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To get back a little right state of mind and adopt to the

new life that you want and that the universe has

created for you. You have to "Know your Mind to Know

Your Mind" and "Control Your Mind to Control Your

Life".

Generally, We used to control our mind to control

ourselves and our life. However; to control mind, We

just need to understand mind first. But it is the mind

only that does not allow the mind to understand.

For instance, If you say to yourself ‘It’s difficult to get

up in the morning’, ‘It’s hard to cease smoking’, then

my dear you are already using hypnotic suggestions on

yourself. And You know what ? Certain people think,

they will feel good; if certain things happen. The trick

is : you have to feel good for no reason…

Taking charge of your mind, it's thoughts, emotions, let

you mood your mind to mind your mood. Not along

ago, Change your words, mind dictionary and feel the

power. Push on yourself from failure to feedback ,

problem to challenge , victims to victor , Depression to

delightful, angry to energetic, confusion to clarity.



What is NLP?
NLP stands for Neuro Linguistic Programming; where,

N- Neuro: The mind and how we think. Our nervous

system, the mental pathways of our five senses.

L- Linguistic: How we use language and how it (Specific

words and phrases) mirror our mental world and affect us.

Linguistic also refer to our ‘silent language’ i.e. our non-

verbal behavior like our pastures, gestures, beliefs and

habits that reveal our thinking style.

P- Programming: How we sequence our actions to

achieve our goals. IT suggests that our thoughts, feelings

and actions are simply habitual programs that can be

changed by upgrading our ‘mental software’ (programming

is borrowed from computer science).
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Definitions:

• NLP is the study of human communication.

• NLP is the study of the structure of subjective

experience.

• NLP is an accelerated learning strategy for the

detection and utilization of patterns in the world

(John Grinder).

• NLP is the epistemology of returning to

what we have lost- a state of grace (John

Grinder).

• NLP is whatever works. (Robert Dilts)

• NLP is an attitude and a methodology,

which leave behind a trail of techniques

(Richard Bandler).

• NLP is the influence on our mind and

subsequent behavior.

• NLP is the way of modeling excellence.

• NLP is the ability to be your best more often.

• NLP is the powerful and practical approach to

personal change.



NLP is the science of

“Making A Mad Monkey,

A Mature Monk”

-Dr. Anil



A wise man rode into a desert village one

evening as the sun was setting. Dismounting

from his camel, he asked one of the villager for

a drink of water.

Of course’, said the villager and gave him a

cup of water. The traveler drank the whole

cupful. ‘Thank you’, he said, Can I help you at

all before I travel on?

YES,’ said the young man. ‘We have a dispute

in our family. I am the youngest of three

brother. Our father died recently, God rest his

soul, and all his possessed was a small herd of

camels. Seventeen, to be exact. He described

in his will that one half of the head was to go

to my oldest brother, one-third to middle

brother and one-ninth to me, but how can we

divide a heart of 17 ? We do not want to cope

up any camels, they are worth for more alive.

Take me to your house said the sage. When

he entered the house he saw the other two

brother and the man's window sitting around

the fire arguing. The youngest brother

interrupted them and introduced the traveler.

Wait, said the wise man, ‘I think I can help

you. Here, I give you my camel as a gift. Now

you have eighteen camels. One half goes to the

eldest that's 9 camel. One third goes to the

middle son that 6 camels and One ninth goes

to my friend here the youngest son that's two.



That's only 17 all together, said

the youngest son. Yes, By a

happy coincidence, the camel

left over is the one I gave to you.

If you could possibly give it back

to me, I will continue my journey

and he did.

This is how NLP is ,

like 18 camel it could be that

it is brought into the situation

by a wise man, who solves the

problem quickly and then this

appears as if it had never

been there.



What does NLP do?
NLP,

• To brings about the change and self-development.

• To challenge you to change positively and grow in all 

areas of life.

• To break unwanted patterns.

• To connect with your life outcomes, positive beliefs and 

values.

• To help you program your mind for positive success and 

happiness patterns.

• To create More Choices to have Sterling results in life and 

career.



Pillars Of NLP
NLP has six basic principles. They are 

known as “the pillars of NLP”.

1- You – Your emotional state and level 

of skill

You are the most important part of any NLP 

intervention. You make NLP real by what you do. 

Just as a tool can be used to create beautiful art or 

rubbish. So NLP can be used well or badly. Your 

success depends on how resourceful and skillful 

you are. The more congruent you are, the more 

successful you will be. Congruence is when your 

goals, beliefs and values align with your actions and 

words. When you ‘Walk Your Talk & Talk 

Your Walk’.

2- The Presuppositions- The Guru 

Mantras, The Principles of NLP

The Presupposition of NLP are its guiding principles, 

these ideas or beliefs that are presupposed, that is, 

taken for granted and acted upon.

3- Rapport- The Quality Of 

Relationship



Outcome
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Presuppositions
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Pillars Of NLP
Rapport is the quality of relationship that results in 

mutual trust and responsiveness. You gain rapport 

by understanding and respecting the way another 

person sees the world. I t is like speaking their 

language. Rapport is essential for good 

communication. If you have rapport, other will feel 

acknowledged and immediately be more 

responsive. It is possible to build rapport at many 

levels, but all involve paying attention to and 

respecting the other person. Rapport can be built 

instantly and rapport over time evolves into trust.

4- Outcome- Knowing what you 

want.

A basic skill of NLP is being clear about what you 

want and being able to elicit from others what they 

want. NLP is based around always thinking of 

outcomes is every situation. So you are always 

acting in a purposeful way. An outcome is what you 

want; a task is what you do to achieve it.

Outcome thinking has basic three elements:

Know your present situation- where you are now.

• Know your desired situation-where you want to 

be.

• Plan your strategy- how to get from one to the 

other, using the resources you have or creating 

new ones.



Pillars Of NLP
5- Feedback- How will you know you 

are getting what you want?

Once you know what you want. You have to pay 

attention to what you are getting. So you know 

what to do next. What are you paying attention to? 

Is your feedback both precise and accurate? 

Most of the time this means paying keen attention 

to your senses- looking at, listening to and feeling 

what is actually happening. Your senses are the 

only way you have of getting direct feedback. You 

have only your senses to ‘make sense’ of the world. 

The information you get from your senses lets you 

know whether you are on course for your goal.

6- Flexibility- If what you are doing is 

not working, then do something else.

When you know what you want and you know what 

you are getting, the more strategies you have know 

what you want and you know what you are getting, 

the more strategies you have to achieve your 

outcome, the greater your chance of success. The 

more choices you have-of emotional state, 

communication style & perspective- the better your 

results. NLP encourages choice governed by 

purpose in a relationship of rapport and awareness.



You Live Most Of The Time ,Inside Your Head

Make Sure It’s A Best Place To Be.



Conscious

Unconscious

Subconscious 

Mind:

NLP has a characteristic 

approach to the conscious 

and unconscious mind 

(unlike other system of 

psychology);

Conscious Mind: 
Everything that is in 

present moment 

awareness.

Unconscious Mind: 
A container of/for many 

thoughts, 

feelings/emotions, 

resources, beliefs, 

possibilities.



Our Dream Are The Poetry Of Our Unconscious Mind, 

Enjoy Them & Manifest Them.



Subconscious 

Mind:

The subconscious mind is 

the powerful secondary 

system that runs everything 

in your life. Learning how to 

stimulate the 

communication between the 

conscious and the 

subconscious minds is a 

powerful tool on the way to 

success, happiness and 

riches. The subconscious 

mind is a data-bank for 

everything, which is not in 

your conscious mind. It 

stores your beliefs, your 

previous experience, your 

memories, your skills. 

Everything that you have 

seen, done or thought is also 

there.





Ecology:
Ecology is a concern for overall system. Ecology check is

when you consider the change you are making fits into

the wider system.

Internal Ecology:
Checking with your own feelings that a course of action

would be a wise one to follow:

Questions for an internal ecology: (Check VAK)
• Is it worth it?

• What will I lose/gain if I make this change?

• What are the good aspects of the present situation?

• How can I keep these good aspects while making the

change?

• What are the wider consequences of my actions?

External Ecology:
An external ecology check examines how your outcome

will affect other significant peole in your life.

Make a leap of the imagination and become them and

find;

• How will your change affect them?

• How will they react?

• Does your outcome go against any of their life

rules/values?

Internal /External ecology are two different perspectives

on the same system.





Congruence/Incongruence:
Your mental ecology is shown by your feeling that the 

change has consequences that are uncertain, or are 

negative.

(Incongruence is not bad, but you need to be aware of it 

and explore why you are feeling it)

A classic example of incongruence:

‘Yes…but

Uneasy feelings are representation of incongruence.

Sometimes while doing ecology check, you get clear 

picture of unpleasant consequences. But other times you 

may get a ‘gut feeling’ or intuition that all is not well 

somewhere but you are able to say why. This intuition is 

an unconscious indication that the change is not 

completely ecological.

Congruence:
It means a feeling of an alignment in your identity, 

beliefs values, capabilities and actions. More congruence 

leads to more success.

Incongruence:
‘Incongruence’ is when someone is in two minds about 

something, or when their behavior doesn’t match their 

words. It can be simultaneous (wanting two different 

things, being stuck in a dilemma) or sequential (acting 

one way some of the time, and maybe the opposite way 

at other times).



Congruence/Incongruence:



PRESUPPOSTIONS:

1- People respond to their experience, not to reality

itself.

We do not know what reality is. Our senses, beliefs and

past experience give us a map of the world from which

to operate, but a map never be completely life like a ship

Otherwise it would be the same as the ground it covers.

We do not know the territory so for us; the map is the

territory. Some maps are better than others for finding

your way around. We navigate life like a ship through a

dangerous area of sea: as long as the map shows the

main hazards, we will be fine. When maps are faulty, we

are in danger of running a ground. NLP is the art of

changing these maps so we have greater freedom of

action.

2- Having a choice is better than not having a choice.

Always try to have a map that gives you the widest no. of

choices. Always act to increase choice. The more choices

you have, the freer you are and the more influence you

have.



3- People make the best choice they can at the time.

A person always makes the best choice they given their

map of the world. The choice may be self-defeating

bizarre or evil, but for them, it seems the best way

forward. Give them a better choice and they will take it.

Even better give them a superior map with more choices

on it.

4- People work perfectly. 

