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@ v INTRODUCTION

—READER TAKE NOTE!— L
While it may seem that some of the
::n;:insat:;lccatllll;esm:; :rh;:t }H:]t::yrzﬁ One Monday a few years ago, I woke up and decided that T
written for a purpose, as NLP and would go out that day and buy a new car. e I went.
grammar do not necessarily share the 1 walked into a var deaiersiiip and =tood there for about 10
same siructure. minutes waiting to buy a car. Tt didn't appear to me that the sales-
* man was very busy. He was on the phone. He was leaning hack
& with his feet up, cigarette in his hand, with a cup of cofiee,
" laughing aud joking. It didn’t look to me Jike he was talking with
a customer. 1 finally got his attention. 1 looked over at him and
, gave him the “Are you going 1o come over and help me?” look.
3 And he gave me the “wait for me” signal. 1 walked cut of the
._:::: dealership.
I drove 10 a second car dealership, selling the same aulomo-
hile. [ walked up to the salesman on the floor and [ said, “How
wotlld vou like to sell a car today?” He said, “Sure.” | described

the car to him and [ said, “Here's what 1 want. Here's the exact
car | want. Yeu have one out in the parking lot. 1 saw it before I

_: came in. Here's what I need to know from you. I wani to know
j-f; ' the best price - I'm nol going to argue aboul price. I need the best
m price and I want the keys to the car because I want to test drive
the car.” And he said, “Well, that’s not the car you want. It's not
you.” 1, of course looked out at the car and agreed to myself that
{h it wasn't e because it was there and T was here. Afier a brief
18 pause, I said, “Yes, that’s the car 1 want.” And he said, “No, it

et
-5
i




viii PERSTASTON ENGINEERING™

isn't.” And I said, “Of course, it i And he said, “No, it isn'1.”
And I said, “Yes, il is!” And he said, “You're not listening to me.”
50 I agreed with him, “You've vight!” and I left the dealership.

1 went into the next car dealership, the third one it the same
day, same kind of car. T was really mytivated to buy a car that day.
I got somebody to take care of me in a short period of (ime (about
5 minutes). A salesman came up to me and [ said to him, "Want
tor sell a car 10day?” And he said, “Sure.” [ said, “Here’s how yon
can do it: keys to thc car; best prive; no kidding. T've already
shopped around. This is the car [ want and you have one out in
the parking lut, the color [ want and everything.” He said, “1 have
io tell you about the options first.” I said, “I'm not interested in
the options. This is exactly what I want. ['ve been shopping for
months. T'm done shopping. Now [ want to buy.” He said, "I
can't scll you the car uniil I show you the options.” 1 teid him T
wasn't inferesled in the options becanse [ was putting my money
urtder the hood. He said, “The company tsists that I can't sefl
you a car until I go over the options with vou. I said, “VYou're
right, You can’t sell me the car!” And T leit.

I drove to the fourth dealership. | guess you can imagine how
I felt, as a cusiomer goes, The saleswan looked up, his eyes got
witde as he studied me. It was about 4 in the afterncon, 1 walked
in. As the goy looked at me (with that “I've just about had it
today” lpok), 1 asked him, "Do you want to sell a car today?” He
logked al tne and said, “l can see vou've had a rough day.” And I
said, “Yeah, and I've had it. You're the last guy that I'rn going to
talk to. [ you can’t s¢il me the car I want, and I'm going to make
it 50 easy for you, 'm not going to buy this car. I'm going o buy
some ather car somewhere else.” He looked at me and he said,
“Wlal do T have to do?” T said, “Get me the best price and the keys
to the car. We're not going to heggle. And we're not going to 2o
back and forth on this thing. You give me the best price you can.

[NTRODULCTION

We're not going to haggle by talking to the boss, talking to the
manager. You get one Lrip to the marager and come back with the
best price! I already know what the 1ist price is. [ know whal you
bought it for. Iknow all that. Just give me the best price you can.
If it matches what I want, and if the car handles the way | want it
tg, I'm going to buy the car - RIGHT NOW."

This guy is greail He turns around and says, “Here are the
keys.” He says, “Take the car. Take il by yourself and feel iree to
go on the highway with it. If it needs gas, put gas in it and hring
back the receipt. By the time you get back, I will have the best
price in the state for you.” On my way out to test drive Lhe ¢ar, |
said, “And the papers. You can draw them up right now.” And
that's where I bought the car.
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W CHAPTER ONE:
To BEGIN WITH

One of the best ways to know how best to engineer persuasion
is to first notice how vou respond as a customer. You know, others
tell vou to put yourself in the cusiomer's shoea. Well, the prob-
lem is, not everybody wants to wear someone else’s shoes. So that
sirategy isn't that great, as the saying goes. Bot when you're the
customer, notice' the processes that occur aud begin to build the
things into your selling model (hat you know work and begin to
build into that model the options and choice points that you may
need in order to redirect the process as it accurs, We call this part
of the generative rhange provess,

There are some gond strategies out there cxcept for one thing:
they don't have the loop where the person continues lo learn
throughout their lives. Just because they have a strategy that
works today, doesn’t necessarily mean it will waork tomaorrow, or
even nexl year, as variableg change in the environment. [ know
cormpanies that have come close to or even have [alled because of
their inability to respond to the environment, Feedback is the
“breakfast of champions.”

Just today, we got a call [rom a potential client who wants us
1o come in to teach our selling skills to their sales people. And we
said to them, “What is it that vour customers want or need? Whal
is it thar your customers buy?” And they said, “What’s the differ-
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ence! We're not that inlerested in what the customer wants.
We're interested in giving our sales people selling skills so they
can sell more of what we already have.” And we said, “OK, we
can do that. And what is it that you're customers really want from
voui What is it that they buy from vou? s it your product? Your
service?! What is the value to vour customers?” Their response:
“We're not interested in that. We're interesied in teaching our
people to get others to buy from us.” They didn't care whether or
not the cusiomer has the money. They just wanted us to 1each
their people how to get money from them. They're still a poren-
tied client of ours. 1 don't teach these skills if they have that kind
of attitude because the skills we teach are pewerful and they work.
¥ou mav think, hey a buck’s a buck, but with all the opportuni-
ties that are out there, we' get to pick and choose our customers
most of the fime. We want 1o have customer salisfaction, not
buver's remorse. Oae of the most important skills is to know the
difference up front becanse, how can vou know what to do next if
you don’t even know where vou are, like driving (0 Boston, If
you're driving from San Francisco to Boslon, how would you
know where and when to fum, unless you pay attention to what's
in front of you and whal's guing on around you.

When you're sclling, we make the basic assumption that what
you sell is a quality product or service and that you back up that
product or service yowsell. Jusi like anything else, when you
believe in it, ¥ou will scll it. We don't care if il's an idea, product,
service, or whatever. Strong beliefs are the second place to look.

We're gaing to caver some of Lthe basics in this book as well as
some of the advanced skills that the best of the salcs people we
have studied use every day. Some of the basic skills are still the
best, especially for the foundation oi anything you want o accom-
plish. S, when we combine these foundational skills with some
of the up-to-date things we want you to use here, it’s because we
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cominue 1o find them meost useful. _

How we've engineered influence helps us to use a lot of cxam-
ples. You know, we can do more than one (hing at a time and for
numans, sometimes that's difficult but 1 find that it’s better for you
if you do It that way.

The other element that we are going to be covering here is that
this real sales course boils down to only a two step process. We
are going ta stretch it oul a little bit to cover the process from the
end 10 the beginning, But it boils down fo when you really want
to scll something,

I have a good business associate who has a group oi sales
peonle working for him, about 15, and we all got together one day
for an evening after a program. [ noticed that a good percentage
of these men and women drove into the parking lot in some late
model rather high priced cars. 1 said to him, "Gee Bob, you really
pay vour people pretty well. Either that, or they are really selling
their butis off.” He said, “I don’t pay them that well, as far as their
salaries are concerred. Some of them really work hard. They
can’t afford these cars. But every time ong of them buys one, I
smile because I know they are gaing to be the most motivated they
can be jusl Lo keep up with the payments, T like my sales pcople
ta be a little hungry. There’s nothing better to keep them
moving,” And so, he considers them (o be self motivated.
Anylime one of them starts Lo slack off a little, he asks them how
the new car is.

What you do is you induce a wanton: buying state and show
them the product, Now, [ got Lhis idea when I was treating clients,
because I did a let of modeling in the field of psychotherapy,
before I stopped and said “What am [ doing?”

Sa, | modeled therapists, and therapists are pretiy good sales
people, especially the ones that were geod, Guys like Milion
Erickson, who was a great hypnotist. Actually there is a saleaman




4 - - PERSUASION ENGINEERING™

who is like Milton Erickson. His name was Ben Feldman and they
actually talked alike, had the same inlvnation pattern and it really
surprised me because wien I first met Milton I thonght he was the
weirdest thing on the earth. And, yet, he was so great because he
could gel people to do just about anything. 1 mean he had them
out looking for Bojum trees in the desert. We would ask, “Why
do you do that with people, Milton?” “Just to find out if you can,”
he said. “Just to find out if you can. Right!" I said.

And what surprised me was, first Milton was & cranky old guy
and hed just 5it there, and go into a deep trance. And when I met
Ben Feldman the thing was he had exaclly the same tonality.
Only, he had this book that he brought around with him and when
he opened up to the first page, the first page was filled with moncy,
lovsely shoved under plastic so when he opened it, it wonld kind
of come out and fly around. That was his step number one, gei
attention. Then he'd turn the page and there was a picture right
there of Emest Hemingway and he’d look at them and he’d go,
“Ermest Hemingway is dead!” Pretiy direct, huh? And you know,
people would look down, and he goes, “And when Ernest
Hemingway died,” and he’d turn the page, “he left his family
penailess, with nothing, out on the street, you knopw, with ne life
at ait. Now you have a family, and vou conld be dead! And so
people would go (ugh) and he would reach over and ancher that
TespOnse,

50, what 1 want you to think about is, what is it that you sell?
What is it that yon think you sell? Some responses I've gotten
include: “Career management for women.” “We seli piece nf
mind.” “Nice [urmniture. Office furniture.” “Support for managers
gning through change.” "Alternative health products.” “Business
insurance.” “New homes.” “Advocacy.” “Jobs. I sel! people.” (I
thought this was illegal). “Graphic sclutions.* “Financial
services.” And then there is the ever popular response, “Myself”

Cui
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falso illegal in most siates in the U.5.).

and the list goes on and on like this. Put all that aside. If you
don’l know what youn really sell, you're wasting your time.

Take this az ap example. We've conducted sales fraining
seminars for one of the larger new home huilders. And in “the
recedsion” vver the past few years, in one of those years they sold
a mountain of homes. Because they undersiand that they don't
sell homes. They sell feelings. Thev sell cnmiart. They sell value.
Thev sell safely. Thev sell secunity. They sell convenience. They
sell piece of mind. They sell, in some cases, life style. In alher
cases, they sell school systems. They seli education and they sell
evervthing else, except houses. Anid they sold move homes that
vear because they undersiand that all you sell are feelings. Now,
how vou gei 1o those feelings, how you help the customer tn feel
right ahomt what it is that they want is une of the other skills we'll
Bet to.

The other thing now is whether you believe in what you sell.
Do you believe in your product or service?

The thing is that, somebody once asked me, they said “isn’t
NLP manipulative?” and 1 said, Yeah, of conrse it is.” I said, “But,
if you are going to force somebody to do something you use the
pistol training model, it works much better.” The idea is, you
don’t use conviction as a way of manipulating somebody, What

you do is, you open up the chaunels and make it 0 that you can

get people’s natural processes to work for you, Anybody who sells
something that they don’'t believe in, is only geing to hurt them-
selves in the end. They are not going to do that well. They may
do well for a while, and feel clever. But then they will find them-
selves, worshipping volcanoes or some weind thing to make up for
it. You know, it happens. The trick is to find something that you
believe in. Because, to me, [ believe that you need to have a foun-
dation of produgt knowledge, which means you have to know
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what you are doing. This is something that T would like to intra-
duce, especially into electronics sleres.  Places where they sell
computers, it would be nice if the salesperson knew how they
worked and what they did. It's recommended, that instead of
Liaving to call some 800 number to find cur how the things work
and wait in line and have someone speak 1o you in a foreign
langnage, it would be nice if some guy in the store could actually
show you how the products work.

I modeled the skills {rom these guys whose close ratio was
Y79 or higher, ouch! Now [ wasn't sure if I wanted to do this pro-
ject. I had to think this through and ! bad to make sure 1 was
ready for this one. The thing these guys were great at is that you
have 10 be able to build in and ineculate people against buyer's
remorse. And ynu have to be somebody who never has to over-
come objections.

We've looked at many sales courses. There are those, of
course, selling the psychological approach, which, if you use, I'm
sure you could cut yvour sales in half, just like that. Ti's funny, they
hirg¢ us to increasc their revenues. And then they spend this
eNOrmous amount of time rying to prove that whai they are doing
is great, but they are nul happy with it. These are people who are
not congruent.

Bur basically the idea is, in most sales, most negotiations and
in most of the situations in which people deo, what | call,
“Persuasion Engincering™,” they teach people a canned ritual
approach. One approach, the trick is to use it with as many peoplc
as possible. Now even if you do pretty well, you find a good
approach and your close ratio is pretty high, it still means the only
way that you can make motre money is by prospecting more and
by spending more time. So if you are seeing a hundred people, and
vou are closing thirty of them, then you ueed to see three hundred
to triple your income. Which means vou need to prospect 300
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pecple, 300% more, so usually, by the time you hil 45 or 50, you
blow a fuse somewhere upstairs or in the arteries. So whal hap-
pens is, you have to work so hard you go into burn out stage and
you stop doing even what does work. The alternative is to do
what | call being a professional, which means that you learn to
identify external things and to adjust your behavior and go after
the other 70%, and by the way for those of you who have been
doing this for a long time, it becomes fun again. Because what
happens is that anybody that you know, because all the salesman
tell me all the same thing: "If spmebody walks in the door. | Know
whether T can sell te them or not.,” And | say, "Well, ii you know
that what you are going to do is nul gouing o work, how come you
don’t do something else?” They say, “Well there is nothing else
that will work, nothing on the face of the earth wili ever wark
with these people.” Well, we ran a little experiment with this. [
went down {0 a furninwre store, which is out by the side of Lhe free-
way, in Louisiana, and I had these guys who had been working at
this place forever, and some of these guys were quite good at what
they did. People would walk in and they said they could sell them
mast of the time and they would close the sale. However, over
70% of the 'ones that walked in the door, they would go, “Oh., no!
They are nol going w0 buy anything.” And sure enough they
couldn’t sell them anything. So I started 1aking those people, to
find our. And 1 found cut I could sell stuff to them. It didn’t even
matter what! T could sell them the guy's car out in the parking
lot. If vou adjust your behavior, and 1 also found out, that if we
actually just divided them up right, so that this guy got these kind
of people and these guys gol thiz kind of people, we could increase
their close ratio, just by funneling through the right guy, causc
they didn't all do the same thing.

They didn’t all talk the same way, they didn’t all speak ai the
same rate and they didn’t all use the same kind of nonverbal
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communication. Now the trick heve is 1o realize that what ever
vou do right now, that worls, vou want to stice all of that off and
know that when you finish here, you will be able to do that. What
you are looking for are those clients. And we want to start out to
create a change in your mind and I want to use a reference point.
T want you to stop . . . and think about-somebody that yon have
10 negotiate with, or you have to sell to, or a kind of person, that
when they walk in the door a voice inside vour head goes, “Oh,
shit,” something inside of you goes (Grroer) and for a moment
close vour eyes and think of one of those people, because they are
going to be vour reference point. You will know here when you've
learmed something when you can close your eves and imagine
them. And they look like food. That deep voice always helps,
when the client walks in and vou look at them and you go, “Poor
soul,”

Naw in the middle of the time that T have developed this sales
training program, I actually developed it for a company and T went
around and T modeled it and different things. And T discovered
that there are different aspects of what it takes to be one af these
people Lhat’s just dynamite. [ always try these models, I'm one of
these people that believes, and. in lact, when [ left the “ivory
tower” T was criticized for getting my hands dirty, because [ liked
tn take all the things that I thought about and used them to make
sure they worked. And my colleagues at the time thought that
was disgusting. They considered that as getting your hands diry.
They are the kind of people that with pride say give me 3 button
and I won't push ii. Of conmse, they don’t make that much money
and they live in the ivory tower. They are living in think tanks
right now, most of them. You'd think, think tanks would be ful!
of wonderful things to think about, however, they're nat, thev're
empty. [ know, they tried to get me to go in them. They brought
me up there and there was just a big empty building with people
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doing this. And [ know they couldn’t be thinking abhout much,
because if they were they would be deing this. T know what hap-
pened is they went inside, they found the slide pictures, stepped
inside it and weie frozen in Ume. And I actually gol io go to some
of these confercnces they had vp there and we discussed issuces

~and most of the time it was siufi like the shape of 1he table. Their

ability to find things that were relevant were so far removed, that
when we had lincheons, I could steal all of their foed and they
wouldn't know it. I would. T would go home with all ot their
food, vou know, and then after lunch they would all he going “I'm
s full.” But I'd ask them questions, like, “How did vou get started
here?”  And when they'd go inside, I'd go {Fsht)], now. [ can sec,
why I bothered.

And what we are going lo dv here, has to do with increasing
two things. Onc, I found that cvery good persan who cogincercd
influence had first a road map, they had a way of knowing where
to start; and a way of knowiitg when Lthey were done. Which js
particularly important, and had some kind steps along the way so
that they changed from doing one kind of behavior to another.
Some of them, you see most of them, spend a very short amount
of time, getling people’s attention, because most of these people
were fairly ontlandish. You koow, it went from Ben Feldman with
his hook with all the money in it to one of these other guys with
their 97% close ratio.

Sellintg ideas is one thing. Some of us sell products, some of
us services, some of us, get to negotiate.

‘This is a greal thing. I got w negoliate, jusi me, against 16
lawyers at the publisher's. That's how I met Mosier. The pub-
lisher decided they wanted to change the confents of his book and
Maosier was quite a stubborn ofd man, and be said there is no way
[-am going to let you do that. And they told him he was under
contract and stuff and so they amanged a big meeting for him.
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And Mosier was on his way to New York to meet with them and
everybody was telling him he should get a lawyer and he stopped
at Chicagn, cause one of his students had told him a little bir about
me and we had talked [or about oh 25 hours and I lopked over
some of the agreements. T flew to New York with him. And 1
walked up and there was a table, a nice half round table with all
of these lawyers sitting there. The next day when somebody asked
them what bappened, T believe the colnment one of them made
was, "I have no idea.” He said, “1 went to shake the guy's hand,
the next thing I knew I was staring at my hand. And then there
wds a penin it.,” [ am geing to teach you that technigue, too. That
onc is designed for people that have fallen inmw a particular
category called “Dick Heads.” When they line up to manipulate
somebody, suddenly you don’t go into the subject matter, vou go
o an uncenscions state, where they can not interfere unhealth-
fully. But the majority of what we are going io deal with has to
da with the way people make decisions. If you know how people
wake decisions, and you know what information to get, and ym?
know how they process information then whatever it is you are
going to tell them, you can package perfectly enough, that it will
go through that system sp they can maximally understand it. %
may not still be perfect.

I have a friend who is a very very good real estate agent and I
was waiting for him in his office and he had some other guys who
worked for him and somebody came in and said, "Do you have
propertics, in |a certain areal] where the houses on that property
have a huge back yand?” And the guy looked down and he goes,
“Uh, well not right now.” I's a very bad answer by the way, "not
rght now.” And the person turned away and started 10 walk out
the door and 1 said, “Excuse me.” By the wav, { wasn’t a real estate
agent and 1 didn’t work there, We were meeting to have Junch,
but it seemed like a rare and unprecedented opporlunity to
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practice skills that 1 didn't have, And 1 said, “Let me ask you a
© question,” [ said, “What are you going to do with a big back yard?”

And the woman turned aronnd and said, *“Welt I have nine chil-
dren?” And 13aid, “Oh. you have nine children and yon really like
to pay taxes.” And she said, “Well | have nine children.” (In the
IJ.5. that means you don't pay a lot of 1axes, by the way.) And |
gaid, “Well, 1 didn’t mean that kind of taxes, | mean propetly
taxes.” And she said, “I don’t understand,” | said, “Well the more
land you have the more property taxes you pay.” And then in the
area they were talking about they charge by the inch. So I said 1o
her, 1 said, “Let me see.” And [ turned 1o him and T said, “Do you
have any properties that bacle up to a school?” and he said, “Oh,
yeah.” And [ said, “Why don’t vou gel a house and let the schoal
mow the lawn and your children can play in it. Wouldn't that be
vasier or do vou like mowing lawns? How old are your children?
Old encugh to do all the work and pay the taxes?” And she said,
“Well gee I never thought of that.” Now the difference is, when
people tell you the resull they want, a lot of times they 1ell you
how to get it, not what the result is.

Now when [.wenl down to my friend who had the Mercedes
lot I said I need a new hobby, 1 said, “1 have several other hobbies,
bt I need & new hobby, so whar I'd like to do is come doawn a cou-
ple of davs a week and sell cars.” And he looked at me and he
went, “What are vou talking aboui?” And T said, “Well T built this
maodel and T'd like to try it out,” Now this was, by the way, in the
middle of the oil embarge, this is when the only kind of car that
you could scll was one that you conld put in your pocket. Right,
people were buying these little Toyvota Cornllas, little tiny things
and that's when you went (honnn). IUs not like they are now,
where the big tough cars of those days, they waere like you know
the only thing was they gat was a lot of gas mileage but that’s
becal_i:-‘ie half tiie time you had your oot outside the door. And Dhe
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told me, “You could come down here,” he said, “but we didn’t sell
a car in the last three months,” and he said, “1 think you're wasi-
ing your fme” And [ said, “Oh, that’s swhat makes it fun.”
Because every time I found a really professional engineer of influ-
ence, the one thing they've had as a solid belief is 1hat challenge
is exciting and that's where you get 1o learn new skills. Tt's not
like, “GriTry, it's gonna be so haaard,” or “But, T don’t want 1o,”
“But it"s Wwo expensive,” They start sounding like dental driils.
So T went in and there were these four other salesman, angd
they were depressed. They were sitting at their desks. 1 remem-
ber the iirst day T weni in because one guy who had his face down
and this other guy was chewing. he had a little piece of weed or
something. | thought, boy they're out there prospecting their asses
eff, hoh? S0, Tcame in and I looked around and sure enougly, they
weren’'t popping in going, “Gee, ¢an T have 4 Mercedes?” You
know, because to begin with people are geing, “the price of gas is
going up, DA DA, DA DA." Sc.] asked him, I said, “Well vou guys,
you're mot rcally doing anything.” T said, “Maybe you could
answer a few questions,” [ said, “How many cars do we have here
to sell today?™ And they showed me the new cars and this is a
small town so they didn’t have a let, and T said, “Is this it?” I mean
they only had like twenty five cars and T had big plans. 5o this
one guy looks a1 me and he says, 1 hate you young guys,” he says,
“You think yeu can do anything.” he says, “T've been a car sales-
man for thirty-five years and in the state of this economy and with
the oil crisis and Jor every commercial we could even show they
have news and everything saying vou shouldn't buy a big gas guz-
zler,” he said, “a Mercedes with a V8! What the hell makes you
ithink you can sell one of these?” And 1 said, “Are you a bettin’
man? [el’s put something on this, semething humiliating.” Well
L thought 1 might motivate them a litile bit. S0 1 said, “T’ll tcll you
whal. Tbet you my pants, against yonr pants that | can sell more
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than one car by the end of the day, as long as someone can fill out

* the paper work, no one showed me how to do that, yet, and [ have

a phobia of it." [ gave myself one and from out of this litile
window, a female voice went, “I'll fill il out for you, especiallv il 1
can see him with bis pants off,”

- So [ said, “Great!™ 1 hopped inte a 450 SLC Mercedes, top of
the line at that time, going for $35,000 now it goes for I don't
know a few zillion, I don’l know what they ao for. A beautiful
silver gray, brand new, it had that smell of a new car And [ drove
off the Il and drove away. Now, 1 came back about an hour and
a half later wills fous people iz the car and each of them bought a
car. Two of them had te order it because we didn’t have the cars.
Alright, then | had the guy hand me his pants and he was sitting
there in his boxer shorls, really depressed. These other pecple are

" in there filling out the forms and the lady’s in there laughing her

ass off every once in a while and stre comes over and looks out the
window and giggles. She kuew that if those guys got out there
and did something it conldn't be as bad az il was. One of the guys
:h:}nks at me and he goes, “Where did vou go?” and [ weal, “1 went
Lo the country club.” And he wentl, “What?" And T said, “T went
to. the bar at the country club, thiere wasn't anybody here. And I
jusl drove up, I opened all four doors, | walked inside and 1 turned
around and T said, ‘Can | have vour allention evervone? Is Lhere
anybedy who wants 10 [eel wondcrful for the rest of their life?™” T
mean who is going to go, “Not me, | feli wonderful before. What
I need is a goad case of depression.”

Pretty soon 1 had them out therc smelling the leather,
imagining what it would be like to “drive down the road and
knowing that when you buy a car like this you can’t be stupid
encugh to belicve that the oil crizis will go en forever, but this

. thing has a great big tank, it's got guts, it has a huge tank in it.
. You may guzzle more gas, but you don’t have to go as often. And
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you know for a few bucks, we can put a reserve tank in the trunk,
too, if you want us to, and when vou've had this car for a cerfain
number of years you can irade it in and get even a betfer car,
because it drops dewn in value a little bit but it comes back up,
its’ done it fur centuries. Unless vou like spending $12,000 on a
car and then three vears later having it be worth a dollar. Of
course, there is that other thing too, which is, you know, when
vou drive up and your clients see you are successiul and in a
brand new car, they knew your business is going better than theirs
and perhaps vou'll get more contracts. Of course you're not inter-
~ested in such things as that. The question is, how good do you
want o feel?”

Now thete ave a few other tricks I know that helped us along
which T am going to teach you. But while they were doing this,
sitddenly stopped and [ went, “Excuze me, I forgot to ask you.
Some of these people have cars. Do you take trade-ins?” The guy
said, “Of course we take trade-ins. He said, “"We've got so many
trade-ins because you know what people trade in on a Mercedes?
An old Cadillae, an old Lincoln Cortinental!” He said, “Behind
ihat building over there is over a hundved Lincelns and Cadillacs,
ranging from fifteen to twenty vears.” And [ said, “Can we sell
them?" And the guy zaid, “No, you can’t sell them, Nobody will
buy them.” And I said, “But are we allowed to sell them?” And
lte said, "Yeah.” And I said, “How much do they cost?” and (e guy
gave me a list and I looked at it and T went, “Wow!" and he locked
at me and he said, “This is the middle of the oil crisis, you can't

sell a Cadillac.” And 1 said, “Excuse me” amd 1 weol righi out the

front dodr, across the street to the Tovota lot and stood on the side
walk. You can’t walk on the pavement but 1 can stand on the side-
walk. And the salesman walks up and he’s got this guy with him
and he starls showing him this car, and so T said to the guy whao
he was selling the car to, 1 said, “Excuse me mister. You don't
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" have  family, do you?” and he said, “Well, yeah Tda.” And 1 said,

sweil then you don’t fike themn, very much,” And he gaid, *Well

' I.love my family.” ‘And T said, “Deo you know what it takes to
- crush-one of these cars? Imagine, you're gonna save a little gas and
M son is in the back with his head smashed and his arms bro-
“ken?. T said, “You are going to feel like a heel, man.” And he goes
-well, “What can I do?” and I said, “Well you know what I'd do?
- shat I'd dn is realize that for a fourth of the price of this car, vou
: ean buy a used Lincoln, have $9000 leit over 1o buy gas and parts
and it will have leather seats and power windows and if you get
- kit by one of these you can scrape it off with a brillo pad.”

" r+ I sold 120 cars in less than a month. I broke a record but it
-was used cars. 1t dido’t amount to that much. Except I could
“-double the price and still sell them. Thar's neat you know, the

commission lefl on the Mercedes at that point of time was nothing

. compared 1o what 1 can make ofi of an ald Cadillac. I sold every-
_ body 1 kiiew one. 1 bought one. I bought one and drove it for
- years. It was great, | paid $2000 for a Linceln Coantinental and |
_-drove it for ten vears. And [ was hit four times. And cach time,
all it took was a brillo pad, because that hig Lincoln bumper out

there, you know, and that Tﬂ]mtﬁ . .. actually one Lme 1 wasn't

" even in the car, 1 was parked and this guy came around the corner
"-and BAP!!! hit the trunk, His car flipped on top of mine, Alright,
- when [ came out they were just taking him away in the ambnlance
-and I reached over and went (Flip) like this and the car spun and
. fell on the ground and the policeman said, *What the hell do you
. think you are doing?” and I said, “Well 1 was just getting the dust

off- my car 50 T could go home.” That's a good selling peint for a

. 'éar when you tan wipe other cars off of it.
<+ Now, to me the major thing was, that my view point was that:

what I was looking at, other people werent looking at, at that
moment in time. Now, they were trying to save a lew bucks so the
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questien is, for how long? Because when you change the length
of time vou think abont things, you start to add other dimensions.
When people negotiate . . . As a matter of [act, | was used as
an arbitrater several times. And most of the lime I iound thai the
problem wasn't that either side couldn’t give up or couldn’t give
this. Tt's thar neither side was asking for enough. Because when
vou expand what both sides asking for, it gives vou a wider range
to negotiale, as long as they understand whal the end result is.
The National Asseciation of Respiratory Therapists hired me
Decause at ane poinl in time there was a great schism in their com-
munily and I mean they were just going all out. These were the
people that have breathing drug machines. Tt started oul, doctors
had some people and these machines take a long time to Tun su
they taught these people to run them and pretty soon it became a
whole field and they had junior college courses that wenl on for
two vears and you got a license, But, then there was another one
that went on for one year that got a license and then there were
all these people that learned from the doctors that didn't have a
license, and they had a national organization and they were rip-
ping it apart trying 1o decide what were they going to do. Shounld
it be a two vear program, should it be a four year program, should
we cut off all the people that learmed to do from practical skill,
should we gJ“andfaiher them? Oh my God, let’s hate each other,
and they attacked one another. Now, I went in the night before
and T had them each write up a proposal for what it was that they
wanted. And I changed cne word. One word in both proposals
and kind of shufflled them together because they pretty mutch said
the same thing, The word is desirable, And I read it out lowd and
said, “ Is there anybody here, that disagrees with this?* And
nobody raised their hand. So beiore we even started, see usually
it takes time to negoriate something, this took thirty-two minuies
to read the 1hing and say “Hello” and ask the question and 1 said,

IHBEE[N w]"l“ —_—  _TTTTTTT T T T T T Tt ! 'I'?

‘+gg there is no conflict.” They all locked at each other, here these
:people have been fighting for five years, they agreed with one
.a_-]]ﬂlhél'.

% i It sounds like marriage doesn’t it. I always loved that, when 1
]Eﬁr that, his wife turns around and says to her husband, “You're
‘omly Irying to do thal 10 make me ieel good.” You've all heard it
;-fu':j, haver’t vou? [t's just that thing that when you get into a cer-
’ 15111 state, you don’t have the flexthility to do the things that you
_,:.‘.li;i.l'-':ll.'lt, So number cne is having a road map, number two then
‘becomes having a set of beliels that may or may not be true. Bui,
/if vou believe, vou can sell to anyone. If you believe that challenge
I'-'ié'[-un, and if you believe all vou have to do is vary yvour bebaviar
i order (o get the respenses you want from other people you have
Jtkie foundation, you have the same joundation as people who are
“tlosing at a 97% close ratio, All you have to do i learn to bhe a

“Title bit outlandish.

Now the next thing is, i3 thal all of these people had intrinsic
“sets of skills and knew when 1o use them.
* What we have here is for you to use these things to engineer
your influence and build your business in ways that would
increase your earnings, your sales and your personal success and
':_-WE". being. We want vou 10 triple your income in less than half

-the time and double that again, When you stop and consider that
-there was a time when there once was no money, and look around

Yon now and see how much there is, that ought to be one reason

- to understand that you don’t have to work as hard as you've been
- working to get better resulis.

" More than anything else, this is an attitude. 1t’s a way of life.

“The most successful people are those people who truly “believe”

-in what they.do. Not that they just say they do. They have a

~passien for what they do. They wouldn't trade their careers or

“Professions for anything eise. They turn down get rich dquick
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schermes, They tocus on their own goals and they have the com-
petence as well as the confidence 1o achieve what they want.
Their attitude keeps them healthy, hungry and moving in the
direction that has them achieve their own desires effortlessly.
They believe in what they are doing. They are congruent in what
they say and how they behave in support of what they say.

You have to be congruent.

' CHAPTER TWO:
THE SELLING PROCESS

. When you look ar the selling process, we like to start from the
b md Many 3ales training programs start with the heginning of
'me.prucess, After all, when you know where you're going, it'’s
fiyuch easier to get there. Then yon run the process backwards for
25 yourself so yvou know what steps you take to get there. And the
: steps .are general enough to give yon the flexibility to make the

thanges yow'll need to make for each situation.

<4 Take this for example. No matiter what vou thought you sold,
Aair sell feelings. Period. Those (eelings are trance-laied by your
sustomers. And each one of them will do it differently. This you
take to the bank. S0 you first want to find out what the feel-
g is they wanl and huw they interpret this with their language,
Bioth: verbal and nonverhal. Then, you talke them there.

- "There is this one case that we stumbled upon acridentally.
There was this couple who was buying a new home. He was
heing transferred by his company and she had to relocate with
im. This is a very common gituation. We arg also seeing the
Qpposite,

- Now the saleswroman was ahout to show the couple the home.
They already met and went over the particulars. But she alse
Enew of the wife’s reluctance to move anywhere. Now this is
witat [ call "lncky.” As they approached the home, they walked
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up the front walkway. She opened the first daor and the wiie says,
“Wail!" This is where the salesperson nsnally sawvs to themselves,
“0Oh, No. Now what?” But the wife says, “Open that door again.”
The saleswoman did the smartest thing she could have done at
that moment. She closed the door and opened it! magine that!
She didn’t ask wiy; she didin ask what for. She closed the donv
and npened it again. The wife looks at her husband and says, “It
squeaks just like our door at home.” The saleswoman started mak-
ing excuses when the client said, “T already feel at home here.
Lat’s buy this ene.” This is the greatest, and almost shortest sale
of this magnitnde that [ know of. This is a great example of how
sitnple the sale is sometimes, The salegwoman probably would
not have elicited this fnformation from the customer, Tt the mfar-
mation also was probably there somewhere during the inlerview.
We don't really know, But the fact is, that the sound of the iront
door opaning made fier feel at tome. Any professional salesper-
son on the planet has to go “Wow!™ [ call this “wvery fucky!™ OL
courvae, I consider luck to be the combination of fine skills and the
ability tn Tecognize opportunity when it’s knocking and do some-
thing wilh it

Now the sclling process includes some of your own content.
That's the specific context related material ol vour business, Ti you
sell cars, be able to provide congruent information about the car,
It does help to know the horsepower, etc, _

Now the process begins with rapport. This subject is still over
taught. The essence of rapport & that it is a state of mind tha
begins with kinesthetics. Sure, you can body match, match
breathing and all that. You don’t have to spend three days body
matching o get rapport, You pace then lead. Pace, pace pace,
pace, pace, pace pace just isn't going to do it. Remember the
objective is to be able to influence the situation. Keep that ip
mind. When people teach pacing for three, even four days, it says
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souething about the ability of the person to nolice what's going
on around them, I mean, what does it fake {o look at the customer
and match their posture? [t requires a simple, yet, somewhat
seemingly elesive skill. WW's basic. s simple. 1U's: open your
eyes and your ears and all vour senses and notice what's gring on
arcund you, Your q:ustmﬁer, or yveur client, hag all the infermation
you need to help them. They will give it to you. You don’t have
to go inside your head 1o figure ont what's going on. If you do,
you just made the second fatal mistake uf any professional com-
municaior. Not only will they tell yvou and show you what's going
on inside their head, they1] even give vou the solution opportuni-
ties they need. I yvou know where you're going, and you know
what’s there, you'll know what's missing. If vou go inside vour
own head, vou'll miss something cutside. And believe me, there's
a lul 1o miss §f vou're not there at the party.

So the procvess of rapport is importani bur we're not going to
spend a lot ol Lime on it. Any matching you do needs to be tested
ASAP and regularly. Like dtiving vour car. You drive down the
highway, You make sure it's between the lines. Then what, you
g0 o sleep? 1don't think s0. You make sure you keep it between
the lines. And you adjust. Constantly, The most important thing
to remember is that {f rapport gets broken you veestablish it ~
guickly - whatever it takes. The best wav to keep rapport going
is that vou must demonstrate undersianding. Let me repeat that -
DEMONSTRATE UNDERSTANDING.  That means behaviorally.
Saving. “I understand” isn’t enough and it can even sometimes
work against you because it could be insulling to the customer.
Demonstrafe understanding behavioraify,

I like to tell people that because salespeople already have a lot
to overcome, and much of it is undeserved in many places. It's
like consuliants. Many people think and say that cunsualtants ace
the pecple who come into your company and tell yon what you
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already know and charge you for it. Well, that's not necessarily
true, althrugh we have seen it in many cases,

[ had a guy call me one day fo ask me (o pitlch him {or a sem-
inar we were conducting the iollowing day. He didn’t outright ask
that way. He called and asked, “Is this the place that's conducting
the seminar tomorrow?™ [, of course said, “Yes.” He then said,
“Well, why should I come to yowr seminar?” T had a number of
choices al this point in time and decided to conduct another of my
experiments. 1 said, “¥ou shouldn’t.” ! wanted to again test the
generalization that most people don’t do their shoulds but they do
their shouldn’ts. He responded, “Then why not?” Then I told him
that he would show up, join the seminar, leavn lots of great things,
use them, watch his life turn in the right direction and be more
successful than he’s ever been. He goes, “Fine! Then I'll see you
tomorrow.” And he did.

Sales people don't have the right to sell something just because
thev'te there. You earn the right o influence someone. You can
earn il guickly and preciscly. Just like the therapy business, your
customers pay you to help them get what they want so they can
feel good. They don't pay for you to feel good. You get to do that
anyway.

" So, you earn the right w influence. Then you move on in the
process and-Keep il going.

The most successful salespeople that we kitow store their sell-
ing experiences, both successful and otherwise, in such a way that
what you do is set up resource files in vour mind because all
experience is useful in snpme given context. What works today

may not-work tomorrow and what didnt work today may work -

tomorrow.  You never know what may work. Remember, your

customer will abways communicate what's going on and what the
splution upportunities are. You may be surprised ai what works
and whexgn.

s

Tur SELLING PROCESS . a3

Another of the important things you can learn about ihe sell-
ing process isn't only to make the right choice at the choice point,
hul when, 1o make it, espectally since time and gpace are relative,

When yvou do the exercises, that we provide, te build more
behavioral flexibility into your communicating process, you hegin
to reinforce your understanding of language processing and using
it more fully, We find that most people who need more aptions in
their lives also need more flexibility in their language and voice
gualities as well. You can call it what you want, if you can't say
It well, you can’t de it well. Build on top of that the auditory
fqualities of a champion and Zing! yow've goi your winping
combinration!
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it CHAPTER THREE:
TuEe Basic STUFF

We're going ta touch on what some of e basics are [or those
of you whe are novices to NLP. Tor those of you who consider
yourselves to be veterans in the field, you may, of course skip this
section, but then you'll never know what vou missed because the
ways 've learned whal I've learned is 1o cortinue e be unrea-
sonably curious about what others are doing in business, in sales,
in marketing, especially the most successtul peonle oul there.

So here are skills for example, in NLP they teach you about
pacing. And thiigs like, you know, you can breathe at the same
rale as someone, you can speak at the same rate they speak. I
you have somebody who thinks primarily in visual images, you
can describe things to them in visual images. But you see there
is & time and a plave 1o use that. And there are times and placey
not to; and knowing which are which is based en vour ability to
see and lhear things on the owside. .

What makes the diiference in the rapport process is under-
standing the directions people move in. Since a decision is a
nominalization, it is redatively stationary. Turning this event into
a process, we need to consider whether or not it will move
towards being executed, or will it be “put aside.” That's most of
the problem with decision making, Many decisions are made aud
arg lackluster to being executed. Listening to the sentence struc-
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ture of the whole representation of the process will help you
understand whether or not the decision will be executed.
Remember, one of the more important things in the choice point
is wwhen.

How and when people move in directions and in which direc-
tion is very useful information. Now let’s back op a little. One of
the reasons why we peint this direction thing out is because of the
way people will respond to different stimuli. The towards and
away-from sorting patiern is one to learn about and so is how to
use it in a three dimensional model. Now, run through this the
element that the brain likes what's the same, and learns by notie-
ing whal's different, it's what T like to call the “push-pull” ele-
ment.

