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Thank you and congratulations
 for picking up
 NLP:Beginner Toolkit!



You are on your way to increased happiness, success, and healthier relationships through these easy to learn but extremely powerful NLP techniques! After reading this book, I’m sure you will agree that NLP is an amazing tool that can help you really get in touch with your psychology and help to maximize your potential.







By purchasing this book, you have already shown that you are willing to take action and do what it takes to build an extraordinary life.







Don’t forget to subscribe to the
 
Modern Psychology Publishing newsletter

 , where you will be the first to receive information about new book releases, free promotions, and the latest news to help guide you on your journey of mastering your psychology!







Throughout this book, you will find guided exercises as well as journal pages to record your progress. We recommend that you continue to take action and practice the exercises, to guarantee the best results. Get excited, because you are about to learn some extremely powerful NLP techniques!

















This book contains 3 manuscripts to help you master your psychology:



✔ NLP Neuro Linguistic Programming: The 10 Most Powerful Tools to Re-Program Your Behavior and Maximize Your Potential



✔ NLP Persuasive Language Hacks: Instant Social Influence With Subliminal Thought Control and Neuro Linguistic Programming



✔ NLP Frame Control: Using the Mindset of Power To Get What You Want In Relationships, Business & Life







In this book you will learn:



✔ Core principles of Neuro Linguistic Programming, and how knowing them can improve your life



✔ Actionable steps you can start taking right now to put these techniques into practice



✔ How to supercharge your habits, to create success automatically



✔ How to improve your communication skills and influence others effectively







Let’s get started!
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 Introduction



If you are experiencing trouble controlling your emotions or achieving your goals, Neuro-Linguistic Programming may be what you need. Why is that so? Let me explain; most of the time, one of the things that hinder your success in life is the way you handle the challenges and situations that life throws your way. But the good news is that once you learn NLP, you learn the essential techniques you need to handle these situations better and live a happier and more fulfilled life.



In other words, Neuro-Linguistic Programming can help you develop a clear understanding of how you see yourself and the world. It uses the words, actions, and your way of thinking to change how you view life and teaches you essential techniques you can use to transform your life. Is that something you would be interested in to create drastic positive change?



Do often feel bad that you cannot face some problems objectively even when you know your way of thinking is biased? Do you sometimes notice that your stereotypes about people, things and situations cloud your judgment such that you react in ways you would not ordinarily expect to react to such situations? If your answer to these and similar questions is a ‘yes’, you probably have noticed how limiting this can be in your career, relationships, finances and other facets of life. All this has to do with how your mind is hardwired to react to situations, people or things.



It can seem like a helpless situation because of the automatic responses but the good news is that it is never too late to change your life. Neuro-linguistic programming can help you learn all the skills, behaviors, and attitudes you need to learn to improve your success in life, whether that success is in your career, your relationships, your business, finances, and every other aspect of your life.



This book has actionable information about the 10 most powerful tools that will help you reprogram your behavior and maximize your potential.
 The information here will show you exactly how you can tap into the power of NLP to make your life less frustrating, and more rewarding.

















 Mastering Your Mind: Understanding NLP



 Before we can discuss the specifics of the different NLP techniques, let’s start by building an understanding of the concept of NLP so that you know why it works and how it works. To use NLP techniques and strategies in your life, you need to understand what it is:



What is NLP?



As the name implies, neuro-linguistic programming stands for:



Neuro
 : Your nervous system



Linguistic
 : Your verbal and non-verbal communication skills



Programming
 : Your ability to program/structure your neurological and linguistic systems to achieve desired results.



Proponents of NLP believe that how you behave has a certain structure to it. Therefore, NLP aims to examine this structure to redefine the way your brain performs and responds to the information it receives. NLP helps you understand the things that make you tick. It opens your eyes to how you perceive the things that happen to you and around you on a daily basis. When you fully understand these things, you can handle situations in a better manner, and communicate more effectively.



Your neurological system is responsible for transmitting all the information your brain receives from your environment. In this context, your environment refers to everything external including all your organs- your ears, your eyes, your skin, stomach, lungs, and every other part of your body.



Your brain processes the information from all these parts of your body and transmits them to your brain and vice versa. For instance, once your brain receives information, it processes it and decides if it is good or bad news, and then transmits it to emotions that could be joy, tears, or laughter.



The takeaway here is that your brain determines how you respond to everything going on around you and how you communicate with others. Now, imagine being able to somehow, alter the way your brain handles this information and force it to react in a certain way. That is the whole logic behind NLP.



NLP helps to change your personal programming (think of computer programming: how programmers can change computer code to get a device or software to perform specific task or behave in a specific manner). It helps you re-organize your internal programming so you achieve the desired results you want.



To frame it in a simpler manner, NLP helps you achieve the following:



1. Increases Your Chances of Success:
 Generally, life is problematic and your day-to-day life whether at work, with your family or at leisure will be full of challenges. NLP helps you change how you view these challenges as well as your outlook on life. It helps you change the way you see life so that unimportant things stop weighing heavily on, or bothering you. It gives your life a deeper meaning and helps you organize your priorities.



It helps you identify your strengths and weaknesses so you can concentrate on things that can help you become better and more efficient, which helps you become more successful.



2. NLP Improves Your Communication Skills:
 NLP fosters positive thinking, which makes all your communications positive. It helps you redefine how you think and feel, which makes you a better verbal and non-verbal communicator, which then makes it easier to share your perspective with others and become.



So in essence, NLP helps you to become better at expressing yourself.



3. NLP Synchronizes Your Body and Feelings:
 When your mind and body are not in harmony, putting your thoughts and plans into action becomes very difficult. However, once you start using NLP, you unify your mind, body, and feelings so you can create a better connection and work towards achieving your goals.



You now have a better understanding of what NLP is and what it can do for you. Before we start using it to reprogram our behavior and maximize our potential, let us delve a bit deeper into its history:



 



NLP: A Brief History



John Grinder and Richard Bandler founded NLP in the 197o’s at the University of Santa Cruz, California. At that time, Richard Bandler was a (AMIS) Information Sciences & Mathematics Master’s level student while Dr. John Grinder was a professor of Linguistics.



They both studied people who they believed to be exceptional communicators and very good at helping their clients achieve desired results and necessary change. Particularly, they were interested in finding how it was possible for some people to effectively deal with difficult or sick people, defying the odds where other people have failed.



Grinder and Bandler chose to study three renowned psychotherapists- Virginia Satir, the developer of Conjoint Family Therapy, Fritz Perls, the founder of Gestalt psychology, and Milton Erickson, one of the major contributors to the development of Clinical Hypnotherapy. They also studied the skills of two linguists- Noam Chomsky and Alfred Korzybski, as well as social anthropologists Gregory Bateson and Psychotherapist Paul Watzlawick.



Neuro-Linguistic programming eventually exploded to include other disciplines and spread to several other countries. Unfortunately, in the 198o’s, due to some dissatisfaction that Grinder had about some coding work they did together known as the ‘classic code,’ Blander and Grinder had a falling out. This led to a separation that led Grinder to team up with Judith Delozier to form newer models later named ‘The New Code.’



Neuro-Linguistic Programming has come a very long way and many scholars have developed new codes, techniques, and versions, thus making it easier for ordinary folks to apply it in their lives to effect real transformation.



Although originally developed for use in the field of psychotherapy, professionals now apply NLP in all fields including Doctors, Accountants, Engineers, and every other profession in the world; from the way it looks, the future of NLP continues to look bright.



 



The Pillars Of NLP: How To Apply The Knowledge In This Guide



To understand how to apply NLP to your personal life, you have to understand the four pillars of NLP. The four pillars of NLP are
 rapport
 ,
 sensory awareness
 ,
 outcome thinking,
 and
 behavioral flexibility
 .



1. Rapport:
 Rapport refers to how you build and maintain relationships with yourself and other people. Rapport teaches you how to say no to requests and things you do not want while still maintaining a good professional relationship and friendships with the people whose requests you reject.



2. Sensory Awareness:
 Another pillar of NLP is sensory awareness; sensory awareness teaches you how to pay closer attention to the things going on around you- how to make better use of the senses of sight, sound, touch, hearing, smelling, and taste.



3. Outcome Thinking:
 When you face a challenge, instead of being stuck, NLP teaches you to focus on what you want and helps you make decisions that will help you achieve these things.



4. Behavioral Flexibility:
 This refers to how you do things and handle situations. NLP helps you to do things differently. It gives you flexibility and the ability to change a course of action when one course of action leads to failure.



Authors Romilla Ready and Kate Burton describe how the four pillars can translate into your day-to-day life with this interesting illustration.



Imagine you ordered a new software to help you record all the names, addresses, phone numbers, and other important friends and clients’ details. After spending time to purchase and install the software, you discover the software does not work because it has a coding bug.



You contact the software company’s customer service department and they are rude and unhelpful. At this point, you have to employ your
 rapport
 building skills with the customer service manager so they can listen to your complaints. You would need to increase your
 sensory awareness
 by listening carefully, controlling your feelings, and deciding on the most suitable response. You have to know the
 outcome
 you desire by engaging in discussions with the customer service manager; do you want a refund or a replacement. Lastly, your
 behavior needs to be flexible
 enough to accept other outcomes if the desired one is unachievable.



That is how NLP helps you to become a better communicator and helps you achieve the things that you want without a lot of stress or frustration.



NLP Presuppositions



NLP presuppositions are basic generalizations or general beliefs in NLP that can be useful to you when you act as if they are true.



Some common presuppositions of NLP include:



1. The Map is not the Territory:
 Alfred Korzybski takes credit for this statement. He explains that we experience the world through the human senses of sight, touch, hearing, taste, and smell, which he refers to as ‘the territory.’ The experiences you get from these senses then transfer to the brain where they make an internal representation that he refers to as ‘the map’.



You create an internal map in your brain; your experiences shape this map, but another person who has had the same experiences would never have the same exact internal map like yours (their perceptions and the way their senses perceive information may be different). This simply means that what is outside can never be the same as what is inside your brain.



If you are a doctor, what pills mean to you may be vastly different from what they mean to a patient and even a law enforcement agent. The point is that we all make different internal representations of the same things depending on our backgrounds and personal contexts.



To be a better communicator and a generally better person, you need to learn how to see things from other people’s eyes- try to understand the internal representations or map of the person you are trying to communicate with. Rather than respond negatively to other people’s behavior you may deem inappropriate, focus on trying to understand why that person might have behaved that way. This would make you a happier person who accepts people’s actions and inactions with greater ease.



2. There is no failure, only feedback:
 This very important NLP presupposition will help you, but only if you can live by it. There is no one person in the world who does not experience setbacks and failures. It is up to you to choose whether to allow those setbacks to bring you down or you want to take lessons from your setbacks and these lessons as a learning experience that helps you become better at whatever you failed at the first time when you decide to try again.



Whenever you fail at anything, rather than give up, always ask yourself these five questions:



* “What am I trying to achieve?”



* “What have I been able to achieve so far?”



* “What are the things I have learned (feedback)?”



* “How can I use the lessons learned to better my performance?”



* “How am I going to measure my performance and success?”



3. The Meaning of the Communication is the Response it elicits:
 How the person you are communicating with perceives the information you are trying to pass across is the most important thing. No matter how good your intentions are, your listener interprets information based on how they receive it.



The onus therefore, rests upon you to pass your messages across carefully in the way you want your listener to receive it. Before you start communicating, have a clear understanding of the desired outcome of the conversation, and then carefully construct your conversation to elicit the exact response you want.



4: If What You Are Doing Is Not Working, Do Something Different:
 This is yet another presupposition and a very simple one at that. Do not be fixated on things that do not work for you, instead, change your tactics.



Determine why what you are doing is not working and what you can do to get better results.



5: You have all the Resources You Need to Create Desired Outcomes:
 Everyone has what it takes to develop, grow, and become a better version of themselves.



6: People are Much More Than Their Behavior:
 The fact that a person is behaving badly does not necessarily mean he or she is bad. People behave badly when they do not have the inner resources to behave differently. Most times, helping them change or improve on these resources would help them improve their behavior and start behaving better.



7: Body Language is Important:
 When communicating, you have to employ the right body language because body language makes up for 55% of how others receive your communication.



For the techniques in this book to work for you, you have to practice them. Most of the techniques listed here are not instant solutions that are going to work in one day; however, with consistent practice, your life would improve and you would get better at what you want to improve.







In the subsequent chapters, we will discuss how to use different NLP techniques for different goals. We will start with setting personal anchors.
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 st
 NLP Technique: Setting Personal Anchors



Anchoring focuses on helping you change your state of mind. It can help you stay calm in the face of danger or trouble, and can help you relax and behave in a positive way when people are trying to provoke you.



Anchoring tries to mimic one of Pavlov’s experiments. Pavlov experimented with dogs and sounded a bell as the dogs were feeding. Whenever the dogs saw the food and heard the bells, they salivated in anticipation of the meal. After some time, Pavlov began to sound the bell without the food in sight and he noticed that the dogs salivated whenever they heard the bells even without seeing the food.



Anchors are similar; they stimulate a response in your mind and help you control your thoughts and emotions. For instance, rubbing your forehead can be an anchor. Sometimes, anchors can be involuntary. For instance, a familiar smell might bring back a memory from your childhood or a song can trigger a memory of your ex. These are examples of involuntary anchors that work automatically without any self-induced trigger.



Establishing anchors involves producing stimuli when you experience the resourceful state so that the resourceful state pairs with the anchor. Just like with the dogs that begin salivating without a meal in sight simply because they heard a bell, you can establish personal anchors that will trigger a desired response in you whenever you experience anything.



Activating the anchor refers to the act of producing the anchor after you have established it in a bid to trigger the occurrence of the resourceful state.



When you are happy or sad, you are responding to some anchors in your life. When you are feeling motivated and confident or otherwise, you are also responding to some anchors although sometimes, you do not even know what these anchors are. That is why sometimes, you may be in a bad mood without knowing why.



 The NLP anchoring technique teaches you how to design personal anchors and use them to produce a desired state of mind. For instance, if you are in an interview situation and you are feeling jittery, but you want to be calm, you can use established anchors to trigger a calm response within yourself. If someone is annoying you, but you do not want to lose your temper, you can use anchors to calm yourself down.



The Resource State



In the last section, we established that we all have the resources we need to achieve the things we desire. Here, the resource state refers to memories of the required state. For instance, if you want to be calm, your resource state here is a memory of a past time where you were calm and relaxed.