No one is wrong or broken. We are all executing our

strategies perfectly, but the strategies may be poorly

designed and ineffective. Find out how you and other

operate; so a strategy can be changed to something

more useful and desirable.

5- All actions have a purpose. 

Our actions are not random; we are always trying to

achieve something; Although we may not be aware of

what that is.

6- Every behavior has a positive intention. 

All our actions have at least one purpose- to achieve

something that we value and that benefits us. NLP

separates the intention behind an action itself. A person

is not their behavior. When a person has a better choice

of behavior that also achieves their positive intension,

they will take it.



PRESUPPOSITIONS
T H E  G U R U  M A N T R A S



7- The unconscious mind balances the conscious; it is 

not …. 

The unconscious mind is everything that is not in

consciousness at the present moment. It contains all

the resources we need to live in balance.

8- The meaning of the communication is not simply 

what you intend, but also the response you get. 

This response may be different from the one you

wanted. But there are no failures in communication,

only response and feedback. If you are not getting the

result you want, change what you are doing. Take

responsibility for the communication.

9- We already have all the resources we need or we can 

create them. 

There is no un-resourceful people, only un-resourceful 

state of mind. 

10- Mind and body form a system. They are different 

expressions of the one person. 

Mind and body interact and influence each other. It is 

not possible to make a change in one without the other 

being affected. When we think differently, our bodies 

change. When we act differently, we change our 

thoughts and feelings. 

11- We process all information through our senses. 

Developing your senses so they become more acute 

gives you better information and helps you think more 

clearly.  



12- Modelling successful performance leads to 

excellence. 

If one person can do something, it is possible to model 

it and teach it to others. In this way everyone can learn 

to get better results in their own way. You do not 

become a clone of the person you are modelling- you 

learn from them.  

13- If you want to understand act.  

The learning is in the doing. 



CALIBRATION:

Improve your ability to observe and respond to the

physiological and behavioral cue of others.

Calibration involves linking behavior cues to internal

and emotional responses.

Calibration Method:

Step1. Ask your partner to think of a

situation/person and speak from one to ten;

Check the visual and auditory signals.

Step2. Ask your partner to think of another

(different in nature) situation/person and speak from

one to ten;

Check the visual and auditory signals.

Step3. Ask your partner to think of either

situation; see closely and find out which situation he

is in.



STATE

What is state?
A sum total of neuro-physiological process at a given 

point of time. It is our way of being in any moment. It is 

sum total of thoughts + emotions + physical energy. It is 

just your mood at any point of time.

Components of State

There are two components of state; they are:

• Physiology

• Personal Internal Representation

Types of State
There are two type of states; they are:

Resourceful State: confidence, happiness, 

delightfulness, concentration, ecstasy, decision making, 

love, flexibility, playfulness etc.

Un-resourceful State: fear, phobia, trauma, 

sadness, guilt, discomfort, confusion, depression, 

frustration etc.



NLP is What, You Want To Change  



How to create a State?

We perceive any event through five senses i.e.: see 

(visual learning), hear (auditory learning), touch 

(kinesthetic learning), smell (olfactory learning), and 

taste (gustatory learning).

Remember: 

We don’t perceive the world as it is; we delete, distort 

or generalize before we perceive it and then create our 

inner representation.

Deletion | Distortion | 

Generalization:

Deletion: Important information is left out and this 

limits thoughts and action.

Distortion: information is twisted in a way that limits 

choices and leads to unnecessary problems and pain.

Generalization: One example is taken to represent 

a class in a way that narrows possibilities.



State of Association:

• You are in the here and now.

• You are absorbed what you are doing.

• You are inside your body looking out from your own 

eyes.

• You feel bodily sensations.

• State of Dissociation:

• You are thinking about something rather than being 

in it.

• Feel distance from what you do.

• You see yourself in your imagination.

• You are yourself in your imagination.

• You are aware of the time passing.

• You experience distance from bodily sensations.



DISEMPOWERING PAST 

PAINFUL MEMORIES.

Objective of this exercise is to dissociate the person 

from painful memories that are lying in the unconscious 

mind as garbage and are the cause of various emotional 

and physical issues.

This is achieved through creating dissociation @ muting 

sounds, turning colors into black and white, changing 

movie into a still photo, and taking the image as far as it 

becomes invisible.

Commands:

Please sit comfortably…… and imagine… that there is a 
transparent glass wall before you at a fair distance…..
Beyond that glass wall…there is a wooden stool…on this 
stool there is a TV set… of which remote control is in 
your hand.

Just imagine… sitting here, you press a button of this 
remote and watch the event in the TV for 4 to 5 

seconds…….
Now imagine you are pressing a button that mutes the 

sound in the TV completely…….imagine the volume line 
on the TV screen decreasing to zero….
Have you muted the sound…..(wait for yes from the 
person, once he says yes.)





Now see the event from the beginning…. Is there any 

sound now? (wait for the response)

Now … press a button of the remote and turn all the 

colors into black and white…have you made the images 

black and white? (wait for his/her yes)

Now once again watch the event from the 

beginning…….Is there any sound? (wait for No). Is it 

Black and White? (wait for his yes)

Now ….. can you bring the scenes on the TV screen that 

disturbs you and make the still? (wait for his 

response)……have you bought? (wait for his/her yes)

Now imagine you press a button and rain starts falling 

on the still scenes and washes all the outlines 

off……continue the rain….bring rest of the scenes if any 

in the rain and imagine all the scenes are washed off 

completely….and nothing is visible to now…..

If you begin the event on the TV screen, is there any 

sound (wait for his No). Is anything visible? (wait for his 

No).

Now finally, press a button and imagine that the TV is 

flying off in the sky, Breaking into pieces and let it 

collide with sun and burn it off. Also imagine that the 

glass wall goes off and you Start seeing a pleasurable 

memory at the same place where the TV was placed. 

Keep enjoying it for some time.

Ask about the event and get the result.

Where else it can be used:

To get dissociated from any food, thing, person or 

stressful situation.



Sub-Modalities

Sub-Modalities are fundamental components of our 

experience. Changing sub-modalities is a very powerful 

and effective intervention that changes the meaning on 

an experience.

Checklist Of Possible Visual 

Sub-Modalities:

• Is it color or black and white?

• Is the image bright, dim or dark?

• Is the image on the right, left or center?

• Is the image is panoramic or framed?

• Is the image up, middle or down?

• Is the image life-size, bigger or smaller?

• Is it 2-D or 3-D?

• Is the image close or far?

• Is the speed of the image fast, medium or slow?(if 

it’s movie)

• Are you in the picture or watching from a distance?

• (Associated or Dissociated)

• Is there any color that impacts you most?

• Is there anything visual that triggers strong feelings?



Checklist Of Possible Auditory 

Sub-Modalities:

• Is there any sound in it? (If Yes)

• Are you saying something to yourself or hearing 

from others?

• What specifically you are saying or hearing? 

(Content)

• How Loud it is?

• What is tonality?

• How fast is it?

• Where is the sound coming from?

• Is the sound regular or irregular?

• Are certain words emphasized?

• How long did the sound last?

• What is unique about this sound?

• Anything else (auditory) that triggers strong 

feelings?

Checklist Of Possible 

Kinesthetic Sub-Modalities:

• Where did breathing start/ end?

• Where is the feeling located in the body?

• What is level of intensity, low or high?

• What is the level of pressure, hard or soft?



• What is the texture rough or smooth?

• What is the weight? Light or Heavy?

• What is temperature? Hot or Cold?

• Is there any movement? If yes, what is the 

direction?

How To Elicit Sub-modalities?

• Choose the state

• Set rapport

• Use every day simple language and examples to 

help people to see, hear and feel.

• Presuppose there are sub modality distinction. 

Don’t ask, ‘ Is there any picture? Because it 

introduce doubt. Ask, ‘What picture do you have?”
• Be direct. Ask them to see what they saw, hear what 

they heard.

• Keep lively pace of your voice. Don’t give person to 

get confused.

• Elicit, don’t install. Don’t suggest. Give person 

freedom to explore their subjective experience. 

Don’t presuppose it will be the same as yours.

• Look and listen for non-verbal clues.

• Use your own body language and voice tone you 

can use during elicitation. In general, if you raise 

your eye-brows, people will take that as an 

invitation speak. If you lower them and look away, it 

is seen as an invitation to shut up.



Sub-modalities Contrastive 

Analysis & Mapping Across:

Contrastive analysis in NLP is a process of analyzing two 

sets of Sub-modalities to discover the differences. It is 

technique that enables you to distinguish the different 

ways that some codes their thinking. It is an experience 

for wider use in NLP; an important tool to bring about 

the change.

Take two experiences and find the difference in their 

sub modality structure. These will show you the critical 

differences that give these experiences their meaning.



SENSES: REPRESENTATIONAL 

SYSTEM (PREFFERED 

THINKING SYSTEM)

To understand ‘Preferred Thinking System’ or PTS, 

first we need to understand how we human beings 

structure our internal representations.

We receive and represent information through five 

senses-

Sight or Vision
Means ‘we perceive the things through our 

vision’

Sound or Auditory
Means ‘we perceive the things through our 

ears’

Touch or Kinesthesis
Means ‘we perceive the things through touch or 

feelings’

Smell or Olfaction
Means ‘perceiving the things through smell’

Taste or Gustatory
Means ‘we perceive the thing through taste’



Though we use five senses, but we use primarily only

three of these senses: the visual, auditory and

kinesthetic system. These specialized receptors send

external stimuli to the brain. And each of you know

that through the process of deletion, distortion and

generalization, the brain takes these signals and form

an internal representation of the external event.

It means the internal representation has a structure

and that structure has three ingredients i.e. visual,

auditory and kinesthetic. These ingredients do not

have to be in equal quantity or quality. For an event, I

may have ‘Visual’ dominated representation while for

you it may be auditory dominated and for someone

else it may be kinesthetic. Though the external event

was one, yet three people may have different internal

representation of it. When you ask people to describe

an event, they speak in different language.

It is because it is not the event in the outer world that 

matters, but the personalized internal 

representations of that event that matters and helps 

you make your response.





VISUAL PEOPLE
People who are primarily visual tend to see the world 

in pictures. You can recognize those people.

- Their speech is usually fast, and breathing is high in 

chest.

- The vocal tone is high-pitched & nasal. 

-There is muscle tension, particularly in the 

shoulders. 

-They point a lot. 

