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SYNOPSIS

Neuro-Linguistic Programming is a model of com-
munication that focuses on identifying and using
patterns in the thought processes that influence peo-
ple’s verbal and non-verbal behavior as a means of
improving the quality and effectiveness of their com-
munication.

NLP was originally developed by Richard Bandler
and John Grinder ten years ago for therapeutic com-
munication, and is now internationélly popular in
many fields (including business, law, and education).
A basic principle behind NLP is that “the map is not
the territory,” because people experience the world
differently by receiving information through the
senses or “‘representational systems.” That human
beings display exactly how they are receiving infor-
mation is another NLP principle; and by recognizing
this, one can vary one’s own communication tech-
niques to match the other person’s.

Due to environmental and personal influences,
many people develop one representational system
more than the rest. Watching eye movement is a
means of telling which representational system is
being used at a particular time, and listening for
predicates (process words) can indicate which repre-
sentational system is valued the most in the think-
ing process.

Once it is established how a person is thinking, one




2 Applications of NLP to Business Communication

can adapt one’s own language to create rapport. It
is at this point that NLP is most beneficial to busi-
ness communication for negotiation purposes. By
referring to the same representational system, both
individuals or parties will have clearer, more effec-
tive communication. This can be accomplished by
two NLP techniques—pacing and translating. Pac-
ing involves feeding back the vocabulary of the
most valued representational system to the individ-
ual, while translating is the rephrasing of words
from one representational system to another in a
group situation.

I. Introduction

We will begin by providing some background infor-
mation about NLP, and define the basic principles
behind this model of communication. We will then
look more specifically at the principles involving rep-
resentational systems—showing how they can be
used and identified. Finally, the application of NLP
to communication in business will be covered, using

transcripts of dialogue as examples of the techniques
involved.

II. NEURO-LINGUISTIC PROGRAMMING

Neuro-Linguistic Programming (NLP) is a model of
communication that is presently used international-
ly. Focusing on thought processes, NLP has found
patterns that influence people’s verbal and
non-verbal behavior. By identifying and using these
patterns, NLP practitioners can improve the quality
and effectiveness of their communication.

Applications of NLP to E-
A. History of NLP

The concept for NLP
by John Grinder anc
men studied the wor:
pists such as Fritz T
(family therapy), and -
ical hypnosis). They &
from three discipline:
Gestalt Psychology. =
a behavioral model &
dures. As NLP has ex:
terial from several &
cybernetics, philosopr
plied in numerous fie
education. NLP has o>
form of training anc
years, and seminars c:
ly. NLP principles ar
in many areas of co
The purpose of NLI
organizations by wor
tual maps they hav:
ence—particularly iz
creativity, learning.
Neuro-Linguistic Pr:
mon process all hu:
transferring, and m<c
name can be definec

N

“Neuro” (derived fro—
for the fundamental =
neurological processes
“lingua” for languag<
represented, ordered :=




- " _P to Business Communication

ge to create rapport. It
“s most beneficial to busi-
czotiation purposes. By
1tational system, both
e clearer, more effec-

(ll

1[
D
5\1 oo

A - j

| IR ] |
. LJ (,l

tzlinz and translating. Pac-
< <ne vocabulary of the
2limz] svstem to the individ-
= __;; rephrasing of words

Lne sime background infor-
. Iiire the basic principles
mmirnization. We will then
~+ trinciples involving rep-
e Sale ";__ how they can be
=~~~z application of NLP
-mz:2 w1 ] be covered, using

- =7zmzies of the techniques

1C PROGRAMMING

oboalbol=y \LP) 1s a model of
327707 used international-
Iriizzses. NLP has found
ziple’s verbal and
2=21ving and using these
=73 Jz Improve the quality
.lInmunication.

l|(( 0

Applications of NLP to Business Communication 3

A. History of NLP

The concept for NLP was originated ten years ago
by John Grinder and Richard Bandler. These two
men studied the working processes of noted thera-
pists such as Fritz Perls (Gestalt), Virginia Satir
(family therapy), and Milton H. Erickson, M.D. (med-
ical hypnosis). They also combined their own skills
from three disciplines—linguistics, computers, and
Gestalt Psychology. As a result, they came up with
a behavioral model and a set of operational proce-
dures. As NLP has expanded it has incorporated ma-
terial from several additional disciplines including
cybernetics, philosophy, and neurology. It is also ap-
plied in numerous fields, such as law, business, and
education. NLP has been offered to the public in the
form of training and consulting for the past five
years, and seminars on NLP are given international-
ly. NLP principles are also currently being applied
in many areas of computer software design.

The purpose of NLP is to help people, groups, and
organizations by working directly with the percep-
tual maps they have for organizing their experi-
ence—particularly those involving decision-making,
creativity, learning, and motivation. The name,
Neuro-Linguistic Programming, refers to the com-
mon process all human beings use for encoding,
transferring, and modifying behavior. However, the
name can be defined even more specifically:

“Neuro” (derived from the Greek “neuron’ for nerve) stands
for the fundamental tenet that all behavior is the result of
neurological processes. “Linguistic” (derived from the Latin
“lingua” for language) indicates that neural processes are
represented, ordered and sequenced into models and strate-




4 Applications of NLP to Business Communication

gies through language and communication systems. “Pro-
gramming” refers to the process of organizing the compo-
nents of a system (sensory representations) to achieve
specific outcomes.*

B. Principles behind NLP

“The map is not the territory” is an important and
basic principle behind Neuro-Linguistic Program-
ming. People experience the world differently be-
cause each person develops his own map or model
of the world from the information he receives
through his senses, or “representational systems”
(sight, sound, feeling, taste, and smell). NLP strives
for insight into the many ways people experience the
world, taking statements such as ‘seeing eye-to-eye’
as literal communication about their model of the
world.

Another NLP principle is that human beings dis-
play how they are thinking in various subtle ways.
It is possible for one to recognize signs of thought in
another person and detect particular patterns. For
instance, the eyes indicate how people are think-
ing—whether they are visualizing, hearing sounds
or words, or feeling. Once the thought process is dis-
covered, one can vary one’s own communication
techniques to match the other person’s and, there-
fore, establish easy rapport.

NLP also operates by the principle that how one
presents one’s communication or information will
greatly affect how it is perceived by the other person.
And the more flexible one is in one’s map and presen-
tational style of behavior, the more effective a profes-
sional communicator one will be.

!Robert Dilts, John Grinder, Richard Bandler et al, Neuro-Linguistic Program-
ming: Volume I (California: Meta Publications, 1980), p. 2.
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ITI. Representational Systems

NLP says that all of an individual’s ongoing experi-
ence must be comprised of some combination of each
of his senses or “representational systems.” Each
person uses his auditory, visual, kinesthetic, and ol-
factory/gustatory senses to create his model of the
world.

A. How They Work

Due to the influences in the personal backgrounds
of individuals and the environments in which they
develop their representational systems, there is a
tendency for many people to develop or value the in-
formation processing capabilities of one of their rep-
resentational systems to a greater degree than
others. An auditorally oriented person is one who
prefers his ears in perception and who depends on
spoken words for the information which is decisive
in behavior. A visually oriented person primarily
uses his eyes to perceive the world around him, and
uses visual images in remembering and in thinking.
A kinesthetically oriented person is one who feels his
way through his experiences; both external and in-
ternal stimuli are sorted through the feelings and
these feelings determine his decisions. (According to
NLP, olfaction and gustation are not primary senses,
especially in this culture, and so they will not be fo-
cused on in the following discussions and examples;
however, this would include those who perceive the
world through tastes or smells, such as cooks.) The
predominant representational system will usually
come out most obviously when a person is in a stress-
ful state.

If a particular representational system is valued
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or developed more than the others, it can be either
an asset or a limitation, depending on the flexibility
one has in approaching or developing the others.
Nevertheless, the representational system that is
most highly valued will always greatly affect the
way that person perceives and acts upon the world.

B. Identifying Them

1. Accessing Cues

NLP maintains that the eyes are more than just a
“window to the soul.” Through clinical and experi-
mental research, NLP has found that the direction
and position to which an individual momentarily
averts his eyes, when recalling information or an-
swering a question, correspond to the representa-
tional system he is accessing. During interaction,
when a person often breaks eye contact, the eye
movements indicate whether one is using pictures,
words, or feelings in thinking and remembering.
These eye movements are a class of behavior called
“accessing cues.” In the following diagram, the di-
rections of the eyes are explained according to which
representational system is used:

Accessing Cues
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V¢ Visual constructed V* Visual remembered
images images
[visualizing something [visualizing something
never seen before] seen before]

(Eves defocused and unmoving also indicate visual accessing.)

Ac Auditory constructed Ar Auditory remembered
sounds or words sounds or words
[hearing sounds or words [remembering sounds or
never heard before] conversations from the
past]
K Kinesthetic feelings Aj Auditory sounds or words
(also smell and taste) [indicates talking to self]

[sensing inner, past

feelings and imagining

future ones|

The best way to support this finding is to try it on
someone. Using the diagram for reference, and a few
questions, one should be able to “see” the person put
to use the different representational systems. The
questions to ask must be about some small detail
that the person wouldn’t have memorized, but would
have to think about. A sample visual question would
be: What color is your toothbrush? An auditory ques-
tion would have to be about a familiar sound that
one does not need to picture, such as: How many
times do you hear the word “lamb” in the nursery
rhyme, “Mary Had a Little Lamb?”’ To get a kines-
thetic reaction, one would have to ask a question
like: Do you breathe more deeply when you feel ex-
cited or when you feel surprised? Some questions can
be answered using any system, so one would need to
be careful in choosing questions to test the accuracy
of accessing cues.
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2. Predicates

While noting how a person gathers information,
NLP says that one can also look for that person’s
means of understanding what he gathers by listen-
ing to the words he selects. Of the three senses pri-
marily used by most people—seeing, hearing,
feeling—one is often preferred by an individual over
the other two for perceiving stimuli and storing
them, for making decisions, and for organizing their
experience. This preferred sense can be identified by
the predicates—adjectives, adverbs, verbs, and any
other descriptive language—used in the speech.
NLP considers there to be a revealing tendency for
people to do what they are talking about. Through
their language, people will literally tell you which
representational system they are employing to make
sense of and organize their ongoing experience. In
the following word groupings, examples of predi-
cates are provided for each of the three senses:

Predicates Used by the Visual, the Auditory,
and the Kinesthetic

Visual: [ see what you are saying; that doesn’t
look quite right; I need to get clear on
this idea; it’s sort of hazy right now;
I just go blank; that casts some light
on the subject; we need a new perspec-
tive; a colorful example.

Auditory: That rings a bell; 1 hear you; it sounds
good to me; listen to this; it just sud-
denly clicked; tune in to what they’re

trying to say; I had to ask myself; that
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idea has been rattling around in my
head for a while.

Kinesthetic: I've got a good feeling about this proj-
ect; get a handle on this; he needs to
get in touch with the flow of the senti-
ment; a solid proposal; we're up
against a wall; that’s a heavy prob-
lem; can you grasp what needs to be
done?

IV. Application of NLP to Business
Communication

When applied to communication in business, NLP
is used primarily for negotiation purposes.

A. Uses of NLP in Business

The ability of business people to observe and diag-
nose the representational systems of the individuals
they are working with can be invaluable in attaining
goals with those individuals. These goals can include
the negotiation of some decision, the building of a
team, or even a sale.

For instance, in a decision-making situation,
mis-communication can occur when different par-
ties (or individuals) are referring to different repre-
sentational systems, thus talking right past each
other. However, if both are referring to the same
representational system, communication can be
quickly understandable and clear. In a selling situ-
ation, a salesman can learn to detect not only word
signals but other signs of how a buyer is thinking
(the most obvious being eye movement), and then
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use language that reflects the buyer’s mode of per-
ception.