 The resource state involves striving to make a previous experience vivid so it feels as if you are experiencing it afresh in the present. If you cannot recall a situation where you have felt that way, you can simply just imagine yourself in the resource state.



Types of NLP Anchors



There are three different types of anchors:



1. Visual Anchors:
 Visual anchors involve using the things you see to provoke a response. For instance, if you want to feel powerful, you can use your wristwatch as an anchor so that any time you want to feel powerful, you simply look at the wristwatch and use it as an anchor; however, the anchor does not have to be objects- you could use people, symbols, drawings, or anything physical as an anchor.



2. Auditory Anchors:
 Auditory anchors involve using sounds or music as anchors to provoke a response.



 3. Kinesthetic Anchors:
 Touching yourself or imagining someone touching you is an example of a kinesthetic anchor.



How to Set Personal Anchors



To set anchors:



1. Decide
 the state you wish to anchor (the response you want to elicit e.g. Calmness, happiness, feeling powerful, feeling relaxed, etc.). It is helpful to write down your intention in your journal, so that you can crystalize exactly the feeling or emotion you wish to create a trigger for.
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2. Choose
 the anchor you want to use to trigger that state. You can use a combination of anchors such as visual and auditory anchors.



3. Close
 your eyes.



4. Tap into
 your resource state by recalling a memory where you previously experienced the state you want to trigger.



5. As soon
 as you can vividly recall that experience, activate the anchor (play the music, touch the parts of your body you want to use as anchors, or look at the object you wish to use).



6. Release the anchors
 as soon as the experience starts to fade away. It is important to release the anchor immediately the experience begins to fade so that you do not anchor a drop in that state rather than the state in itself.



7. Take a break
 and do something else such as counting from one to ten.



8. Repeat the process
 from step 1; this time, make the memory more vivid and then try to establish the anchor at the highest point of the experience.



9. Test the anchor
 to see if the required state occurs. After you have solidified your process, be sure to record everything about your process, to make sure that it is repeatable. What emotions came up during this process? What memories did you specifically trigger? Did you use visual or auditory cues? Write down everything.
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10. Check the anchor
 the next day and continuously until it becomes permanent.



You should always ensure the anchor fires in the same way every time you want to link to the resourceful experience. If you cannot get a desired state when you trigger the anchor, change the anchor to avoid establishing a negative anchor.







Pattern interruption is the second NLP technique we shall discuss.
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 NLP Technique: Pattern Interruption



Imagine a situation where you have a favorite route you drive through each time you are going from home to your place of work (every day). This driving pattern becomes repetitive and sometimes, you do not have to place too much effort and concentration into it because well, you already know the drill.



It is kind of like autopilot for you and you take out this time to think of the tasks you need to complete at home, how your day went, and other things while your subconscious takes care of everything else.



Suddenly, you hear a loud sound and bam! A large tree has just fallen and your path is obstructed. You slam the brakes and the car comes to a screeching halt. For the next few seconds, you are sitting in your car wondering what just happened.



Your subconscious is not used to this situation; therefore, it does not know how to respond. At this point, you have to step in; your conscious mind has to take control and issues instructions detailing how to handle the situation. Your subconscious mind is great at running automatic patterns so that your conscious mind can handle other activities that need conscious handling.



When you are trying to alter some patterns, sometimes, automatic habits, thoughts, emotions, and actions can create a problem. It is not as if you are not willing to change, but your subconscious keeps pulling you back, which then cause you to do the same thing repeatedly.



Well, you have to understand that the subconscious mind is very poor at decision-making. Only the conscious mind has the ability to make decisions. As an NLP technique, pattern interruption forces your subconscious mind into a state where it waits for information from your conscious mind.



 It helps you break habits and embrace new methods and changes. It helps you re-program your subconscious so that the subconscious becomes a messenger that receives instructions from the conscious mind.



How to Practice the Pattern Interrupt Technique



To practice this NLP technique:



1. Decide
 on a particular behavior you wish to change. This has to be something you do automatically without thinking about it. For instance, eating junk food whenever you are watching TV could be an example of something you want to change. Write down in detail in your journal exactly what you would like to change.
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2. Start
 observing how the pattern runs. At what point do you start to experience the urge to eat something? At what point do you decide to get up and walk to the fridge? How do you make a choice of what to eat from the different available choices? Record your decision making process in detail in your journal.
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3. Create
 a pattern interrupt completely alien to the behavior you wish to change. For instance, when you experience the urge to eat something, fold some clothes or instead, drink some water. You need to create a pattern interrupt entirely different from the usual pattern. This pattern interrupt has to jolt you just like the tree that fell in front of your car. Again, write down in detail the new behavior you are going to implement.
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4. Every
 time you feel the urge to engage in the pattern you wish to change, use your pattern interrupt to do something else.



Continue to impose this pattern interrupt and before you know it, you will eliminate the habit you want to change and the new habit will replace the old one (as such, the new habit has to be a positive one). You can use pattern interrupt to get rid of addictions and any negative behavior you wish to eliminate from your person. Reflect on the effectiveness of this technique and how it is influencing your behavior.
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The next technique we will discuss is the Swish technique.
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 NLP Technique: The Swish Technique



The Swish NLP technique helps you alter how your memories affect you. It helps you disconnect from powerful negative thoughts that provoke negative feelings that may negatively affect you and your life.



You can use the swish NLP technique to manage your thoughts and feelings especially thoughts and feelings related to the things happening around you. This NLP technique helps you disconnect from past thoughts such as things that irritated you or made you feel embarrassed in the past, present feelings caused by self-undermining thoughts, and anxieties about forthcoming or future situations.



For instance, if due to illness or stress, you take a leave from work and you find yourself worrying about getting back to work, you have an unwanted negative feeling that in this case, is worry. Each time you remember you have to walk into your office when you resume work next week, your stomach churns and your heart starts racing. This means that walking into that office is the trigger.



You have checked this feeling to see if there are any rational reasons for your fear, but there are none because you have checked with your employers and everything is good. Now, you do not want to be worried and afraid whenever you think of walking into your office next week. You want to be confident and enthusiastic about it.



 You can use the Swish technique to replace these feelings and change them into positive ones.



How to Use the Swish NLP Technique



To use the swish NLP technique:



1. Identify
 the feeling you want eliminate.



2. Identify
 the thoughts or images that provoke the negative feeling.



3. Check
 if your fears are founded and rational. If they are simply irrational, move on to the next step.
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4. Close
 your eyes.



5. Create
 a replacement image in your head. This means you should identify how you want to start feeling. It means you should begin to see yourself acting the way you want.



Now, what you want to do is to point your thoughts towards a fresher and more positive direction. The idea is to re-program your brain by changing the trigger so you can know when you should start thinking new thoughts.



6. Think
 of the trigger image (the negative one) then start inserting the replacement image in between the trigger image. In between worrying, start imagining yourself feeling more confident. Before you begin, write down your replacement image in as much detail as you can, to help you solidify your visualization.
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7. Allow
 the replacement image to become bigger and more vivid so that the trigger image begins a gradual disappearance.



8. Break the state
 and open your eyes.



9. Start from step 1
 and this time, try to insert the replacement faster.



10. Repeat the process
 about 5-7 times.



11. Test
 it to see what happens when you try to recall the negative trigger image, you will discover that it becomes more difficult to bring back the negative feeling.



If, however, the negative trigger continues to manifest, the trigger may be more powerful than the Swish technique. In that case, try a stronger technique like the
 
anchoring technique

 
.

 Reflect on the results of the Swish technique in your journal.
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In the next chapter, we will discuss the framing technique.
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 NLP Technique: The NLP Framing Technique



The NLP Framing technique draws upon the idea that how you perceive everything depends on your point of view. Framing involves trying to change the meaning you attach to a thing by trying to change its context or setting.



For instance, a person trying to annoy you can seem funny so that, rather than becoming angry, you can start laughing at what the person is doing. The meaning you attach to events and things happening around you is dependent on how you frame it.



You can use your responses and behaviors to change the meaning. Dressing as a skeleton to a Halloween party and dressing the same way to a burial would cast different perceptions even though it is the same costume and the same person wearing it.



 NLP reframing helps you change how you see and perceive things happening around you so you can behave in a different way. You can get people to see things differently by reframing events and communication differently to get a different response. By using this technique, you can keep calm in the face of fear and maintain your cool when you should be angry or losing your temper.



How to Use the NLP Framing Technique



To use this NLP technique:



1. First,
 identify a behavior you consider negative or troubling; a behavior or feeling you would like to eliminate from your persona.



2. Now
 try to establish a communication with the part creating the behavior or response. This could be a sensation in your body, a picture of another person, a specific sound, or voice: anything that triggers the negative behavior or feeling. Write down both the behavior and any triggers associated with it.
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3. Ask
 yourself what exactly you want- what would you rather feel instead? How would you rather behave? You have to recognize the difference between the feeling/behavior and your intended one.



4. Tap into your creativity
 to figure out three alternative ways you would rather feel or behave instead of the current negative one or some alternative ways to get your intended outcome.
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5.
 Evaluate
 your new choices and determine whether they are acceptable or not.



6.
 Check
 for objections with other parts. Sometimes, when you change an ingrained behavior or pattern, it affects other parts or aspects of your life. You have to ensure your new choices and desired change do not have unintended consequences.



The framing technique helps you tap into your inner resources so you can behave in a way than is far different and superior to your normal way of thinking. Write down any reflections and results from using this technique.
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The next chapter will be about mirroring and rapport building.
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 NLP Technique: Mirroring and Building Rapport



Mirroring involves mimicking or copying the behavior, body disposition, or speech patterns of a person you are communicating with.



Note:
 mirroring is very different from aping someone. Aping is where you copy everything someone does; that is not mirroring, that is rude.



Mirroring is subtle and barely noticeable by the person whose body language and speech patterns you are trying to mimic: it has to seem unconscious.



To Mirror someone, you can mimic his or her:



* Speech patterns



* Body language



* Vocabulary style or specific choices of words



* Pace, tempo, pitch, tone, and volume



Mirroring helps you create rapport with the person you are engaging in communication. It makes it possible for the person to warm up to you, trust you, and understand you. A successful interaction can only happen when you maintain rapport with the person you engage in communication with.



There are two approaches to mirroring: you can
 emphasize the similarities
 between you and the person, or you can
 emphasize the differences
 . Emphasizing the similarities eliminates resistance and antagonism.



 Mirroring is a natural thing that most of us do. For instance, if you are trying to talk to a little child, you may crouch so you and the child can be at the same height, or you may talk slowly so the child hears you and understand you better. This is an example of how we naturally mirror others.



How to Practice the NLP Mirroring Technique



To practice mirroring:



1. Mirroring Body Postures:
 This involves adjusting some parts of your body (or all your body) to match the other person’s body posture. Ensure that the posture is a natural one; otherwise, the mirroring may seem disrespectful. You can mirror a person’s head and shoulder positions or other natural poses.



2. Mirroring Breathing Patterns:
 Another thing you can try to match is the breathing pattern. You can mimic the depth or rate of someone’s breathing; however, if this breathing is irregular, you should not mimic someone’s breathing pattern.



3. Mirroring Voices:
 You can try to match the voices of those you communicate with by matching the volume, pace, pitch, and choice of words. This can be a very tricky thing to do, but if you learn to do it subtly, you will be better for it because it will improve your rapport building skills. You do not have to mimic every aspect of a person’s speech, but you can speak slowly if the person speaks slowly, or speak in a high tone if the person does so.



4. Mirroring Beliefs and Values
 : Another way to mimic someone is to try to understand his or her values and believes, and try to see that person’s perspective. This is not real mimicry because you do not have to agree with that person’s believes and values; you just have to understand him or her and avoid levying judgment. Doing this helps build rapport and makes people more likely to warm up to you.



5. Mirror Language Patterns:
 You can also mirror a person’s language patterns. Marketers and sales representatives commonly use this approach. It makes the person you are communicating with feel understood. What you have to do is to use the same words the person uses or use similar paraphrasing. This ensures the other party feels listened to and understood.



Essentially, mirroring makes the person you are communicating with feel as if you are on the same page. It makes the person feel heard and understood, which ensures the person feels comfortable and at home when conversing with you.



For the next few days, make a habit of mirroring and matching people when communicating. Write down your results and observations. Did it improve your communications? How so?
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In the next chapter, I will show you a technique that will help you to overcome any phobia.
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 NLP Technique: The Fast Phobia Cure NLP Technique



In NLP, this technique goes by the common name
 dissociation
 . Dissociation is a very effective NLP technique used to eliminate traumatic memories that create phobias. For instance, Acrophobia (a phobia for heights) may be because of a high fall you or someone experienced in the past. Zoophobia (the intense fear of animals) may be because of an experience where you saw or watched an animal attack or kill someone.



You can use Dissociation to cure phobias by reprogramming your brain to give a different response to the object of your phobia. Dissociation helps separate the mental pictures you have from the associated feelings. It helps facilitate a safer, much more relaxed state, and a different perspective that helps you change your perspective about certain things.



 Dissociation reprograms your brain by creating a new perspective that limits the triggering of the fight or flight response you have towards the object of your phobia.



How to Practice the NLP Dissociation Technique



To practice disassociation:



1. First,
 identify the issue. Why do you have this phobia? Is something in your past the cause of the phobic feeling or response? Write down your thoughts.
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2.
 What would you like to experience or what feeling would you rather have instead of the current one? Write down what you would like to have instead.
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3. Establish
 a security anchor. We talked about how to
 
establish personal anchors

 
;

 choose an anchor you want to be using to trigger a relaxed state.



4. After
 establishing the anchor, test it and be sure it works.



5. Recall
 the event where you first experienced that fear or the event that caused the phobia. Go with the first memory that comes to your mind. When you have identified one, write it down.
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6. Picture
 yourself back in that place where it first happened as though you are seeing a movie.



7. Imagine
 yourself comforting your younger self, offering suggestions for comfort and reassuring your younger self of security as you trigger the security anchor.



8. Bring yourself back
 to the present state, relax, or do something else for the next few minutes.



9. Test again
 by starting from steps 5-8 and try to note the difference between your feelings the first time and now. Record your results and any reflections.
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10. Lastly,
 future pace to determine the effectiveness of the technique; Future pacing involves trying to imagine yourself in a fresh new situation similar to experiences that caused the phobia and trying to see if you will feel more relaxed and calm instead of the extreme fear and anxiety you always feel.







Now that you know how to neutralize your phobias, let’s discuss another NLP technique: embedded commands.
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 NLP Technique: The Embedded Commands Technique



Embedded commands are another technique used by marketers and sales representatives to get a desired response from clients.