We teach you, for example, that speaking to a thythm will tend
to build a rhythm ior the listener. As choice points for the com-
municators, when you interrupt the rhythm momentarily you
open the aopportunity w embed ancther structure, then slide back
into the rhythm again, This patticular demoastration of rapport
through sameness is the one we want you to understand here.
Sure, body matching is a neat visual demenstration, bat it’s not
necessarily the most useful. Because lhere are so many people
who have learned aboul (his by now it sert of turns inte the old
“wheo's matching whe game.” We don't recomment this for suc-
Lis 4.

I remember once where [ et with these three managers from -

the same company. We were going in to sell them our services.
They all had done their research on NLP (er what they thought
was NLP) and “had all the answers™ abour what the consullant
should be able to do. One of them even 1tipped his hat when he
told me that they had interviewed another consultant whe “did”
NLP and didn't walk his talk. He didin’t even bolher to demon-
strate to them that he undersiood what they wanted, They told
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this guy what they wanted and he told them that it wasn’t. ‘That
he had even better stuif than that.

'So I meet with these three guys, When we first met; I looked
at the first one, a voung guy with very expensive clothes, Ialian
silkk suit and tie and really expensive boots. I walked up io him,
introduced myself and said, “Wow, Bill. Creat suit. Talian silk,
isn't it?” He smiled, looked at his suit and said, “Yeah, thanks!”
e was easy, but T wanted to get one in the hank early. I met the
others and we went into their meeting room. 1 noticed that onc of
them, the prime decision maker, by the way, appeared to me to be
going out of his way to mismatch my body posture. He was real-
ly creative, too. So i asked him a question about the training he
wanted and he spoke for ahout a minute, or so. T then locked at
the others and spoke to them. 1 used his voice tone, tempo,
rhythm, fnflections, ete. while speaking to them. I didn't even
bother to look at him. Afrer a few minuies I did the ohligatory rap-
port check, [ touched my cheek, and [ saw him (ouch his out in
my peripheral vision. I paused, turned my head and smiled. He
laughed and said, “Wow, how did you do that?- T told him we
teach it in the sales program. He laughed and asked again.
terestingly encugh, he appreciated the idea thal I could be as
tenaclois as he could, he gave us the contract. Interesting nalch,
Id say. You sce, the communication processes that do occur can
be redirected easily,. We tend to learn through difference, even
though we 1end to like what's the same. Gef thefr qiterition [irst.
Without it, they're wasting your time.

When veu talk o somehody, where yoi stand, bow vou move,
the 1one you use, every nuance of communication becomes vilal,
because it influences a particalar process. And it’s the process by
which people make the decision whether ot not to buy semeihing.
Or whether or not 10 change a belief abowut something. Because
some people sell ideas, like thase people that come to your house
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on Sunday morning, or worse on Saturday moming. The ones
that come by with the comic books, they scare me, people like
that, because they come by and they go, “Have yon accepted Jesus
as your personal savior?” And I go, “Ne, not today.” They go,
“Why not!” and I go, “Because I'm Jewish. And we are still wait-
ing. We are sure there is 3 Messiah coming, we just don’t think it
was him. Buot it's okay if you want to think it’s him, as long as
you don’t think it’s him on my doorsiep at six in the morning.”
Then 1 found one of the ways of convincing them to leave is to
take your clothes ofi,

After all, think about it, some people get confused because
when they build convictions or beliefs they buiid them so that if
any other ideas are arcund it they can’t detect it. They simply
delete it.  Now this is what happens when people come in,
becauze | have people that come in and they said to me, “Well you
know, I want to buy a station wagon.” At that time Mercedes
didn’t make a station wagon. And ! look at him, and I go, "No you
don’t.” And they go, “Yeah, yeah I have to have a station wagon.”
And I go, “No you don't.” Naw, that’s not pacing is itz See these
NLF people get really stuck pu it. It goes pace, pace lead lead lead.
It’s not pace pace pace pace pace pace pace pace get frustrated, 1o
self criticism. .

‘The representational systems are the first choice of successfyl
commumicators.  Aclually paying attention to anything in the
process i3 a good start One of the easiest ways to begin influence
is {0 pay attention to the representational syslems of the customer,
They can change with cuntext so, once you have their attention,
pay attention to what they are doing while they 're saying what.

I have some friends who own a stereo business and while 1
wis in there one day they asked me if { conld give them some sell-
ing ideas. They were working on my car and so I said, “Sure.”
They had a guy who really knows his stuff technically but it
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seemed that he couldn’t get ennugh sales. He was a really nige
guy . . . but . . . they weren’t paying him to be a nice guy, they
were paving o god results.

Well, I went intp the selling area and he really did know his
gtereos and sound systems. He could faitle off specifications and
all kinds of things ior the customers and they weren't listening 1o
him. ‘I'hey would come in and say, “I want to feok at some stere-
os.” This guy would respond by saving something like “Well, this
one here has really good sound, blah blah blah hear it blah blah
blal, etc.” Pretty simple. The customers wounld even say things
like "This iooks like it sounds really pood.™ I don’t'lknow about
you but this seems like an opening opportunity to me. A lot of
these people were basing their primary decision criterfa on fiow it
looks! They want biinking iights, brushed chrome on black pan-
els and lots of neat-looking dials. Imagine that stereo companies
even built “graphic equalizers” sa people could see wihat it sounds
fike! Take these cues as they are presented. I even have some
friends who have said to me, “Hey, have vou seen my new stereo?
Let me show it to you.™ This guy has seen the benefits is now sell-
ing stereas like there's no tomorrow.

Track the sequence of the rep systems frem the begummg We
recejve information in all the senses: we see, hear, feel, smell, and
taste. We process the information, we store il, we refrieve it, we
reprocess it we see il, hear i, {eel I, smell it, taste it, or some
combination of these; then rerepresent it and Lhen communicate
il. Do you see what F'm saying? CGetting a handle on i1? Grasping
it? Can vou feel what I'me saying? Because that is the way that
people will communicate. And, of course, there are unspecified
words like manage, decide, know, etc.

So, what happens is, many people get caught up in their own
learned patterns. They mav go, “See this, see that”, visual. visu-
al, visual. The other person person i saying, “Talk to me. Talk to
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me, Tell me more.” And then we wanl o show them
things? They don’t want to he shown things, They wam
to hear about them, It's a mismalch in comununication.
Now, because you have choices in your cormmuenication
you can communicate the same idea in all rep systems. 1t's
very possible to do that, Does this lock interesting? Does
it sound like something you would like to pursue further?
Perhaps get a little bit more of a handie on it? Can vou see
how subtleties like this can have you enjov the sweet smell
of success? Apain, these are very basic skills.

Fay attenition 1o how the other person communicales
because that's how they communicate. People wili ask us
how do they know what rep system the other person is
using. Our veply: "Open vour eves and ears and all your
senses and pay atlention to what's going on.™

Just paving attention will get you a lot of information.
Muost people really know what Lhey want when they wani
it. They may not know how to get it in the best way, The
sefling process is only ane of two things: either they pret-
ty much know what they wanl, ur they don’t. When thoy
de know, you give it 10 them. When they don't, vou teach
them how Lo buy it

You'll remember about eye accessing cues, This was a
realiy great discovery since it went unnotived for years.
well, it's still good information about where someone’s
eves nove when they're accessing information and vali-
dating the cougruence of their communicalion but it's not
nearly as valuable as noticing where they move their eyes
to after they have the informartian.,

For example, think about something that you belivve
without a doubt. Like, do believe that's it's important to
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breath? Now where did yvour eyes move 1o in order to retrieve the
information? And now where is the information? In front of you
and down right or higher, for example? Ask this question of oth-
ers and notice what you get as a response. Nofice If they lirst
remember the information [eye access up and left, ior example],
then where do they place the pictre?  This is very valuable infor-
mation, f conrse, it dees require that you see it first, When you
sge it, yon can use il.

Resourcefulness is a valuable choice for life. So, to begin with,
there’re some things you need to do with yourself first. I mean, ii
vou wake up in the morning and go, “0l, no, not ancther day at
work (grrr)”, that's not going to work rcal well. Get started right.

Becavse the other foundation that we are gping to have 1o
build 1 this area is that noting of whal we will teach vou will
work if you don’t internally make of vourself spomething which is
more powerful, And | mean more poweriul than yvou were the day
befare. You need to start each day by making yourself more pow-
erful, more motivated. T wake up in the morning and I open the
drapes and look at all the buildings full of money cut there. And
I say to mysell, “Ahhb, T want it.” T lock ai the telephone . . . you
know some people who did telemarketing have phobias about
cold calling. Not a good combe.  And I ask them, “How many
calls de vou make a day?™ And they all 'go, “Well, I don’t know,
six.” And [ go, “Six? You know, | make six before T get ont of
bed.” And I don't even have anything to cold call about. 1just do
that to practice. I call up and go, “Do you like diamonds?” And
they go, “Who is this?” And 1 go. “It's not important. Just want-
ed o know if you like big diamonds.” And they go, “Are you one
of my relatives?” And I go, “No, [ just wanted to know il you like
hig diamonds.” And they go. “Yeah” and I go. “1s vour hushand
around?” And they go, “Yeah.” And I go, “How would you like to
be able to get him to want to buy you a big a diamond?” And they
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go, “Well, T don’t think I can get him 10 do that.” And [ said, I
don’t think you could either . . . without my help, of course. But
you do deserve it, don’t you?”

Wouldn't it be something that would be there for the rost of
vour life? Wouldn't it be nice to have spmething that you could
look at everyday that made your soul reverberate with pleasure!
You see, your ability to change your tonality and yvour belief sys-
tem and to have fun , . . what a great profession.

Now, let me ask you t¢ do the tollowing thing because the
answer to what we want 1¢ learn is, of all places, inside vour head,
Because we, as sales people, are the mosi powerful consumers of
all. We can’t help curselves. We vrder out of catalogs, from tele-
vision. We love sales hecause we love buving. Own up to it. We
are the best ones of all. As soon as we get a buck in our pockel,
we are out there looking at whatever trinket we can find. We are
like pro’s. H it shines, we'll look at it. And then we'll consider,
“Mavbe we can sell that, ton.” That's why some of us float irom
selling one thing w another to anoiher, we just like the activity.
When you do it well, isn'l il a8 good as sex? Well, almost.

Hey when I was single, I met a lot of people selling Mercedes
and old Cadillacs. Sometimes now, [ just walk in tie store and sell
things even if I don't work there. Just for the hell of it. [ wonder,
1 ask myself, “Can I sell that stuff?” And 1 look at that exercize
equipment and T think, “Gil, it amazes me, people actmally huy
this stuif. !gotto go in, and see how do you sell this stuli?” And
the next thing 1 know I have exercise equipment all through my
house, T.am very convincing.

Now, Let me ask you to do the following, | want vou toe think
of an example of each of these things. First one and then the
clher. First, 1 want you to think of something where you walked
in, you lpcked at it, ynu absolutely had to have ir, yon bought it
and you're delighted with it? Okay. Then, aiter you think about
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that, then I want you to stwop . . . and I want yon te think about
something where you went in and you konew you wanted it, and
you knew it was the perfect thing and you didn't buy it.

Okay, now when vou do this, | want you to look at one in your
mind . . . now look at the other. ['m poing to ask you the ques-
tion: Are Lhe pictures in the same place in your mind? Physically
located? T am going Lo ask you are they the same size? Are they
both color or Black and white or is there a difference: is one a
mavie and one a siide or are they both slides or both movies? Is
the sound the same? 1s the size of the images the same? Qr as yon
go back and forth in your mind is there a lot of dilferences
between these two things?

DEMONSTRATION

Okay, Peter, I see your nedding. Is there a difference? They
are both in the same place? Iust start at the bepinning bere, Peter,
we’ll inch our way along. QKay, now, if you gays could watch,
come up here, Peter, yvou've gat ta come up here, they've got to see
this, this is too good. Now, the stuff that we told you about access-
ing cues, some of you know about and some of you haven't. Let
me just run you throngh this. When prople make pictures in their
mind, when people make images, they have a tendency, first to
have to get the image, they have to move their eyes to get the
image and then they look at where it is. S0 yon know, when, for
example Peter, what was the first one, what did you buy? "A tape
recorder.” A tape recorder. Okay, I got it. And the (hing that you
didn't buy, what was that? “A car” It was a car. Now, can yom
guys see these inmages are not in the same place? The image of the
tape recorder is on the right and image of the car is on the left.

Now let me tell you something. This is a big thing that sales
people da, which manages to decrease their income profoundly
{for those of you who want to get poor.) They have a tendency to
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walk around in these images. They get in peoples’ faces, and lalk
to them and they can't see a thing. Cause remember, we Know
there are some differcnces, we know that nunber one, we don's
want images nver here (gesturing over {o the left) do we? We want
them over there {gesluring to the right) don't we?! Cause that's
where he buys them. W also know, as he said, that there is a cet-
tain intensity of color, Which one is closer, by the way? Big sur-
[nise! {as lie poinls o Lhe ene be bought), Now did he just show
us how much claser? Thank you Peter. Now, when you think
about this car and you didn’t buy it, that's because it wasn’t the
“right” thing, vou know. That's right.

Now let’s take this image of the car, jusl for the sake of things.
What T want you to do is bring it around over here (10 where the
tape recorder image is) and move it up and change the intensity of
the color. {Richard anchors the response) That was subtle. 1 like
the way . . . "damn he anchored him on the shoulder, see that
hand np there?” We do recommend that vou do notice these
things. But we rccommend vou're slightly wnore subile than Lhat.
Do vou see what T am saying?

So anvway, [ have (his old Cadillac, Peter, and 1 just want you
io lake a looic at it. F's just a 1974 Cadillac bul, see what T mean
virm. There's no car and he's ready to buy it. Look at his face:
he’s thrilled. And the only thing is that it has a jet engine on il
Well, Richard likes to go very, very, very fast. That way, when [
_am chased by the police { can oul run them. Then wings pop out
the side, and vou take off. So, they watch vou sail away and Lhey
go, whal was that? Right, and then you have a lond speaker out
of the back: “UF0.” That’s whal 1 am going to sell nexl vear is
OFO’s. Hum, want to go for a ride on a UFO? Peter, don't vou
think it would be nseful, don’t you? Wow. Wow, that would be
~great! All you have to do is invest a little right now. Yeah yeah.
Thank you Peter, you can sit down. (FErd of demonstration).
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Now. The other piece in this. (ne piece has to do with know-
ing how people make decisions in their mind and heing able to
make it work within those things. The last piece we are going 1o
work with here, is that all of you need to learn to inviease your
own enthusiasm. One of the things about selling and negotiating,
in fact, onc of the things about lifc is that, if you don’t make things
more exciting, they gel duller. ‘This is true about people, IU's {mae
abant things, it’s trme about everything. Vou need to be able to
create an internal state which makes the activity itself wondertul.
You need, for example, to be able to move through the warld with
no fear. Only excitement!! You need to leok at the actvity the
way you wauld a great meal. See [ know people who look at the
people whe come in and they go in and they go, “Oh, shit.” And
they come up and they go, “Caw'] help you?” (muffled] People go,
“Cel away from me!” You need to be able to walk up to that per-
som and say, “Excusc me, gir, but you are in the wrong aisle.” And
they say, “How do vou know thaut” "Becausc these are nol worthy
of you. 'This stull is junk. You look like somebody whoe wants to
have quality. in their life.” Who's gonna say, “Not me, | wanl
garbage in my life"? Tl tell you abeut this rhetorical guestion
thing, becanse one of the things that you want to do, is always
remember the entire communication, you want ta kecp people in
the state of answering, yes. Constanily. You want them to feel
yes, in every fiber of their soul. The other thing thai vou want lo
do is to make sure that the activity is enjoyable, becausc you have
to create a great internal state in yourself so that yon can create
one in them, Because you need to create a state thal's dynamic,
that feels betler than anything else. Decause it's not that people
couldn’t buy products throngh the mail, that you could just send
everybody catalogs and they conld just look it up. You know, they
are trving Lhis over the telephone, now evervbody has their
modem, and is going 10 go shopping. You know what? They have
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to still put sales people at the other end. Even if they are simn-
lated ones.

without salespeople you cannol induge the respanse that it
lakes to attach to a preduct to make it poweriul encugh that you
can get people to tespond. Because the important thing that vou
sell with every product or every service is that every time they
look at it or think abeut it they should feel good. No matter what.
This is what vou do for a living. You make sure that decisions are
permailent, that decisions make them feel good and the other
thing that I require is that they bring twenty clients within the
next six months, Orfeel bad. Actually, I make it so that (they want
to come back so much, that they are alwavs dragging people over,
I make is so that they have an intense feeling inside of them, that
makes them wanl to de that, Cause [ think it's part of whal vou
get, it’s parl of vour commmission, is that you spend a lot less time
prospecting. . '

Now, there are difierent kinds of engineedng. $ome of you are
probably managers, in which case yon don’t have to get them to
bring vou new people. They are there already. But there are parts
of this process that are going to apply to all of vou. And 1 want to
start hy laving you de something which {5 the most important
thing of all, which is begin to lum your own internal state on as
an asset so that when you get up in the meming and when vou
getin your car and you drive, and when you walk in there, (I don't
care what state you want to be in on the way there), whan you
walk in the dom, you should light up like a bulk, Noew, ii you are
smart, when the sun comes through your evelids . . . That's the
way 1 like to do it because | like 1o launch into my day. The idea
of waking up and geing “I don't want 10 get up.,” just doesn’l
strike me as a good idea.

It seems like a waste of time Lo have to wait until you have to
urinate 1o get up. It seems 1o be the primary motivator on the
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planet right now. People wake up and go, "I don’t want tn get up,
if you don’t gel up, you'll be late (Binmmi).” Painting pictures of
being late, feeling depressed and stuff, They go through this non-
sense and suddenly they have to pee so they get up. This doesn’t
sttike me as the best internal strategy. And probably the reason
things aren’t as dvnamic as they could be is becanse your ¢gwn
internal states aren’t as dynamic. So we are going to siart out with
a little exercise. Txercise number one will give you ot only some
more of the internal states that 1 think are really congruent with
having more flexibility, but it is alse going to give you something
else. 1 want you 1o learn to watch the changes in peoples’ faces,
as you induce themnn.

Now, those of you whe have had NLP training before . . . for-
get it.

We don't do it thal way. This way 1 don't wani anybody
squinting to see responses. See, they do this NLF, I heard, and
people do this stuff: “Remember a time when you were real excit-
ed” They look and they look for minimal changes in lips and
stuff. Bullshir, okay? We are locking for ones where the whole
person just lights up like a neon light! Tf you don't see that, than
yom have to citange vour behigvior, The trick is vou need Lo learn
to be congruent. That's when wonds and behavior match al the
same moment in iime. When you ask somebody to think of a
time, you need to exude it. You can't gn, “Well think of a time you
were real thrilled™ And do it with a whiny voice tone. And | Know
when you do this exercise I'm going to hear it. And when you leel
the hand hit you on the side of the head you will know why, ve
discoviered il T hit them just hard enough the ideas will go in.

Now we arc going to slarl with kinesthetic anchoring. But we
are going to move onto other kinds, because vou can anchor in dii-
ferent ways, sametimes you touch peeple sometimes you don’t.
You sce, the funny thing is I noticed that therapists and people in
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the field of psychelngy only tonch someone else only when they
first meel and when they are leaving. But when you walk into
olfices, stores, or hardware stores there is always a guy who has
his hands on semebody from hehind showing him something. So
don’t tell me vou doar’l touch people. Cause 1 know vou do. it's
just that you de it without knowing abowt it. The trick is to do it
at the right lime. And what we want to concentrate on here is to
begin to build some poweriul slates, so T want to show you a dif-
ferent kind ol anchoring. Alright now, what we are going to do is
we are going to make anchers, but the anchor we are going to
make is one which iz called a sliding anchar, what we are going
10 do is keep inducing more and more states in anchoring some-
thing by distance. In other words, we are going to make a little
mark and then we are geiig to starl at the heginning and go a lii-
tle further and then go a little bit further.  You can do this with
your hand in the air or you can do this on people's skin. But you
must be very precise at the moment you do it or yon can get all
kinds of things that yon wouldn’t know vou gel.  1've had people
say 10 me, “Well, T am just sure I don’t want to buy a Mercedes.”
And T say, “Are yon sure enough to be unsure?”  And they say,
“Yeah.” And 1say, “Well then ler’s talk about it.” Cume with me.
Okay, thank you very much.

Now, I'l] tell you what | want you to do, T want vou to find
somebody out there that you don't know, it will be easier for you,
cause the people that you already know, you've already got a ot
of anchors with, 1 also want 1o make sure that vou all have the
ability 0 walk up o strangers. B any of you find difficulty in
doing that it's bercause you're inside vour head saying stupid
things, like {mumble and yah pubr, well I jajajjaja) Just shut up!

1 don't want anybody lalking to themselves behind the other's
head unless they are saying things like “000000000,” and if
you start to say that other stuff, go “Shut up!” and say
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“0000G00000" and say it louder and then go “Ahhhhhhhhh®
Otherwizse somebody will be there first, And vou know what, if
you arc always the sccond person to get the chance Lo sell some-
thing {0 semebody, and they always buy it Irem the first one then
vou won't sell anvthing. In fact, you won't have anything except
regret. And then you will have to go to therapy for the rest ol vour
life, It's really not worth it so when it’s time just get up and walk
over 1o someone. 1t will propel vou forwards. Now when vou get
there, what I want you to do is to build a powerful internal state.

Now there is a little chart in the back of this book about
anchoring that does it intellectually, but | want vou io see what it
looks like with someone. :

5it down with someone and ask them to just close Lheir eyes
for a minute, Now say to them “1 want vou 10 remember a time
where you were excited” . . . or “a time where vou were
depressed” . . .
where vou {elf inwincible” . . . or whatever it is. And let them
remember it And T want you to see il you can nolice any changes

or “a timc where you felt angry” .. . or “a lime

on their face. Now when those things exude to the point where
they are maximally expressed. at that point in time, | am going to
make a little anchior. Touch thewn, or make o sound, a gesture, or
wiord, '

MNow you have them think about something else, ¥ [ want you
to think about what you had for dinner last night.™ Notice the dif-
ference. You see, how does it feel that psychology missed this,
that's what I want to know, a rock and roll musician finds this
stufi. That's what T was doing al the time, T was playing the blues,
you know. And T would ask andiences I'd go, “Are you guys feel-
ing good?” And they would go, “Yeah!"”

Now, go back and fire oif the anchor {or the person. MNotice the
response come back., Now this is my basic sales program: Indure
good feeling: attach it te product. Or wery importantly, you can
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also induce it and attach it to yourself, because you are a part of
this, especially ii it iz a service, because vou, ke rme want the best
for yourself. Yom, like me want the best for yourself. Now this is
a langnage pattern and we are going to get into those. They're
fun.

You nead o have a state which has got motivation. you've got
10 think of a time where you moved without hesitation. S0 what
I want you to do is ta ask that person to find a time like that, some-
thing like when they looked down there was a hundred dotlar hill
on the ground, right? Do you go, “Um don’t touch that, you don’t
know where it's been”. Not likelv! (Vitttt) Down you go and vou
pick it up. '

There arg many other experiences where vou move without
hesitation. Now, you alse want to find one where you felt some-
what flirtaticus because you always need o be able to when you
are doing sales or negotiating to be able to chide people fTom their
positions, You don’t want to flirt with them and kiss them and
that kind of stuff. But cne where yvou can just tease just enough
and not too much so that you can maneuver people around., Go
back to around when vou were a teenager, you’'ll find a lot of this
stuff. Find a time when you were able to induce thal siate that
makes people [eel a littde giddy, Nuw, you want to find and lor
some of you, I know this is going to be the tough one, a time
where you really had a good sense of humor, Okay, we're not talk-
ing lamp shades on ihe head here. We're lalking about when
somebody said something and something funny just pops inte
vour head because it is the part that allows vou 1o see the warld
differently, It adds flexibility. Then you want to find the tite in
vour life where you have had the biggest, most intense and fero-
cious state of afl. The time where you did something that not even
you thought you would do. And it was fun.

Now for each of these, what [ want vou to do with a partner
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is, T want you to have them think about it, see what they saw at
the time, hear what they heard, and I want you to fe cortwineing.
Think of the time where you saw samething and you knew you
had to have it, and there was not a bit of hesitation at all. Build
it up and as von build it up tell them to close their eves, see what
they saw at the time, hear what they heard and as you see the
changes come up in their face [ want youn to mark it. Alright, now,
then I want you to induce the second state the same way, start at
the beginning, and layer it right over the top of the first one. What
you are going to make for them is an anchor where they can reach
it. To hell with this knee stuff they used to use. Put it somewhere
where they can reach, put it down nn their arm ar shoulder, 50
that, if they reach over and fire off the anchor you are going to
have all these things come pouring in at one time. Make the
ancher, test the anchor, go tn the next stae, purt it right over the
top of the previous -one when you gel it, and yow'll get buli. Al
the third one, do this, so that internally you begin to build some-
thing and literally tell them when vou hire it off. Make that pic-
ture in their head bigger, make it brighier, bring it up closer, have
some real enthusiasm in your voice yvou know, where it was REAL-
LY INTENSE!

Eemember congruency is everyilling i our  business.
Remember the degres 10 which you can become more congruent
in the way you do things is the degree to which yvour wealth
increases directly, Think about it, if vou could increase your close
ratio by 300%, whal do you think would happen to your life?
*Oh, I'd have too much money and T wowdd screw it all up and 1
would end up hecoming an alechelic, a drug addict, and end up
buving a fancy sports car and killing myseli, I'd just assume stay
poor, thank you very much.” That's not why vou are learning
this. You are learning this hecause you want more, because this
isn’t just about selling products, this is about engingering influ-
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ence, ahout a lot of things, this is about getting a raise, this is
about closing contracts, This is about slarling your own busi-
nesses and I make that plural because I think now a days every-
boady musi have more (than one business.

An idea came to mc as [ was driving down the coast of Kona,
and there it was: Mortuary and Donit Shop. And [ thought, there
is a guy will flexibility of behavior, right in the same building.
Hev, if they could put those together, T figure you can put anything
together. You know you should be able have all kinds of things.
A place where yon go in and buy software and underwear. Works
for me. Some people need bath. T go downtown i buy soltware
and then I go, “Well, gee, vou know, [ wiall there was a place close
by where T could get underwear.” 1 would have gone into an
underwear store but there’s no software there.

People tell me, “Well you know, we don’t deal in that product.™
Do vou realize that's like saying “1 don’t want that money.” And
I hear this constantly, 1 go in stores, I say, "De you gays have video
tape machines?” and he goes, “No we don't sell those”, while he
sweeps his hand across in iront of him. They always make that
gesture. Np, ne, no, not interested in that money. 1o me, T would
go, “Just wail here.” 1°d look in the yvellow pages and ask if 1 sell
one of these can T have 20%. You koow, it wounld only take a
minute. “Oh no, you're not allowed te do that, excuse me, we
don't scl! Lthose here. I3 not in owr cature, we are genetically
immune from making this monev.” Uh mm.

See I'm willing to farm gut anything. T'll be sitting in a store
sometimes and people walk up to m2, 1 don’t know mavbe it's jusl
the way T look or something and that’s because I walch them.
They'I1 walk up and thev'l say, “Excuse me, I'm rveally interested
in this suil™. And I go, “Wait here a minute.” And [ go to the man-
ager, “Ii 1 sell this $2000 suit, befpre T pick mine up can 1 have
20%7?" And if they say no [ sav to the customer, “Get out!” They'l)
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never toll me that again. 1 go, “Tlow aboul this next guy coming
through the door? This could be a really bad day ior you.” Hey,
whal il il takes three hours for them to finish my seit? Hmmmm
Hmmmmrm.

Actually, there is a nice thing in San Francisco, this dounblc
business thing. There at the place where | get my suits they put a
lunch counter in the middle of it. They serve fancy Italian fuod
and it’s just smack in the middle of this clothing store for no rea-
son, no cxplanation, ne nothing and you know, it’s nice because
when you are waiting fur things you can go in.

But somelimes, yau find yourseli going in for a $10 lunch and
coming cut with a $2000 suit. And vou ask yourself, “Well, [
didn’t know that 1 was that hungry.” But you are sitting there and
vou pick up that menn and you go. “Yeah, that’s what | want.”
And you order it and there's the suit. Upinmn, Not a bad idea if
you can get it in the right place. We could actually take a picture
of them with a computer, genetale an image, and hand it to him
and he would be putty in our hands.

50 to build up vour attitude. Go find someone and do this.

We gel a couple of interesting questiens as we do seminars
argund the world. We ask them, "Did you make the piclures n
vour head and make them bigger and make them stronger and
access the memoriesi™ And they say, “No™. 1t's like anything else.
If vou don't do things in your head o make your world more
dynatnic, it won't be, It's like | always tell people, if yvour are lopk-
ing for what works, you'll find it and if you are looking for what
will go wrong you will find it, toe, {f the way that vou organizc
the world says that when people ask vou to do things you don't .
do them, the name of that is “just stubborn.” And if you want to
be stubborn about making yaur life hetter, that is fine with me. In
fact, if you need help making it worse, [ know how to o that, too.

You know, go inside access bad feelings, amplify them, loop




14 -—- Prrsuamion ENGINCERING™

them around, you know, and say to yourself, “Life ia the pits, life
is the pits, life is the pits.™ And it will be. _

I am going to want von to go back and we've got ome more
piece of work we want to try here 50 that we can begin to open up
the doorwav.

See, | decided, unlike most people who like to chunk real
small and spoon feed people, I like to chunk in greal big pieces. [
like to get the big pieces and then 1 figure you can always clean up
ihe litde ones. You guys can get a tape and learn language pat-
ierns and spend a little time doing that. We’ll even cover some of
these later in the book for you.

But it you can get the great big things ahout how the brain
provesses information and about how decisions go on, then you're
much better. Whelher it's a multimillion dollar contract or a can
opener, the pracess itself is very very much the same. 1 mean there
has 1o be certain things, certain pieces of informalion ta get sa that
in your ming you move around the piciures you want in a certain
wiav. Because I know thal when | am buying something, ir's very
Basy.

Consider the lollowing line {rom one of the largest steren
chains in the world. And I walked in already wanting to buy
somelhing. Iknew exactly what | wanted and in one store the guy
convinced me not 1o buy it. 1 walked up and T looked at it and 1
poinited 10 a digital auditory tape machine and [ said, “I want
that.” Now, I dor’t know about you guys, but that's where 1 fig-
ured yon don’t need to get their attention. You've already got that,
yvou don't need any rapport at all. And you doa’t need any pre-
sentation. Right? Naot unless you really want to screw things up.
All you need to do is go, “Yes, sir.” It seems like you are done. But
this person leoked at me and they said, *“Well today, let me be hon-
csl with you.” Something inside of me went, “Uh oh! That means
that he’s been lying to me all along.” Thal one thing, one seman-
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tically dense ufterance and 1 turned around and I said, “T am going
0 get our of here.” And he said, “What's wrong?” And I said,
*You!” 1said, “I just wanted (o buy it. [ didn’t want to be lied 10.”

We did an experiment in this furniture store in Califprnia. It's
a hig chain. They own furniture stores ali over the place and I had
sume suceess in the furniture business teaching salesmen. We did
an experiment, one day of training. And they have two stores,
tlrey had one on one side of the freeway and one an the other side
of the freeway. We went in and trained the guys [rom one side of
the [reeway for one day., And for the next month they increased
their close ratio berween 10 and 50%. Just one day of Lraining, by
teaching them to do things like enjoy their work. One of the
things that one of those guys in that store that we did the training
in raised his hand and he said, "Look, sure vou could, maybe you
could vary yoeur behavior for some people, bat yvou know some of
these people come in here, they bring semeboady who's some kind
of an expert, right? And if that persan doesn’t like what vou have,
there is notling you can do to sell that person a piece of fumi-
wre.” And I said, “Gee, it’s funny when 1 hear that, I'm thinking
of selling two pieces cf furniture. Because if vou get the right sirat-
egy from that person, if you pay enough atiention 1o them yvou're
gning to be able to influence them.” Now, inside the back of this
book there is a page and il hias a list of submodalities and then 1t
says experience one and expericnce two. Now, 1 want you to try
something like I demonstrated with Peter (earlier).

MNow keep in mind the iollowing things, alsn. Penple nundey-
stand words at the same rate that they speak them. Now [ el
you this is 2 lesson that was learned very hard for me. I had to go
through a very painful experience, buat there's a gronup of peaple
involved in an activity called head hunting. This is where you go
it and steal emplovees for fun and profit. And I was training a
group of peaple and the way we did the (raining is we actually had
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the room set up with 1elephones all around the wall. And people
wallld go ont and they would call somebody and then they would
come back and il they didn't get through and get what they wanit-
ed we would plav a tape of it out Joud and we would go through
it. Well there was cne guy who carne back in and he played the
Lape. This prospect designed a certain kind of floppy disk some-
thing or other. I didn’t understand technically what he did, bui T
understood Lhis guy could talk slower than any human 1 have ever
met on the face of the earth. Now, the guy told me, he had been
trying o land this prospect or over two vears because there were
very few individuals who could do what he could do. And he
couldn’t understand it, he was offering him mare money, he was
cffering him more job security. He said, “1 tried offering him any-
thing.” But he wouldn™ even meet with him. Now the thing is,
this was the top guy at this company. Now this guy was geod, he
was snappy, he was quick, he was brigiit, but wlen he valled this
prospect up, this prespect spoke very, very slowly,

“Helllooo, Geeooonorrtrgggsge
S555chhwwaaaarrrrrmttsssss, HIHHHowwww mmmimasdaavvyyy
MIIIH hhhhhelllllpppppp yyouuuuun?™

And this guy was out fike a race horse? FFFFFFITTTTT . ..
out of the gate and onto the track, “Well, Gearge,” he said, speak-
ing quickly, “I've gone to my people and 1 think we can offer you
more, T think its going to be an opportunity (Blablablablabla),”
and George. would go, “I'm sorry | don't feel right about this.”
Sew, the thing is, is when people speak 1o you the reason they

thilissss liiissss

speak the rate that they speak, most of the time has to do with the
ability they have to process information noermatly. Mow, it doesn't
mean you cannot speed this process up. 1 know T doe it in semi-
nars. | start out slower and [ spead it up slowly and pretty much
you can get people to process information more quickly. ¥You aiso
have lo understand that this is only aboul consciousness. Because
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yvou can speak very fast and it will go in wnconsciously. Bui
unconsciously is not seing to get somebody to meet with you to
talk wilh you about changing their job. It's not going to get them
to feel secure, because when it is just going in unconsciously the
cnmgeious mind isn't involved in things. What happens is people
feel unnerved. Their unconscious is geing “yes, yes™ and their
conscious mind is going “veah, but . . . I could see myself, I feel
off balance, 1 feel uncertain.”

COme of the pritnary rapport skitls is that [ want you to just open
your ears up and you talk, listen to their imonation partern. Listen
to the counter predicates they use in langnage. Do they use a lot
of picture wonds ot a lot of feeling words or 2 1ot of hearing words?
Because vou know it’s that whole sentence that counts, “Well, it
looks like a good opportunity but I feel that T am not ready for it.”

Now, this means to tell yon something about the sequence of
how information s processed in this iodividual. There is no rigiit
or wrang in this. Thore is no good or bad. There is no diagnosis,
tomoiTow they might be different but it does give von the oppor-
tunity, if vou listen to the intonation and if you listen 1o the
seqquence of how predicates fall ont. T mean, do they have a ten-
dency to use nothing but visual words, you'll get those. They'll
come in and go well, “Yes, I've been looking for a new sterea,” |
mean [ could really see how it would be something where we
would have great evenings. We could listen to music.” You can
tell this is the Kind of person that it's not geing to even matter that
much abput what il spunds like. You are going to have to show
them, and you arve going to have to be careful where you put that
hecause you den't want 1o pul the picture in the wrong place. You
want to put iL in the right place, not io the not right place. Major
thing.

Look at something, where you ieel it is right and everything
feels periectdy, versus where vou have doubt. Where it just feels




45 PERSUASION EMGINEERIMNG™

off kilter. Have yom ever gome in and there is something and vou
want to buy it. And after you look at it with a person, something
inside of you gave you the willies? Made you go. “Uth, it’s just not
right?* O evervthing felt perfect, bnt when it was time to sign the
conuact . .. How many of you have had people that were just
absolutely yes, yes, yos, amd when you sat down suddenly theoe
was doubt that hadn't been there! Like it came out of the blue.

well one of the things we found, is that, for a lol of people,
doubt is down right. And all the things they doubt and all the
worries and their fears and stuff is, as we say down right impor-
tant to them. Now what happens is that, i vou sit somebody
down at a desk and slide your contract right into that same place
you can get them to doubt itin a cold second. Make sure that you
use clip boards so vou can have variety in where you place it and
have them sign it. Now, iI’s ool always in the samme place fur
everybody but you want to be able to have ways of engineering
each sitnation for yourself.

One of the tacks that T have taken with people, eapecially with
large ticket items, is they say, “Well, T am here to look for a car”
amd | always ga, “Well, [ won't shaw yvou a car, right now. There
is something more important we need to deal with first, Because

I don’t want to seil you the wrong car, T don't want to sell you a -

car that vou can’t afford. 1 only want to make snre that you under-
stand my job is to make sure that you are making the right deci-
sion, Now, | know in the past there's times you've made the right
decision, you've bought something and it's been perfect for you
and you were totally satisfied. And there have been times where
perhaps vou've bought something and then afterwards weren’l
satisfied. It's my job to make sure you use your Dest judgment.
S0 T want to ask you a conple of questions first. I want to ask vou
to think of a time where you were totally satisfied with something.
You knew it was right and you were right.” And I'll watch where

H

il
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their eyes move. Now people have 1old me thar you ean’t do this
willl people. And I am here 10 tell you that I have dooe il in every
situation frem sclling jets to pegple thal don’t speak the same lan-
guage, to selling stamps. That is not stamps like the post oifice
has., But stamps that are worth somewhat more money than that.
Becanse they are unusual and pid. Talk abouwtt a scam huh? Well
these stamps aren’t good anymore, and there aren’t that many
more around so they are worth more money, right. Why are they
worth more money? Because, there aren't many of them aronnd
and there are people wha will buy them. Like you for instance,
you couldo’t boy now figure out that buy and buy something will
cross your mind. T love that phrase “cross your mind.”

When vou have people foo set in their ways, vou go, “Let’s
brain storm about this.” That will always take them aff the wall.
They say, “What are you doing?” and you say, “Oh, nothing.
That’s it, just put it ot of your mind.” It's a great phrase. T want
you ta stop and think aboul other things. Have you ever had pec-
ple that all of a sudden start shaking their head no? If they shake
their head no, then the only thing to do is just mirrer them and
shake with il and start nodding yes. Sometimes they'll go right
with you, It's alwavs worth a shet, 1 figure. [ like {0 breath at the
same rale as people when | am dealing with them, too, especiaily
on a one on one. And I breath with them and then I'll mirror them
and start nodding my head ves, befare 1 ask them duestions.
Because that way their head is already nodding ve:. And 1 go, “Do
you feel it's time to sign this contract!” and they'll go, “Yeah, I
gness | do.”

Al Tl go, “Well not me, I'ino nwot ready vel.” And they’ll go,
“You're not?” And Fll go, “Nah. Not until [ do something elsc.”

Because the other thing i'd like you to de is to make a little list
lur yoursell, Whatever it is that vou do, vou encounler a list of
what’s called “chjections.” We’ll cover this later. What T want you
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io do Arst is to begin making a list of those you gel in your
husiness.

Now the next thing T want vou to do is 1 want vou 10 go back
amel find setnebady else 10 de this next experiment with. It does
require that yvou wse vour beliarior to induce the states, but | want
you (o go through and find a time whete they saw suelhing and
they wanted it, and they knew il. 1 was perfect. They made the
right decision. Because what we are intergsted in here is not just
‘where somebody bougli something and loved it, hut where they
had to make a decision about it. Where they decided befween sev-
eral things and made the besl decision, a decision they are satis-
fied with and have heen for some time vs. where they bought
something and they weren't satisfied with il. 1n facl Lhey say
things 10 vou like, “Well, 1 Knew better, but for some reason [ just
had o de it anyway.” Now, { want you to have them think ahont
pne and think about the orther and then have them go tirough and
do both at the same time. [See Figure 1] Asic, “Ts there a differ
ence?” This is the magic word. Is there a difference between the
location of the images? Is there a differetice belween which one i3
closer, ar are thoy hoth the same distance, cqual distance? Do you
see yourself in both of them? Or do you see what you saw at the
time, when you look at them? [ want you to go through these
hecause these are classic decisions. What you are going to do is
lo explore what's going on inside their mind that distinguishes a
good decision from a bad decision. Cause the trick Is you can get
hoth of those, bul when you sell somebody, when you negotiate a
contract, when you do any of those things, and it goes through the
tad decision ome, you may feel clever but you will pay for it down
the road. You will get buyer’s remorse. You will get cheated, you
will get no referrals, you may even get worse than that, you may
get sued, you may get all kinds of things you den’t want. Part of
what yvou need to do ii you are a really professional perspasion
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engineer is (o distinguish in your own mind belween the fact that
both of these things exist in cverybody.