A book on how to clarify language in business situ-
ations has been organized specifically for business-
men and women. It is called Precision, by John
Grinder and Michael McMaster, and is useful in
communication, sales, meetings, negotiation, and or-
ganization.

B. NLP Techniques

Once it is discovered how people are thinking—by
watching for accessing cues and/or listening for
predicates—one can adapt one’s own language to
harmonize with them by appealing to their percep-
tual manner. This can be accomplished by two tech-
niques—pacing and translating.

1. Pacing

The most effective way to apply the information
gathered about the representational systems when
working with an individual is to use “pacing.” Pac-
ing is the process of using and feeding back the most
valued representational system of the other person,
or going to his model of the world. It involves having
the flexibility to pick up and incorporate the individ-
ual’s vocabulary into one’s own vocabulary. The pro-
cess is important to all of the essential aspects of
good business communication, (such as rapport and
trust building), and it can help in organizing the
kind of interventions one desires.

Sample conversations are probably the best way
to clarify how this process works. The following tran-
scripts of dialogue illustrate the function of pacing.
The first transcript establishes how mis-communica-
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tion occurs due to the lack of pacing between a “visu-
al” and a “kinesthetic:”

Visual:

Kinesthetic:

Visual:

Kinesthetic:

If you look over that proposal again
you would see clearly that I've focused
on all of the important issues. I don’t
see what’s bothering you.

I just keep getting the feeling that
something is missing. I can’t put my
finger on it, but there is something we
need to get a better handle on.

I think you are stuck in your own
point of view. If you looked at it from
my perspective you would be able to
see how this is going to work.

I don’t think you’re getting in touch
with the solid issues, and there could
be some heavy problems if you don’t
come to grips with those.

It is apparent that these two people are talking right
past each other—one using words that refer to what
he sees, the other using words about how he feels.
The next transcript exemplifies mis-communication
between a “visual” and an “auditory:”

Auditory:

Visual:

I want to talk with you because I've
had some ideas rattling around in my
head and I would like to find out how
they sound to you.

Let me look at what you’ve got. Do you
have them drawn up anywhere? What
can you show me?
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conversation for a minute and talk
about what might be missing. Then
maybe I can resonate with you on this.

Kinesthetic: Ican’t seem to get in touch with what
you're saying. I feel as though you
might just be spinning your wheels on
this. I just can’t get a handle on the
meat of your proposal.

Pace: I think I can connect with you on that.
I don’t want to put you over a barrel
on this, and my back is up against the
wall, too. I'd like to take a little of the
weight off, so let’s walk back through
the proposal and we’ll try to find any
soft spots.

Thus, by feeding back words that acknowledge and
reflect the representational system used by the indi-
vidual, communication and agreement can occur
more rapidly and with greater ease.

2. Translating

“Translating” is the rephrasing of words from one
representational system to another. It involves
matching and mis-matching predicates so that a
“visual” begins to understand the world of a “kin-
esthetic,” or an “auditory” that of a “visual.” This
technique especially applies to group negotiations.

As before, a transcript of dialogue will be used to
illustrate how the technique works. In this exam-
ple, mis-communication has occurred between Bar-
bara (a “visual”) and Bill (a “kinesthetic”). The
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NLP negotiator is translating the ideas using typi-
cal predicates to appeal to the different representa-
tional systems:

Barbara: He keeps showing me this proposal but it
looks so messy and scattered. I don’t see how any-
thing that looks this disorganized can improve our
image with the public.

Bill: 1think that she is insensitive to the things that
are really important to people. This proposal ex-
presses the way a lot of people feel. If she wasn’t
so numb to people’s feelings, she would be able to
get in touch with how this can work.

Negotiator: Barbara, I think that what Bill is trying
to say is that you need to shift your perspective
about this proposal, and look past the details so
that you can focus on the big picture. Then you’ll
see that there are certain issues that are going to
stand out more clearly than others.

Bill, I think you’ve got to put yourself in Barba-
ra’s shoes. When she tries to connect with this the
way it is presented, I think she feels that she is
being pulled in all different directions, and there
is nothing she feels she can hold on to. Keep the
proposal grounded and steady. Instead of rubbing
her the wrong way, I think it would help things
fall together more smoothly.

The NLP negotiator acts literally as a translator,
transferring the messages by using words that refer
to the different representational systems.
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3. Representational Strategies

People are not always in only one representational
system or another.

As we carry out various tasks and achieve various
outcomes through our behavior we must focus in on
different representational systems at different
points in time. For instance, each of you readers as
you read this sentence has a strategy for taking
these particular patterns of black ink on the white
page and making meaning out of it for yourself. As
you read these words you must first focus your atten-
tion to external visual (Ve) experience to see the
words written before you. You then turn your atten-
tion inward to make sense of the images that your
eye reports. You may be hearing your own voice in
your head (A') saying each word that you see. Per-
haps you are making an internal visual image (V)
of yourself as you read, or of the information on the
previous page. Or perhaps these visual patterns
have accessed in you some feelings of interest or rec-
ognition (K.

Certain kinds of strategies are more effective for
achieving outcomes in certain tasks but may be inef-
ficient for others. The task of taking a chemistry test
for example is most effectively achieved by a strat-
egy involving internal visual and auditory recall of
formulas and diagrams. This would be a very inefhi-
cient strategy to apply to the task of playing basket-
ball, however, which requires much greater
attention to external visual and kinesthetic experi-
ence.

Those of you readers who have an effective strat-
egy for achieving the outcome of reading rapidly, or
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speed reading, will probably be aware that for the
most part you do not repeat the words that you see
before you in your head to yourself but move directly
to other forms of internal experience by which you
make sense of the written words. The information
that you get by repeating the words to yourself'is in
one sense redundant since you have already gath-
ered the information by looking at the words, and
the process of saying each word to yourself adds in
another step that takes much longer than if you
were only to scan the words visually.

One important aspect of considering behavior in
terms of strategies is that one quickly realizes that
it is the form of the processing strategy that deter-
mines most of the efficiency and effectiveness that
one has with a particular task, rather than the
amount of time one has spent doing the task. For in-
stance, you may have been reading for over forty
years and have read thousands of books, but if your
strategy for reading is such that you say the words
to yourselfin your head you may be a slower and less
efficient reader than someone who has only a frac-
tion of the experience that you have had with read-
ing, but has a more streamlined strategy.

The same is true for the tasks involved in being
a good manager, supervisor, executive, engineer, etc.
It is the strategy that you use to make sense of the
situations that are offered to you that determines
your effectiveness at the task. A manager who con-
tinually responds to the images in his head of how
things are “supposed” to lock may not be able to pick
up and respond to important visual cues that are in
his immediate sensory environment.

The well-known “Peter principle,” in fact, is the
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result of the fact that many individuals, who have
or are able to develop a very effective strategy for one
set of tasks, do not have the flexibility in behavior
to be able to adapt their strategies to a new set of
tasks that are presented to them when they are pro-
moted.

It is common for individuals to develop a most
highly valued strategy sequence through which they
process practically all of their experience. A person,
for example, may have a decision strategy that ini-
tially involves his asking questions (A®). In answer
to these questions the person is shown (V) or visual-
izes (V) a series of possible solutions. The person
then gets a feeling (K!) about each of these images
and chooses the one that feels the best. We can no-
tate the representational sequence involved in this
strategy in the following way:

A - Veor Vi - K! - DECISION.

Some individuals may go through this same se-
quence whether they are deciding what kind of car
to buy, what to eat on a menu, which proposal to ac-
cept or whom to vote for for president.

As we pointed out earlier, developing or valuing
a particular representational strategy sequence to a
greater degree than the others can be either an asset
or a limitation, depending on the flexibility you have
in accessing or developing others.

The ability of the businessperson or consultant to
observe and determine the representational strate-
gies of the individuals he is working with can be one
of the most critical factors of his professional suc-
cess.
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4, Utilization of Strategies

One of the most effective ways of applying the infor-
mation you have gathered about representational
strategies when you are working with individuals or
groups is to pace their strategies. A person can’t not
respond to his own processes for organizing his expe-
rience—it is therefore generally much quicker to
work through the processes that he has developed
for himself rather than try to impose your own on
him.

Pacing involves the ability of the communicator
to have the flexibility to be able to pick up and incor-
porate the vocabulary and non-verbal communica-
tion of an individual or group, and to be able to
translate his ideas into that vocabulary. It also in-
volves the ability of the communicator to package
his information in a form and sequence that is most
compatible with the processing strategies of the cli-
ent. For example, packaging your information in a
form most compatible with the decision strategy of
the individual we mentioned earlier, whose sequence
went:

A - Veor Vi - Ki - DECISION,

might involve a presentation like, “I'm sure you
have a lot of questions to ask (A®) about this project,
and as you can see (V¢) I’ve been asking a lot of ques-,
tions myself (A¢) and have really looked hard (Ve or
Vi) for the answers . .. And I believe I can show you
(Ve) the solution that I'm sure you will feel (KY) is the
most solid (K') way to proceed.”

Because the presentation fits the natural progres-
sion of the individual’s strategy it will be much eas-
ier for that individual to follow and, because it paces
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the individual’s own decision strategy, it can often
become irresistible to the person.

In team building, for instance, you will want to uti-
lize the information you have gathered about your
participants’ strategies to engineer the appropriate
kind and sequence of interactions that will take
place between the task team members.

5. Modelling and Installation

Another powerful application of the information
gathering tools provided by the NLP model is that
of extracting and modelling the strategies of individ-
uals who are able to perform some task extremely
well, and then teaching this strategy to someone
else. This, in a sense, allows the NLP practitioner to
“clone” behavior. By knowing the specific represen-
tational sequence an individual employs in effec-
tively achieving outcomes for a particular task, this
sequence may be installed into the behavior of an-
other individual to obtain the same behavioral abili-
ties.

The modelling and installation process is dis-
cussed in depth in Neuro-Linguistic Programming
Vol I

V. Summary

Neuro-Linguistic Programming is a rapidly develop-
ing model of communication that appeals to a wide
variety of people in many professions all over the
world. In business, NLP is used mostly by managers
and salespeople for negotiation purposes. In such sit-
uations, the NLP process involves identifying the
preferred representational system and strategies of
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an individual by watching eye movement and listen-
ing to predicates. These indicate how that individual
gathers and understands information. The next step
applies the technique of either pacing or translat-
ing—using pacing for one-to-one negotiations and
translating for group negotiations. This step makes
sure that the communicants are referring to the
same representational system or strategy. The re-
sult is clearer, more effective communication that
helps to establish understanding quickly and to at-
tain goals.
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I. INTRODUCTION

Have you ever wondered what, specifically, top sales-
people do to consistently and elegantly please their
customers and close sales?

Good sales skills are one of the most important ele-
ments of success for any professional communicator.

A professional communicator is someone who
makes a living from his or her communications with
other people. Salespeople, managers, educators,
trainers, psychotherapists, lawyers and many others
all fall under this title. Some professional communi-
cators sell products directly; others must sell them-
selves and their ideas.

Neuro-Linguistic Programming (NLP) is a model
of behavior and communication that provides a
framework and a set of skills and operational proce-
dures that can allow anyone to achieve the success-
ful results of top salespeople. Neuro-Linguistic
Programming, as the name implies, is a model about
how our brains work (Neuro); about how language
interacts with the brain (Linguistic); and about how
to use what we know about these to systematically
get the results we want for ourselves and our clients
(Programming).