This technique is like a secondary aspect of the mirroring technique. After you mirror someone, and they have warmed up to you, you begin to use embedded commands to get the person to give you a favorable response.



 Embedded commands are commands masked into sentences to disguise them. For instance, a statement like “You can feel good as you start this next exercise” has an embedded command in it.



How to Use the Embedded Command Technique



To use embedded commands:



1. First,
 set up a Weasel phrase. This is a type of phrasing that gives the impression of authority that something meaningful or relevant has been stated, when in fact what you are saying is highly ambiguous. Examples of Weasel phrases include:



* If you were to...



* Some people say ...



* It is known that…



* You really should not...



* How does it feel when you...



2. Insert
 a command verb. You have to change your tone before you say the command verb or pause a bit before you say it so that the person’s unconscious mind would pick up the command. You have to do this without making it to obvious or make the person wonder what you are doing. Examples of command verbs include:



* Remember



* Feel



* Experience



* Think about



* Have



3. Process
 the command. You can add phrases that complete the sentence.



An Example is “You can…..feel good…. As you start this exercise” or “I recently read a study about people who ….eat sushi…are healthier.”



Come up with your own phrase based on a recent conversation you had and write it down. Next, try using this technique in your next conversation and record the results. Was it effective in communicating authority or changing someone’s mind?
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Embedded commands help you get a desired response through issuing command statements without making it obvious to your listener.







Next, we will talk about modeling.
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 NLP Technique: The Modeling Technique



Modeling involves copying good behaviors and attitudes. For instance, if you want to become the CEO of your company and you admire the current CEO, you can start modeling him or her.



 Modeling helps you develop techniques that can improve your performance, improve unsatisfactory performances, and better understand others.



How to Use the Modelling Technique



Richard Bandler, one of the founders of NLP recommends these steps when trying to model someone:



1. Choose
 someone whose physical performance you would like to model.



2. Spend
 enough time studying that person. You can watch him or her on DVD or physically observe the person. While watching and observing that person, be in a relaxed state.



3. When
 you start feeling familiar enough, close your eyes and begin to create an visualization of this person performing a sequence of actions at the highest levels of excellence. Ensure the pictures you create are vivid and you can hear them clearly. Continue to watch this performance for some time.



4. Imagine
 yourself stepping inside your role models body and watch yourself doing the same things you have imagined in the same sequence. Repeat this several times until you feel a strong sense of familiarity.



5. Step
 out of your role models body and maintain the consciousness of your new borrowed skill or habit for the rest of the day.



6. Repeat
 this exercise for the next 21 days. The whole essence of repeating the exercise for 21 days is to ensure it sticks. Psychologists believe it takes 21 days to form a new habit. When you practice this exercise for the next 21 days, it easily becomes a part of you. Record the results of this exercise.
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The next technique that we will discuss will entail asking empowering questions.
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 Technique: The Empowering Questions Technique



The Empowering questions NLP technique thrives on the belief that the right questions can lead to the right answers that will improve your quality of life while the wrong ones can reduce the quality of your life.



For instance, you do not get as much benefit from asking, “
 Why is this happening to me?
 ” as you would get when you ask an empowering question like “
 What have I learnt from what has happened to me?
 ”



 The former makes you feel unfortunate, unnecessarily sad, and dejected, while the later helps you learn how to avoid making the same mistakes so you can get better results next time. Empowering questions can help you anticipate a better future rather than focusing on an unfortunate past.



How to Practice the Empowering Questions Technique



The empowering questions technique involves asking questions. Examples of questions you need to ask include:



* “What do I need to do to get better at this and that?”



* “What is this person doing differently to achieve better results?”



* “How can I replicate this person’s result?”



* “How can I achieve better results while putting in less effort?”



* “What can I do differently today to have a more fulfilled day?”



* “How can I get better at this?”



This technique may look easy or a no-brainer, but it can bring tremendous results by making you feel more powerful, improve your outlook and zeal towards life, and your work so you can achieve better results. For the next few days, make a habit of asking these questions and record them for future reference.
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Finally, we will discuss the future pacing technique.
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 Technique: The Future Pacing Technique



Future pacing is a mental imagery technique that helps you connect changes to future situations. For instance, if you want to perform better at something in the future, you can use the future pacing technique to achieve that.



Future pacing usually comes at the end of an NLP technique process to assure the new outcome you want to experience establishes. When you imagine future situations, it becomes easier to get a desired result when faced with that situation in reality.



 For instance, if you do not want to experience the phobia for dogs anymore, you can future pace to a time in the future where you see dogs and you do not get scared but instead, you play with them, feed them, and feel comfortable around these dogs.



How to Practice the Future Pacing Technique



To practice this technique:



1. Choose
 and set up an anchor to trigger the desired response.



2. Think
 of possible situations in the future that would have triggered the feeling or response you want to eliminate (an example is walking into your neighbors’ home and the dog runs to the door to welcome you). You should think of at least four different scenarios. Write these down.
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3. Imagine
 yourself stepping into the first situation. Imagine feeling, hearing, and seeing everything clearly.



4. Try
 to imagine yourself responding in the new positive way you would rather respond.



5. Are
 you satisfied with the new response? If not, try to fine-tune it until you get the desired response.



6. Repeat
 step 2 to step 4 for all the other three scenarios.



7. Come
 to back to the present moment and imagine yourself in a future situation and trigger the anchor.



8. Imagine
 yourself responding in the desired way.



9. Repeat
 steps seven and eight for all the other scenarios. When you are done, write down your observations.
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Future pacing is only effective when you can vividly imagine situations. The closer to reality your imaginations are, the better. Just like other techniques, you need to keep practicing until it becomes a natural part of you.









 Conclusion



Thank you again for reading this book!
 I hope this book has taught you a thing or two about the Neuro-Linguistic Programming and how to use to foster positive changes and development. The whole essence of this book is to break the concept of NLP down and make it easy to understand and comprehend for beginners. I hope that book has done that for you and shown you how to apply the 10 most powerful NLP techniques to your life.



The next step is to use what you have learned here, and take action with this knowledge to transform your life.



Thank you and good luck!
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 Introduction



“I think the power of persuasion would be the greatest superpower of all time.”



-
 Jenny Mollen,
 Actress and Bestselling Author



Yes, the power of persuasive language is amazing. Persuasive language refers to a type of language that has the ability to sway people and make them do what you want. If your clever conversational strategies sway people, you certainly possess the power of persuasion. For many reasons, persuasion is an essential skill to have.



Firstly, persuasion gives you the ability to communicate your message clearly and effectively. Often, when you convey your ideas to your listeners, your message gets lost because your listeners grasp only the information that appeals to them and filter out the rest. This also happens because your speech skills lack the power to communicate your message effectively. By developing the power of persuasion, you can easily get your message across the way you intend it.



Persuasion also equips you with the skill to change minds. When you confidently express your views and put your persuasion skills into action, you easily sway people and make them to pay attention to what you are saying.



In addition, persuasion helps you get your way. Since persuasion equips you with the power to use words to control your listener’s subconscious minds, you can easily manipulate them. Manipulating people helps you get your tasks done easily and allows you to use their social networks and other potentials to your advantage.



To help you understand the importance of this skill, here are a few examples:



Imagine you are the HR manager at a multinational construction company. You have been working for the company for a few years and you think you deserve a raise. You want to persuade your boss to give you a good promotion, but you do not want to sound needy, demanding, or pleading. In this scenario, the only way to emerge successful is if you have good persuasion skills.



If you have the power to persuade your listener, you will easily convince your boss to give you a decent raise and promotion. You will cleverly show your boss how big an asset you are to the company and how you have helped the company progress over the years.



Instead of focusing on yourself or sounding needy, you’ll make the conversation about how your skillset help the company’s progress. This will help your boss understand your worth. This strategy will convince your boss to raise your position and salary without making your boss aware of your hidden agenda. Basically, you want to appeal to your boss’s emotions, rather than stating facts about how great you were at this project or that. Persuasion is about knowing how to step into someone else’s shoes. How do you bring value to them? In the following chapters, we will discuss not only the best way to do this, but how to appeal to them on an even deeper, subconscious level to bring about the most powerful results.



Let us look at another example. Imagine you and your spouse are discussing renovating your house. While you like your spouse’s ideas, you believe yours are better and you want your spouse to listen to you. Since your spouse has a fiery temper, you know if you directly ask her to make your desired changes to the dining room, she will get angry.



In this example, if you have good persuasion skills, you will indirectly bring up the topic of how maroon curtains look better with beige walls instead of blue. Without using the word ‘I’ in the conversation, you will make your spouse feel that opting for maroon curtains is the better option in a way that makes her feel she is making the right choice. Hence, in this example, good persuasion skills will help you get your way.



These examples show how important it is to work on your persuasion and language skills. Even if you have no prior knowledge of hypnotic language or NLP, by using the exercises and methods in this book, you will become a master of persuasion.



This book provides you with actionable strategies you can use to become a powerful persuader so you can use the power of your language to persuade people.

















 Chapter1: Persuasive Language: The Key Principles



To develop the ability to communicate persuasively, you first need to understand the key persuasive language principles. This section highlights those principles, and seeks to help you understand the key elements you need to work on to improve your persuasion skills.



 True And Lasting Influence Occurs In The Subconscious Mind



To master persuasive language, the key principle you need to comprehend is that lasting and true influence occurs only on the level of your subconscious mind and not in your conscious mind.



Your subconscious mind is a gigantic memory bank with an unlimited capacity. It stores all the little and big information related to everything that happens to you. Your subconscious mind is in charge of storing and retrieving data and ensuring you respond in an appropriate manner. Your subconscious makes everything you do and say fit a pattern consistent with your master program and your self-concept.



Your subconscious is also subjective and does not reason or think independently. It obeys commands given by the conscious mind. The conscious mind works as a gardener that plants seeds in your subconscious mind, which serves as a garden wherein the planted seeds germinate and then grow.



Your conscious mind directs your subconscious to behave a certain way and your subconscious merely obeys it. While your conscious mind does command your subconscious, the subconscious mind holds all the power because it stores all data. Hence, to persuade and convince someone, you have to appeal to the person’s subconscious mind.



Your conscious mind communicates using concrete thoughts and logic. Conversely, your subconscious mind communicates via feelings, emotions, and intuition. To persuade your husband to buy you a new car, using facts, figures, and logical data will not help you connect with him nor will it persuade him.



Instead, you should target his subconscious mind and use emotions and sentiments. You can do this by telling him how amazing he is and how you are glad he prioritizes; then, you will indirectly bring up the topic of purchasing a new car.



Similarly, if you want your boss to give you a raise, you will use the emotional element to convince him/her. You will focus on how much value you bring to the company instead of using logic to make your case that you deserve a raise. This tactic will help you easily accomplish your goal since humans are creatures of emotions.



 Human Beings are Creatures of Emotion



“When dealing with people, remember you are not dealing with creatures of logic, but with creatures of emotion, creatures bristling with prejudice and motivated by pride and vanity.” -
 Dale Carnegie,
 American Writer & Lecturer



Dale Carnegie’s meaningful quote clearly explains the following: to persuade humans, you have to target their emotion. To persuade someone, you have to focus on emotions while at the same time, maintaining a balance between feelings and logic. Logic and emotions are the keys to persuade anyone. As such, tactfully convincing your listeners means you have to strike a balance between them.



Emotions create action, movement, and energy. A logic driven conversation may seem boring, but by adding the right amount of emotions to it, you can instantly spice it up and effectively get your message across.



However, if your conversation is devoid of logic, it may not appeal to intelligent listeners. This is why it is important to maintain balance between emotions and logic: so you can appeal to all sorts of audience, those whose sway lies in emotion, and those whose sway is reason. This skill is what this book shall teach you.



 Subtlety is the Way to Persuade People



Everyone has in their mind something called the
 critical faculty
 . The critical faculty acts kind of like a computer firewall; it filters ideas based on logic and reasoning. It is designed to protect us from harmful or incorrect information by allowing us to choose which information we would like to accept and which information is not good for us and should be rejected. However, it is also the biggest obstacle we face when trying to persuade someone, help them to see past their limitations, or guide them towards a new point of view.



In persuasion, the goal is to communicate with someone’s subconscious mind without any objections, and get past this critical faculty. To bypass that person’s critical thinking, you must add subtlety to your speech.



Subtlety refers to communicating your message in an effective, firm, and gentle manner. In order to get someone to see things our way,
 we don’t want to have a battle of wits or try to prove someone as being factually wrong; in fact quite the opposite.
 Doing this will not help you persuade people. Rather, it will cause people to dislike you.
 Instead, we want to use suggestions and triggers to access their subconscious directly, in order to guide them gently to our point of view.



To sway people without hurting their feelings, you have to add subtlety to your speech, which is where emotions come in. Subtlety helps you use triggers and suggestions to access a person’s subconscious mind and steer them gently towards your viewpoint.



Imagine you are working with a team on a project and you notice a good way to direct the project. However, you fear your idea may displease the group leader because it contradicts with the group leader’s idea.



Here, to prove your point, you could reason with the group leader but you fear this strategy may alienate you from the group. However, since you feel your idea has a greater chance of success, you decide to use emotions to persuade the group leader.



You gently approach the group leader and compliment him or her on the good job he or she is doing directing the team. This instantly cheers the group leader who ends up liking you. Then, you cleverly enforce the need to work in the company’s and project’s best interests.



Once the group leader agrees to your notion, you steer the conversation towards your idea by stating you read it somewhere. By appealing to the leader’s emotions, you gently direct his or her attention towards your idea without offending him or her.



As you can see, subtlety and emotions help you sway people. In this book, we will uncover many strategies that help you
 tap into people’s subconscious and influence them in the most effective way possible.









 Chapter 2: Take Control Of Your Language Power



The first and basic step to becoming a master of persuasion is to realize the power of language. Many of us are unaware of the influence words have over others or how we convey messages to others.



To become a persuasive person, a person capable of using words to control everyone around you, you first need to realize and understand the amazing power hidden in your words. By doing something as simple as choosing the right words and correct speaking style, you can easily influence anyone in whichever way you want.



The possibilities of the amazing things language can help you achieve are infinite. As they say, the pen is mightier than the sword. To show you the truth in this statement, here are a few examples:



 Anne Frank: Diary of a Young Girl



This brilliant book by Anne Frank is arguably the most significant and widely read Holocaust book. When the Nazis occupied the Netherlands, Anne Frank and her family hid for two whole years. During this time, Anne Frank maintained a secret diary
 . At that time, she was young.