-They often have hunched shoulders and extended 

neck.

Around half of the business population, according to 

research, is made up of people whose preferred 

thinking system is visual. Since ‘visuals’ code their 

experiences in picture form, therefore they respond 

most readily to incoming information.

Typical ‘Visuals’ think, talk and behave as though

their entire mental process are held on film. This is

why they are fast talkers. Visuals get impatient when

they are interrupted as it means ‘losing part of the

picture for them.’ They need to talk as fast as the film

show running on their mental screen. At worst, they

may lose their entire thoughts if interrupted.



During conversation, ‘visual’s’ often are seen using

their hands freely. Their free hand movements

complement whatever they are saying. Sometime

they are move around a lot and pace the floor while

talking. Sometime they are looking around at

anything other than the people pace the floor while

talking. Sometime they are looking around at

anything other than the people they are speaking to

because the eye contact may disturb a non-visual

person, though is not the signal disrespect or lack of

interest.

The main disadvantages with the ‘Visuals’ is that they

have an over dependence over on visual information.

They show low tolerance then they are interrupted.

Any information which is not represented in the

graphic form may bore and frustrate the visuals.

VISUAL MANAGERS
When you have a visual manager or a boss, do hustle

around a fistful papers before him. It will ensure for

the visual manager that you work more that a person

who is sitting quiet and completing his/her job.

VISUAL EMPLOYEE
A visual real talent lies in the areas that demand

visual skills like: designing, architecture, photography

on media. Visuals should kept away from customer

relation department.



VISUAL CLIENT

When you have visual, don’t waste time in telling

what your product is? Show him. They want to see

what they are getting for money, be it a flat, TV, or

anything else. Before making a final decision , visuals

what to want to see the things. If you are making a

sale to visual customer, show him what you are

offering and then give sometime. Give some time to

create a clear and vivid mental image before they

finally decide.

Do use of your hands freely when you are taking to

visuals. They will see the pictures that you are

painting in air. This does miracles when you are

selling a concept.

When the visuals make final and right mental

pictures, they will make their decision quickly. Avoid

too much chitchat with them because it may alter or

spoil their mental image and the sale too.

If you find that, the visual customer is not ready to

make a deal on the spot, give him some kind of visual

reminder to take away with him.



Language for the visuals

Some of the key words and phrase of

visuals are:

See, Look, Clear, Focus, picture, bright,

dim, hazy, colorful, view, appear, show

reveal, envision, imagine, flash, illustrate,

make a scene, in light of, in view of, eye to

eye, beyond a shadow of doubt, bird’s eye

view, looks like, see to it, catch a glimpse

of, mental imagine, mind’s eye, naked eye,

paint a picture, tunnel vision, hazy idea,

flashed on, under your nose.



AUDITORY PEOPLE



The Auditory People have more modulated

speech. The tempo is balanced. The voice tends to

have a clear, Resonant tonality. Their breathing is

even and deep, coming from the diaphragm or the

whole chest. They tilt their head slightly to one side.

The auditory eye moments are to left or right

towards ears. When they make some internal

dialogue, their eyes go left down. They make around

twenty to thirty percent of the business population.

When you are selecting people for customer-facing

functions like reception or customer care

department, make sure people with auditory PTS are

at the top of your list.

Some auditors may tend to be some what assertive.

They dominate meetings because they verbalize their

thoughts in order to order to clarify their ideas.

Auditors respond best to instructions which is

delivered primarily in words, at a speed roughly

equivalent to their own normal rate of speech.

When you have circulated any order through mail or

in hard copy, or you have assigned your employee

with an assignment, auditories often come to you for

some verbal clarification. It is simply because

auditors find written instructions less meaningful and

convincing than straight verbal communication.



In corporate houses, when some of the top persons

have auditory PTS, they do not believe in written

communication or communicating through mails. It

sometimes become a threat for the organization

because nothing is there in written. It becomes more

severe where the first generation entrepreneur is

running the show where the system is yet to be

made and enacted.

Unlike visuals, auditors make decisions very largely,

on the basis of what they hear. Thus, auditors dislike

being offered multiple options. They often find it

relatively difficult to come down on one side or the

other in an argument or discussion.

The main disadvantages for auditors is that they

have a particularly strong need for a quiet or

soothing background as they can easily be distracted

by loud or disharmonious noises. This is why many

auditors prefer to get to work early or stay late for

they can work without being disturbed.

Auditors like telephone. When someone prefers to

do business by telephone or does not really need to

see you face to face, he is an auditory.

AUDITORY MANAGERS
When you are dealing with your auditory boss, do

present your information as precise as possible, in

verbal form, and then leave him to make a decision.

Make your vocal style interesting. Auditors often

think in dialogue mode, therefore start dialogue in

an appropriate direction.



AUDITORY EMPLOYEES

If you are a visual or kinesthetic manager, you need to

know that auditors are quick on the uptake, but need

to make sense of whatever is said to them before

they can act on it. Being visual or kinesthetic

manager, you may think that written instructions are

enough, but a short conversation will play an

important role in long run with auditors. If you want

to encourage them, do ask relevant questions and

give constructive feedback.

SELLING TO AUDITORY 

CILENTS

You might be thinking that the best way to sell to

auditory customer is talk about your product. No, do

the otherwise. Give an auditory customer as much as

possible to talk to you.

Undoubtedly, you are the best sales man of your

product, but remember, the best sales person for an

auditory is his own voice. They may start repeating

themselves. Listen to them carefully. They may give a

clue of the barrier that may mat the deal.



As a sale person, while selling to auditors lay stress on 

the auditory qualities that you offer in your product. 

For example, if you are selling cars, lay stress how the 

engine sounds or hums. If you are in real estate and 

selling house, tell him that it has a quiet neighbor, or 

it sounds amazing being in the balcony in the 

morning. There is a musical chirping of wonderful 

birds in the courtyard. As auditors are deeply affected 

by what they hear, you tickle their ear with some 

words that sound musical. If you are selling insurance 

or some benefits to your auditors, you may make a 

sentence like. ‘Don’t leave your dependents 

financially weak, socially meek and emotionally bleak.’ 
It sounds so terrible that you have grabbed his 

auditory senses completely. So, if you want to 

motivate your auditory kid or spouse for healthy 

gums, say to him or her, ’If you want your smile to 

stay nice, brush your teeth twice.’ Beside words, you 

can use music as an aid. If you are meeting a 

customer in your office, soothing music will play an 

important role for an auditory.

Auditory Language
Some of the key words and phrases of auditors are:

Hear, listen, sound, resonate, harmonize, be all ears,

ring a bell, make music, clear as a bell, describe in

detail, earful, express yourself, outspoken, keynote

speaker, hidden message, idle talk, give me your ear,

grant an audience, heard voice, loud and clear, pay

attention to, word for word, tell the truth, voice an

opinion.



KINESTHETIC PEOPLE:

People who are more kinesthetic tend to be even

slower. They primarily react to feelings. Their voice

tends to be deep. Many times, they take long

pauses between words and have low, deep tonality.

They try to get the feeling. When they get their

feeling, they are able to continue their talking.

Kinesthetic s’ eye movement is-down and to right.

The Kinesthetic are around one fourth in business

world. They attach great importance to their

feelings. They often find it difficult to deal with

logical reasoning unless they have decided how they

feel about the topic in question.

Kinesthetic love to touch people and things. They

often touch you to make a point-on the arm, or on

the shoulders etc. When they are talking to you

across a desk, they often pick up some objects like

paperweight, pen etc. and start playing with them.

During conversation, they often look to their right

and down and start caressing the table before them.

Touching gives them a feeling of connectedness.

Kinesthetic feel temperature changes more often 

than visuals and auditors.

A kinesthetic may take it negatively when he offers 

you tea, coffee or cold drink and you refuse him.





Kinesthetic get information primarily from touch,

emotions and gut instinct.

Internal kinesthetic are primarily attuned to their

own feelings and therefore appear to be rather

introverted or insensitive and even ‘cold’.

External kinesthetic are much more attuned to the

people and events around them. They may feel

unsettled and vulnerable in an emotionally charged

or physically chaotic situation.

KINESTHETIC MANAGER:

Kinesthetic manager give little importance on the

kind of information that appeals to visuals and

auditory. Kinesthetic rely on their gut reactions. This

characteristic may become the reason of notable

success and fiasco as well.

Once a kinesthetic manager has made a decision, he

finds difficultly to change his mind even when

contrary evidence is placed before him.

When you want to deliver your message convincingly

to a kinesthetic, you need to take him to an

emotional level. This you can do through the use of

metaphors. These are the things by which you can

communicate to a kinesthetic, however, there is no

guarantee that your kinesthetic listener will receive

exactly the message that you intended.



KINESTHETIC EMPLOYEES

Kinesthetic employees tend to prioritize their work 

according to their personal feelings about each task. 

This is why they need to exercise considerable 

amount of patience.

Kinesthetic seek an emotional framework in 

everything that they do. When they build a positive 

version of the person they are working for or 

working with, they do their job well and playfully 

without being stressed or tired.

SELLING TO KINESTHETIC 

CUSTOMERS:

Making a sale to a kinesthetic customer can be easy 

and difficult as well- and both in the same 

transaction.

Kinesthetic respond to emotionally charged 

presentations. They do respond to ‘hands on’ 
products. However, the things may go wrong 

because of salesperson’s enthusiasm.

The challenge with the kinesthetic customers is that 

they buy in response to their feelings. If these 

feelings fade away, they are quiet like to change their 

mind. In such situation, a good sales man does keep 

motivating this customer through built in 

reassurance.



When you are dealing with a kinesthetic customer, 

give him things to touch. You will sell many folds 

faster. If you are selling him a car, get him to touch 

its seats, dashboard etc. Let him kick the tires. It 

satisfies the kinesthetic person.

If you are selling your product and have only the 

brochures or any othet illustrative material, make 

him hold it. To grab the attention of a kinesthetic 

customer, make your point with a physical action of 

some kind.

Kinesthetic Language
Some of the common words or phrases of 

kinesthetic are:

Feel, touch, grab, solid, hard, scrape, concrete, slip 

through, throw out, get a handle, get hold of, pain 

in the neck, hold on, hold it, boils down, come to 

grip with, hand in hand, pull some strings, start 

from scratch.