Everybody makes good decisions and had decisions and from
rur point of view it doesn’t matter which is made when they make
decisions somewhere clse. But when they make gecisions with us,
we want them to be good ones. And you can engineer whatever
it is that goes down, so that all their needs are filled. Tf they get a
product that will service them, the ane that they can afferd, they’ll
be genuinely satisfied. Because il you sell people stuff that they
can’t afford, they will get mad at you down the road. Thev will
blame vou for everything., 5o, if you have them make good deci-
sions, your'll always be beller ofl. Now, [ go to great lengths, vou
know, because the things that I sold, sometimes were very expen-
sive. If they are very expensive the person can't really afford it in
their world, I'll go inside and change their belief system about
whal their world is and how much money they can make. How
many o you bought something that was more expensive, like a
house, so yon had to raise yowr income? And it worked. Well, if
you do it deliberately, you can do it in sequence. See I like to raise
my incoroe before, it's just, vou Know, it works better far me. B,
then 1 was the guy that wrote my term papers at the beginning of
the semester. And then went on vacalion and came back and then
gol paid for writing everybody else’s. [ wrote it in a little com-
putcr program and in those days, there were no computers arcuid.
But | happencd to work in a lab where there was a computer. 1t
wasn'l my compuier and I was supprsed 10 do other things buot 1
didn't like those things, 8o [ wrote an algorithm by whicl I could
write llistory papers and just pushed burtons and it would spow
thewn vuat, S0 yvou know 1 would get the computer to knock these
out, do a little editorial work, I'd have (ifteen, twenty papers, just
cruise out and I'd have a whole line of people waiting for them.

They were the pecple whose motivation sirategy was the clos-
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el it got to the end, lhe more mativated they got. And there were
some people who actually wrote the papers, they would stay up all
night and then there were the ones that the closer it got to the end,
the muore they criticized themselves, And tried to find some other
way. Since it was Stanford, they lound a way of paying somebody
else. There were some people at Stanford that dids’t even go their
classes, they hired somebody to be them. They didn’t even go the
first day, they would just show up at the frat house, They would
hire some guy, his job was to be them for the year, go.to all theie
classes, take all of their teats and rhe only thing they did was they
went to beer busts. Think about it: some of those people are sur-
geons today. | kitow that, T was thiere, t wrote their papers. They
gol their Ph,D/'s and vou know became very famous psychologisis,
some of which are published and well known. And they didn't go
ta their classes, and they didn’t even write their thesis. All we did
was put together the statistics. I wrote an algorithim o that it
would vary all of 1he input, so0 that you were bound 1o get the right
variance. By lhe way some of the famous rescarch that.is guoted
on television, came ont this program | wrote. You could put in any
research project and it will make Il so thst it comes oul right, So
that any peint of view your trying to prove will be proved, bacause
it aliers the data to fit the variant, All the time you would hear
these famous quotes on the news awd siufi, they say, “Tn the late
60's il was proven,” don't believe it. Because vou know what?
There are guys pushing buttons like this all over the world. When
people try to prove stuff to you with tesearch, be very wary espe-
cially if it is abont your health. But oeoooh research, veah yeah.
That will move the pictare J‘ight over. Well vou might sell that to
someoite else but don’l swallow it whole. Also, understand that a
lot of other people don't, either,

Now what [ want you ito do is you go through . . . T am not
asking you to change anything. There is nothing to change here,
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All T wanl vou to do is understand the difference and especially I
want vou to be able 1o move around so that you can sit at the side
of samebody. T want you to move around a little bit and start
imagining that this is out there inside their mind. That vou actu-
ally get to walk around in somebody’s mind by moving around
them where they have put the pictures,

That means that if vou don’t like what is in a picture you can
knock it put, Literally. People go, “Well . . .* T say, “Wail a
mintte.” They go, “Huhi” You get to do things like .if the picture
isn't close enough you can get behind it and push it and that kind
of stuff works all the time. T do it constantly. Now, T will show
you a little something thal 1 want vou to try. [ want you, when
you find out where the thing is that they are delighted with, the
good decision, 5o that if it was for them in cne place . . .. 1 wanl
you 10 actually walk arotnd them and | wanl you take your hand

. . and this is the trick . . . and 2o curved to flat with you hand
and back to curved as yon touch their pictire, So that you treat L
as if it is real. FFFT . .. Great sound o make while you do if, by
the way. All systems help. So the thing that is really a good
decision for you is right here. S0 what we want to know is if the
decision that you have made so lar is really a good one. Because
if we take this Mercedes and we put it in the same place as the
good decizsion we want to know if it will stick. Dogs it feel like a
good decizsion? See, you wanl be able to do things like, if they have
it fixed in their mind that they have to have a station wagon or
they have to have a big baék}rard ... we could even take one side
and pull il val a litte bil and duwow it away. Try on something new.
Just to see if von can make vourself happier. You do want to be
happier? Aren’t those thetorical questions wonderfl? 1 love those
things. We have people going “MNo, no 1 don’t want to be happier.

Not me. I was happy last year and look what happened. No more

happiness for me.” You never get that. Not once do 1 get that.

XL %
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And T ask people, 1say, “Do you want to feel goadd?” And they
go, “Yeah” AndT go, “"Good. Let us take a look at this.” Like that
is related. But as long as vou are congruent you can always con-
nect everything together, Remember. people use this. This stufi
by the way is called “junko Jogic.” Tt comes from a man called
George Paulu who wrote a book called “Patterns of Plausible
Inference”, where he stodied what is credible in the human mind
but doesn’™t make any sense at all. But when we hear {t as human
beings we go, “Wow, yeah!”. And the fact that things are con-
nected together are just that they accur in sequence one right after
the other. We assume Lhat they are related and that it docsi’t mal-
ter what it was. You say, "Well, you wani to be happy?” And they
say, “Yeah, | want to b happy.” “Well, then let us take this pic-
ture and move it away and put this one here and find out if you
are.” “¥a, let’s do that. That makes sense.” “Well good, then let’s
try it.” .

I knmw . . . you're saying ingide your head, "1 don™t know if |
can do this. What is it going to be this or this?” You will love
daoing this becanse you are going to discover thar it is going on all

the time, 1 mean T see wives go in and husbands and they lonk at

a house and they sav it is a great deal and they go back and iorth
and she will look at him and go, “T don't know, Tt sounds like a
lot of money. Can vou feel this?” as she touches him and he will
g, “Yes, this is Iot of money.” Even though it is a great deal. You
will have to watch for it because it comes at vou from the other
direction. The best way 10 become aware of it is to become a mas-
ler of it and you can practice all day ong everywhere yvou go. It
is s0 much fun, You see wmy poinr? {with finger pointing) And
something inside vou goes, “Yes!”. and even though you know it
is going on, vou still see my point, don't von?

Remember the purpose of this is 10 amaze vourself. Try little
things. like taking the pictures of things and moving then back-
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wards and forwards a litlle bit. Does it increase or degrease the
state? You can make people more sure of a bad decision. -They
will go, “Well, I know it was wrong, [ feel it was wrong.” The pic-
ture i3 in one place and vou can take the picture and make it big-
ger and move it up and closcr and they will go, “Mavbe it was the
right thing.” I'm not kidding. | want vou Lo try this. When you
pul Grose hands behind it move piclures a little closer, sav, “Take
a little closer look at this.”

tise that phrase. | love that phrase, too. “Take a closer look at
iis. Can you fecl this will be a good idea?” Tt is wonderful, whai
idea? T don’t even have an idea and you're agreeing witl me.
Keep those ears open. 1t'll come out s¢ fast that vou will start lis-
tening because if you don't it will go inside and he there for Lhe
rest of your life. And then when vou end wup in therapy and vou
are going, “T don't know why I'm in therapy 1 just felt the need to
come here, Seems [ have this problem with my hand.” That is the
way it works. 1taught a flirting class by the way just for the fun
of it and it was the weirdest thing that ever happened. 1 lierally
had these people come and it was the quietest group. [ thought
they were going to come in to have fun but 1 got all these scared
little puppies. I lined them wup in a row and 1 put all the women
an one side and all the guys en another. And | told the women
that I wanted them 10 nonverbally either give a geeen ight or a red
light 1o the guy acress [Fom them and then what T wanted the guy
across from her to do it it was a green light to hold up one finger
if it was a red light to held up two. And I had them do this and 1
said, “Now ladies, how many of the guys across from you got it
right?” I had two hundred people in the line, three of them got it

right, That i3 not a goed statistic. And you know who these guys -

were dating? .
¥ou know who has the greatest opportunity to ilirt is married
couples, 'What surprised me was when [ put this out, married cou-

:?
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ples thought they weren't allowed to go. | thought they'd be Fill-
ing the place. “Ch, I'm sorry, we don't flirt. We are married.” “]
beg your pardon.”  Vou know what that does. 1hat butlds in that
once-you-get-married-then-you-get-to-enjoy-life-less, less, less and
less. Sec this was a bad sales jub. You want to make it 50 that
every time you look at what you decided to do you are Lappier and
mare passionate about it. That includes what vou do for & living.
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¥ CHAPTER FOUR:
PRECISION ELICITATION

Lel's face it, wheti vou're in mosl ol these business sitnations,
how much time do you have to spend with a customer? 1 meain,
sometimes, you can ask all the questions you want and sometimes
yvou don’t have much time. Also, there are many people who will
give vou all the infermation vou need without you even having to
ask for it divecily. [f you're in the evervday activities of any bmsi-
ness, vou Know that there are sometimes too many Lides, or even
oo long a time when small talk occurs. -When it oconrs, 1 like to
use il lor its value 1o the process. What an opportunity to under-
sland what's really going on.

Since “Linguistic” is uur middle name, and language is one of
the things we use to communicale what’s going on inside our
head, let’s use this as an sppoeriunity to learn to build new com-
hinations of what you already understand on an inhoitive level
anyway. Because conscious underslanding will erable vou to
unconsciously begin building new understandings of what to do
and when, especially adding flex ahility for your own communi-
cating processes.

! like to point out that words are just words that can have
more of an impact than you may have thought possible. [n the
Meta Model is a category called Modal Operators, Now think of
these as the juices that rev up the action.
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Now, 1 wanl you o play this sentence in vour head, use your
own inlernal voice for this. I find that if you do it owl loud you
never know who's around and mav hear vou and call the men
with the white coats. Of course, if vou do it inside your head so
they canr’t hear you, then talking to yoursell is OK, right? Use this
as an example. Say:

» Twish | could take off Mondav.

And notice the kinesthetics, the feelings of that statement and
whether or not you feel strongly enough to do il. Now say the fol-
lowing, nne at a time. What | want you to do s to stop after each
one and aatice the feelings vou get and the difference from one to
the other: '

» 1'd fike 10 take off Monday.

* | want to take aif Monday,

Nolice the difference. These are just words. Now say:

~» | reed 10 1ake off Mondav.

® | have to take off Monday.

% I musi take off Monday,

» | can take off Monday.

» [ will take off Monday.

Now notice the differences from one to the viher by changing
only one word! Now here is the cven more mteresting thing. Say:

» ['m going ro take off Monday.

And notice the difference. Notive the feeling and whether the
picture of the event i a movie or a stll shot, color or black
&white, the distance from you, do vou see yourseli in it or oot, etc.

Notice whatever it is, and I want you io go de this with some-
one else, the action is around the verb take off. Now the interest-
ing thing is that the best decision strategies that people make ave
movies and they include the following ingredients: meeting cer-
tain criteria which include very specific-to-the individnal voice
qualities when describing those criteria, Those criterfa are also
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driven by certain madal aperators. of whirh the hierarchy of
importance is primarily based on the modal operators driving
those criteria. When a specific combination is made, the verh will
go into an active mode and when the present tense of the verb is
used, the intention fur the action will change. Since Hime doesn’t
exist, only now cxists, using the present form of the verb in the
senlence will change the motivation for the action if it is planned
to occur at a dime description other than now. Another ingredient
i that, people will more probably take action when they can see
the movie run to the end, going through their oplions for more sat-
isfaction and planning other activities around the cvenl. These
will also include infonmnation in the thres major veprescntational
systems: kinesthetic, auditory and visual. So now let’s do this all
at once and say:

» |I'm taking off Monday.

Motice what happens. If you had a slide, or stll picture, it
turns intu a movie, it runs to the end and yon plan what you will
be doing Monday, den't veui You see, it's much easier to pay
attention and use what's presented to vou than it is to try to go
inside your head and Fgure om whether someone fits into anoth-
er meta description, like other sales programs use. 1 find that we
dow’t have time during our evervday busincss to try to figure
things out about what we think is going on inside someone else’s
head.

Your custormer will always conununicate what's going on and
what the opportunity sclutions are.

Now, il vou wele (o say:

w | should take ofi Monday.

You'll again notice what happens 1o your own motivation, Ch
well, that’s the way it works. The most intrigning thing is that
everyone may respond differently to any of these words.

1 don’t know why, but often people will come up to us in our
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seminars and el us that they can’l make pictures. Now we know
that everyone uses all their senses, especlally the three major ones
amd it's just a matter of how consciously aware they are over the
control ihey have over their own processes. So this one time this
guy comes up to us and tell us that he can’t make pictures and was
getting quite frustrared about this. The move interesting version of
this is when they tell us that they ran’t make pictures as well as
the other people they are working with. My question is, how da
they know l_11:ﬁﬁ.r well the ather person is making them unless they
can also see what the other person is deving and then making the
compari=l to thelr own?

After listcning to this one person tell me about how he just
went to another NLF seminar where be was told by the other sem-
inar leader thal he was just vne of those pepple who wasn't going
10 be able to sce his pictures, T said to myself. “What a bag oi
garbage that was.” And now this guy was starting to build the
belief about this. 1 decided 10 take the easy way oul and [ looked
at him and said, “So you thought vou conldn't make picturest”
and he says, “Yup.” And his shoulders slumped, he lets out a
short snoat and begins to nod his head, 7 looked at him and said,
“Well, I'm not going to ask you to make 2 picture of anything.”
He says, “Oh, pood, because if somceone else asks me to make a
picture, I'm going to get real mad.” And 1 s&i;j, “T want you to
remember the most pleasant time you ever had as a youngster.”
He says, “OK, | remember once when T was a kid playing in my
room with a new tay.” I asked him, “What color is the rpom?” He
5ays, “Green.” [ asked him to describe the room to me and he
does. Not only is he describing what he sees, he shows me with
his hands .as he sculpts the room in fromt of him. Once he
describes the room, T ask him # everything is clear to him and he
says, “YES!”, lets out a vahoo then continues on in the seminar.
One of the things thal ought to be clear is that when, as a com-
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municator, you don’t get the response you want, change what
vou're doing! This isn't a new idea, by the way, but I think tha
people tend to make things more difficult than thev need to be
mast of the Llime,

As a professional conuunicator, salespersen, business person,
or whatever, when you know where you're going il’s easier to get
there and when you get any resistance, it's easy io recognize as
long as vou're payving attention.

Ask one of vour customers abour “what are youw buying
tndavi”, not what are they looking for, or other gueslions like this.
There are certain things in the process that you Jdo want 1o pr-
suppose about the action, not the filters necessarily, a0 wse unspec-
iffed (sensorily) language w find ouwt where they are first.
Whatever their response is, it will be full of valuable information
about where you're going and how you can get there. Whenever
you've bought something, you've gone through your own process-
es, Like, let’s say vou sell homes, [or example, Your customer
walks in and vou start the conversation. They say, “Well, I'm
looking for a new home,” or “1 want to talk about a new home,”
or “I want to walk through a new home,” or whatever, this pro-
vides for the apening representational systen as well as the road
map with difierent avenues for vou 1o use.

So you start the conversation and collect the informatiom, |
have a few trainees in sales who now, instead of sitting in their
office waiting tor the nex\ person to show up and “it’s their tum®,
stand by the windows and watch outside the building so that wav,
as potential customers drive up and step out of their cars, they
often stop, look around and may even walk over to a lew cars in
the lot, or even to the model home next door, depending on the
bnsiness, Mavbe they look at different items in the store. Then
the salesperson can walk up to them and she may say to them,
“Tielin, T'm Sue. [ noticed that vou were locking at the xye model
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and the abc model | Then they pause and wait for the
response. Most fimes, the customer will describe what they want,
the color, etc. and even give you more information than if vou
actually tried to elicit it. Do that. Ewven i it's not the business
you're in or il you think you don’t have the opportunity to do it.
Make the oppertunity. Whenever T find somcone doing some-
thing thar works I want to experiment with it. T'll even go Lo
other people’s businesses to find cut. You know, even retail stores,
or whatever.

50 yon start the process, and open your eyes and eais and all
viourr sefises and begin o map out e information as they present
it to you. Have you noticed how many people talk with their
handsi Know why? Because they do and when they do that, they
show vou their map. They™il poinl vul their favoerte places 1o pul
information, they point out their time and space relativiry, and
they'll even show you how they disregard information by pushing
it away with their hands. And the soutids they make when they
do this. CO0000000H what a wealth of information! You know
Hrmph, snort, nah, tsk sk, Ahhhhh,
Mmmmm, Ahh Haaaaa, and others.

[t’s like, maybe you've learned to pavaphrase back to people
ihings they say as a way of letting them know you understand
them. What an insult! | mean if vou think about somcthing that's
imporiant enough for you to want and let’s say vou call it “Fon.”
Is “Fun” and “a good time” the same? Probably not, and they're
- probably in different locatinms on your map, right? Some of vou
may sav, “Well they're sori of the same,” which means they're not

some of the sounds:

the same. Let’s start going for precision hear, 50, paraphrasing is
some convoluted way of trying to let the other person know that
vou think you understand enough of whal they're saying and that
vou can actually help them. This is not the bast way 1o huild “yes”
responses. I you want to build sort of responses or could be
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responses, then ok, but we want to build “YES." Why even go
near resistance! No sense makes this!

Think of paraphrasing in a new way. [ call it “parrot phras-
ing.” Most peaple will teach vou how 1o not match sp well so that
vou aren’t mimicking someone or making fun of them and [ agree,
if you have other than good intentions. Your customer is paying
yvou for results, nat to screw with them. It isn’t something thai
you do all the dme, everyday., You do it when you wairl to test that
vou got it right and to demonstrate von're understanding.  Just
like anything else, too much of anything can be too mich.

So when you Enow what vou're doing and vou're congrueni
and you have a way oi knowing how you're deing, then precision
is best. People go, “But doesn't that take lots of practice?” And
I'll tell you what, after teaching this for vears, | can tell vou that
it’s not something new you're learning to do, unless you've never
learned how {0 open your eyes and ears, and all your senses.
“Parrot phrasing” is about delivering back exactly, did I say that
right? EXACTLY and PRECISELY what you hear and see. I mean
the hand demonstrations, and everything. That’s everytling, of
course, thai's #seful to the process. Why anyone would want to
match back sneezing, confusion, or distaste in (he selling process
when selling your products or services is . . .

Also, you dow’t have 10 repeat everything they say, only the
responses Lhat you know are of value i them . . . How do you
know this?

Now one of the reasons why precision is so important here is
that everylhing has ivs place Lo fit back inle. The sentence struc-
ture and their hand mapping will demonstrate thal to you each
and every time,

I hear g0 many times when well intentioned sales people ask
a simple question like, “What do you want in the (product or ser-
vice}?” And the response comes like . . . “T need this, want these
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and would like Lo have these other things . . .” And the salesper-
son gives them all back as nmegds, Or they may even ask for theic
figeds first, which may or may not be the best place 1o start. Think
about it. Some people zay, “Oh, you're just using semantics.” And
I go. “Yeah, what's wrong with that?" Aiter all, we are talking
aboul communication here, aren’t we? Or they go, “You're {rying
to put words in my meuath,” and 1 say, “No, I'm tryving to get them
io come out.”

5S¢ when thinking modal eperatars, for example, wants, needs,
and like to haves, have each their own lime and place, {Remmember
the exercise in Chapter 32} Think of them as: in the arder of
importance for most people. I iean, even if vou have five wants,
they can be placed in order of imporlance, hut how many of you
really have time to sort through this? Somelimes there's entirely
oo much information, it seems that way, at least, that we as sell-
ing professionals have to sort oul. “Let’s Keep it simplec and pow-
erful,” I always say. [ mean, less is more. Why build roads that
we don't need? Why not use the ones that are already there and
use them for racing for fun and profit?

Take this example where the lady comes inlo this showroom
and is looking to huy a new Kitchen. The saleswoman says to her,
“Hi, I'm Linda . . .” greeting the woman. The woman says, “I'm
just looking right now, vou know, just shopping around, for a new
kitchen. I'm not sure where I'm going to buy it, vel, I'm just look-
ing.” Su Linda says, “Well you, like me, don’t lock like someone
whp just scttles lor any old thing. [ mean, it looks to me that your
Kitchen is very itnportant 1o von. And I wouldn’t sell you just any
old kitchen, so what's your new Kitchen going to be like because
we only will sell you the kitchen thal will theill your each and
every time vou look at it!”

Now the customer begins lo walk through the showroom and
stops and beging to describe her kiichen:
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“] need to have lois of storage space [or my pots and pans, [
have 1ows of different pots and pans, you know. And [reed counter
top space 10 work on. [ want woed cabinets, mavbe ovak, and [
want the doors to the appliances to match the cabinets. T also
weant indirect lighting and 1'd alsa fike to have some buill in items,
you know, like a mixer, the instant hot water thing. Veah, (hose
would really be nice.” And the whole time she's explaining this,
she’s showing Linda exactly where all these things are right there
in freal of her. And then Linda says to her, “0k, let me scc if [ got
this right. You neesd Iots of storage space, you need conunter space
to work on, you want wood cabinels, maybe oak, and the appli-
ance doars {0 match the cabinets, Youw want indirect lighting and
you'd also like to have some built in items in your new kitchen.”
All the time, Linda’s alsp redrawing the map right there in frant of
this woman! And this woman looks at Linda and goes, “You've
got it! (This is the music of success, what a powetful respotise
since this customer didn’t know where o buy.) You know, T've
been loaking for some time now and you're Lthe first person who
understands exactly what 'm looking for. You haven’t even wried
to talk me into something T really don't want. Do you think you
can help me to bnild oy new Kirchen?" Now Linda savs to her,
get this, “Yes, I think we can build vour new kitchen because we
know exactiy what you’re looking for. And we want you o be
thrilled with your new kitchen, Now, let's go into a lew morc
details 50 we can [l in the other pieces to this piciure for me your
kiichen as T start to sketch it eur here to give to your designer, wlo
will then figure om all the precise dimensions of everything.”
Now T thought this was greal but Linda didn’t stop there. She asks
this woman if she wants to go with stock cabinets, or custom
designed. Of course the woman asks what's the difference. 1
thrught thal Linda was ahout tv create her first own ohjection for
ihis deal when she said, “Well, of, course, custom design is a little
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maore money, but, the price difference is so insignificant when vou
get exaclly what you're looking for, aller all.” This woman looks
at her and says, “Let’s take a look at the custom designed cabinets
first.” This is priceless, as most of these opporiunities can be.
Think about how many times time and price, the lwo major ohjec-
- tions, or excuscs. as the case may be, are only excuses. How many
times have you gone out to buy something with a specific price in
mind and you spent more for the item than yon even had budger-
ed anyway? Another {en to fifteen thousand on a home or anolh-
er three or four thousand for a car? And oaly because you “felt
tight about the deal or the salesperson)” Think about it. 5o get-
ting the customer to “feel rigit” is a valnable selling objective.

As a general guideline, we know thal peopie like guidelines
and procedures. Sometimes guidelines aren’t useful and some-
times they are. When they are used to get you staried, you seeg,
then you develop your own set of skills so vou drive your own bus
because you learn how to use what's going on around you as your
guideline, 8o, 1 like to gather up about maybe four, five or six
things before “parrot phrasing” them back. Ii they give you one,
and you give it back, and they give you another, and you give it
back, and do that four or five times, they'll lock at you real funny,

The local business chamber had called me to agk if we would
he interested in a price comparison on some insurance. We're a
member of this business group so I said sure. So this guy calls me
up a few weeks later from this insurance company and says, “!
understand that yvou've looking for insurance.” This is not the best
way Lo start. [. of course realized that someone, somewhere

screwed this up so I said, “Well, not exactly. Sumeone asked me
if I would be interested in a comparison and I said, sure.” And this
guy says Lo me, “Well that's not what 1 was told. When can 1 meet
with you? I said, “You can’t. 1'm too busy. Send me the infor-
mation o0 I can laok at it. Then, if T like what I see, we can sit
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and talk more.” The guy says, “We don’t do it that way. We have
to make an appointment and sit face w face.” 1 said, “I'm really
tpo busy ior that vight now. Tt would really be better for me if you
could send me the information first so | could look at it. Then Fl1
call either way, whether T like the comparison or nol. and let you
know if we can gel together.” This guy savs, “1 just told vou we
don’t do it that way.” I reached down into the depths of my under-
standing and said to him, “T'm toe busy right now.” He asks if he
can call me in a few weeks and T said sure. Hey, 1 figured, mayhe
ne’ll get it and just send me the information first, then call. Well
today he calls and the first thing out of this guys mouth is, “Hi,
this s 5am, vou tokd me to call vou today.” [ said, “because you
asked if vou could. . . se what can I do for you?” He asked me
again if T had twenty minutes I could give him. [ repeated my
reqquest for the information and this guv says to e, get this, “Oo
yvou have an insurance license?” [ said, “I'm the customer, [ don'l
need one.” This guy loses it and starts velling something about
blowing that stuff past other people but nol i do it on him so T
didn't as T clicked down the receiver. Il bet business is tough far
him. 1 mean, I was really lhnking for a comparison, what with the
prices all over the place today, but, now nweither he nor the com-
pany he works for will over get iy business, someane clse will.
Maybe it will be Linda.

sometimes I do enough seminars In a row that sometimes 1
even forget. 11l get up aiter it is all over the next day and I'll come
down and sit by mvself. Actually one time 1 did something like 75
seminars that were either 1 nr 2 days all over the vountry on this
what I refer to as a psychiecircus tour. They had Gregory Bateson
and Buckminster Fuller and Ashley Montegue and all these people
and we would all go into a city and they'd min 3 days for the peo-
ple that were there and we would go on Friday to one city,
Saturday to the next, Sunday to the next and do an hour. 1 kept
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deing 1his poing around the country and when it was finally over
I flew to meel a [riend of mine in Houston and 1 actually got up in
the morning and put on a suit and wenl downstairs just like an
aulomatic on program. It is easy for human beings, One thing
that we learn quickly is a ut. We are masters of that. Virginia
Sativ once told me, she said, *The will to survive is not the
strongesl instinct in human beings. The strongest instinct in
buman beings is to do what is familiar.” And that is part of whal
makes It hard for us is that we learn something that works 10 some
degree then we have a tendency to just keep doing it and even
when it doesn't work, do it with people. What we 1ry to do is
increase the volume to get it to work. I've noticed this when I go
te fureign countries and there are other Americans there. They
will walk in and they will go, “Can yvou tell me where the hath-
room 152”7 And the person will go, “No English,” Aud they will
raise Lheir volume and go “CAN YOU TEL], ME WHERE THE
BATHROOM 152" And they will go (lpudly) “NO SPEAK ENG-
LISH.” And they will go even louder “CAN YOU TELL ME
WHERE THE BATHROOM IS{” As if volume will break the lan-
guage barrier.

Une of the things I want o do with clicitation is, actually two
things I want to accomplish and one I refer to as “Attitude
Adjustment,”

I've noticed that some ol you, not all of you, some of you are
just a little 100 nice. Now being nice is fine but there is a difier-
ence between being nice and making it so. - Some people just do
things that make me wince. For me, the ones that make me wince
are the ones thal have bad tonality, Tt is nat even that I can’t sell
them something it is just that the question is how fast can you do
it withwut having your eardrums break. I had a lady who is from
Long Island whoe probably had the worst tonality of any human
being on the planet. She spoke like a dental drill. When she came
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in she said, “Oh look at that car. | want one of those.” And ihe
inside of my teeth began v hurt. All the nerves in every taoth I
ever had where shimmering, T walked up and knowing my own
principles and wanting to try them, I turned around and [ looked
at her and (with her tonality) 1 said, “[3n you really want to buy a
car!” And she turned around and said, “Where are vou from?”
And [ said, “Leong Island.” And she said, “Oh, I knew this was my
lucky day™ And I said inside my head, “Well it sure in hell isn"t
ming,” Sometimes you have to get that line inside your head so
that it just doesn’t fly ont of your mouth. But she had a husband
that looked like he had been punished by a bad tonality Lis whole
life. He was walking around behind her and he was like shonl-
ders slumped and he going, “Okay, Mildred anything yvou say,
Mildred.” And she was going, “Let's get this one.” And he went
over at the window sticker on the car and 1 could see his heat go
“ah, ah, ah, ah.” He almost keeled over oo the spot. And 1 told
him, “Stop that. Take a deep breath and just feel good.” And 1 put
my hand over his ears and she zaid, “What are you doing?” ! said,
“0h it is a magic trick.” I'm going to make that headache that has
been theve for 7 years go away. [ said, “Now, say inside your
head, ['m ready to get this.” I opened my hands and he went, “Oh,
I'm ready to get this.”

Now 1 want to teach you a couple ol other things because 1
don't know If you’ve noliced that human beings de nol listen well.
Have you noticed that? Don't be ashamed becanse most human
beings don’t really know much aboist hearing.,  Your ability {o
hear, in what we do, especially those of you working an the tele-
phone, by the way.

There is a lot of people whoe think they hear well and | .gt:rt
news for you. I'm just feeling like I'm getting started. Everyday

1 start learning to hear more and more stuff. For example one of
Lthe things that 1 noticed lor those of you who had some NLE train-
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ing. Remember all of that stuff with the eguations those guys do
who were stuck at various levels of my development? I meet these
people on planes and it is so mmuch fun or in airports and places
because they are always geing through reading one of my books
and writing equations oul on paper and 1 think, “Peor soul, Pl
help him.” So I walk up and T go, “Hey, what is that about?” Amd
they usually look at me and say, “It is very complex you wouldn’t
understand,” You see, it wasn't undl recently [ put a picture of
mine on the book, my publisher actually snuck that on behind my
back. Because it deprives me the opportunity to g0 and test things
like this. For example some years ago I was on my way to teach
a sales training course in Dallas, Texas. Flying from San Francisco
1 sat dewn and when I sat down on the plane I was going to sit
back and relax but as 1 put my chair back and looked over there it
was ... the cover of The Struclure Magic staring back at me and
I peeked over and I locked at this guy and this guy had this look
on his face like he could eat shoe leather in a cold second. His
ability to stick his foot in his mouth would be unmatched. So |
asked the guv. ! looked over at him and I said, "Are you a magi-
cian?” And the guy looked at me and said, “Of course not.” Like
1 could tefl. He is reading a book called The Structure of Magic
and that is where von find The Stucture of Magie, by the way ...
in the occull section. Because every time I go into a book store
that is where it is . . . righi there in the occull seclion, where it
helongs. 501 said to this guy, T sald, “If it is not about magic what
is about?” And he said, “Tt is about language.” And he said, “Tt is
very complex and . . . ." And I said, “Well, I'm a pretry smart guy.
Why don't you explain il to me?” And he wold me, “Tt lakes vears
of training tn be able to understand this,” And then he told me,
which was a major mistake, he said, “T'mn-a certified clinical psy-
chologist.” And I went, “Na shit,” This is how vou begin the can-
stipation induction, See I practice these things because, you see,
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to me vour ability to use language to begin to induce a state . , |
ane of the ways to practice is to be ahle te induce “Involuntary
responses.” Goose bumps is a good one. 1f you could talk about
situations where certain things oceur you can actually be able to
get the responses that go with them. Tt is only a four hour ilight
from 5an Franciseo o Dallas that day. He had so many invelun-
tary responses that he went unconscious after a while. Just don't
know what happened. But you see, ! stood up and I went to the
bathroom ailer a while, alter this guy condescendingly explained
to me how The Stucture of Magic, how “questions that you can
listen . . .» Actually he dido’t say “listen™ he said yeu could see
the surface structure of sentences and it tells vou what 10 chal-
lenge inside of people and 1 went, “Gee, 1 wrote the book and fr
doesn’t make any sense 10 me.” And 1 looked back at him and 1
gaid, “Well, how do you see the surface structure of a sentence?”
And 1 looked in the book and, since | wrate it, { know what is
there sometimes, And linguists did an interesting thing. They do
it this way. Thev say there is deep structure and suriace siruclure,
Now if you look at The Structuve of Magic, | don't know how
many of you have read if, but there are three appendixes in there,
Because The Striecture of Magic was actually my dissertation. And
the three appendixes the ., first one is called “Systemn Simple”,
and it is a big thing full of math and the second one is called
“System Deep”, and the third one is called “System Trance.” I was
out to get my professors, betieve me, I you read the eguations it
even goes deeper and deeper still. 5o as you go through the equa-
tions in the thing. as it goes down the page it teaches you how you
go [rom Lhe unconscious communication tn the conscious com-
munication so that as vau look down vou can see how deep vou
can go inside yourself. It is the kind of thing that says, well il you
can induce a state of confusion in people you can induce in them
almost anything, Now a lot of times people are very good at get-
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ling rapport but we are geing 10 run through a couple of other
things. One of them has to do with vour ability to switch the way
in which you speak. 5o that you can mirror someone else. Not
just sympathetically . . . so that you can actually run around and
try different representational systems to be able to describe some-
thing completely visually, completely kinesthetically se that you
can switch the way in which vou do it.

But for gur purposes here, I want youl (o begin to realize that
each and every statement that you make has an impact. So | want
you o iry some of the simple confosion techniques that 1 use. I
know that others reter to this kind of stuif as pattern interruptions.
I'm a litite more blatant about things than others, if you can imag-
ine that, but in a subtler kind of way. Tnstead of having people go
“Cooooohh”, like that, 1 do it for them and as they are going up I
am telling them v close their eves and relax. TBecause | want to
canfuse them only abour what il is that their beliels are at a
moment in time.

Clients are golng to say ta yom, in the course of vour conver-
sation with them, the following thing, and I always wanl you Lo
hear it. They're gonna go, “ch hub,” Do you know what that
means? That means that they didn’t hear a thing you said. And
they go, “uh hoh, um, yeah, uh hub. Um hum.” Always take that
as something where you biack up because it means that they've
already got a picture in their mind and they’re just not gonna let
you change it, and they're gonna go, “uh huh™ umil they get a
chance to tell yon about il. 50 you might as well stop then and
realize fhat you're not getting information through ta them. The
following sounds are the magic cues that what you're saving is
going inside. When vou tell them something and thev go,
“ooohhh, agahhh,” this is one of the best. Ummmmn, because all
of those things are the sounds thal start accessing in the mind.
Think abont it. If semehody says, “Well, what movie do you want
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te see tonight?” and vou go, “ummmm. Then you're gonna go and
think of one.” If vou leok al somebody and you say, “Well, what's
on your mind and they go, hummmmm.” It’s real different than
if they go, “Well, uh , hum, ah, ah,” you know that what's on their
mind isn’t gonna be good. Ti's really important for yon to realize
that you want 1o keep them active in the process and the reason I
us¢ s0 many rhetorical questions is { want them to feel ves com-
ing vp. Yes coming up. To me, the more r[uesrﬁﬁns you can ask
where yvou gel yes answers, not um hum apswers, not ah huh,
answers—you o, "Do you want a good sleren?” and il they zo,
“Tih huh,” then yan didn’t present it to lhem in a way which
suuck their soul. Cause to me when T say okay, ¥ou came in here
to buy a stereo, the question is, de you just want a stereo? Cause
yml can gei a hoom hox.  Actually, you could just buy one that’s
empty without equipment that wonld look nice as fumiture, Or
“Do you want to have music that surrounds you, something that
looks beautiful in your house and something that goes in vour
ears and over your skin. Because those speakers right now arg
bathing vou in sound and you want that sound 1o be perfect, clear
and clean. Something thar you’ll, every time you look at it, Know
vou can feel good al any momoneni, cavse it's not just music, it's
something that changes your mood. You want vour mood to be
bathed in static or do you want te be able 10 go inte sensuocus
states, or excited states, anytime you want. That's called a com-
pound statement, by the way. Don’t think about stereps, think
about the compound statement now.

Because when I present it to them, T'm going through cach and
every one of their sensory systems, building something that’s
sumptuous, something that's desirable. And this is true in vou're
selling consulting. This is true ol everyihing, you know. Do vou
want things in your business to keep running along in the same
old groove until it just digs down in the dirt and you all burn our,
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and cne of you has a hearl attack and you all live in regret? Very
rarely do you get, “Uh huh?™ Yeah, veah, yeah, that's what we're
up to. Yeah, well, of course not. You go, “Is that like yes?” Very
impartant. Is that like yes. Now wilhowt the variation in 1ote and
without yaur ability ta nse your voice resonantly | . . hecause the
pruth is, every time you speak w somebody the sound doesn’t just
jump into their ears. In fact, the most important part of commu-
nicatien is the tone,

Can’t you say no and mean yes? Yes and mean no? Very eas-
ily. Well, vou know, “You want to go down and buy a Mercedes?™”
“Yeah, sure.” Sure, like when when hell freezes over.

Now, if you can beel up vour attitude and beel up your ability
te hear things, because thosc very accessing sonnds . . . 1 found
out sometimes 1 just make them for them. [ can go, “Are yvou inter-
ested o having the quality of your life be better:™ And as their
eyes begin to move, I go, "Hmmmmmmm.” Thev'll go and shift
and T'l! go, “Ahhhh.” Now, your ability to be resonate in your
tonality . . . and 1 want to teach vou a little trick here and T do this
in public speaking courses, bul 1 want to do it here, too. [ want
yvou to know what it feels like to have your voice resonate. That
way yvou'll recognize it in others, too,

So, put your feet on the floor, we're gonna do a little vocal
exercise. That's right, clear your throat and go, “Ahhhhhhhhh.”
et it aut of yvowr system. That's right, it's good-for your throat. 1
know whenever 1 say, “1 wamt vou to sound realiv good, there’s
always—aaaahhhh.” It's real easy. Now, the first trick is. beforg
you make a saund, T want you to breathe in hecause a lot of peo-
ple [orget that, and they go, “Gaaakeeehhhh,” as they 1un ouwt of
breath and that’s why it goes like that. So you inhale and take the
air in, and then I want you to do this: I want you to take lwo fin-
gers and place them on vour nese, and you don’t have to pross
hard or hit yourselt or anything and go, “This is my nose.” Move
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thetn down to your lips and say, “This is my mouth.” Place themn
on your throat and say, “This.is my throat.” Place them on vour
chest and say, “This is my chest.” Place them just below your ster-
num and say, “And if 1 speak from here, I'll quadruple my income,
And gat much sex whenever 1 want.™

Yeah, I know. People say, “You seem to have vour mind on
money and sex,” and I go “Yeah, Ohhhhhhh . . . Money.
Ohhhhhhbh, Sex and Fun. Ummmmn hmmmmmmm.” Can't
leave that out because o me it's the propelling driving force of the
universe, [t's the ability to find out you can turn anypthing into fun.
I had one guy in a seminar, he raised his hand, and he went, “Dir.
Bandler, um, I work for a company™ with that drilling tone - thal
is exactly the way he sounded, toe by Lthe wav. 1 love these peo-
ple, I memorize 'em, photograph em, learn them so T can he an
idiot, oo. I'mi saving that for mv retirement. When 1 have all the
money [ want then I'm gonna use these behaviors to make sure 1
don’t make any more,  And he goes, *I work for a-company and
all we =efl is lencing, and uh, therve ave lots of people that sell fene-
ing, uh, how can people get excited about fencing?” And I looked
at him and { said, "Well, T can get reeeal excited about fencing,”
and T said, “Don’t you befieve fences are good?” And he gsoes,
“Yeak. bui, one fenee is no better than another.” And 1 said boy,
there's real faith in the product, hub. 1 said, “Well, to me, you
have to understand thal the most important thing to me is that
somehody opens Lthe door, inoks at that fence and thev [eel won-
derful, otherwise, they're not gonna send you new clienls.
They're gonna have ‘em go lu any old iencing company. They're
not gonna look outside and realize the fence is a sense of securi-
ty, i'2 a sense ol privacy, it means vou can stand next to it naked
and nu one will know. It means thal vour animals and your chit-
dren won’t wander off (ill they get older,” And what is it abour it?
You know, the dog learns to go under the fence and the kids learn
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to go over it. Right. Now, I also discovered a little trick, I said,
“For me, you know, I want to walk inte work and leok at iny prod-
uct and fool wonderful. Maost people just sell fences. What if you
could sell a fence and a good feeling with it, that pecple could take
with them and have for the rest of their life?” And he looked at
me and said, “Wow.” And I said, “Now, are you interested in buy-
ing some fencing!” And he went, “Yeah.” And T said, “Good.
Then buy it from wowrself.” He forgot in that moment what he
was toing, because he was so bathed in tonality that came [rom
here, vour chest. Now if you're bent over and if vou're crocked
and you don’t realize sound is created [rom your entire mnove-
ments then you won't get the results..