By modelling the behavior of people at the top of
their professions we can furnish our own models of
the world with specific skills and techniques which
have made others especially effective.
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A. The Three Qualities of a Professional
Communicator

From our observations of professional communica-
tors in many different fields we have found that
there are three qualities that are universal to every
successful communicator:

(1) Good communicators continually set explicit
and verifiable outcomes or goals.

(2) Good communicators have the sensory aware-
ness and observational skill to provide them with
feedback about their progress toward their out-
comes.

(3) Good communicators have flexibility of behav-
ior and continually change and adjust their commu-
nication to achieve their outcomes. If one approach
isn’t working they have the flexibility to easily
switch to another.

It is these three qualities that the techniques of
NLP are designed to instill and develop.

II. Setting Outcomes

When setting outcomes for yourself and other people
it is critical to keep in mind that EVERYBODY HAS
HIS OR HER OWN MENTAL MAP OF THE
WORLD. When a person wants to buy something,
communicate something or understand something
that person will construct a mental floor plan of the
product or outcome that they want. It is the job of
the professional communicator to appraise (and in
some instances to help develop) the mental floor plan
of their client or customer and to provide as many
options and choices as they can that will fit that map.
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Many salespeople end up (unconsciously) selling
themselves a product rather than the customer. 5
They make the mistake of presupposing that the cus- '
tomer thinks the same way that they do.
Consider for a moment which of the following |
houses would appeal to you the most:

The first house is quite picturesque. It has a very quaint look
to it. You can see that a lot of focus has been put on the color-
ful patio and garden area. It has a lot of window space so that
you can enjoy the view. It is clearly a good buy.

The second house is very soundly constructed and situated.
It is in such a quiet area that all you hear when you walk
outside are the sounds of the birds singing. Its storybook inte-
rior tells of so much character that you’ll probably find your-
self asking yourself how you could ever pass it by.

The third house is not only solidly constructed, it has a real
special feel to it as well. It’s not often that you come in con-
tact with a place that touches on so many important features.
It is spacious enough that you really feel like you can move
around freely and yet cozy enough that you won’t wear your-
self out taking care of it.

Which one did you choose?

Actually, these are all descriptions of the same
house! The only difference is that each description
was written to appeal to a different sense. If you
chose the first house you are probably more visually
(sight) oriented. If you chose house number two you
are most likely more auditorally (sound) oriented. If
you chose the third, you probably value your feelings
more than your other senses.

People’s maps of the world are constructed from
experiences they perceive through their sensory rep-
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resentational systems (sight, hearing, feelings, taste
and smell). People will often find themselves more
at home with one sense than the others as they build
their mental floor plans. For some people “seeing is
believing;” others rely much more heavily on their
feelings; while others value what they hear and seek
the verbal opinions of other people.

Since people are largely unconscious of their own
mental processes it is vital to listen to the language
of customers and clients. It is not uncommon to find
interactions like the following:

CUSTOMER: This house is nice . . . but I want a
place that really FEELS like home.

SALESPERSON: Well let’'s LOOK around some
more. There’s a nice VIEW ocut the back window.

C: OK, but I just keep getting the FEELING that
something is missing and I can’t quite PUT MY
FINGER ON what it is.

S: Well maybe if you PICTURE what your furniture
would LOOK like in here you would be able to SEE
it more as “home.”

In this dialogue, the salesperson is trying to please
the buyer (who is feelings oriented) but is not in con-
tact with his or her most valued representational
system. Stuck in his own most highly valued repre-
sentational system (visual), the salesperson has no
idea that he is on the wrong track for this buyer.

If this salesperson had been trained to use NLP to
assess his client’s foremost representational system
(feelings) he might have responded something like
this:
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CUSTOMER: This house is nice but . . . I want a
place that really FEELS like home.

SALESPERSON: That’s an important FEELING
for me too. Perhaps you could put me IN TOUCH
with what kind of FEELING that is for you.

C. Well, I really need to FEEL that there will be
room for a growing family. I hate FEELING
CRAMPED.

By pacing the customer’s most valued representa-
tional system and asking directly about his or her
mental floor plan, the salesperson is then able to un-
cover explicit information about what will give the
client the FEELING that he or she wants and no lon-
ger has to play hit and miss.

A. Rapport

Of critical importance when you are gathering in-
formation from your clients and customers about
their needs and goals is the ability to establish RAP-
PORT with them. The quality of information you get
from your clients will directly relate to the amount
of rapport you have with them. People generally ex-
perience more rapport with people who share the
same model of the world that they do. Pacing lan-
guage patterns is only one way of going to someone
else’s model of the world. Pacing or subtlely mirror-
ing their non-verbal communication can also greatly
enhance their experience of rapport because they
will perceive you as being “like them.” Some ways
to non-verbally pace or mirror a potential client or
customer include putting yourself into a similar
body posture, using similar intonation patterns and
expressions, dressing similarly, etc.
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B. STATE OUTCOMES IN POSITIVE TERMS

Another important feature about establishing
goals for yourself and others is to make sure that
they are STATED IN THE POSITIVE. When you
ask people what they want they will often respond
by telling you what they don’t want. The customer
in our example, for instance, stated the desired out-
come by describing what she wanted to avoid (“I hate
FEELING CRAMPED”). Many salespeople make
the mistake of presupposing that they know what
“cramped” means. The experienced, successful com-
municator, on the other hand, would continue the
questioning by asking, “What feeling would you
have if you didn’t feel cramped?”’ Here the salesper-
son is asking the client for the feeling he or she
DOES want as opposed to what he or she wants to
avoid.

III. Sensory Experience

Words are only one of the ways that people commu-
nicate. A person’s non-verbal communication is as
important, if not more so, than their verbal commu-
nication. Words typically represent the things that
a person is conscious of while most non-verbal behav-
ior is out of awareness. People will offer you a large
number of unconscious non-verbal cues that can be
used if you train yourself to observe and respond to
them.

One important discovery of NLP, for instance, has
been that people move their eyes to specific places
when they think. NLP provides a specific index for
how these eye positions correspond to the represen-
tational system people use to view, get in touch with
or tune in to their mental floor plan.
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The following listing shows how eye movements
and representational systems are related:

EYE POSITION REPRESENTATIONAL SYSTEM
up and right constructed pictures

up and left remembered images

level and right constructed sounds

level and left remembered sounds

down and right feelings

down and left talking to yourself

These cues will accurately indicate which sensory
system a person is using at a point in time. (NOTE:
Many left-handed people will be reversed right-
to-left with respect to the above chart.)

Taking this observational skill back to our custom-
er/salesperson example, we can use it to gain addi-
tional understanding of the buyer’s decision
strategy. Let us suppose that right before the cus-
tomer said, “I just keep getting the FEELING that
something is missing but I can’t quite PUT MY FIN-
GER ON it,” she moved her eyes level and to the left.
Using the table above, we can predict that she is re-
membering hearing something. The salesperson
may then direct his or her inquiries to be more on
target by asking something like, “Well, is there
something we still need to TALK about? Are you still
concerned that there might be a NOISE problem
with the neighbors?”

Again, by using his or her observations of the
buyer’s eye movements, the salesperson can con-
tinue to gather on-target information, even though
the client herself is not aware of it.

It should be noted that the NLP observational
skills are oriented towards the form of the other per-
son’s thinking as opposed to the content. Many sales
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training courses make the mistake of teaching peo-
ple to prejudge or make guesses about the content
of their customer’s thoughts. For instance, they may
teach that “when he strokes his chin it means he’s
ready to buy.” In our experience we have found that
content-based interpretations of this sort can often
be way off the mark and can create misinterpreta-
tions that will jeopardize the salesperson’s rapport
with the client.

In contrast, we have observed that when some-
one is stroking his/her chin or face (the so-called
“telephone postures”) it is typically an indication
that he or she is talking to him/herself. WHAT he
or she is saying, however, is something that can-
not be determined ahead of time. This type of
determination must be made by carefully pairing
the specific non-verbal cues of a specific person with
specific statements and responses the salesperson
has elicited.

A. CALIBRATION

CALIBRATION is the name, in NLP, given to the
process of learning how to read another person’s
responses in an ongoing interaction. Instead of
prejudging or hallucinating about the internal
responses of their clients, good communicators learn
to read responses in the ongoing situation. For exam-
ple, let’s say that the salesperson in our example had
noticed that every time the buyer talked about feel-
ing “cramped” she furrowed her eyebrows, tight-
ened her shoulder muscles and clenched her teeth
slightly. If at some time later he observed these same
cues as the buyer was looking at a particular room
in a house, he would have evidence that she is experi-
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encing the “cramped” response and may respond ap-
propriately to it.

Having the sensory awareness to make these
kinds of observations is a critically important skill
in all parts of communication. One way to sharpen
your skills in this area is to practice this simple exer-
cise. Ask a friend or associate to think of something
they were really satisfied with. As they are thinking
of it observe their eye movements, facial expression,
breathing rate and postural changes. Then ask them
to think of something that they were dissatisfied
with and carefully observe again. You should be able
to see some differences in their non-verbal response
to the two thoughts. Finally, ask them to think of one
or the other of the two experiences but not to tell you
which one it is. Then “read their mind” by seeing
which set of cues you observe as they are thinking,
and telling them which thought it is. You may be
surprised at how accurate you can be.

IV. Behavioral Flexibility

Once an outcome has been established and the rele-
vant sensory cues identified, the success of the com-
municator will depend on his or her ability to vary
his or her behavior so that the impact of that behav-
ior leads toward the outcome—completing the trans-
action.

A key factor in achieving flexibility in your behav-
ior is the ability to perceive your customer’s needs
and potential objections as feedback or opportunities
rather than as failures or limitations. A good exam-
ple of this difference in attitude is the story of the
two sales representatives of two different shoe com-
panies who were sent to Mexico to try to open up
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some new markets for their respective companies.
After about a month one of the salespeople wired
home with the message, “I’'m coming back home. Ev-
eryone down here wears sandals. There’s no market
for shoes.” At the same time, however, the other
sales representative wired his company saying,
“Send all the shoes you can get down here! No one’s
got any. We’ll be able to clean up!”

What one person saw as a limitation, the other
saw as an opportunity.

Another humorous example of the power of feed-
back and flexibility is the story of the young grocery
clerk. He was very conscientious and hard-working
and the boss had his eye on him as a good candidate
for a promotion. One day, however, an elderly and
extremely cantankerous customer approached the
youth as he was in the produce department and
rudely demanded that the youth sell him half'a head
of lettuce. After patiently trying to explain a num-
ber of times that the store did not sell lettuce in half
heads, the youth became tired of the abuse he was
receiving from the old man and said he would need
to go ask his boss. Reaching the back of the store, the
youth called back to his boss saying, “Hey, some jerk
out here wants to buy a half a head of lettuce . . .”
Having well developed sensory awareness, however,
the youth suddenly noticed in his peripheral vision
that the old man had followed him to the back of the
store and just heard every word he had said. Apply-
ing the flexibility principle, however, the youth
turned and with a gallant gesture continued, *. . .
and this fine gentleman would like the other half.”

After the old man had left, the boss congratulated
the young man on his ability to turn a potentially
disastrous situation around and said, “You know,
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I’'ve had my eye on you for a long time. I was really
impressed by the way you handled that incident
today. How would you like to be the manager of the
new store I'm opening up in Canada?”’ The youth
thought for a moment and said, “I don’t know if I'd
like it in Canada. I hear all that’s up there are
whores and hockey players.” Suddenly very indig-
nant, the boss growled, “Well, my wife is from Cana-
da!l” With an innocent smile the youth naturally
asked, “Oh really . . . What team did she play for?”