EVERYONE HAS ELEMENTS OF ALL THREE MODES,

BUT MOST OF THE PEOPLE HAVE ONE SYSTEM

THAT DOMINATES. WHEN YOU KNOW PEOPLE’S
REPRESENTATIONAL SYSTEM, YOU UNDERSTAND

HOW THEY COMMUNICATE AND DECIDE.



Right Construct

Left Remember



INDENTIFY YOUR PREFERRED 

THINKING PATTERN: 

QUESTIONNAIRE

This questionnaire is in no way a definitive analysis 

but is merely to raise your awareness of how you 

think. Your thinking patterns may vary from one 

situation to another.

The aim of this exercise is to help you identify any 

preferences you have in your thinking pattern.

You may tick as many senses as are true for you for 

any question. You may, for example:

Have one sense ticked for one question and five for 

another question. Work through each question and 

be aware of what come to your mind, the moment 

you see it; (i.e. it is 

a.) An image or picture,

b.) A sound,

c.) A feeling or an emotion, 

d.) A taste, 

e.) A smell

• Chocolate Bar

• Your best friend

• The way you would like most to spend your time

• What you did last on Sunday

• Any function or party where you enjoyed most

• Your favorite restaurant

• Something from your childhood



• Something from work

• Where you may be tomorrow

• Something you find too difficult to do

• Something you find rewarding

• Something you find amusing

• A goal that you have fixed for future

• Your expectation for the rest of this week

• What are you doing this moment?

PREDICATES FOR DIFFERENT

REPRESENTATIONAL SYSTEM

• What do you notice about the following four

sentences?

• You have shown me a bright idea on how to

proceed and I would like to look into it further.

• You have to tell me of a way to proceed that

sounds good and I would like to hear more about

it.

• You have handed me a way to proceed that is on

solid ground and I would like to get more of a feel

for it.

• You have provided me with a way to proceed that

makes sense and I would like have more details.



The first sentence uses visual words, the second

auditory, the third kinesthetic and the fourth uses

words that are not sensory based (auditory digital),

yet all four sentences convey the same general

meaning.

You use words to describe your thoughts. If your

thoughts (internal representations) are mainly

pictures, then you will tend to use more visual

words when describing your thoughts. If your

thoughts are based on logic or making sense of

something, you may tend to use words that reflect

the logic of your thinking. Likewise, for auditory and

kinesthetic. The words you use reflect the logic of

your thinking. Likewise, for auditory and kinesthetic.

The words you use reflect your internal thoughts

and thought structures to others through the words

you choose to use or not use- more about this in

later articles.

In NLP terms, visual, auditory, kinesthetic and

auditory digital words are called predicates. The

predicate, that a person uses will provide you an

indication of the person’s preferred

representational system.

Can you think of the other words or phrases that

can be added? Notice that some words like fuzzy

could appear in more than one column.



Exercise 1: For two minutes, describe your

home using only visual words.

For the next two minutes use only kinesthetic words

and for the final two minutes use only auditory

digital words.

Hint: for visual, you can describe the different color

s; for auditory, the different feelings or textures; and

for auditory digital, you can use facts and figures.

Notice which modality (or modalities) gives you the

most difficulty. These are the ones that you will

need to practice. If you want people to clearly see,

hear, grasp or understand your message, you need

to be able to speak their language.

Exercise 2: Listen to the predicates that your

friends or family members use. They will use a

mixture of visual, auditory, kinesthetic and auditory

digital predicates and one or two of these will be

used more frequently and this id their preferred

representational system.

ASSIGNMENT:
Watch people closely when they are talking; their

eye movement, tonality, breathing pattern and

physiology. Watch how they have stored their

information.



OUTCOME

Coach yourself and others to

achieve big goals.

A definite question in NLP: ’What do

you want?’
In NLP outcome are different from

targets/goals/objective, because,

they (outcomes) meet certain

conditions that make them

realistic/motivating/achievable.

Task differs from outcomes.

Outcomes; what you want, task;

what you do to get what you want.

Don’t do task until you set your

outcome.

Problem? | The between what you

have and what you want.

Proactive:

Set an outcome and be cleared

about your desired state, plan to

make the journey from one to the

other, take ownership of the

problem and start to move towards

a solution.

Problems can’t be solved unless you

have an outcome.



PRESENT STATE resources resources resources DESIRED STATE

JOURNEY FROM PS TO DS

Outcome thinking questions: developing outcome 

thinking!

a. what am I moving towards? (DS or outcome)

b. why am I moving? (The values that guide you)

c. how will I get there? (The strategy for the journey)

d. what if something goes wrong? (The contingency 

planning and risk management)

Opposite of outcome thinking is problem thinking.

Mark among the following sentences, the 

outcome/problem thinking;

• What is wrong?

• How long has it been going?

• What can we learn from it?

• When did it start?

• What do we wish to achieve?

• Whose fault is it?

• Why haven’t you solved it?



STRUCTURE YOUR 

OUTCOMES

The well-formed conditions:

Positive: what you want

Evidence: how will you know you are 

succeeding/ have succeeded?

Specific: when/where/with whom?

Resources: a. objects, b. people, c. role models, d. 

personal qualities, e. money

Control: can you start/maintain the outcome 

(direct control); if others; who will help you, and 

how you will motivate them.

Ecology: wider consequences

• What is the price; time and efforts?

• Who else is effected? How they feel?

• What significant is at stake?

• Think of PS (What is good about it? What you

want to keep: losing means pain)

• Identity: is this outcome (DS) is consistent to

‘Who you are’?



Chunk Down: chunk down if the outcome is 

large.

Action Plan: what to do next?

NOTE: Don’t just think it; ink it!

POSSIBLE OBSTACLES THAT 

MAY STOP YOU

Think to yourself, “I will not achieve my goals 

because-”
• I don’t have resources (people, money, objects, 

skills etc.)

• I have resources-but I don’t know what to do.

• I know what to do- but I don’t believe I have 

skills

• I have skills- but doesn’t seem worth it.

• It is worthwhile- but somehow it is ‘just not me’.



We never move towards the goal, 

The goal pulls you towards it.



MAKE THE LIST OF THE 

OBSTACLES AND DECIDE;

How many are REAL obstacles and how many are 

your beliefs.

Case1. If there are real obstacles that make it 

impossible, drop the outcome. It is waste to pursue 

now, though the situation may change tomorrow.

Case2. If there are real obstacles- but if you 

devote time and efforts, they can get around. If it is 

so, there are further two options.

Option A. you want the goal and are ready to put 

in time effort. If it is so; it is fine to go ahead.

Option B. if you don’t, drop the outcome.

Case3. There are beliefs about yourself or other 

people and you don’t really know whether they are 
true.

If it is so, then think how you can test the belief. 

Does the obstacle only lie inside your head? How 

real is it?

Once you have tested your belief, then it will fall 

into one of the first two cases.



OUTCOME AFFIRMATIONS

• They are belief statements.

• They need to be carefully phrased.

• Use your affirmation in positive and present 

continuous tense only.



NEUROLOGICAL 

ALIGNMENT

To build resources and congruence.

Part one: Take an Audit

Think of a difficult situation where you like to 

have more choices. You can use this exercise for 

a situation where you want to make sure you 

engage all your resources.

Begin with environment where you typically 

experience the problem,

Describe your surroundings.

• Where are you?

• Who is around you?

• What do you notice particularly about this 

environment?

Take a step back. (Behavior level)
• What are you doing?

• Describe your usual day.

• How does your behavior fit into the 

environment?

Take another step back (Capability 

level)
• What are you doing?

• Describe your usual day.

• How does your behavior fit into the 

environment?







Step Back (Beliefs & Values 

level)

• What is important to you?

• What do you find worthwhile about what you 

do?

• What empowering beliefs do you have about 

yourself?

• What empowering beliefs do you have about 

others?

Take a step back (Identity 

level)

• What sort of person are you?

• Get a sense of yourself and what you want to 

accomplish in the world?

• Express what seems to express your identity 

as a person?



Take a step back. Think about ‘How 
you are connected to all other living 

begins’ (Purpose Level)
And whatever you believe is beyond your life.

• What is your mission in your life?

• How do you, as a unique person, connect with 

others?

• Take the time you need to get a sense of what this 

means to you.

PART TWO: Create the change 

now
Take this connectedness with you as you ‘Step forward 
into your identity level.’ Make sure you take the 
physiology of connectedness to the identity level. Notice 

the difference that makes.

Now take this enhanced sense of who you are and who 

you can be. Redefine your identity with some 

metaphors.



Now step forward to the 

level of your beliefs and 

values. Keep the physiology 

of the identity level as you 

do it.

• What is important to you now?

• What do you believe now?

• What do you want to believe?

• What beliefs and values express your identity?

Take this new sense of your beliefs and values and 

step forward to the skill level, keeping the pervious 

physiology from belief and values level.

• How you skills transformed & intensified with 

this greater depth?

• How can you use your skills in the best possible 

way?

• Keep the physiology of the capability level and 

step forward to the behavior level.

• How can you act| respond to express the 

alignment you feel?

• What will be your ideal day so far as your 

behaviors are connected?



Finally step forward into the real present 

environment right now?

How is this environment different when you bring 

these levels of yourself to it? Notice how you feel 

about where you are with this greater depth and 

clarify from your values, purpose and sense of 

connectedness.



PERCEPUTAL 

POSITIONS
Problem- Solving is achieved when we explore 

different perspective or point of view.

Here are two major applications of this technique.

RELATIONSHIP AND BUSINESS 

MEETINGS:

First Position: It is your own view of any 

situation; your own reality. 

Second Position: It is to understand the world 

from another person’s perspective. Second position 

is the basis of empathy and rapport.

TWO TYPES OF SECOND POSITION:
Emotional second point: Understanding other 

person’s emotions.

Intellectual second position: To understand other 

person’s thinking/ideas.

THIRD POSITION:
It is a step outside your view and the other person’s 

view to a detached perspective. It is to see the 

relationship between the two viewpoints. It is 

important to check the ecology of your outcomes.

Exploring a relationship with another person @ 

perceptual positions; choose the relationship you 

wish to explore.



META MODEL
It is all about precision questioning.

Two levels of language that we humans use;

Surface structure; what we say to self/others

Deep structure; underlying meaning

We delete |distort |generalize information so it

becomes disconnected from its deeper meaning.

Thus, we typically use an imprecise lazy form of

language.

DELETION: When parts of the meaning have

been omitted.