Evervthing vou do with vour body. You need to cpen up yvour
body and be able to ook at aomebody and realize that you want
to project the sound, that it doesn’t just come from your mouth by
the way, it comes from vour chest, Tt seeps all over a person so
that when vou look at them and you say things, 1 like this, “Well,
latlay T want to be honest with you.” Right? Now the only way
you can say something that stupid is if you're inside making pic-
tures of how you're not ganna have cnough money te pay your
biils at the end of the month because you have to plan for that sori
of thing. vou know, otherwise it won't happen. 1 see people walk
into slores and watch sales people drive them awav. It's unbe-
lievabie to me. | watch people come in . ., why do von think they
come into a car loi2 Right! To buy a car. People come in and they
go, “Uh, can I help you?” and people will go, “Tust looking.” And
I always finish the sentence — and go,” . . . at your fuinre anto-
mobkile.” Why not? They sarted (the senience, [ gel o linish it
It's anly half a thought. I'll decide where the rest of it comes from.
I always look at that as an opportunity. Everybody else [ know
walks away [vom it. They'te not a pums. They're nol there with
iheir nails oul. I don’t walk up and go “Can T help vou?” I walk
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up and I say, “Are you looking to do something intelligen?™ 1
never have people look at mie and go, “Nah, ¥'m just out to da stu-
pid stuff today. I'm trving 1o feel like a teenager, you know.”

IU’s like, think of the things hwman beings are willing to do,
and T want vou to think this dirough just for a moment. 1 Know
some ol you do these things, T don't want vou to take it personal-
ly. Human beings put on two sticks, ski down and jump off of a
mountain for ful.

Think about it, somcbody said, “Hey, yvou can ceme down and
buy this stuff and jump off of a mountain.” People went, “Wow,
give me a pair of those, I'll jurnp off the mountain, ton.” Think
about this. People with boats. You have ta buy a boat so some-
body can drag vou hehind it on a pair of sticks. I think this is real-
ly incredible. They used to call it keel hauling years ago, it used
to be punishient. But now, people leamn to do tricks on the back.
In fact, if you're good at it, you can do it with only onc ski and i
you're great at it, they don't even give you the skis they just drag
vou behind the boat on the rope. People go out and spend envugh
money to buy a boat and the stuff. Right, You wsed to go out and
insult somebody and they'd drag you behind the boat, now vou
have 10 go oul and spend Lthe money to — and you have to gel a
really fast boat so you can get dragged really well. Thete are peo-
ple who jump out of airplanes for fun. Deliberately. They go,
“Well, what do you want o do today?” And you go, “Hell, let’s
jump out of an airplane.” There's ant idea. Now, if all of these
things could De made - and human beings when they do it, they
dle having fun - this means that we need to stop and consider
what we can make enjoyable,

S0 I'm gonpa ask vou ta iry a little sales. I wani te stap here
with vou selling an idea 10 someone else, a iriend or partner. And
1 want that idea 1o be that vou build in those heliefs that we talked
about, That the tougher it is to sell something 1o somebody, the
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more fun it is. Cause il vou walked in and they go, “T want that,”
and you give it 10 ‘cm, that’s kind of boring, it takes the play oot
of it. The more stubbern thay can be, the mare stubbom you can
he. Now, vou remember the exercise you did earlier witl the sub-
mudalities where you clicited the thing. What | want you fa dp is
to puli that page out again, only this fime, I want you (o gel all the
submodalities that go with the powerful beiief. Things like, do
vou believe breathing is good? Something basic, do you helieve
the sun is coming up? 1 want you o find out the location of where
thev position that belief, and then what T want vou to do is, In
your most smooth tonality, in vour best presentation that you can
make and in every represenfational system, T wanl you to have
that person consider 3 new ideas: 1) That challenge is fun; 2) that
yau can sell to'anybody or convince anybody of anything., Now it
doesn't matter thar it's not true, but if yuu have that belief, it
means you'll do it with every fiber of your muscles and your sonl.
Now, the way I want you to do it is I want you to make it fun.
domn’t want you to sit down and do that hard core stufi. T wanl you
to walk up and say, “Hey. do you belicve the sun iz coming up
tomorrow?" Watch where their eyes move. I not, say, “Well, do
you se¢ a pictive in your bead? Do you bave a voice that savs yes
or no?" Sounds a little bit like schizophrenia. But evervbody does
it. You have to knpw what yon believe and what you don’t
believe, Soon as you konow where that image is, ask them how big
I is. 1 it like this, is it like that? 'When vou lecalize it, [ want you
to walk arpund and get behind it, see, because T have an idea for
vou. I want to pull out this picture, {wisssss] that says challenge
is fun. “Cam wou see this?” As soon as they say “Yes”, go, (Fiffiff)
put it right there where the strong belief is, Now, it might seem
like well, adults don’t normally do that, hell I did it in a Mercedes
lot. And there’s a $3K commission. [ den't know about you, I'm
willing to act a little [oolish. They won’t think it’s oifensive, not
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when they're laughing. Not when they say, “What did vou de?”
and you ga, "Althhh, just pasting up new ideas, it’s just something
I'm trying out here.” It may seem silly, but you know, do vou like
to enjoy yvourseli? Nay, not me, | hate to enjoy myself. I don't like
that, It's — | dont feef authentic if I'm enjoying myself. It's only
through pain, lthat you can change. Do you believe this? Somebody
sold that idea! Only through pain you can change. Hell, come on
over here, I'll whack vou a few times on the side of the head. Il
be good for ya. Maybe you'll gei some sense in ihen.

Now, as you begin to build new pathways in your own brain,
so that your flexibility increases proportionately to your desire to
learn, really learn, we wanl you to wrile out the ambiguities, at
least the scope, syntactic, and phonological. You see, the Milton
Model, contrary {o what most people think, is used for more than
just your “oificial” hypnolic work. There's one for you: “official”
hypnotic work, as if thero’s any other kind of trance than those
thal you're in any way. | mean think about it. The thing about
trance is thatl it’s just aboul altering stales, which means a state
other thar the one you’re in just before this one. Soit’s just a mat-
ter of whose trance you'rve in, where and when. But when you can
generate Janguage patlerns maore elegantly, you cin generate more
than you thought possible. Your senses are keener, sharper and
yoir'll see and hear things you didi’t even know have been there
all along.

50 [ want you to begin with the ambignities: phonological,
scope, syntactic and puncitation. Take the first and write down
one hundred or more.  That's weite 100 or more. Because [ want
you to say them and write them down. Over the next few days, 1
want vou to do this because this is one way of learning quickly.
Comie up with as many as yon can as guickly as you can at first,
If you find yourself laughing at them, that's great because humaor
is the brainchild of creativity. Get yourself to laugh and find the




g2 --- - PERSTTASION ENGINEERING™

humar in things and others will, too. Especially when you know
what vou're doing. So start with [wany logical ambiguilics and
wrile thew down., There must be a zilion of them out there.
Write out all versions of tie same ane, there may be 1wo or three
or mare. Lven if there spelled the same and have a different mean-
ing. write them down for each meaning yvou find. Then | want you
to run these past your {riends and have fun with them. They mav
find others for you. Write them down.

1 mean, just think about it, everyihing we can do with stuc-
~ turing semtences and directing stories is a matter of the fact that
these are all built from just twenty-six lerters of the alphabet.
That’s it. Just twenty six letters and there are five of them that
£ost you something, Just twenty-six letters can resuit in the com-
binations necessary to create specitic meanings. The possibilities
arc endless, especially when your breaking rules straightens
things it,

There are explanations in the back of the book about these
things to help gt you started. The important thing is that you de
it iow, why wait? Some cxamples for the phonological ambigui-
ties are: right, rite, write; check, check; rain, reign; elc.

Some oi you may he thinking, well gee, these are nice but,
how do they apply to business? Well, T'll tell yan that first of all,
when vou think about all the words vou say all day long anyway
and how many seniences, then are vou really getting the higgest
hang for your huck?

We had this woman in one of our business seminars, her boss
sequl her. Now she came because she wanted to be able to increase
her rate of collections againsl their receivables and this was a pro-
fessional office, like a dentist, or chiropraclor, or something. Well,
anyway, wiat she started doing is: when the client was ready 1o
leave, looks at them, puts out the palm of her hand and stans to
open the appointiment book as she says, “We need a check . . . on
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vour next appointment.” She holds her hand cut while she’s look-
ing tlwough the appoinunent bopk., Now the clicits ask “"How
much do [ owe you today?” She 1ells them, they write ont the
check and they make another appointment all at the same time.
She’s been doing this now for ahont fonr years and she’s absolute-
ly delighted with it and so is her boss. Hey, receivahles are down,
s0's the phone hill, by the way, and business is up because people
are also making their next appointment. The state is that most of
them are already feeling pretty good at that lime because they're
relieved of whatever pain they were in, cte. The point is that she
is being more successful beyond what she thought possible and
she thinks it's great. The hiumor of it alone keeps her going and
she's been finding more ways 1o use humor by using ambiguilies
more and more every day. So much for sertous business tech-
nILes,

Then generate some syntactic amhbiguities. Generate as many
as vou can at any one time, Mavbe fifty or more and write them
down. | like organizing principals. Some of these will be using
phonological ambiguitdes. So come up with a3 many as you can
in as short a time as you can. You ¢an't get engugh of this. It's
what humor i all about, not jokes. You know, make those pow-
erful distinctions between jokes and humos, there is a difierence,
von know, '

Write dowil as many scope ambiguities as you can come up
with just like the others. These are really useful in this business
because of the way you can nse these to change meaning elegant-
lv. There are lots of well known cnes owt there that are veally gnnd
examples, as one liners like, “T caught an elephant in my paja-
mas.” This one guy I know sold this hig ticket item to a woman
wearing red shoes and glasses. Things have never been the same
with either of them. Write down as many as vou can in as a short
a period a time as possible. By now you're probably noticing that
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you're using combinations of ambiguities already. Have fun!

See, 1 want you to think about selling wance as how Lo coin-
municate using the fullest range of possible communicating choic-
ez, Punctuation ambiguities are next and here is what | want von
to dor a5 you wrile these down use all the ambiguities and keep
the punctuation ambiguity going in the right direction is easy
when you think about racing cars and ideas since the time goes hy
now [ wal you W realize thal your investing in vour future now
and then some maore,

50 write, again, so this lime vou're finding it easier and easier
to use more and more flexibility in how you say what vou sav
because we want to move on to some of the other patterns here.
Use thythm, a have fun attilude, a full range of voice inflection,
subtlery, and remember, it's nuot about heing slick, that’s easy.
Persuasion is abont helping people make the rght decision.

Now hecause vou want to be able 1o make distingtions in your
brain about movieg people in directions and locations of things,
lime and space predicates are important and are relative in nature.

For example, [ said to vou or you said te me that you are geing
to do something, Think about something that vou are going to do.
And since time doesn’t exist excepl fur now, then we Tepresent
time using space.

| was silting on an airplane one time with this associate and
we woere flying back from a business deal in Florida. And 1 was
rcading this book called Using Your Brain For a €hange. 1 was
reading it {or the nine miltionth time. Well, this guy asked me,
“What are you reading?” And 1 said, “A hoak.” (Of conrse, I'm
the one with the atlilude.} And 1 am looking ar this here book and
he goes, “So, what's the name of it?" [ looked at him and I said,
“Using Your Brain, Far a Change.” [ couldn't resist, And he asked,
“What is it about?” I said, “Well, it's all about learning how to Use
Your Brain For a Change, like for example, suppose you want to
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make a specific decision about sumething or you want w be able
to iearn how vou think in words or pictures and things like that.”
And he goes, “You can belp me with a decision? I'm gging to
niake a decision.” Now, that was an interesting invitation. So [
sat lhere and realized that he alveady made it because he didn't
say he was deciding on something. He said, “So you can help me
with a decision.” Which means he can already recognize it as a
nominalizarion as an event that will already cocur and has not yet.
This is whal 1 gel to do in business. People sav. “You are playing
with words." T go, "Yup. [sn't it grea?”

And as I'm reading this thing he says, *You can help me with
a decision? And I said, “Sure, which one?” And he said, “Well
I've heen making this decision now, for a while,” And inside my
head, 1 go, “Right. you've already made the decision. You just
haven't implementied i yot or executed it.” But 1 didn't say that to
him. [ said, “Well when vou think about this decision, where is
it?” Now bv the way, actually his words were, “I'm going to make
a decision,” 1 complete bis sentence “happen.”

Now, think about something that you are going to do, point to
where it is. Now, think about svmething you gre doing. Poinl to
where that one is. It's in a different Jocation., ian't it? Closer, big-
ger, brighter?

Well, this guy had an {nleresting one because here's what T fig-
ured out about how he was doing it. 1 said to him, “How often
have you been going to make this decision, since whenever you
decided 10 do it?” And he said, “0h, a couple of years now.” And
I g0, “What happens?” He goes, “Well, I'm going to probably be
making it in about two weeks.” Two weeks doesn’t exist. And I
asked, "Where is it?” And he said, “Well it’s . . .” and he showed
me on his timeline the localion and he goes, “Well it's dght about
here,” He moves his hand out at abous a 45 degree angle and about
arms length away, the picture of the decision was jusl beyond
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where his hand was, vou know, just out of reach, 80 to speak.
Ang I said ta him, “Well let’s ga 10 tomorrow just for a moment,
in vour mind. Where's the decision?”

Ger this, the decision kept moving along each dav. He would
move g day and the decisionr would move a day. Sales peoplc
wouldny't be interested in this. And T said, “and what about the
next day?” He said, “Well, it just seems (0 go to the next dav.”
MNow it's only because of lisiening to the way ihat he sequenced
his sentences and the words that he wsed, and me actually getting
instde of the way that he was describing it, so T could understand
his experience. This was in a pretty quick moment. This guy's
decision kept moving each day and he kept, according to his
wonds, “Pulting it off.,” MNow to make it even more interesting,
when he showed me this, he kept puning it off his timeline to the
side. This is not a good decision execuling place. Tlave you ever
noticed that? People, whether they're in business or not, make
decisions butl don't execute them? 1 think this is a great strategy
for procrastination and mavbe for things that you never really
want to do, bul tor making things happen? T don't think so.

il's in the language, tomality and the physiclogy. The thing is
10 understand hear where the process is going in the conversation
and what they are describing and whether or not vou want them
to consider it now or have them aiready have had considered i1 at
another thne =0 that you can now wse it as a resgurce now from
then. Resources. those expericnccs that include usefulness come
itom the past, or is it passed, can be applied in language, espe-
cially since your brain works laster than you think,

S if i1's a decision that they think they haven’t made, vet,
although they aiready have and they just don’t know it, then hav-
ing them think about something when they think they are going
tn think about it but deing it now and having already done it is
one Way of taking a tuture experience into the experience of now,
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enjoying it and having it become a resource, And it is in the lan-
gUAge.

How many of you get people who go, “Let me think ahout it
overnight.” And once yon have alreadv thought about it overnight,
and you look at it and go Mnunmmmnumn, you may already say to
yourself, “'I'his is the best thing to do right now.” It's just a mat-
ter of knowing bow sequencing time and space stractures with tag
guestions vsing the question up and command lone down at the
right time. Like anvthing ¢lse you’'ve done, when first you thought
about it and, vet, weren't sure, once you did if, it was easy after
that and you even look forward to doing il again.

It is all in the matter of how you sequence the words. Each
word is just a representation for the process to ocenr,

5o think about it and begin to notice where is later, before,
now, since when, temotrow, going te, will, have, and all other
temporal predicates. Map out the location and begin te map the
locations that other people use, sxcept map them oput in your
mind. I mean, if you carty a map arcund to draw on for your
clients, I think they’ll have some questions. Do it in vour oind
and you can even gesture with your eyes to verify that you have
the information right.

Now when you look al their map, you'll see exacily what
they're talking abont as they describe their wants, needs, and like-
to-haves and everything else they describe.  In some places they
call easy customers “lay downs.” This means that the customer
knipws just what they want and they're easy tn sell to. T think
most people who are buying are like that, it’s jusl a matter of rec-
ognizing it. Ask somcone who knows what they want, ask them
what do they need?! Then watch them have to switch gears
because of the gueslion, when they don't really have to. Why
switch tracks when it's unnecessary?

There’s a fine line between elicitation and installation so make
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that distinction for yourself as well as when.

When you're eliciting infermation, pay atlention te everythiiig
they're doing. [f you're nut watching what's going on, oppertuni-
ty will go by . . . somewhere else.

We're going to give you some exercises to flex your linguisti-

cahility s0 vou’ll recognize which inforinalion means what more.

intuitivelv. The one thing you can be doing even now, gince you
know the specifics of your own business, is to design well (ormed
questions that specifically targer the informative von want or
neec.  Like, when you want to know how much they can spend
on their monthly mortgage, for example, ask them how much they
can spend on their morthly mortgage, not how are their finances.
Ask far the targeted information. The formunla is really easy.
Write down the information you want, then ask it back in a ques-
ton. We have people in businesses do this all the time. They
design elicitations that are so well targeted that actually are appre-
ciated by Lheir customers because they speed wp the process and
inake it easier for everyone. Make it easy, make it powerful.

When you elicit this information, alse listen for and watch
what happens to their temporal predicates and their relativity to
space. What's in the present, the future, how far into the future?
Howy clase 1o right now? .

There are some things that are leamed easier unconsciousiy.
Now what I'd like you to do is, I'd like you to try something a lit-
tle ditferent. Before you look at your client, what [ wan! vou to do
is to stop, and I want you to just put out in front of you, float up
in your mind and look down and see a forty foor puma. Sleek
wills big white teeth, black fur, shining, and what I want you to
do is, in your mind, I want you to float down inside of that Puna.
Look out of its eyes. See. And what I want you to do s to put a
big mountain on either side of you and be at the beginning of a
ravire that goes down and way down that ravine, and look at your
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client down at the beginning of it. T want you to paw the ground
and see them actually lift off of it. 1 want you ic lick your chops
and roar for a minure and feel yourself purr, that purr that says,
“Your ass is mine.”

But I'm not hungry just vet. [ wanl vou to leok on the moun-
tain on either side of vou and see electricity crackin’ drwn that
ravine, striking on either side of that client of vours and realize
that the lightning is coming from your fingertips. Now, when you
Iook down at that client in your mind, right now, my guestion is,
“Do you feel the same?” The answer most likely is “no”, because
most of us haven’t spent enough time doing what could be ridicu-
lous mental conditioning. However, every neuren inside of you,
every fiber in your budy, every single cell is allfecled by your arti-
tude. Your attitude is predictably, by the way, a result of the way
in which yvou view the world. And 1hat's not what you see
Lecause yaur eyes don’t really see the world, they comnpute what's
out there, You respond off of planning. If you plan to be a wimp,
vou will.- And many of vou have planned that far too well. You
know, if you stop and think inside your mind and ieel the muscles
of a hig cat, and realize that . . . what 1 want vou to do is to stalk
suceess, 1 want you to learn to move one siep at o time and look
out of the corner of each eye and realize there's opportunity lurk-
ing at every curner. I you open up your senses the way cats do,

because jt's a beautiful thing to watch them move through the

nighi.

T used to work at a night vision lab and we had night vision
acopes and [ used to love and sit, watch with the scope, and waich
a big cat lurk through the night, walking aud looking for even the
simplest spund. Breathing in and being abie te look as only cats
cann. Where thev stop, thev'e completely silent and their fur
begins to float up and when they look al something, . . . they
know they can pounce on it, that when the moment is right, they
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jump right in. They hever jump until they know enough e make
sure they don’t make mistakes. You see, you don’t want to be abte
to rush ahead in the wrang divection, you want to get just encugh

information 1o be able 10 mevoooovvyve, Now, put inside your

mind the Puma, forty feet high, and while vou sleep and dream
each night, you move throughout the day you just went through
and begin o look at it with new eves to see, “What did T miss?
What marc can T learn? How much better can I dao this? You begin
to hear and see new things in new ways. (Roar) Cause after all, it
i% your uown leamning that’s important.

Now one of the things we're gonna doe is [ wanl vou to keep
that ieeling. You've got your eyes open because there's summhing
maore here to learn, but I want you to learn in a new state. ! want
vour eyes to really begin to open up and I want vou really to begin
0 listen.

Now I'll tell vou what 1 want you to do, is 1 want you to ga
find yowsell somecne, stick in-a couple tew beliefs: “challenge is
fun:” “yon can scll to anybody.,” And also =selt them the beliaf that
when they go back to where they were, they're gonna make 4
times the amount of wmoney in hali the time. No maiter what it
takes. Get to it

Well, sonie oi you went inside and you stopped and you asked
yourself, “Iow hand can T make this?” And you were quite suc-
cessiul. But now it's time to just see if we can make this a litille
easier. Things just don’l need 10 be this hard. We need to find
some way of speaking to the parl of you that realizes that it just
ain't this difficult. “My goodness, gracious”, vou go, “Well, it
must be real complicated cause [ don’t already know it, and the
more you don’t know something. the harder it must he. After all,
this guy’s a doctor or something.”

Actually, I'm Dr. Doctor.  And the reason I'm Dr, Doctor is
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because the Europeans gave me an exira doctorale, they gave me
a docturate of letters. 5o il any of you have sick letters, 1 can fix
them. Tremember [ went to the presentation. This was supposed
10 be like getting an award or an honor or something . . . and [
went to this place, and they handed me a pair of tights. And 1 said
“What the hell’s this for?” and he says, “Well, we dress up just like
we did in the 12th century ior graduation.” This is from a big uni-
versity, and these people are getting their doctorates, and T said,
“Sg, when you get all the way through school, they finally dress
you up like a fool. Is that what you're saying?” And they said,
“Weli, no. This is really a great honor.” And 1 said, “bo vou want
me (o pul on tights, and go out in front of a bunch of people,” and
1 said, “Where 1 come from, that has a whole different meaning.
See when one’s from San Francisco, it becomes a lifestyle. 1 know
‘om, a lul of my [riends have that lifestyle, if thev'd offered them
those tights, they'd gone, “Oh blug’s just not my color.™ You kKnow.
I'il tell you one of the things that always cracks me up is you know
whal? To show you how the mind works, 'l always be some-
where in the world and there's a guy whao's got two teeth in the
front ef his mouth and the rest is all space, right? He'll look like
he jusL climbed out of the movie Deliverance, who'll say, “Well, it
don’t bother me if they want to be homosexnals as long as they
don’t go after me.” Like any decenl, self respecting homosexual
in an Armani suit, who won't even let a hair be on him is gunna
lock at this guy and say, “Oh, 1 want him, yeah!” Now the fact
that this guv could even have this question shows me that he has
naot heen ta San Franciscn and he has not been [n the stores, cause
he wonldn't go inlo the Armani store, he'd logk in there and sav
“Qh, there’s nothing in there but a bunch of faggots, I wouldn't
dare go in there. Next I'd take my clothes off and 1ry sumpin on,
why they'd be all over me.” 1 don’t think so. Now the fact thar
he can believe stuff like that means you can get people to believe
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anything. And that's good if you gel to choose.

S0 [ know vour unconscicus has been close hecause we've
gone through all kinds of things here, some vou knew about, and
some you're gonna learn about tonight. Because, when you go
back to wherever it is you're gonna sleep and dream, I want vou
to consider at the unconscious level, all the things that vou've
done that were successful without really understanding them.

Cause T know yowr unconscious has just pulled things out
where you've lound yourself doing things and vou just thought to
yoursell, you were just in a mooed where things began to click and
wark. You had what's called “pood days.” Well, it's dme for you
to begin to grab hold of that feeling, anil make vourseli believe
that every day’s gonna start out a geod day and ge1 better. That,
when you sleep and dream tonight, ! want your unconscious to be
sorting and searching through your neurvsynapsis. Pulling up the
best of things and taking the rest ol it, and putting it in the same
place as old phone numbers and old girlfriends and boyfrends...
in a place where you feel, oooocoeoo, “1 don’t want te do that any-
nmore.”

Because the things you do that work are the foundation of
your success. Amnd the things you add to it, are what make your
success grow. In so jar as vou can learn to make new tunes of
voice, use new phirases, get control of your syntax, your body,
vour movernests, see new things, hear new things from the peo-
ple that you work with, is the range of which you will exceed and
excel imo the land of greater wealth, greater satisfaction, more
sex, more fun every day for the rest of your life. Now ! don't know
il you're the kind of person thal lovks forward into your future
and sees it as & wonderful thing ang feel like you're gonna drool
mit of the corner of your mouth, you can't wait to get to it. Cause
vou know you're genna be able lo double the passion with every-
thing in your lile; you'rc gonna be able to look at the most won-
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derful experence you've had with the person you live with, if you
have one, or if not, maybe you'll go get one, Out there there is
somebody Ior everybody and vou can take that image in your
mind and double and double it again. Never settle for less, and
with the persom you live with, remember, when you come home,
don’l be caught up in your day. Stop and take a decp breath and
when you open the door, 1 wanl you to remember the most won-
deriul experience you've ever had wilh then, puolk e image clos-
er. make it bigger, make it brighter, erank it way up. 50 that you
ran always be mare in love and let vour imagination run away
with yon. Now, tonight, while vou sleep and vou dream, I wantl
your unconscious to sort and search, begin to make changes so
that your ears open up 100 times more, your eyes open up and
hegin to see more, 5o that when you wake up bright eved and
bushy minded, ready to learn new things, Ready 1o do new
things. 1 want you ta leave any resistance, any casc ol, as | refer e
as, maturily behind. Cavse maturity can be a terrible thing ir it
gets you 10 reduce your behaviors and not have fun at what you
do. We're engaged in one of the most powerful professions on the
face of the earth, we get to take penple’s minds and make them
work better. That's what sales people do, you get to get people to
make better decisions. People who arc nogotiators get people to
find better solulions, more good for everyone. Cause the trick is
to make everything a win,/win siluation. Rather than cuotting up
a pie, vou make more pies. At one tfime there was ne money, there
were no buildings, there were no cars, there were no ideas. And
leok how many there are now, So basically, il must be possible to
make more. Start with making more passion and exciteriesnt in
your life, open vour heart, and the rest will follow. You will find
that yvour flexibility, your ahility tn do everything, il you make it
fun, you'll get a lot more done, a lol guicker, and have time lefl
over to do a lot more of the things in your personal life that you've
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always wanted to. There’s a whole world ont there to play with,
just waiting for you. Be nice to it.

Remember to nse good tonality, and everything else will be
e45Y.

¥ CHAPTER FIVE:
MENTAL MAPPING

There’s this one place where | go, they made it such as a pleas-
ant place for most people 10 work that people want to go in there
bevause it's jun. Now there's a notion, how we make things 20
that what we o is 90 enjoyable, that we exude pleasure. Becausc
it'’s when vou do that on the telephone, what gets somebody to
want to talk to you? Who do you want to talk 1o on the phone?
Cranky people! Who really likes talking to cranky people other
than me? Cause [ want to see how long they can stay cranky. [
also like to he cold calling and you go, “Uh, I have some very bad
news.” And they go, “Excuse me, who is this?"™ And T g, “Ts this
Mrs. 50 and 507" And they go, “Yeah,” and 1 go, “Well, I'm afraid
the price on the sweaters in our siore has been lowered, thus
remoeving that prolit margin and T just wanted to know {f. vou were
interested in coming in.” And they go, “They've been lowered?”
And T go, “Yeah, it really depresses me. In fact, they've, been cut
all the way in hall.,” And they go, “Well, what depresses you?”
and I go, "Well it took my commission out of il. But we're gonna
raise them back up next week. 1f you want to wait. And they
always go, “Who is this?™ 1 always hear that, “who is this?” And

I go, “Just no one, never mind.” My favorite phrase: “Never
mind,” What a great thing. People go, “Well, uh, vou know, nh,
I have a few questions about this product, process. You know, so
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VOUTe gonna come into my company and ah, do management
training. 1Th, what exactly are vou gonna do?™ And I go, “Never
mind about thar.” Here’s another one you have got to keep. This
is one of the mosl powerful phrases in English: “Held that
thought.” 1love that one. People go, “So, this is really gonna help
wst™ And l go, “Yeah, hold that thought. Tor the rest of vour life.
Now. Let’s discuss the terms of this, shall we not? Tag questions.
Tag questions allow you to take anybody who has the tendency,
cause there are a lgt of people who can see how wonderful it s,
but they feel they're not ready for it. So, you need to be able to,
80 10 speak, use both sldes of human beings hecanse that’s the
way they make decisions. A lot of human beings make decisions
by creating internal conflict. Right. I know you guys don't do
that, do you net? Now, what T'd like yom ta do, is I'd like to try a
little mental cxercise bacanse T like to ry everyday to adjust my
attitude so that [ can accomplish three things: 1) the reduction of
hesitation. 1t's directly relaied to insofar as you can rednce hesi-
tation and just try things wantenly, is to the degree you're gonna
learn new things.

See, for example, most of you won't walk throngh the mall,
and walk up to people. Somebody picks up a big expensive suit-
case, e of those nica Hartman’s, or something, that, when vou
loak at the price tag, vou go, “Ho!™, and you let go of it. What I
like to do is walk up to that person and go, "Isn't that a beautiful
suitcase? You know, a suitcase like that, can mean you’ll have it
vour wheole life. i it even gets a scratel in it. they replace v It's
the most wonderful thing, vou know, you could be buying suit-
Cases One a year, two a year, three a year—insiead of having some-
thing 1 be prowd of that wonld last vour whale life. Do vou like
things to lasii” It's a greal gesture to use with men, by the way.
Ti's—they'll all go, “Yes, yes, I do.” and you go, “Well, hold on to
that thonght.” And they always pgo. “Well, how much is that suit-

MENTAL MaFPING uz

case?” and when I go, “I have no idea I don’t work here,” thev go,
“Really?™ and they laugh. 3Salespeople will stand behind me soime-
times and when they see that I'm actually selling things, they got
angry. I'm just trving to be helpful. They’ll go, “What are vou
doing!” And T'll go, “Well, I was just talking about how wonder-
ful this suitcase is,” and they’ll literally say to me things like,
“Well, stop it.” Yeah, that’s right vou don't want the universe to
be on your side.

That's when vou turn around and you go, “What did you say
your name wdast” Temporal predicaies. This is something else 1
want you to start lstening. Because I'n gonna stirt using them
because people will go, “Oh, man, that's so expensive.” And I go,
“Yeah, il really was, wasn't it?” Moves it inlo the past in their
mind. And T go, “But if you loak at it now, you might begin 10 see
that in relationship to all the qualities it has, it's something you
can feel good now aboul.” MNow, using language in this way, it's
not always quite grammatical, but being abla to shift when ideas
are, whether thev're in the past, whether they're in the future, see
I said, “Well, yvou know, 1 don't kmow whether or not,” that’s an
gmbedded question so they don't really get 1o answer il. They just
get to think of the answer. “T don't know whether or not you can
see yowrself dressed in your finest clothes, you know, walking into
a luxury hotel with this beautiful soitcase, or with a raity old one
with dents in it and stickers all over it. And little tags and tears,
and so that people know you're reallv just a onetime tourist as
opposed 1o an elegant traveler. Which image cones to vour mind
easiesti”

I don't know aboul you guvs, [ travel and it seems like T went
in my gatage, scary place, your garage, isn't it? It's proof you can
sell anything to anyhedy. [sn't it? How many of you don’t have
the belief you can sell anvthing 1o anybody? Go in your garage
and spend a day in there. Worse yet, some oi you have what's
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called a storage unit,

How many of you have 1o rent an exira garage for exira stuff?
Ido. T have some — I have one 1 have no idea what's even it in
anymore, it's been too leng. Somedasy, T'm gonna go in there, T'm
afraid, though, but when 1 do, every time I go into one of these
things, 1t's like Chrisunas, although I've discovered I've bought
four more of these since then. That's why [ need a storage unit
for {hesc, is because 1 had to make room lor the ones 1 already had.

I recently moved. It was a ick. My teenagers turned of age,
you know, 18, and they went away for a few days and so | moved,
I thought it was a great idea. T jusi mwved, there's no wav I'm
gonna fix thal place. It's gone, man, it’s beat. Having tecnagers,
because you have one teenager and they travel in packs, They
come through and il's been like four years since Fve seen the
inside of a refrigerator with food in it. You know, they come in
like locusts. They land in the house and they eat everything in
sight. And, my daughter wavels with quite a litle band oi rene-
gades and they would come into the house. She has friends, my
som. named one Sasquatch because she would come in—you could
tell when she would walk inlo the kitchen, you conld feel the floor
“BOOM, BOOM .- BOOM” - she'd just take the refrigerator, tilt it up
and glub, glub, glub, glub, like that. You know, I'd go to the store,
buy $300 worth of food, I'd go out and pick np the mail and come
back and there wouldn’t be anything but bones on the counter.
And the dog would look af me, point over, and the kibble was
gone, loo.

Actually, I'd bought these little dog burger 1hings because my
dog is small and T bought these little dog burger things, and they
were in a box, and the box got wet so | took them out and 1 stnck
‘em in the refrigerator. It seemed like the thing to da. Right?
Well, T discovered the kids really like these things. And thev're
not that expensive, right? And it seems to fill them up a lot
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because | guess they have a lot of bone marrew and stuff in there,

5ol started buying ‘em and putting 'em in plastic bags and putiing

‘sm in the tefrigerator, and when, one day, my daughter was in
there and she was frying one up, actually she was irying three up,
one for her and twao for her friends, Sasquatch, yon know, and
they bad the bans out and they were putting stuff on there, and I
walked in and 1 said, “Are vou making hamburgers?” and 1 looked
i the pan and 1 zaid. “Oh, if yon were making hamburgers T was
gonna have one.” And they looked at me and I said, “That's dog
jood.” Aud they looked al me, checked it ont, and they said,
“You're such a liar, you're always saying that, get out of here.”
and I said, “Okay, never mind. So this is what you want to eat?”
and she said, “Just get out, out out out.”

Of course | moved. 1 was bred of eating doggy burgers.
Actually, they wouldn’'l even leave the doggy burgers in there. 1
get this kind of stoff a lot because since my dog’s small, just as a
ritual, somelimes I like to heat the dog's food up, you know,
becanse you can con them into eating stufi easier that way. You
know, yau can just take the dog fvod, throw it in a pan, with a lit-
tle water, vou can put a little garlic powder on it, you know, a lir-
tle salt and pepper, and the dog goes, “Hey, il’s human food. Give
me hal. I dont want the dog feod. U1l take that stuif, the stuff
with the garlic powder on it, yeah, yeah, the stuf like you make
for yourseli.” And I go, “Oh, no, yon can’l have this, gel away.”
You know, you have to play these games, because dogd are pretty
smart, you know. Humans, vou can just go, eat it, yum, but you
tell the dog to cat it, it looks wp at you and goes, “(snifl, snill,
snifi] . . . [ want whal you have.” Because especially if vou serve
food when you're eating, you know, Lhe dog goes (sniff, sniff] he
goes, “This is much better.” Hut if you put garlic powder on it, you
ran fool them, you know. Thal's because 1 put a lot ol garlic on
averything. You have to when you have teenagers, because the
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only stuff Jeft in the refrigerator looks more like a biology project
than anything else. Tdon't know what the other thing is. There’s
some genetic phenomenion with teenagers, where a half inch of
milik always gets left in the carton. You ever notice that? Just that
much, And orange juice, too. There’s always that much, so that
they don’t have to have the responsibility of taking the carton and
puiting it in the garbage. And mine, the garbage thing is right
next to the reirigerator because, usually when | get there there’s
just bones and wrappers and I like to have it be close,

That's what happens. There vou are, your teenagers, they
were o nice and so cute when they were small and then they
come and take all of your money aud your car. Righi? T even had
three cars, two teenagers. 'd get up and there wouldn’t be one.
Figure that out. They'll loan one of your cars to their friends.
You’ll get up in the morning, have nolhing to drive, nothing to eat
and ne money. You do that for a couple of years, things gel tense,
plus, there’s this genetic thing where they can make nonverbal
signals that make you go insane inside vour head. They go, "ble-
hkh,” and suddenly your body goes (wkejejtjerjzzzzz) and yOL
hear yourself saying stuff your parents said to yoil. 1t's really
frightening, it’s what told me anchoring works. And then there’s
my daughter, who taught me arm levitation. Where T could reach
back and grab a held. of myv wallet, lot it Hoat involuntarily out.
You know. 11y like I'd see the money disappear and I'd say, “What
am I doing? T must be in a trance,” you know, the extraction
france. That's the same one T induce other people in and I come
home and they van take it from me. 'm just an intermediary
between myv daughter, my dog and the world. Think about it.
Now | know probably some of you are laughing because this is so
true. :

But just think that it’s your job 10 go back and help others.
Like they have dogs, cats and children, too.
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Now, remember I want you o begin to make changes so that
your ealrs open up 100 times more, your eyes 0pen up and bogin
to see more, Start with making more passion and excitcment in
vour life, open your heart, and the rest will follow. Male it fur,
vou'll get a lot more dope. 3 lot guicker, amd remember to use
good tonality, and evervihing else will be easy.

There's a list of something that scems to me.to be a svnopsis
nf most sales forces. And 1 talked about needing a road map, that
there are certain things that most people don't pay attention to,
when they're in the activity of engineering influence.

{ne is that you can’s da it if you don’t have their atlenlion.
You skip over that phase. And when | say attention, | mean their
full attention. Pve seen too many Hmes, and too many sifuations,
people start babbling away o somehody who is staring ab sume-
ihing, who is not listcning. And, when you do that; you're not
able to influence them, especially at the unconscious level. [ think
of sales, I think of negotiation as a by producl of skills of the hyp-
notists. And if you doo't thiok of i1 that way, you'll discover that
you make a lot less money, so for those of you who are interested
in making less money, keep it up. For thuse who are ant, then the
thing 1o do is to realize that when you get somebody’s attention,
that it’s ukay to lei them just stare al something and wait, until
you have them. .

Recause any form you can get their atlention in is fine. T tried
something. These guys that worked in this car lot Lhere, that had
worked there for vears in their seats, and they had a job much like
the people at Xerox. The people at Xerox, what they had to do in
vader 1o sell something was 10 lift the phone, for years. Al they
had to do was pick up the phone and go, “Okay, you want five.”
They'd pick up the phone again, and go, “Oh, ves, okay, vou'd like

10.* Because, there was the anly Xerox machine, their copier was
the largest selling product it the history of the US.
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Intcrestingly enough, when the gentleman developed it, it took
him (5 years to get somebody to finance mass marketing it
becanse of the (ollowing comment, “Wall, if people want ta copy,
they'Il just use carbon paper.” Really, do yuu know how many
people probably went out and shot themselves when thuse things
hit the market? People consumed them like wild fire,. Now what
happened was, at a certain poiut in time Xerox lost its exclusivity
over the technology.

Finally, the patent ran out and every Japanesc company on the
face of the carth made a copier.  And the guys at Xerox were sit-
ting In their offices, staring at the phone, and it wasn't ringlng.
And it wasn’t going to ving, Now, vnc of the things that happened
is that Xerox then went out and spent a [oriune, and 1 mean a for-
tune, getting some of the inost “brilliant,” here was the problem,
psychologists on the face of the earth. These are pevple who've
never sold anylhing in their lives. They, then, desi gned a big sales
course.  Now, T attended that eourse, and many others. I went
around, you see. I wanted to find oul what people knew abont.
There was nothing inside of the entire course, which by the way
started off with a one-day, then they had a three day, then they had
a week, then they had month, Special training, if von were gonna
get really advanced. In all the cowrses there was not one thing
about fistening. There was not one thing that told you anything
that you coudd actually do. There wasn't anything to give you,
anyway, which is the third tier of what 1 want to know, when you
had done anything, cither.

There were ways of evaluating a person’s persenality, as if, by
the time somebody walks in a room, and looks at copy machines
up there, you're gonna be able to influence them, ar go into a
store and sell them your copiers versus others, or a business.
Berause at this time, businesses were being deluged with these
personality things,
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I had this consulting company once and there was this recep-
tionist there. And this client came up and, you know, when you
have clients like we had, you had to be real careiul and the guy
came up and had no appointment, and had a big bag of liteTature
wnder his arm. That's always how vou tell a nut, by the way.
They have a lot of writing with them cause no one wants to listen
to them. He came up to the door and said, “U'm here (o see
Bandler and I'm not leaving until [ do.” And he sat down, in the
reception area and everybody that came by, he was looking at
them with wild eyes and writing madlv and finally spread swuff on
the floor and she asked some of the other people I had working
there to help because thev'd all come in and they would look at
this stuff, and she would ask them, “Say, can you handle this?®
And they would go, “I'm busy right now,” and go in the other
room.” My office, by the way, wasn't in the same building. 1
found if it was, they’d pester me all the time. 5o T had one up the
street with video cameras in the building, and I vsed to just sit up
there and watch them all, I was great. So 1'd been waiching this
all morning long because | was fascinated with this. Tthought this
was good. '

Welt, this lady decided thal somebody has to deal with this
guy, 50 she told Lim, she said, “Gather up your things and lollow
me.” And she took him inta the back, and all the way back in and
into the office of the person who at that time was running that par-
ticwlar division of the company, had him set all his stuff down,
because thev had an office big enough to spread il out on the
floors, and left him there alene. Now I'm watching on the video
cameras, and as seon as (he door closes, [ mean it was like light-
ning, this guy was in the filing cabineis. Fe pulled out the cases
of all the clients that we’d had for years. And then he noticed a
big knife and picked it up.

