aurolinguis

Programming




*Began as a model of how we communicate to
ourselves and others

Modelling (Richard & Bandler)
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began as a model of how we communicate to ourselves and others

- originally developed by Richard Bandler and John Grinder and others thru MODELLING EXPERTS

- ability to structure our neuro and linguistic systems to achieve desired results 


INTERNAL
REPRESENTATION

UNCONSCIOUS

CONSCIOUS

' BEHAVIOR 4

THE
FILTERS

WHICH
Delete
Generalize
And

Distort

* Meta-Programs
¢ Values

* Beliefs

¢ Decisions

e Memories

NLP Communication Model

EXTERNAL
EVENT
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Metaprograms = behaviour preferences e.g. what bits of conversation we choose to pay attention to, modality preferences, preference for detail or overview

Values – evaluation filter ie good/ bad

Beliefs – generalisations about how the world, how we pre suppose the world is


—_—

" ‘Our own little world...

our 'ép IS not the world!
*Perception Is projection

Be at cause
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Perception projection – generalise to make sense of the world – door analogy, then raucous children in park story

- we apply our own meanings on the world to our perception of the world

- important to be aware of this for EMPATHY


Uses of NLP

depression/ anxiety -
Addictions/ kicking annoying habits (menu!)
*\Weight loss
*Goal setting
*Motivation
«Confidence building
*Negotations
«“Selling services”




, lower lip size, eyes (exe

\What Is rapport? Why do you need it in
General Practice? (exercise?)

Physiology, tonality, words (especially
predicates)




. Tonality — tone (pitch), tempo, timbre, volume

Words

Predicates

Key words

Common experiences & associations
Content chunks




What is your preferred

representation system(s)?

2S exercise
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INTONATION PATTERNS = question vs statement vs command (voice goes down)


Hierarchy of Ideas

~ Agreement

y

Chunking down

Detalils & Distinctions




hat is your/ the intention......?

nat is an/ are example(s) of this?
no/ what specifically.....?
nat are specific components of this?




Motivation Strategies

of Iipside of procrastination strategies

Examples

*VVisual construct of accomplished task -> +ve
feeling

*Visual of a negative conseguence of not doing it
->-ve feeling




Jesirable about the task’s completlon/ con <le
sented (focus on consequences if focusing on comple
D)es not give strong motivation)

~eTask is chunked appropriately
*Toward strategies are more enjoyable so less stress than away
*Mix of towards and away most effective (-ve first, then +ve)

May need to adjust sensory modalities of task being done to
Increase motivation (also use association/ dissociation)

«Can be applied to different contexts

*Procrastinators often good planners!
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e.g. it will be so good when it is done


2 Typical Problems in Motivation
Strategies

Person only moves away (towards is not enougt
motivation or experiences too much stress)

*Uses words of necessity + harsh tonality, which
leads to bad feelings




—

5 Step Sales Process

d_uestions, use their language (rep system)'," he
do they want to get to/ what is their idea of success
(sort of like expectations)/ motivation strategy

. Find a need and establish value to a solution (if no
need/ value then find another)

. Link the need/ value to what you're offering
. Close (assume sale/ double bind)

Always handle objections (e.qg. if | show you how to
have the time would you do it?)




Negotiating

op as many optlons as p055|ble 0 ac
(avoid fixed options, define upper/ lower limits)

|dentify potential areas of agreement

|dentify issues to be resolved and plan how to
discuss them

Determine your best alternative to an agreement



The Process

stablish rapport
1. 2. Get consensus there is basis for negotiation

1. Establish the other negotiator’'s outcome using
‘as If’ e.qg. If we agreed x today, what could we
achieve




er's outcomes in disagreement a

Develop options that include both parties outcomes

Remind the other of shared interests

Ask for help in developing options
Ask for preference among several options
Emphasize objective standards for selecting an option

6. Get agreement on the best option and move to close







Negotiating - influencing

1 >y | 1-an N B
ent options for mutual gain (win/ win), dovetail out
Avoid attack/ defence exchanges (treat their proposal as

one option, probe for outcome behind it, if attacked, probe
for outcome behind attack)

. (anchor any state you can use later)

. Avoid ‘irritators’ — value judgments/ statement which glorify
the options you favour

. Separate intent from behaviour
. Label suggestions and questions ie signpost




o= Use ‘I" language rather than accusing (“I'm having trouble
| understanding”, NOT “You're not making yourself clear”)

9. State your reasons first before making a proposal (reasons,
explain, then propose — NOT the reverse)

10. Anticipate objections — handle in advance
11. Behavioural flexibility

12. The less reasons you give when stating an option the better
(more reasons give more opportunity to select weakest one)

13. Test understanding and summarize
14. Tell the other your feelings

15. Don’t negotiate with your team in from of the other team (take
a break or schedule another session)

16. If you get stuck — stop doing what you're doing, generate at
least 3 options for doing something else, and then choose
the best and go with it




Handling Objections

arify by using pomters
. Some options to resolve
Exaggerate

Conditional close with ‘as if’ — what would happen if | could
solve this concern?

Outframe — let’s step out of the negotiation for a moment
and talk to each other as if we were friends

Devise acceptable option that handles the objection




ot's act as if we were in bind arbitration”

_“Act as if you were me”




httg://www._ micro_dot.net/nlg/



http://www.microdot.net/nlp/
http://www.ultimatemind.co.uk
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