can easily understand what you find out about NLP. And although after all this writing on our part we’d like to believe that you want to hang on our every last word between these two yellow and black covers, we’ve made it easy for you to identify ‘skippable’ material. This is the stuff that, although interesting and related to the topic at hand, isn’t essential for you to know:

				Text in sidebars: The sidebars are the shaded boxes that appear here and there. They share personal stories and observations, but aren’t necessary reading.

				The stuff on the copyright page: No kidding. You’ll find nothing here of interest unless you’re inexplicably enamoured by legal language and reprint information. 

				Foolish Assumptions

				In writing this book, we made a few assumptions about you. We assumed you’re a normal human being who wants to be happy. You’re probably interested in learning and ideas. You may have heard the term NLP mentioned, you may already work with the concepts, or maybe it’s just new and slightly intriguing for you. You need no prior knowledge of NLP, but essentially NLP is for you if any of the following ring a bell for you: 

				You’re tired or fed-up with the way some things are for you now.

				You’re interested in how to take your living experience to new levels of achievement, happiness, adventure, and success.

				You’re curious about how you can influence others ethically and easily.

				You’re somebody who loves learning and growing.

				You’re ready to turn your dreams into reality.

				How This Book Is Organised

				We’ve divided this book into seven parts, with each part broken into chapters. The table of contents gives you more detail on each chapter, and we’ve even thrown in a cartoon at the start of each part, just to keep you happy.

				Part I: Welcome to a Brave New World

				Someone once said: ‘If you always do what you’ve always done, you’ll always get what you always got.’ These are great words of wisdom to bear in mind as you begin the journey into NLP territory for yourself. In this part, you’ll start to get a feel for what NLP can do for you. As you begin, there’s one thing to bear in mind – suspend your disbeliefs or assumptions that may get in the way of your learning.

				Part II: The Brain’s Highway Code

				Do you ever find there are times when you wonder, ‘How did that happen to me?’ So now you’ll be ready to experience some ‘aha!’ moments that give you the clues to what makes you tick. In this part, we invite you to think about the best NLP question of all time, which is: ‘What do I want?’ and then to delve into what’s happening behind the scenes in your brain and your unconscious thinking. Interesting stuff, we hope you’ll agree.

				Part III: Winning Friends…Influencing People

				Ever considered how easy life would be if others would just do what you wanted them to? It’s a tough shout. We’re not claiming to be magicians, to make your worst enemies smooth putty in your hands, but rapport is such a key theme in NLP that the heart of this book explores it hand in hand with you. In this part, we give you tools for understanding other people’s point of view. We’ll show you how to take responsibility for making changes in how you connect with the key people in your life and learn how to become more flexible in your own behaviour.

				Part IV: Opening the Toolkit

				A touch of magic now opens up before you at the heart of NLP. At last, we hear you say, you’re ready to be let loose on the core NLP toolkit. Loads of practical stuff here to keep coming back to. You’ll learn how you can adapt and manage your own thinking to tackle situations that you find difficult, plus how you can get the resources to change habits that no longer help you, then whiz into the future and work with concepts of time to resolve old issues and create a more compelling path ahead of you.

				Part V: Words to Entrance

				This part focuses on how the language you use does not just describe an experience, but has the power to create it. Just imagine what it’s like to have an audience eating out of your hands. Building on the skills and styles of powerful communicators, we explain the way to get them coming back with an appetite for more, and if you consider that life can be described as a series of stories, you’ll find out how to write your own winning story. 

				Part VI: The Part of Tens

				If you’re impatient to get your answers about NLP sorted quickly, then stop here first. This part takes you straight to some top ten tips and lists, like applications of NLP, the resources and books to guide you, plus more besides. We designed this part just for those of you who always like to read the end of a book first to understand the meaty stuff inside.

				Part VII: Appendixes

				In the appendixes we’ve included an NLP resource list of useful addresses and websites, plus the two most important templates to use every day to: 

				Make your outcomes real – explained more in Chapter 3

				Build rapport with other people – which is explored in Chapter 7

				Icons Used in This Book

				The icons in this book help you find particular kinds of information that may be of use to you:

				[image: nlpjargonalert.eps] This icon highlights NLP terminology that may sound like a foreign language but which has a precise meaning in the NLP field.

				[image: nlpplaytime.eps] This icon suggests ideas and activities to give you practice of NLP techniques and food for thought.

				[image: tip.eps] This icon highlights practical advice to put NLP to work for you.

				[image: remember.eps] This icon is a friendly reminder of important points to take note of.

				[image: anecdote.eps] You’ll find this icon beside stories relating real-life experience of NLP in action. Some are real; others have their names changed; while others are composite characters.

				[image: warning_bomb.eps] This icon marks things to avoid in your enthusiasm to try out NLP skills on your own.

				Where to Go From Here

				You don’t have to read this book from cover to cover, but you will benefit greatly if you capture it all at the pace and in the order that’s right for you. Use the table of contents to see what grabs you first. For example, if you’re keen to understand someone else, try Chapter 7 first. Or if you’d like to know what makes you tick, turn to Chapter 6 first and discover the power of your senses. Feel free to dip and dive.

				Once you’ve read the book and are keen to discover more, we’d recommend that you experience NLP more fully through workshops and coaching with others. We’ve included a resource section in the Part of Tens to help you on the journey.
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				Welcome to a Brave New World
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				In this part . . .

				You find out what NLP stands for and why are people talking about it. From seeing how it all started with some smart people in California, to getting you to think about your own assumptions, we help you to start to set off in the right direction to get what you want out of life.

			

		

	
		
			
				Chapter 1

				NLP Explained 

				In This Chapter

				Setting out on a journey together

				Exploring the key themes of NLP

				Getting the most out of NLP

				Here’s a little Sufi tale about a man and a tiger:

				A man being followed by a hungry tiger, turned in desperation to face it, and cried: ‘Why don’t you leave me alone?’ The tiger answered: ‘Why don’t you stop being so appetising?’

				In any communication between two people, or in this case, between man and beast, there’s always more than one perspective. Sometimes we just can’t grasp that because we can’t see the way forward.

				NLP is one of the most sophisticated and effective methodologies currently available to help you do just that. It centres on communication and change. These days we all need the skills to develop personal flexibility to the extreme. Tricks and gimmicks are not enough: we need to get real.

				So welcome to the start of the journey and in this chapter you’ll get a quick taster of the key themes of NLP.

				What is NLP?

				We’re all born with the same basic neurology. Our ability to do anything in life, whether it’s swimming the length of a pool, cooking a meal, or reading this book, depends on how we control our nervous system. So, much of NLP is devoted to learning how to think more effectively and communicate more effectively with yourself and others.

				Neuro is about your neurological system. NLP is based on the idea that we experience the world through our senses and translate sensory information into thought processes, both conscious and unconscious. Thought processes activate the neurological system, which affects physiology, emotions, and behaviour.

				Linguistic refers to the way human beings use language to make sense of the world, capture and conceptualise experience, and communicate that experience to others. In NLP, linguistics is the study of how the words you speak influence your experience.

				Programming draws heavily from learning theory and addresses how we code or mentally represent experience. Your personal programming consists of your internal processes and strategies (thinking patterns) that you use to make decisions, solve problems, learn, evaluate, and get results. NLP shows people how to recode their experiences and organise their internal programming so they can get the outcomes they want.

				[image: nlpplaytime.eps] To see this process in action, begin to notice how you think. Just imagine that it’s a hot summer’s day. You go home at the end of the day and stand in your kitchen holding a lemon you have taken from the fridge. Look at the outside of it, its yellow waxy skin with green marks at the ends. Feel how cold it is in your hand. Raise it to your nose and smell it. Mmmm. Press it gently and notice the weight of the lemon in the palm of your hand. Now take a knife and cut it in half. Hear the juices start to run and notice the smell is stronger now. Bite deeply into the lemon and allow the juice to swirl around in your mouth.

				[image: remember.eps] Words. Simple words have the power to trigger your saliva glands. Hear one word ‘lemon’ and your brain kicks into action. The words you read told your brain that you had a lemon in your hand. We may think that words only describe meanings: they actually create your reality. You’ll learn much more about this as we travel together.

				A few quick definitions 

				NLP can be described in various ways. The formal definition is that it is ‘the study of the structure of our subjective experience.’ Here are a few more ways of answering the $64,000 question: ‘What is NLP?’

				The art and science of communication

				The key to learning

				It’s about what makes you and other people tick

				It’s the route to get the results you want in all areas of your life

				Influencing others with integrity

				A manual for your brain

				The secret of successful people

				The way to creating your own future

				NLP helps people make sense of their reality

				The toolkit for personal and organisational change

				Where it all started and where it’s going

				NLP began in California in the early 1970s at the University of Santa Cruz. There, Richard Bandler, a master’s level student of information sciences and mathematics, enlisted the help of Dr John Grinder, a professor of linguistics, to study people they considered to be excellent communicators and agents of change. They were fascinated by how some people defied the odds to get through to ‘difficult’ or very ill people where others failed miserably to connect.

				So NLP has its roots in a therapeutic setting thanks to three world-renowned psychotherapists that Bandler and Grinder studied: Virginia Satir (developer of Conjoint Family Therapy), Fritz Perls, (the founder of Gestalt Psychology), and Milton H Erickson, (largely responsible for the advancement of Clinical Hypnotherapy).