Vague subject | Vague action | Nominalization |

Abstraction | Comparison | Opinion as facts.

GENERALIZATION: One example is taken

to represent a class.

Universals | Stoppers| Limiters (Model operator of

necessity) | Divers (Model operators of possibility).

DISTORTION: Information is twisted

Blamers | Presumptions | Interpretations.

What does Meta-Model do?
• Gather information

• Clarifies meaning

• Identifies limits

• Create choices





DELETION

1 VAGUE SUBJECT: Who| What exactly?

They are not sincere.

Some people dislike me.

Certain things are bothering me.

2 VAGUE ACTIONS:
Intervention 1: How exactly I do….

Intervention 2: What exactly I am doing…..

Intervention 3: What needs to happen for you to 

know that I am….

Mr. X is not performing?

You are not supporting me?

He does not understand me.

You don’t love| like me.

3 COMPARISON: ‘Compared to What | 

Who?’
Adjectives…..

Your product is too costly.

This work is too tough.

This situation is too bothering.

4 NOMINALIZATION: Convert noun into 

verb (& apply the same rule as given in the VAGUE 

ACTIONS)

His performance is not okay.



His support is meaningless.

His understanding of the matter is not clear.

5 OPINION AS FACT: According to 

Whom?

The speaker express an opinion as if it were a truth 

by deleting the fact that is an opinion.

‘According to whom?’…..reconnects the speaker 

with his personal ownership.

It is a bad day.

Money spoils character.

Health is not in our control.

GENERALIZATION

6 UNIVERSALS: (All | Never| Always | 

Everyone | Nobody)

All political leaders are dishonest.

You always irritate me.

Everyone likes honesty.

7 STOPPERS: What stops you? | What would 

happen if you did it?

Use of ‘Can’t’ 
I can’t do this work.

I can’t learn this language.

I can’t apply this skill.



8 DIVERS: What forces you? | What would 

happen if you did not?

Use of ‘have to, must, should, ought to’
They are accompanied by a feeling of tension.

• I have to finish the job by evening.

• I have to go to office daily.

• You must save money regularly.

• They lose their power because the words 

suggest outcomes that belong to somebody 

else.

• Your true outcomes contain the words such- I 

want to| I wish to | feel like can etc.

DISTROTION

9 BLAMERS: How is it possible for ‘x’ to make you 

feel ‘y’?
Speaker gives the responsibility for their state| 

feelings to others. (It is not that these statements 

are not true, they are. But the speaker has allowed 

other to affect them.)

When you respond ‘How is it possible for x to make 

you feel ‘y’ ?, this encourages the other person to 

consider exactly how that happens. Once they may 

still choose to feel y, but they will own that y once 

begin to say ‘I feel y’ rather than you make me y.



You make me upset.

He made me feel bad.

PRESUPPOSITIONS: Mind reading – How 

exactly do you know that?

You are upset, I know that.

You look upset.

He was angry..

She is depressed.

INTERPRETATIONS: How does x means y

He doesn't look at me, he dislikes me.

Today also you came late, you don’t respect me.



EXERCISE ON META 

MODEL

• All my family members dislike me.

• He is not supporting me.

• He did not pic my phone therefore he doesn’t want 

to keep relationship with me.

• Some people are hostile towards me.

• I can’t trust you.

• He seems upset.

• I’ m unlucky.

• No gain without pain.

• I have to go to office each day.

• He always irritates me.

• His performances is not up to the mark.

• No one likes me in this world.

• This flat is too costly.

• His understanding is poor.

• You seems to be depressed today.

• Money brings evil.

• Power makes people greedy.

• Relationship is a trap.

• People usually get diabetes after they are around 

thirty years of age.

• My communication is not good enough.



HYPNOTIC 

LANGUAGE
PATTERNS



Meta‐Model of Milton‐Model
The Meta Model assists a client to be more specific or precise

about his problem and as a result, he begins to discover

possible resources or solutions to his problem. Gregory Batson

was enthusiastic about this approach and he was aware of the

work of Milton Erickson who was also getting great results with

his clients, but in a different way -- being vague rather than

specific, the exact opposite of the Meta Model. Batson

encouraged John Grinder and Richard Bandler to meet

Erickson and discover why he was so successful. Their

description of Erickson’s methods became known as the Milton

Model - an approach opposite to the Meta Model, yet an

equally useful tool for personal change and human

communication.

“The Milton Model is a way of using language to induce

and maintain trance in order to contact hidden resources

of our personality. It follows the way the mind works

naturally. Trance is a state where you are highly

motivated to learn from your unconscious mind in an

inner-directed way. It is not a passive state, nor are you

under another’s influence. There is co-operation between

client and therapist; the client’s responses letting the

therapist know what to do next.
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Milton Erickson was generally regarded as the

foremost hypnotherapist of his time. He worked with

trance and cleverly structured sentences full of vague

meanings to help his clients discover how to address

their problems and the resources that they already

had available to them. Erickson’s success was based

on his ability to read non-verbal behavior (sensory

acuity), his ability to establish rapport with his clients,

his skill with language patterns and his beliefs about

his clients -- some of his beliefs appear in the list of

NLP Presuppositions.

For example:

• Every behavior has a positive intention.

• This is the best choice available to a person given the

circumstances as they see it.

• Respect for the other person’s model of the world.

• Resistance in a client is due to a lack of rapport. That is

there are no resistant clients, only inflexible therapists.

Erickson would also pace a client’s experience and then

begin to lead them into trance (or downtime). In NLP

terms, uptime is when your senses are focused on the

outside world, while downtime is related to your inner

thoughts. The Meta Model is associated with uptime (i.e.

who, what, how specifically), while the Milton Model is

associated with downtime. As we go through our daily

activities, we are continually cycling through uptime,

downtime, and are often somewhere in between.



Pacing and Leading To pace a client, begin by

matching and mirroring her physiology, choice of

words, tone of voice, etc., then make reference to

what she would most likely be seeing, hearing,

feeling or thinking (e.g. “As you notice the lights

slowly dimming …” or “As you hear my voice …” or

As you feel the chair on your back …”, or “As you

wonder …”) while speaking slowly in a soft tonally

and pacing your speech to her breathing.

To lead her into downtime, you would begin to focus

her attention inward by saying something such as

“You may notice how easy it is to close your eyes

whenever you wish to feel more relaxed …”
The topic of trance and hypnosis is vast. The rest of

this article will focus on the Milton Model, which is a

set of language patterns used to:

• Pace and lead. • Distract the conscious mind. •
Speak directly to the unconscious and access its

hidden resources.

For more information on hypnosis, the Milton Model

and other hypnotic techniques, please see Hypnosis:

A Comprehensive Guide by Tad James.



Milton Model: 
Hypnotic Language Patterns 

The Milton Model hypnotic language patterns

encourage the listener to move away from detail

and content and move to higher levels of thinking

and deeper states of mind. Some patterns are used

to establish a trance state (or downtime or

relaxation in the body). Other patterns are used to

loosen the listener’s model of the world from

which he is expressing his current behaviors and to

consider a more expansive interpretation of what is

possible.

You will notice that many of these language

patterns are identical to those of the Meta Model.

The difference being that for the Meta Model, the

client is being vague and we ask specific questions

to assist him in getting clarity on his issue/problem.

For the Milton Model, we use some of the same

language patterns, but this time we wish to be

vague so that the client can easily go into trance

and/or from the vague suggestions choose a

suggested course of action that will address his

problem/issue.



1. Mind Read:

Claiming to know another’s
thoughts or feelings without

specifying the how you came

to that knowledge.

“I know that you believe ...” or 
“I know you're thinking ...” 

2. Lost Performative: 

Expressing value judgments 

without identifying the one 

doing the judging. 

“Breathing is good.”

3. Cause & Effect: 

Implies one thing leads to 

or causes another; that 

there is sequence of 

cause/effect and a flow in 

time. Includes phrases such 

as: “If ..., then ...; As you .... 

then you ...; Because ... 

then ...”



4. Complex Equivalence:

Attributes meaning to something that may or may not have a cause' 

capability. 

“Being here means that you will change easily.” 

5. Presupposition:

The linguistic equivalent of assumptions. 

“Will you be changing your attitude now or later today?” It is 

assumed the person will change their attitude, the only unknown is when. 

6. Universal Quantifier:

Universal generalizations without referential index. 

“Everyone; No one; All; Every” 

7. Modal Operator: 

Words that refer to possibility or necessity or that reflect internal states of 

intensity tied to our rules in life.  

“You should care for others.” or “You must resolve this issue.” 

8. Nominalization: 

Words which are formed as nouns and which are shorthand for processes. 

“People can come to new understandings.” Here 'understandings' is used 

as a noun and is shorthand to describe the on-going experience of 

'understanding' or 'making sense of something'. 



9. Unspecified Verb:

Implies action without describing how the action 

has/will take place. 

“He caused the problem.”

10. Tag Question: 

A question added at the end of a statement/question, 

designed to soften resistance. It is used to ratify to the 

listener that he has or will actually manifest the action. 

It has the structure of a question and often the tonality 

of a statement. 

“Your perception of life is changing, isn’t it.” 

11. Lack of Referential Index:

An expression without specific reference to any 

portion of the speakers/listeners experience. 

“People can change.” 

12. Comparative Deletion (Unspecified Comparison): 

A comparison is made without specific reference to 

what or to whom it is being compared.  

“You will enjoy it more.” or “That one is better.”

13. Pace Current Experience: 

Using sensory-grounded, behaviorally specific 

information to describe current experience. 

“You are reading this article.” 



15. Embedded Commands: 

This is a command that forms part of a larger 

sentence that is marked by using italics or a subtle 

change in voice tonality or body language and is 

picked up by the reader’s or listener’s unconscious. 

“I will not suggest to you that change is easy.” or 

“Do you think this article should be sent to your 

friends?” or “You can learn this material easily.

16. Conversational Postulate: 

Are questions that operate at multiple levels. 

Although they require only a simple yes or no 

answer, they invite you to engage in an activity in 

some way. Often they contain an embedded 

command. 

“Can you open the door?” or “Can you choose to 

change?” 

17. Extended Quote:

Is a rambling context for the delivery of information 

that may be in the format of a command. 

“Many years ago, I remember meeting a wise old 

man who taught me many useful things. I cherished 

all of his advice. I remember one particular day when 

he said to me "Change is easy and can be fun".”