Well, the guy turned around and there was a big mirror in the
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rootn. And I don’t know if he was trying to decide whether to kill
himself or one of us, bul It seemed to me that when vou have an
estranged, wild human being, the thing that yuﬁ don’t do, espe-
cially on¢ who doesn't have an appointment, isn't really your
client, the thing vou don’t do is arm them. It's not like step #1,
with clients, arm them. Step #2, bear vour chest. T used the prim-
itive approach. I called a fricnd of mine at the Santa Cruz police
department and the guy came doswn and | gave him the keys to the
back door o that pifice and bhe went up by the door and knacked
on it, and then I, told him, I said, “All vou have to do is tap on the
door, and then step aside and then tap on the door, and go, ‘Olly,
Olly, Oxen Free/* And the guy opened the door, actually it was
nice he put the knife down first. He opened the door, [ was watch-
ing on the cameras because | sure as hefl wasn’'t going down there.
I've seen iese people befure, you know, It's fine when they're
locked up or chained down or something. But when they're
armed, you want somebody else who is armmed, They pulled this
guy oli, handeuffed him, and while Lthey were dméging him away,
he’s waving his hands around wildly, even Lhough he was cuifed.
They finally had to cuif him hand and toe, and drag him away.
They brought him down, booked him and then in the interpest of
justice, of eourse, the courts arraigned him and OR'd him i iess
than an hour. And, in an hour and 15 minutes, he was back.
Now, she decided, well, obviously the police aren't gonna help, so,
what she did is she staried calling the other people that she
thought were just as nutty and having them come down, too. We
were gonnad have a convention. 1 don’t know where this idea
came from, 1 mean what could she have heen thinking, because [
had a file called nuts.

And these were the penple that T just didn't want to deal with
because, they weren't there ta get help, they were there, because
they wanied us to join in what conspiratorial phenomenon was
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going on in their mind. For example, there was one person who
was convinced that, actually, 1 was not from this planet, and that
all this Nenro-Linguistic Programming — was a way of progra-
ming the whele world 10 enslave it. And the first ime he showed
up he showed up with a big shot gun. And that’s, by the way, why
I had my office down the street. He kicked in the iront door, he's
got the sholgun, and went, “We must all kill him. We have to
overthrow him,” and began unlsading rounds in the building,.
That time she called the police right away, but now she called him
back. The idea is to get rid of people like this primarily because
they don't have any monev. You Know, if you're gonna see them,
I want to see them in a safe environment. T want to go inio a nice
mental hospital where T can scare the hell out of them. Not the
other way around. Now. the other thing that she did is she did
samething, that [ thought was inferesting. I told her, "1 want Lo
have a representative from one of these copier companies come in
here,” Shc popped open (he phone book and called every single
cne of them. And gave them all the same appointment. She
buzzed me, and she said, “Can you see them at 112" And 1 said,
“Sure,” And I said, “What company are they from?” And she said,
“Copying company.” [ said, “Okay.” Suddenly there’'s this
entourage, because [ had a big iron gate in front of my office, and
I heard (thirp, thirp) and 1 1wmed on the cameras and here our in
front are these human beings. And they all had brief rases, and a
wilill Iook in Lheir eye. And [ thought, “Oh, this is gonna be good.
Nuts, again.” So [ buzz and 1 said, “What do yvou want?™ And they
all started waving brochures in the air. So I let them inte the
lobly, 1 made them all sit down and 1 said, “Who the hell are you
people?” One guy was irom Xerox, he was the one that harely
breathed. He sat there like he was depressed. Because after all he
learned selling the psychological appreach. And Lhen there were

all these other guys.
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There were guys who knew nething ahout copy machines, bul
boy they kitew how 1o sell and they knew, in a crawd, he who
squeaks the most gets the oil. And there was one guy, who is just
screaming.  Finally, one guy out of all of them does something
unusual, because they were all trying to talk al the same time, and
I told them to shut up and I asked them, “Why are you all heret”
and they said, *Weli, because you need a copy machine.” And I
said, “Waell, what did we do, run off copies of the salesman, what's
the story here?™ And this one guy, just sat there, casually unbut-
toned his shirt, took it off, unbuttoned his pants and walked over
in his sherts, “I'm trying to get your attention.” And I said, “Youn
got . Almost got it anyway.” Well, I [izured somebody who was
enthusiastic . .. Now, I actually got a copy machine from this guy
because I liked his style. Out of 17 guys there, all there with their
briefcases, massive brochures, shufiling throngh their brochures
and stuil. Most of them were more interested in (he brochures
than they were in me, This guy didn’t bave anything with him. He
said, “It*s in the car.” He said, “Tet’s go 1o lunch, it's too crowded
here.” [ like that, T thought thal was good. Suddenly an idea
dawned -on my mind. 1 decided that, for my litthe hobby that 1 did
a couple davs a week, I would try some things that were ot of the
ordinary, 1o see if T could.get some attention. Because after ail,
this is not a good time to be selling cars,

By the way, even though T'd gathered up some people from the
countiy club and the Tovota lot, which was across (e street. They
didn’t like me much. I tried things like T went vut and T got myself
vne of those little yellow jackets, like the gays that worked on the
roads do. One of those little stap signs. “Slow.™ And I went aul
and I'd sland on the road with the sign and wave them down,
Especiaily if | saw a Volvo. Because at the time, that’s when Volvo
was going through the law suits aboul being lemons. And, there
was a lol of truth to that. 1 had a friend, who had at the time a
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Volvo, and even the glove box didn't work on this thing. 1t was
that, the Jagmars, too. You could always just walk up to anybody,
anywhere in t0wn as they were getting into a Jaguar and just look
at them and go, “How depressing.” and they'd go. “what?* And
I'd go, “You must spend a lot of time in the shap.™ And they'd go,
“Yeah,” and I'd go, “Duesn’t it grate on youi” He'd be down there
in moments, and 1'd just go up there — there's a parking lot about
three blocks up — and I'd walk up and it seemed like that's where
the cars were. I'd go and see who looked at their car, and when
they looked at it like they wanted to hawve it out with it. Then |
got another idea. T themght, “Gee, who do people really trusti”
because [or me aiwavs in the second stage and all of these kinds
oi sales things. It says establish vapport. 1 thought. “Uwiuum,”
Because, nnce you have semebody’s attention vou should be able,
withoul being a rocket scientist, 10 know if vou have their full
attention. The trick is to notice if you are moere concerned over
vour brochures or this or that.

I recently decided T wanted 1o buy a four wheel drive vehicle.
So what I did is, in my ignorant way of doing things, 1 went oul
and rented each one for a weel, until } decided which one [ liked.
I went down to the dealership, and this is an unusual opening
line, T walked in through the door, looked at the one [ wanted, the
salesntan walked over to me and said, “Excuse me, what are Yol
doing here?” And I looked at him and said, “1I'm after your job,”
And he said, “What?” And 1 said, "Where's your boss?” And he
said, “Well he’s bacik there behind the window.” T said, “Wait
here.” And I went in anid then his hoss came our and fired him.
Smar guy, because this guy's ideid ol establishing geliing your
attention was to piss you off. Now, T don’t recommend that that’s.
the way that you go abaut it, because when you piss pecple ofi
and attach it 10 you, il deesn’t work well. However, i you piss
them ofi and aim it in the right direction it can be useful.
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Now ong oi the things. that 1 want to teach you is-a little trick,
that I've learned through the years as I went through anv kind of
a sales pitch, whatsoever, and T started to get some flak from them,
that when T could tell things weren’t going gond. Tt didn't matter,
whatever it was. T always would get out of my cliair and 1 would
turn around and I'd say, “Now that's what you normally hear from
a salesman.” and I°'d ga, “that kind of activity.” And ['d point back
towards the chair, “It's that kind of shit that really annoyz you,
isn't iez™ :

People go, “Yeah. Ttis.” And T'd turn around and !'d go, “Now,
the other companies around here, that sell cars, vou've probably
been to a few of them, think about them. That's the kind of thing
you're gonna get there.” Because any time vou get a negative
response like that, you want to make sure yvou drop back and
immediateiy disassociate it irom you and associate it with some-
thing else. I picked the Toyola lol because there was a big window
there. And [ actualiy got people so pissed off now and then, that
when people would leave thev'd stop over there and yell at peo-
ple. I do like doing things. They'd go across the street and thev'd
walk np to one of the guys and flip them the hird. And they'd
walll away. And all the guys in the Tovola lot wonld look at each
other, and they'd look in 1the window over there, And they'd go,
“What the hell do they tell people!” Teven had one guy walk over
and he walked in and he said, “What the hell are you telling peo-
ple about us?™ he said, “This guy jusl came over there and cussed
me out.” And I said, “The truth. You were trying to kill their chil-
dren.” And they'd go, “l didn't try and kill anybody's children.”
And | gaid, “You try and sell those collapsible cars, don’t von?”

Now at that time I want to tell you, because T know somebody
that had a Tovota Corolla, and it was parked by the side of the
road, and next to the road there was a small embankment thal
went down about ten feet, and then there was a driveway which
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had come off on an angle. The ground was a little wet, the tires
sank down and Lhe car rolled slowly down and landed on the dri-
veway, and was totaled. Flattened like a pancake, I know, it was
my car. Somebody gave it to me, when they went o Europe, to
drive. When they came back, they weren’t happy., Now when !
saw a car crush like that, suddenly, what dawned in my mind,
maost people would've said, “Oh. I croshed my friend’s car” T
thought to myself, “T could use this as a selling technigue.” 5o 1
had the car delivered down and we put it outside in front of our
place. A (laitened crushed Tovota Corolla and I went down to the
theatrical supply house and got mnyself 2 mannequin, soue blood
paint and pur it inside with an arm sticking cut. And then I got
two small dolis Irom a wy store all righi and had them laying out
and a little sign that said, “Think about #, s ik worlh #2” The
Tovola peaple hated that, Because anvbody that was going into
the Toyola lot, when they twned around they'd lock and see us
over there and there I was, with the arms hanging out and every-
thing and on the side it said, “Get your hands on a Tovota,” which
was their slogan at the time. Now, | want to tell you that the guy
that owned the Tovola lot just got inte it with the guy that owned
the place that I was velunteering my time to. They actually had
such a big fight aboun it, that they made me remove it. Bult 1 juesl
thought it was just kind of a flexis billboard. The fexis art is liv-
ing art, it's where life becomes art. And to me, [ always figured
the hest foimn of advertisement is any flexis art you can create, that
it builds in its own message. That | know, for example, here are
things that strike me as not good business. For example, the guy
that owned the Toyeta lot, drove a Mercedes, That's a gifl from the
gods.

You film that and show it in your show room. 1 mean, to me,
this iz good advertisement. This is where liie imilales itseli. T he's

afraid to drive one, how come he’s willing to sell one 10 you,
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because he hates you? That's why thev go aver there and get mad.
1 go, “He's willing io have youwr children dic, while he feeds off
them. He laughs at peaple like you.” I've gotten people so pissed
ulf, they went over i iorce sometimes. They moved e Tovota Lot
across town. [I'm not Kidding. He said he was planning o get a
new, bigger place because they were doing so well, Or at least had
been. '

Now, when 1 set the idea of compelition . . . to me, because [
don’t think there is a limit to the amount of things to go around.
I know that whein they put a whole bunch of car lets in one place,
lhey all sel! more cars than when thev've pul ong out in the mid-
dle of nowhere. That vour ability to realize that vou know there
t3 no limit in ihe number of things, but when it comes down to
puie competltion . . .

To me 1 view it as fun. Other people view it as stress. From
the standpoint of stress, you can’t do business. To me, I view
clients as food, becanse that's what they atre. When they come in
ter buy something, when it's the matter of who iz going to get this
money, il's different than “is it possiblei” Because, [or e, 1 was
seiling cars to people who weren’t planning to buy one. Most of
the time I'd drive down and I'd go, “Now, where wonld he a gnod
place to sell cars?™ And I'd go, “Repair places.”

Find people who are frustrated oul of their mind and tell them
they can dump more money inte this hunk of junk, or they could
feel wonderivl. Do you wati to feel wonder[ul or do you wanl Lo
[eel bad? Think about it. Now most of them didn’t say to me,
“Weli T really want to feel bad.” Actnally | would've had a ten-
dency 1o amplilv their bad feelings. Nothing personal. But [
found thal if I turned them up just enough . . . berause [ like to
ask things like, “T wonder if you can imagine what will break
next?”

[ wenl down lu a place that specialized in foreign cars voe
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evening and for a smali price and a few cocktails,-I managed to get
the guy to go through and give me all of the repair reporis on
Volvos and Jaguars and a few other cars; big giant receipts and just
on one cal, where it was jusi one right after the other afier the
other. And I xeroxed thase files so that [ could walk up to people
arud I'd go, “Is this your Volvo?" And they'd go, “Yeah.” And I'd
go. “How old is 117" And they’d go, “Well vou kneow, it's two, three
years old.” And 1 go, “Oh, it's just about to stait.” And they gn,
“What?” And 1 go. “Well, have vou had any repairs recently?”
And I said, “I'd like to show you what’s going to happen. I'd like
vou to know what vour future is going to be like.” And I'd show
nim the file, Some of (hese cars, il was unbelievable. . . there was
ene that spent over 200 days in the repair shep. Think about it .
.. 200 days . . . that's like, you get to visit your rar on weekends.
I know. [ had a Jaguar and I actually got to the point where it was
either me or the car, one or the other. 1 didn™ even sell it. And I
gat the personal satisfaction of burning it. [ did. Drove it off a cliff
and hurned it. I declded no car would ever make me feel that way
again, © wasn’t about money anymore, it was personal. T know
that the car did it to me because il wanted to because it wouldn't
break down. When I'd leave, it wounld always break down hall
way Liers. Mot only that, but it would do it in the inost demean-
ing of ways. It wonld do it in a place where you conldn’t pull over.
It would da it in a place where T knew if was a personal thing.
MNow the nther sales penple that were down at this place told
me the kinds of things that I was doing were not prolessional.
And I said, "Quite 1o the contrary,” T said, “Anybody that doesn’t
vary their behavior to find out how to generate more business and
lind vut what they de is not going to do well, they'll be like you.”
Now while T am down there, becanse, of course, the guy that
ownad the place is not going 1o get rid of me at this point because
I am the only cne selling anything, right? And that’s becanse 1 will
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g0 ta just abowl any limit just te find out what will work.

Well when [wasg down ar the costume store, bringing back the
stuff after they made me remove the Toyvola, there it was in radi-
ant luxury, just sitting out there on the stand. 1t came to me all at
ance: “establish rappont.” There was a catholic priest ouliit and [
thought, “Trust, it*s bailt in.” What could be better? “Bless vou,
my children, for vou need a car”™ Now, I never told anyone [ was
a catholic priest, T just pat it on, And then 1I'd walk up to people
and I'd go, "Me lassie, you seem to be having a wee bil of trouble
with the cac” That's when it went wild. 1 said, “Just tell me your
troubles.” "Al I can’t afford big paymentz" “Well, we'll work il
out for vou. I'm sure we'll find some way. You know, I've gota
friend down here, who will take care of you.” And you know, 1've
never had anybody ask even after we went down and 1 showed
them the car. 1 gave them a good price, gave thewt a good deal,
righi? 5et them up and 1 wonld send them in the other room and
they'd sign them up on paper. They would always come out and
go, “Thank you, father.” And I'd go, "ir's all right, e lassie, don'l
vou werry., If you have any problems you bring it back right
here.” You know what? [ thought the guys that worked at this
place were going to flip because they knew | was Jewish,

And the one guy old me at it was a sacrilege and I said, “lt's
a costume, for Christ’s sake.” I said, "Evervbody rents thom,” 1
said, “except these govs rent these costumes at Halloween.” 5o 1
went back 1o the costume store and started going, “What else?
Can T see that policeman’s uniform there?” Mavbe we'll iy . . .
ococnh, look at that there, Il try cne of those.” Berause what T
wanted to do, was for me, I was just trving to learn to find out
what lengths yon could go to. T mean, in me, i von don't vary
your behavior, you don't try things, you don't find out what will
worl.

I tried things. For example, I tried stand up in a night club
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because the band louk a break and 1 just walked up lo the micro-
phone and T said, “I know that you are all here for the meeting,
and I sant t¢ know how many of };fuu are just sick and tired of the
gas prices thing?”  And everyhody goes, “Yeah.” T said, “How
many of you just really want to get a good car anyway?” People
would go, “Yeah,” and ! said. “Well, those of you who are inker-
ested T watit vou to sce me in the back.”

I picked up fificen people in one night. | just went there o
have drinks. The guy asked me to come in and play for a few hines
that nighl with him, an old iriend. He said. “1 know that you don't
plav much, why don’t vou get down and play a iew songs.” |
played a few songs and sald fifteen cars. They had to come down
the next day and picked up their Cadillacs. 1 only brought pictures
with me. I bad names for the cars, too. [ found out that was the
easiest way to sell a used car. is to have a name for it. You per-
sonalize things, right? You know, I'd show them and Fd say, “See
this Lincoln? This is Barbara.” And I'd go, “[ Like Barbara.” Youw'd
he surprised, you know, ten o’clack, eleven o'clock at nlght in a
vocklail lounge, you could sell just about anyihing.

Dne time, the high way patrolman, who was a friend of mine,
was doing a thing inside the schools and I, at the time, was doing
a project. 1 took all the educationally handicapped children,
because [ have a personal pet peeve ahout this stuff. And [ took
all of them in one schoal for one week and moved them 1o the top
ol their class, This pissed the {eachers off because they would give
them tests like the uthers, and Lhey had their Dright little bright
kids, and I went around and screwed them all up. 1 did that at
recess, it was casy. 1t°s really not that hard, you know. You just
walk up to them, 1ift their arm up and tell them to close their eves
and say, “The next time you get a spelling test you won't be able

" to make images. You’'ll just sound everything out.” They did that

to some of vou, didin't they?
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Thase of us that learned 1o spell phonically, and vou know, 1
love that, when you go up and ask how (o spell a2 word, and they
tell you to look it up in a dictionary. If I knew how Lo spell it, 1
woulidn't need a damned diciionary. And they made it sound all
so important, and how inany of you now have a hutton on your
computer that you can press? Take your mouse and go “spelling”
aml bam! it's over. Except that if you speli it like another word the
complter will go, “oh that’s fine” and then in one of these sen-
lences T watked down the street Fine, it was fine. Well that's
because caomputers can’t make the distinction.  Your mistake must
be gross or not at all, S0 thase of you who spell pretty well actu-
ally have more trouble using the spelling program because you
will misspell and it will be spelled like another word. Those of us
that learned how o spell phonetically can use these computers
because when we do it, most of the time, Lhe computer goes, “I'll
be damned il 1 know what that is, Can vou try another version for
mef”

Now, the thing that happencd with the high way patrol, which
[ thought was beauntiful, is that, here I am working with these
kids. They came down and they asked me, they said. because 1'd
had some interaction with the police and they alse knew that T
drank, and that [ was good at it. ['m one of the few people that
actually smuggled a bottle of vodka into fail, I wenl to visit some-
lnrdy, we were working on a legal case and I asked the guy, “Can
I bring you anything?” And he said; “Yeah,” he said, “Hring me a
hottle of vodka.” S0 T did. And they never did figure oui where 1
hid e bottle of vadka, because before we wenl in, I was working
with the lawyer. They searched us, they searched evervthing, and
when they lound the empty hottle of vedka in there and him
siiging away, it wasn’t very discrete. 1 thought he was going to
use it over a period of time. [ didn't know he was going to drink
it all at once. But, they asked me, they said, “You know, vou got
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patted down. You weren't carrving anything with von., Where did
you hide the botte of vodka?” And [ said, “In my hands.” And
they said, "That's abhsolutely impossible,” And T said, “No, it’s
not.” The next time 1 went there, when I lelt he had another bot-
tle of vadka. Now, it was so easy. All I did was toek cardboard and
made it look like a thermos. It even had a top that von could take
off.

That T'd taken off anothet thermos, and had hot coffee in iL
They'd open it up and there was hot coffee and it was only this
big. And I put plaster of paris and a botile of vodka underneath
it, Smuggling seemed like a challenge to me. T modeled those
guys with the CIA, too. But, it was real interesting working with
those people because | got to ask them all kinds of questions and
stuff. They have, by Ihe way a rather interesting sales program;
“Do what we want or we'll kill you.” Um, which works for me. 1
become very flexible, | mean just tell me what you want. And
they go. "We cair’t. It's a secrel, now give it to us.”

I want 1o begin to train your eyes. To begin to netice things.
One way is, I'm going to ask you. whatever it is that you sell, and
if you den't sell anything, make something up . . . I'm going to ask
you tu go into the phase where you start to notice the sign posts
that tell you when yon have somebody’s attention and the ques
tion is, when have you? . .. because I like to ask them questions.
I've always told people that T was a decision engineer because, if
you said you were a sales person, it's a negative anchor. And you
sa¥, “(h veal. there’s plenty ol sales people aroiind here,” I said,
“You can see them sitting over there in their suits. You know what
they'll trv to do to you.” And they go, “Yeah, I know what you
mean.” [ go, “Well, I'm the decision engineer here. See, I'm only
here to find out how vou make good decisions.” Now begin to ask
them guestions about the difierence between the good decision
and a bad decision. But while you are doing this T want you to
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breathe at the same rate they are breathing. T want vou to talk in
roughly the same rate that they do, and if they are using a ot of
visual wonds, use a lol of visual words.

But this is the most important thing., As you start to do this, T
want you to shift and hegin 1o speak at the rate that they are
breathing. You can feel that hit you like a dmum can't you? Even
a few seconds of it like that, and something inside vou goes,
“Waow! Yeah, right.” Because contrary to popular belief, people
like to be influenced. if you do it well. Think abow it. When
samebody =educes you, they're influencing you. And if they do it
well, it feels good, doesn’Lit? Now, if they do it badly, it feels like
shit, right. For example, last night, out of my hotel room window,
their was a bunch of guys standing on the comer and every time
a car would drive by with a woman in it, they'd go, “vo bahy.”
Now dn they really think that that's going to work? 1 don’t think
$0, [or some reason. [ can't see women going, “Oh, put the brakes
on, man.” Then there were guys driving by in cars doing the same
thing, velling at the women (hat were walking down (he sireet.
Like you know, the woman's going to take oul a grappling hook
and get that bumper and slow them down.

See the trick is Lo notice that you are going 1o get a positive
state. The prablem is, you can't get one il you are not in one. [
see people and they drive down Lthe freeway, and it stresses them
out. Me, 1look at all the buildings full of money, going, “It will
be mine.” See, you need tn he able to go inside and make sure that
your tonality is pleasant and that you access wonderiul stales and
then, when vou mirror somebody and you begin to sprak at the
rate thal they are breathing, then they are going to start feeling
better than they've ielt before. They are going to go, “I'm starting
10 feel good.” .

Because at that moment in time, I'm going to ask vou to do
something, which is, I wanl you te begin 1o mirror them, you're
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alrcady breathing at the same rate. But whal I dois T just starn
smiting and if thev suile, like you As a matter of fact, vou
know, I still have a Lincoln and T know you've been thinking
about it, ever since | started talking about it. I mean il's got those
big leather searts, and [ love those buttois to roll down the window
and you know, T put a hig cattle horn on the froni of min2. A six
cattic horn that says get out of my way or yowr screwed. Never
mind. You weuldn't want to keep that powerful state, would you?
“Come to me Barbara, come to me.” I wani (o introdure you to
Barbara. She will change yaour life.

It's just something abeut . thosc big Lincoln's. you Know,
People go, “Why do people buy those big gas guzzlers?” Because
thev weren’t driving, that's why. [ didi’t drive very far T drove
thirteen miles 0 work and thirteen miles back and every once in
a while [ stopped at a bar. Stopping doesn’l use any gas at all. 1
tound that the more T was stopped Lhe less gas [ used. It alwavs
amazes me, whel people are stuck in traffic, bumper fo bumper,
they let their engines run. Wot me, ! turn mine off and get out of
the car and go knock on people’s windows, Start passing ont lit-
erature. It’s like thal thing about that airline where thev strap
them down, [ think that's great, [ walk up and down and I look
and I go, "They're all strapped down. This is great! Good! Break
our the product . . . we've got them.” You just go and hand shake
interrupt with each one of them. They are just sitting there on the
plane,

Now, what I want you do is (0 slan playing with this, because
what vou are after, is looking. The goal of this exercise, that you
are aboul 1o do, is tu look. Oh veah, there’s an exercise here. I'm
guing to teach vou, by the way later on, the contract interrupt
technique. [t's much like a hypnotic technigue that was used by
Miltsn. He did something called the hand shake interrupt to get
people into trance. I do the contract interrupt, [ nsualiy Hke 1o
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_start out my sakes pitches by having them sign the contract and
then I do the sales pitch. 1 find it warks much easier that wav.
And the took of fear on their face. They've aiready signed it, but
thev don't know why. But 1 bave it in my hand and then what 1
do is, T slowly stant te rip it up as T convince them, that they want
jit. 1's an interesting polarity. I don't actually rip it up, just that
carbon stuff around the edge. But its a way of being able to induce
a state, by which you can get people to act as if the coniract is for
service of the product. And s0 vou can tell whether ar not you
will aver get any buyer’s remorse. 1U's a fest.

Kecause to me, [ just blatantly get people’s attention.  Then
what [ do. I find a way of knowing if 1 have rapport. This is the
impornant paint about having a road map that tells vou where you
are, | know. when | have their attention by the look on their face.
That's one way 1o know.

For example, the zipper lechnique. You ask vourseli, “What is
the zipper technigue?” Let your imagination run wild and yvou'll
have one, too. This is what | am after, your ability to begin to
think of, “What can [ do?” Because, if you are in a siluation and
you're not getting sowmeone’s attention, the term is “escalate.”
Mow, there’s the heart aftack technique. That one works really
good. ‘That's whene you keep a litile thing with pills in your shirt
pocket. You just need candy ones, vou don’t need real pills, and
some of you've done this, haven’t you? And then [ used this in
the {urniture store, because people walk too fast in furniture, like
they are looking for a specific conch. Right? Like, you can’t make
thetn loovk at anviher one. Or you can't change the fabric and they
zoom back and forth. But vou are going io have the exact one sit-
ting out and as they walk by, you suddenly go, “Uh uyh uh
antrgh.” You know, if thev save vonr life they have to bay some-
thing (rom you. Tdon't know why, buat they do. U8 some unwrit-
ten law,
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Now, about the exercise. The exercise is simply to siart te
pitch somebody on something bart to concentrate yowrself on mak-
ing sure you follow the following rules: Do not know what you
are going to sav before you say iL; s¢ that you lear your voice com-
ing out of your mouth. Remember vou can always change it. And
1 want you to ask questions, And the kind of questions T want you
1o ask, first are the ones that get people 1o ramble. [ want you to
see H you can throw in at least three thetorical guestions by which
you wouid get a yes. You know, vou do want to be happy, don’t
vou? And they go, “Yeah.” And you go, “Well, you want {0 enjoy
your life and you know, thar if you buy just the right thing and
make just the right decision, then you'll enjoy yourself, won't
voui” Tag questions are alwavs the way of getting a good rhetor-
ical response. And I realize I'mi asking vou to do a number of
things at the same time, but that's because, if vou can't. yon cught
to go out and get a real job, like being a social worker. Something
where you don’t need skills. Something where, your tenure of
being a school teacher . . . They do this in the US: if you can work
somewhere for three vears you have a job for life. But you know,
the quality of the education in the US is directly disproportionate
ta the fact that school teachers don't have 1o get any betier at what
they do, right? They don’t have to produce results. On the other
hand, those of us who are engaged in buginess, who are ongi-
neering influence, we are directly rewarded in relationship o the
competency with which . . . Wouldn't it be neat if doctors got paid
that way?
healthy.

Now, what I want you to do, is to thrgw in a tew of (hese
things. But primarily while all of this is going on, I want you to
ipcus on vour breathing just like I've been doing here. 50 the
minute [ smile, you have to smile and then when T nod, you have
to nod, don’t you? 3o that, even though they know that you're in

It’s like you had to pay them as long as vou were
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total control with their physiology it feels so good, they like it
Noaw, an Important part of this is that, while you are doing it, you
congtantly, yourself, go into pleasant states. I'm thinking of all the
girls I dated when I was 20 vears old. They were great, weren't
they? Now, as s00D as you can get a hon verbal response, it goes
pace pace lead. But while T am going through and 'm starting to
do things like listen 10 what predicates are used, whether he
thinks of pictures or words, iU's this non verbal part that [ want
vou to concenlrate on. Because as soon as you can control the
tempo of your voice so that it matches their breathing . . .
Somebody asked me vesterday. They came up o me, and they
said, I can't see people’s breathing., And I asked, “Where are vou
looking?” And they said, “Well I'm looking at their mouth.” And
1 3aid, “weil, you can’t see il there. It’s not tike it comes out col-
ored, vou know. You have to look at the chest. And watch the
breathing dewn here.” And if they don't, because some people
just don’t breath much, then what you have to do is get them tc
breath a litile more., {ntil you juive them, they won't. So you
begin to set the pace, your language. Take a deep breath and they
will, too,

somebody said, "What does all this have to do with free willi”
And I said, “There isn't-anything that is iree, is there? Because
after all, youn wouldn't want something second rate, would you?”
Ism’t that a great question? You hate it when things break, don’t
vou? You'd rather leel good, wouldn't you!?

Now this is what I want, I waut it o that when you stop, they

stop to the point where you begin to {eel that you can get nen ver-

bal gestures, and this kind of siuff here. You know, smiles and
things. You can even throw in other stuff, you know. Start from
scratch, nobody knows (Richard scratches his nose). But they might
find it handy and uplifting. See there are whole levels at which
you can do this and the trick is that you are always poing o want
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to weave these levels together. You're going to want to put an-
guage patierns in. 1love it when they fight it, tco. Remember the
rule of thumb: when in doubrt, escalate. -Savor the uncxpected.
Why not be blatant about it? I believe thal your unconscious can
do anything. T've said, “You know, if you make part of your lile
more sumptuons, why wouldn't the rest of it get that way?”

I mean, think abeut it. U vou could wait in line at the bank,
hecause these are the worsl salespeople in the world, you know
. . . banks now have to sell. Tt's so funny. Tlove this. Banks have
nover had to be nice to you and now, there arc so many of them,
they actually are ordering, we just got paid threz and a hali mil-
lion dollars to go in and train, in just one county in California,
people who worked at this bank, how te go this far to be nice to
the customers, Just enough rapport skills, no matching predi-
cates, none of this. Jusy nsing good tonality and wying to speak

‘at the same tate as people. Right. And noticing whether or nat

they were smiling. Because this raised the assets of this particu-
lar bank, by one billion dollars in less than a year and that's alt
we taught them.

Well think of it. It’s such 2 novel idea. Somebody s being
nice lo you in the bank, Do they do that where you go? It's sa
you’ll come in 1o begin with and they’ll take your money, but they

are real shits about giving it back. We have these ATM cards,

right? 1 have $20,000 in my account but they will only give me
$300. What the hell is that about, it’s my money, They go, “Well,
we are just trying to pretect you.” And they go, “Why would yon
want more cash than that after dark? Just what do you plan 10
dot” “[ plan to buy a car and a plane ticket and a house and I want
Lo pay cash for it, it should be my right. We are supposed 1o live
in free soricties, but thanks for telling us how o bank.” "['m
sorry, you'll have to line up over here.,” | don't think so. ¥You
know, 1 see those lines, and something inside uf we goes “fiott
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fiott,” it goes, “Wait a minute, this is my money, T don’t have to
wail in line. Just becawse Lhey've put a velvel rope up doesn’t
mcan I have to go Moco, Mocooo.” Becanse it’s always a goad
chance they've made these places like churches for a reason, so
that when you walk in they make you feel small and helpless and
be on your best behavior one day a week.

Qkay what [ want vou to do is [ want you to do this wilh some-
one else and have somebody else nhserve 1o find out if the person
15 doing this vight and then make a few suggestions, kind of
change each other a little bit. Take the time to see if vou can kind
of polish vourselves up a little bit. Take about just five, ten min-
utes and dg it. Go for it.

By the way, when yvou are selling things. Age regression is
very powerful, atud not in technigques. You always want to induce
that part of people that’s a wanling consumer, known as a [2enag-
er, Somebody was just telling me recentiy about the methods that
their son uses to get them to buy Nintendo, and Sega games and
to rent them, because il saves them money, Decause they don't
have to buy them. 1 think that's one of the interesting things, that,
what people won't huy fer themselves, they'll buy for other peo-
ple. There are many people inside of their stralegies, thal if iU's
just for thern, that’s when von say, well, I actually heard some-
body in here, 1 like this one. This is a great line, it goes. “But don't
vou want a diamond?™ It's, “Wouldn‘t you iike to have a diamond?
it would be such a2 shame that you had 1o wait until vou were so
old you eouldn’t appreciate it.” Yes, write that one down. | spend
a lot of time in jewelry stores and those of you who bave seen my
wife know why. My wife owns a jewelry company., [ figured,
“What the hell, we might as well.” We had enough stock. And
she deals in rare gems and antigue jewelry and stuif and sa, she
buys it, 1 sell it. And T found that it's s0 easy to prospect in that
business, all you have to doe is go to the opera. [t's great. You go
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down to the opera house, it doesn’t matier what’s going on. I
Iound thal, with any produoct, the best place is o g0 where they
use it.  If you sell coffee machines, I'd be stanging outside of
Kinke’s all day long. ‘I'he idea that Lhere are some people that
think thev are glued to where they were, And it's nol the case.
Now samebody asked me, “What ahout this limited channel com-
munication stufi?” (kay, how do vou hear, how do you know
because see, if you are on the 1etephone, how do you know what
somebody’s breathing is? I's actually the easiest, you can hear
them, If you can’t hear people breath on the phone get a betier
phone, or better ears. One or the other. Because when vou are
talking to people on the phone, you can hear them breath. And
also, when they are talking to vou, vou can find out how long it
iz, between each breath.

Now, as I listen to people, as I walk through the training room,
I notice that some of you used the cofiee lechnique, w control your
tempo. It's not a good idea. Tf you crank yourself with the coffee
and use that as the basis of what the tempo of how vou think it's
going to be, 1t just doesn"t work oul quite as well that way,
because your staccato chythm, ‘uh uh ub uh uh’, has a tendency
to iiriiate people, especially over the phone, But anyway, in gen-
eral, you want to e able to lake your intonation and realize peo-
ple process language by the phrase so the reasuns they put
commina’s, colon’s and periods in language is se that vou will stop,
and put a space in betwee.

Now if you add o that fact, that in Fnglish, if yoo change your
intonatien and flex it 10 go up, across or down it changes the wond
you say. (See-Figure 2) So that, if you say in English, when von
go intonation up, “Ma?” it's a question; then you go imonation flat
across, “Ma” it's a statement; and infogaiion down, “Mal” it's a
comimand. In Viemarnese, those are three different words, so we
have it made. In Vietnamese, in order to0 make something a comn-
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mand, Viemamese salesman are going to have a lat of trouble
compared tu us.

Go through a list of all the bad stulf and you want to make
sure that you inoculate people against it, not induce it. Here's a
greal line, “Well [ koow that you may feel that this is 100 expen-
give.,” "What?” “It's only money. Think about it, it’s only made
out of paper, it's jusi vour hard work flattened out right into a lit-
tle thing so that yolr can open it back up i a world of opportu-
nity. Now if you skip al! those opportunitics and wait until you're
old, you might die and miss them all. It happens. I know people
that lived until they were going to retire and when they retired
they just ended up leaving their money to ungrateful children.
Got teenagers?” That's the first question [ ask people, “You got
teenagers?” Cause I know where they live now. 1 go, “Spend it
before they de.”™ I go, “Just buy everything you can, before it's oo
late,” because otherwise . . . you know what happens.

My daughter is in college and [ went to college then and it
wasn't that expensive, now, it’s unbelievable what they sock it to
vou for, boy. Not only that but onee you pay for the fuition, every
month they come by with some new builshit thing and want
money from you. They dan’t now who they are dealing with here.
Hev, vou know, I get this representative (o gel you on the phone,
right, it's cold calling stuff. This lady says, “Are you Elizabeth’s
[ather?” And 1 said, “Yeah.” “How much is this going to cost mei”™
Go for the end. By the way, one of the things [ found out study-
ing, that the relationship is, most of the great sales people con-
stantly test for close. Because a lot of times when vou are done, i
vou go too far vou can unsell things, It's very very important.

I love this one guy because he was the king of this. His abil-
ity to go throngh and test for close constantly, hecause you know
you can do this with an embedded question, vou go, “T don't know
whether you're ready or not to put that ring un vour finger and
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have.it be there for the rest of yonr lite.” And then you can watch
them, because people will answer you nonverbally,. When you say
[ don't know whether or not, you're not asking. Sometimes they
will even answer verhally, they'll go, “Well, T just don't know."
And Ego, “I know you feel like vou don't deserve it, but isn’t it the
truch that you worked so very hard in your life "

Now I alsu was listening not only to your empo but vour
tonality. And Canada's better than mos=1 places, just think you can
be in New Jersey. Or you can be in Texas, cause sometimes in
Texas it's kind of hard to get them to understand vou, you've got
to chauge thal tonality. And I teach it down in Texas and T tell
them. “Well yvou all have got to anderstand that not everybody in
the world is from 1exas, when vou have people who aren’t from
Texas,” and they always go, “loreignersi™ And [ go, "“Yeah, for-
eigoers, like people from Alabama.  You know, people [rom
Chicago,” that there are so many varied tonalities, like ! even
noticed in Canada, there is quile-a variation of intonation patterns.
Your'll like this one, The first time [ went to Canada, to work, I was

hired to go to VYancouver 1o do a hypnosis workshop at a haspital. -

And they let ail uf Lthe British doctors sit in the front, and the other
doctors had to sit behind them. And the nurses had to sit in the
back., And 1 asked, “Why, do the Brits have problems?” Put an
eud to that, dido't it? T said, “Oh, is it some kind of emotional
thing? I mean are they learning disabled, I mean what'’s the story
here, or are they just more stupid than the rest of the peaple:™ You
see Lhere is always a way with your tonality ta frame any event ot
any thing,

Now 1 asked you to wrile out a list of objections because we
want to take the very things that have gotten-in vour way all
along, because this is where the money is. Tf any of those things
stop you, than you need to know how to turn them around before
they oceur.
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'The biggest mistake that people make is that they know an
vbjection is coming and they don't gel it alead of ime. T get this
especially with people who sell high tickel items. 1 worked for
Cesna Jet for awhile, training them. Hy the way, the commission
on a Cesna Jel is great. You only have w sell one and you doir't
have to work for three years. Now that’s cool. 1t's selling thal one
jet that's levgh. You know, and T like that, out of the sates pecple
they had there. They had one guy sell 75% of the jels. And the
rest of them sold one when people forced them to do it. That's
what it was like. They were s0 horrible, it was unbelievable. You
know, penple don’t walk in and go, “Can I have the 55 million jet
over there and T'l1 take two of these.” Ualess they wore an Arab
at the time. Some of those guys, they'll buy stuil evep if they can't
nse it, They didn’t know what to do. That's the trouble when you
take all the money in a tﬁountw and give it to twelve people. The
economy doesn't rock and roll.

It's like, 1 don't know about you, I'm still sitting around going,
“What happened 10 that $o-Damn-Insane guy?” 1'm still a little
pissed about this whole thing. The guy steals a country. Like
we're not gaing to notice? And he goes, “Oh noe, it wasn't a con-
ry, it was actually a province of my country.” So they go over and
they drop the bombs all over them, we’re good at that, because the
bombs are smart now. Now, we can dmp a bombD like in a win-
dow. T think that’s pretty cool, that changes everything, doesn't
12 1 just love that Quadafi guy, “This is the line of death, don’t
cross it.” And then you see a guy at the video game set. “This is
the bomb that goes down the driveway,” and they drep it right in
his front window." And you can hear the pilots up there in the
planes sixteen miles away telling him which window it is. And he
goes, “No, nu, nv, the window more to the left, more to the left,
yeah right up there, okay that’s right, A liftle bitup . .. up . ..
there you go.” Bpppp tright in the window., Now here’s a sales-
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technigque. Change your behavier or we’ll throw a bomb in your
window!

People can get away with this sort of nonsense, and you
should be able io think that there is a wider range of availability
ta you, than the kinds of things thal you have been doing so far.

Now, I know some of you, on the inside, get this feeling that
gets in the way, It's like, I don’t know what it is, but when vou
were yaung, you were programmed so mucii, that something hap-
pens in your stomach, right? And this is because you have not
really learned to have fun, yei.