				In their work, Bandler and Grinder also drew upon the skills of linguists Alfred Korzybski and Noam Chomsky, social anthropologist Gregory Bateson, and psychoanalyst Paul Watzlawick.

				From those days, the field of NLP has exploded to encompass many disciplines in many countries around the world. It would be impossible for us to name all the great teachers and practitioners in NLP today, but in Appendix A, you will find more guidance on extending your knowledge.

				So what’s next for NLP? It’s certainly travelled a long way from Santa Cruz in the 1970s. So many more pioneers have picked up the story and taken it forward – made it practical and helped transform the lives of real people like you and me. The literature on NLP is prolific. Today you’ll find NLP applications amongst doctors and nurses, taxi drivers, sales people, coaches and accountants, teachers and animal trainers, parents, workers, retired people and teenagers alike. In the ‘Parts of Tens’ we list just a few.

				Each generation will take the ideas that resonate in their field of interest, sift and refine them, chipping in their own experiences. If NLP encourages new thinking and new choices and acknowledges the positive intention underlying all action, all we can say is the future is bright with possibilities. The rest is up to you.

				A note on integrity

				You may hear the words integrity and manipulation associated with NLP, so we’d like to put the record straight now. You influence others all the time. When you do it consciously to get what you want, the question of integrity arises. Are you manipulating others to get what you want at their expense? The question that we, the authors, ask ourselves when we are in a selling situation is simple. What is our positive intention for the other person – be it an individual or a company? If it’s good and our intention is to benefit the other side, then we have integrity – a win/win. And if not, it’s manipulation. When you head for win/win, you’re on track for success. And as you know, what goes around comes around.

				The Pillars of NLP: Straight up and Straightforward

				The first thing to understand is that NLP is about four things, known as the pillars of NLP (see Figure 1-1). These four chunks of the subject are explained in the following sections.

				Rapport: How you build a relationship with others and with yourself is probably the most important gift that NLP gives most readers. Given the pace at which most of us live and work, one big lesson in rapport is how you can say ‘no’ to all the requests for your time and still retain friendships or professional relationships. To find out more about rapport – how to build it and when to break it off – head to Chapter 7.

				Sensory awareness: Have you noticed how when you walk in someone else’s home the colours, sounds, and smells are subtly different to yours? Or that colleague looks worried when they talk about their job. Maybe you notice the colour of a night sky or the fresh green leaves as spring unfolds. Like the famous detective Sherlock Holmes you will begin to notice how your world is so much richer when you pay attention with all the senses you have. Chapter 6 tells you all you need to know about how powerful your sensory perceptions are and how you can use your natural sight, sound, touch, feelings, taste, and smell capabilities to your benefit. 

				Outcome thinking: You’ll hear the word ‘outcome’ mentioned throughout this book. What this means is beginning to think about what it is you want rather than getting stuck in a negative problem mode. The principles of an outcome approach can help you make the best decisions and choices – whether it’s about what you’re going to do at the weekend, running an important project, or finding out the true purpose of your life. Head to Chapter 3 to get the results you deserve.

				Behavioural flexibility: This means how to do something different when what you are currently doing is not working. Being flexible is key to practising NLP; you’ll find tools and ideas for this in every chapter. We’ll help you find fresh perspectives and build these into your repertoire. You might like to head to Chapter 5 for starters on how you can maximise your own flexibility.

				
					Figure 1-1: The Pillars of NLP.

				

				[image: 570285-fg0101.eps]

				Let’s just give an example here of what this might mean every day. Suppose you have ordered some goods by mail. It could be a software package to store all your names, addresses, and phone number of friends or clients. You load it on your computer, use it a few times, and then mysteriously it stops working. There’s a bug in the system, but you’ve already invested many hours in the installation and entering all your contacts. You phone up the supplier and the customer service people are unhelpful to the point of rudeness.

				You need to bring out all your skills in building rapport with the customer service manager before anyone will listen to your complaint. You’ll need to engage your senses – particularly your ears as you listen carefully to what the supplier is saying, and notice how to control your feelings and decide on your best response. You will need to be very clear about your outcome – what do you want to happen after you make your complaint? For example, do you want a full refund or replacement software? And finally you may need to be flexible in your behaviour and consider different options if you don’t achieve what you want the first time.

				Models and Modelling

				Neuro-linguistic Programming (NLP) began as a model of how we communicate to ourselves and others and was developed by Bandler and Grinder based on their study of great communicators. So NLP says a lot about models and modelling. 

				NLP works by modelling excellence in every field. The premise begins like this: If you can find someone who’s good at something, then you can model how they do that and learn from them. This means that you can learn to model whoever you admire – top business leaders or sports personalities, the waiter at your favourite restaurant, or your hugely energetic aerobics teacher.

				The NLP Communication Model

				The NLP model explains how we process the information that comes into us from the outside. According to NLP, you move through life not by responding to the world around you, but by responding to your model or map of that world.

				A fundamental assumption of NLP is that ‘the map is not the territory’. What this means is that you and I may experience the same event but we do so differently. Let’s imagine that you come to the next Dummies’ party – we would both have a good time, meet lots of friendly people, enjoy good food and drinks, maybe watch some entertainment. Yet, if we were each asked the next day to recount what happened, we’d each have a different story to tell. And so the internal representations that we make about an outside event are different to the event itself.

				[image: remember.eps] NLP does not change the world – it simply helps you change the way that you observe/perceive your world. NLP helps you build a different map that helps you to be more effective.

				[image: anecdote.eps] John is an architect who rents expensive office space in a central city location. He used to moan frequently that the offices were not cleaned to a high enough standard, the staff were lazy, and he never got any satisfaction from the office manager. On meeting John in his office we discovered that he worked in chaos, leaving the office with plans and design ideas on every available surface and not tidying anything away. He frequently worked late into the evening and was grumpy if interrupted, so the cleaners came and went without daring to disturb him. He’d clearly not considered anyone else’s point of view and had not noticed what a difficult task it was to clean his office around him. His ‘map’ of reality was completely different to that of the office management team.

				Modelling excellence

				Modelling excellence is another theme you’ll hear discussed. The NLP approach is that anything somebody else can do is learnable if you break the learning into small enough component parts. It’s an empowering perspective and also an encouragement to convert large overwhelming projects into lots of small ones – like eating an elephant.

				Tips for Using NLP to Greater Effect

				As you’ll discover, the practical application of NLP is about increasing choices when it’s so easy to fall in the trap of being restricted by your experience and saying: ‘This is the way we do things, and this is how it has to be.’ In order to get the benefit of NLP, you need to be open and give yourself and others the benefit of questioning and challenging the norms in a supportive way. Here are a few tips to remind you how. 

				Attitude comes first

				At its essence NLP is an attitude about life and a technology which empowers you with the tools and abilities to change anything about your life which does not reflect who you are today. Anything and everything is possible if you have the mind set and attitudes that support your success. If your attitudes don’t support you in living a richly rewarding life then you may want to consider changing. Changing your mind and attitude does change your life.

				[image: remember.eps] Many people spend a lot of time looking at the negatives in their lives – how they hate their jobs, or don’t want to smoke or be fat. By conditioning yourself to concentrate on what you do want, positive results can be achieved very quickly.

				Curiosity and confusion are good for you

				There are two helpful attributes to bring with you: curiosity – accepting that you don’t know all the answers, and a willingness to be confused – because that precedes new understanding. As the great hypnotherapist, Milton H Erickson (more on him later too), said: ‘Enlightenment is always preceded by confusion.’

				[image: tip.eps] If you find that ideas in this book make you feel confused, thank your unconscious mind as this is the first step to understanding. Take the confusion as a sign that you actually know more than you realised.

				Change is up to you

				Gone are the days when you need to stay stuck in a downward spiral of repetitive behaviours and responses that are tedious and ineffective. Today NLP is all about producing measurable results that enhance the quality of people’s lives without a lengthy and painful journey into the past.

				Once you move into the chapters ahead, you’ll discover the experiential nature of NLP – that it’s about trying things out, having a go. Test out the ideas for yourself – don’t take our word for it.

				The responsibility for change lies with you: this book is the facilitator. If you are not open to change, then you have thrown away your money. So we’d encourage you to do the exercises, note your new learning, then teach and share with others, because to teach is to learn twice.

				Have fun on the way!

				When Clint Eastwood was interviewed on TV by Michael Parkinson he offered sound advice: ‘Let’s take the work seriously, and not ourselves seriously.’ NLP involves much fun and laughter. If you set yourself up to become perfect, you put enormous and unrealistic pressure on yourself too. So pack in a sense of your own playfulness as you travel and try to make sense of a changing world. Learning is serious work that is serious fun.

			

		

	
		
			
				Chapter 2

				Some Basic Assumptions of NLP

				In This Chapter 

				Understanding the presuppositions of NLP

				Testing the NLP presuppositions

				Walking in someone else’s shoes

				Learning flexibility in order to take 100 per cent responsibility in any interaction

				Brenda is a friend of mine (Romilla) and has a much loved, only daughter, Mary. At the age of ten Mary was a little spoiled as she had arrived after Brenda and Jim had given up hope of ever having a child. Mary was prone to throwing tantrums the likes of which you are extremely fortunate not to experience. Mary would thrash about on the floor, screaming and flailing her arms and legs. Brenda made no progress with Mary’s tantrums until one day…Mary was on the floor exercising her lungs with wonderful abandonment when the long-suffering Brenda took some metal pans out of a cupboard and joined Mary on the floor. Brenda banged the pots on the wooden floor and kicked and screamed even better than Mary. Guess what? Mary lay there in stunned astonishment, staring at her mother. She decided there and then her mother was the more expert ‘tantrumer’ and Mary would lose the tantrum contest every time so it was futile to pursue this particular course of action and the tantrums stopped from that moment. Brenda took control of her interaction with Mary by having the greater flexibility of behaviour.