Applying the flexibility principle to our previous
example, let’s say that when the salesperson asked,
“Is there anything we still need to talk about?” the
customer replied, “Well when my husband and I
DISCUSSED it we both agreed that we should get
a place with a big back yard . . . and this house
doesn’t have much of'a back yard at all.” If the sales-
person accepts this statement as a limitation he or
she will be stuck.

If, on the other hand, he or she were to combine
the flexibility principle with outcome orientation he
would ask:

SALESPERSON: What do you want a big back yard
for?

CUSTOMER: We're planning on raising a family
and we want to have plenty of room for the chil-
dren to play.

SALESPERSON: Oh, so what you really want is a
place for the kids to play. Well there is a nice park
about two blocks from here. There would be plenty
of room for the children . .. and just think of all
the money you’d save on property taxes.
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Even if the customer had responded instead with
something like, “We want a big back yard because
we were planning on raising Arabian horses,” the
salesperson could still employ the flexibility princi-
ple and respond:

S: That’s interesting. What do you want to raise
Arabian horses for?

C: Well, we were thinking about raising them and
racing them later as a way to get a little return
on our investment.

S: Ah, so you are interested in investments. Well,
this house has a lot of potential as an invest-
ment . ..

A. PRINCIPLES OF FLEXIBILITY

One of the beliefs that NLP stresses in regard to
flexibility in communication is that THERE IS NO
SUCH THING AS RESISTANT CLIENTS OR CUS-
TOMERS, THERE ARE ONLY INFLEXIBLE
SALESPEOPLE, MANAGERS, THERAPISTS,
ETC. Have you ever tried to talk to someone but
found you were not getting through to him or her?
If you find a barrier such as this, try another ap-
proach. As soon as there is a behavior you can’t per-
form there is a response you can’t elicit. Perhaps a
more fundamental way to state the principle we
want to communicate would be to say that IF WHAT
YOU ARE DOING IS NOT GETTING THE OUT-
COME YOU WANT THEN DO SOMETHING DIF-
FERENT. If you have already proved to yourself
that what you are doing isn’t working then doing
anything else is a better option. And although these
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principles may sound like simple common sense you
would be surprised at how many people get stuck
doing one or two techniques over and over again be-
cause they worked once before.

A final principle to keep in mind when you are es-
tablishing outcomes and varying your behavior is
that THE MEANING OF YOUR COMMUNICA-
TION IS THE RESPONSE YOU ELICIT, REGARD-
LESS OF WHAT YOU INTENDED BY THAT
COMMUNICATION. Sometimes when a person is
trying to be helpful or thoughtful, for instance, the
other person may misinterpret it or respond ad-
versely to it. Rather than be angry or hurt in such
a situation, DO SOMETHING DIFFERENT. The
people we communicate with cannot read our minds.
If a client responds with irritation or mistrust then
that is the meaning of the communication to that cli-
ent, and if you want a different response, vary your
behavior until you elicit a response that fits your de-
sired outcome.

Our brains provide the blueprints for our behav-
ior. Knowing some simple facts about the brain can
give professional communicators exclusive insights
into how their clients and customers map their
world and thus increase the effectiveness of commu-
nication many times over.
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DEFINITION

Neuro-Linguistic Programming™ is a discipline that
was developed to answer the question, “How, specifi-
cally, do individuals at the top of their professions
consistently and elegantly achieve their desired out-
comes?”’ In the past decade this question has been
applied to great professional communicators in the
fields of psychotherapy, business, education, and law
by the founders and developers of NLP™, Through
this process, the question has evolved to an even
more fundamental query, “What is the structure of
subjective experience in humans?” The answers to
these questions have resulted in the development of
a set of powerful, effective, and systematic tools of
communication and change, designed to help anyone
in a profession that involves face-to-face communica-
tion achieve desired outcomes, more efficiently and
effectively.
According to Dilts et al. (1980):

“Neuro” stands for the fundamental tenet that all behavior
is the result of neurological processes. “Linguistic” indicates
that neural processes are represented, ordered, and se-
quenced into models and strategies through language and
communications systems. “Programming” refers to the pro-
cess of organizing the components of a system to achieve a
specific outcome (p. 2).
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Indeed, Neuro-Linguistic Programming™ is an out-
come-oriented discipline. The outcome in family
therapy is insuring that every member of the fam-
ily can get desired external behaviors and internal
responses from other members of the family with-
out having to give up, or compromise, any of their
own personal integrity, or disrupt the ecology of
the family system. This chapter will present a few
of the tools that we, and our colleagues, have devel-
oped to achieve that outcome in the family therapy
context. We caution the reader that these tools are
only maps, and the “map is not the territory.” The
maps are not substitutes for the ability to set a tra-
jectory toward an outcome, or the ability to use
what you see, hear, or feel as feedback about your
position on that trajectory, or the ability to be flexi-
ble in your behavior (inside or outside the maps by
which you operate) to achieve that outcome.

HISTORICAL DEVELOPMENT

Neuro-Linguistic Programming had its origins in
the early 1970s at the University of California at
Santa Cruz where Richard Bandler and John
Grinder began to develop a linguistic model for the
therapeutic process. Bandler, a mathematician, and
Grinder, a linguist, became curious about how lan-
guage could produce change in people. They mod-
eled the linguistic patterns that Virginia Satir,
Fritz Perls, and they themselves used in therapy
contexts that produced successful outcomes for cli-
ents. The result of this modeling of the model of
language in therapy was the development of the
meta model. The meta model provides the therapist
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with an explicit set of questions and questioning
techniques to both reconnect the client with his
model of the world and to assist the therapist in un-
derstanding the client’s model of the world. The
meta model in published form became The Struc-
ture of Magic, Volume I.

During the publication process of The Structure of
Magic, Gregory Bateson told Bandler and Grinder
about the work of Milton Erickson, a therapeutic ge-
nius who was considered to be the foremost practi-
tioner of medical hypnosis in the world. They
traveled to Phoenix, Arizona to study with Erickson
and discovered that, indeed, he was a genius at the
art of therapy and hypnosis. Their modeling of the
linguistic and behavioral patterns in Erickson’s hyp-
notic and therapeutic work with clients became The
Patterns of the Hypnotic Techniques of Milton H.
Erickson, M.D., Volume I and Patterns II,
co-authored with Judith DeLozier.

After modeling Erickson, Bandler and Grinder
continued their modeling and collaboration with
Virginia Satir. The result of their collaboration was
Changing with Families, in which a model for fam-
ily therapy, based upon Bandler’s and Grinder’s
modeling of Satir’s success with families in thera-
py, is presented. Indeed, Virginia Satir’s contribu-
tions to the development of NLP in family therapy
cannot be overstated. After their collaboration with
Satir, Bandler and Grinder began to model both
their own successes with clients and their own abil-
ities in creating useful behavioral models. From
this map, they began to develop a series of patterns
and techniques that became formalized as the disci-
pline of Neuro-Linguistic Programming, and re-
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sulted in the publication of Neuro-Linguistic Pro-
gramming, Volume I, co-authored with Robert
Dilts.

Assisting in this process were several individuals
who, beginning as students of Bandler and Grinder,
have enhanced the development of NLP by their own
modeling, research, teaching, and writing. They in-
clude Leslie Cameron-Bandler, author of They Lived
Happily Ever After, David Gordon, author of Thera-
peutic Metaphors, Maribeth Anderson, co-author
with David Gordon of Phoenix: The Therapeutic Pat-
terns of Milton H. Erickson, M.D., and the senior au-
thor of this work, Robert Dilts, co-author of Neuro-
Linguistic Programming, Volume I and other works
on NLP. The Society of Neuro-Linguistic Program-
ming is the organization responsible for credential-
ing individuals in NLP™., The Society tests and
certifies individuals as practitioners, master practi-
tioners, and trainers of Neuro-Linguistic Program-
ming, in order to insure that those who represent
NLP will be highly trained and maintain rigorous
standards of skill and professionalism.

PRESUPPOSITIONS OF NLP™

Like most disciplines, NLP has inherent in its struc-
ture a set of presuppositions that serve as a founda-
tion for the development and implementation of the
patterns and techniques that comprise NLP. We
have found these presuppositions to be useful in se-
curing professional and personal outcomes for our
clients, as well as for ourselves.

1. The map is not the territory. The representations
we use to organize our experience of the world are

Applications of Neur:-

not the world. Tr:
tions that may or -
beings, we inpu:. :
about the territcr:
coded in terms o7 -
auditory; kinesthz:
tatory. The five ser
of the human bic-::
these five sensor =
tems.” When pecr.:
resent their exper::
have an origin =
(Grinder and BEzr
1978; Dilts, et a_.. :
instance, may reo::
preciated with rez>
in a sensory sSyste™
member’s systerr.
echoed in the linz;
For example, one
know I'm appreciz:
at me,” “I know _
tells me,” “1 knc=
touches me.” The =
tory predicate “7¢ =
“touches,” all refiz:
tern, or represenze::
brain, that resul-z
about being appre::

Being able to hear
ularly predicates. -
tool in NLP. A -
non-referring or n:
lows:




" iuri-Linguistic Programming

v I Neuro-Linguistic Pro-
-z2uthored with Robert

<3 wzre several individuals

-==—:=n7 of NLP by their own
r:_:. znd writing. They in-
~2.zr, author of They Lived
= z2rdon, author of Thera-
2272 Anderson, co-author
.- The Therapeutic Pat-
- M D, and the senior au-
- 275, co-author of Neuro-
Vo ume I and other works
> ziro-Linguistic Program-
r2Eoin nsible for credential-
- Tne Society tests and
z:7itioners, master practi-
vz 2ra-Linguistic Program-
- 1727 1n0se who represent
~22 znd maintain rigorous
-szssionalism.

JF NLP™

= ~z:z 1nherent in its struc-

-nat serve as a founda-
:mz implementation of the
= ~~z7 comprise NLP. We
- -:27ions to be useful in se-
czrzonal outcomes for our

~--m. The representations
zzzrience of the world are

Applications of Neuro-Linguistic Programming 7

not the world. They are neurological transforma-
tions that may or may not be accurate. As human
beings, we input, output, and process information
about the territory around us. That information is
coded in terms of the five sensory systems: visual;
auditory; kinesthetic (feelings); olfactory; and gus-
tatory. The five senses are, in essence, the language
of the human bio-computer, the brain. We refer to
these five sensory systems as “representational sys-
tems.” When people communicate, they tend to rep-
resent their experience of the world in words that
have an origin in a particular sensory system
(Grinder and Bandler, 1976; Cameron-Bandler,
1978; Dilts, et al., 1980). Each family member, for
instance, may represent his experience of being ap-
preciated with representations that have an origin
in a sensory system different from another family
member’s system. These representations will be
echoed in the linguistic patterns of the individuals.
For example, one might hear statements such as: I
know I’'m appreciated when I see someone smiling
at me,” “I know I'm appreciated when someone
tells me,” “I know I'm appreciated when someone
touches me.” The visual predicate “see,” the audi-
tory predicate “fells,” and the kinesthetic predicate
“touches,” all reflect an internal neurological pat-
tern, or representational system, processed by the
brain, that results in the sensory-based statement
about being appreciated.

Being able to hear the sensory-based words, partic-
ularly predicates, that clients use, is an important
tool in NLP. A list of words with contrasting
non-referring or non-sensory specified predicates fol-
lows:
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NON RE-
FER-

A% A K 0,G RING
see hear feel smell know
look listen grasp taste think
perspective sounds touch sour remember
focus tone grab sweet change
color {any) tune hold salty want
bright tells soft stinks need
picture loud warm bitter experience
shows noise handle pungent decide
imagine amplify rough fragrant negotiate
notice say smooth aroma pretend

Language, then, is a representation of our sensory
representations: a map of another map. In NLP, we
refer to language as secondary experience because it
is even farther removed from the territory. Our pri-
mary experience are our actual ongoing, and stored,
sensory perceptions of the world around us, brought
in through our sense organs. We, then, use language
as a trigger for isolated portions of primary experi-
ence.