S0 1 want to use another technique, because remember, 1o me,
it's always learn to increase your skill and back up and increase
vour personal power, Now, I want to blow out some of this
garbage that gets In vour way, so that you can recatibrate to find
out what you really should he able to de. Because some af you
are just too siraight, let’s face i, The gquestion is: do you want the
money or do vou want to keep that cramp in your gu?  Because
y¥ou say to yourself, “vavalaflavada,” vou get those voices in vour
head that say, “You betrar not. You're nel going to get away with
it.” Tell them to shut up. We need to be able 1o put something
inside of vou Lhat makes il so that when you go and look at where
your limitations are, that you have a device, an automaile device
inside your mind, begin to flatien it out. Because, let me tell you
how that stuff werks. [t works cxactly the same way a phobia
works. lst't thal what it s You get phobic and vou don’l do
things that would work, thereiore you make vourself poor. Isn't
that neat? And they’ll go, “Thai’s because I am mature.” Ng, it's
poor, 0ot mature, See, there is some cool stuff you can do, If you
can begin to really open up your ears because while you are talk-
ing to yourself, you're not listening. I know this from the way
some people carry owt the exercises when | give them. Some of
you aren’t even close. There was a guy in one seminar just yes-
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terday who came in and said, “Well, I'm net allowed to talk, when
I mave this picture over” And I zaid, “T never said that.” And he
said, "Oh, well you know,” he said, “We talked about it,” and 1
said, “Uh oh. You guys make it too hard.™ It's all much easier if

- you keep vour eyes and ears open. And people will point stuff out

10 vou in ways that you wouldn't believe,

When you're finished here, you are going to have a laugh.
People do stuif and they point things out, literally. They actually
do and they show vou, especially if you don't come up and ask if
I can help you. Come up with a hetter line than that one. [ usu-
ally ask them how they are going to pav. You know 1 walk up and
1 go, “Do you have a Mastercard?” And they go. “What?" Amd I
20, “Lef me sce, do you have a Mastercard, Visa, American Express
o are you going to pay cash?” And thev’ll look at me and they
will go, “Far what?” And I'll go, “For the oppartunity of a life-
time." Would youn want 1o miss the opportunity of a lifelime?
Well, do you?”

When I started doing this, 1 used o actually sell them shit they
dido’t need. I'd just go in my closel and go, “minmeuNMMHMm-
mm.” Yeah I sold one person my son. Yie brought him back; he
learned the same thing I did. That kid's expensive. Not only that,
he eats npisy. Tthrught I was noisy. And you can’t wake him up
once he goes to sleep. Something about kids, they grow up over
a recording studio, not alarms nothing. Nothing wakes these kids,
its unbelievable. They tried everything, like when they were in
high school, they'd stack like four and five alarm clocks up. And
in the morning I'd hear “Bring, bong, bring, bong,” all this noise.
And 1 would be like threa flights up. And I'd come down and 1'd
go in there and these things are going off and they are sleeping
away. Can’t wake them. And anywhere my son goes, the room
turns into a mess. He deesn’t have {o do anything, he just sits on
the couch and the stuff in the voom moves,
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Now, what T want your 1o do is | want you to sit back and 1
want you to close your eyes in just a minute and 1 want vou to
pick somelhing that you know you should've done and you
couldn’t. I want yon to locate that knot in your gut that gets in
your way. (o back to a time and a place where vou thought there
was something you should’ve said, something vou should've
fdone, Or just thought of daing something crazy. Because if you
can begin to break out of this Tut . . . a lot of this is just because
you were programmed in school and you were programmed by
youur parents and all that “vou’ll be embarrassed™ stuif,

Localize where the voice in vour head comes from. Let it keep
going and lurn the valume up. Make that knot tight. Because you
should do it really well for the last time. Enough is enpugh. And
then what I'want you (o do is, instead of visualizing what did hap-
pen from the point vou are where you get the koot big and tight,
to begin to run the memory backwards, 1 want you to be able to
hear the voice in your head rewind like a tape recorder. I want
you to walk backwards, talk backwards and have evervthing
rewind just like a movie moving backwards in a camera. Mmré
way back before the events started. Then T want you to add anoth-
er voice inside vour mind. { want you to have one that goes,
"On000000, cool.” And | want you to feel something swelling up
in the insides of vour legs. And 1 don’t care if you are a man or
woman, it's purcly an attitude adjustment. And 1 want you to say
inside your head as you loak at this person, “Your ass is mine.”

And T want you to feel something, a pull, because if you
rewind things you get to do them in a new way. | want vou ta
hear yourself start to laugh inside your head. You feel tingling
spread all over vour body. T want you to feel the compulsion Lo do
whatever it i3 and then let the movie run forward. Feel yourseli
walking through it, talking through it, listen to yourseli. Let your
uncunscious lean because what you've just been doing is a tech-
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nique that tells your mind, “Not this, this.” First you rewind what
you don't wanl, let it [ade away. Then you sel vow  mind in the
right direction, and as it moves forward never. make the sound “uh
uh,” always make the sound “Yummm, ahhhh,” and let your mind
roll forward and begin lo run scenaios. Try it one way in your
mind, try it another. Keep adjusting it.

Each lime [ want you to go back to the beginning and run
through it. T want you to feel giddier, and more Lingling until you
begin to see and heat what it is that you can do, that would wark
for you. Run these things in your mind, ever and over and trving
different varations, adjusting your tonality, adjusting your tempo.
Slow down the rate of your speech. Try specding it up. Adjust the
scenaric in your mind, move closer and closer to the Target you're
after.

Your voice tone, your voice tempa, ;i,rﬁur physical movements
all affect your behavior and atitude. You need one really good
cutlandish ane. Even if it’s something you really wouldn’t do
becanse it wouldn’t work for you. But run a sccnario that's just
wild, Amuse yourself. Every once in awhile, they twm out not Lo
be sa wild. Think of the things that T did thal worked. [ never
thought that people would respond well, but T went ahead and did
it anyway to find out. Now, they go, “Thank you, Bob, for selling
me a car”

Certainly, you can expand the range of what it is that you are
willing to consider. Tt's always a major surprise, how flexible you
can be. 1f you adjust and put a smile on the face of the peaple that
come around and if von make them Ieel good, make them feel
comiort, and make them laugh, they will always want to come
back and they will always want 10 hring people back with them.

They will always want to bring pecple to try new things and to do
it in new ways. '

Now | want you 10 run this scenario and then another one and




132 . - — PERSDA%ON EngiNEERING™

another one and anolhier one. Let yourself just relax, take a deep
hreath and let your unconscious maybe show you a few variations
that you want to try. Do this until you can make yourself laugh.
Because if you make voursell ieel gond, then the better you feel
with each new thing that you try in your mind . . . you're going
m teach your unconscions that it's time to try more new things, to
do Lhings in new ways and you will have an outrageous attitude,
have most “grandes huevos.” Because it is throughout the adjust-
ment of beginning to have a bolder and a bolder attitude, that vou
die going to begin to make more and more money. And vsing that
imagination ol vours, to begin to come up with a hundred, a thou-
sand difierent things you can try. But cven in the scenarios inside
your mind it is important te listen to your voice tempo. Listen to
how resonant your voice sounds, change il so it sounds more and
more resonanl.

If you do telephone work, [ want you to pick up a phone, feel
it, hit that receiver and when vou speak change your vnice s5a that
the tempo is more discrete, put spaces between each and every
word, Remember, if you hear them breath veu have the opportu-
nity to speak at the rale lhey are breathing. Remember, you can
use ail downward, reflections.  And this opens up the command
modude in the mind. Because downwards inflection is the very
lhing that gets the mind to know thar any spoken utterance what-
SOCVeT i5 a cormmand, not a question. Yon don’t wanl o wse a loi
of questions. You want to use embedded commands. And I don't
kunow whether or net vou know exactly what an embedded com-
mand is. But you can stop and say to yourself, “I don't realize jusi
what it could be,” but possibly you arc lcarning. You are learning
at the unconscions level, and the censcious level, as well, because
they need to work together, in a way where it does new things.

What I'd like von to de vow is, Id like vou o run a few sce-
narios in your mind and when you feel you're getting your brain
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headed in the right direction, and you notice that, when you con-
sider these things in vour mind, vou don’t get a knot, because you
don’t not need that . . . never. And before vou try and stop vour-
self from preventing the fact that it's not really necessary to do
such nunsense, you can remember a Hme when you did some-
thing and you just had to laugh because the only reason vou got
knots like that, is cause you are nuts in the head. Because you
learned 1o do it and il you can learn o do anylhing that stupid you
can learn to do somcthing now.  After all, it's the difference
between fwmjrure and human beings.

Now If you don’'t think you can leamn to do something new,
then become a couch. And remember 1 have a black beit in gestalt
therapy. Keep it in mind.

Now I want to add the following elements to what you did
before. T want you to change your tonality. [ want you to slow
down. Hear your tempo. When yon speak to somebody, if you
really want to impact them , | . if | talk veally fast and I star talk-
ing about my product and making pictures in my head and talk-
ing to myself, you lose total contact. Remember, most of the tme,
you tell people nine times more than you need to. The trick is to
remember this rule of thumb. My sales training program goes like
this: Induce wanton buying stale, then point to product. So if you
haven't got the state, you're not ready.

And there’s no hurry to get there, but when you ask people
questions, T ask them embedded guestions and 1 get my answers
non verbally most of the time, which is good enough for tne.
When Lhey walk in, they walk up and you ask them how ready are
they. Idon’t ask them “Can 1 help vou?” Give me a break, espe-
cially if vou are calling on the phone.

Somebody talked about how they sell a service, an advertising
service and then thev have to go and repew it. Sometimes it has-
n’t worked that well. So they have 10 take over for somebody else
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and go in where the other person bas sold them and it hasn't
worked so their question to me is, “What do you do?” And my
response was, “Tell them (hat's why you're there insiead of the
other person. Because the company cares aboul them and wants
tn get them semebody that will really get them the full impact of
the service that’s working for so0 nuny ather people.”

Now, one of the most powerful words vou can learn by the
way, “how.” You don't even need context for it. When you stop
i{'s a nniguely individual word and it marks things off. 1 also sets
up the ability for vou to begin to connect together things which
aren't.

Now, when you begin vou want to make sure that vou are
mducing a very intensely pleasurable state. When you have some-
body there and vou're talking aboul something, you're inducing
desire. Think about it passivnately. Ieven use all those predicates
becanse I Just find that they work very well.

I tke to use words like sumptocus. When you show some-
“body somelhing, whether #'s a car or a copy machine, use words
like sumptuous or sleek, glistening. 1 always tell people [ go,
“Glisten up for a minute.” Leave a panse for them to respond.
When vou see you are getting a good response, slop {or a secend,
let them bathe in it. Especially when you are showing them good
things, even if it is a brechure and you hand it to them. Den't teil
thein rthey can read il later. Read it to them. It age regresses then.
Use that kind of tonality that vou would use with a kid just a lit-
tle bit. People like it. Tt makes them feel good. You do want to
feel gond don’t you?

Now vou have to make your tonality this way. When vou are
starting to think about things vou're going, “Wall, um, wn, um,
uh, uh, ah, oh.” | want you 1o listen on the outside and yvou want
ta smooth it vut.

This time, T want von to make sure you use ail three major rep-
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resentational systems. Overlap from one to another. You say,
“Waw,” you look down at that diamond ring, “You don't know,
vet, what it's going to [eel like when it slides onte your finger”
The other thing is, when you use words, you squeeze the juice out
of them. Every single word has impact. Let it have it. When you
have a word like sleek, sound like it. Dan’t go “It's really sleek,

n.” You know, you don't say to somebody, “This car has got a
really smooth ride.” Go, ., . smoooopoth ride.”

Now, you may not think vou are doing this. But when you
come in and you 2o, “You can have a lot of confi fi fidence in our
ser ser service to be one of the b b b best . . .7 Well, maybe it's
not thal exaggerated, but I've got news for you. In a few cases it
was just like that. Remember, if vou find yourself starting to be
GErVOLS, YoU're not in a good state,

W notice that when we teach this, a lot of you do these exer-
cises during the exercise and then during the breaks, it seems that
I's not important or something., These things are in lile. Do these
things all the time. It's like saving, “Well, T use my NLF in my
therapy with my clients, but I didn’t krow [ was supposed 1o use
it on mysell.” That’s one of the problems we don’t need to solve.
[t's like when people say, and 1 know you know some, “Well, gee,
[ guess [ forgot to use my NLP skills, huh?” Well maybe they
should wire in to forget to be ignorant of the fact that they need to
use their own braln all the time in wavs that are prosperous,
heallhy, satisfied, motivated, and all the othet things they want to
be doing. It's like 1tell people. They come and say that they want
to make more money, of (hey want to have more happiness, or
love, or whatever. Thai's not what all Lhis is aboot, When you
thrill vourself and live your life excitingly moving in a forward
direction yow’ll find that other people will want to be around, give
you gpportunities, pleasure, and all the other “things” you want
Living is the experience of processing and KLP is the means for
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doing il, something which, if we had learned it more explicitly
carlier, we wouldn't have this book, or any other, for that matter,
NLP isn't a “thing” you use. [i's a means for you to learn how to
run your own brain. Period. All the time, because if you run your
gwn brain all the time so that vou get what you want out the life
you're living, you wouldn'l have to solve so many problems.
You'd Be able tn create more opportunity than yoa could handle,
then, vou’d have to give some away becanse there would so much
more. But then you'd have to find people who would want to take

those opportunities of a lifetime and then you’d be selling . . . and.

if you don't do this everyday then you'll have get a different job.
If vou don't go into those states, fire off those anchors, thrill your-
self up, when you first get up in the morning, then you'll have to
figure out how 1o make it through the day, instead of making it the
best day of your life ecach and every day. Wake up in the morning
and go, “Life is good. Life is wonderful. And today. .. is the best
ilay for me to be living life to its fullest . . .”

Connect it all together, so that you can be in a good state and
talk at the same time. Either that or vouw’ll learn one state. And
il's not that productive, Se this time take a deep hreath go inside,
crank yourself up and when you come out, use every word like it’s
a diamond. Place lhermn perfectly. Make sure you take cvery-wosd
and squeeze everything vou can get out of the intonatton. When
you say, “Tt's a wonnnderfuul opportunity,” It's really different
than "i's a woanderful apportunity.” _

“Ir's a ch ch ch chance of a life time.” Don't sound like Porky
Pig, he never sold anything. Get in there. Really open your ears.
Remember, you don’t have to touch your nose and your throat and
vour chest, just [eel yourself do that. (o into state and iine it up.

Listen, make sure that you're bathing themn in ronality. It's going _ o

to make it 50 that they yield desirc. Once you do that, start 1o
crank it up.
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Remember, you wani 10 know where those pictures are. You
want to know, because every momenl you want to make sure yon
put your product in the right place. I saw someone puiting it in
the place where the person was getting agitated. Tdon’t know, it
was either that or they had bad breath or something. But in either
casc, they were standing far woe close. Get yourself a little dis-
tance, stand to the side, until your know where things are and grab
a hold of them. Draw the picture where yon want it to be,
Remember, if you draw the picture and you put in the representa-
tional svstem visnally, overlap to the auditory and get inte thoze
kinesthetics because that's where the real buving decisions are
made. If people don’t feel right they may do it but they will not
be happy and mast of the time they will bring it back and von will
spend a lot of time screwing arcund with them. Make sure that
when you close a sale in such a wav that when they do come back,
they iegl obligated to bring you someonce with them.

The sale isn’t over until the customer comes back and brings
someone with them,

You know, I've had tons of people who came back and said,
“Hev, vou gol any of those Cadillac’s left?” This is in Lhe middle
of the pil crisis, when people couldiy’t give them away. I'd look in
the paper, there would be hfly of them and they would atill be
lhere weeks later. And the reason is becanse they didn’t know
how t¢ induce the state where somebody put their priorities in the
right order. The right order is that safety is more important than
saving a few bucks. [ mean. how many of you guys would drive
around in a car that you could get Killed in to save ten dollars a
week? Is that it?! How many of vou like spending money, because
you know what a water pump for one of those little small things
rost in the middle of the il erisis? & water putp was $300 bucks!
Oh, vou mean parts are hard to come by? And by the way, have

vou ever tried to work on a car where the enpine is bigger than
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the hood? Even to take a spark plug out, you had to be a contor-

tionist. You had to be able 10 make your hands, your wrists and =

your glhows hend in all directions. Plus you had to ge out and buy

new lools because it was metric. 1 saved those people a lot of

money. Most of Lhern probably still have the car, But they brought

reople hack, 1 even got calls after 1 moved.

[ moved to 5an Francisca where [ always lived, And [ moved

to San Francisco because T discovered that [ was not a country per-
sotl, by the way. Many people are country people but 1 went into
the counlry and simply began 1o organize jt into the city. T got
generators and stoff. There was a big snow storm on the moun-
tain that T lived on. Huge snow storm, snow fell more than it had

fallen in twenty vears. A million trees fell down, and knocked out -

all the power . . . for three weeks. And [ still had television, a
heated swimming pool. And there was just one big building on
the fop of the mountain that glowed, 1 had people march out in the
snow and ask if they could come in and get warm, and they'd
coine in and my stereo was blaring away. I had a big gas stove. 1
had people sleeping in my living room. And people would ask,
“Where are you geiting the electricity?”  And [ said, “From the
sun. Isn’t that where everybody gets it from?” And they said, “No,
we get ours from Pacific Gas and Electric company.” And 1 said,

“They charge for theirs.” Amd that so aggravates me. | like it -

where you get a check from them every month. ! don't know if
they have it in other paits of the world but in the US, if you can
generate more electricity than vou use, the merer rans hackwards

and they have to pay you., You put a wind mill on top of your -

house. And it generates more electricity than you use. PG& E has
to send you a check every month. And they had 1o tell me that
just onte time. That was all it took, hey thal’s the best sales of all.
They have to buy it whether they wanl it or not. That’s like the
hook of the momth club. Same deal, right? And the thing is svery

-
-
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month they sent me a check and I had more electricity than any-
body, 1 had wind power, sun power, [ even had a lassil [uel plant
of my own. T'd bumn up anything that ¥ could find. Anylhing T
burned up, { made it se that it made the windmill go around. It's
like all these things, T had on top of the mountain and 1 had an
indoor lennis court. Because I don’t like the sun.

You kuow there’s a hole in the sky. Did you koow that? 1sn’t
that something? There is a hole in the sKy. And I've had people,
“Oh no, let's go lay aut on the beach.” That's why the aliens don‘t
land because Lhey are convinced that we are not the intelligent life
farm on this planet. We work for our pets, net only that but they
eat us. They do, you go cut on the beach in Hawaii and there they
are on the beach cooking. They put oil on them and everything.
What would you think if your were coming down from the sky?
The easiest way to enter the earth's atmosphere is over Australia
because of the way the earth splns. 5o if you come down across
Australia, and then you come down and vou go acress Hawait on
your way to California, you go across the Hawaiian Islands, they
are caoking people on every beach there. Then when you get to
California they are boiling them in their back vard. It’s got 10 look
that way, that's why the aliens, they'rc not talking ta us, unless
they aie bungry, s got to be that way, Your point of view will
always be your point of view,

Now, T'd¢ like you to stop for a minute, and ! want you to go
hack and think about that reference client.
inside, il find out if they are beginning to look more like a meal.
I like to cover mine with chocolaie. [ see chocolate dripping off of
them. It doesnt matier what angle their at. Like even people sit-
ling in a seminar where they always have 1o sit in the same seat.
I alwayvs loved that, because some people can only get knowledge
in if they are only sitting in one chair, Otherwise the knowledge
just won't go in. You think I'm kidding don’t you? I'm pot actu-

| want you to g0
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ally. If you think about submodalities and where those little win-
dows are, that's why because people can’t sit in a particular chair,
they have to go one hack and one over, 1t's Lthe angle ol opposiu-
nity.

Now, if you stop and you think about that client now, [ want
vou to think about doing something outrageous. We wanl vou
now o combine all of the things thal we™ve been putting together
into a package and begin to run scenarios in your mind. You see
we want to turn this around, so that when the clicnt looks al you,
they sav the magic phrase. .

You see you have to have the look inside vour eves, Keep in
mind for a minute, have vou ever been up close to an eagle. Do
you know that look that eagles, have in their eve? It's a iook that
just unnerves youl, Where they don't hlink. Vhey look deep into
your soul. And you need to have a little bit of the look of the eye
of the EHE|E inside of vou. You need Lo be able to make sune that
vou have that loak that won't miss anything because it's inside of
yourself. You begin to formaulate a feeling based on it. To know
what it’s like to look out and to make it so that when you look at
things, it almost burns the soul of Lhe person that you are looking
at.

Sec, if vou step inside an eagle and vou begin to look down at
your client, it deesn’t mean that vou have to give up the feeling of
the big cal. Because what I want to form for you is a little bit of
what we call a “will of steel.” If vou 1ake for yoursel, that just at
this moment, begin io [eel something very solid sliding down
inside of vou. Somcthing that will build utter and complete
determlination. Becanse pne of the things you need 1w have is
almost like a homing device, because il you lef your eyes . , . feel
right from behind them . . . and then semething . . . that piercing
comes from the hack of your eyes and the fronl of your eve begin
to look out and look down at that client. From the inside of vollr
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body 1 want you to stretch out and feel your claws and then slow-
ly let something slide down the 10p of your head. All the way
down ta your feef. Something solid, something determined, and
something that once its inside vou, never gives up.

I found out pecple give far 1oo casily, But if wou ieel that com-
ing down jusi let it slide down angd go shhhhhpt, and teel it lock
in. Scmething that does not give up, something that can hend a
litlle bit, but always springs back. And something surrcunded
with your sense of humor. Because [ want vou to kiep in mind
that, every client that you have trouhle with is your university.
When I talked eartier about how stupid 1 thinlk it is that they dou't
give degrees in salesmanship, they don't give degrees in
Persuasion Engineering™ . . . but they give degrees in pociry, they
give degrees in every hizamme thing vou can imagine. It's umhe-
lievable 10 me, the things that they think are important, the things
they think are academic to substance, Now, I gucss that's why
thev call it an academic education. Because its irrelevance 1s nal
always aimed al accomplishing the things ia lile that T think arc
vital. Bul if vou begin to ieel something swirl around and arcund
ihat wheel of stee]l and begin 1o build up inside of yoll, 1 want you
to feel it so that it spreads right down to your finger tips. Tt locks
in behind your jaw, and the voice in the back ol your head can
reverherate and say, “Their ass is mine.” Because that’™s the point
at which they will become the university of life.

Whe | see other people where | would know their technigues
they would become my university. They became the person who
would increase the range of wy flexibility. That’s where you get
to ga, “Ahkhhh, This is a rare and unprecedented opportunity Lo
do spmething new.” Because if vou know that the things that you
have donc thus far don’t work, you need o be able to vary your
behavior,

Now, I'd like to go back to the example of when T was talking
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abuut the head hunter. We played the fape [rom this guy, who
spoke slower than was humanly possible. Now, the guy that was
trying to get this guy to change his position, told me he couldn’t
even get an appointment with this guy. S0 what he did was he
played the tape, and I walked up and ! handed him a towel. And
I said, “You must match this guy’s tonality, and tempo. You can’t
gpeak (aster than he has.” The goy looked al me with fear in his
eyes and he said, “I don't think I can lalk that slow.” And I said,
“Fake it.” T pressed the redial button on the phone-and began to
dial, it rang, the guv picked i1 up and said, * Hello” and the guy
that 1 was doing the training with went, “Helllcoo, Roh,” and
began to strain Ip fact, | had to pass towels out to everyone in the
toom because they were laughing so hard, tears were coming out
of their eyes. Bul within a matter of minutes, suddenly, this guy
had an appointment. This guy could only process infermation ag
the rate that he could speak it. Now, you've started doing things
that had to do with ambiguities, vou've learmed that “1 shot an ele-
phant in my pajamas,” has moere than one meaning. That as you
begin to realize that yeu ran deliver simultanepus messages, that
whenl vou can say to people things in a variety of ways and the
impact that it could actually have double meanings . .. And a lit-
tie fairy tale called the Adventures ol Anybody, is a [airy tale in
which there is a whole chapter that runs where it could be two
stories. And it is the oulpul of learning to master language. He
talks about how Anybody walked in a room and fefl into whai he
did not know. That's a pretty broad ambiguity. He then fell all to
pieces. He looked. He was alwad of himseli. And sniddenly there
he was, beside himself with fright, You know vour ability Lo mas-
ter language and use it, to use what is called the Milton Model . .
. every single language distinciion, hegins to add to vou a whole
new domain, We lalked about embedded questions and 1 don't
know if you realize how importanl they can be. [ den’t know if
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you undersionl that that was an embedded question. Just like
this is. Embedded questions are very powerful, because what they
do is they elicit responses without verbal answers. Because one of
e things you always want to do s to build up response potential,
It's almeost like building a dam in the Cyber River inside of a
human being, so that it builds up, so that when you open the gale,
it flows out with force. Now, I don’t know whether or not you
realize just how important this can be. But T know that yvou're
beginning 1o understand. Really understand if. Because when
you understand, vou will realize that it's not just that you can
build it up with embedded guestions, isn't it? I1's that you can use
tag queslions, can't youi to do the same thing,

Now Gregory Bateson, who actually asked me to wrile Patterns
and went around with Milton, when I read it to him, actually |
gave him the manuscript and he read ihe book, he told me,
“Richard, this is shoddy epistemology.” And I said, “What do you
mean, Gregory!™ And he said, “You can't use a pattern o teach a
pattern.” And I said, “You can't, can’t vou?" And he said, “I you

* do, it viclates logical levels.” And | said, “That's all right, T don't

give a shit.” What 1 care aboul is that the human ear begins to
develop recognition, becawse performance and production of
human beings arcn't the same things. Human beings first leain to
hear. Then they teaim to say. Human beings can hear when they
are children, and understangd much more than they can produce in
Janguage. Now that mechanism is alive and well inside of each el
yoii, is it not? As you begin to change what it is that you are capa-
bie of hearing, and let that wheel of steel begin to grow and hear
it come all the way and lock in outside vourself. You begin 1o find
that you can becone more and mare and more aware of what
there is to hear. You see mnst pecple think words just shoot across
the room and bound into someone’s ear. It's ot just that, you also
have the ability to bathe someone in tonality simultancously. You
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want the tonality that you use to be capable of creating both the

rhenomenon where they are attracted 10 it and the phenomenon

where they are repulsed away from it. Where peuple say, “Well, T

have to go and look at every single kind of car.” You always want
to go, "eeeewww,” Because that sound which builds aversion, try
saying it and go, “eecowww,” T alse fiud that that this {yachk) is
very useful as well. T always go, “You know it's not that impor-
tant that you look at every car, isn't it? It's just not that impor-
tant.” And as you begin to use language to hnufld responses with

people, and they go, “Well, I was going to look at the Volvo, the .

Jaguar and the Metcedes.” And T go, “Oh, the Jaguar. That’s not
very a good car, you know what 1 mean?”  Yourll begin to build
aversions at what it i3 that constitntes your conpetition.

I always know that when [ owned a restaurant, pcople wonld
coine in and think it was the rme across the street, And 1°d B,
“ceewww, but they have a salad bar in that place.” People gu,
“¥eah,” and I go, “Eeeeewww, do vou know what's in salad bars?
Peuple come by and blow germos in if, touch it wirh their hands,
and theng vou pul that stuff in your mouth? Oh vuk! It's not exact-
ly the besi thing.” You'd be surprised you can build a phobia in

an instant. There’s not only their germs but there're cooties as

well. And vou have to be careful of cooties at all times.

You sec, when ¥ tpok people out and T showed them a used car
and I walked by and 1 went, “This is Ralph, this is Peter,” Raiph
didn’t actually run. Ralph was a Volve., And 1 kept the Volvo
around because when 1'd tell people, I'd sav, “1'd like to show you,
If you are going 1o go buy a Volvo where you are going to he.”
And I take them uout into the back and T1'd actually concocted
something in my laboratory, it smelled s0 bad, you couldn’t
believe it. It was something really foul. It's nat like 3 new car
spray smell. Quite the apposite. Such, that when rhey opened the
door, that smell would shoot ihrough their body and build an aver-
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sion. And | would always simuitanepusly say, the word “Volvo.”
I'm sure Lhe Volvo people are going to love me, when this comes
out, don't vou think? But it’s not the new Volvo's, it’s just the old
ones. Before Volvo was sold te another company they became the
lemon kings of cars,

Now, when 1 did this to build aversion, T did i because I knew
that when I showed people these things, that I would be able to
install in them a response that would aim them to the right direc-
tion, away from my i:umpeiitlun and rwards me, It's Loportant
that vou build a propulsion machine. Fropulsion machincs are
those things that push and puil at the same time, Now I want to
build a propulsion machine fnside of you and the propulsion
machine | want to make . . . something that you know how 1o
install at all times . . . and that's one that mowves to success. See
it right now, inside your mind, you begin to feel it siart 1o rain
muncy, because vou hear a funny noise, you begin to look around
in your mind and vou notice 3100 bills are raining out of the sky.
And vou laak over and you realize that you ran pick up as many
of thosc as vou want when vou {inish with that client over there.
5¢ in your mind look at them and start to move towards them and
see the fear in their lace. See the money, falling faster, harnder,
building up around you actually having (o wudge throngh it. Pick
up one of the bills and smell that new money smell. It's so dis-
tinciive, there’s nothing like the smell of freshly printed money.
And begin 1o siick in your pockel. Because the closer thal vou get
1 that client. The more of this you are going to get. Because if
voul walk over and walk behind that client, put your hand on their
shoulder and say to yonrself, “Ha ha ha ha, their ass is mine.” You
will begin Lo adjust vour attitude in a direction that moves towards
BUCCE3S, '

Now, if vou loock back at how you were hefore, look back
across the ravine and see yourself actually being afraid of this
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client and laugh and realize how easy it is to change, and say to
voursell, maybe Pl go back and be the person that 1 was yester-
day. You know you can, vou can leave this here, and forget every-
thing that you knew. And for each step you start o take back-
wards, | wan{ you to feel a hot poke in the ass. Because that
would be just what it would be like to begin to step bhackwards,
into the inflexibility vou had tewards just this clieni.

See thev constitate an opportunity, because once you conguer
them, you congquer a whole world of new clients, .You increase
your close rato, vou end up having new flex ability. Because usu-
ally, there's not just pne that’s like them. There’s a whole bunch
that are just like them. Those are the ones that you have trouble
dealing with. They may not be the cnes that somebody else daes,
but all the ones that you are successiul with, they are a piece of
cake, It's all the ones that wou haven't been able to connegt with,
yet, because you haven't learned to vary your tounality, vour
tempa, vour behaviar, even just the polarity responders, the ones
thal no matter what you say, say “Yes” they say “no,” say “ne,”
they say “ves,” but, some of those are tough for people. Not ior
me, | go, “You can’t buy this car.” And they go, “Yes, bul I want
iL." You see, you can tum anyvthing around.

¥ CHAPTER SIX:
HoLoGRArHIC DYNAMICS

You see, aiter you've got their attention and cstablish rapport
and gather information, you have to he able to put their presenta-
tion logether in your mind. Now | like to do this as we go because
it's so easy and [ ao like 1o take the easiest way to do things, as
long as it works well.

See, when you build your presentation of propulsion, includ
ing those things they want, need,. like 1o have, the tonality that
gpes willh these, the direction to go buy and the roadmap to suc-
cess, you collect the information first, by asking questions that get
the information, then being sure that you have a way of encoding
it to remember it yourself. T do this by building a map, sesing
what they're seeing and saying what they're saying, and doing
what they're doing, and testing these enongh to know thai T've got
it. And the better you get, the more vou get and the easier it is 3o
start now, Remember, it often doesn’t 1ake very much to move it
along but vou have 10 do it.

It's like let’s take the real estate business, for example. | just
had a friend of mine today call me and [ asked how well he's
deing and he said, “I'm greall”, even though the market is slow,
There are still people buying, they're just being more thoughtful
before making their decisions. 50 he tells me how easy it is for
him and [asked him, of cowrse, how he's doing it. He says, *] give
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then what they want in a way that lights tbem up vivacicusly.”

S0, here we are i) a selling situativn where we want o detmon-
strate just ong simple example about how to enginger influence
purposefully and guickly.

The salespierson, Charlie {all names have been changed to pro-
tect the engineers and engincered), has his desk right in front of
the the vifice by a window. where ie can see out iront when peo-
ple drive up in theie cars.  All this information for frec, vou don't
even have o ask for il, just to pet started.

This conple drives up, gets out of their car, and looks around.
The woman points ta one of the homes across the streel and he
looks. They say something to each other [this is where lip read-
ing comes in handy). They walk across the street and look at the
house foom different angles, she’s nodding up and down and he's

moving his head side tc side across his shoulders slightly. They !

turn, begin to cross the street and they both stop and ook at the
house next door. Then they go over there. Charlie, by the waw;
goes into the next room where he can more easii}r observe them.
They walk around the house and when they come back 10 where
they started they're both smiling, almost langhing, there's Charlie
starting Lo go outside, when rhey come in.

Charlie greets them with, “You really like the one next doar,
T

Charfie huts their attention and wants o keep them in what e
considers o be an already existing good siote

He: “Yeah, we've Kinda beent looking around, you know, and
we saw your company bere so we thought we'd stop and look

e

here,

Charlie starts marching rthe piace of the customer's bredathing
arid rhyvifim. He also notes that s question isn't ansiwered direct-
ty bur they're both similing again like when they were next door.

HoLOGRAPHIC DyyamMIcs —- — 14%

C: “Well, I'm wondering, exactly what will do il ior you
today.”

Uses on embedied guestion end lays out a time frame.

He: “We really have to find a new home soon, Qur lease is up
and we don’t want to get stuck extending it. We're ready ior this
and want to make the best of our investment.”

Note the "have to” operaror and “don't wani” which Charlie
can use to build the propuision Iater. Afso note the “want” to and
what follows it, ie investment. There’s alse a signal to timing:
“ready.” '

C: “5o how can | make the best of your investment work for
vou? What does your new home here have to have!”

Charlie paces and then uses the “hoave to” operator to ta elicit
more intformation connected fo this.

Ile: “Well, as we look down the road, we wanl o be sure we
have something with resale value. We alst may plan an just stay-
ing here when we raise vur vwn lamily so . . . we need at least
three bedrooms, mavbe four, we nead two full baths, we want a
large living room, an eat-in kitchen and a basement. We would
also like 10 have a fireplace and a patio would also be nice.”

Notice the referenice here to tmeline and direction and the
mudal operaror of possipifity “mey”. Then he starts his modal oper-
glors liked to the specific coiteriu contend; need, ther went, then
like-to-huve  Charlie carefully maps these ont according to how the
cugtogmer maps them ot with s analog mevements linked to each
of these. [See Figure 3]

She: "And we alse need a laundry room and nead lots of clos-
et space. We dor't want to be cramped in anymore.”

Note here the addition to the “reed” modie! operator Hnked
more specified criteria content. Chariie also notes this customer's
analag information that is linked. He afso antes that the gty nods
Ris ftead here in agreement with her, Also the “don't want” will
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hecome fmpoitant for bailding the propulsion later,

C: "Let me see if I got this right. You need three bedrooms,
mavbe four and you need two full baths, You also reed a laundry
reom and lots of closet space. You want a large living room, an
eat-in kitchen and a basement. and you'd {fke to bave a fireplace
and a patice.”

Now Charlie gives back the modafl operators linked ta the spec-
ifted criteria, including the analogs exactly as they were presenited
to him (mirrered to the same exact place for them) and even nods
his head back o the gy when presentting her information back to
her.

Boith: “Yup”

{Yes Kesponse!)

C: “And a: you look down the road, this will have a good
resale vahie and been a good investnient, even if you plan to stay
here and raise your family?”

Chutrfie starts to Hnk these fnro the Hmeling a5 deseribed by
thent,

Both: “Yup.”

{ Annther Yos Response!} _ :

S5he: “Ohhhh, and we really love those cathedral ceilings, if
you have them.”

Charlie niotes the short breathing in and the tonality that goes
with the sinile and obrious skin color deepening as she adds this
criteria. She also points both her arms up toward the ceiling in con-
naction wid this. '

€: “Ohhhh. great, you'll love the ones we have here.”

And he matches 8 back exactly, except for ruising his dqris
toward the ceiling (And I'm wordering wiy not)

Buth: “Can we take a look at the house now?” .

Charlic notes thetr speeclt change o a more rapid rate with
increased volume in their voice
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C: “Ohhhh, of course, you're going to love Lhis one, let's go by
the house right now .. ."

Charlie nses the same match gs the previous one and tis e
s he says “let’s go by (great phonological ambigaity, buy the way)
the hause right now, he matches back her analogs fo the cathedral
ceiting.

Now, as these two people light up, by the way, this is great.
I've seen this guy in action before, but this gets betler.

He's not satisfied with this alone because he's had many cus-
tomers who have changed their minds once they get back to their
Iriends and famities, or whatever, so he continunes to elicit more

mmformation from them. You see, we want to begin to connect as .

much as we can to whatever feeling it is that will averride any-
thing else. This may also be very useful later, if we need it to over-
ride any slight objections that Chatlic may not have inoculated
against (this is a big ficket purchase}.

Suv Charlie begins o ask questions around the alieady present-
ed information so he can gather even more, Now, this information
is valuable and Charlie knows that each and everytime he asks for
mare atyd valuable information, he's going to have to keep track
of how much he gives back, in terms of information, The rccip-
rocating effect of information exchange is important. [ learned
this by watching and listening in on a few interactions where the
salespeople kept asking for informaticn and didn't offer anythiug
back. 1t was like an inlerrogation or something. [t's like, “"So
what kind of house do you want? How many rooms!? How much
de you want ta spend? Do your want a comner lot? Do yon have
kids? Where de you work?” and other things like this, T mean,
after all, the customer is doing more work then they have to.
Some people even po for very private indormation beiore they've
earned the right to it. Like that insutance guy eatlier. He asks me

for my address, and remember, he's nol going to send me any- |
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thing, right? So why does he need my address. I give him my
standard mailing address, a post office box, and this guy goes,
well, what's your stteet address? This is like the second or third
guestion the guy asks me. And 1 say, “Well, T gave you the best
address to mail me information and he goes, “What, de you live
in a p.0. box?" and [ say, "Yeah, and it’s pretty roomy in here, too.
We're even thinking about adding an oo peol.™ 01 course, I'm
the one with the attitude, right?

Sp, Charlie starts asking abouat the "needs™ ftirsl, right?
Because he knows that most probahly, the “needs” mnst be filled.
These generally aren’t negotiable, although we have seen that
change from time to lime, depending on their orientation and the
point of time. %0 he says, “So you need at least three bedrooms.™
She says, “Well, lowr would be better because, if we stay, we'll
probably stay for a while, And Greg and I need an extra room any-
way [or our office.”™ Charlie says, “Office?” (a great way to elicit
more information, by the way, Take the last word or phrase of
their sentence back as a question.)

She says, “Well yes, we've been operating our own small busi-
ness on the side, vou know, to make some extra money to give us
a little flexibility in our investment for our furure,” Charlie gues,
“Gee, that must work out well for you.” They respond, “Yeah. Tt's
preity good. We don't want to keep doing the same old thing like
everybody else and we like pur freedom, 3o we thought we'd take
a chance on this thing and so far it's worked out well for us. It
could even turn into a full time thing for beth of us, That wauld
give us a lot of flexibility with our time and everything. We could
Ao more of what we want when we want.”

Now inside this conversation is lots of information for Charlie
to map and use. (There's a diagram that atiempts to illustrate this
and we acknowledge that it is a single dimension, single medali-
1y illustation and rough at best, bul we wanl to llustrate a way
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o use this, as an example on paper. The best way, of course, is to
map it in your own brain, as you go along). (See Figure 4)

In short, Charlie asks questions in some general areas that are
obviously home buying oriented. He can cheose from about nine
different general areas, and usually is guided first by the cus-
fomer’s desire 1o go over those areas. Some of these areas may be
fmancial, timing, the home style, interior layoul, the community,
the site itself, builder history, etc.

50, in your particular business, it would be most useful for you
to come up with some arcas like these for your business. What
sorts of general information do your customers ask for? If you
don't have this right now, slart keeping track of the questions you
are asked. Rememnber, everytime your customer asks a question,
it’s the opportunity ior vou to build vour presentation up front
later with the next custommers, aond begin to inocuolate against
cbjectiontis. Not that every guestion is an objection, we're not say-
ing thal. We're saying that each and everytime your custonrier has
a guestion, it's bacause they may not have an adswer frdn your
company, and they may alreadv have someane else’s answer and
are making a companson. Buf ket’s simplily this. Questions are

gonil becanuse they are an oppottunity. If you get the same kinds -

ol guestions again and again, it's an opportunity.