				This little anecdote illustrates how the person with the most flexibility in a system influences the system. This statement is not the result of some experiment conducted in a laboratory. It is an NLP presupposition‘’ or assumption; an assumption which, if you were to practise and adopt, could help to ease your journey through life. The story above shows just one of several of these ‘convenient beliefs’ or presuppositions which form the basis of NLP.

				NLP Presuppositions

				NLP presuppositions are no more than generalisations about the world. In this chapter, we explain some of the presuppositions that we consider to be most influential out of several that have been developed by the founders of NLP and offer them for your consideration:

				The map is not the territory

				One of the first presuppositions is that the map is not the territory. This statement was published in ‘Science and Sanity’ in 1933 by Korzybski, a Polish count and mathematician. Korzybski was referring to the fact that you experience the world through your senses (sight, hearing, touch, smell, and taste) – the territory. You then take this external phenomenon and make an internal representation of it within your brain – the map.

				This internal map you create of the external world, shaped by your perceptions, is never an exact replica. In other words, what is outside can never be the same as what is inside your brain.

				Take one analogy; as I (Romilla) sit in my conservatory, writing, I am looking out at the oak tree in the garden. The representation that I make of it, when I close my eyes, is completely different from the actual tree in the garden. Not being a botanist I may not notice features a botanist would observe. Just because I cannot see those features, and therefore they do not exist in my internal representation, does not mean they do not actually exist. Or try another analogy; if you were driving in London, with your London street map, the ‘roads’ shown in the map book are completely different to the roads you are actually driving along; for a start the tube stations you drive past are in three dimensions and colour, whereas they are shown as a blue circle with a red line through it on the map.

				Putting perceptions through your own personal filter

				Your senses bombard you with 2,000,000 bits of information per second but your conscious mind can only deal with between five and nine pieces of information at any given moment so there is an awful lot of information that is filtered out. This filtration process is influenced by your values and beliefs, memories, decisions, experiences, and your cultural and social background to allow in only what your filters are tuned in to receive.

				A friend of mine (Romilla) believes passionately in animal welfare and has a very special bond with animals. When driving, she will spot animals behind trees, on the side of the road or on fences long before her passengers who are more likely to be looking around. 

				Some Europeans and North Americans may experience a major culture shock when visiting countries like India or Mexico. Because of their cultural background they may well be shocked by the level of poverty in some areas whereas local people accept the poverty as part of life. 

				Unfamiliar territory: Travelling down another person’s map

				What this means is that each of us has a very individual map of our world and to make communication easy it is a really useful exercise to at least attempt to understand the internal reality or map of the person with whom you are communicating.

				[image: anecdote.eps] I (Romilla) was buying some fish and chips and was asked to fill in a short form about the quality, service, and value-for-money of the food. The women serving behind the counter were very upset because the man who had just left had declined, quite rudely, to fill in the form. I asked the ladies if they had considered how the poor man might have felt if he was illiterate and was rude because he was embarrassed. The change in the two ladies was phenomenal. ‘Oh, I never even thought about that,’ gasped one. Their demeanour changed immediately from one of anger and resentment to one of deep sympathy. They also felt much better in themselves and were able to let go of all the negative feelings they had been holding onto.

				You can use the same strategy that I did whenever you find yourself in a situation where another person’s response surprises you, irritates you, or just leaves you puzzled. When you find yourself face-to-face with a person you think is just a pain, follow these steps to change how you think about that person. (If all is right with your world right now, you can still practise this technique. Just think of someone whose behaviour really gets up your nose).

				[image: nlpplaytime.eps] 1. Count all the blessings in your life.

				 2. With examples of your own good rattling around in your brain, put on your most generous hat.

				 3. Ask yourself what could possibly be going on in this other person’s world that would warrant his or her behaviour.

				Once you have begun to master this process, you may find not only are you happier with your lot, but you can accept people and their idiosyncrasies with ease. 

				People respond according to their map of the world

				You respond according to the map of the world you hold in your head. The map is based on what you believe about your identity and on your values and beliefs as well as your attitudes, memories, and cultural background.

				Sometimes the map of the world someone operates from may not make sense to you. However a little understanding and tolerance could help enrich your life.

				[image: anecdote.eps] When my (Romilla) mother was a junior doctor she used to visit a psychiatric hospital. One of the patients was a very well-spoken, highly educated professor of English. One of the little foibles the professor exhibited was to walk around in the night with an open umbrella. He was convinced that the rays of the moon would give him ‘moon madness’. However, the professor took great delight in sharing his passion for English literature with members of the staff whose lives were certainly enriched by their daily interactions with the professor. If the staff had been intolerant of the ‘mad professor’ and ignored or sidelined him, they may not have realised it but their lives would have been impoverished without the richness of his literary stories and his sense of humour – he often referred to himself as the ‘impatient patient’.


				A child’s map of the world

				A child’s map of the world can sometimes make an adult think again! This is neatly illustrated by a delightful snippet in an email that was going around.

				A policeman was sitting in his police van with his canine partner when he noticed a little boy staring in at them. The boy asked if that was a dog in the van. The policeman confirmed that the other occupant of the van was indeed a dog. The little boy got extremely puzzled and asked, ‘What’s he done to get arrested?’



				There is no failure, only feedback

				This is a very powerful assumption to live your life by. Everyone makes mistakes and experiences setbacks. You have a choice between allowing yourself to be waylaid by your undesirable results or learning the lessons that have presented themselves, dust yourself off and have another shot at jumping the hurdle.

				I (Romilla) attended a course run by a wonderful Hawaiian Kahuna, Serge Kahili King, during which he said that he never made mistakes. This caused a few chuckles as none of us believed him and also because the twinkle in his eyes belied the deadpan expression on his face. He then added that he may not always get the results he wants, but he never makes mistakes.

				Think of a sailor navigating a boat from Southampton to Sydney. Does he throw up his hands in horror and sob into his hanky if he goes slightly off course or does he work out the adjustments he needs to make and then turn the helm and keep an eye on the compass?

				[image: nlpjargonalert.eps] Normal ‘feedback’ is associated with receiving input or getting a response from another person. The meaning of feedback has been expanded in the context of this presupposition to include the result or outcome you may get from a particular situation.

				Thomas Alva Edison is the person to learn from about feedback. Although he is famous for inventing the light bulb, he was a prolific inventor. His genius lay in trying out his ideas, learning from ‘unexpected’ results and recycling concepts from an experiment that did not work in other inventions. Where other people saw Edison’s thousands of attempts at inventing the light bulb as failures, Edison simply saw each trial as yet another way of learning how not to make a light bulb.

				[image: remember.eps] Worrying about ‘failure’ keeps you focused on the past and the problems. If you examine the results you have already got, even if they are unwanted, you can then shift your focus onto possibilities and move forward.

				[image: nlpplaytime.eps] When you’re faced with ‘failure’, you can use this NLP presupposition to find the opportunities for growth by asking yourself the following questions. 

				Think of something you ‘failed’ at and ask yourself:

				What am I aiming to achieve?

				What have I achieved so far?

				What feedback have I had?

				What lessons have I learned?

				How can I put the lessons to positive use?

				How will I measure my success?

				Then pick yourself up and have another go!

				Can you imagine a world where you gave up learning to walk simply because you fell over the first time you stood up to walk? What do you think Waterloo Station in London would look like during the rush hour if only a few people mastered the art of walking?

				The meaning of the communication is the response it elicits

				No matter how honourable the intentions of your communications, the success of the interaction depends on how the message is received by the listener not by what you intended. In other words, the meaning of the communication is the response it elicits.

				This is yet another very powerful assumption about communication. It places the onus of responsibility to get your message across squarely at your door. Once you adopt this presupposition you are no longer able to blame the other person for any misunderstandings. If the response you get is not what you expected then you, as a student of NLP, will have the tools to use your senses to realise that the other person is missing the point. You will also have the flexibility to do things differently, through your behaviour and your words.

				[image: remember.eps] So start with the end in mind and think of what the outcome is that you want from your communication. What would happen if a builder started by slapping bricks on one another without a plan? You certainly wouldn’t get your cathedral! In order to build something with strong foundations you need to start with an architect’s vision of the end product. This is also a very good way of keeping your emotions out of the way when you are involved in a situation that could get tough.

				If you want to find out more about sensory awareness please have a look at Chapter 7. Chapter 5 will show you more ways of practising flexibility of behaviour and gives a few more tips on dealing with emotions when the going gets tough.

				If what you are doing is not working, do something different

				So simple and yet you don’t always modify your behaviour. After all, it’s a lot easier wandering through life wishing change on other people and…you can enjoy all the angst you get from thinking those horrible thoughts about someone else. (This is the author being facetious.)

				Not everyone has your internal resources and the very fact you are reading this book means you are showing initiative in making changes in your life. So we would suggest that it may take a lot less energy to change yourself than to have someone conform to your ideals. 