On turning 15, she died at a concentration camp. After her death, her father got hold of her diary and had it published. The diary/book describes Anne’s experience of the Holocaust and how she tried to retain normalcy even as the world around her seemed engulfed in complete darkness.



Because the book has an endearing teenage perspective, readers of different age groups can easily read and comprehended it. This simple book had a tremendous impact, and helped the following generations understand the holocaust, the mind of a young girl going through the holocaust, as well as the minds of other young kids like Anne.



 Narrative of the Life of Frederick Douglass



Frederick Douglass’ book is another example of how language and literature have a great capacity for shaping the way people think. Frederick Douglass is one of the most popular abolitionists of all times.



Once a slave, this extraordinary man educated himself to escape slavery and even held talks with Abraham Lincoln on the issue. He soon gained popularity for his powerful oratory skills. However, when some people doubted he had lived a life of slavery, partly because of his excellent writing skills, he decided to write a book.



His book turned into one of the most popular and best-selling narratives by a slave of that period and is still one of the most widely read first-hand accounts of slavery. The book helped many break the shackles of slavery and live a free life.



If you have read these books or heard someone talk about them, you understand the power of words. These books changed the world and shaped how people thought because they targeted people’s emotions and rightfully used persuasion skills.



The language used in these books and many others like these is the hypnotic language that aims to hypnotize the readers through the power of words. With this guide by your side, you too can acquire this skill. But first what is hypnotic language?



Hypnotic language is a type of NLP (Neuro-linguistic programming) technique. NLP is an approach to language, programming, and psychotherapy developed by John Grinder and Richard Bandler.



Now that you know how beneficial persuasive skills are, your first step along the journey of becoming a master of persuasion is to visualize yourself as a powerful orator – one who easily convinces and successfully achieves motives and goals. Think of this scenario for a while until it becomes strong. Write down details of your vision, as well as any reflections or emotions that come up while you practice this exercise. This will help to solidify your intention. Don’t skip this step! Taking this simple action step will help place the suggestions in your subconscious mind that you are going to become a great persuader.
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Now that you have a basic understanding of the power of language, let us move on to discussing hypnotic language techniques.



Keep in mind that you can use the knowledge of these techniques to your advantage by becoming very observant of how you and the people around you communicate. The more you are willing to actively take note of these patterns occurring in your daily life, the easier it will be to practice these techniques and become an expert master of language and subliminal manipulation.









Chapter 3: Hypnotic Language Techniques



We have outlined the mindset you need to adopt to understand the use of hypnotic language, and the fundamental principle persuasion uses to work. Now let us get into the actual persuasive techniques you need to learn and apply.



 1. Priming



For months, Philadelphia Freedom, a popular song by Elton John, revolved in my head 24/7; I could not understand why. After I became aware of the priming technique, I understood what the song did to me.



The priming technique works on the principle that you can plant ideas and concepts into the mind without people’s awareness. Let us explore this technique a bit deeper.



 What Is Priming?



Priming refers to when a certain stimulus influences your responses long after exposure to the stimuli. To explain this, let me give you an example.



If someone gives you a list of words containing pet, cat, and wolf, then, someone later asks you to think of a word that rhymes with log, your most likely answer will be dog. The word ‘wolf’ will remind you of a dog; the word ‘cat’ usually pairs with dog and since a dog is a pet and rhymes with log, you are likely to give ‘dog’ as your answer.



As you can see, that little list directed your mind to select the word dog. This is how priming works. It works on your subconscious and produces an effect that usually lasts a day or two, but sometimes, this effect can last longer.



You can use the knowledge of this technique to become very self-observant. If you really pay attention, you will realize that most of our decision making happens on a subconscious level. Have you ever wondered why it just felt right to wear that blue shirt today, only to realize that your friend had just recently told you she was feeling blue? Have you wondered why you decided that you wanted to eat spaghetti for dinner, only to realize that you glimpsed an Italian travel billboard on your way home from work? If you really pay attention, you will realize that a tremendous amount of your actions have actually been predetermined for you based on the way your subconscious mind reacts to certain signals.



The first step to mastering this technique is to write down 2-3 examples of the priming technique working on you. How can you do this if you are not aware of it happening? Simple - when you make a seemingly random decision such as what song you want to listed to, stop and think to yourself:
 Is there something that I picked up on subconsciously that is influencing me to make this decision?
 I think you will be surprised to find that the most incidental things can have profound effects upon your decision making process!
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Unconscious priming aims to affect your word choice by manipulating your subconscious mind. You opt for certain words long after you feed these words into your mind.



Priming not only makes you recall certain words, it also makes you think of different ideas, concepts, memories, and thoughts by bringing similar ideas and thoughts to your awareness.



In effect, this technique either brings new things to your awareness or re-introduces old thoughts that lie close to your subconscious mind’s surface and makes them easily accessible. For instance, when you buy a new car, you start to notice other cars similar to yours.



 Types Of Priming



Here are the different types of priming.



Conceptual Priming:
 This occurs when similar ideas prime a certain response. For instance, the word ‘hat’ may prime for the word ‘head.’



Semantic Priming:
 This occurs when a certain meaning influences later thoughts. It is similar to conceptual priming.



Non-associative Semantic Priming:
 This technique refers to two or more related concepts where one is unlikely to trigger the thought of the other concept. For instance, if someone gives you the word ‘sun’, it will not trigger thoughts of ‘Venus’. This technique is helpful when you do not want someone to remember certain information or think of a particular idea.



Associative Priming:
 Associative priming happens when a certain connected idea is primed. For instance, the word ‘bread’ primes the word ‘butter’.



Repetitive Priming:
 Repetitive priming occurs when a certain word or idea is repeatedly repeated to influence your later thoughts. For instance, if you listen to a song about pursuing your passion on repeat, you may become stimulated to do that later on.



Let us look at the purpose, aim, and benefits of priming in the context of persuasion.



 Why Priming Is A Useful Technique



Here is why priming is useful in persuasion:



Priming helps you communicate effectively:
 Priming is an effective way to get your message across. It helps you use words, ideas, and concepts related to your end goal and thus easily achieve your motive.



Priming helps you discreetly achieve your mission
 :
 Priming is very useful when you have an ulterior motive. For instance, if your intention is to sway someone without that person deciphering your true motive, priming is the go-to technique. If you have seen Will Smith’s popular movie Focus, you can easily understand this point.



In the movie, Will Smith plays a conman called Nicky. He plans to con Tse, a famous Chinese gambler. He gambles a large sum of money and loses it to Tse; he then tries to win it back by asking Tse to pick any player he likes off or on the field. If Nicky’s partner Jess guesses the right number, Nicky will win back all his money.



The idea infuriates Jess, but Nicky asks her to go along with the gamble. She takes the binoculars, looks at the field, and finds one of Nicky’s friend Farhad wearing a jersey with 55 on it. She understands this as a sign of a con and picks that number. Nicky and Jess win the gamble.



Later when Jess inquires Nicky about how he pulled off that con, he tells her that he primed the number in Tse’s mind by showing him the number throughout the day. Simply by priming 55 on Tse’s mind, Nicky manages to make Tse opt for that particular number and win millions of dollars.



Priming helps you target your listener’s subconscious mind: Priming is a great way to attack your listener’s subconscious mind so you control it to accomplish your goal. By simply planting a similar idea or a word in your listener’s mind, you can get your listener to do your bidding or make the decision you desire.



As you can see, priming is a very effective technique that helps you accomplish your goal. Here are a few real-life examples detailing how to use priming followed by how you can practice this technique.



Priming helps you effectively market your product:
 Priming is an effective method you can use to market your products successfully and improve your website’s sales. To get your potential customers interested and attracted to a certain product, simply focus on that product’s top benefits and prime it in your customer's’ subconscious through repetitive priming.



Take for example a sales page for a weather resistant jacket on Macy’s website. For this particular item, Macy’s aim is to improve the sales of this jacket by focusing on the jacket’s number one benefit:
 its weather resistant feature.
 Macy’s wants its customers to believe this jacket is the finest weather resistant jacket you can find. To do so, they use repetitive priming. On their product page, the words windbreaker and weather resistant appear a number times in the product’s description as a way to emphasize the jacket’s key feature and to prime these words in the customer's subconscious. The customer remembers these keywords and recalls the jacket when intending to buy a weather resistant jacket. If you start to take note of this technique, you will start to notice it in marketing and advertising material everywhere!



Priming enables you to persuade people easily:
 Sarah wants Jason (her husband) to buy her a pearl necklace as her birthday present. However, she does not want to say this directly to Jason. She comes up with a plan to prime the idea of getting her a pearl necklace in Jason’s mind.



While Jason and Sarah have their morning tea together, Sarah shows Jason a picture of a pearl necklace in the magazine she is reading and tells him how much she likes it.



Later that night, before going to bed, Sarah tells Jason that her best friend got a pearl necklace from Zales and she is saving money to buy one. The next day, Sarah once again brings up the pearl necklace by saying her blue dress feels incomplete without a pearl necklace. This way, she primes ‘pearl necklace’ in Jason’s subconscious.



Three days later, Jason goes out to buy Sarah a nice birthday gift, remembers how she would love to have a pearl necklace, and goes to the jewelry store to buy her one.



As you can see from the above examples, priming is a potent technique that helps you subtly communicate your motive.



 Now that you know that, here is how you can use this technique in the real life.



 How To Use Priming



Here is how you can use the priming technique on others and even on yourself:



Using priming to convince others



	

 To prime someone, state a clear objective. What do you want the person to do? Why do you want to persuade the person? Do you want the person to run an errand for you, or do you want the person to agree to your decision. Identify the motive behind your intent to persuade someone and write it down in your journal.
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 Once your motive is clear, look for words, phrases, and sentences that relate to your motive. For instance, if you want your partner to make tea for you, instead of directly asking her to make tea for you, you could say, “I feel like drinking tea, or ooh, how I wish I could drink a warm cup of tea, but, I have to work on this project report right now.” Come up with several alternative suggestive phrases that you could use, to have at the ready. Then choose the best one for the conversation when it arises.
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 Next, confidently say the chosen words or phrases in a casual manner to the person you want to influence. As you do so, do not lower your eyes or break eye contact with person because lowering your eyes or not maintaining direct eye contact are signs of being secretive, having an ulterior motive, and hiding something.


	

 Repeatedly say the chosen sentences or similar ones after intervals of 5 minutes to an hour. Eventually, the suggestion will stick in the person’s mind. Look for signs of success that your suggestion has taken hold, and record the outcome.
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Priming yourself to be your best self



Here are a few priming strategies you can use to love and encourage yourself and become the best version of yourself.



	

 When you wake up each morning, give yourself a compliment. This primes your subconscious into believing you love yourself and are happy with whom you are.


	

 Eat the best or good quality foods to prime your subconscious that you have the best and deserve the best of everything. This further improves your self-confidence.


	

 Keep your workplace and house organized and neat so it prims the importance of being organized and efficient into your subconscious mind.


	

 On a post-it note, write words such as flow, success, complete, growth, and similar words and stick it on your workstation so you can feel stimulated to complete your work on time and be better. Looking at this from time to time will prime these ideas into your subconscious.





 Pick a few of these you intend to try. After implementing them for a few days, write down how they are affecting your mood and behavior.
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These simple tips are highly effective; they prime your subconscious to help you become better. In addition to priming, there are other effective persuasion techniques. Let us look at them.



 2. Incremental Persuasion



Incremental persuasion is a persuasion technique where, to persuade your target, you take one small step at a time. To convince someone, you do not immediately jump to your motive and directly ask the person to do something. To indirectly plant
 similar suggestions in your mind, you also do not jump right into it
 .



Instead, you convince the person to do a tiny bit of your ulterior motive, get the person to do a little bit more, and you keep doing that until you achieve your objective.



For instance, imagine you are selling chairs at a furniture store. A potential customer comes up to you and inquires about a few chairs. You show the customer the best one and ask him to sit on the chair for two minutes.



Once he sits on the chair, you ask him how it feels. “Is it comfortable enough to relax your entire back?” If the customer says yes, you move a step further and paint a picture of how good the chair would look in a study and how comfortable it will feel.



Once you feel you have grasped the customer’s full attention, you ask him to compare the chair with his existing chair. If you notice a strange or unhappy expression on the customer’s face, it means he is not happy with his current chair.



Next, you could say something like, “How would you feel if you could take this wonderful chair home and enjoy it every day?” This suggestion works as the final step that persuades your customer who eventually purchases the chair.



Incremental persuasion works its magic by gradually convincing your target to do something, or become fully convinced to behave or do your bidding. Here is why this technique is an effective one.



 Purpose and Benefit of Incremental Persuasion



Incremental persuasion is a highly effective technique you can use to sway people into
 behaving, feeling, and acting as you want. The technique helps you strike the iron while it is hot instead of exhibiting your ulterior motive way before your target is ready to agree with you.



Quite often, people are not ready to do something they do not want to or believe in. If in that instance, you ask someone to do something, the person will very likely be offended. To elaborate this point, here is an example.



If you had directly asked the prospective customer to purchase the chair, the said customer would probably have rejected your offer because his mind was not ready to make that move yet. From that point on, it would then become very difficult for you to convince him to buy the chair, no matter how many positive features it has, or even how much the customer found he liked it. It is simply too difficult to sway their opinion towards a certain decision once they have already made a point of consciously rejecting it.



Similarly, people will not agree to do something until you lay the foundation for it and make them feel that the act or request directed towards them is beneficial to them. In the example above, you made your customer feel as if he needs the chair by first, making the customer sit on the chair so he can understand the chair is comfortable to sit on, and then by painting a mental picture of value the chair would bring to his life.



To stimulate the client to make an actual purchase, you moved from point A to point Z in a systematic manner. By tactfully using incremental persuasion, you turned a prospective client into an actual client.



Similarly, incremental persuasion helps you tactfully achieve your objective by making your target pay attention to you and pay heed to your request/command. You get your target’s consent on different levels and then present your real demand so the target can easily agree to it.



To better help you understand how incremental persuasion works in the real life, below are a few examples:



Real-life examples of incremental persuasion in use



To help you understand how various people use incremental persuasion in real life, I will give you a personal example. I vividly remember my high school years - especially my prom night.



As my prom night approached, my concerns regarding ‘wearing the perfect outfit’ increased. I had seen a gorgeous champagne colored dress in a store and wanted my mother to buy for me that dress. Since it was a little costly and I had not saved enough to buy it, I knew I
 had to persuade my mom to get that dress.