18. Selectional Restriction Violation: 

Attributing intelligence or animation to inanimate 

objects. 

“Your chair can support you as you make these 

changes.” or “Your diary tells interesting tales.” 



19. Ambiguity: Lack of specificity 

a. Phonological: “your” and “you're” - same sound, 

different meaning. 

b. Syntactic: More than one possible meaning. 

“shooting stars” or “leadership shows” - the syntax 

is uncertain within the context, i.e. adjectives, verbs 

or nouns? 

c. Scope: “Speaking to you as a changed person ...” 
(Who is the changed person?) or “The old men and 

women ...” - the context does not reveal the scope 

to which a verb or modifier applies. 

d. Punctuation: is unexpected and does not 'follow 

the rules', i.e. improper pauses, rambling 

sentences, incomplete sentences - all of which 

ultimately force the listener to 'mind read'. 

“Hand me your watch how quickly you go into a 

trance.” 

20. Utilization: Takes advantage of everything in the 

listeners experience (both internal and external 

environments) to support the intention of the 

speaker. 



Client says: “I don't understand.” Response: 

“That's right...you don't understand, yet, because 

you've not taken that one deep breath that will 

allow the information to fall easily and 

comfortably into place.”

Or perhaps while working with a client, one of 

your colleagues mistakenly opens a door. Instead 

of getting frustrated and annoyed with your 

colleague, you could say to your client, “You may 

have heard a door opening and let this be an 

opportunity to invite new ideas and thoughts into 

your life.” 





The Yin of Language Patterns The Milton-Model 

was named for Milton Erickson by the NLP 

founders, who were introduced to Milton 

Erickson by Gregory Bateson. The Milton Model 

is a broad variety of persuasive and hypnotic 

language patterns that move one from the 

specific toward the general in search of solutions 

that have been overlooked under one's present 

model or map of the world. 

Milton Erickson was a world-famous 

hypnotherapist, whose use of metaphor, oblique 

references, vague and permissive language was 

able to effectively bypass the critical faculties of 

his clients, and work directly on the subconscious 

mind. By using vague and permissive language in 

his suggestions, the client would feel as though 

they themselves could come up with solutions to 

their presenting problems, which was indeed the 

case. 

Volumes have been written on the topic of 

Milton Erickson's language, and it is very 

profitable to learn. We are indebted to Tad James 

for the following summary of Milton patterns: 

1. Mind Read: Asserting that one knows the 

thoughts or feelings of another without 

specifying the process by which you came to 

know their thoughts. 

Example: “I know that you want to know...”  -
Meta Model Antidote: "How do you know that?" 



2. Lost Performative: Value judgments (which 

may include an unspecified comparison) where 

the performer of the value judgment is left out. 

Example: “And it’s a good thing to wonder...”  -
Meta Model Antidote: "Who says it's a good 

thing?"  

3. Cause and Effect: Where it is implied that one 

thing causes another. Examples: If... then... As 

you... then you... “Because...” - Meta Model 

Antidote: "Are you sure about the cause of that?“

4. Complex Equivalence: Where two things are 

equated – as in their meanings being equivalent. 

Example: “That means...”  - Meta Model Antidote: 

"How specifically does this mean that...?“

5. Presupposition: The linguistic equivalent of 

assumptions. Example: “You are learning many 

things...” - Meta Model Antidote:  "How did you 

know that?“

6. Universal Quantifier: A set of words which 

has: Examples: “And everything, always...” - Meta 

Model Antidote: "Really? Everything? Everyone?, 

Always?“

7. Modal Operator: Words, which implies 

possibility or necessity, which often form our 

rules in life. Example: “That you can, should, must 

learn...” - Meta Model Antidote: "Why do you 

need to do that now?"



8. Nominalization: Process words (including verbs), 

which have been frozen in time by making them 

into nouns. Example: “...new insights, and new 

understandings.” - Meta Model Antidote: "How is it 

specifically that you come to see or understand?“

9. Unspecified Verb: Where an adjective or adverb 

modifier does not specify the verb. Example: “And 

you can, happily.” - Meta Model Antidote: "And I 

can what, happily?"  

10. Tag Question: A question added after a 

statement, designed to displace resistance with 

tacit agreement. Example: “Is is not?” - Meta Model 

Antidote: "No, it is not." 

11. Lack of Referential Index: A phrase, which does 

not pick out a specific portion of the listener’s 

experience. Example: “One can, you know...” - Meta 

Model Antidote: "One can what?" 

12. Comparative Deletion (Unspecified 

Comparison): Where the comparison is made and it 

is not specified as to what or whom it was made. 

Example: “And it’s more or less the right thing.” -
Meta Model Antidote: "More or less than what?"   



13. Pacing Current Experience: Where client’s 
verifiable, external experience is described in a way, 

which is undeniable. Example: “You are sitting here, 
listening to me, looking at me, (etc.)...”  14. Double 
Bind: Where the client is given two choices (both of 

which are preferable or desired) separated by an “or”. 
Example: “I don't know whether you'll come to realize 
it earlier or later...” - Meta Model Antidote: "Who says 

I'll come to know it ever?"  

15. Conversational Postulate: The communication has 

the form of a question – a question to which the 

response is either a ‘yes’ or a ‘no’. If I want you to do 
something, what else must be present so that you will 

do it, and out of your awareness? It allows you to 

choose to respond or not and avoids authoritarianism. 

Example: “Do you feel this is something you 
understand?”

16. Extended Quotes: Quotes which are extended 

beyond what is normally used to displace resistance. 

Example: “Last week I was with a friend, who told me 
about something he overheard his co-worker say...”  

17. Selectional Restriction Violation: A sentence that 

is not well formed in that only humans and animals 

can have feelings. Examples: “A chair can feel sat on, 
like a doormat can feel stepped on...”  
18a. Phonological Ambiguity: Where two words with 

different meanings sound the same. IE: “Hear”, “Here”



18b. Syntactic Ambiguity: Where the function 

(syntactic) of a word cannot be immediately 

determined from the immediate context. Examples: 

“They are visiting relatives” “Selling salesmen can be 

tricky!” “I am really over managing managers.” 

18c. Scope Ambiguity: Where it cannot be determined 

by linguistic context how much is applied to that 

sentence by some other portion of the sentence. 

Examples: “Speaking to you as a child...” “The old men 

& women...” “The disturbing noises & thoughts...” “The 

weight of your hands & feet...”   

18d. Punctuation Ambiguity: Either the punctuation is 

eliminated as in a run on sentence or pauses occur in 

the wrong place. Example: “I want you to notice your 

hand me the glass.”  19. Utilization: Remember to 

utilize all that happens or is said. Example: Client says: 

“I am not sold.”  Response: “That’s right you are not 

sold, yet, because you haven’ tasked the one question 

that will have you totally and completely sold.”  

Putting it all together: “I know that you are 

wondering... and it’s a good thing to wonder... 

because... that means... you are learning many things... 

and all the things, all the things... that you can learn... 

provide you with new insights, and new 

understandings. And you can, can you not? One can, 

you know. And it’s more or less the right thing.



You are sitting here, listening to me, looking at me, 

and that means that your unconscious mind is also 

here, and can hear what I say. And since that’s the 

case, you are probably learning about this and 

already know more at an unconscious level than you 

think you do, and it’s not right for me to tell him, 

learn this or learn that, let him learn in any way he 

wants, in any order. Do you feel this... is something 

you understand? Because, last week I was with 

Milton who told me about his training in 1979 in 

Miami when he talked to someone who said, “A chair 

can have feelings...” 



The Milton Model

I wonder, can you easily read and 

understand the paragraph below?  In 

order to answer the question honestly, I 

wonder, how will you do that?

“ I just know you will curious about the many

applications of the Milton Model and Its good to be

curious and its important too because curiosity leads

to experience and experience makes for a greater

more generalized body of knowledge in many very

specific aspects and so an equivalently adaptable set

of resources and of course before you go off and

explore. This more thoroughly for yourself and make a

proper evaluation of what has been proposed you

might like to consider that it is you that always in all

circumstances interprets and classifies all of the

information you consider you couldn't not do things

that you must do and also you must not necessarily

do things you could do so thinking about that the

situation the learning and classification the

experience and certain evaluations you may like to

learn to understand to express what is important both

to you and for you can you not the same way people

integrate what is immediately relevant in the same

way your learnings can be more than you consciously

realize you are aware and you can know your own

thought processes including a more fundamental

awareness with your own deeper practical

understandings and you could choose to learn this



much more easily than you thought would have

been possible or you could simply realize you

already know all the structure and words and

know you already know it on many levels that

choice is up to you you know some people say

that learning is very seldom learning something

entirely new when it is entirely new its even easier

and learning is often a matter of creating new

connections and new categories and honestly

knowing there is often more than one explanation

of a series of results that you will now and in the

future have as information and resources that you

can use them in all ways you see for to use them

as you will.

The Milton Model was 'modelled' and sub

sequentially coded by Bandler and Grinder from

the American Psychiatrist and Hypnotherapist

Milton H Erickson. The 'Milton Model' is not what

Erickson used to use, do or apply, it's an

interpretation. The Milton Model is the

codification of the language patterns Grinder and

Bandler acquired from modelling or studying

Erickson.

The language Erickson used with clients was just a

small proportion of his overall attitude and

approach to therapy. This 'Milton Model' is

another linguistic model. As such it is something

all natural speakers and speakers of english can

already do.



You know this already at an unconscious level.  Now 

it is simply a matter of drawing and focusing your 

attention ...

Some say the Milton Model is the inverse of the 

Meta-Model.  Some are absolutely correct, some are 

absolutely incorrect and there is plenty of room for 

crossover.  The Meta Model is about detecting 

linguistic statements that 'impoverish' people and 

then offering or applying a specific verbal response in 

order to attempt to assist the client in expanding 

their own thinking and ultimately attain some 

therapeutic goal.  Also the Meta-Model is about 

being specific, very specific and so transferring high 

quality information.  