				If you accept this NLP presupposition then you recognise that it’s better to change tactics than to continue to beat your head against a wall or spend your time lamenting your misfortune. Still, before you can actually change your tactics or do something different, you need to understand why what you’re doing now isn’t working.

				So why is what you are doing not working? Could it be that you haven’t communicated exactly what it is you want? Perhaps the other person has not discovered the resources they need to help you achieve your outcome. So what do you do differently to get the desired results? 

				For instance, if you are not getting all the hugs you feel you want perhaps you should come right out and tell your partner. Remember that positive feedback works brilliantly, so if your partner does make physical overtures make sure they know how much you appreciate the contact. 

				[image: anecdote.eps] Consider this example. Patricia was a student who learned best through feeling and touch. This meant she had difficulty in following standard ‘chalk-and-talk’ lessons which are more suited to people who are visual or auditory oriented. As a result Patricia was finding it hard to stay on top of her class work and was failing to reach her potential. A less talented teacher might have placed the blame on Patricia and branded her as either stupid or having a bad attitude to her studies. Fortunately her teacher recognised that Patricia needed to be shown how to study and how to apply the lessons in a more practical way. She was lucky that her teacher recognised the reason for her problems and took the responsibility to do something different by adjusting her teaching methods to help Patricia do well. Patricia’s teacher was a good one: she was flexible and took responsibility for the effectiveness of her teaching. Rather than blaming Patricia for her inability to learn, Patricia’s teacher found another way to reach her.
.[image: nlpjargonalert.eps]

				Your lead or primary representation system

				You experience your world through your five senses – visual (eyes), auditory (ears), kinaesthetic (feelings and touch), olfactory (smell), and gustatory (taste). More than likely you use one sense in preference to the others to collect data about your world, particularly at times of stress. This is called your lead or primary representational system. It influences how you learn and the way you represent your external world inside your head. We’ll be telling you more about this in Chapter 6. 



				You cannot not communicate

				Have you ever smiled at someone, said something really polite but been thinking, ‘Oh! Just drop dead’? No? Just as well, because we, the authors, would bet the way you held your body or gritted your teeth wouldn’t have fooled anyone. We are sure that if the person on the receiving end of the message has learned NLP, or has even some sensory acuity, they would detect the lack of warmth in your eyes, the grimace in your smile, or the snarl in your voice. So even though you don’t say ‘Drop dead’, you’re still communicating that message.

				This is also shown in a fascinating study, pioneered by Professor Albert Mehrabi, established that, when talking about feelings and attitudes, what you say has a very small impact compared to the tone you use and how you hold your body. The influences, in percentage terms, were as follows:

				Verbal 7%

				Tonality 38%

				Physiology 55%

				Individuals have all the resources they need to achieve their desired outcomes

				We love this one! It’s so positive. What this phrase means is that everyone has the potential to develop and grow. The important point to make here is you may not have all the internal resources you need but that you do have the internal resources to acquire new internal and external resources.

				[image: anecdote.eps] Tom, a little eight-year-old boy, was being bullied at school. He was resourceful enough to ask his father for help in dealing with the bullies. His father asked him to behave more assertively and with more confidence. Tom had no idea how to do that. Tom loved the Terminator films and his hero was Arnold Schwarzenegger. Tom’s father taught him the circle of excellence exercise and asked Tom to imagine he was Arnie as he stepped into the circle. Tom’s new found confidence affected his behaviour, his body language, and his attitude. As a result Tom’s tormentors faded away and his street cred went through the roof with other little victims begging to learn his technique. The circle of excellence is a brilliant technique for psyching yourself up by building a powerful resource state and you can find out more about it in Chapter 9.

				Every behaviour has a positive intent

				Unfortunately this also applies to bad or non-productive behaviour. With bad behaviour the positive intention behind it, called secondary gain, is obscured. 

				[image: nlpjargonalert.eps] Secondary gain is the benefit someone gets unconsciously from a particular behaviour that is normally considered to be disempowering or bad.

				For instance a child may play the clown in class in order to gain acceptance by his peers, although his teachers and parents will find this quite destructive.

				[image: anecdote.eps] Take, for example, Janet. The youngest of five children, Janet had suffered from a bad back for as long as she could remember but the doctors could not find a reason. Janet’s mother was a flighty, self-centred woman who was more interested in partying than her family. As a child, Janet’s siblings would help her by carrying her books and making sure Janet was taken care of. Things became really bad after Janet’s daughter was born so her husband did all the shopping and carrying of, and looking after, the baby. The little girl grew up to become ‘mummy’s little helper’ and was always at her mother’s beck and call. When Janet finally agreed to see a therapist, she was able to acknowledge that her bad back was psychosomatic. She realised that it was her way to get the love and attention she had craved from her mother but never got. 

				Janet’s behaviour is a brilliant demonstration of this presupposition, as the secondary gain for her was to have her family run around after her, and what she really wanted was to have her craving for love and attention satisfied. Once Janet realised her need she was also able to recognise that she was getting massive amounts of love and attention from her husband and daughter. One of the ‘side effects’ of the therapy was that Janet was able to understand that her own mother’s behaviour was based on problems her mother had and were not Janet’s fault.

				[image: remember.eps] If you can understand the positive intention that is causing a person to behave in a particular, un-resourceful way, you can increase your flexibility and thereby your ability to communicate. You can then help to change the unwanted behaviour by satisfying the intention of the behaviour in a more positive way.

				[image: anecdote.eps] When one of the authors worked for a multinational company, a sales manager, Patrick, would occupy one of the free desks in her corner of the building when he visited. Some of the kinder terms people used for Patrick were obnoxious and inconsiderate. Patrick would spread out. He sprawled in his chair which meant it was pushed out, away from his desk and people in the author’s corner would have to squeeze past. He was loud, made demands on everyone around him, and was extremely unpleasant to his secretary. An office gossip told the rest of us that poor Patrick’s behaviour was the product of a domineering mother and even more masterful wife. Unfortunately his need for acceptance, and especially respect, made him behave in ways that gave him results that were exactly opposite to those he craved. One of the benefits of finding out about Patrick’s background was that most of us were then able to think a little more kindly about him and his presence no longer sent our blood pressures soaring. By showing him a degree of acceptance we were able to satisfy his needs a little and mellow his behaviour.

				People are much more than their behaviour

				I (Romilla) was watching a television programme on speeches given by important historical figures. The one that made me do a double take was when I heard Martin Luther King Jr. respond to a journalist on how to deal with racists. Martin Luther King could have been quoting the presupposition that people are more than their behaviour when he said: ‘I’m talking about a type of love which will cause you to love the person who does the evil deed while hating the deed that the person does.’

				The point is that behaving ‘badly’ doesn’t make a person a bad person. It is really important to separate the behaviour from the person. People can behave badly if they do not have the inner resources or ability to behave differently. Perhaps they find themselves in an environment that stops them from being the best they can be. Helping someone develop capabilities and skills or to move to a more conducive environment can often change someone’s behaviour dramatically and propel them to new levels of excellence.

				[image: anecdote.eps] I (Romilla) know a very sweet, kind, young man, Bob, who has been diagnosed as being dyslexic. Bob adores animals and is extremely good with any that have been injured or hurt. Unfortunately, due to circumstances, Bob was branded a trouble-maker and had been in trouble with the police over drugs. People in Bob’s neighbourhood saw him as a ‘bad’ person. Once Bob was helped to change his beliefs about his capabilities he became a very valuable contributor to society by working for an animal charity.

				Each of us behaves very differently in different areas of our lives. You will read about logical levels in Chapter 11, where you will learn that people have several levels at which they function:

				Identity

				Values and beliefs

				Capabilities and skills

				Behaviour 

				Environment

				By helping Bob (from the anecdote above) change his capabilities, his beliefs about himself began to change. This allowed him to move into an environment where he could feel valuable and the rest became a self-fulfilling prophecy in that his identity, ‘I am a failure’, shifted to, ‘I can actually make a contribution’. So although Bob’s behaviour was bad, it didn’t make him a bad person; he is much more than his behaviour, loving and kind, as we saw.

				The mind and body are interlinked and affect each other

				Holistic medicine works on the premise that the mind affects the body and the body affects the mind. In order to maintain a healthy human being a medical practitioner has to do more than just suppress the symptoms. She has to examine the mind and body and treat both together.

				Recent research has shown just how integrated the mind-body connection is. Neurotransmitters are chemicals that transmit impulses along your nerves. They are the means by which your brain communicates with the rest of your body. Each thought you think reaches out to the farthest, miniscule cell in your body via neurotransmitters. Further research has discovered that the same neurotransmitters that are found in the brain can also be produced by your internal organs. So the idea that messages are initiated and transmitted in straight lines along the neurons is no longer true; these messages can be initiated and transmitted by your organs too. Dr Pert, of the National Institute of Mental Health, refers to the ‘bodymind’ – the mind and body working as an integrated whole, because at the level of the neurotransmitter there is no separation between the mind and the body.

				To get a better understanding of this connection and to see it in action, follow these steps: 

				[image: nlpplaytime.eps] 1. Make a circle with the left finger and thumb.

				 2. Now link your right finger and thumb through the first circle. 

				 (The circles are inter-linked and will only come apart by pulling on one or other of your hands.)

				 3. Think of someone you really like and pull hard to break the circles.

				 Pretty tough, huh?

				 4. Think of someone you really dislike and pull hard to break the circles.

				 A bit easier?