Two days before my prom, I approached my mother with a cup of warm coffee. She was surprised and very happy that I had made her a cup of coffee just how she likes it. Then I told her how I did not have a good prom dress for my prom night. As her concerns increased, I asked her “Mom, don’t you want your daughter to look the best on her prom?” Her answer was an obvious “Of course, I want that.” Then I asked her, “Mom, you love me right?” Her answer was again yes.



Then I threw another question at her, “Mom, I know you’d be willing to help me get the perfect dress for my prom, but I don’t know if I should ask you for such a big favor?” By this point, I had emotionally touched her. She instantly said, “Do you want me to lend you some money for your prom dress?”



I had achieved my motive. I asked her for a hundred dollars, hugged her hard, and asked her to accompany me as I went to buy my perfect dress. In that moment, I had no clue of the strategy I was using and only found out years later that I had used incremental persuasion to convince my mother to buy for me that dress.



Here is another example of incremental persuasion in use in real life.



My cousin ‘Aaron’ is in the affiliate marketing business. One of his websites sells different services such as paragliding, hiking, cliff diving, etc. To encourage his website visitors to purchase those services, Aaron uses incremental persuasion.



A few sentences on his website read, “Are you an adventure enthusiast? Do you love going on adventurous trips with loved ones? Do you want to go on an adventure today? If so, contact us and let adventure back into your life through activities like paragliding and jet skiing. Make your weekend extra special with these activities.”



These sentences cleverly persuade the visitors to consider seeking adventure services from the publicized company on Aaron’s website. This tactic is also known as a “Yes set”, or a series of questions that your target will likely agree with. Once you have them in the habit of agreeing with you, it becomes that much easier for them to agree with your other suggestions, such as buying one of your products.



By now, you know how incremental persuasion works. Here is how you can practice this technique in real life.



 How To Implement Incremental Persuasion



	

 First, set a clear objective.


	

 Once your objective is clear, find a way to connect it with your target. For instance, if you want to make a sale, find out how the object you want to sell benefits the targeted customer. If you want your spouse to buy a three-bedroom house instead of a two-bedroom one, find out how a three-bedroom house will benefit you as a family. The extra room could serve as your spouse’s study or you could turn it into a children’s play area so your children have privacy and do not intrude on your couple’s privacy. Write down both your objective and how you plan on connecting this objective with your target.
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 Once you determine the connection, come up with an attractive sales pitch. Whether you are actually selling a product/service, or just want to persuade someone into doing as you say, you have to form a sales pitch that sells your argument. Make sure your sales pitch starts indirectly and gradually leads towards your final destination in a step-by-step manner. To ensure your target starts believing what you say, each step should present some sort of value to your target. Write down your pitch step by step.
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 Once your sales pitch is ready, confidently use it on your target audience. If you do this, you will easily achieve your goal. Write down any results you observe about the effectiveness of this technique.
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Now that you know how this technique works, practice it until you perfect it. Another effective hypnotic language technique is ‘agree and amplify’. Let us find out what it is.



 3. Agree and Amplify



The ‘agree and amplify’ strategy is very helpful when you want to make someone budge from his or her stance. If you are in an argument with someone who strongly believes in his or her viewpoint and does not want to accept yours, the best way to make the person acknowledge and accept your viewpoint is by practicing the ‘agree and amplify’ technique.



Using this technique, you do not argue against that person’s belief; neither do you try convincing the person of the wrongness in his or her opinion/viewpoint. Instead, you simply agree with the person’s belief and then amplify his or her viewpoint and argument by connecting it with the person’s beliefs and values. You use logical reasoning to make your target understand how illogical his or her opinion is and then ask the person if the opinion still seems sensible.



When you see your target backing down, you do not dive in for the kill. Instead, you give the person a little time to reprocess his or her viewpoint and then ask him/her questions like, “So what does this imply, or are there other ways or viewpoints we can consider?” Once the person seems open to new ideas, you bring in your viewpoint and make the person accept it by backing it with logical reasoning.



Examples of ‘Agree and Amplify’



Here are a few real life examples of agree and amplify:



For instance, if you are talking to someone who believes dogs are a menace, someone who is against dogs when you love dogs, then you could use agree and amplify to open the person to the idea of being nice to dogs.



You could say, “Oh, you think all kinds of dogs are a complete nuisance and a menace? Hmm, I think it makes sense. After all, dogs are like wolves. How about we create laws to muzzle all dogs or ban dog ownership, does that seem right to you?” When you see the person’s expression softening, you could gradually bring in your viewpoint: dogs are lovable.



To help you understand ‘agree and amplify’, here is another real life example:



Your ten-year-old son demands an Xbox for his eleventh birthday. You want your child to give up the idea of getting an Xbox for his birthday and instead get something more useful he can use to complete school assignments, say for instance, an iPad.



To convince him, you could say, “I understand an Xbox is really important to you, after all, it lets you play amazing games even though it does not help you complete school assignments and you have to constantly beg your elder sister to lend you her laptop. That is all right, after all, an Xbox is not as great as an iPad that allows you to do work and play games too.”



As you can see, this technique is a good way to convince people. Here is why this strategy is extremely powerful.



 Purpose and Benefit of Agree and Amplify



This approach helps you use logic (proving the other person logically wrong) to convince people not to do something how they want to. Moreover, this technique helps you remind people of their values and beliefs, think reasonably, and opt for a measured approach.



When you realize a person’s values and beliefs are not universal and do not produce the desired work in all types of situations, you become more open to perceiving things differently. In addition, as you realize it is possible to be wrong, your entrenched position becomes untenable, and you have to move forward to stay congruent with your new approach.



This strategy helps you broaden people’s horizons and help them see things from different perspectives while making them agree with you. Here is how you can use this strategy.



 How to Use Agree and Amplify



	

 When you next find yourself in a disagreement or argument, the first step to practice this strategy is to calm down. If you are upset or angry with someone for not believing in your viewpoint, it will be difficult to practice this technique. If you are really emotionally charged, try taking several deep breaths and counting to 20 in your mind before saying anything at all.


	

 Once you are calm, think of a logical way to prove to that person that his/her viewpoint is crazy and not applicable in all circumstances. Also, think of the person’s core values and try to connect the person’s viewpoint with it. You can practice this technique now by recalling the last argument or disagreement that you had. What was the argument about? What are some circumstances in which that person’s viewpoint is logically invalid? What are some of the person’s core values that you can use to connect your viewpoint to? Write down the answers to these questions to get a feel for how to internalize this strategy.
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 Next, use logic to prepare your argument. Write down how you intend to proceed.
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 Approach that person, agree with his/her viewpoint, and elaborate on it.


	

 Then, gradually give logic that shows the incorrectness of the person’s viewpoint and to make the person rethink his or her belief, subtly present another approach. Continue to practice this technique to really internalize this strategic method of persuasion. Write down your thoughts and reflections concerning the effectiveness of this technique.
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Here are a few more language persuasion techniques.



 4. Double Bind



In a double bind situation, you bind someone at both ends: you give that person a choice. However, whether or not the person opts for the given option, the result is the same: it favors you.



For instance, if you want your son to accompany you to a wedding, and although he does not want to go, you cannot leave him alone at home, you tell him he goes with you or you can ask Aunt Clara (an aunt he does not like) to babysit him. You know your son will choose going with you to staying with his aunt, so you double bind him by giving him an unfavorable option to make him do, as you want.



Another example is something I used to do as a child, without realizing what I was doing. When I went grocery shopping with my mom, she would sometimes ask me to help her pick up items on the list. When approaching the frozen foods isle, I would casually ask her, “Mom, would you prefer if I got chocolate ice cream, or strawberry ice cream?” Getting her to focus her decision on what kind of ice cream was a lot more effective than asking bluntly if we could get ice cream. Why ask her a question which gives her the option of saying no?



Below is another example of how the double bind technique works in real life.



The administration of a new mall wants people to park in their parking lot. The parking fee is $5/hour. The administration knows the fee may cause some people not park at their parking lot. To remedy this, they give the buyers the option of exempting the fee if they make a purchase of as little as $5 from the store’s grocery store. This way, they encourage people to use their parking lot and pay the mall at least $5 upon visiting.



The biggest benefit of the ‘double bind’ strategy is to offer people an unfavorable choice or place them in a situation where they feel compelled to do, as you want. Through this strategy, you convince someone to behave in the desired manner without causing the person to feel compelled or pushed into doing something.



Here is how you can exercise this strategy in real life.



 How to Use Double Bind Strategy



To use the double bind technique (correctly use it), first find out what causes your target to go against your desire. For instance, if you want your child to attend a wedding, find out why he does not want to go with you.



Next, give your target an option that looks like he/she will escape going with you. Ensure the option is not favorable and is worse than going with you. This way, the person will opt for the lesser of the two evils and will accompany you to the wedding. In this case, you presented your son with the option of staying with their aunt, something your son deemed unacceptable, which is why he decided to go with you.



Try out this technique the next time you want someone to do something, and record your results.
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To perfect using this strategy, practice these steps. While you do that, here is another effective hypnotic language strategy for you.



 5. AAB Patterning



Using this technique, you convince someone of your viewpoint by saying a statement (A) and then repeating it again or adding more to it (A), and then when you have grabbed your listener’s attention, you hit the nail by saying something contrasting (B). This is why this strategy is called ‘AAB Patterning’ because you use this pattern to persuade someone.



For instance, if you want your husband to notice how rudely his mother behaves towards you, you could say, “Your mother is very compassionate and helpful, but somehow she is a little harsh on me.” Here is another example:



Imagine you are a laptop salesperson who wants to sell bigger margin laptops to customers. When a customer chooses an inexpensive laptop, you could convince him to buy a costly one by saying, “The laptop you have chosen is affordable and stylish, but it is not as user-friendly and durable as this one (point to the one you aim to sell).”



The AAB patterning strategy is effective because it helps you make your point without directly pinpointing your objective. Moreover, it helps you direct someone to something different without making it sound like too much of a stretch to your listener. Here is how you can use this strategy to sway people in real life.



 How to Practice AAB Patterning



To practice this strategy,



	

 First, figure out some qualities or favorable points against your viewpoint, but support your listener’s. If we take the earlier example wherein you were selling laptops, you came up with two benefits of the inexpensive laptop.


	

 Next, pinpoint a great benefit of the point/product/agenda you favor. In this example, you came up with the idea of publicizing the functionality and durability of the expensive laptop. Make that point forcefully so your listener becomes attracted towards the contrasting statement and then prove your point. Try out this strategy the next time you want to convince someone of your viewpoint, and write down your observations.
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To master AAB Patterning, practice it a few times. Here are two more hypnotic persuasive approaches that will help you become the master of persuasion.



 6. Creating Curiosity (Stimulation and Partiality)



A good way to draw people towards your idea or approach is to make them curious. When you make people curious, they want to know more about a certain topic and become interested in it. There are two major ways to create curiosity:



1. Stimulation:
 You are curious about something when that something stimulates your interest. To make someone curious, your viewpoint has to spark the person’s interest. To practice stimulation, present people with new and novel ideas, present them with puzzles, and show them things they are missing.



For instance, if you want your partner to try a rumba class with you, you can stimulate him or her by telling him/her about how exciting the class is and how it revives your passion in romance. You could give your partner an example of your friend and her husband who revived their passion after taking rumba classes for a month.



2. Partiality:
 When you tell someone everything there is to know about a topic or issue, you kill the person’s curiosity because you quench the person’s thirst for more knowledge and information. However, if you provide them with partial knowledge that promises benefit, you keep the person curious and interested by giving him or her a little taste of the new meal and not the entire meal.



To practice this strategy, use either hints or promise benefits to your listeners. For instance, if you want a customer to buy a 52″ LED TV, you can promise amazing benefits to lure the customer into purchasing the TV. Alternatively, you can hint that a 52″ LED is better than the 46″ one and give the customer partial information about the former to intrigue his/her interest in the 52″ LED.



The ‘curiosity’ technique works well to sway people because you lure your listeners/audiences into doing what you want without hinting at your motive. Instead, you raise the listener’s curiosity by giving him or her interesting information about the subject or promising immense benefits.



Here is how you can practice this strategy.



 How to Create Curiosity



To make your listeners’ curious about an activity or topic, first, find out what attracts your listener. Which technique, stimulation or partiality, work well on your target? Once you chose a strategy, look for ways to implement it.



To practice stimulation, look for fresh ideas or information that may attract your listener. Next, present that information in a manner that touches on your listener’s shortcomings or weak points so he or she agrees to listen to it.



 For example, if you want your partner to get counseling to improve his or her self-belief, you can lure your partner into agreeing to the idea by simply telling him/her how your colleague became a more confident person after going to a certain counselor. This touches on your partner’s shortcoming of ‘lack of confidence’ and sparks his or her interest in therapy.



 Write down your experiences using stimulation to add interest to your ideas.
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 To practice partiality, first come up with the full story, so that you know all the benefits to your great idea or viewpoint. Now that you have the full story square in your mind, practice removing one of the key benefits. For example, say you want to get someone interested in a TV series you are watching. Instead of saying “this series is great because it specifically discusses the benefits to living in Europe”, instead say: “I knew that there would be a lot of interesting facts and information in this series, but I had no idea a TV show could make me want to move to a different country!” If you use this technique correctly, your listener should be wondering: “What country are you talking about? What about the series had that profound effect on you? Does the series contain some important information I should know about?” By taking away vital information, you are piquing their curiosity.



 Write down your experiences using partiality to create curiosity in your conversations.



 Next, practice using both stimulation and partiality together. When used in conjunction, these techniques can create very powerful results! Write down your observations concerning the effectiveness of this technique.



 [image: creating curiosity3.png]



 









 



7. Relative Anchoring



Another effective hypnotic persuasion technique is ‘relative anchoring’. Relative anchoring means that to reach a conclusion, we often anchor our mind to a relative piece of information and iteratively adjust ourselves away from that information until we reach a conclusion/decision that seems logical and reasonable. To explain this concept, let me give you an example.



Recall the last two digits of your mobile number. Do you have the digits in your mind? Now, simply think of the percentage of African countries in the UN (United Nations.) Is that percentage less or more than the last two digits of your phone number, how much less or more?



A study conducted in 1974 asked people to guess the percentage of African Nations in the UN after spinning the wheel of fortune. Interestingly, those who had a bigger number after spinning the wheel of fortune assumed more African countries were in the UN. Those who had a smaller number after spinning the wheel of fortune assumed less African countries were in the UN.