The Meta-Model can, very simplistically be reduced 

to two statements

● What specifically 

● How specifically

I communicated someone was doing something

I talked to a woman who was laughing

I talked to Mary about gardening and she was 

laughing at Peter



The Milton Model is concerned with using language 

in a 'artfully vague' way with the express purpose of 

creating the context where a client can 

spontaneously begin the process of therapeutic 

change for themselves.  The idea of 'artfully vague' is 

a rather poor way of conveying 'the intention to 

create the context for beneficial change'.  There is a 

very definite purpose behind the glib statement of 

'artfully vague'  and that is the overriding 

intentionality.  The Milton Model can, very 

simplistically be reduced to two statements

● What - unspecified 

● How – unspecified

The purpose of being intentionally vague is to allow 

your client maximum range of their own creativity to 

fill in, delete ( or add to ), distort and generalise for 

themselves.

● Deletion – remove what is, or is not relevant 

● Distort – creatively create and shift meanings 

● Generalise - to learn and classify

The Patterns The following labels for groups of 

experiences are not important – UNLESS you plan to 

teach this to the people who like and or need labels 

in order to process their learning.  For all other 

people or those with feet in both camps, the labels 

are useful 'handles' for getting hold of a series of 

examples of a particular pattern, learning them and 
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then collectively, having grasped one particular

pattern have a reference name for the pattern and it's

application.

This is like saying the word Dogs or Tables.

Immediately you have reference for the generalized

characteristics that accompany the labels Dogs and

Tables. You may find if you check your internal

representations that when you hear / see /

comprehend the word Dog – you have a particular

dog in mind. Anyway to say it again, that labels are

what you make, take or currently understand them to

mean.

Here is an interesting question for you: Do you want

to learn the patterns first or do you want to know just

some of the things you can do with the patterns?

Hold onto that answer even if you don't know it

consciously yet.

Mind Read I know you probably wont be interested in

what I have to say I understand you will want to start

using this in you own ways very soon You know, you

will want to talk to her later.

Lost Performative It's good to be curious It's

important to try new things learning new stuff is great

Cause effect Running will make you become healthier

I didn't complete the homework because Aunty Sue

came to stay IF you ordered it THEN you have to eat

it!



Complex Equivalence Practicing means your

performance improves I have started so I will finish

Your looking at me that way means you have a

question.

Presuppositions A topic all in and of itself. Before you 

continue to learn more of this though, ask yourself a 

question.  In what ways are you currently aware that 

your learning is actually altering in beneficial ways 

your ability to operate with more resources in the 

world?

Universal Qualifiers you always make me laugh! you 

never do anything interesting any more! Everybody is 

capable of more than they currently know.

Modal Operators ( necessity and possibility ) I can't 

finish on time you must finish it soon! I could finish it 

by tomorrow

Nominilisations Its an interesting situation your 

curiosity about this society is incredible Her decision is 

still causing her pain.

Unspecified Verbs Run to the shops I saw her walking 

down the street before pay attention to that person

Tag Questions You can easily understand can you not? 

Everybody does something do they not? You will be 

putting your new skills into practice whether you know 

it or not wont you?



Unspecified Referential Index She was having a great 

dance People are always doing stuff He said he likes 

cats and dogs

Comparative deletions Its better to burn out than to 

fade away this subject is more interesting I want the 

best olive oil

Pacing A topic all in and of itself.  As you read this 

and process information you will soon take another 

breath and when you do, you may be ready to 

continue though I don't know if you are ready to 

learn more now or in a little while?

Double Binds Will you be more comfortable in this 

chair or that chair? -> you will be comfortable. Are 

you going to tidy your room now or in five minutes? 

->  you will tidy your room. I don't know if you want 

to learn this effortlessly and easily or if you will 

prefer to simply learn it all without any hassle and 

no hard work? -> you will learn.

Extended Quotes I met a person who told me to 

“enjoy the experience and contemplate your 

learning later” people always say “shut up talking 

about it and get on with it” Once when I was much 

smaller a horse said to me “people say the most 

peculiar things”



Syntax Ambiguities

They're relaxing muscles they're specializing 

people we are understanding people

Punctuation Ambiguities

I know people who can relax very easily take your 

next breath I can see on your wrist you are 

wearing a watch closely what I do As you breath in 

and outside are many things you can experience

Phonetic Ambiguities

in security, insecurity a part, apart wait, weight

Scope Ambiguities.

Its full of beautiful people and actors i would like 

you to draw me a picture of yourself in the nude 

they are dancing men and women

Conversational Postulate I wonder, could you 

listen, and keep your question until later will you 

have a deeper understanding later? Can you help 

me?

Selection Restriction Violation his father is 

pregnant even a book has knowledge a bank 

account is happy to be full.

Ambiguities



Utilization A topic all in and of itself, yet by just 

reading this your understanding is changing 

again.

Embedded Commands \ Questions as your sitting 

there, i wonder if you can relax a little more? I am 

sure you want to learn these patterns. Every body 

including you want to learn, we just do it in 

different ways.

Other Milton Patterns

Unconditional Acceptance Tasking Metaphor 

Nested / Embedded / Interrupted Metaphor Time 

Orientation Analogue Marking Outcome 

Orientation Utilisation Pacing Splitting Future 

Pacing Direct Intervention ... ... ...



RAPPORT

Rapport is bonding at an unconscious level. Rapport is 

the quality of a relationship of mutual influence and 

respect between people.

A person does not have rapport until they have built a 

good relationship with another person.

NLP supplies the skills to build a respectful and 

mutually influential relationship by establishing and 

building rapport on different neurological levels.

Rapport is not manipulation. People who manipulate 

may look as if they are building rapport.

Rapport is not the same as friendship. Rapport is not 

agreement, nor does it come from agreement. It is 

possible to agree with someone and not have rapport. 

It is also possible to disagree with someone have 

rapport.

Rapport comes from taking second position.

When we take second position, we are willing to try to 

understand the other person from their point of view.

Satisfying relationships are built by rapport, not by 

just agreement.

HOW TO BUILD RAPPORT:

• By taking genuine interest in another person.

• By being curious about who they are and how they 

think.

• By being willing to see the world from their point 

of view.



HOW TO BUILD RAPPORT:

• By taking genuine interest in another person.

• By being curious about who they are and how they 

think.

• By being willing to see the world from their point 

of view.



Steps to build rapport
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Physiology

Voice Tone

Language

Unconscious 

bonding

Influencing: 

Selling an idea

Communication

Body Language

55%Tonality

38%

Words

7%

Body Language Tonality Words

Posture

Gestures

Facial Expression

Breathing

Eye Contact

Volume

Speed

Pause

Tone

Rhythm

Characteristic Sounds

Keywords

Phrases

Predicates

Metaphors



PACING AND LEADING

To build rapport, begin by pacing another person. 

Pacing is when you enter the other person’s model of 

the world on their terms. It is exactly like walking 

beside them at the same pace.

Once you have paced a person, build rapport and 

shown that you understand them, then you have a 

chance to lead them.

Leading is when you use the influence that you have 

built up from pacing.

MATCHING AND MIRRORING:

You pace and build rapport through ‘matching’. 
Matching is when you mirror and complement an 

aspect of another person. It is not copying, it is more 

like a dance. By matching, you show you are willing to 

enter the other person’s model of the world. They will 

intuitively perceive this and so you can feel more at 

ease with them and they will feel more at ease with 

you.

MATCHING PHYSIOLOGY

Body movements: leg position, arm position, head 

position, rhythmic tapping of fingers, hands etc., 

gestures with hands, arms, head, eye contact.



Breathing pattern: speed| depth| location.

Matching Voice Tone: Speed of speech| Volume of 

speech | Tonality of speech | Pauses.

Matching Language: Key words| Phrases and 

predicates.

ASSIGNMENTS:

Watch people while they are with you and mirror their 

physiology.

Match their breathing pattern.

Match their tone of voice like volume, pauses and 

tonality.

Mirror some of the words or phrases that they are 

using.

EXERCISE:

Do inner pacing. See, Hear, Feel, Smell and Taste what 

is going in your internal world. See yourself in some 

situation and observe the change.



ANCHORING

Anchoring is process of learning to hold on to the 

states that are crucial to success.

An anchor is a stimulus: It may be a sound, an image, 

a touch, a smell, or a taste that triggers a consistent 

response in ourselves or someone else.

The ability to use anchors in NLP enables us to:

Access the resources (feelings and states) that we 

want when we want them.

Replace unwanted feelings and thoughts with 

desirable ones.

Gain control over our emotions.

Keep on course when going through periods of 

intense change.

Positively influence the response we trigger in other 

people.

Experience the day as we want, no matter what is 

happening in our life.

PROCEDURE FOR ANCHORING A 

RESOURCEFUL STATE IN YOURSELF:

• Choose a place that is free from distraction.

• Decide on a state| feeling that you have 

experienced in your life that you would like to be 

able to access when you choose.



TYPES OF ANCHORS

VISUAL ANCHOR

SEE

AUDITORY ANCHOR

LISTEN

KINESTHETIC ANCHOR

FEEL / TOUCH

NLP anchoring uses a memory; it may be a 

sound, an image, a touch, smell or a taste 

to trigger a consistent experience in you or 

someone else. 
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• Choose an anchor that you can use whenever you 

want to access this feeling.

• Now recall the memory of a time when this feeling 

was at its strongest for you. Get associated with 

the experience. Pay attention to what you see, 

color, brightness, notice the quality. What do you 

hear? Is it loud or quiet? Location of the sound? 

Allow yourself to experience the feelings. When 

associate completely, set the anchor.

• Repeat this process several times until you know 

that there is strong connection between the touch 

and the feelings.

• Test the anchor.

• What happens? If you have set up the anchor 

effectively you will recall the scene, the sound and 

the feelings of the memory. If this doesn’t happen, 

keep practicing.

• Now think of a future situation where you would 

like to have the feelings you have anchored. This 

time imagine the situation in the future, fire ate 

anchor. What do you see, hear, and feel now? 

When you do it successfully you are transferring 

you desired feelings, your resourceful state, to 

another and in this case future context.



META PROGRAMS
Meta programs are deletion filters. They cause us to

put our attention in certain places and not in others,

resulting in habitual patterns of thinking, decision

making and behaving. They work at a deep

unconscious level, having a strong influence on our

behavior, motivation and personality.

They form a part of the unconscious communication

message.

HOW TO RECOGNIZE THEM:

Towards| Away from (Motivation direction)

What do you want in a job| relationship| product|

service| X?

Frame of reference (Internal| External)

How do you know if you have done it well?

Attention direction (Sorting by self,

Sorting by others)



Matcher- Mismatchers
Matcher

Matcher with Exception

CONVINCER PATTERN

(A) How do you know when someone else is good at 

work?