				Did it require less effort to separate the circles when you were thinking of someone you didn’t like? If a simple thought can affect the pressure your muscles can exert, what do you think happens to your body when you subject it to constant stress?

				Having choice is better than not having choice

				NLP promotes choice for an individual as a healthy way of life. Sometimes you may feel that you do not have the choice to change jobs, shift to another country, or get out of a relationship that is not happy. You may find yourself saying, ‘I have no choice’, ‘I must do this’. Fear of change, lack of confidence in your abilities, or sometimes even unawareness of what your strengths are can hold you back from making much needed change. NLP says, ‘What if it was different’ and aims to open up someone’s horizons by making you conscious of all the resources you already have and can acquire. NLP helps you explore your reasons for wanting change, even if it is just a little niggle of discontent. Change can be choppy, like riding the rapids, and the people we know who have made it through, having decided on choices that they have made for themselves, are much more content and in control of their lives. You will find help deciding what you may want from your life and how to begin to implement it in Chapter 3.

				In a funny way, this rings particularly true for me (Romilla) when I was working for a multinational company that was shedding a lot of people. Many of the employees waited, hoping they would not be forced to go. The IT industry was in the doldrums and jobs were thin on the ground; the general belief was that people had no choice other than to hang onto the job they were in, no matter how far they were pushed by the company. ‘’They had no choice. The ones who were relieved to get away from the stress were the ones who knew what they wanted from their jobs and had made provisions to move into alternative careers or were willing to look at all the options that were available to them, no matter how far fetched they seemed.

				Modelling successful performance leads to excellence 

				When watching Paula Radcliffe cross the finishing line, I (Romilla) was filled with admiration. What must it feel like to be at such a peak of fitness? It occurred to me that if you had aspirations to be a Paula Radcliffe and were able bodied, then provided you had her single-minded determination and support network you could develop your beliefs and values to align your environment, capabilities, and behaviour to achieve your aspirations. 

				NLP gives you the tools to model someone, take what they do well, and replicate it. However it does not have to be such a big dream as becoming the next major figure in a sport. It could be something very simple like modelling the skills of a co-worker who always brings projects in on time or a friend who always knows the right thing to say at the right time. You could question the person you want to emulate to find out what inspires them, how they know the time is right to do what they do, and how they keep focused on their goal. In the case of the colleague, they may have a string of strategies to meet their project target which you could learn to reproduce. Modelling someone’s success is a wonderful way to turn potential feelings of envy or jealousy into a constructive process for experiencing their success for yourself.

				Final Words on Presuppositions: Suck Them and See

				Test them for yourself by behaving as if the generalisations are true. Practise those that you find particularly useful until they become second nature to you. In trying out the NLP presuppositions, make a list and pick one from the list to live by every day. You will find, suddenly, you are living the presuppositions and ‘the living is easier’!

				[image: tip.eps] One great way to increase your understanding of NLP is to explore your basic assumptions, or presuppositions, about life. Whatever you currently think about different people and problems, how you communicate and what’s important, sometimes it helps to take a new perspective. This may trigger some new action or behaviour.

				Remember: There is no correct answer. As you get a flavour for each of the presuppositions, consider them carefully. You don’t have to agree with every one of them. You can simply try them on for size and see, hear, and feel what that does.

			

		

	
		
			
				Chapter 3

				Taking Charge of Your Life

				In This Chapter

				Understanding that you can choose to feel good or bad

				Influencing how the world treats you

				Placing yourself firmly in the driving seat of your life

				Working with your brain to achieve your goals easily

				Discovering the secret formula for success

				Your memories can be a wonderful gift or a terrible scourge. They can cradle you softly in strands of silk or bind you in coils of razor wire. Your memories can propel you to your dreams or keep you trapped in the past. However, with the help of NLP, and by understanding how you can program your mind, your past need not create your future.

				This chapter is all about making you the driver not the passenger in the story of your life. So let’s get rolling. It’s time to have fun.

				Taking Control of Your Memory

				Your memories are recorded as pictures, sounds, and feelings and by adjusting the buttons on these qualities you can enhance positive memories and take the sting out of negative memories. We invite you to read more about adjusting the quality of your memories in Chapter 10 – ‘Sliding the Controls’. However you can start off by flexing your taking-control-of-your-memory muscles with the following very simple exercises.

				In the first exercise, you find out how to recall and manipulate a positive memory so that you can feel good, or even better, at will. Follow these steps:

				[image: nlpplaytime.eps] 1. Think of a day when you were truly happy.

				 2. Notice what you see, hear, and feel when you bring back the memory.

				 3. If the memory is a picture adjust its quality by making it bigger, brighter, and bringing it closer. If you’re observing yourself, try stepping into the picture to see if this makes you feel even better.

				 You can find out about ‘stepping into the picture’ in Chapter 10, under the section ‘To associate or to dissociate’. You will find that by adjusting the qualities of the picture you can heighten the positive emotions and feel even happier and even better. 

				 4. Notice any sounds that may have been in the memory at the time. Does making them louder, moving them to inside or outside your head increase the positive feelings?

				5. Notice the feelings you have, if any. Where in your body are you experiencing them? Do they have a colour, texture, or weight? Does moving the location of the feelings or changing their colour, texture, and weight alter these feelings? Adjust these parameters to enhance the feelings.

				By completing this exercise you have manipulated the qualities of the experiences you have had and more importantly, you have seen that you can change the structure of your memories in order to diminish the affect of negative experiences and re-experience and heighten joyful ones.

				[image: nlpplaytime.eps] Of course, not all memories are good ones. This second exercise will show you how you can change the qualities of an unpleasant memory. By changing the attributes of the negative memory, you will be able to release negative emotions which may still be holding you in their grasp. Follow these steps:

				 1. Think of a memory that is only marginally unpleasant. For this exercise, and until you become more practised at NLP techniques, think of a memory that is only marginally unpleasant. Please leave heavy duty memories like traumas to when you are with a trained therapist.

				2. Notice the pictures, sounds, and any feelings that the memory brings up.

				3. If you are in the picture, step out of it to become an observer.

				 You can find out about stepping in and out of a picture’ in Chapter 10, under the section ‘To associate or to dissociate’. For now, imagine you are behind a film camera, filming yourself acting out the memory with which you are working.

				 4. Change any sounds so that they’re softer or perhaps make people in the picture speak like Mickey Mouse. 

				 So if there are sounds like sirens or crying, you can make them softer or if you hear someone saying something unpleasant, you can have them talk to you in a silly cartoon voice. 

				5. Adjust the quality of the picture.

				 Make it smaller, darker, and in black and white; move it far away from you until it’s a dot and almost invisible. You may want to send it into the sun and watch it disappear in a solar flare. By carrying out this step, you experience destroying the hold the memory previously had on you.

				[image: remember.eps] Changing the memory does not mean the event did not occur. It does, however, mean that you have a choice over how the memory affects you today and the impact it has on your tomorrows.

				You See it Because You Believe it

				If you were in a group of people who witnessed a robbery, chances are that none of you would give the police the same account. This is because everyone receives the data that creates their reality through their five senses (visual – eyes, auditory – ears, kinaesthetic – touch, gustatory – taste, and olfactory – smell). However, your senses bombard your brain with so much data at any one time that, in order to maintain your sanity, you only process a very small fraction of the incoming data. What your brain accesses is dictated by filters that are combinations of who you believe you are, your values and beliefs, and your memories. You’ll pick up more about these filters in Chapter 5 – ‘Pushing the Communication Buttons’.

				Just as your filters direct what you perceive, so they affect what you project out into the world. So if you find yourself surrounded by angry people or selfish people, or people who are jealous, it may be because you are harbouring unresolved anger, operating from a scarcity model of the world, or perhaps feeling jealous of someone else’s success.

				[image: anecdote.eps] One of my (Romilla) clients, Mary, was extremely unhappy at work because she was being bullied. The supervisor and the departmental secretary had ganged up on Mary and were being very unpleasant and extremely petty. I helped Mary to recognise that the supervisor was a very lonely, older woman who did not have any friends and was very unpopular at work. Whenever Mary looked at the supervisor she imagined that the supervisor was holding a placard which said: ‘I feel I am worthless and unlovable.’ Mary started to have compassion in place of fear. She realised her own self-esteem needed a prop and began standing her ground – learning to say no. It was not easy in the beginning, but Mary not only raised her own sense of self-worth, but she was no longer affected by the supervisor’s behaviour. In Mary’s case, she was, perhaps, projecting her own lack of self-esteem and thereby perceiving that she was being bullied. Changing her inner-self by increasing her own confidence resulted in her observing a corresponding change in behaviour in the people around her. One way in which you can change things around you is by examining and changing yourself, and you can achieve this by taking responsibility for your thoughts and actions by overcoming obstacles such as blaming others. 

				Playing the blame frame

				It’s a lot easier to blame someone else for your own misfortunes than it is to take responsibility for putting things right for yourself. It is not easy to recognise that by blaming someone else you are handing over your power to them. By blaming someone else, you don the mantle of a victim.

				[image: anecdote.eps] Apart from being bullied, Mary complained, ‘My boss won’t give me a pay rise.’ This was true. However Mary was over modest of her achievements at work and because her boss wasn’t the brightest penny in the purse she was not aware of the good work Mary was doing. I made sure that Mary prepared well for her next appraisal. Mary was able to present a list of her successes since her last appraisal as well as areas for improvement. She talked about her goals for her job and suggested ways of how she could work with her manager to achieve these. In NLP terms, Mary stopped blaming her lack of a raise on her boss and took action herself. When she realised her boss’s inability to recognise her strengths, Mary showed the flexibility of a master communicator by changing her behaviour to get the response from her boss that she wanted …and yes, she did get a pay rise and a promotion!