The average answer for those who spun the number 10 was ‘25 percent of countries’ and that of those who spun the number 65 answered around ‘45 percent of countries’. This phenomenon is called relative anchoring and it means we use mental shortcuts to help us reach a decision or a judgment.



These mental shortcuts help us avoid engaging in thorough research and reach a conclusion easily. However, these shortcuts may not always help you reach an informed decision, which is why before using relative anchoring, you need to think logically.



Another example of this technique in action is a sales trick that car companies use all the time. You will see commercials that state the price of the car at, for example, $45,000. Then, they will advertise in the same commercial a $5,000 cash back bonus upon you purchasing the vehicle, effective for a limited time. The market value of the vehicle may only be $40,000 to begin with, but when you see the commercial, your mind does not logically move to that conclusion. Instead what you see is the value of the car ‘anchored’ at $45,000. Then, you perceive everything relative to that, making the $5,000 cash back relative to the original price. Even though the real value of the car has never changed from $40,000, you still think you are getting a deal based on the relative anchor in your mind.



 The way that you can practice this technique is to use it as a strategy in negotiation. To use relative anchoring correctly, always start a negotiation in a good way from your main stance. For instance, if you are selling your house, give a bigger quote than the actual market rate so a potential buyer makes an offer relative to your quote. However, if the buyer makes the first bid and it is close to the real price, do not settle for it.



If you are the buyer and the seller makes a bid, do not assume it is close to the final price. Instead, make a very small bid so you bring the buyer’s quote down. This way, you will use this technique in your favor. Practice using this technique and write down your experiences to solidify this concept in your mind.
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Now that you know the various effective persuasion techniques, let us now look at strategies you can use to influence people.









 



 Chapter 4: Advanced Techniques: Influencing The Masses



Here are a few potent persuasion techniques you can use to influence larger groups of people:



1. Conversion Theory



At times, you will experience situations where the masses disagree with your opinion. Being a minority is hard; nonetheless, even in these situations, you can do something to convert the majority in your favor, use the conversion theory.



The conversion theory states you can make the majority budge from their stance because quite often, many people in the majority group are not strong believers in their stance. They may be going along with the idea because it seems easier to follow and adopt, or because there lacks a substantial alternative. It is also possible that they are disillusioned with the group’s main purpose, leadership, or process and are in search of a better substitute.



To convert the majority in your favor, here is what you have to do.



●
 
 Stay Consistent:
 First, stay consistent with your opinion and do not negate your stance at any cost.



●
 
 Be Confident:
 Secondly, gain command over the topic so you can be confident in what you believe in.



●
 
 Stay Unbiased:
 Thirdly, be unbiased and reasonable. Instead of strongly favoring your approach, hear the ideas of the majority and then use logical reasoning to prove them wrong.



●
 
 Offer Resistance:
 Fourthly, keep resisting the social abuse and pressure the majority members inflict upon you.



To help you understand this theory better, here is an example:



An extremist group in your area believes there should be a law against fracking. The majority disagrees with them, but they maintain their stance. They hold peaceful demonstrations against your area’s local government on a regular basis. They engage passersby in persuasive and reasonable conversations and get them to sign a petition that shows they have the vote of the majority in their favor.



When you belong to the minority and want to turn the majority in your favor, this strategy is helpful. To execute this strategy successfully, you need to have complete command over the viewpoint you advocate for and do not lose your confidence under any pressure situation.



Another effective theory that works its magic on mass persuasion is the social impact theory.



2. Social Impact Theory



This theory proposes that the chances you will respond to any sort of social influence increase with three factors:



●
 
 Strength:
 How strongly people influence you or how important these people are to you.



●
 
 Immediacy:
 How closely related you are to that group.



●
 
 Number:
 The number of people in the group.



If you are close to an influencing group, the group is important to you, and has many people; the group will easily influence you. The social impact theory/technique is especially useful when you want to convince someone of your opinion or belief, but you know the person will not budge unless you have some support.



For instance, if you want your son to quit smoking, you may first try convincing him yourself, and then collaborate with his father, friends, and other people he trusts to make him quit smoking.



To practice this theory, first try to persuade that person. As you do that, look for people your target trusts and to convince that person, collaborate with these people. Keep adding more supportive people to your group until the person eventually succumbs to the pressure exerted by the large group.



While these strategies and the ones discussed in the previous chapter are very effective, a few factors can further enhance their effectiveness. In the next chapter, we shall discuss these elements:









 Chapter 5: Advanced Techniques: Using The Four Factors Of Impulse To Get Instant Results



If a door-to-door sales person has ever knocked on your door, that person has likely used one or more of the following psychological techniques.



The following techniques are especially suited to situations where you wish to get fast, immediate results. They are called the Four Factors of Impulse. You can also use these in conjunction with other techniques to maximize your results.



 Impulse Factor 1: Fear of Loss



This factor states you can easily persuade someone into doing something if you scare him or her with losing something important. For instance, if you scare your child into believing he will lose his teeth if he does not brush them regularly, you can make your son develop the habit of brushing his teeth every day.



If you want to sell a medical insurance policy to a client, you can push the client into buying the policy by painting a scary picture of a future where health conditions afflict him/her and he/she has no money to pay treatment.



 To use this factor effectively, first, be clear on your objective and then search for things your listener does not want to lose. Next, paint a scary and compelling picture of what negative condition they will be in if they do not take action to prevent it from happening right now. In this way, you can indirectly compel the person to listen to you.



 



 Impulse Factor 2: Urgency



Urgency occurs when you feel you urgently have to act on something. It is similar to impulsive behavior. Advertisers, marketers, and salesperson commonly use this strategy to urge you to buy their products/services.



To use this strategy, emphasize the importance of the product on sale or the idea you are advocating. For instance, if you sell balloons outside a bank, it will not have a massive impact on passersby. However, if you sell them outside an amusement park, wailing children will force their parents to buy balloons for them. Because balloons strongly link to fun and amusement, their importance increases when you sell them at an amusement park and so does their urgency.



This strategy works best when you want to persuade someone to practice impulse buying or impulsive decision-making. To practice this theory, look for features, characteristics, or information that adds urgency to a situation and then use it to convince your listener.



 For example, if you want your husband to get a new mattress for your bed, you could try to convince him by telling him how the current mattress gives you a terrible backache and if you do not get a comfortable mattress urgently, you may experience spinal issues.



 Impulse Factor 3: Jones Theory



An extreme example of the ‘Jones Theory’ is the 1978 Guyana mass genocide that killed 910 people. Popular reverend Jim Jones orchestrated the genocide. Jones persuaded his followers to drink a strawberry flavored poison. After convincing only one follower to drink the poison, the others willingly followed suit.



This happened because people trust the decision-making ability of the masses. There may have been a large percentage of people in that lot of 910 who did not want to drink the poison. However, when they saw the general mass obey the spiritual leader, they joined the gang and killed themselves. This shows we tend to follow the general masses and if a large group of people behaves a certain way, we think this is normal.



This technique is especially effective when you want to convince a large group of people to engage in a certain act. To make the masses believe you, you simply have to persuade a small group and get them to follow you. In less sinister applications, this technique can have very positive results.



 To practice this theory, be confident in yourself and grasp hold of the subconscious minds of a prominent group by convincing them you are telling the truth. For instance, imagine you are a political leader and you want the country’s support to unseat the current unjust president. In that case, you will convince a majority of population of the president’s wrongdoings and use them to influence the remaining country.



 Impulse Factor 4: Indifference



Another factor used to persuade people is ‘indifference’. This factor works extremely well when you want to manifest a sale. Indifference means to show your listener that his opinion or decision is not that important to you.



For instance, if you are selling a car and the potential client does not respond positively to your sales pitch, then stop convincing him and leave him alone. If you act desperate as you try to convert the potential client into an actual one, the likelihood is that the client will feel annoyed and leave the store.



Hence, the best way to improve the chances of a sale at this point is to tell the client you only have a few cars left and it is up to him or her to make a purchase right now or not. Your indifference will subconsciously convey to your customer that you are not desperate to get the sale; you are confident that the car will sell anyway. This message can have a big impact in convincing the client to buy the car fast, before someone else does.



This factor comes in handy when the rest have failed to work their magic. It also works effectively on stubborn people. To execute this theory effectively, sternly maintain your ground and never force your listener/client to behave a certain way. The more indifferent you act, the better your chances of influencing the target.



Implement these strategies until you perfect them and can use them in different situations.









 Conclusion



Thank you again for reading this book.



I hope this information has been beneficial to you in expanding your knowledge and sense of possibility in how you can begin to leverage the principles of persuasive language to your advantage. Keep in mind the amazing power of language, as sometimes it is your greatest tool to creating the life you desire. Remember to practice believing in your ability to influence yourself and others. Also remember that the more you practice these techniques, the more they will become part of your natural vocabulary; your secret arsenal of persuasive power!
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 Introduction



Amanda and Jessica are 19-year-old twins. While the common belief is that twins respond similarly to similar situations, Amanda and Jessica are complete opposites. When faced with a difficult situation, the sisters tend to respond in different ways even from an early age.



For instance, when their parents divorced, Jessica had a difficult time; she felt as if her life was completely shattered and she would never be happy again. Amanda, on the other hand, was of the opinion that if her parents were happy with the decision, and could live happily like this, then divorce was better than living with two quarrelsome parents who could not stand each other.



Similarly, when Jessica lost her job, she lost all hope and believed her tomorrow was gloomy. A few months after this episode, Amanda lost her job too. Although she didn’t have any way to earn a decent income at that point, Amanda believed she lost her job for a reason, which is why she used that opportunity to improve herself so she can look for an even better paying job. Instead of crying over her lost job, she laughed at the silly mistakes that cost her job and resolved never to make those silly mistakes again.



As you can see from the story explained above, the sisters have a different way of dealing with a similar situation. We can attribute this difference to the mere fact that the twins have different frames of mind. While Jessica sees everything from a negative perspective, Amanda loves putting a positive and humorous spin to every situation to change its context for the better.



The latter is what frame of control means: the ability to reframe any negative situation in positive light. This book provides actionable strategies detailing how to master the ‘frame of control’ technique and use it to your advantage.



Frame of control means to change the meaning of a situation by putting that particular situation in an entirely different setting, frame, or context. For example, a very nasty event may seem hilarious when you put it in a long-term period, or when you change its context from serious to humorous. This ability may not seem very powerful to you right now, but it has long-term implications.



If your frame of control is poor, and you are in the habit of giving any situation a negative frame, you’ll forever stay negative, which will hurt your self-esteem and self-confidence. Conversely, if your frame of control is positive and strong, you’ll put an optimistic spin on even the grimmest of situations, which will turn that situation into a learning experience. This shapes your self-esteem, self-confidence, and helps you develop determination.



This clearly shows that mastering the art of frame control is an important NLP technique you should equip yourself with so you can turn every situation into a favorable one.



In this book, we will explore and understand this strategy, and teach you how to use the same strategy to propel success in all areas of your life.
 









 



 Chapter 1: Understanding Frame Control: The Fundamental Principles



To wrap your head around frame control technique and use it in every possible situation, you first need to understand its true essence. In this chapter, we shall deeply explore this strategy.



 Everything Is Relative



Frame control is an effective NLP technique. What is NLP, you ask? NLP is a powerful approach to personal development, psychotherapy, and communication. NLP aims to help you become a better version of yourself and positively change your life simply by altering how you think about situations and things. The frame control technique draws its principle from this.



Frame control suggests that everything that happening to you is relative to your perspective and the experiences you have experienced thus far. In other words, a situation that appears awful to you may not be as grim to someone else. A situation you deem positive may not appear the same to another person.



To understand this principle better, we need to look at a few examples:



Frame Control in Action



For instance, two men, John and James, work as sales representatives for a hat selling company. One day, the sales manager sends these two men to a new location to sell their hat products. Upon reaching their destination, the two discover that the people who live there don’t know what hats even are! No one has never worn hats before, and as such, no one in town even owns a single hat.



Upon seeing this, John feels disheartened. He feels that since nobody is wearing hats, the town people will not be open to the idea. John, having been discouraged, decides to quit while he is ahead and go home.



James, on the other hand, is more positive and views the situation from an optimistic perspective. No one has a hat, he reasons, and therefore everyone will be wanting one! I couldn’t have asked for a better opportunity, he thinks. The opportunity inspires his motivation and enthusiasm, which in turn helps him to sell more hats than he has ever sold before.



In the above example, James has strong frame control, which is why he optimistically assesses an alarming situation so he could use it to his advantage. This clearly shows that you have the power to change the meaning of a situation depending on how you analyze it.



To elaborate this notion, let me give you a personal example.



When he was young, my best friend’s husband would go to family reunions sometimes. Unfortunately, he had some cousins who severely bullied him. This led him to believe he was not worthy of love, respect, and anything good. Whenever he lost something, he felt it happened mainly because he was not worthy of anything positive happening in his life. This is how he lived most of his life, well, until he met my best friend.



After meeting my friend and falling head over heels, she realized this flaw and taught him the frame control technique. After teaching him this technique, he understood that by simply changing his perspective, he could easily alter the meaning of things. Slowly, he started framing even the most negative situations in positive light.



When his affiliate marketing business didn’t go so well, he didn’t complain at all. Instead, he viewed that event positively. Instead of saying ‘only bad things happen to me’, he laughed that at least his terrible website gathered a only a few visitors. This gave him the determination he needed to work hard on the next venture until it became successful.



Frame control is about not letting the situation get the better of you, but instead realizing that you have the power to alter an influence events in your life by the way you look at them. This extends not only into the realm of self-improvement, but into being able to create permanent and lasting change in others as well. We will get into the aspects of social influence later on in this book.



In the next chapter, we shall delve deeper into this principle and fully understand how it operates from a scientific perspective, so that we can see the psychological principles at work.









 Chapter 2: How The Brain Works: The Science Of Frame Control



To comprehend the frame control technique, we need to dig deeper into the science behind it. To do that, we need to understand how your brain works as it processes information.



 The 3 Cognitive Layers Of Your Brain



All the information you receive from the outside world goes to the brain for processing. To understand the dynamics of your consciousness, as well as the dynamics of the various situations you experience daily, you need basic comprehension of the structure of your brain.



To help the world understand these dynamics, Paul D. MacLean, popular American neuroscientist, came up with the idea of a three-fold or triune brain. The triune brain states, “The human brain is generally composed of three different complexes aka three smaller brains that operate inter-dependently and have created many interconnections through which it provides us with the basic functions essential for human expression and survival.”