It is extremely important for a family therapist (or
anyone involved in human communication or behav-
ior for that matter) to keep in mind that words have
no inherent meaning in and of themselves. A word
only has meaning in the individualized primary sen-

sory representations it triggers in the speaker or lis-

tener.

Although language is critical to human communi-
cation, a great deal of distortion and slippage occurs
in the coding of primary experience to secondary ex-
perience. Both the limiting and enriching effects of
language have been discussed, at length, in The
Structure of Magic I and II; Patterns I and II; They
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Lived Happily Ever After; Changing with Families;
and they will be discussed more in this chapter.

Let it suffice to say that, in NLP, we consider the
highest quality information a professional communi-
cator can get to be behavioral, as opposed to verbal.
We might alter the old adage, ““actions speak louder
than words,” to, “actions speak with much less slip-
page than words.” In therapy, then, we consider it
to be much more highly valued to get behavioral
demonstrations than verbal descriptions to insure
accurate communication.

2. Mind and body are part of the same system and
affect each other. Human beings reflect their inter-
nal sensory processing not only by the sensory-based
words that they use, but also by certain behavioral
cues. Eye movement patterns are one of the most
readily detectible behavioral cues. As illustrated by
Grinder, Delozier and Bandler (1977), Camer-
on-Bandler (1978), Bandler and Grinder (1979), and
Dilts, et al. (1980), the following eye-movement pat-
terns in most right-handed individuals (the eye
movements of left-handed people are often reversed
from left to right) are indicative of the following in-
ternal processing:

eves, up and to the left ....... remembered imagery (V7)
eyes, up and to the right ... ... constructed imagery (V¢
eyes, defocused in position ... ... unspecified (either
remembered or constructed) imagery (V9
eyes, down and to the left ........ internal dialogue (Ay
eyes, level totheleft .......... remembered sounds (AF)
eves, level to theright . ... .... .. constructed sounds (A®)
eyes, down and to the right ........... kinesthetics (K)

This can also be illustrated by the following figure:
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Any behavioral cue that indicates processing of a
certain sensory system is called an accessing cue. To
illustrate, a husband might look up and to the left

diaphragm
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(V) to remember the look on his wife’s face when he
gave her a gift. He might look up and to the right
(Ve) to construct an image of the results of a surprise
trip he is planning to take her on, and down and to
the left (Ay) to talk to himself internally about either
picture. In order to remember his wife telling him,
“I love you,” he may look straight and level to the
left (Ar). Constructing various ways to tell his wife
how much he appreciates her, he might look straight
and level to the right (A°). He may look down and
to the right (K) to access the feeling of being loved.

Other behavioral accessing cues and indicators
are speech tempo (fast-V, slow-K, in between-A),
speech tone (high-V, low-K, in between-A), breathing
rate (shallow-V, deep-K, in between-A), breathing
position (high in the chest-V, low in the stomach-K,
in-between or diaphragm breathing-A), and head tilt
or “phone postures” (indicating auditory access).

Just as the functioning of the mind is reflected in
behavioral accessing cues in the body, so accessing
a particular behavioral cue can affect the function-
ing of the mind. To illustrate, it is possible to affect
the state of consciousness of an individual, who con-
stantly looks down and to the right (K) and is caught
in bad feelings, by simply directing that individual
to look up and to the left (VT), and visualize positive
experiences.

3. Individual skills are a function of the develop-
ment and sequencing of representational systems. We
firmly believe that any skill, talent, or ability that
an individual has can be broken down into its repre-
sentational system components, and taught to any-
one who does not have severe physiological or
neurological damage. We have discovered that chil-
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dren labeled as learning disabled often have limited
development of some representational system. Some
of these children, for instance, will have
underdeveloped visual-remembered and visual-
constructed systems. Dyslexia, for example, is the in-
ability to visualize words. Since schools teach sub-
jects that require a well-developed ability to
visualize, these children have a difficult time learn-
ing. As an illustration, good spellers, typically, have
a stored visual-remembered image for each word
they have learned to spell; poorer spellers, on the
other hand, tend to sound words out. Auditory spell-
ers often experience difficulty, since the English lan-
guage is not always spelled phonetically. In trying
to spell “phonetics,” phonetically, for instance, one
may easily come up with a spelling like “funetix.”
We work with poor spellers to help them develop a
better visual-remembered imagery capacity. In as
few as one or two sessions, we can teach poor spellers
to have the visual-remembered imagery ability of a
good speller. In the same way, we can teach someone,
who has little or no access to their feelings, to de-
velop their visceral kinesthetic representational sys-
tem.

Everything that individuals do, from learning to
decision making, from motivation to creativity, from
athletic ability to the ability to distinguish what is
real from what is not, is a result of the development
and sequencing of representational system activity,
what we call “strategies” (Cameron-Bandler, 1978;
Dilts, et al., 1980). As an illustration, a woman comes
to you and says the following:
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(Eyes down left) I told myself I need to do something about
my marriage, and, then, (eyes up right) I pictured myself get-
ting a divorce, but (eyes down right, then down left) some-
thing told me that didn’t feel right. So, I (eyes remain down
left) told myself, “you have to do something.” So, I (eyes up
right) pictured coming to a therapist and (eyes down right,
then down left) something told me that that felt like the
right thing to do. So, here I am.

This is a brief example of a decision strategy. We
have developed a calculus for notating strategies,
the sequence of representational systems. Using the
notation system, the above client’s decision strategy
would be notated as follows:

A= Veu K/K— A~ Exit

She tells herself she needs to make a decision (A,
pictures an option (V¢), and then compares the feel-
ing she has about the picture (K) with an internally
stored feeling of rightness (/K). If the option has the
same feeling as the feeling of rightness she tells her-
self (A, it feels right and exits. If the option does not
have the same feeling as the feeling of rightness, she
tells herself so, and cycles back through the strategy
until she finds an option that does have the same
feeling as the feeling of rightness. Her ability to
make a decision is directly dependent on her ability
to visually construct options within the sequence of
representational systems in her decision strategy.

We can utilize this decision strategy if we want to
facilitate her decision making process. If she is in the
midst of making a decision and is having a difficult
time creating options, we can provide her with op-
tions by verbally painting clear pictures of those op-
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tions, using visually-oriented, sensory-grounded
words. The goal is to insure that she has a very clear
visually-constructed image of the options we present
to her. (For more on NLP strategy technology, see
NLP 1)

4. The meaning of any communication is the re-
sponse it elicits, regardless of the intent of the com-
municator (Bandler and Grinder, 1979). When we
are in the context of communicating with another
human being, each one of our behaviors, both verbal
and non-verbal, elicits a response in that other
human being, which often is one we did not actually
intend to elicit.

How many times have you heard a statement like,
“I was only trying to help,” or “I was just trying to
give some advice,” or “I keep telling her that I love
her. but she iust gets upset.” from a family member
after he, or she, has just done, or said, something
that caused another family member to burst into
tears or get angry? The father who gets irritated
and yells at his child, while that child is struggling
with homework, may do so in an attempt to help
the child learn. He may not realize that his behav-
ior is getting the opposite of the response he in-
tends to get. When a husband says to his wife,
“Don’t be so angry with me,” and she responds by
yelling, “I'm not angry!”, she has missed an impor-
tant point. Regardless of whether or not she was
angry, that was the meaning to her husband of
what she was doing and saying. Both of them could
learn a great deal from this interaction. The wife
could learn that if she wants to communicate some-
thing different, she needs to change her delivery, to
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more accurately convey her internal state. The hus-
band could learn to reinterpret the communication
signals from his wife.

Sometimes people will communicate two messages
simultaneously. Often you will hear statements
like, “Damn it, I told you I loved you!” Here the
communicator may be experiencing both love and
anger, but other family members may only respond
to the signals that communicate anger. Being able
to detect, separate, and sort out multiple communi-
cations into their pure form is an important part of
the therapist’s role, and will be discussed in more
detail later.

Thus, it is of utmost importance that the client
and therapist come to the realization that the signifi-
cance of a communication is what is being received
on the other end. Most people communicate to others
in a way that is perfectly understandable to them-
selves, but may miss the point of communicating, al-
together. An effective communicator is not an
individual with & good command of language and de-
livery, but rather an individual who has the sensory
experience and flexibility to make the response they
elicit match the intended meaning of his communi-
cation.

5. Human beings are capable of one-trial learning.
This is the presupposition, underlying the principle
of “anchoring” (Cameron-Bandler, 1978; Bandler
and Grinder, 1979; Dilts, et al., 1980). Anchoring is
the term we use when referring to the learned associ-
ation between an external stimulus and an internal
response, or between one response and another. If I
am working with a couple, and elicit an internal re-
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sponse in the husband of confidence that he can get
what he wants in the relationship, and simulta-
neously touch him on the shoulder, then each time
I trigger the stimulus of the touch on the shoulder,
he will tend to re-experience the response of confi-
dence.

Anchoring is the operationalizing of classical con-
ditioning in the therapeutic context. According to
Cameron-Bandler (1978):

Many therapists already utilize this process by using a spe-
cial voice tone and tempo, when doing a guided fantasy or
hypnosis. This voice tone becomes an anchor for the altered
states that are experienced when it is used. In Gestalt chair
work, too, each of'the two chairs becomes an anchor for a dif-
ferent emotional state and the client changes radically, as
he moves from one chair to the other. (p. 105)

Often family members become anchored to each
other in “calibrated loops.” As an illustration, a hus-
band, as he is talking to his wife, increases the vol-
ume in his voice. As his volume increases, she
becomes angry. As she becomes angry she physically
turns away from him. He feels ignored, so, in order
to get her attention, he talks louder, and so on. His
external behavior (EB) of loudness elicits an internal
response (IR), in her, of anger. Her anger changes
her external behavior (EB) and she turns away from
him, an act that elicits an internal response (IR) in
him of feeling ignored. His feeling ignored changes
his external behavior (EB) and he raises the volume
of his voice, and so on. Such a loop can often result
in a snowball effect when both behaviors and inter-
nal responses escalate far past the point of useful-
ness. This interaction can be mapped as follows:
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TURNING AWAY

LOUDNESS

HUSBAND WIFE

Thus his rise in volume becomes an anchor for the
internal response of anger in her. Her turning away
from him becomes an anchor for his internal re-
sponse of feeling ignored. This, then, is a calibrated
loop. Part of the therapist’s task is to break useless
calibrated loops in families that result in a series of
negative internal responses, elicited in family mem-
bers. More will be said about this in the techniques
section.

6. Individuals have all the resources they need to
achieve their desired outcomes. When we talk about
resources, we are referring to the internal responses
and external behaviors that family members need
to get desired responses from one another. The re-
sources that family members need are usually avail-
able to them in other contexts. It’s the therapist’s
task to access these resources from other contexts,
and make them available to individuals, in the fam-
ily therapy context.