				[image: remember.eps] In order to affect positive change for yourself, you need to step away from the blame frame and take actions to secure what you want. 

				Getting stuck in a problem frame

				As a gross generalisation, because our culture is focused on solving problems, you tend to look backwards when something goes wrong in order to analyse what it is that hasn’t worked. One of the nasty side effects of this is to lay blame. The problem with the ‘problem frame’ is it stops you from:

				Thinking about the real results you want

				Examining previous successes and modelling those

				Learning from what worked for someone else and emulating their strategies. 

				When you go back to analyse why things haven’t worked the way you wanted them to, you tend to focus on the following:

				What’s wrong

				How long you’ve had this problem

				Whose fault it is that you have this problem

				Why this problem occurred

				Why you haven’t done something about the problem

				Asking ‘why’ forces people to go even deeper into the problem, become defensive, and move further away from finding a positive solution. A more constructive way of asking may be to say, ‘What did you hope to achieve by doing X?’ or ‘What was the purpose behind your doing X?’

				[image: nlpplaytime.eps] Think of a time when you were so stuck in a problem that you could not see a solution. Maybe you’re having such a problem right now. Ask yourself: Are you focusing on the result you would like or do you get too tied up in the emotion of the moment to have clarity?

				Help is at hand in the form of the Outcome Frame questions in the section ‘Creating well-formed outcomes’ later in this chapter.

				Shifting into Outcome Frame

				This smarter and more constructive process suggests a different way of thinking about your problems and issues. We call it the ‘Outcome Frame’. It’s an approach that helps to identify and keep the mind on what is positively wanted. When you add in an efficient goal-setting process and monitor each step along the way, you can correct any deviation from the plan to attain the results easily and on time.

				The Path to Excellence

				The human brain is a learning machine that needs to be kept occupied. If it isn’t, it can dwell on the negative and get its owners into all kinds of trouble. As a human being, you can use all your ingenuity to direct your brain in to helping you achieve your goals. If you can create a compelling, irresistible future your brain will help you to align your behaviour in a way that will get you to your outcome quickly and easily. The first step is working out what you want.

				Knowing what you want

				When Alice (Alice’s Adventures in Wonderland by Lewis Carroll) asks the Cheshire Cat, ‘Would you tell me, please, which way I ought to walk from here?’, without any clear idea of where it is she wants to go, she just wants to go somewhere, the Cheshire Cat responds that Alice is sure to get somewhere if she just walks long enough. And like Alice, imagine what would happen next time you go to a train station and ask for a ticket to somewhere.

				For you want to move forward and achieve your goals, you need to be very clear about what it is you do want. So often in life, you get caught up in what it is you don’t want and spend an awful lot of energy, both physical and emotional, in avoiding the undesirable result.

				To figure out what you want and put your energies toward achieving it, sit down and write your own obituary. You can then decide on the legacy you want to leave to posterity and the actions you would take to fulfill the legacy. For more information on this technique, head to Chapter 4. There you can discover that your unconscious mind is a wonderful ally in assisting you to achieve the goals you want…AND don’t want!

				[image: anecdote.eps] A client who came to see me (Romilla) as she was trying to ‘escape’ from her second marriage said, ‘I am bad with relationships.’ On working through her issues, we discovered that she had lost her much adored grandfather as a very young child. The trauma of this particular event had gone very deep into her psyche and her fear of loss had been driving her to end her relationships before she could experience the pain of loss again. Because the client was focusing, at a subconscious level, on what she didn’t want – pain of loss – her unconscious mind was assisting her in maintaining behaviours that made her avoid the pain. Unfortunately it created other problems. For her to get the relationship she craved, she had to think about and design exactly what she wanted in a relationship and focus on creating it in her life.

				One way to discover what you really want is to go way into your future. Imagine you are a grey-haired grandparent. You’re sitting on a rock, under the stars, with a roaring campfire in front of you and at your feet are your grandchildren, demanding another story about your life. Would you want to tell them of the time you missed the chance to fulfil a dream because you were too scared, too influenced by someone else’s ‘you can’t’? Or would you want to tell them that, despite all the odds and in keeping with your values, you did something spectacular? 

				[image: nlpplaytime.eps] Fast forward the years and looking back at your life now, make a list of the dreams you would dare to live if you had all the money and influence in the world and you knew you couldn’t fail. 

				So you may decide that you want material things like a huge nest egg, a big house, nice cars, or you may decide you want to be influential in the political arena. Working through the section on ‘Creating well-formed outcomes’ in this chapter and flicking through to read Chapter 5 will help you to discover the reasons why you want the goals you do and help you to find the hot buttons that drive you.

				Getting smarter than SMART: Creating well-formed outcomes

				SMART goals were all the rage a few years ago in the corporate world. According to the SMART model, goals need to be Specific, Measurable, Achievable, Realistic, and Timed. Great so far as they go. What NLP does is to add sensory specific information which can help you modify your behaviour or seek help in the form of extra resources, including guides and mentors.

				Thanks to NLP we can recommend a better way forward, one that makes SMART goals even smarter by helping you work out what you want using the ‘well-formed’ outcome process. NLP builds on the SMART approach by making you use all of your senses to design a goal, to fine tune it to being more than just Specific, Measurable, Achievable, Realistic, and Timed. This process requires you to answer a series of questions that really help you explore the hows, whys, and wherefores of your desired outcome. By following the process you will really begin to understand your true motives for wanting your goals and you will be able to weigh up the pros and cons of success versus failure! An fairly common example of a well-formed outcome may be you want a better paid job.

				[image: nlpjargonalert.eps] When your desired outcome meets the following criteria, NLP says it satisfies the well-formedness conditions. For every result you want to achieve, we suggest that you ask yourself the following questions:

				Is the goal stated in the positive?

				Is it self-initiated, maintained and within my control?

				Does it describe the evidence procedure?

				Is the context clearly defined?

				Does it identify the needed resources?

				Have I evaluated whether it is ecological?

				Does it identify the first step I need to take?

				The following sections explain these points in more detail.

				Stated in the positive?

				What do you want? Or…what would you rather have? 

				These are questions that help clarify the desired outcome, as it is important to know what it is you want in order to have focus and direction. What you want needs to be very clear. A fluffy goal like I want more money won’t do because it will be satisfied by you finding a £5 note on the pavement. A better goal might be ‘I want to weigh 12 stone’ or ‘I want £1,000 in my bank account’ or ‘I want a gross salary of £35,000 per annum’. Having negative goals like ‘I don’t want to stay in this job’ can have dire consequences. So when you find yourself saying ‘I don’t want…’, ask yourself ‘What do I want instead?’


				Dwelling on the negative can damage your health

				I (Romilla) know at least two people who have managed to get themselves sacked from jobs by unconsciously adopting behaviours that were out of character. When examining the situation later, they realised that they would have behaved differently had they focused energy on defining the jobs they wanted and finding better employment. Instead, they sapped their energy by just not wanting to be there and fell into destructive, aberrant behaviours



				Is it self-initiated and maintained and within my control?

				So often we hear of a person wanting to give up smoking who, when questioned, replies ‘My wife wants me to stop.’ A person has a far better chance of succeeding if the drive to attain a particular outcome comes from within, for example ‘I want to enjoy a long and healthy life – for me.’ In contrast, if your goal is ‘I want two weeks in the sun during March’, your boss may not agree and this is therefore not under your control.

				So ask yourself these questions:

				Am I doing this for myself or someone else?

				Does the outcome rely solely on me?

				[image: anecdote.eps] In my marketing consultancy, I (Kate) realised that several projects involved working closely with corporate business clients who were extremely stressed, very busy, and disorganised. I was spending long meetings sitting with clients at their chaotic desks while they made phone calls or gathered together the project information as I waited. My outcome, for future client assignments, was ‘to work in a calm, efficient, and commercial way’. Looking at my goal, it may not initially be apparent that I had control of the outcome because I was also dependent on the clients playing their part too. However, in applying the principles of the NLP well-formed outcome, I set clearer expectations with disorganised clients. My strategies included arranging meetings in quiet offices with no distractions, or holding a video conference rather than visiting the client site. It involved specific boundaries such as defining the start and end times of meetings and distributing the objectives, agenda, and actions and information required in writing. By fully itemising time spent, and billing for every hour wasted – like the legal profession – there was a direct impact on making others more efficient. Initially my goal ‘to work in a calm, efficient, and commercial way’ did not appear to depend solely on me and therefore, on the face of it, I may not have been able to satisfy it. However by showing flexibility of behaviour, I was able to take responsibility for getting my goal by influencing my clients with complete integrity.

				Does it describe the evidence procedure?

				Evidence procedure is another way of asking ‘When will I know if I’ve achieved my goal?’ The following are extremely important questions as they can help to identify goals that are too fluffy, or if someone is not clear on the outcome.

				How will I know that I am getting the outcome?

				What will I be doing when I get it?

				What will I see, hear, and feel when I have it?