These three smaller brains are
 neocortex
 ,
 mid-brain/limbic system
 , and the
 reptile brain
 . Let us get a better understanding of these layers.
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 Neocortex: The 1
 st
 Layer



The neocortex, also referred to as the ‘neopallium/new mantle’ or ‘isocortex/equal rind,’ is an important layer of your brain and part of the forebrain. It is the largest portion of your brain’s cerebral cortex; it makes up around 76 percent of your brain. It encompasses the two cerebral hemispheres. The isocortex has six layers that have amazing learning abilities.



The neocortex is the topmost layer of the two cerebral hemispheres and is around 2mm to 4mm thick. Also known as the ‘what’ layer, the neocortex is in charge of receiving different types of information.



Its second layer receives different inputs and stimuli from the different parts of the neocortex; its third layer receives information and signals from the different cortical regions of the brain, and the fourth layer is responsible for receiving sensory input from its adjacent cortical parts. Since it receives different sorts of inputs and information, it is known as the ‘what’ layer because it helps the brain determine the type of information it receives.



For instance, when you face a frightening situation, the neocortex helps you understand the current situation is fearful. If you eat a pineapple, this particular part is what helps you understand you’re eating a juicy pineapple.



Additionally, this part of the brain is in charge of other higher functions like sensory perception, spatial reasoning, generating motor commands, language, and conscious thought.



 Midbrain: The 2
 nd
 Layer



The limbic system, another important part of your brain, lies in the middle of the neocortex and the reptile brain, which is why it is also known as the midbrain.



Your midbrain acts as the information superhighway and connects the forebrain to the hindbrain. It allows the brain to integrate different pieces of sensory information from your ears and eyes with your different muscular movements. This allows your body to make different fine and precise adjustments to your body movements.



The midbrain is also called the ‘mammal brain’ because it developed after the reptile brain, comprises of the hypothalamus, amygdala, and hippocampus. Your limbic system or midbrain generates and regulates the flow of different chemicals and the interactions they produce to form your emotions. Emotion is a trait reptiles and lower animals cannot experience.



The different emotions you experience such as joy, anger, empathy, sadness, and envy are products of your limbic system. Your midbrain serves as a buffer between your actions and thoughts because your emotions are what produce different feelings within your body and make you aware of how your actions influence others. This explains why your midbrain is known as the ‘how’ layer of the brain.



Without your limbic system, you would not have the ability to experience any empathy or feelings for anyone and you would be incapable of reeling in destructive and damaging tendencies, as well as actions you feel and carry out.



Imagine you just found out you failed your mathematics exam. The moment your brain comprehends the ‘what’ linked with this situation, you feel sad and depressed. Your midbrain goes into action and helps you understand how you feel and how different emotions erupt inside you.



 Reptile Brain: The 3
 rd
 Layer



Your hindbrain, or reptile brain is the deepest and oldest level of our cognitive function. This layer is concerned with functions based on survival instincts, and is reactive rather than logical. The reptile brain comprises of the cerebellum and the brainstem: two parts also found in reptile brains.



The reptile brain controls all vital body functions such as breathing, maintaining body balance, regulating body temperature, and managing the heartbeat. Moreover, it also manages the different behavioral traits you experience including pure survival instincts, fight or flight response, direct-stimulus response, competition, domination, aggression, ritual, repetition and the temptation to hoard resources.



All these character traits form the base functions of your consciousness. These responses are also animalistic and similar to what animals and reptiles experience, which is why the hindbrain is called the reptile brain.



Since the reptile brain is in charge of producing, regulating, and managing these emotions, it helps you figure out the ‘why’ factor related to the different information your brain receives.



Whenever you experience any sort of situation, you go through a range of different emotions and feelings. Those feelings are products of your reptile brain; if you understand those feelings, you will understand why you behave and feel a certain way. For instance, if you are furious over losing a competition, you should deeply analyze this particular emotion to understand why you feel angry. Perhaps you feel angry because you lost to your competitor, which is why you feel enraged.



Now that you know the functions of the three basic layers of the brain, let us find out the role they have to play in forming your frame of mind.



 How The Three Layers Of The Brain Interact With Each Other



How does this relate to frame control? you might ask. Here’s where it gets interesting. Any information or input your brain receives travels from the reptile brain upwards to the neocortex.
 If a piece of information does not engage the reptile brain, it will not go up the chain of cognition for any further processing
 . To be effective communicator, you therefore need to communicate not from the highest cognitive levels down, but from the inside out. You need to appeal first to the deepest level of
 why
 what you are saying is important to them
 .
 If a piece of information does not cater to the basic character traits governed by the reptile brain, that piece of information instantly filters out of your brain and doesn’t move up to your neocortex.



Basically what this means is that we
 automatically
 frame information based on what engages our reptile brain. In other words, if it is not immediately relevant to us, then the information does not even get processed by the higher levels of cognition. This may sound simple, but it is highly profound. The reptile brain works on the level of beliefs. Whatever you believe about the world (in other words, how you frame the world), determines what information your brain receives! That’s why two people can look at the exact same information and see two totally different things. Mastering frame control is about gaining a level of control over this core cognitive function at this deep level; it is simply about learning to influence and control your own belief systems.



People with strong frames understand that everything is relative; they see that any situation can be turned into a positive by
 changing their internal perspective.
 The person with weak frame control, however doesn’t understand the power they have over their own frame, or series of internal beliefs, and so they are
 concerned with external circumstances they think they can’t control.



Let’s get into how the brain works on another, deeper level.



Your neocortex divides into parts: the right and left hemispheres. The left hemisphere is in charge of your ability to involve in analytical thought, written, and verbal communication, reason, logic, science, and mathematics. Your right hemisphere is in charge of empathy, intuitive abilities, creative expression, holistic thought, art, and music.



If your neocortex is imbalanced towards one hemisphere, your entire neocortex will stop functioning and will not regulate the different processes occurring in your midbrain and reptile brain. In such a case, your midbrain or the reptile brain takes over.



If the brain imbalance leans towards the left hemisphere, your neocortex ceases its regulatory functions and your midbrain stops maintaining emotional balance between your action and thought. In this case, your reptile brain dominates your entire brain. As a result, you experience the desire to dominate and control everyone around you.



Conversely, if the brain imbalance favors the right hemisphere, your midbrain starts to control your entire brain and your reptile brain shuts down. As a result, you experience nervousness, anxiousness, and guilt, lack of self-esteem, fear, paranoia, depression, suicidal tendencies, and masochism.



Whether you suffer from a brain imbalance favoring the right hemisphere or the left one, this imbalance negatively influences your frame control and affects your ability to perceive different situations positively; as such, you approach situations from a negative outlook.



If your frame control is weak, you won’t realize the power you have over your own frame of mind and are likely to be more concerned about the external circumstances you feel you cannot control.



To improve your frame control, you need to strike a balance between the two hemispheres so you can develop a well-rounded personality. This is possible only when you understand that everything is in fact relative. To turn a negative situation into a positive one and maintain balance in the emotions you experience, you need to change your internal perspective.



Let’s take a deeper look into what it means to have good frame control so you can understand how to strengthen your frame control and maintain balance in your triune brain functionality.









Chapter 3: Putting Principles Of Frame Control Into Action



To improve your frame control, you need to work on adopting character traits linked with enhancing frame control. People who exhibit excellent frame control have four prominent characteristics in common.



In this section, we will discuss and analyze those characteristics in order to help you adopt them and thus improve your frame control:



 Characteristics Of People With Strong Frame Control



Here are the character traits associated with excellent frame control.



 1. Strong Internal Belief System



Who has the strongest, most compelling version of events? They will be the ones that have the strongest frame and therefore have the greatest influence. You can observe this phenomenon in action in the patterns of great public speakers, such as Abraham Lincoln or Martin Luther King. What makes someone a compelling speaker is their complete and utter
 conviction
 that what they are saying is both relevant and important. In other words, they have a strong internal belief system. They know what they believe, and why the believe it.



Your internal belief system refers to your beliefs, ideologies, and viewpoints on different subjects and aspects of life as well as life in general. Internal belief system forms the basis of your mindset, which primarily divides into two types:
 positive/strong
 and
 negative/weak.
 If your internal belief system is positive and strong, you will have a strong mindset that helps you perceive a majority of your experiences, situations, and all aspects of your life from a positive approach. However, if your internal belief system is weak and thus dominated by negativity, you will view everything from a negative viewpoint.



Your belief system lays down the foundations of your self-esteem: how you value yourself, and your self-confidence: the courage to do what you want. If your belief system is weak, your self-esteem and self-confidence levels are likely to be low. This means you do not value yourself, believe in your abilities, nor have the courage to pursue what you desire.



When your self-esteem and self-confidence are low or nonexistent, you are likely to follow the rules set by others or lack a personal opinion about things that matter.



For instance, if your parents neglected you when you were young, you may lack self-belief and may consider yourself unworthy of anything good. In that case, you may also believe your ideas are useless and as such, you may conform and follow the viewpoints of others. If your father tells you to study engineering, you will blindly follow his advice. If he tells you a particular political candidate to vote for, you never question this viewpoint and instead, you do as he says.



As a result, your frame control is weak as well. When you don’t have a viewpoint and belief system, you will not trust yourself. If you fail in a competition, you will take this as a sign that you are not good enough to do what you want, rather than as a learning experience along your path to success.



While the above is a mere example, a weak internal belief system can affect you in numerous ways. For instance, a weak internal belief system may deprive you of the ability to believe in your dreams or raise your voice against injustice you face. A weak internal belief system shatters your self-worth and confidence and makes it almost impossible to think positively and believe in yourself.



On the other hand, a strong internal belief system helps shape your self-esteem and self-confidence. A strong internal belief system does not necessarily mean your belief system is a constantly positive one: It can be both, positive and negative.



However, if you have a strong belief system, you have the ability to perceive everything from a favorable perspective. You believe in yourself and hold the belief that everything will turn in your favor. This belief builds and strengthens your self-esteem and in turn, your self-confidence, which gives you the courage to trust yourself and do whatever you aim to do.



For instance, if you have a strong inner belief system, you know you are a good chef and can make it to the top of the food industry. Instead of following rules set by society or those dictated by your father or any authority figure in your life, you steer your life towards a personally set course.



This strong internal belief system shapes your strong frame control. We will explain this using the earlier example.



When you encounter a setback in your professional life, you will not give up your goal pursuit. For instance, if you lose a big cooking competition, you won’t see it as a failure. Instead, you will use it as an opportunity to understand your weaknesses and improve your cooking skills so you can become a better chef. Hence, a strong internal belief system is an important determinant of your frame control.



 2. Powerful Body Language



Another factor that majorly contributes to your frame control is your body language. Your body language is the unconscious and conscious body postures and movements through which you communicate your feelings, emotions, and attitudes. For instance, you clap your hands when you are happy or hide your face in your hands when you are dismayed or depressed.



Body language is one of the number one ways that we project our emotions out and signal what we are feeling. Therefore, it is very important to get a handle on what we are projecting outward to others if we want to be taken seriously and respected.



According to research conducted by Harvard professor Amy Cuddy, your body language determines who you are and how you behave, which means that not only does your frame of mind influence what body language you adapt, but your body language in turn directly influences your frame of mind. If your body language is strong and powerful, your frame control will be perceived as strong; if your body language is weak, your frame control will be weak as well.



A strong or high power body language encompasses all poses where you lean back a little, keep your spine and head straight, face people with your chin up, keep your limbs open and don’t sit, stand, or move stiffly. Conversely, a low power or weak body language signifies all the poses and positions where your back slouches or hunches, you point your head and chin downwards, keep your limbs closed, and your body stiff.



Moreover, when your body language is weak, you don’t maintain direct eye contact with your listeners. On the other hand, if your body language is strong, you’ll maintain direct eye contact with anyone you interact with.



Let us find out how a high or low power body language affects your frame control and your confidence.



How Body Language Affects Your Frame Control



 How do people with strong frame control appear? Their body language expresses that they are self-aware, calm, unflappable. Amy Cuddy’s and Dana Carney’s collaborative research study shows that if you adopt high power body language for a mere 120 seconds, your body will produce 20 percent more testosterone.



Scientific research also shows effective leaders have lower levels of stress hormone cortisol, and higher levels of testosterone. Testosterone is a neurotransmitter linked to boosting your confidence. As your testosterone levels increase, your self-confidence improves and you start believing in yourself. As your self-belief improves, you feel things and circumstances will favor you; this belief builds your strong frame of control.



Moreover, a high power body language decreases cortisol levels by 25 percent. Cortisol is a neurotransmitter linked to stress. As your stress levels decrease, you feel calmer and more peaceful than before, which helps you think clearly and positively, thus strengthening your frame control.



On the other hand, a weak body language decreases your testosterone levels, increases the cortisol levels, which sabotages your self-confidence and causes negative thinking.













 Exercise



To observe the effects of a high and low power body language, try the following exercise.



	

 Stand completely straight while slightly curving your tailbone.


	

 Place your hands on your waist like Superman, or Wonder Woman.


	

 Open your legs and feet hip-distance apart and maintain this pose for about five to ten minutes while Looking straight ahead and smiling.


	

 Note your feelings about yourself and the way you perceive tough situations in your journal. What are you feeling right now? How did your emotions change? Your feelings are quite likely to be positive.




[image: body language1.png]



	

 Next, stand or sit with your back slouched, keep your fists clenched and keep your legs closed. Maintain this low power body language for five to ten minutes.


	

 After practicing this pose, write down your feelings. How are your emotions influenced by this exercise? What changes did you experience? Your feelings are likely to be negative and you would have lost your ability to perceive different instances positively.
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Now compare the feelings and emotions from both poses. By now, you will be aware of how beneficial a high power body language is for you.



Let’s now take this exercise a step further. For the next 3 days, whenever you find yourself thinking negative thoughts, whether you find yourself in an argument or being influenced by someone negative, for example, perform the positive body language exercise. Become aware of your negative body language such as slouching and make an effort to change it. I think you will be surprised at how this simple activity can impact a negative situation! Record your experiences for each day in your journal.
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 3. Confident Language Patterns



Your language pattern refers to the type of language you use regularly, both with yourself when you are alone or otherwise, and the language you use while conversing with others.