Do you have to?

• See them or watch them do it

• Hear about how good they are

• Do it with them?

• Read about their ability?

(B) How often does someone have to demonstrate he is 

good before you are convinced?

Four possible answer:

• Immediately

• A number of times

• Over a period of time

• Consistently

Everyone has a specific means by which they become 

convinced.



Possibility VS Necessity
Why did you change your job? Why did you buy your car| 

house?

Primary Interest
Think of the best meal you ever had.

Things| people | place| information| time| activity.

Information Chunk Size(Detail VS 

Global)
Look around you at the room| building you are in. How 

would you describe it to someone who has not seen it 

before?

Global chunks will help her to think in ‘big’ picture terms. 
Hay avoid details as much as possible. This is useful for a 

senior management position. May not notice small 

objects in her environment and may perhaps be perceived 

as having his head in the clouds. Enjoys discussing 

concepts and ideas.

Detail Chunks: he excels in a job where he can work with 

details and this is where he will get the most job 

satisfaction. Finds easy to be busy with small things and 

leave the bigger things for when he has more time.



Option or Procedure
How do you want to run this team?

OPTION: he will seek out or create options for

their choices in life. Tend to use more opening and

outward gestures, suggesting possibilities. He talks

about what he can | could do. Option pattern creates

variety and choice. Explore newness, take initiative.

Gets stressed when work in forced to work to a strict

procedure.

PROCEDURE- He looks for sequence. He talks

in ‘must’, ‘have to’. Mark out segment of time with

their hands or use fingers to suggest a sequence or

procedure.

Make decision on procedural run event. Without a

procedure, he gets stressed when have too many

options. Too many option means mental torture.

WORKING STYLE
Independent | Cooperative | Proximity

Here is an exercise to do;



Practice eliciting people’s 

Meta Program; Ask them:

• What do you want in a relationship | career?

• How do you know when you have done anything 

well?

• What is the relationship between what you are 

doing this month and what you did last month?

• How often does someone have to demonstrate 

something to you before you are convinced it is 

true?

• Tell me your favorite work experience and why it 

was important to you?

ASSIGNMENTS
Watch people closely and find out their various 

Metaprograms and design your communication 

accordingly. 



REFRAMING

Nothing has meaning in itself. Every piece of 

information is understood in some context. In 

fact, the meaning we derive from any experience 

depends upon the frame we apply. Frames are 

like the cardboard cut-outs at funfairs, where you 

put your head through a hole and your friend on 

the other side sees your face framed by a funny 

cardboard body. Some frame are funny, some are 

serious.

We always set frames. It is an essential step 

towards understanding and meaning.

Frames set the reference points by which we 

judge how to make a decision.

SOME NLP MAIN FRAMES ARE:

THE ECOLOGY FRAME-

The ecology frame looks to the long term. You 

look beyond the boundaries you would normally 

set in time space, and people.

Ecology questions are:
• How will this be over the long term?

• Who else is affected?

• What will they think?





THE OUTCOME FRAME:

This evaluates events whether they bring you closer to 

your outcomes.

Apply the outcome frame by asking these questions:

• What am I trying to achieve now?

• What do I want?

• What does this get for me that is valuable?

THE BACKTRACK FRAME:

Backtracking is the skill of restating key points using 

another person’s own words, often their matching voice 

tone and body language as well. It is still a skill for 

pacing another person.

Backtracking questions are:

• Can I check that I understand?

• So you are saying….?

THE CONTRAST FRAME:

This frame is easy to use because we normally notice 

difference.

Questions for contrast frame:

• How it is different?

• What is it that makes it stand out?

• What are the important variations between these 

things?



The opposite is the ‘sameness’ frame: ‘it is all the same 

really, it doesn’t matter.’

The ‘AS IF’ Frame

This frame evaluates by pretending something is true in 

order to explore possibilities. It is best for creative 

problem-solving.

Questions for the ‘as if’ frame:

What would it be like if…?

Can you guess what would happen?

Can we suppose that….?

The opposite of the ‘as if’ frame is the ‘helpless’ frame: 

‘I don’t know’, then there is nothing I can do about it.

THE SYSTEMIC FRAME

This frame evaluates by relationship. You do not focus 

on the single event, but how it relates to other events.

It creates systemic thinking.

Systems are table and they resist change. Therefore 

when you apply the systemic frame you ask what stops 

the change and concentrate on removing obstacles 

rather than acting directly to achieve the change you 

want.



Systemic questions are:

• How does this fit with what I know?

• How does this connect to the wider system?

• What is the relationship between these events?

• What stops the change?

• How does what I am doing keep the things as they 

are?

• The opposite of this frame is the ‘laundry frame’: 
‘Make a list of every possible relevant factor and then 

we will understand it’.

THE NEGOTIATION FRAME:

This frame evaluates by agreement. It assumes that you 

are engaged in a negotiation and that the resources are 

available.

The key question is ‘What can we both agree on?’

The opposite of this frame is the ‘war’ frame. ‘I want 

something and I am going to get if it kills us.’



FIVE PROBLEM-SOLVING FRAMES

The way you look at a problem, that is, the frame you 

give it, can make it easier or harder to solve. Here are 

five main NLP problem-solving frames.

Outcomes rather than blames

Outcome questions:

• Where are you now?

• Where you want to be?

• The resources you need.

• Your plan of action.

Blame Frame Questions:

• What is wrong?

• Who is to blame?

• Who is going to fix it?

‘How’ rather than ‘Why’
To fully understand the problem, you need to see how it 

is being maintained in the present. Why has it not 

simply dissolved? ‘Why’ questions are useful for eliciting 

values, not solutions. “Why” questions can give you 

reasons without changing anything.

‘How’ Questions:

Why I this a problem?

Why can’t I solve it?



Possibility rather than necessity

NLP suggest you to set your outcomes by what you can 

do rather than what you cannot do or have to do.

Possibility Questions:

What is possible?

What would have to happen for this to be possible?

How can I make this possible?

Necessity Questions:

What do I have to do?

What is not possible here?

Feedback rather than failure

Feedback Questions:

What are my results so far?

What have I learned from them?

What am I going too differently as a result of that 

feedback?

What feedback will let me know that I have succeeded?

Failure Frame Questions:

Why have I failed?

How badly did I fail?

Curiosity rather than assumptions

Curiosity allows you to stay open to choices and 

possibilities.

When has to be true for this to be a problem?



REFRAMING

Reframing is changing the way you perceive an event 

and so changing the meaning. When the meaning 

changes, responses and behavior will also change.

Two main types of reframing:
Context reframing-

Context reframing works on comparative generalization. 

The complaint in the form of ‘’I am too….” Or ‘That 

person is too….’
The person is complaining because they have put that 

behavior in a context where it is a disadvantage.

Content Reframing-
Make context reframing by asking, ’In what context 

would this behavior have value?’

Put the behavior in that context and what was a 

disadvantage becomes a resource.

I am too obsessive about smell details, =’you are real 

perfectionist’.

Context Reframing
This is used when a person does not like the way he 

reacts to an event. He sees his reaction as a mistake or a 

disadvantage. Also used to change your perception for 

anything that can be judged negative.



To Reframe Think:

What could this mean?

What would I like this to mean?

I what frame could this be positive or be a resource?

Example:

I feel bad when no one calls me.

Reframe:

This gives you real opportunity to make new friends.

I have to buy a small car.

Reframe:

Great! You have save a lot on petrol.
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STRATEGIES

In NLP, strategies are how we do what we do to 

achieve our outcomes.

A strategy is a sequence of representations that lead 

to an outcome.

NLP consists of three elements:

• Internal Representation

• Internal State

• External Behavior

Strategies belong to the internal representations 

segment. They combine representational systems with 

outcomes. We consistently use our representational 

system to think and to plan our actions. Strategies are 

those sequences of thought that we use to achieve 

our outcomes.

Three essential gradient of a strategy:

• An outcome

• A sequence of representational system

• Crucial sub modalities of the representational 

system.

We need to remember that strategies happen very 

quickly; often beyond our conscious awareness. They 

shape our thinking.





Strategies explain the difference between people. 

Some people have better memory, decision making or 

motivation than others because of strategies only.

Strategies lead to generative change. If you give a 

person a better decision-making strategy, then you are 

helping then in every part of their life.

Strategies always work. They always get an outcome. 

If they get an outcome that you don’t want, then do 

not blame the strategy, but understand it and change 

it for one that works better.

STRATEGIES ARE USED IN:

MODELING:

A large part of modeling involves the mental strategy 

that a person is using. This strategy, together with that 

person’s beliefs, values and physiology, gives you the 

structure of how they get their results.

Key To Modeling: Strategy+ Beliefs+ 

Physiology





HOW TO ELICIT A STRATEGY

There will be times when you want to discover the 

strategy another person is using, either to model it 

because it is good or to change it because it is not 

getting the results they want. These are the steps:

Associate the person into strategy, ask him to take you 

through their strategy step by step.



Here is the exercise:

• Can you remember a time when you were totally 

Xd? (X means that activity that u did)

• Can you remember a specific time?

• Go back to that time and experience it. (get them 

in state)

As you remember that time,

A. What was the very first thing that caused you to 

do box?

• Was it something you saw?

• Was it something you heard?

• Was it the touch of something or someone?

• What was the first thing that caused you to be 

totally Xd?

• After you (saw, heard, or were touched), what 

was the very next thing that caused you to be 

totally Xd?

B. Did you make a picture in your mind?

• Say something to yourself?

• Have certain feelings?

• What was the very next thing that caused you to 

be totally xd?

After you A’d and B’d, What was the very next thing 

that caused you to be totally X’d?



C. Did You

Make a picture in your mind?

Say something to yourself?

Have a certain feeling?

Or Did something else happen?

What was the very next thing that caused you to 

be X’d?

Ask if the person was very X’d at this 

point(attached, motivated, whatever).

If yes, elicitation is complete.

If no, continue eliciting syntax until congruent 

completion of state.

The next step is simply to elicit the specific sub 

modalities of each representation in this 

person’s strategy.

Once you have elicited a strategy, you can 

redesign it, replace it, or streamline it to achieve 

a different outcome.



STRATEGY NOTATION

V- Visual

A- Auditory

K- Kinesthetic

e - for external

i - for internal

r - for remembered

c - for constructed

t - for tonality

d - for digital (words)

id - for internal dialogue
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