				[image: anecdote.eps] On one of my (Romilla) workshops, David, an accountant, wanted to become self-employed. His only desire was to earn enough within three months. By answering the above questions he discovered he hadn’t really worked out what he truly wanted from working for himself. His initial goal, although stated in the positive, was too fluffy to help him get anywhere. It was as bad as saying, ‘I know I don’t want to work for someone else’ (a negative). By following the well-formed outcome process he was able to work out that what he really wanted to do was to teach other self-employed accountants how to win business by training them in NLP-based sales techniques.

				Appropriately contextualised?

				Is the context of your goal clearly defined? Where, when, how, and with whom do I want it? This question is very good in helping you fine tune what you want by eliminating what you don’t want. For instance if you know you really did not enjoy that holiday on the moon, then your goal of, ‘I want my own holiday home’ would exclude the Lunar colony, or if Martians aren’t your favourite people you will know you don’t want to settle on Mars. 

				By defining when you want something, you may identify steps that need to be taken before you can have that something. For instance, ‘I want my holiday home when I can afford to have someone else maintain it’, may make you realise that you need an income of £50,000 per annum before you can buy your holiday retreat.

				[image: anecdote.eps] When entrepreneur Keith wanted to expand his home-based enterprise, his first desired outcome was to build a separate outbuilding in the grounds of his house. As a result of asking himself the above question, his outcome changed to finding office premises away from the home. The happy result was that his six-person team moved into luxury, purpose-built offices, at a low rent, which provided the space to grow the business. He and his wife regained the use of two main rooms in their house with the bonus of quality leisure time without the hassle of living above the shop.

				Does it identify the resources needed?

				The questions below can help you to identify what you will need, by way of people, knowledge and so on to satisfy your outcome. They help you to draw on possible past experiences when you previously made use of resources which can prove useful in the current exercise. Imagine Peter who wants to learn hang gliding but is afraid of heights. What sorts of answers would he give?

				What resources do I have now?

				Peter: ‘I have the desire to learn and friends who are hang gliders who can guide me. I am athletic and find it easy to learn new sports. It can’t be that different to water skiing!’

				What resources do I need to acquire?

				Peter: ‘I need to get over my fear of heights, so I will find a therapist or hypnotherapist who can help me get over my fear. I also need to find a club where I can hire an instructor and a hang glider. I need to adjust my time to make time for my new hobby.’

				Have I evidence of achieving this before?

				Peter: ‘Well, I learnt to drive and boy was that scary, the first time that police car seemed to drive at me sirens blaring and lights flashing, but I learnt and am a good driver now.’

				What happens if I act as if I have –the resources?

				Peter: ‘Oh boy, I can feel myself soaring and I don’t have those butterflies in my stomach when I look down. I never thought I could leave terra firma without metal below me. Can’t wait to get soaring!’

				[image: remember.eps] Acting as if you have the resources now helps to shift any beliefs that may be holding you back. It also enables you to try the outcome on for size – you may change your mind at this point.

				Check if your goal is ecological

				[image: nlpjargonalert.eps] The dictionary defines ecology as a ‘branch of biology dealing with living organisms’ habits, modes of life, and relations to their surroundings’. In NLP, when we talk about ecology checks, we’re simply asking questions to make sure that the outcome fits within all aspects of your life. Ecology checks shine a very strong beam of light on any hidden agenda or secondary gain you may be unaware of when setting your outcomes. A secondary gain or positive by-product is defined as a behaviour that appears to be negative or causing problems, when in fact it is serving a positive function at some level.

				These questions are the laser-guided system that will help you lock on to the nub of your desires. As you ask yourself these questions be aware of any pictures, sounds, and particularly feelings that your unconscious mind raises. Be sympathetic to the response you get and adjust your goal accordingly.

				What is the real purpose why I want this?

				What will I lose or gain if I have it?

				What will happen if I get it?

				What won’t happen if I get it?

				What will happen if I don’t get it?

				What won’t happen if I don’t get it?

				[image: anecdote.eps] Another of my (Kate) delegates, Keith, was in a quandary. He was an average student and had achieved good enough grades to go to university to study art. His real passion, however, was working with wood. He decided to apply the well-formed outcome process to decide on what to do with his future. He was clear he wanted to work with something creative, so an art degree was fine. He could see himself at exhibitions, talking to people about his work. He knew he was creative and could read around his subject so he had all the resources he needed. However, when it came to checking the ecology of going to university, he realised he didn’t want to spend years learning theory. He discovered that what he really wanted to do was apprentice himself to an artisan and learn in a more practical way.

				What is the first step?

				Lao-Tzu, the ancient Taoist philosopher, is credited with saying that a journey of a thousand miles must begin with a single step. That’s a point worth remembering. Often change is not the dramatic breakthrough kind, but a drip, drip, drip effect – slowly getting what you want. A break down of an action plan with the steps that will get you to your goal is a must. So if you have decided that in your desire to be an Oscar-winning script writer, you have to join a class and start writing. BUT…if every time you plan on sitting down to write, you allow yourself to be side tracked, your goal will just remain a dream. In order for you to turn your dream into a concrete reality you have to take that first vital step, because without it you may not build up sufficient moment to take the next step…and the next step. 

				The 4-point Formula for Success

				The formula for success consolidates what you have discovered in creating at least one well-formed outcome. This formula can be applied to lifetime goals as effectively as to short-term ones. Remember: It is much easier to hit a target that is clearly defined and visible. Robin Hood would never have won Maid Marion if he didn’t aim for the bull’s eye!

				To hit the target, follow these steps:

				 1. Know your outcome.

				 It is important to specify precisely what it is you want. You can use the outcome frame to fine tune the desired outcome and satisfy the well-formedness conditions. See the earlier sections for details.

				 2. Take action.

				 Unless you take that first step, and then the following ones, nothing will happen to help you towards your outcome, no matter how clearly they are defined.

				 3. Have sensory awareness.

				 If you have the awareness to see, hear, and feel what isn’t working, you can modify your behaviour to steer you towards the desired outcome. Chapter 6 will show you how you can develop sensory awareness.

				 4. Have behavioural flexibility.

				 This ties in beautifully with the NLP presupposition: ‘In interactions among people, the person with the most flexibility of behaviour can control the interaction.’ Or you could say…’If it ain’t working, do something different.’ Head to Chapter 2 for a detailed explanation of this powerful presupposition.

				[image: remember.eps] If you always do what you’ve always done, you’ll always get what you always got.

				Spinning the Wheel of Life

				This section will help you to identify whether you have a balanced life and, if there is scope for improvement, which areas need to be worked on in order to get balance in your life, simply and effectively. 

				In the diagram of the wheel in Figure 3-1, if you were to label the wedges of the wheel with the words that mean the most to you about areas in your life, those that are important to you, what would you choose? Typically people choose to include work and career (including the home), finances and money, friends and family, relationships, personal growth and learning, fun and recreation, spirituality, and physical environment.

				[image: nlpplaytime.eps] Taking the centre of the wheel as 0 and the outer edge as 10, rank your level of satisfaction with each life area by drawing a straight or curved line to create a new outer edge. The new perimeter of the circle represents your personal wheel of life (see Figure 3-1 for an example). The ideal situation would obviously have all the sections at 10, giving you a beautifully round wheel, like the one in the diagram.

				
					Figure 3-1: 
An example of a Wheel of Life.

				

				[image: 570285-fg0301.eps]

				Keeping a Dream Diary of Your Goals

				Have you ever agreed to an appointment and forgotten to write it down? What happened? Did you make the appointment? If you did, thank your unconscious mind for its vigilance. If you missed your appointment, did you learn your lesson and now always write down your appointments?

				[image: tip.eps] Think of a goal as an appointment with a desired outcome and write it down. If there was only one thought you take from this book to make you more successful, it is to write down your goals, commit to actions to achieve them, and work on your plans every single day.

				You’ll learn more about your Reticular Activation System, RAS for short, in Chapter 4 Right now, trust that your RAS works like an antenna, honing in on opportunities, people, and other resources that you will need to meet your goals. The act of writing down your goal switches on your RAS. The RAS is a network of nerve cells which operates like a radar, directing your attention to what is important to you. For instance, for survival it’ll draw your attention to the car speeding toward you when you are out driving on ‘automatic pilot’. Your RAS will also keep you alert to opportunities tied in to your goals.

				I (Romilla) run goal-setting workshops called ‘Going for Goal’. One of the bonus materials that delegates go away with is a ‘dream diary’, which is a beautifully textured file in which the delegates can record their dreams and aspirations. The idea is to have something that is good to hold and beautiful to look at so that you pick up your dream diary every day to tick off actions that have been met and add pictures and notes to bring other goals to life.

				[image: nlpplaytime.eps] Pick some areas in your life you would like to have goals in. This may be a little involved and we invite you to take your time and savour each stage because what you are really doing here is designing the future you will want to live. Basically, you’re going to create your own dream diary and fill it with your own dreams and goals. Follow these steps:

				 1. Find yourself a wonderful file that you will enjoy working with every day; get some colourful dividers, too.

				 2. Draw and fill in a Wheel of Life (refer to Figure 3-1).

				 3. Pick each area in your life which you may want to design or re-design and label each divider with the area you want to work at.

				 You may decide to just work on one or two areas to start with.

				 4. Think of some goals for each area.

				 Consider both long-term (lifetime, five years, or more) and short-term (six months to a year) goals.

				 5. Apply the well-formed outcome process to your goals.

				Refer to the section ‘Getting smarter than SMART’ earlier in this chapter.