Some internal responses that serve as resources in
family therapy are the experiences love, trust, sup-
port, confidence, respect, acceptance, and apprecia-
tion. One way individuals lose access to resources is
when these resources become hidden or distorted
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through language. Because the words we use to de-
scribe or communicate our experience are not the ex-
periences themselves, a tremendous amount of
slippage and ambiguity can occur, as family mem-
bers communicate. Family members will often state
that they want more “love,” more “support,” more
“respect,” and so on. The linguistic label we place on
words like “love,” “support,” “respect,” is nominal-
ization (Bandler and Grinder, 1975; Camer-
on-Bandler, 1978; Green, 1979). Nominalization is
the linguistic mechanism by which complex experi-
ences that occur over time are represented as some
thing that occurs in a single moment in time, or as
a thing rather than a process. To say that you’ve lost
your husband’s “respect” is like saying that you’'ve
lost his “watch.” You are referring to an ongoing
process, action, or relationship as if it were an object
or thing. Such distortion can produce profound inter-
ference in good communication. One of the thera-
pist’s tasks, in accessing resources, is to
denominalize these words into the experiences or
processes that they represent. For example, a client
who wants more “support” from his wife would be
asked to specify what specific behaviors and actions
of his wife demonstrate to him that she is being sup-
portive. He may be asked, “What, specifically, would
your wife be doing right now, if she were supporting
you?” Here, the therapist has put the noun “sup-
port” back into verb form to recover the specific ac-
tions associated with the word and thus reduce the
distortion. For other methods for both recognizing
and denominalizing nominalizations, and for deal-
ing with other problematic linguistic phenomena,
the reader is referred to The Structure of Magic, Vol-
ume 1.
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The denominalization process presents one
method of accessing resources. The practitioner of
NLP has several other methods at his disposal to ac-
cess both internal responses, such as love or trust,
that family members want, and those behaviors that
family members can utilize to successfully elicit de-
sired emotional responses or behaviors from other
family members. For instance, clients can be asked
the following: to remember a time when they experi-
enced a certain response or utilized a certain behav-
ior; to demonstrate the response or behavior in the
ongoing context; to think of a time in the future
when they know they will or think they might expe-
rience the response or to think of a behavior they
could utilize in the future; or to think of someone
they know who has the response or utilizes a success-
ful behavior. Because mind and body are part of the
same system (as stated previously), as people access
these reference experiences, they will begin to mani-
fest and recapitulate portions of those experiences
in the present. These manifestations can then be an-
chored and utilized.

7. Behavior is geared toward adaptation. This has
two corollaries. a) Individuals make the best choices
available to them at any point in time—if given a
better choice they will take it. b) Underlying every
behavior is a positive intent. Anycne who has ever
worked with a family will realize the tremendous
amount of secondary gain that often accompanies
problematic behaviors. Behaviors such as hyperac-
tivity, alcoholism, anorexia, learning disabilities,
sexual dysfunction, and obesity, may serve the posi-
tive functions of getting attention, protection, ap-
proval, or escape from other family members. Many
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family therapists and researchers, notably Bateson
(1973), Laing (1964), Haley (1973), Erickson (1967),
and Satir (1972), have shown that behaviors of indi-
vidual family members that appear bizarre, and
even crazy, become completely understandable
when viewed in terms of that individual’s relation-
ship with the family system. One of the goals of NLP
in family therapy is to discover the positive intents
of family members’ behaviors, and find alternatives
to those behaviors that secure the same positive in-
tent as existing patterns of behavior, without any of
the negative by-products.

In the previous example of a calibrated loop, the
husband who increases the volume of his voice made
the best choice available to him in that context. If
it’s important to him to be respected—and the way
he knows that people respect him is that they look
at him when he talks—then his underlying intent,
to be respected, is positive. If he knew that his wife
would look at him if he lowered his volume and
touched her simultaneously, our premise is that this
would be the best choice available to him, and he
would utilize it.

8. There is no substitute in communications for
clean, active, open, sensory channels to know what re-
sponse you are eliciting at any moment in time. Many
family members literally do not perceive the impact
that their behavior is having on other family mem-
bers. The first step in creating positive change in a
family is to have the family members become aware
of just what responses, both positive and negative,
their behavior is eliciting in other family members.
Often, individuals in a family system respond to
their memories or projections of a family member,
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rather than to the ongoing evidence that the individ-
ual’s behavior or actions are different. Similarly, in-
dividuals limit and curb their behavior around
others, because of beliefs drawn from experiences
that happened long ago, but have never been re-
tested or reevaluated. Illustrations of this are: the
child who never grows up in his parents’ eyes, or the
son who is afraid to make decisions on his own be-
cause his father got angry at him when he, the son,
made wrong decisions in the past. Teaching family
members to see and hear the responses they are elic-
iting, as they communicate, can often create lasting
changes in a short period of time.

In NLP training seminars, we teach participants
how to detect visually subtle changes in another’s
eye movements, postural and gestural complexes,
skin color, lower lip size, muscle tones, and breath-
ing rate and position, and how to detect auditorally
subtle changes in another’s voice tone, tempo, tim-
bre, pitch, and volume. We call these changes mini-
mal cues, as they tend to be typically unconscious
but powerful triggers for recurrent patterns of be-
havior. Our students are then taught how to asso-
ciate and store the sets of minimal cues that are
paired with concurrent responses in their clients.
Changes in these patterns of behavior often lead to
some of the most profound and lasting changes
within the family system.

9. The element in a system that has the most flexi-
bility will be the controlling, or catalytic, element in
that system. This is the Law of Requisite Variety
(Ashby, 1956). Stated more simply, if what you're
doing is not eliciting the responses you want, then do
something different. Since behaviors elicit responses,
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if you change your behavior, you will get a different
response. It is truly remarkable to observe, over and
over again in the context of family therapy, that
even though family members will have proved to
themselves that what they are doing consistently
does not get them the responses they want, they con-
tinue doing that same thing. In NLP, we do not think
that the old adage, “If you don’t succeed, try, try
again,” is always the best advice. Our advice is rath-
er, “If you don’t succeed, then keep trying something
different, until you do succeed.”

One of the authors worked with a woman who
complained that her husband never listened to her.
For years, she said, her husband would be late to
pick her up or pick up one of their children, even
though she would “look him straight in the eye” and
tell him “loud and clear” when to be there. The au-
thor pointed out to her that for years she’d been
doing this same behavior, and for years he had con-
sistently been late. It was now time to try something
different. The author suggested that instead of look-
ing him in the eye, the next time she wanted him
to be somewhere on time, she sneak up behind him,
and instead of telling him loud and clear, she whis-
per in his ear. Certainly, she had nothing to lose. The
woman tried the new approach with much success
and generalized the principle of flexibility to other
areas where they had been experiencing mis-
communication.

Flexibility is at the root of such important pro-
cesses as creativity, adaptability, and choice. In fam-
ily therapy, our premise is that the more flexible
family members are, the more they will be able to
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elicit the responses they want from other family
members.

THERAPIST’S ROLE

The Neuro-Linguistic Programmer’s role in family
therapy is to implement a three-step process (Camer-
on-Bandler, 1978):

1. Gathering information concerning the clients’
present state and desired state, and establishing rap-
port with the clients.

2. Evolving the clients from their present state to
their desired state.

3. Future pacing—integrating the desired state of
experience into their ongoing behavior. (p. 26)

Establishing rapport is an essential step in the
family therapy process.

To effectively gather information, or begin a process of
change, it will always be important to establish rapport be-
tween yourself and your client, at both the conscious and un-
conscious level. An invaluable technique for doing just this
is to generate verbal and nonverbal behavior that matches
that of your client. This is called “matching.” The client’s
subjective experience becomes one of being really under-
stood. After all, you are speaking their language, verbally
and nonverbally. (Cameron-Bandler, 1978, p. 64.)

It has been stated previously that it is important for
the Neuro-Linguistic Programmer to be able to hear
the sensory-based words that a client uses. One
method of establishing verbal rapport with a client
is to match the sensory-based words a client uses
(Grinder and Bandler, 1976; Bandler and Grinder,
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1979; Cameron-Bandler, 1978). If a client says to you,
“Things aren’t looking very good for my husband
and me. I just can’t see any future in our staying to-
gether,” she is using visual predicates. In order to
establish rapport with her, you would use visual-
ly-based words in your communications to her. You
might then say, “I’'m beginning to get the picture,
but perhaps you could bring into focus what it is you
want in coming to see me.”

We have often found that in family systems indi-
viduals are highly specialized in using one represen-
tational system (Grinder and Bandler, 1976;
Cameron-Bandler, 1978). Thus, in a family system,
some members may use primarily visual words,
while others may use primarily kinesthetic or audi-
tory words to represent their experience. They are,
in essence, speaking different languages. It is the
task of the therapist to translate experiences from
one representational system to another, so family
members can better understand each other. One of
the authors worked with a family in which the hus-
band was highly visual and the wife highly kines-
thetic. She complained that he never touched her
when they were in public, and as a consequence, she
felt like he wasn’t proud to be with her. He couldn’t
understand her response, because people could, obvi-
ously, see that they were together. In order to help
him understand his wife’s response, the therapist
translated her kinesthetic experience into a visual
one through the following statement.” “You realize
that when you don’t touch Nancy in public, it’s like
having someone you care about not wanting to be
seen in your company.”’

Other ways of establishing rapport with a client
verbally are to match the client’s voice in tone and
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tempo. To establish rapport nonverbally, the thera-
pist can match the head tilt, body posture, breathing
rate, and gestures of a client. The importance of es-
tablishing rapport with members of a family cannot
be overstated. Each member of the family must have
some rapport with the therapist, or the process of
helping the family can be greatly inhibited. Milton
Erickson was a master at reaching each client in his
model of the world, to establish rapport. He did this
consistently by matching behavior of clients. Erick-
son (Haley, 1973) relates a story of working with a
family in which the identified patient was a
ten-year-old son who was a bed wetter. The boy was
brought into Erickson’s office by the parents.

They laid him face down in my office. I shoved the parents
out the door. The boy was yelling.

When the boy paused to catch his breath, I said, “That’s
a godam hell of a way to do, I don’t like it a damn bit.” It
surprised him that I would say this. He hesitated while tak-
ing that breath, and I told him he might as well go ahead and
yell again. He let out a yell, and when he paused to take a
breath, I let out a yell. He turned to look at me, and I said,
“It’s my turn.” Then I said, “Now it’s your turn,” so he yelled
again. I yelled again, and then said it was his turn again.
Then I said, “Now, we can go right on taking turns, but that
will get awfully tiresome. I'd rather take my turn by sitting
down in that chair. There’s a vacant one over there.” So I
took my turn sitting down in my chair, and he took his turn
by sitting down in the other chair. (p. 200)

Thus Erickson established rapport with a hostile
young client, and persuaded him to sit down in a
chair by artfully matching and utilizing a particular
behavior, that of yelling.

Simultaneously with establishing rapport, the
therapist gathers information concerning the pres-
ent state and desired state of the family. The present
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state can be defined as that set of factors that
brought the family in for therapy. The desired state
can be defined as those responses or behaviors that
family members would like to be able to elicit from
one another. (More will be said about the present
state and desired state in following sections of this
chapter.)

The major tools that the therapist uses to gather
information about the present state and desired
state are clean, active, open sensory channels. We
believe that the highest quality information is be-
havioral. When working with a family, it is ex-
tremely important to keep in mind that the map is
not the territory. The perceptions of family mem-
bers about their system are not the system itself.
Many subtle, but impactful, minimal cues, anchors,
linguistic, and behavioral patterns exist in the fam-
ily system that are far below the awareness of indi-
vidual family members. Rather than rely on
descriptions from persons inside the family system,
the Neuro-Linguistic Programmer will concentrate
much more on eliciting and carefully observing pat-
terns of family interaction. Thus, the therapist
looks and listens for demonstrations of the present
state behaviors of family members that result in
negative kinesthetic responses, or unwanted behav-
iors from other family members. It is our task to
discover what calibrated loops exist, what anchors
exist, and what incongruencies exist in the family
system that make it possible for family members to
fail to get what they want. In the example cited
earlier of the husband whose increase in volume
and tonality elicited a negative response from his
wife, the therapist needed the sensory experience
to hear the rise in volume and tonality in the hus-
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band’s voice, and to see the negative response elic-
ited in the wife.