50, Charlie has these different general areas he can sornt
through with the customer. We only ask a few types of questions
because we want some specific informarion. We want to know
where the majority of the inieonation leads te, especially when it
comes to hig ticket items. We get very lucky sometimes and it's
easy. Then. again, there are times when the customer, likes {0
luave maore information than we think they need, bat they feel they
need it, s0 we like to ke in a position 1o target It in {0 where it's
usefnl 10 both them and us. You know, some people just like lo

collect information without really nsing it. If you're going to have

=
RESOURCES

TIMELINE

Figure 4
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il, use it, or you're wasting their time and vours.

We want to know where the different conlexts come together,
or tie together so that later on, we can use that to light up all their
candles at once.

Here, think about it like this. How many doors do you want
10 have 10 open to find out where the prize is? And how many of
those doors can lead to the right pathway for reaching the ultimate
destination? 1t's like how easily can you narrow down the win-
dow of opportunity se that there is less “slop™ and maore precision
in your engineering influence? ‘There are lots of different ways of
nartowing lhe windows of opportunity. What's important is that
¥OU can use just language to narrew this window, Ti's also inter-
esting to note that the narrower the windows are that the clicnt
already has, the more you'll have to work to find the existing win-
dow of opportunity. Pretty simple, though, when vou wateh and
listen.

Let’s zay we want to nse the example oi where somebody
comes in and they begin 1o present theil vwn representation of
what they want, or expect to get from the sale. PBased on what
they present, notice their physiology, how they stand, sif, head
tilts, etc. especially when they're using generalizations, nominal-
1zations, aind modal operators. There are, of course, other Meta
Model categories, and these are real easy to track., [ mean, how
they stack these generalizations, and which Mela Programs
they’re using in the sentence structures can give more information
than most people need, or know what to do with, for that matter.

The modal operators, provide a way of prioritizing, or ordering
the sequence of things, and if vou want to notice how they place
along the timeline of the person, you start to notice how many
doors the information has to get through to reach them. It's
always amazed me that people present what's guing on in their
brain through their language and how many people have missed
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it through the years. Ever heard someone say, “Am [ geiting
thrﬁugh to you?” The question T would ask is, “Getting throngh
what?” Well, mayhe it’s just that we need to know where the win-
dows of opportunity are open or how to open those windows of
opporfunity.

S0, Charlie asks questions about different contexts in his par-
ticular business, like the commumity, the timing, Lhe finances, am
gach time he goes intp that area (of their brain and map) he asks,
or uses conversational postulales, or embedded questions as he
starts 1o sort for the opening where heaven waits. He may ask
things like, “So you need three bedrooms?” And they'll respond,
“Well, veah, we have two Kids and they each need their own bed-
room.  OF, course, four bedrooms would bhe better, vou know.”
“Oh, of vourse.” Then he'll ask, “And you want a good commu-
nity, of course.” “Well, whal we're really interested in is whether
or not there are things for the kids to do. You know, where are Lhe
pl.aygmunds, what kinds of sports are there, and those things?”

Charlie takes each of the areas he figures are going lo be of
interest or objection, and begins eliciting the information he needs
to huild his presentation.
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We want to spend some time working on turn arounds. These
turn arounds are where vou view limitations, 1t's the very door-
way to suceess. So I want you to poll out that Hst of objections.
And we are going to do some seripns ass kicking here. 1t's always
amazed me. Here was a Mercedes [ot and these guys never left it.
In all the time they were there, they had no courage, They never
got in the car. The enly time they would leave is if somebody was
nice enough to come in and go for a test drive. And then they'd
{ake a test drive and all they would do is drive around the block.
Not me, ['d [ike to put the top down, and drive up the beacir, take
a nice long leisurely drive. I'd let them drive and T'd sit in the
hack seat and go, “You want this, you want this.” And they’d go,
“1 know.” And ¥'d go, “You wanr this sn much.”

I know that, think aboul i1, inside of you, each one of you
thought of the thing that yon absoclutely saw and vou absalutely
had to have it. There wasn't just a picture, there was a voice, too,
wasti't there? You remember? Now, where was the voice? Wasn't
it most of the time behind you? It seems to be very, very univer-
sal. So I like to get behind them and wlk. I spend a moment or
two, especially i ! can learn their intonation pattern. And some-
times it dossn't matter, because a lot of times it’s not even their
voice. 11's somebody telling them whether they can bave some-
thing. Very ofiten iU's a parents voice ur a grandparent’s voice. Tt
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doesn't matler, cause in the future it's going to be my voice. 1
tnake surce of that. Now, T flat out ask them, I'll say, “Well when
vou hought something and vou knew it was perfect and vou were
right, when vou made your best decision. where’s the voice come
from? Is it behind you, in front of you? to the righi? to the left?”
And they'll stop and go, "1 never thought about that.” And they'li
go, “Well it's kind of back here,” which it usually is,

And i has lo do withio our cullures. We spend so much time
on the phone. People go literally into telephone postures.  Just
like they call up, “Hello, seli, are vou in there? 1 want to buy this
car, would that be all right? No, you can't buy the car. You must
do this, you must do that. Well vaah, but I really like the car”
Now, the next time vou call voursell, tell yoursel{ 1o shut up. And
have your own way,

Bul I like 10 get behind them, because vou see there is very lit-
Ue that T can do from the passenger seal, compared 10 what vom
can do if vou actually sit in the back seat right behind them. Now,
1 do this with everything, T walk around hehind people, because
when you sit them in 4 chair, T don’t care if it’s insurance, U've sold
just about evervthing there is. Sometimes, U've sold stwf at places
I don’t even work., You know, [ tried it. T had a guy leave his
insurance book one night, so | went up and down the street the
next day sciling Insurance, 1 found out that vou can be aitested for
that, 1 said, “Well I didn’t take any monev.” And they said, “Yes,
but von misrepresented vourseli.” [ said, “No, [ knocked on the
doar and 1 zaid, “I'm not an insurance salesman, but I want Lo
show you something,” und 1 ook oul the book. Actually 1 wrote
the names down and gave it down to the insurance guy and he
went back and still hooked up three of the sales. They alrcady
signed on the bottom line, And he went back and he still talked
them out of it. That shows me something: Stop when vour ahead.

Copstantly vou want to be able to take your presentation and
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pul in it and ask questiens, embedded questions which say things
like, “Well 1 don’t know if vou are ready to just take this home
with vou.” People nod yes, vou get to shut up. Let them buy it if
they want to. Don't talk them out of it. Don’t be mean, hecause
a lot of times, people were ready to buy something and | guaran-
lee you that you talked them out of it. Because you couldn’t stop.
“Oh, but T'm only this far in the sales process:.” No, anytime you
can close, vou're done. :

You may want to install a few post hypnotic suggestions. Ido.
I like to install the suggestion that they will come and they will
bring me twenty neéw people.  Actnally, once they sign the con-
tract, I pick it up and start to tear it, and 1 go, “You don’t deserve
this,” and they will grab it oul of my hand ani they'll sav, “Wall
wiit a minute. What's wrong?” And [ go, “I don’t know, Barbara
is not for you.” T said, "Look, it's like this, I've managed 1o scll
you something that you really want, what are you going to do for
me?” And they go, “Well you work here,” And 1 go. “Sometimes.
Thal's not the point. Don’t vou know people who deserve 1o have
as good of an opportunity as vou do? Don't you care about the
human race?” Ruthless line, isn't it? But you have to master ruth-
lessness. Sometimes you just have to be cruel io be kind., And the
more vou try to think that's true the mare you will. Because il is
in it's own way, vou see, if you believe in the way that you do
things. And 1 believe that people making the right decision and,
having that decision stick inside of them, is the most important
things a human being can learn about: your ability to engineer
one decision so that they make a good one is going to lead to a life-

titne of Iheir engineering pood decisions aboni lots of things,
Because when they understand that these are good decisions and
these are bad decisions, then they are going to start looking o find
ot whether the decisions they are making in their life are good
ones or are bad ones. What [ wanl you o leam 18 to start making
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even hetter decisions because when you decide to treat somebody
vou're working with one way, versus another, in essence what you
are dolng is making a decision which ciits vour income to what it
15 IOW.

Your income should be twice, four fimes what it is now. But
vou make decigions that make vou behave in certain ways. That
wake you sound certain ways. You walk up and you pitch too
fast. One of the worst things that most people do is pitch way too
fast. Make them [eel real good and then bathe your product in it,
Balhe yonr service in it. They nead 0 know thal every time vou
comme near them . . . not that tey’re going o feel like they have
their hands down their panis . . . but they fep] like they are step-
ping into 4 warm bath and it's where they want to be. You want
them calling vou constantly, finding our if they could spend more
moeney, don't vou? How many of you would say, “No, I'm sorrv,
I won’t sell you another-one.”. That's what you arc deing if when
you're done, they fegl like they have heen raped.

You see, you can {oree people into things, but you can’t make
them get addicted to it. Now, the addiction pattern is something
if you want to make yourself the commodity. You want to make
it so that it is sa much more fun to talk te ¥ou cn the phone, that
thev’ll call up and buy.anather one. Mow, du you want io talk
through your nose anymore? Or de you want to begin to speak
from down here (diaphragm)? You want to begin 10 say hello in
a way thal makes them go, “Yes!'™ That same feeling inzide of
them, in fact, you want to make it so theyv internally say ves so
many times, don't you, den’t vou, don't you?! So that inside that
embedded question, they go, “Yes, Yes | do.” Do you wanl to feel
good? “Yes.” The more yeses you can gel inside of them the het-
ter they arc going to [eel at every moment. Now, if you have lots
of yeses you have the cominand module open. Then you begin to
put in Suggeﬂiuﬁs as any elegant hypnotist would do. And that's
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not the bozo guy walking across hot fire vp there. Tony al least
changes your fears in vou into something. Change your fears into
courage, but yon know rhe other guy, there's another guy now,
that just does the fire walk, he doesn’t bother with changing yourt
fear into courage. The duestion is, how many fire walks have you
been on? And [ don’t remember the goy's name, but he came up
to me at a thing I did in Denver. He walked up w me and looked
me in the eye and said, “I've done fony-five fire walks.,” And I
said, “What's the maiter, haven’l you gotten it right yei? Because
his problem was that he nirned his fear into stupidity. The point
is o vvercome it, not just keep doing it for no reason. Now we
have a hypnotist, that has someone walking across broken glass,
there's a great decision. Let's all throw bollles down and tap
dance on it

I’'m lpoking for people that when they do semething, they have
a feeling that stays with them for the rest of their lile. When ) take
somebody out, the best point in the sale of all to me Is when
they've signed ou e dotled line. Becauwse U lake them out and 1
show it 1o them. And T go, Tt’s yours forever, no one can take this
away from you.” Ani every single time vou look at this, you'te
going to feel good. You're going to know that you made the riglit
decision. You're geing to think of this, hecause you like mme, want
the best for yourself. You, like me, want the best for yourself and
others, So when you think of somebody who has needs, what's
soing to come to mind? Richard is, except T waul il 1o be you, T
don’t want you to go out there, get them almost up to the close of
sale and then have them cail me on the phone.

1 have a thing that | do called the wealth concert, because |
reatly think that people need w be lrained to appreciate wealth.
And most people, when they get it, it either makes them paranocid,
or they become stupid. 1 mean, they just don’i know how to deal
with it, that they don't know how te bathe themselves in success,
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or ance they stari to become successful, they cease working. They
don't realize Lhat’s the lime Lo pour it on, You can actually get
ahead. On yvour shoulders too.

Now the thing about the wealth concert, that [ like to do is, |
like to get people into the idea that what they are about to do is
going to change everything forever. It's the best decision you
could make. A decision {o be successiul. Let’s see, when you
make a decislon, when you look at your decision thing, it in
cssence works the same way a post hypnotic suggestion works.
How many of you decide what 1o get at the store, write it down,
don’t bring the list and get everything? Ym like that, ! always for-
get the list, but never anything on . Some people just have 1o
write things down to remember them. Look arpund, see the peo-
ple wirth the nate pads, they are not going to read these notes. It's
just how they write in their head. Some ol you jusl wrte it down
dircctly.

I've started doing it now, because I can’t find a pen most of the
lime. My dog taikes them. She's got 2 whale collection under the
bed. T can't get under the bed, it's too small. 50 she has all my
things down there. She goes and hold= them just out of reach. She
goes, “You, ha ha ha ha, you work for me.” [ also have bought one
of those beds that doesn’t have wheels and is made out of 1.5-'91-3?
heavy wood. I bought a mattress that’s so heavy [ can barely fifp
it over. 5o to lift the bed up, I can Hit it but [ can’t erawl under it
at the same time. But next time I ge1 a bed, I want hydranlics so I
can press a button and it goes, nonnnnnt. How many of vou
would like to press a bulton and have your bed go up towards the
ceiling so that nobody could bother vou? On the other hand, what
some of you need is a bed that's high like that and then tilts out in
the moming, when your alarm clock goes off,

And evervbody always asks ma, “How dv you overcome objec-
tions?” And my answer is, “You don’t.” Not if you are good at ihis.
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If you know what the objections are going to be, you inoculate
them so Lhey never oocut.

I make that pari of the presentation and people say, “Well they

always tell me it's too expensive,” and so I'm bound in my pre-
sentation ta talk aboul how “idiots think that the price of this,
the people who are totally idiotic think that this is too expen-
sive . . . bul whal they don’l realize” and then yvou can bring up
things. .
For example, vou know, how many cars do you wanl (o
buy in the next ten years? How many vacuum cleaners do
vou want to own! How many times do you waot {o huy a
stereo? Or do you want to buy something and be partially dis-
satisfied with it because every time you use it, it breaks on
vou: Or do you want to do it once and do it right? After all,
you know, vou gel whatl you paid for in the sense, not that
vou pav less money because in the long min vou can pay more
maney.

One of the things I've always thought is that I hate buying
tunk. Becausc [ end up buying it again. How many of vou have
bought many of the same product because you never bought a
good ane? Think about it.  1If vou sell good products, you’ll get
good results. If you are one of those people that sell junk, you'll
have to come up with another line. You'll have to come up with
hey, you know, its like making payments but getling a new one
every vear. Think about it, you can have a new car every three
years or one car for ten years, all right, at the end of the ten vears,
the good car will he worth something. The other ones, you'll have
had 1he satisfaction of knowing that there aren’t cooties in vour
Cdr.

Cooties are a powerful part of sales. Do you have coodies in
your country? Dl yvou know what those are? Ahhhhh, mmmm-
mmm, see this all started in elementary school. Dont you
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remgmber that people of the opposite sex had cooties? Well, now
psychics have taughl me thal there are cooties, alright. And what
cooties are is that when yon buy a used car it's got somebody
else’s wibes on it. 5S¢ the trick is not 0 nol have vibes on it, it's to
make sure that when you sell them a used car, that it has gnad
vibes am it.

After all, if a creep drove the car, the good smell won't last
forever, but 1o sort through and pick out which of the cars your
going to sell then do what T de. Whart vou de is you show them
twe yout know they won't want, the absolntely worst choiees
for them so they are ready and frusirated and then say well there
is one other one, but [ don’t think youwll like it. And ithen put
them in something which is perfect and let them foree you to
gelf it to them. And fighl ithem cvery inch of the way. They go
“Oh na, ne T like this, this is perfect.” “You doa't have o say that
just to make me feel better.” People. say, “Well, I would never do
that.” Like they really would you know, And go, “Hey, T'm not
that desperate, you know. T could take you t¢ another car iot.
You know, you could put up with their lyving ways.” 1 actually
used to take my clicnls, sometimes to other car lots, because if
we didn't have anything that [ thought was right for them, I
would go over and negotiale for them with the other salesmen.
They hated that. Because 1 could get the price way down, In fact
T comld get them down on their knees if [ wanted to. They go,
that’s not fair, and 1 go that's right, but all's fair in sales. Is it not
oW,

Again, it's impertant that you build a propulsion machine.
Propulsion machines are those things dial push and pull au die
same time. (See Figure 5)

Now I want you to build a propulsion machine inside of vou
and, 1 want vou lo make something that you know hopw to install
at all times. And that’s one that moves to success. Right now,

Figore 5
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inside your mind. begin to feel it starl to rain money . . . becaunse
vou hear a funny noise, yau begin to look around in youwr mind
and you notice $§100 bills are raining out of the skv. And you lock
aver and you realize that you can pick up as many of those as you
want when you finish with that client over there. S0 in your mind
look at them and start to move towards them and see the fear in
their face. Sec the money, ialling faster, harder, building up
around you actually having to trudge through it. Pick up one of
the bills and smell that new money smell. i's so distinctive,
there’s nothing like the smell of freshly priuted money. And begin
to stick in fmu_r pocket, Because the closer that you get 1o that
client. The more of this Vvout are going to get. Because if vou walk
over and walk behind that client, pul your hand on their shoulder
and sav 12 yourself, “Ha ha ha ha, their ass is mine.” You will
begiit to ad|ust your attitude in & direction that moves towards suc-
Cess.

Now [ wanl you to do another exercise. [ want you te go into
a group this time and | want you to make the same pitch, only this
titne, T want vou to make your voice as sumpruous as you possi-
bly can. Twant you to stick in lots of ambiguilies and T want you
to make vour pitch to somebody else in the group, Just switch it
around a little bit. So that you're talking o anciher person. But
yet, the others will still have the ability, ang [ want the other two
people o stand behind you while you do, and Lo throw in sugges-
tions. Nol too many. Say things like, “Slow down.” Somebody
else can sav, “Pace his breathing.” Somebody else can throw ot
a nice ambiguity so that you can hear new voices in the back of
your mind, telling you new things that vou can try and do. When
you finish this book, 1 want people w0 go, “How was the
Persuasion Engineering™ book?” You can go, “It was better than
sex,” '

Did you guys see that tv program where they have the hvpno-
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sis show, and everybody that comes out they go. “It was better
than sex™ “How was it for you!” “If was betker than sex.” You
see | want you hypnotize them and go, “It will make you success-
ful, 1 will make four times the moncy in half the timc and your
orgasms will last four times as long, and be four times as intense.”
Qoooooon, you're gelling it, [ had somebody onee who in their
head goes “How? But T can’t do it.”

[Hd T ever tell you the Gazelle story? There are two lionesses,
sitting out there and they are looking out and there is this pack of
gazelle’s going by and the one lioness goes, “I'm hungry,” #ifrit,
runs up and grabs a gazelie and eats it. Great! Sits down next to
the other lioness and the gazelles go by again and the ather lioness
goes, “Will you get me a gazelle?” And she goes, “Cel your own
fuckin' gazelle.” And she goees, “But they’re so fast. And [ hurt
my paw.” And she goes, “Get your own fucking gazelle, And she
goes, “Well, but I have a cold.” Two mondhs later, two lumiers go
out onto the tundra and they look and there is a dead lioncss that
starved to death. Don't lel it be youn, go do the exercise. Make it
good, make it quick, and make # clean.

Now back to that list of objections T asked you 1o put together,
Now, there has been a traditional view inside of mest sales pro-
grams, most persuasion programs, that the trick is to overcomc
objections. Angd I've always found that to be kind of silly because
if you do anyiliieg fur any length of time, it seems like you should
know what they’re going to be ahead of time. And if you know
what they are going to be ahead of time you should be able to find
ways of inoculating so that you don’t get thenl in the first place,
If you have to overcome the same objections over and over again,
that doesn’t seem like planning to me. It's the same thing T find
when people deal with stress. People always tell me that they
want to reduce their stress, then 1 always tell them why have it in
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the first place. Tt seems to me that if you plan on having stress, if
you have plan on having objections then you're a bad planner.
Through the years one of the things that 1've noticed very quickly
is that there jmst aren’t that many objections to anything. Now,
wiat 1'd like to do is, I'd like 1o take a few moments and go over
a few that we've come across as some examples.

For example, people don’t have enough time, (they are just
about to die. Is that whal they mean by that?) Haven't got encugh
time for health care? They den't have enough time to go te a chi-
ropractor’s office? Wouldn’{ that be easy te twm around? | haven't
got enpugh time to go to the chiropractor’s office {like I haven't
got enough time 1o be healthy). And you go, “T understand. 5o,
you'd rather be less eificient in everything that you do, by leeling
bad?”

Or, they equate the amount of money they spend with whether
or not they want healthcare. “That's goed. Because after all who
wounid want their sex iife to be better? That wouldn't be worth
anything, would it?"

Tf you wait until these things come around, people will bring
them up, But if you know ideas make it so that things are,
because "not everything is covered by your insurance. Not every-
thing works either. You see, most insurance is for when things go
wrong and you are in pain and get very sick. Do you know there
are peaple that aren’t willing to spend money to have their life be
vibrant, they'd rather wait until they get sick. What idiots! Isn't
that the craziest thing yeu’ve ever heard of? Now what was it you
weTe going to say?”

Now, I you don't inoculate people against these things, they'll
actually bring them up and say them to you. But worse than that,
they will actually think them. The trick is, thar if vou know what
objections are going to come up, if you can pre-inpculate, if vou
can lake and-put a frame around it and vou can put a frame
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aroynd anything. Look al the stuff that people are able to sell.

Listen to this: mobile homes, When you go on vacation a cou-
ple of weeks a year, why not bring everything you own with you.
It’s the world’s most expensive wav to avel third class. Now I
know this becanse I always looked at people in these things and
thought, this is a really nutty thing., But1 got this idea, it'was last
vear. I was doing a tour, and [ was doing onhe in San Diego and
nne in Los Angeles and [ thought, “You z2lways leave the dog at
home, why not rent a mobile home?” T don't know about you.
You probably drive back and forth to work too much, but T've put,
in the last four years, twelve thousand miles on my car, which
means 1 dow’'t drive very much. T drive abour three thoosand
miles a year and that's about it. And when I drive, I drive in a
very small place where vou go very very tast up and down. But [
saw an ad on TV, it just streck me, It was in the middle of the
night, § was working on something, this guy came on and said,
“We will rent vou any mobile home.” and for forty bucks a day. [
thought, “Gee, that sounds so cheap. Mavbe, 111 just slowly drive
down and then I'll edge my way cut. So [ went over to this place
and 1 rented this gigantic thing.” '

It was called a “Bounder”. Good name for it. 1 went back to
my house and loaded everyihing I own in it and proceeded Lo
drive to San Dirgo. Now if you've never driven anything that’s the
size of a roam, you shouldn't be allowed to. And that's all there
is 1o i,

I must have given more people heart attacks than you can
imagine. Because the part | was in was very small. And 1 just
drove like that's all there was. I lumed on the turn signal. But I
used the Chinese method. Because | learned to drive in San
Francisco, which is “nnm on turn signal, count o thiee.”

~ow whether it's chiropractics and chiropractic medicine, you
would think that in this day and age, that there would be enough
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ul a calendar that these insurance companies would #el it togeth-
er. But I think that your lobby needs to de some serious work,
especially in the U5, because I mean vou walk around and there
is a lot of bent people with back pains and stuff and I mean you
-can give people drugs until you are blue in the face bat ir's not
going to help, A iriend of mine owns a sports medical clinic,
which is our way of doing chiropractics for five times the price.
And he actually has five or six chiropractors working there. What
he did is, he got one doecter that . . . everyboedy that comes in, sees
him and he writes prescriptions and they get the chirppractic stufi,
they get massages, they can go in and exercise and, to alracl peo-
ple, 1o make sure that they did come in, he fills this place with the
moest beauliful women you have ever seen. T mean everywhere
vou lurn there is some beautiful woman asking vou il vou want
somcthing. You know weuld you like a glass of juice, would you
like a massage anytlime you want, when you are under treatment
in this place and there is like a line in this building. When | went
in there the first time, il dido’t strike me riglit away. But suiddan-
Iy T noticed, and then [ thought to myself, “How do they stav so
nice in here?”  And then 1 discovered that he had his own hair-
dresser and makeup artist and that, literally, they go in in the
momning and they doll everybody up in the place. The guys all
look like they are Adonis, and suddenly vou feel out of shape. |
don’t care who vou are. A guy that | went in with is a football
player from our local football team and this guy is in shape and
his hands are so huge, And ! was going to demonsirate o them .
. . I do a ot of body work with people . . . and T was going 10
demoenstrate lo the people there how to work with wrists, because

wrists are very complicated, there are more bones In your wrists
arid your ankles then just about anywhere, In fact, you have more
than you have in all the rest of your body put together. And when
I walked in this place and T was going around, I noticed that, here
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are these peaple and they were deing all these strange things with
machines and stulf, and sounds catch me, by the way. And sud-
denly as I was walking along, I realized that, that room sounded
like stee]l monkevs fucking. That's what it sounded like to me. 1
give sounds names that's how I remember them. And T turned
around and T looked ai this guy the football player, who is a litile
concerngd, because he didn’t Know what he was in for, he just
knew that his caveer depended vn it ., . . becanse when vour job is
to run very very fast and to caich the football .. . then every once
in a while you come up with vour wrist hent. And his wrist was
in a lot of pain, and they've done some orthoscopic surgery, which
is sneaky surgery, and they've done all of this work on this thing,
And when they were done, his hand was messed up and it just
wouldn't work, It was a very expensive way of getting it o hurt
in a new direction and my way to do il is  just put things where
they are now. Because not everybody conveniently has got the
same hody. The principal of rolphers is they pur evervthing back
where it belongs, but when you don’'t have everylhing, they dun’l
know what to do. I get a fremendous amount of people who have
phantom limb pain. They've had a limb or an arm, especially dui-
ing the Vietnam war, which for whatever reason, thal gets
removed in an accident. And it's not there and it hurts. And this
1% a real problem for normal medical dectors. And peeple come in
and they say, “It hurts here.” Well it's allin vour head but it does-
n't fee] like it's in your head. The nerves in their body are telling
them that sumething exists where it isn't.

Now if you keep this in urind, one thing is, that T find that any
objection you get in & sale is like phantom limb paiil. You cut oif
something and it harts where it's not. Part of your job 15 1o be able
to move through and 10 know where these things would come and.
to make sure that while vou are packaging, ‘cause 10 me it goes
like this: to gel their attention, establish enough rapport (0 Rinow
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how they are organized, where their piciures are, where their - -

belief system is, and then to begin 10 package what you know
aboul your product sp that it will go through their decision process
first and number fwo, so that you can inoculate against any kind
of ohiectiun.

Now, the one thing Lhat you nced to be able to do in order to
do this is to have vour sensory acuity so heightened that you can

just reatly detect yes and no signals because you need (o find out -

what objections they'rc gonna have.

50, one of the things I've found through the years is that it's
very helpful tg learn 10 be a crysial ball gazer. So whal we are
going te do is we are going io start oui by making you members
ol the psychic hot line. But not the one that you call up, but the
one that you visit. Now (e thing is, thal, iI you remember just
like when I told yvou that vou could take vour hand and move it
from curved to flat. “Fifit.” Make a little spound like that, And
yvou go “Ffitel™ and you get a nice thing which allows vou to lock.
For example, T've had people say, "Now T don’t want vou to think
about this.” They come inte a car lot and when you walk up to
them, they go, “T'm just here looking.” Well they werent talking,
vet. 1 knew that. Bui basically they are trying to elude to me, that
thev came in to look at cars, not {o buy one. Now, I know hetter.
If they wanted to look at cars, they are all over the road. They are
everywhere, they are all over the damn place. Whizzing by, you
can stand an a corner and see jost about every kind of car there
is. So if they come in 10 a car e, T know that there 13 just enough
of them rhat wants to buy a car that T can have my way with them.
Now, the problem is that most people’s decision strategies have
things where thev go back and forth, to try 1o find out il they've
made & decision.

They'll go, “Ii Inoks like a good opportunity but 1 don't feel

ready, vel." So that when you pace people vou really have

apllaly
.
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remember to pace all ol them becanse when people go, “0Oh no,

. I'm just looking”, T'll say te them, “But you ieel that you really

want it.” And they go, “Yeah, but it looks so expensive.” I've
already reversed it. The trick is to get the Kinesthetics on yonr
side, ‘canse they always win. Did you ever notice that? That's
why people have such trouble dieting, you know. They go, "It
looks awfully rich in calories, but I feel | want to stufi it in my
body.” Great advertisement, by the way lor chocelate, this is an
advertisement I saw, it's a billboard, shaped like a refrigerator, and
the qutside of the refrigerator is decorated with candy. It doesn’t
even say anvihiog, but there is an arrow poinling straight down
next to it and underneath it is a candy store.  “Candicd refrigera-
tor, buy it.” ‘That's my kind of advertisement.

Now, the thing T wani you o do, is T want you o hold one
hand up and take thc other ane, then I want you to imagine
between them a carved object. And 1 want vou To take your hand
and put it on there 80 that you can actually make the object real.
Now when you take your crystal ball, the trick is to lower it down
20 thal it's just below eve level 'cause remember it doesn’t exist.
Well, some people forget that and they look al it, like there is
going to be something in it. The trick is not 1o hypnotize yourseli
here. The trick is that vou are learning 10 do something with
unconsclous communication. Now, as you go through, what we
are going to do is, we are going to starf the thing about going to
“Psychics For Sales”. Whal I want you to do is to sit dewn with a
partner and T want you o keok at your crystal ball and I want vou
ta go through. and remember, have your list down where you can
see it and begin o package a presentation that says, "l see chira-
practics in your futare.” And vou go, “Oh, T see yon have some
concerns about chiropractics.” And then [ wanl you 1o stari to go
through a listing program: “Oh, it's becoming clearer and clearer
now. Ch, I see you have some fear that it's going to be painful,
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Many foolish people think that. People think, they think it’s going
to be more painful than the way that they live.”

Bureaucracy, it's no wonder. Chiropractics works oo waell for
it to be accepted by insurance companies. It would be too intelli-
gent of a decision,

I have an insurance company come 1o me and say they want-
ed to run a tesi. They wanted to lind gut if my, and only my, cer-
tified Neuro-Linguistic Programmers, hecanse they have tried oth-
ers . . . they wanted to use them [or working with . people who
were alcohoiics,

Maost -places treat them and then when they et them out they
get drunk again. This doesin’t seem like a very good treatment
program and then they have to spend more money. 50 we ran an
experiment and T gave them the names of my certified practition-
ers and lor [ive years or so they compared the rosults of my peo-
ple verses other treatment programs. Mow the result was so bem.,
This is how hent it was: that it didn’t Inok like a Tegitimate statis-
tic. That’s what they told me. So we're not allowed to give insur-
ance because we did too well. I said, “Well, you want us to go
back and make some of them alcoholics again?™ And he said it
was too late. If we had done that earlier . . .

Anyway, once you have your ¢rystal ball, what I want you to
da 15 to begin 1o slowly go through your sales pitch and 1 want you
12 ham this up, play it up a little bit, but mostly [ want vou o con-
centrate, that if you do this, ‘cause vou can really do this with peg-
ple. It's amazing you can sav, iot example, *1 see in my crystal
bkall something in her future that has to do with sex.” You start
blushing already, they go, “Yeah, what is it?” It's wonderiul, tog.
But it's so unorthodox. Now, and you know about it already.
“Counld it be,” and then you begin to run through a listing program
where you go, through these objections, you can say, “Oh you'te
afraid of ¢hiropractics, So your majer concern is that, that you

T e T s i
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won't be able 0 make the time, no na , is it about money? or it.
it's unclear,” and as vou begin to go through . . . list the objections,
you'll begin to notice that you get non verbal responses, that there
are things that people respand to, more intensely than others. As
soon as vou locate one, and when vou start getting it, these are the
things to look for.

Now remember the peripheral part of vour vision watches for
movemnent, The phobir part of your vision is what you see with.
S0 when you take a crvswad ball, you always want to ger it so that
you put it in front of their eyes. Move it off to the side a little bi,
s0 that you and they are logking at the same thing, but watch for
movement with your peripheral vision. Now as you begin to play
with this a little bit make a few jokes and stutf. Teven do this kind
of thing, like sometimes, [ say “Now, [ know that you want ta huy
a house and I'm not sure exactly. what the things that you are
logking far in a house are, I'd have to be a crystal ball gazer,” and
1 literally go. “I'd have to have a crystal ball. Are you lncking for
two or three bedrooms?™ You can go through and in a matter of
moments elicit all the information that you need. Because, you'll
gel all the unconscions responses about what the charvacteristics
are of what they want, and then simultaneously geo through and
find them, and then you go, “And [ know that vou arg pretiy war-
ried about the price.” Now, if you don’t get a head nod on that
oie, I go, “Or else it really doesn’t matter that much. Why, I have
this place over here in such and such a space, it"s a big honse, it's
a wonderful house, it’s a house most oiher people, other than you
wouldn't be able to afford, but now, inside your mind, there is
another place . . .”

Now as you go through this each and everyone of those objec-
tions 1 want vou 1o begin to build a frame for it, that makes it so
that it's an idiotic thing to do, or else . . . and I want you 10 point
- put the characteristics about what makes it foolish, For example,
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if you were more efficient as a hnman being and felt better, you're
guing to make more money. And also sowme people think you have
to go to a chiropractor for life because people are always talking
about wanting to get adjustments and it's that when people start
feeling betier, they start wanting 1o do it more. Tt anly takes a cer-
tain amount of time to get used 1o . . . {0 get you 50 vou are real-
Iv back on track. But vou know, sometimes people find that it
makes them feel so much better that they want even more, Bt 1
wouldn’t be worried wanting Lo be oo healthy, vet.

Let’s just start at the beginning. The task is: build your crys-
tal ball. Remember, whenever you want to create a curve surface,
build une out 5o that vou can see it, So that you have that texiure.
If you hallucinate it, it’s much easier. And puw it in the right place
and say. “It’ll be wonderiul. Maore than you ever expected.”

Iso't it nice to oot be disappointed? Tt requires adequate plan-
ning. You have to think of something that will make vou feel
good, rather than when vou feel bad. 1 always tell all my clients
that disappointment requires adeguate planning, so don't. Only
plan for delight and that's what vou'll find. Okay, now, mmake sure
vour objections in vour own mind are concise . . . it should be
things that you should write in a few words, nat in a paragraph
because vour clients will be very distinct in whailever il is. They'H
go “Well yeah, aren’l people afraid to live in this neighborhood?™
And I go, “Yes, some people are, but vou know that was hack in
the fifties. They are all dead. Do vou have a calendar by tie way?”

Femember temporal predicates are once of the best ways to
move a problem. Move it into the past. Move their hopes into the
fature, become clairvovant. That is, leamn to waich lor uncon-
acious cues because in them, you'll find the answers to how to
avoid everything. Go forth.

Well I've had a bunch of people come in and seeing Low much
harder they could make this. What it is about human beings, and
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their ability to take the simple and make it complex? Only human
beings can screw up fucking. [ constanlly gel these calls, and the
person that works for me comes up to me and goes, “Well he
wants an appoiniment. Bixt he wouldn’t sav¥ what it is.” Ummimn,
we know what it is.

I vou let your natural processes as a human being . . . your
ahility to speak is hard wired. You don't have ta look at pictures
and know what 1o say. It doesn’t come -out good that way. And
when you speak, listen to yourseli. If vou say the wrong thing
change it. Remember the nice thing about words is they disappear
just as you say them. You know the trick of trying to hold images
in your mind is not the way to become clear as a human being.
Although many individuals believe that. If you've got that Kind of
a theory, you would become so clear you had one picture, and
you'd gel sluck in it. And believe me, I've had many, many clients
that arc that way., The trick is ta understand that there aren't good
and bad things, There’s a notion from psychology that people are
hroken and all this stif. Get it out of your minds.

Realize that there is nothing wrong with being compulsive,
You just want to make sure thar you put the right things through
the compulsion machine. I mean think of right now, every human
being that exists has compulsions and has fetishes. Now, this is
not good or bad, the problem is that they are sniffing shoes. The
problem isn’t that they want 1o do something all the time, the
problem i3 what they put through the machine. The machine
itsell is lovely. What if you were compulsive ahout getting things
done. Wouldn't that be nice? What if you had a fetish for cold
calling. Now suddenly it doesn’t sound so bad. You wouldn’t go
into a psychologist and go, “You Know, hey man, I just have to
make these calls and have to make more money all the tinie.”

- I tried an experiment one tme, [ had the unusual experience
of running a iriend’s company when he gol sick. He went to a for-
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eign country, checked into a hotel and then was hospitalized with-
in forty-eight hours. He got iegionnaire’s disease. By the way
legionnaire’s disease is completely curable. Don’l you remember
in Philadelphia all those guys from the American Legion went in
this hotel, and they all died? Like thirty seven of them died in this
hotel, Well i turns out that nobody Lad to die. ‘The center for dis-
ease conirol goofed because wlen they always checked out bacte-
ria 1o try to isplate diseases. What they do is they take samples
and they put thewn in what amounts to a {ittle oven, cook them up
and when they multiply then they can see them. Well it {vris oul
that legionnaire's disease is a mutant form of bacteria that lives
and thrives in air conditioners, In other words, vou would have
to pul it in the reivigerator to ger it fo multiply, And they never
naticed anything like that.

'm a frm believer in placebas. T think thal placebos are a
great thing. Bvery drug in (he US is tested against placebas. That
means we know a lot tore about placebos than anything. But the
FDA doesn’t look at it that way, because yon know, these are the
people that sav, "Let me look at that,” {as they cover their face)
Why do they have to cover their face? What, oo much light gets
i there, lheir ideas get blurry? [ mean what's the siory here?
What happens here is that ihe people just aren’t thinking. If
placebos’ work and you know, il's amazing the results they ger
with these things, For most things placebos wilt work eight out of
ten times as gond oy something else. So I decided that one time 1o
put a product out on the ntarkel catled placebo. At the time Robert
Dilts was my graduale student and 1 loved being a professor: you
had slaves, [t appealed to my inner nature . . . and we called thern
graduate students. Some of you were slaves and vou know what
I'm talking about,

But anyway, Robert came in and ¥ said, “Robert, 1 want you to
go down and 1 want you get all the studies that have been done, I
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want all the research of placebos for all the following things.” And
T had taken headaches and all the commen household stufi. And
then I pul it all in a Tittle book so what you got was a little bottle
of vmmpty gelatin capsules. T didn’t even bother to put anything in
thenm. These were just empty gelalin capsules and yvou'd lock up
and if you had a headache, you'd open it up and you'd read and
find out that four cut of five times placebos work as well as
aspirin, s0 you would take six just lo be safe. Well it worked for
me, tried i, |t worked. You know, ckay, and 1'd take six of them
and it would be gone, Well the ¥FDa thought aird wenl oul and
said T conldn't de this. I'm giving people nothing. “I'm soiry.
PMacehos. This is nol going to work. So vou can't do it.”

[ don't know if you've read the side of food comainers. 1 read
one the other day. You read this and some of these things sound
Jike the contents of a bomb, There is like fifty six different things
in a can of pudding. [ mean my memory having made pudding
from seratch was that it dida’t take fifty things. And I said, “Weil
mavhbe thev're food coloring and 1 looked at it, and T said if any-
boily deliberately tried ta make it this eolor, they should be shot.”
It was butierscoich pudding, by the way.™ T inean it king of looked
more like something that should come out of somebody than go
inte them . . . anyway when my friend got zick, hie bad lo lcave
the couniry because i order to get the kind af treatments that he
wanted to get he had to go somewhere else,

He flew to Switzerland, and they did something that, accord-
ing (¢ e FDA in out counivy, hasn't been proven. However, ow
he doesn’t have the disease. But of cowrse that doesn’t count,
because it could have spontanecus remission, Whaliever that
means. I've had a lot of those in my career, by the way. We've
used hypnosts to do all kinds of stufl avd anytime T've done it,

" with any kind of cancerons substance whatscever . . . I mean,

we've done it where they've had X-rays . . . you can see there is
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this big thing and we used hypnosis and they would go back and
il would be gene and they said, “Well yeah, bur that was probably
sponfanecus remission.” And I said, “Yeah, timely spontaneous
Iemission.”

Well while my friend was gone and I had his business, ‘cause
he asked me, “I have 1o leave and [ have to leave tonight and I
have the warning. and evervbody that 1 know is a thiefl.” And he
gaid, “If I leit my business to anybody else, they would run it into
the ground. Tf yon'll come and run it. I'Hl probably come hack and
be making more money than [ ever did.” And he said, *And I'm
going to need a 1ot of it, "cause this unproven procedure T am going
1 use, costs a lot of monev.” Not to mention the iact that going
1o Switzerland, always costs a lot of money. And if you've been
there, and know what I'm talking about. A cup of coffee is 310, if
you're not Swiss, by the way. If you are gver there, learn to imi-
ate the Swiss accent, at least, otherwise the price of evervthing
quadruples. You didn’t know that, but I've got news for you,
vou'll find oul. The Swiss are prejudice against everyone, And for
a price. It's not that they hate, they just charge for not being
Swiss, right? Did vou ever notice that the Swiss, have the largest
denomination oi bills?  Righi, you can't get a $1000 hill in
America. But in Switzerland they are all over the place. We need
them and they give them to tourists, so that we can buy things like
cofiee.  And sweaters. And I've never seen a country like that,
they have on every comer a pastry shop and a watch store and a
chacolate store. Those of you who have been there, know what 1
am talking about. [ mean every time you turn around they re con-
stantly going, “Oh it’s time for chocolate. Well, better have a pas-
try, you know.” You'd think they would come in and go, “I'm
Swiss.,” But they are not. Because diey are o busy being in
stress becouse they are on the stoess diet. One of the most cffec-
tive ones I know of. '
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Any of you ever had a terrible erisis po on and discover yon
lose weighl! 1U's Richard’s now siress diet, the one that 1 am using
with people. I just put them in an absolute and otter stress. And
they either die of a hean attack or lose weight. Works pretty good.