				 6. Write down your goals and include the date by which you want to have achieved them.

				 7. Break the goals down into monthly, weekly, and daily goals and write them in your diary along with their dates.

				 You may want some more dividers (best to keep them the same colour).

				 8. Each night before you go to sleep (this only takes a few minutes) look at your dreams and make a list of what you will do the next day in order to meet your goals.

				[image: remember.eps] Savour the sense of achievement when you come to tick off the goals you have achieved and count your blessings.

				Just Go for It

				We met a new author, Jack, who had put a lot of time, effort, and passion into writing a book. He told us of meeting a man named John, who said, ‘Don’t be too disappointed when not many people buy the book.’ Jack was hurt and stunned before he realised that at least he had done something John hadn’t – invested in passion and self-belief. There are an awful lot of people in the world who operate from a position of few or no choices. They hate it when the rest of us are free from limitations, so remembering that ‘there is no failure, only feedback’, why not have courage and go and live your dreams?

			

		

	


End of sample




    To search for additional titles please go to 

    
    http://search.overdrive.com.   
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Pattern Eyesmoveto  What's happening  Sample of
the subject's _inside language
Visual Blank stare Seeing eithernew  See what's important
ahead or old images
Auditory Centre right Hearing new or Listen to the sound of
constructed different sounds your name backwards
Auditory Centre left Remembering Hear your own doorbell
remembered sounds heard ring
before
Auditory Bottom left Talking to oneself  Ask yourself what you
internal want
dialogue
Kinaesthetic ~ Bottomright Feelings, emotions,  Notice the temperature

sense of touch

of your toes
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Auditory Submodalities
Location

Words or sounds
Volume

Tone

Pitch

Mono or stereo
Constant or intermittent
Rhythm

Tempo
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Kinaesthetic Submodalities
Location

Shape

Pressure

Size

Quality
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Still or moving
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Constant or intermittent
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Describe What You Hear

Describe What You Feel






OEBPS/images/570285-pp0101_fmt.jpeg
he 5th Wave By Rich Tennay
| SReHENNanT

= O
iy thinking T charged 2 [tle DA Un”






OEBPS/images/arrow.jpg





OEBPS/images/570285-tb0401_fmt.jpeg
Table 4-1 Comparing the Conscious and Unconscious Mind

The conscious mind excels at ___The unconscious mind is better at
Working linearly Working holistically

Processing sequentially Intuition

Logic Creativity

Verbal language Running your body

Mathematics Taking care of your emotions

Analysis Storing memories
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Kinaesthetic Submodalities

Questions to Discover Them

Location Where is it in your body?
Point to where you can feel the feeling.
Shape Does the feeling have a shape?
Pressure Does the feeling exert a pressure?
Size Does the feeling have a size?
Is it big or small?
Quality Does the feeling make you tingle?
Is it spread out or knotted in one place?
Intensity Is the feeling strong or weak?
still or moving Can you feel the feeling in one place o is it moving
around your body?
Temperature Is the feeling warm or cold?

Constant or intermittent

Is the feeling constant or intermittent?

Texture

Does the fesling have a texture to t?
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Visual Submodalities

Questions to Discover Them

Location

Where is itin space?
Point to the picture.
How close or how far away is it?

Colour/black-and-white

Isitin colour or is it black —and white?

Associated or dissociated

Is the picture associated or dissociated?
Can you see yourself i the picture or are you looking
out of your own eyes?
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Table 16-1
Milton Model

Meta vs Milton
Meta Mode!

Makes language more general

Makes language more specific

Moves from surface structure to
deep structure

Moves from deep structure to surface
structure

Looks for general understanding

Looks for precise examples

Aims to access unconscious
resources

Aims to bring experience to conscious
awareness

Keeps client internally focused

Keeps client externally focused
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Table 16-2 (continued)

Patterns

Examples of the vague language you might use
to challenge deletions, generalisations,

and distortions and to take a person into a
receptive state

Comparisons

You are feeling more and more curious

Judgements

Remember that you have been through some
tough times and survived them well

Nominalisations

You are gaining new insights, building new
friendships

Generalisation

Modal operators of possibility

You can become more successful ... you are
able to discover new ways

Modal operators of necessity

You must take this forward to where it has to go

Universal quantifiers

Every time you feel like this

Allthe skills you need are easy for you to learn

Distortion

Complex equivalence

This means that you are getting all the help
you need

Mind reading

1 know that you are becoming more interested

Cause and effect

On each breath, you can relax even more
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Table 16-2 NLP Milton Model Patterns

Patterns Examples of the vague language you might use
to challenge deletions, generalisations,
and distortions and to take a person into a

receptive state
Deletion
Simple deletion You are ready to listen
Unspecified verbs As you make sense of this in your own time ..
Unspecified referential index There will be people who have been important

to you
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Table 6-1

Visual

VAK Words and Phrases

Auditory

Kinaesthetic

Bright, blank, clear,
colour, dim, focus,
graphics, iluminate,
insight, luminous,
perspective, vision

Argue, ask, deaf,
discuss, loud, harmony,
melody, outspoken,
question, resonate, say,
shout, shrill, sing, tell,
tone, utter, vocal, yell

Cold, bounce, exciting,
feel, firm, flow, grasp,
movement, pushy, solid,
snap, touch, trample,
weight

It appears that

The important question
we are all askingiis ...

Driving an organisation

A glimpse of reality

So you say

We reshaped the work

We looked after our I heard it from his own Moving through
interests lips

This is a new way of Who's calling the tune? It hit home
seeing the world

Now look here Clear as a bell Get a feel for it
This is clear cut Get to grips with
Sight for sore eyes Word for word Pain-in-the-neck
Show me what you We're on the same Solid as a rock
mean wavelength

Tunnel vision

Tune into this

Take it one step at a time

Music to my ears

That strikes a chord
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Visual Submodalities

Questions to Discover Them

Size

Is the picture big or small?
What size would you say the picture measures?

2- or 3-dimensional

Is the picture in 2- or 3-dimensions?

Brightness Is the picture bright or dull?
Sitil or moving Is the picture still oris it a movie?

If a movie, how fast is the movement of the movie?
Shape Is the picture square, round, or rectangular?

Framed or Panoramic

Does the picture have a border around it, or is it
panoramic?

Focused or fuzzy

Is the picture in sharp focus or is it blurred?
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Table 6-2 Accessing Cues
Pattern Eyesmoveto  What' happening  Sample of

the subject’s __inside language
Visual Top right Seeing new or Think of an elephant
constructed different images covered in pink icing
Visual Top left Seeing images Think of your partner's

remembered

seen before

face
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Table 15-1 Meta Model Patterns
NLP Meta Model  Examples of the patterns  Questions to help you gather
Patterns you might hear information or expand the other
person’s viewpoint
Deletion
Simple deletion  I've been out Where specifically have you been?
Help! What do you want help with?

Unspecified verbs

She annoyed me

How specifically did she annoy
you?

Comparisons

She’s better than me

Better at what than you?

Judgements

You are wrong

Who says so and what are the
facts?

Nominalisations

Our relationshipisn't
working

Change s easy

How do we not relate to each
other?

Changing what s easy?

Generalisation

Modal operators
of possibility

I can't.... its not possible

What stops you?

Modal operators

We have todo this ...

What would happen if we didn't?

of necessity we should, ought to
Universal He neverthinks about Never, ever?
quantifiers my feelings

We always doitthis way  Every single time? What would

happen if we did it differently?

Distortion
Complex With a name like that, How does having this name
equivalence he must be popular mean that he is popular?
Mind reading  You're going to love this__How do you know that? Who says?

Cause and effect

His voice makes me angry

| made her feel awful

How does his voice make you
angry?

How exactly did you do that?
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Auditory Submodalities

Questions to Discover Them

Location

Where doyou hear the sound?
Is the sound inside your head or outside?
Point to where the sound is coming from

Words or sounds

Can you hear words or sounds?
If words, s it the voice of someone you know?

Volume Is the sound loud or soft?
Is the sound a whisper or clearly audible?

Tone If you hear a voice, what tone does it have?
Is it deep, rich, nasal, rasping?

Pitch Is the sound high- or low-pitched?

Mono or stereo

Can you hear the sound on both sides or is it one-sided?
Is the sound all around you?

Constant or intermittent

Is the sound continuous or intermittent?

Rhythm

Does the sound have a beat or a rhythm to it?

Tempo

Is the sound you hear slow or fast?

Tune

Does the sound have a tune?
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CIRCLE ~ What to do
out Identify your best state. Tell your partner what that state is.

Your partner says: ‘Remember a time when you were xxooooooc (use their
words) ... . get back to it strongly . . . see what you saw then, hear what you
heard.

IN Step into the circle and re-live that experience. (Make it vivid, be
there in it

Feel what your hands are doing and hold or anchor that state with a hand
movement.

ouT Step out of the circle and break state (see Chapter 9 for more on
this), and repeat the exercise with a second experience of your
best state.

In order to prepare for the future event, your partner says: ‘Think of a time
when this state will be useful.”

IN With your hand in the anchored position, you move into the circle,
and your partner asks you to see, hear, and feel how it can be now
for you.

ouT Relax . . . you've got it!
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Visual Submodalities
Location
Colour/black-and-white
Associated or dissociated
Size

2- or 3-dimensional
Brightness

Still or moving

Shape

Framed or panoramic

Focused or fuzzy

Describe What You See