It is also our task to look and listen for demonstra-
tions of the desired state. If one family member
wants to be able to elicit desired responses or be-
haviors from a second family member, we want to
be able to detect, with our sensory apparatus, when
that response or behavior is elicited. For the task of
gathering high quality information the Neuro-
Linguistic Programmer completely disregards the
adage, “It is more easily said than done.” Rather,
the programmer operates off the inverse wisdom.
For the purpose of getting high quality information
we fully believe it is “more easily done than said.”
An excellent information gathering technique (and
powerful covert therapeutic tactic) is to ask each
family member to direct himself, or herself, and
the other family members in a “role play” of how
everyone would act “if 7 the desired outcomes with
the family had been accomplished. Such a scenario
gives the programmer a number of important op-
portunities:

1. It allows the programmer to see and hear a high
quality example of the desired state, rather than
have to sort out and make sense out of slippery ver-
bal descriptions.

2. In acting out the desired state, even though they
are only acting “as if”’ it were so, the family is actual-
ly, behaviorally, installing new patterns of behavior.
The family has the opportunity to behaviorally eval-
uate what the desired state will be like. Often family
members will unconsciously install the new behav-
iors immediately, because the positive effects are so
obvious. Likewise, any behaviors or responses that
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are inappropriate or unecological to the family sys-
tem will be immediately evident.

3. It gives the programmer an easy opportunity to
anchor pieces of behavior or internal responses that
may be invaluable later, and to fine-tune, add to, or
alter patterns of behavior as they occur.

When employing such a technique, of course, it is im-
perative that the programmer fully use his sensory
capabilities to make sure that the appropriate tonal
and tempo qualities, facial, gestural, and postural
expressions are being demonstrated in the “role
play.”

When working with any client, but most critically
when a family system is involved, a therapist must
pay a tremendous amount of attention to the ecologi-
cal impact of any change or desired outcome on the
interpersonal systems of which the client is a part
(for example, work, family, friends, etc.). If a wife
comes in and asks for the ability to be more assertive
with her husband, the impact of that outcome should
be carefully examined. If she is given exactly what
she wants, assertive behavior, without sensitivity to
her husband’s internal state or the sensory experi-
ence to detect and respond to what that assertive be-
havior is eliciting in her husband, she may
unnecessarily alienate him or end up with a broken
jaw. Therefore, before any attempt is made at actu-
ally giving individual family members what they re-
quest, the therapist should gather high quality
information about the repercussions of the desired
state. Often the ongoing problematic behavior(s) will
serve an important function in the existing ecology
of the family system, or will have an important posi-
tive by-product that must be preserved by any new
options interjected into the system.
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We believe that the following questions indicate
the minimum amount of information necessary for
the therapist to gather, before actually working to
change the existing family system. Note that al-
though these are stated as questions, the therapist
will want to gather information and examples by ob-
serving family behavior in context to get the highest
quality answers. What people say they do and what
they do are not always the same thing.

Present State

1. What are you experiencing now? (present state)
2. In what contexts do you experience it?

3. Is there ever a time when you don’t experience
it? (counter-example)

4. What positive benefits does it get for you? (sec-
ondary gain)

Desired State

1. What, specifically, do you want? (outcome)

2. How would you know if you had it? What would
constitute a demonstration of the desired state?
(complex equivalence)

3. What would happen if you got it? (ecology)
4. What stops you from getting it?
5. In what contexts do you want it?

6. Are there any contexts in which you don’t want
it? (counter-example)

7. Has there ever been a time when you had it?
How did you know that you had it? What constituted
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a demonstration of the desired state? (complex
equivalence)

8. Do you remember a time when you had it? What
was it like when you had it? What will it be like to
have it? What is it like to have it? (test information)

A few of the above questions require explanation.
The purpose of the test-information questions is to
get the client to access the desired state. They will
also elicit the set of minimal cues associated with the
desired state. This gives the therapist test criteria
for the presence of the desired state. The ecology
questions are designed to elicit any negative
by-products of achieving the desired state, and to in-
sure that any positive by-products associated with
the present state will be preserved in the desired
state.

When clients respond verbally to one of the above
questions, they are responding incompletely. Since
words are only representations of experience, and
can never be a complete expression, there will al-
ways be missing pieces about the clients’ experience
in any verbalization they might offer. In additon to
using sensory awareness to recover the missing
pieces, there is a powerful verbal tool, in NLP, to
help obtain more complete representations of the cli-
ents’ experience. The meta model (Bandler and
Grinder, 1975), gives an explicit set of questions to
ask, to elicit more information about the clients’ ex-
perience. So when the therapist asks the client,
“What do you want?” and he responds, “I want to
be loved,” the therapist using the meta model is able
to identify that a linguistic violation, or deletion, has
occurred and then asks, “By whom, specifically?”
Thus essential information about what the client
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wants is recovered. A full presentation of the meta
model patterns, violations, and challenges is beyond
the scope of this chapter. Instead we refer the reader
to The Structure of Magic, Volume I and They Lived
Happily Ever After.

After rapport is established, and information
about the present state and desired state is elicited,
the therapist moves the system from the present
state to the desired state with the techniques of
change developed in NLP. After the desired state is
achieved, it is future-paced or integrated into the on-
going behavior of the clients, in the contexts in
which it is needed. More will be said about tech-
niques and future-pacing in future sections.

CLIENT’S ROLE

All that is required of a client by a Neuro-Linguistic
Programmer is that he, she, or they have an outcome
they would like to achieve, or have something that
they would like to be different in their lives. Note
that this does not mean that the client has to have
a problem or that there has to be something wrong,
only that the client has a desired state. The purpose
of NLP in therapy is not to “fix” “broken” people
(there are too many presuppositions, distortions, and
arbitrary standards in such an approach), but rather
to evolve people to where they would like to be. For
example, NLP is not just for the learning disabled,
but is equally applicable to those who learn well and
want to learn better.

Since one of the primary presuppositions, on
which NLP is based, is that people respond with the
best choices available to them at any point in time,
it is evident that the major role of the client, in the
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therapeutic applications of NLP, is to respond. How-
ever, in NLP it is not considered the client’s respon-
sibility to respond in any prescribed way. It is the
programmer’s task to establish rapport with the cli-
ent, to go to the client’s model of the world, rather
than have the client come to the therapist’s.

One of the goals of the programmer is to have cli-
ents chunk their experience and desired outcomes
in terms of their representational systems and sen-
sory experience. If the client is unable to, or has diffi-
culty in doing this, however, it is not considered to
be the client’s fault. In NLP, there is no such thing
as a resistant, stupid, or incapable person. Since, in
NLP, we believe that the meaning of your communi-
cation is the response you elicit, irrespective of your
intent, if a programmer asks a client for a particular
response, and the client does not respond appropri-
ately, it is an indication that the programmer has
not paced the client’s model of the world fully
enough to elicit the desired response. To say that a
client is resistant is only a statement about the in-
flexibility of the therapist.

Note that when we say ‘“‘response,” we do not
mean only consciously willful responses. Many of
the patterns most important to the NLP program-
mer are those that are below the client’s level of con-
scious awareness, and are the result of activities that
take place below awareness. The programmer is
most interested in those patterns that the client is
compelled to do and, more often than not, is unaware
that he is compelled to do. Also, since in NLP we are
more interested in the formal properties of the pat-
terns rather than the content of the patterns, in
many cases a conscious report of the content is not
even necessary. There is a therapeutic process in
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NLP called “Secret Therapy” (see Frogs Into Princes,
They Lived Happily Ever After, and NLP 1),
in which the programmer never knows the content
of the client’s problem or outcome. An arbitrary
name, like “red” or “purple,” is assigned to the pre-
senting problem or outcome. Since it is the senso-
ry-specific minimal cues and patterns that the
programmer elicits and utilizes in relationship to
the presenting behavior, the content of the pattern
need never be made overtly explicit to the program-
mer (and sometimes not even the client).

In the most general sense, the Neuro-Linguistic
Programmer views every client as a system of
uniquely interconnected representations and motor
patterns (that is, internal responses and external be-
haviors). Each system has infinite potential, the ex-
pression of which is determined by the combinations
and sequences of representations with motor pat-
terns. What makes the system operate in a success-
ful and adaptive fashion is a function of three
properties:

1. An explicit representation of the outcome being
worked toward.

2. Clean, active sensory channels, so that the sys-
tem’s progress toward the outcome may be per-
ceived, assessed, and responded to.

3. Flexibility of both internal responses and exter-
nal behavior, so that the outcome may be worked to-
ward and achieved in many diverse contexts and
situations.

Difficulties occur when any one of these properties
is deficient with respect to the current outcomes of
the client. It is the programmer’s responsibility to
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identify in which sector the client is impoverished,
and assist the client in adding choices.

Present State; Problems of Clients

Traditional psychotheologies have often grouped to-
gether individuals with similar problematic behav-
iors under certain diagnostic labels. These labels are
as general as the behaviors to which they refer, as
in “psychosis,” or as specific as “anorexia nervosa.”
As we have stated previously, however, the “map is
not the territory.” The word “schizophrenic” does
not contain the complex uniqueness of the human
being that this label represents. Often, however, the
unique territory—that of the human being—is
treated as if he was the label. This has resulted in
several suppositions, in some corners of the world of
psychotherapy, such as “schizophrenics are incur-
able,” or behavior is “crazy or sick,” or “they’ll never
be able to live a normal life.” Unfortunately, these
suppositions only serve to elicit negative responses
in therapists about the people they treat. Such nega-
tive responses often prevent the therapist from es-
tablishing rapport, or understanding the client’s
model of the world, and limits the therapist’s flexi-
bility.

In Neuro-Linguistic Programming, we believe
that each human being is unique, and has a unique
set of external behaviors and internal responses.
Rather than use diagnostic labels, we find it much
more useful to define client problem areas in terms
of behaviors and responses. We want to know what
behaviors of family members trigger what negative
internal responses in other family members. We
want to know what desired behaviors and responses
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family members have difficulty eliciting from one
another.

As stated previously, we believe that every behav-
ior and response is the best choice an individual has
available to him. We have found that chunking prob-
lems in terms of behaviors and responses, and believ-
ing that these behaviors and responses are the best
available choices to our clients, increases our ability
to establish rapport, to be flexible in our behavior,
and thus, to more effectively help our clients secure
their desired outcomes.

Desired State—Goals of the Therapeutic
Process

As we mentioned in a previous section, the primary
goal of NLP, in the therapeutic context, is to assist
clients in enriching their representational maps and
behavioral outputs to achieve a) an explicit repre-
sentation of their outcomes; b) the open and active
sensory awareness of where their behavior is leading
them, with respect to their outcomes; and c) enough
flexibility of internal responses and external behav-
iors so that they can adapt their behavior to the
changing contexts in which they may find them-
selves.

Neuro-Linguistic Programming is, obviously,
highly outcome-oriented. Although sensory aware-
ness and behavioral flexibility are absolutely critical
resources for anyone to live an adaptive and
well-functioning life, they are only tools by which
outcomes can be achieved. Thus, the initial, and
most important step, in any therapeutic interaction
(or any human endeavor for that matter) is the iden-
tification and definition of the outcome. In NLP, we
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believe that 70-90% of the impact of any therapeutic
process is in the establishment of the outcome.

Perhaps the best way to communicate to the
reader the goals of NLP in the therapeutic process
is to list the well-formedness conditions that we im-
pose on our clients’ definitions of their outcomes. In
NLP, we have met our initial therapeutic goal when
a client has identified and is working toward an out-
come that satisfies the following well-formedness
conditions.