If you are in the habit of constantly demeaning and discouraging yourself while you engage in self-talk (the talk you have with yourself), or you demean yourself or others in public, your language pattern is a weak and negative one. For example, if you say things like “you are such a coward” or “you’re a total loser” when you cannot do something or fail at a task, your language pattern is a weak and negative one.



In this case, you likely demean others and negatively influence them. If your friend tells you he/she aspires to be a singer one day, instead of encouraging him/her to follow his/her dream, you pull him/her down and advise him/her to be realistic. Moreover, you likely practice self-deprecating behavior in public.



A language pattern of this sort negatively shapes your frame control. Because you are in the habit of seeing everything in a dim, negative light, when things don’t go your way, you think of the worst possible scenarios and your language further exacerbates the situation.



For a moment, imagine you work in the sales department of a multinational store. One day, your boss decides to transfer you to another branch. While the situation is not a negative one, your frame control views it as one. You feel you will not easily adjust once you are in the new branch and this feeling threatens you. Meanwhile, you continue feeding your mind negative suggestions such as “The new place is going to suck,” or “What if the co-workers at the new branch are terrible workmates?”



Such negative talk is a classic example of self-limiting talk: the kind of language that makes you believe you can never improve and that your potential is limited to a certain extent. This kind of talk not only makes you feel that you have limited potential, it also negatively influences your perception of things.



As opposed to this, a strong language pattern refers to the use of positive language with yourself and with others. If your language pattern is strong, you are likely to practice positive self-talk and always motivate yourself to become better. Moreover, you encourage and support others.



When your language pattern is strong, if your boss transfers you to another branch that is notorious for its unethical workers, you’d give yourself positive suggestions such as “Don’t worry, I’m sure the workers will treat me nicely” or “Even if the co-workers are unsupportive, I’ll change their behavior towards me by being nice and helpful to them.” Such positive language helps you see things from a positive frame and you confidently control even the grimmest situations with ease.



In addition to using positive language, the tone and clarity of your speech also affects your confidence and in turn, frame control. If you talk in a hushed tone or hurriedly, it signifies low self-confidence. When your confidence is low, your frame control is likely to be weak.



On the other hand, if you speak clearly, slow, and in a moderate tone, your confidence levels are high and your frame control is strong too.



We’ll tell you how you can work on your language pattern to improve your frame control in the next chapter.



 4. Mindfulness of the Present Moment



Another factor that strongly determines your frame control is your level of mindfulness. Mindfulness refers to your state of self-awareness and being present in the moment. The better your state of mindfulness is, the more grounded you are in the present and the stronger your frame control is. Let us deeply explore this notion.



If you are not mindful of your present, you are likely to be in the habit of wandering off in thought. Your mind either lurks in the past or stays concerned about the future –these practices cause you to disregard your present.



When your thoughts are full of regrets or unnecessary concerns, your feel stressed as the cortisol levels in your body increase. As your stress levels increase, you see things using a negative frame.



On the other hand, if you are more self-aware and mindful of the present, you stay grounded in the present, which keeps you calm and relaxed. When you live each moment fully, you don’t worry about stressful situations. This soothes your stressed emotions, and allows for better and stronger frame control.



For a moment, imagine you work in a garment factory and your boss asks you to work on an order of about two thousand t-shirts your team has to deliver in one week. If your state of mindfulness is weak, upon receiving the order, you’ll feel stressed. Instead of doing what needs doing, you will focus more on the consequences you’ll face if your team fails to meet the order. Your weak state of mindfulness will cause you to resort to a negative and weak frame control.



On the contrary, if you are highly mindful and calm, you’ll see this order as an opportunity to prove that you’re a competent employee. You’ll come up with an effective action plan and implement the plan to get excellent and timely results. Hence, in this situation, your strong state of mindfulness helps you stay calm and exercise your strong frame control.



Mindfulness of the moment is the characteristic that helps leaders succeed in their goals. Scientific research clearly shows that effective leaders work positively and succeed in different stressful situations because their stress levels are low because they live in the moment, they have strong body language, language pattern, and strong internal belief system.



To work effectively and get good results in whatever task you do, you need to work on gaining these four characteristics to improve your frame control. Now that you are fully aware of the concept of Frame Control, you automatically have an advantage because you now understand how people influence each other, as well as how others are influencing you. Let’s now look at how to improve your frame control to become the master of any social interaction.









 Chapter 4: Techniques To Make Your Frame Control Stronger Than Everyone Else’s



To improve your frame control and make it extremely strong and effective, you need to develop in yourself the characteristics that develop a strong frame control. In this chapter, we shall discuss how you can do this:



 How To Improve Your Inner Belief System



You can easily improve your inner belief system with consistent, dedicated effort. The trick to doing that is by getting deep and detailed insight of yourself. To improve your inner belief system, you need to know what you believe in so you can determine if your core beliefs are negative.



 Exercise



Here is an exercise to help you get in touch with yourself and improve your inner beliefs.



	

 Take your journal and pen and sit somewhere peaceful.


	

 Think of your core beliefs and principles, life in general, and how you want to live your life.


	

 Write your beliefs on your journal as you think of them.
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 While doing that, ask yourself meaningful questions such as “What do I believe in, What do I want out of life, What are my goals, What do I dream of doing, How do I feel about myself?” Your mind’s design is one that seeks to give you answers for all the questions you ask it. If you ask yourself positive questions, it will give you positive answers. Write down the meaningful questions and answers before moving on to the next step.
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 Once your beliefs are out in the open, analyze them one by one.


	

 If a belief has a negative context or contains words with a negative connotation, words such as “not, never, and cannot”, positively change that belief.


	

 Find a positive replacement for that negative belief. If a belief states “I am not worthy of respect,” change it to “I am worthy of love and respect.” Write down you new replacement beliefs as you do this.
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 Chant that positive belief several times until it settles in your mind.


	

 Next, eliminate the negative beliefs by crossing out your negative beliefs that you just wrote down. This way, you will not think of them repeatedly and you will focus only on the newfound positive beliefs.


	

 Additionally, get into the habit of saying positive things to yourself all the time, especially when you approach a difficult situation. You will learn how to be mindful of your thoughts in the following section, which will give you the ability to be aware of your thoughts and pinpoint negative ones on time.





Practice this exercise daily and within a couple of weeks, your inner belief system will transform into a positive one. You will also see a remarkable improvement in the way you frame different situations. Record your observations about how this practice is affecting you in your daily life.
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 How To Have Powerful Body Language



Here is how you can change your body language to improve your frame control.



	

 To enhance your body language, the first step is to become aware of what you are projecting towards other people. To do that, begin to monitor your body language and record what you find to be your most common postures, stances and gestures. This will help you understand your body language. If you walk, sit, stand confidently, and use high power body language, you are doing a good job. If not, we will go over some tips for you in the next step.
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 Begin by paying attention to your posture because a straight and correct body posture improves your testosterone and in turn, your confidence levels. Moreover, smile more often, improve your handshake, and practice an engaged body language. You can practice all the positive body language gestures such as smiling, paying attention to posture, and using power poses.





Use high power body language all the time even when you’re alone so your confidence rises and your frame control continues to improve. As you continue to do this over the next few days, write down your observations about how changes in body language affect your mood and confidence.
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 How To Have Confident Language Pattern



Here is how you can improve your language pattern.



	

 First, take note of how you speak. You can do this by consciously becoming aware of and recording your style of speaking.


	

 Also, write your personal thoughts so you can understand your style of self-talk.
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 If your language pattern consists of negative words or words that make you feel potentially stunted, reject the words and replace them with positive ones. For example, phrases like “I am not good enough” or “I don’t know how to cook” are examples of negative suggestions. The first phrase contains ‘not’ a word that has a negative connotation and the second phrase states your potential is limited. Over the next day, write down any negative phrases or thought patterns that you observe yourself engaging in.
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 Change these phrases to “I am good and with practice, can become even better” and “I don’t know how to cook yet”, respectively. The addition of a positive phrase instantly makes the first phrase sound positive and by adding ‘yet’ to the second one, you give yourself hope that you can still learn how to cook. Similarly, modify all your negative thoughts and ideas. Write down these new phrases and words you intend to use the next time you catch yourself engaging in negative self-talk.
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Additionally, speak in a moderate tone and try to speak slowly so you can feel and sound confident. Practice speaking in this new style with a supportive friend and ask the person for feedback so you can further improve your language pattern. Continue to implement these changes and record your observations about how this practice is affecting your mood and confidence.
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 How To Improve In-the-Moment Awareness



To improve your frame control, you need to improve your awareness of the present. The best way to do that is by meditating regularly. Numerous studies prove that meditation improves your brain health, sense of awareness, mindfulness, and quality of life. Here is how you can meditate.



	

 Sit in a quiet room in any pose you like. If this is your first time meditating, sit comfortably on a cushion or on a chair.


	

 Slowly, bring your attention to your breath and be aware of your in-breath and out-breath.


	

 Stay with your breath and focus on the rhythmic movements it produces in your body such as the extension and contraction of your abdomen.


	

 When your thoughts wander away, gently bring them back to your breath.


	

 Keep doing this for two to five minutes and in a couple of days, you will find it easier to focus on your breath.


	

 In a week (if you are consistent), you will become calm. When this happens, increase the duration of your practice. Record any changes you notice in your mood throughout the next week in your journal.
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 In about a month, you will find it easier to stay grounded in the present and focus on one object/task at a time. As this happens, you will gain better control of your thoughts and will easily identify negative and positive thoughts on time. This will help you eliminate negative thoughts instantly and enrich your mind with positive thoughts only.





As you become better at meditation, you will feel more composed as well; this composure will help you stay calm even when the situation is unfavorable to you. When this happens, you will exude an aura of confidence and calm to a point where no one will consider you stressed. Instead, everyone will perceive you as a composed person who deserves admiration. This will help you check your emotions and calmly handle any stressful situation.



Now that you know how to improve your frame control, to achieve positive results, apply these strategies. Let us find out how you can use frame control to achieve success in sales, business, and relationships.









Chapter 5: How To Apply Frame Control Principles For Improved Communication, Increased Success, And Social Dominance



Here is how you can use the various frame control principles to improve different aspects of your life.



 How To Use Principles Of Frame Control In Business And Sales



Here is how you can advantageously use frame control in sales and business.



	

 Always practice high power body language and confident language patterns in your workplace. By doing so, everyone will perceive you as a confident person. It is also helpful to study and mirror the body language of others. You can watch videos of the speeches of successful people, such as Tony Robbins. What do you notice about the way they project themselves? Absorb these patterns into your confident body language arsenal.


	

 Refrain from voicing your opinions until you hear the entire story. For instance, if you are in talks with a potential business partner, give your verdict after hearing the entire story. This will help you make informed decisions.


	

 Steer the course of a conversation in your favor by playing to your strengths. For instance, if you are selling a laptop to a potential client and the client is hesitant to buy it because of the style, focus the client’s attention instead to the the positives, such as the laptop’s user-friendly features and high functionality. Reframe the conversation to something in your favor.


	

 Always try to look for the positive aspect associated with any situation. Even if you at first perceive the situation as completely negative, there will always be something positive about it. If a client returned an order, take it as an opportunity to get some honest feedback about your product or customer service, in order to continually improve.





 How To Use Frame Control Principles In Relationships



Here are some strategies to help you make use of frame control in relationships.



	

 Impress people by spotlighting them and focusing on their positives. For instance, if you are out on a date, tell your date how wonderful she looks and shower attention on her instead of making the entire date about you. This simple strategy will impress your date and increases the chances of her falling for you.


	

 Secondly, use positive language with your loved ones and always give them a chance to speak. Hearing their side of story helps you know there are two sides to a story and changes your negative perception. For instance, if you find yourself in a heated argument, stop to think about the other person’s perspective instead of getting consumed in your own emotional reactions.





Apply these tactics along with the ones taught in the ‘business’ section to improve your relationships.



 Advanced Frame Control Techniques



An advanced frame control strategies to help you converse better with people and perceive every situation in a positive context is the use of humor.



Humor can be used to change the context of a situation and get people to like you. When you use humor effectively, you are essentially forcing people out of their frames; it then gives you the opportunity to suggest the frame that you would like them to have. For instance, let’s say you are in an argument with someone, and you just can’t get them to see things from their point of view. You are trying to get them to see things from your perspective and likewise they are trying to get you to see things from their perspective. Try to take a step back and see the humor in the situation. Isn’t it ridiculous that you are both acting as if there are only two options? Using humor can add perspective to the situation, and remind the other person about the world outside the argument. A good joke can also lead to a break in the argument; and it is at this point that you can suggest an alternative frame, or viewpoint.







Or, let’s say you are trying to get a new, bold idea across to your boss. With you understanding of frame control, you realize that your biggest challenge is actually getting him to alter his rigid frame. If you can use humor to make him laugh, this affords a window of opportunity where he is open to new ideas. You are then more likely to be able to influence his frame and get your idea across effectively.







You can also put a humorous spin on any painful or discouraging situation, to reframe it in a positive light internally. For instance, if you failed a job interview, recall the interviewer in the tone of Donald Duck. The depressing memory will instantly seem hilarious and your perception will change. It may seem silly, but give it a try, it works!



Also, use light humor when talking to people especially when a conversation starts to get serious and you see people getting offended. When using jokes, make sure the jokes you use are not offensive to anyone. By incorporating humor into routine conversations, you will pull people out of their rigid frames and help them perceive a situation from a different frame.



For instance, you and your best friend are discussing the way to present your final project report for a particular subject. You feel your friend’s tone is rising as he tries to enforce his idea. At that moment, joke about how silly you are for not getting their point of view earlier and steer the conversation somewhere else. Bring back the real agenda after a few moments and suggest your idea once your friend has cooled down.



To improve each aspect of your life and in turn, the quality of your life, start implementing these strategies today.









Conclusion



Thank you again for reading this book! I hope you are on your way to implementing the strategies outlined, and prepared to use this knowledge to lend clarity to your own life and use these principles for increased communication with others.



A recap of what we have learned: Frame control simply refers to the way you perceive different situations. If your frame of control is strong and positive, you understand that you have the power, based on your own internal belief systems to perceive even challenging situations positively and turn them to your advantage. The characteristics of strong frame control are
 strong inner belief system, powerful body language, positive language pattern, and mindfulness.
 Keep these in mind as you go throughout your daily life, and notice how these things are influencing your interactions with other people.



This book has provided you with sufficient information and actionable tips on how to improve the aforementioned characteristics and thus, your frame control. Implement these guidelines and apply strong frame control to every situation you experience. If you do, you will change your belief system until gradually, it will seem as if things are always working in your favor.
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