Anyway, when T had this business, il wasn'l something that I
was accustomed 10, They sold women’s lingerie, and they manu-
factured il and they didn't have stores or anything. at that time
anyway. And at the time [ was lwenty three years old and T forgot
1o ask him, “Wha do yvou do?” 'cause he's somebhody that 1 Know,
I had just gone diving with him. %o I went down and [ went into
where the factory was. And he had this guy, he was sort of sec-
ond in command and started showing me around and when I real-
ized that what they sold was women’s lingerie, T thought.
“Hmmmm, a rare and unprecedented opportunity to find. . . all
they did -was manufacture and then sell to stores and then, of
course, the stores had to sell #t before they would order more,
which seemed very inefficient to me. Whal I thought about was
dating . . . just popped righl into my mind, T said, "Now, what ii
we could get guys to have a way of having lingerie to meel
women.” And this guy running this place looked at me and said,
“Your nuts.” And I said, *Yes, T.am, and prond.” [thought, “What
if we could just have a way that peaple could just send us the
money directlv,” and the guy said, “What de you mean?” 1 said,
“it's called a catalog.™ And this was a long time age. Now they
have catalogs for everything.

k struck me, that, if you were going to sell lingerie, maybe you
should usze women. And it just popped into my mind, T don’t
know why. But anyway. he had a sales loree, he had (ive guys and
they went around 1o stores and they went in and they'd get thesc
buyers at the depariment stares to buy some stuff, But anyway,
we tried taKing pictures of all the ithings and gave some deserip-
tion and put it in a cataleg and then I started a program by which
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peaple could have, because [ believe in Lthe concept of having more
than one business, that people could take the catalogs, they could
go out, pass them out and then if people ordered off of thal, and
had their insignia that was actually printed into the catalog and
they would just get a check in the mail, So if 1 walked up to you
on the street and handed you a catalag. and you ordered oul of it
meh, 1 would get a check.

5o then [ took a bunch of people and I said, “Look this is a rare
and unprecedenied opporiunity ior you, in your spare lime, 12
constantly make money.” You could mail them out if you wanted
1. I didn't care what they did. And what a greal way to meel peo-
ple. At the time [ had this thing called the flining class. Bul we
just did that as a lark just for fun. When [ tanght the flirting class,
what T discovered is that theve are some people that don’t know
how [o say “Helie”. Now this is why we want to begin to build
new fetishes. Those of you whao cold call on the phone, and those
of you who prospecting for whatever it is. think abour it. When
you drive down the road as a chiropractor, you look at all those
bent and broken pecple, every building is just full oi people that
can’t even get up that well. Thiak about all of Lhe losurance com-
panies that are carrying heavy loads of people on disability. 1
don’t know about you, it T got paid to be injured, my body would
probably hurt like hell. The problen is, you can't get any insur-
ance company o pay ¥ou as much as I make for being bioken.

Maost people don’t know that ieeling good is better than feel-
ing bad, because they’re not any good at feeling good. Now, the
concept that 1 want 1o get across o you 18, T know every single per-
son reading this has got z fetish. 1'm not crystal ball gazing, am
1. And I know for sonie of you it's very intense. Now if you could
take the feeling you had for example, chocolate. When T say that,
I look around and you should, too. I'm crystal ball gazing. When
you are, look around a little bit.
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Stop and think, how wany people will see, Godiva chocolates?
I don’t like chocolate, but there are people, who, when you say the
word “Godiva™ everything in their sole goes wild. The reason I am
saving that is to find out who they are. Now, becanse I'in not real-
Iy looking for somebody who wants to snifi shoes, but we are just
trying to find something that we can convert to samething else.

The- trick is, we are lnoking for the fetishes. You temember
you are reading this to learn things. You know the stuff between
your ears! There is a purpose why that thing is theve: it's cafled
thinking. T want you to use it to concentrate on what we are doing
here. Don’t think about the candy and the lingerie, think about
the {raining that's behind it. Or ... can be dane.

It's a great line “can be done”. People say, “Well, I have a prab-
lem like that.,” And you go, “Can be done.” Instead of if they go,
“(Oh, what a beautiful car.” And you go, “Just.” And that's a verv
important word, just. Keep it in mind. 1t means only. Lel's see,
just keep that thought.

You know that little exercise you did with- the subniodaiities
earlier? You went through and vou found out about the dilference
hetween the strong beliei and something that was not a strong
belief. Now, we are going to do that again, only this time, what
we are going to do is a little different. You can do this content free
s0 that you get something pood. Get yourself a parner and T want
yuu o have that person think of something for which they have
an absolute and overwhelming fetish. They have to have it, they
have to do it. They are compulsed. When they even think about
it they should glow. I they don’l glow have (hem pick something
else.

Now, 1 want you to have them think of the thing they have 1he
fatish for and then T want you Lo also ask them, where they would
like to have a compulsion. Do they not cold call enough? We

- want to build in a driving, pulsing force in you that gets you to be
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successful. T¢'s not ecnough to have skills to know what to do. You
have 1o become carnivorous. What 1 did was, 1 instalied in this
friend's of mine business, [ took all the peaple and T sat them
down and I gave everyone of them, no matter what they did, the
guy who worked the warehoise, the accountant, cven the tele-
marketers I gave them a compulsion 10 coid call.

The guy in the warehcuse said that in spare minuies, he would
go over to the pay phone and call people. Why not? Tt was like,
“Gee could I have a few minutes off to go out and use the tele-
phone, man?” “I thought of a few more people [ could call and
send catalogs to, man.” And I said, “Well, I don’t know, mavbe
ten minutes, buf make it fast, ten minutes, man, how many calls
can you make it ten minutes?” “0h, man I can make like fifty
cails in like ten mimutes, man.” “Hey, there’s somebody on the
phone, get off the phone. 1ICs my pay phone, get away from the
phone, no, no it’s mine, mine, mine."”

I installed a 1ot of pay phones. ! made money ofl that, too.
See, multiple businesses, you've gol lu get them going, gel them
coming, get them from every directinn.

1 made every single person at the company a marketing agenl.
Evervbodv, now, can make comunissions at the company, éven
people who don't work there can make commizsions. 1 now have
a vehicle to build and then it siruck me. I wanted to have the
higgest sales force thal any company has ever had. So, | went to
the Boy Scouts of America. However, they didn't like my idea. But
we did come up with something for ther, bul I thought you know,
they are always coming by selling vandies, selling something.
What if they came by and sold something that you really wanted.

I said, “There’s a half a million people in Future Farmers of
America.” Members, these are 14 year-old boys by the way, 14
vear-old girls who need money to pay for their cow or whatever it
is. 50 they come by and they sefl . . . you know, it's a puilt sale .
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. . one of those. They go, “Well, my son needs to go to camp, you
know, can you buy some candy bars?” You know this one? Well
ii they come by and they want to sell you some junky candy or
some tickets 10 some game you won't go buy. But think about it,
il they came by and effered you a teddy? That would be dificrent,
wouldn't it? They'd say, “I'm selling these teddy’s, look in this
catalog you can have anything.” Sexy brechures, you know. Not
only would they be making more mouey for their projects, but
they would be getting a future education. [ thought it was a good
idea.

Anyway, we had in give them something else to sell. 'We actu-
ally gave them books on agriculture. But 1 kept looking, “where
coutd [ find a group of pcople to do this?” And 1 discovered, it was
50 simple: college. 1 sent my guys up to college, they would go in
and they'd go, “Who needs extra mongy?” You're starting 1o
notice these rhetorical questions. “Is there somebody here that
needs some extra monev!” “You. Feeling a little poor today are
wel”

Now, e thing that § want you 10 do is T wanl you io illicit and
this Hme ir's with an =" Illicit a response, with an “1*. Don't
sound it out, man it won't help. Finetics, F let’s see ¥ talala, what
wond is that pohenics, pa pa pa honics. What a stupid system that
is. Good, sound out the word angiogram and by the time vou get
to the end of the word, vou’ll need one, Now, wiat | want you to
do is to go through and get all the summages, mark down, don’t
make this into a big thing. Just on your list, mark down only the
things ihal are difiercnt between the way they experience. Fov
example, if you have somebody who, in their business, if they
would make a lot more money . . . this i5 the guestion, “What
would you like to be compulsive to do and it would make sure that
you made a lot more money?” If you looked at a telephone and had
to cold call . . . if every time a new prospect was there, you walked
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across the room . . . because a lot of peaple, when they see a cus-
tomer walk in, it's like gravity gets heavy and it's like that dating
thing . . . the hardest part was geiting these guys te walk over and
say hello, I used to achially take them in a course, it’s not an
video, but when T taught the ilirting course, I wonld take thirty
guys to A shopping mall because . . . 1 don’t know why they go
10 bars, there aren’t any good women in bars, they're all in the
shopping malls. If you want to find good women, go 10 Neman
Markus. And they are all over the place. And they are in & height-
ened state of awareness where they feel really good.

And then just go sland in the jewelry department, And they'it
walk up and they'll go, “De you work here? and you'll go, “No,
but I can help you.” And then vou look at them and you go, “Do
you want to feel really good?” When they go in these malls they
are like the great whitc hunters. They are just like stalking that
sale. It’s really something. You could select them by departments,
stores every. thing. You go, “What am I in the mood fer, today?
Designer, [ want a designer woman . . . let’s see, go [ will go up 1o
that second story and go into that” . . . you know vou can even
pick their economic levels . . . evervthing. When you want a
woman who will buy you presents, you go into this deparunent,
and when you are feeling generous you go inte that department.
Ummmnimrn.

It"s just getting your brains to think about prospecting it's just
a metaphor for . . . I'm a bypnotist cemember? Buit there isn’t any
metaphor like a true metaphor, is there? ’Cause there are some
guys in there right now, “Go in the mall, pick up chicks” . . . “and
then if you want chicks to buy you presents, you go to the
designer thing and I never ieel generous so we won't write that
down . ..

The other great place too, is those haircutting salons, 1, like
you just wander into those places, and sit down and stare at some-
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bodyv while (they are having theit hair cut or while they are having
a dve or something. They'll go, “What are you leoking at?” And
then vou go, “You look so beautiful.” ‘cause that’s why they are
there. They call that pacing . . . Richard style. And then you say
to them, “Are you going to be free after this?” What no, they are
going to go to jail? Don't ask them if they are going to go some-
where, if you just ask [{ they are going to be free and then tell
them where to meet yon, You see, doo’t bring up ebjections and
you won't get them. I know seme of you guvs, I've heard the shit
that you say. it’s so terrible and it embarrasses them so. Oh, I
heard one the other night, let’s see, this guy walks up to this
woman, this has got to be (he worst line, and he goes, “50, uh,
hahe, what are you here for?” ‘What the fuck does thal mean? 1
don't even know what that means. “Hey, babe what are you here
for?”

1 noticed on the side of somebedy’s video tape once, they had
a Lape they made abowt not smoking, that if yon Teok at it, it savs
(No, 17, T know they wani it to say “Number one.” But. il the
unconscious remembers analog, it comes out “No one.” So if you
liave no one smoking tape, then the unconscious is going to ook
at it from the side and go, "Couldn’t be for me, becanse it's not for
any one.” So maybe we'l] be changing the title of that. There’s a
Iot of times, peaple think something is going to have one meaning
and it has another, and the trick is, are you interested in pride or
cash? And my thing is, 'l take the cash, fuck the pride.

Now what [ want you do to i8 to get yourself 2 partner, and
when von have the pariner, I want you to go through and when
vou have all the submaodalities of the thing they have a fetish for,
then what I want you to do is 10 take the thing they want, and 1
want you to go. "Fifffitt” and pull it up inside, the same location,
make it the same size and the same distance all the things that

- constitige . . . and vou will discover suddenly, vou have a fetish
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for it. Now, then have them close their eves and 1 want vou to
double the size of the image. And T want you Lo give them, a kick
ass post hypnotic suggestion. It says that every time 1hev see this
they are going to drool and that's going to just force (hem to
gquadruple their income.

Money is the root of all evil. So let’s get down o the root of
the matter. See, it deesn’t say that it is evil, it just says that it is
the root. So as long as we Keep the roots clipped everything will
be fine. We can dry those roots out and make tea out of it. And
ihen tell people, who make those kinds of metaphors . . . to wait.
The rest of you get to it, now.

[Demonstration subject) Well let's sec here. Come hore Ted,
come up here, Just sit down, right here. Take this {pen} and yvou
don’l need this (his book), just sign ripht there. That's how you
get them to close. You can go now, Ted. If you can’t give com-
mands by that time, vou haven’t paced the shit out of them, that’s
all that [ can say. I find that as, [ call it the pen inlerrupt pattern,
which is done this way. (Still demonstrating) Yeah, you, too, your
soul is mine. You iouched the pen.

See I always find at that point in time, that something that
upliits a little bit, 1 throw them the pen, roll it off the end of the
clip board. Whatever it is, something that gets them to respond
physically. Remember, if you give them too much time, at that
point in timeg, people have been trained all over the world that
when you hand them the conteact, to have a bad feeling. Jump
over it. A lot of times, people sav, “Well 1 should read this.” And
vou go, “Well you’'ll have a copy at home.” That's the hest 1ime ta
de it. By that time they should already know the details.

People wenld say, "What about financing?” And 'd gu, “Your
credit is good with me, we’'ll work that ont {ater” because after ail,

it they don’t have credit then we won't give them the car, right?
Bul alter all it shouldn’t be a painful process.
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I've always thought it was an amazing thing that vou could go
cut and buy a shirt [or fifty bucks and feel better. You go omt and
buv a car, and vou feel worse because of the process that you're
put through, in most of this stuff. And most of it is analog,
because the people who are doing the selling start ta gel a feeling,
that something is going to go wrong, so they induce it. That's
what happens.

Boaving a house, this is one of the amarzing things. They go.
“Give us a check for $1000 and we can get you into escrow and
then we'll begin _ . .” and T like this “the long process of escrow.”
Il already sounds like it has weight an it. You shouldn'i feel that.
See when [ do it, the minute they sign you want to go, “Oh boy,
how exciting! Congratulations!”, because Lthe more vou put that
congratulations on the end of it, the more ljrnu Become uplilied.
Then there is anather thing which I do, is I'll stop and 'l ook at
them and T'l] take the confract and I'{l go, T changed my mind”
and T"ll grab a hold of the edge of it and start 1o tear it up because
I alwavs want to make a check to make sure that 1 am not going
io get any buyer's vemorse, It is amazing the minute you go Lo tear
up the contract they go. “Huh, what are you doing?” And T'll stop
and I'tl say, “Well Inok, let me put it this way, are you sure, that
this is the right thing?” And they'll go, “Yeah.” And I'll go,
“becausc you have o he absalulely sure, sure enough that yon are
going to tell everyone you know.”

And 'l tell you one of the toughest sales that people have w
make iz door to door sales, becanse for some reason people have

become suspicious of this process, anyway. I worked for a com-
pany called Celebrity China, And they sell China deor to door.
And this is a tongh sale. Because they have o overcome every
stigmatism there is. In the US they have a law which says people
have 72 hours to change their mind. Now, if you have 72 hours
to change your mind, most of the time the people wouldn't if it
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weren't for their friends and loved ones. People would do this,
they’d go, “You bought china from a door 1o door salesman?” Now
to begin, with the china was beawtiful. Actually, it was becanse
every meal that we had was on different china and china breaks.

Therte is nothing like unnerving people. They have these beai-
tiful crystal glasses. [ kept waking them and tapping them an
things and flinding if they would shatter. | wanted 0 know.
Because I had bought china one time and beautiful crystal. But
then T had kids. Now, I learned, 1 spent ten vears in the mclmae
club. And T wanted to find semething a little heartier but, anyway
we had beautiful crystallabra things, like you guys would be sit-
ting there now, they had litde tables in front of you and you had
a beautiful thing stuffed in noshuan and crystal, Great idea for a
conference. We nibbled our way through for three days. Bir hy
hit, piece by piecea.

But anyway, they all told me that the toughest thing was, that
they didn’t know how to deal with this. Sp, when I told them, i
said, “Me, [ always start to rip the contract and when you look at
people and vou say, look it you're absolutely sure, because one of
the things you need to do is to future pace ov inoculate and pro-
tect people against buyer’s remorse.” Because most of the time it
is induced by other people. Cause they would be real excited and
they would tell somebody, “T bought (his china from this guy that
came by [rom the door” And people go, “What?™ They go, “You
bought china from a door te door salesman?™ You must have been
ripped off, Now, these guys said, “How can we avoid i12® And I
said, “Don’1.” I said, "Before you go and you held up the contract
and you slart you go, “Your not ready for this.” And people 2o,
"Wait, what do you mean, I'm not readv.” And | g, “Don’l you
know what's going to happen?” | said, “Tt's going 10 be your sis-
ter, it’s going to be vour brother, it's going te be your uncle, ir's
going to be your next door neighbor, you feel good now, den't
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you?” And they’ll go, “Yeah.” And I go, “Would you let anybody
steal your good feelings?” [ said, “Every time, you scc this
brochure here, 1 want you to feel this wonderiul. Every time you
look at your table set with beautiful china and crystal, T want you
o feel wonderinl. I want to know for sure thai vou feal better than
you feel right now, do you understand?” And people go, “Yes”
And | go, “Well, penple are going tn come in and gay, “Ch, but it’s
the wrong pattern.” And [ always exaggeraie it. [ use what I refer
to as the synthetic twerp phenomenon. Because that's what these
people are when somebody comes into your house and goes, “Oh,
but you paid too much but blak blah blah . . ¥ And I imitzte them
and [ go, “And if you tan let any one oi those people get ta vou, if
you're not ready to look at them and just laugh, becanse lhey just
want to deprive vou of your happiness . . . 1 say, “Are you sure
enough in yeur conviction that you have now . . . cause ctherwise
I'll rip this up and go sell it to someone who deserves it.”

You're getting into this, aven't you? Well it's the only way [
feel that you can really protect people, when they drive up with a
new car and they ga, “You bought a Chrysler?” Give me a break.
Let alone people coming heme in a Mercedes they go, “Bov, they
must have seen you coming.” And every line that I know . . . well,
they didn’t see you, they lured you. To me it was like fishing. I
even brought a fishing pole to work., Put a sign on it. And said
“Enter Here.” Put it out on the street and vou know people turned
in. They had a sign inside their head, Tt said, “Help me.” You see
people are not good at buying themselves presents. People aren’t
Eood at things, like if vou setl insurance. Insurance, is a woender-
fui thing but it’s no good, if it doesn't give vou what it’s really sup-
posed to, which is peace of mind. How many of you have rented
a car al the airporl and they ask you would you like the insurance
and T say, “What does the insurance get vou?” And that means, “il
there is any damage tc the car whatsoever, you don't have o
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worry.” And | thought, “What a great thing. ! can go out and
smash this iucker all up.” Hey, you know, the next time vou feel
kind of frustrated and stuif you know, go down to the airport, rent
a car [or the aftermoen, pay the ten bucks, you can bang it off of
walls, everything: | turned in one one time, that there wasn't even
a panel left on the thing, that didn’t have dings in it. The fromnt
was smashed in, the side was ponged out and when 1 pulled np
the guy said, “What happened?” And I said, “I dun’'t know, [
pulled into a Seven Eleven and 1 came oot and it was like this.” [t
was a great thing. We achally nsed to go and rent them in pairs
and have demolition derby’s with them. Sixieen cars at Avis and
! thought they were going to be all over my ass, because I got car-
ried away that week, And J got a big package like this, irom Awis
in the mail. And I thought, "{h shit, they are going to sue me or
something.” And T opened it up and you know, Avis gave me a
credit card. They said, we like this guy, he rents lots of cars,
Sometimes two and three af a time. Somelimes we never even left
ihe parking lot. We just srmashed them up right there. Bart see, if
you have the right atiitude about what a preduct provides, what a
service provides . . . look, [ wanl yeu to know that when you
bought insurance, you boughil what you buy as a sense of securi-
ty that yvou don't have to worry that if you buy repier's insurance
in your own apartment, you walked out . . . You should num
arcund and look at the door and go, “It doesn’t matter who steals
anything. T get a new one,” What a great deal.

We have phenomenal things available to us in this couniry.
The faci that you could literally go ol and buy a better body wilh-
out exercise, It's very cool, you go in and people just move the
bortes around and make you feel better. You can go oul and buy
massages. :

I don’t know about you but 1 don't like the idea of having to
2o out and hunt down animals everyday and shoot them or dig-
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ging up raots. I think the supermarket's the coolest thing around.
And as vou go by, oh we'll have a liitle slice of cow. A little slice
of lamb. Oh, how about a bird that ilew through the air, and a fish
in the sea, To me, one of the things thai people who are in the
business of selling and in the buosiness of persuasion need {o
understand is that tle whole process is a wonderful thing. The
fact that human beings have so much trouble over all, running
their brains, they need us. So that they can enjoy the process nf
being a wanton consumer. [ don't know aboul you, 1 have people
who actnally get mad *cause they get catalogs in the mail. Nol me.
I go through each and cvery one, and 1 go, “Oh, that would feel
goad, ummmimn, ahhhhkh, nmmmmmn,”™

And panple need to be taught to enjoy the generation that we
live in. Because I have noticed that the people who do nof spend
maney do not make money. You know these people who are
always saving every dime. They are always brake. Naw, I don’l
know where it goes, but it gues o something elsc. Plus they nover
know how to use money and enjoy it. They might as well not
make it. 1f vour ability to realize that vou can make it, especially
in the [ree societies thal we live in . .. Just think we could be liv-
ing where . . . who are these people? Do you realize that 50 Damn
Insane was elected? Who did he run against, Completely Insane?
“Vag, we'll vote for S0 Damn Insane, we don’t want Completely
Ingape as our leader, then there’s Tnt.illy lnsane.” Th me, people
like that need to be taught a lesson, and T don't think it was done.
I think that the fact that prople want to reclect people like that.
instead we should be huying them presents. Like a skx by six
condo. You know what thar is? s a mausoleum. I always hear
that song, “There is a place for him” and 1 always think of thai
guy, every time. I have pictures of how much good he can do for
the world when he ain’t around no more. Because it takes a lot of
educalion far a society to he a capitalistic society. )
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Our government, they want to take healtheare and tum it over
to the same people that run the posi office. T imean, [ den't know
abour you, but in ouwr country owr post office doesn’t work all that
well. Plus every few years there is soineone up in the tower with
a rifle who used to work there. 1 don’t know what we put on our
stamps in our country. But it is really getting to be a problem,
That out of these psycho’s that go out on random shooting sprees
in the US, seven out of ten of them worked a1 the post office. T
don’t know what it is about the post oifice but T don't go there
anyvmore. T don’t need to be pushed any harder.

T'think the thing that I did when they had ihe presidential elec-
tion, I voted no. Because I think it just encourages them if you
elect them to office. '

Now the thing is when vou go to close and you should con-
stantly be testing {or this. T start right out, sometimes people walk
in and they look at something and I go, “Wonderful isn't it? How
arc you going ta pay for it?” Credil card?” [ sav, “Give me vour wal-
let.” Do vou know people hand it o you. It always amazed me,
I don’t even work in the store sometimes. T'm just there practic-
ing, you know, and 1 ge, “Give me your waller.” And I'll go
through and I'll go, “Amex, that’s the way to pay forir.” And then
they’ll g, “Uh well, uh my Amex card isn’t good anvmaore.” “Well,
ler’s go through here, what else you got?  You've got Visa, Master
Card.” Whal a great thing: Master card. It sounds like something
the Germans would have come ap with, doesn't it. I can pay for
anything I have zee Mastercard.”

To me, as long as you go through and you constantly test for
close amd you attach good feelings, it's really easy.

TR s T

% CHAPTER EIGHT:
PRECISION PERSUASION
ENGINEERING™

Now aiter vou've done the exercises, I want yon to stop and
close your eyes, Tun back into where you came and siarted here
in the beginning and begin 1o run through your mind, all the new
things that you got to try. Because vou want to connect all this
with your real life. And I want vour unconscicus al the same fime
to begin to sort.and search to find and feel all the oppariunities
that will be arising for vou to do things in new ways so that you
can find life somewhat better. Juat think, it's Satuwrdav night, now
where could you use persuasion techniques on a Saturday night,
I stop anad T ask yourself inside your mind, “What would be a rare
and unprecedented opportunity to begin o have new experi-
ences? To make things feel better, to have new opportunities that
are apread righl out in front of you?”

Now if vou looked at Saturday night in a new way, 1t’5 just a
chance to begin to take the zkills 1hat you learned and to install
them at the unconscious level, to begin te de things and new
ways ta find new things happening, then you will. If you den’t,
then you won't. Don’t close the book and leave the learning
behind. Realize that it's only the beginning of what you are gaing
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1o do with the rest of your lire,

And we want the rest of your life to be guite exciting. And
we want you to begin o master voursell and masier each and
cvery opportunity o do things in new ways. As yan are walking
along and you hear people talking, when you hear a great ambi-
guity 1 want you to go, "Oohhl, 1 could use that™ Maybe drop
init a lew stores tonight and see how shitty people really are at
setling things. Maybe sell something, even where vou don’t work.
Mavbe you could go up and play the roie ol ane of your clients,
that’s very tough and find cut smebody else will do it.

The world is your learning laboratory.

I noticed when I ask the question, a fair number of you are sin-
gle. And remember sex can kill vou now, if you are net carsful.
It's not like the 60’s, so [ want you to experimenl bt experiment
with protection and realize that you can take things in new direc-
tions if you catch my drift and my throst. Because if you thrust
into new areas and new ways, you may find thait things are a lot
gagier, That, when you bathe people in tonality, thalt when you
iirst concentrate on your nose, your throat, your chest and then gst
to that area by which, you can resonate it . . . spend a little time
whe1 you are in the shower, speaking and listening. You can hear
yourseli perfectly there,

Learn to hear what yvour tone of voice sounds like and to
increase your range. Give yoursclf the ability 10 realize the more
that you can let vouwr tomality go “muup” and “"dogowwwn” the
more variations that you can bave in lempo. the morg vou can

control your syntax and embed questions and know when to _

anchor.

Wouldn't it be nice to know when to anchar? For example,
onc of my favorite guestions boils down to this, “How do you
know when vou want to be seduced?” Tf you don’t know, the
answer to that guestion is it would be very hard to do things. And
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if somebody stops and you see their eves move up, anchor it, say,
“Excuse me a minute,” and as they look at }'mi g0, “’‘cause yau
like me. Wouldn't want to do anything exciting. foolish, some-
thing that might take you in whole new directions,” And tonight
while you sleep and dream T wanl the unconscious partion of each
of you because it's heen here and it's been close enough to hear
To realize thal it’s been learning i lut as well, You see if vou pack-
age information in just the right way, a lot of it goes into the con-
scions but your unconscious can learn so much faster. And |
wanied 10 begin to sort and search Lo the learning of the essence
ingide yourself hecanse this particular book doesn’t need these
learnings.

You need to make sure that everything that each of both of you
has learned here, begins to dovelop so that while you sleep and
dream [ wani yoo to run unconsciously scenario after scenanio.
Because in your dreams tine means nothing at all. You dream a
week in a minule, a day in a second, so vou can begin to Tun hun-
dreds of thousands of scenarios so that it begins to feel familiar, to
do things in new ways, to begin to make changes that will stay
with you for the rest of vour life and make every day a payday in
exciternent, cash. Because we still have much to do. You have to
quadmple that income and do it in half the time. And vou have
to take that slow time at the bank where things seem to lake for-
ever and experience your orgasms just that way. You see it's not
the bank that makes time go slow, it's your mind, that knows how
to alter time. 50 while vou are altering tite inside your dreams,
while you're moving as Einstein did on a beam of light, remember
each new ldea is capable of changing everything. And it’s not that
you want to change everything, So carelully select unconscious-
ly, those things that don’t suit you anvmore. You don't need any
more knuts in your gut. You can adjust those backwards . . . untie
them, and then open up to a whole new way. Find yourself doing
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more things that are more exciting and get to it. [t"s time to get
out there in the world and boegie on down.

You can't get a degree in sales, you can’t get a degree in per-
suasion, vou can gef a degree in important stuff, like Greek histo-
rv. Yeah, poetry, Greek history. How about blatant. - A langnage
not spoken-anywhere, Listen to this, I had a counselor, thia coun-
selor is sitting there and looking at me and she's dressed . , , she
must have weighted about 370 pounds just to start with . . . she
had on a blue and white polka dotted dress, the image is burned
in my mind . . . and white socks, of all things. Her bair looked
like she made it up in a Waring blender and she looks at my file
and she goes, “Mr. Bandler. I noticed you haven't got a single class
in Latin,” and I said, “Well everyone that speaks Latin is dead,
except for a few priests and T'm alraid to be around them. T said,
“] don’t go out with guys that where dresses,” And she said, “This
is not a laughing matter.” And I went, “Don’t you bet on il.” She
said, “Without three years of latin, how do you expect to be able
to learn a language?” And i said, “When [ was born, I didn’t have
any latin, I didn’t have any languages, and [ learned the language,
1 have a machine in my head that does that.” The only institution
-1 know eanpahle of preventing you from learning the language is
the school system. How many of you went to school, learned a
language and don™t know anything about it? It’s phenomenal.
Only a schoal systemn conld do that. You know, you take anybody
and just stick them in a country and they will end up learning the

language, except for our president, who by the way spent a year

in Russia. What the hell was he doing in Russia? What, going
over there and finding out that it is the Mexico of Europe? 1'm a
Kid, I grew up hiding under desks, for fear the Russians were
going to blow us up. It turns out they can’t even make an IC chip.
They can’t. They had to steal theém from us. And of course, we
gave them just the ones that we wanted to. [t's ridiculous.
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iowever, they are very good at sitting in outer space. That's what

they are, They are very good at sitting in onter space. They can

aif in oufer space longer than anyone, Boy that scares me. So

what I'm really afraid of is somcbody who can hide in the dark.
So I decided, we should make our college.
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¥ GLOSSARY OF NLP TERMS

Accessing Cues
Subtle behaviors that will both belp to trigger and indicate
which representational system a person is using to think with.
Typical types of accessing cues include eye movements, voice
tone, tempo, body posture, gestures, and breathing patterns.

Anchoring
The process of associaling an internal response with some
external trigger [similar to classical conditioning) so that the
response may be quickly, and sometimes covertiy, reaccessed.

Auditory
Relating tc hearing or the sense of hearing.

Behavior
The specific physical actions and reactions through which we
interact with the people and environment around us.

Behavioral Flexihility
The ability W vary one’s own behavior in order w elicit or
secure a respanse frorn another person.
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Calibration
The process of learning to read anather person’s unconscious,
nonverbal responses in an ongoing interaction by pairing
cbservable behavioral cues with a gpecific internal response.

Calibrated Loop
Unconscious pattern of communication in behavioral cues of
one person trigger specific responses from another person in
an ongeing interaction.

Chunking
Organizing or breaking down some experience into higger or
smaller pieces. Chunking up involves moving te a larger.
more absiract level of information. Chunking down involves
moving to a more specific and concrete level of information.
Chunking laterally involves finding other examples at the
same level of informaticn.

Congruence _
When all of a person’s internal beliefs, strategies. and behav-
iors are fully in agreemeni and orented toward securing a
desired outcome.

Context
The framework surrounding a pariicular event, This frame-
work will citen determine how a particular experience or
event is interpreted.

Criteria
The values or standards a person uses to make decisions and
judgmenis,

Deep Structiure
Complete representation of the logical semanlic relations in a
sentence,
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Four Taple {ar 4-tuple) .
A method used to natate the siructure of any particular experi-
ence. The concept of the four tuple maintains that any experi-
ence must be composed of some combination of the four pri-
mary representational classes: A VK0 — where A= Audilory,
V = Visual, K = Kinesthetic, and 0= Olfactory/ Gustatory.

Future Pacing
The process of mentally rehearsing onesell through some
furure sitiation in order to help ensure that the desired behav-
ior will veeur naturally and automatically.

Gustaiory
Relating to the sense of taste,

Installation
The process of facilitating the acquisition of a new strategy or
behavior, A new strategy may he installed through any of the
NLP'™ skills ar techniques and;/or anv combination thereol.

Kinesthetic )
Refating to bixly sensadons. 1n NLP the term kinesthetics is
used to encompass all kinds of feelings including tactile, vis-
cetal, and emotional.

Meta Model
A model developed by John Grinder and Richard Bandler that
defines syntatic environments by wiich one can detecl and
challenge deletions, generalizations and disiortions.

Meta Pragram
A process by which one sorls through multiple generalizations
simultaneously as such Meta Programs comtrel how  and
when. A person will engage in any sel of stralegies in a given
COMtext,
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Metaphor
Stories, parables, and analogies.

Modeling |
The act of creating a calcudus which describes a given system.

Nenro-Linguistic Pragramming (NLP}
The study of the structure of subjective experience and what
can be calrulated from that,

Olfactory
Relating ta smell or the sense of smell,

Duicomes
Goals or desired states that a person or organization aspires to

achieve.

Pacing

© A method used by communicators fo quickly establish rapporl
by matching cettain aspects of their behavior to those of the
persan with whorn they are communicating - matching or mir-
roring of behavior.

Parts
A metaphoerival way of 1alking about [ndependent programs

and strategies of behavior.

Predicates
Process words (like verhs, adverbs, and adjectives) that a per-
son selects ta descnibe a subject. Predicates are used in NLP 1o

Identify which representational system a person is using to

process information.

Rapport
The presence of trust, harmaony, and coopetation i a relation-
ship.
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Representational Systems -
The five senses: seeing, hearing, touching (fecling), smelling
and tasting.

Representational System Primacy
‘The systematic use of phe sense over the others to pracess and
organize in a given conlexd.

Secondary Gzain
Where some seemingly negative or problematic behavior
actually carries out some positive funciion at some other
level. Far example, smoking may help a person to relax or
help them fit a particnlar sélf-image.

State

The total ongoing mentai and physical conditions from which
a person is acting.

Strategy
A set of explicit mantal and behavioral steps used to achieve
& specific outcome.

Sub-Modalities
The special sensory qualities perceived by each ol the five
senges, - For example, vispal sub-modalities include color,
shape, movement, brightness, depth, etc., auditory submaodal-
ities include volume, pitch, tempo, etc., and kinesthetic sub-
maodalities include pressure, temperalure, texlure, location,
efc,

Suriace Structome
Al ulterance.
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Synesthesia
The process of overlap between representational systems, char-
acterized by phenomena like see-feel circuits, in which a per-
son dertves feelings from what they see, and hear-feel cireuits,
inn which a person gets feelings from what they hear. Anv two
sensory modalities may be linked together,

T.O.TE.
Developed by Miller, Galanter and Pibram, the term stands for
the sequence "[est-Operate-lest-Exit, which describes the basic
feedback loop used to guide all behavior.

Transdcerivational Search
The act of locating through meaning(s) which may tot be
explicit or implicit in a surace stoucture,

Translating
Connecting the meaning of one representation to the same
meaning in another representation.

Visual
Felating to sight or the sense of sight.

Woell-Formedness Conditions
In NLP, a particular outcome is well-iormed when it is: {1) stat-
cd in positives, (2) initiated and maintained by the individual,
(3) ecological — maintains the quality of all rapport systems,
and {4) testable in experience — sensory based.
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? SUBMODALITY COMPARISONS

i VISUAL

H Kumber of Images

3 Motion/Still

£ Color/B&W

5 Eright/Dim —

¢ Fortged/Unfocased ——

g Bordered /Borderless

Assoeiated,/ Dissociated

; Center Welghied Wide Angle

Size [Relailve ta Lifg] o

‘5 Shape

i Three Dimensional, Flat

1 Close;Distan| e

T Location in Space;Panaratic

i AUDITORY

; MNumnbers of Sounds/Sauries .

_ : Volume

§ Tone

} Tempo —_— ———
il Pitch
E: Pagp e
E Timbre —
iF Puration
SEE Tenteraity _ —
: Birection —_—
. Rhythm
é Harmony _
L More i one ear than, ansther -

4
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KINESTHETIL
Location in baily _
Breathing Rate —
Pudsr Kate o
: Suin Terupecaiure -
Wight _ —
i Pressirg -
Inlensity —
L Tactle Sensations - . _
: OLFACTORY & GUSTATORY
i Sweet —
§: suuc
? Salr ———— e -
3 Bitter —_——
ok ATOTa
1 Fragrance — —
3 Esserce —
Fungence
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APDENDA

MILTON MODEL

The first set of language patterns is
the inverse of the

META MODEL™

The additional other important
language patterns include;

PRESUPPOSITIONS

INDIRECT
ELICITATION PATTERNS

PATTERNS IN
METAPHOR
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ADDENDA

MILTON MODEL

INDIRECT
ELICITATION PATTERNS

Embedded Commands:
Embed directives within a larger sentence strue-
ture. “You can begin to refox”

Analogue Marking:
Set the directive apart from the rest of the sen-
tence with some nonverbal analogue behavior

Embedded Questions:
Embed questions within a larger sentence stric-
ture. “I'm wondering what time it is.”

Negative Commands:
Stating what you do want to occur and preceding
this statement with the word “don't”

Conversational Postulates:
Yes/no questions that typically elicit a response
rather than a literal answer: “Do you know what
time it is?”
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ADDENDA XI

MILTON MODEL
PRESUPPOSITIONS

Subordinate Clauses of Time:
Before, after, during, as, since, prior, when, while, etc.

Ordinal Numerals:
Another, first, second, third, etc.

Use of “Or™:
The word “or” between the given choices.

Awareness Predicates:
Know, aware, realize, notice, etc,

Adverbs & Adjectives;
Deeply, easily, curious about, etc.

Change of Time Verbs & Adverbs:
Begin, end, stop, start, continue, proceed, already
yet, still, anyrore, etc,

Commentary Adjectives & Adverbs:
Fortunately, luckily, innocently, happily, etc,
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- MILTON MODEL

INDIRECT
ELICITATION PATTERNS
AMBIGUITIES

Phonological Ambiguity:
Words that sound alike but have different meanings.
|, eye; write, right, rite; weight, wait; their, they're,
there; red, read, etc.

Syntactic Ambiguity:
Take a transitive verb, add “ing” after it, and place it
before a noun. “They were milking cows.”

Scope Ambiguity:
Qccurs when it is unclear how much of the sen-
tence an adjective, verb, or adverb applies to. “They
went with the charming men and women.”

Punctuation Ambiguity:
Put two sentences together that end and begin
with the same word. “I'm speaking clearly to make
sure that you can fiear you are, in the process of..”
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ADDENDA : - Xy

MILTON MODEL

PATTERNS IN
METAPHOR

Selection Restriction Viclations:
The attribution of qualities to something or some-
one which by definition could not possess those
qualities. “The rock is sad.”

Quotes:
Making any statement you want to make to anoth-
er person as if you are reporting in quotes what
someone else said at another time and place.
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META MODEL™

DELETION, DISTORTION,
GENERALIZATION

-and the Linguistic Patterns of
Information Gathering

Wellformedness Conditions for
Surface Structures:

.
2,

Are well formed in English, and

Contain no transformational deletions or unex-
plored deletions in the portion of the model in
which the person has no choice;

Contain no nominalizations {process is transformed
into an event);

Contain no words or phrases lacking referential
indexes;

Contain no verbs incompletely specified;

contain no unexplored presuppositions i the por-
tion of the model in which the person experiences
no choice;

Contain no sentences which violate the semantic
conditions of wellformedness.

{Quoted from Structure of Magic 1, Bandler & Grinder 1975)
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META MODEL™

DELETION
INFORMATION GATHERING

Simple Deletion:

| Statement with missing or deficient information,
b Comparative Deletion:

Missing standard of evaluation.

Lack of Referential Index:
Unidentified pronoun.

Unspecified Verb:
Verbs that delete specifics about How, When,
Where,
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ADDENDA - - AXI

META MODEL™

DISTORTION
SEMANTIC ILL-FORMEDNESS

Nominalization:
Verb made into a noun (thing or event) thus
obscuring the process or action,

Cause/Effect:
A specific stimulus causes a specific experience.
XY

Mind Reading:
Assuming you know what the other person thinks,
feels, etc. .

Complex Equivalence;
Conclusion based on belief that outcome will
always be the same, X=Y

Lost Performative:
Value judgments or opinions in which the source of
assertion is missing,
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META MODEL™

GENERALIZATION

LIMITS OF THE SPEAKER’S
MODEL

Universal Quantifiers:
Generalizations that preclude exceptions or
alternative choices.

Modal Operators of

Necessity/Possibility:
Words that require particular action or imply no
choice.

Presuppositions:
Something implicitly required in order to
understand a sentence.
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XXV

Surface Structure
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Deep Structure
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