1. The outcome must be stated in positive terms. In
NLP, we believe that it is practically and logically
impossible to give someone the negation of an experi-
ence. Thus if a client says, “T want to not feel so anx-
ious anymore,” or, “I don’t want to be so critical of
myself,” or, “I want to be less upset at my children,”
the programmer’s first task is to find out what the
client, in fact, does want in place of the negative ex-
perience. The programmer might ask, for example,
“If you weren’t anxious, what would you be feeling
instead?” or, “What would you like to be doing to
yourself in place of being critical?” or, “What would
things be like if you were able to be less upset with
your children?” It is in general much easier to design
a way for a client to operate toward a positive out-
come than away from a negative one.

2. The outcome must be testable and demonstrable
in sensory experience. The only way in which setting
an outcome is going to be useful to anyone is if you
are explicitly able to perceive and evaluate progress
towards it, as you attempt to achieve it. Identifying
and defining a demonstration of the desired state is
as beneficial to the programmer as it is to the client.
It will give the therapist an explicit reference to
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evaluate his own progress, as well as the client’s. The
programmer will minimally want to establish two
sets of criteria, or tests, for the client’s outcome: a)
one set for the ongoing therapeutic context; and b)
one set for the client to use outside the office. For ex-
ample, the therapist may ask, “What will be a dem-
onstration to you and me, here, today, that you can
achieve the outcome(s) that you want for yourself?”
and “What will be a demonstration to you that you
have achieved (or are achieving) your outcome(s)
with your spouse (children, family, boss, or others)?”
The programmer then has an explicit way of know-
ing when he has been successful with the client.

3. The desired state must be initiated and main-
tained by the client. One of the major goals of NLP
is to put the locus of control, with respect to achiev-
ing the outcome, with the client. Thus, if a woman
comes in and states, 1 want my husband to stop ig-
noring me,” her statement does not satisfy any of
the criteria listed so far for a well-formed outcome.
In this case the programmer would want to first
ask “What would your husband be doing if he
weren’t ignoring you?” (getting a positive state-
ment of the outcome). Here, the therapist would
want to get a sensory-based description of how the
husband would be paying attention to the wife in
her model of the world. Some satisfactory answers
might be, “He would talk to me more about the
children,” “He would hold me and touch me more
often,” “He would notice and comment on how I
look more often.” The programmer would then
want to put the control of the outcome in the cli-
ent’s hands by asking, “What could you do (have
you done, are you doing) to get your husband to
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want to talk to you, (touch you, notice you) more
often?” The programmer would then want to help
the client install the appropriate flexibility of be-
havior to achieve the outcome. To insure that the
behavior is appropriate, the programmer would
also ask, “What will be a demonstration to you and
me that you have the resources you need to get
your husband to pay attention to you in the way(s)
that you've specified?”

4. The outcome must be explicitly and appropriately
contextualized. Many times people state their out-
comes in the form of absolutes, or what we call “uni-
versal quantifiers” (Bandler and Grinder, 1975;
Cameron-Bandler, 1978). In such cases, it is implied
that the outcome is wanted in all contexts and for
all circumstances, when in actuality the unwanted
behavior may be totally useful and appropriate in
some situations, and conversely, the desired behav-
ior may be totally inappropriate and problematic in
other situations. Therefore, if someone says, “I want
to stop yelling at my children,” the programmer
would want to ask, “Are there any times in which
yelling at your children would be appropriate?” or,
“Are there any times when you would want to yell
at your children?”’ Likewise, if someone says, “'I want
to feel better about punishing my children,” the pro-
grammer would want to ask, ““Are there any situa-
tions or conditions in which you wouldn’t want to
feel good about punishing your children?” Here the
programmer is specifying the appropriate bounda-
ries and limits for desired and undesirable outcomes.
The goal of NLP is not to take away responses or be-
haviors or to simply substitute one behavior for an-
other, but to give the client more choices. To insure
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that the choices available to the client are going to
be the best ones, the programmer will often have to
contextualize desired outcomes to specific times, per-
sons, places, activities, and so on.

5. The desired state must preserve any positive
by-products of the present state. The positive
by-products of unwanted behaviors are best illus-
trated in what are referred to as habits (smoking,
overeating, heavy drinking, etc.). Many smokers, for
instance, smoke to calm themselves down when they
are nervous. A surprising number of smokers smoke
to remind themselves, and compel themselves, to
breathe deeply. If a smoker quits, and no substitute
or choice has been installed by which the smoker
may relax and remember to breathe deeply, he will
experience a great amount of difficulty and discom-
fort. When the positive by-product is not explicitly
accounted for in the desired state, people will often
find substitute behaviors that become just as prob-
lematic. For example, people may take to overeating
or drinking, instead of smoking, when they are ner-
vous, or some other form of symptom substitution.
Many people who are cverweight unconsciously feel
that if they lost weight and became more attractive,
they would not have the resources to say “no” if they
were approached by a member of the opposite sex.
If the desired state does not include adeguate re-
sources to insulate against such possibilities, the cli-
ent may lose weight and his marriage at the same
time.

6. The desired state must be ecologically sound.
This well-formedness condition, involving the pres-
ervation of the positive by-product(s), obviously re-
lates to the previous one. Certainly, the failure to
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preserve a positive by-product would be unecologi-
cal. The purpose of including this condition, howev-
er, is mainly to orient the therapist and the client
toward considering possible future impacts of the
outcome, in order to prevent the opening of'a Pando-
ra’s box. Many outcomes, even though they preserve
the positive by-product of the present state, lead to
situations and behaviors that may be both unex-
pected and unwanted. A colleague of the authors, for
instance, once helped *“‘cure” a schizophrenic girl.
Six months after the girl’s re-integration into the
family, however, the girl’s father, who had “desper-
ately wanted, and supported,” his daughter’s treat-
ment, had, for all intents and purposes, become an
alcoholic. In family systems especially, the repercus-
sions of any desired outcome should be explored in
detail so they may be prepared for and handled ap-
propriately. The programmer will want to know
what the client, as well as the client’s family mem-
bers, will stand to lose, as well as gain, upon the
achievement of any outcome. Sometimes the shock-
wave through a system that results from a change
in one member’s behavior may create an outcome
that is more problematic than the initial presenting
problem.

TECHNIQUES

The function of any Neuro-Linguistic Programming
technique is to enrich, or add to, one of the three
properties of effective behavior we have listed previ-
ously: a) an explicit representation of the outcome;
b) sensory experience; and ¢) flexibility of internal
responses and external behavior.

The many, many explicit techniques and proce-
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dures that make up the behavioral technology of
NLP are presented in the ever-growing number of
books that represent the development of the field
of Neuro-Linguistic Programming (see reference sec-
tion). There are also many techniques that have not
been transformed into written representations, and
many still in the process of being refined and devel-
oped. A complete presentation is far beyond the
scope and purpose of this chapter. What is presented
here is a limited representation of the NLP family
therapy model. Any attempt to present the model in
its entirety would neither be useful nor practical.
Rather, what we are presenting are the applications
of some of the aspects of the overall NLP model to
the context of family therapy. Some of the tech-
niques that we have briefly discussed in the progress
of this chapter are:

1. Identifying and matching the most commonly
used sensory-based words and predicates of the cli-
ent for the purposes of creating rapport, and insur-
ing understanding between the therapist and the
client(s).

2. Pacing, through the matching and mirroring of
postural, gestural, and facial positions and move-
ments, and of voice tone and tempo qualities of the
client(s), to contribute to the rapport between client
and therapist.

3. Translating experiences expressed through one
representational modality to another, to help in-
crease understanding between family members.

4. Observation and utilization of sensory accessing
cues and minimal cues, to help understand and pace
the client’s typical processing strategies for organiz-
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ing and making sense of his experiences, and com-
munications received from others.

5. Helping to build new representational possibili-
ties and capabilities in clients, through the use of
sensory-specific language and systematic use of ac-
cessing cues.

6. Helping to increase the sensory awareness of cli-
ents so they can more accurately and immediately
perceive and evaluate the effects of their behavior
on other family members.

7. Identify and sort out multiple (incongruent)
communications in clients to help reduce misunder-
standing and confusion.

8. Establish anchors and triggers for positive expe-
riences and resources that occur in one context, and
re-trigger or re-sequence them in other situations
where they are not yet available to the client. Thus,
those behaviors and responses may serve as re-
sources in other contexts as well.

9. Identify and break unuseful “calibrated loops”
between family members to add more flexibility and
choice in responses and communication.

10. Break down unspecified verbal maps into
higher quality verbal descriptions and, more impor-
tantly, behavioral demonstrations and examples to
create easily shared and observable representations
of the client’s experiences and outcomes.

11. Frame and re-frame problematic behaviors and
responses and make explicit the positive intentions
and positive by-products underlying them. The pur-
pose of this is to create a shift in the perceptions of
family members, with respect to the behavior, so

Applications of Neurc-_.:-

that it may be hancls
in perception funectic

a. separate “self” ™
inforcement and vzl
person by associatinz
tent. Any negative =
toward the behavizr.
person himself.

b. preserve the pos:
behavior even thouz=
secure the positive i~

C. preserve and va_::
the behavior or resz:
serve the ecology o7
again, validate the ~
wanted behavior.

12. Create and rei=-
bers through role p=-
ioral modeling, tw !
consistently and svsiz
iors and responses i

13. Eliciting and c=-
tion and demonstrz:
state(s) that will be =~
logical for the partiz-.

These techniques, az

cussed, and it woulc =
to present them al’ i~
SO since we are com=: -
guage which, by vir:z=
none of the tremenc::
ence that is only ava:



.. va-Linguistic Programming

- =’z experiences, and com-
- others.

- ; resentational possibili-
- :zr-s. through the use of
= .:.::i systematic use of ac-

i}:e sensory awareness of cli-
»ately and immediately
-~ = =Tects of their behavior

H i

2= multiple (incongruent)
--: =7 help reduce misunder-

- 2 viggers for positive expe-
- -zcur in one context, and
-z -~zm in other situations
—;_-‘bie to the client. Thus,
Z3Tonses may serve as re-
-2 z3 well

-: -~ add more flexibility and

- - —~-munication.

czziZed verbal maps into
=::viptions and, more impor-
-~s:7rations and examples to
- -nservable representations

:== znd outcomes.

-+ troolematic behaviors and
=.:2i7 the positive intentions
< -nderlying them. The pur-

F)

= snift in the perceptions of

vzzpect to the behavior, so

Applications of Neuro-Linguistic Programming 43

that it may be handled more resourcefully. The shift
in perception functions to:

a. separate “‘self” from “behavior” through the re-
inforcement and validation of the individual as a
person by associating the “self” with the positive in-
tent. Any negative responses may, then, be directed
toward the behavioral manifestation and not the
person himself.

b. preserve the positive intent of the problematic
behavior even though the behavioral means used to
secure the positive intention are altered.

c. preserve and validate the positive by-product of
the behavior or response, which serves to help pre-
serve the ecology of the family system as well as,
again, validate the “self” while changing the un-
wanted behavior.

12. Create and reinforce flexibility in family mem-
bers through role playing and other forms of behav-
ioral modeling, to help family members more
consistently and systematically elicit desired behav-
iors and responses in other family members.

13. Eliciting and detailing a high quality descrip-
tion and demonstration of the client’s desired
state(s) that will be well-formed, practical, and eco-
logical for the particular family system.

These techniques, as stated, have been briefly dis-
cussed, and it would be neither useful nor practical
to present them all in full detail. This is especially
8o since we are communicating through written lan-
guage which, by virtue of the medium itself, contains
none of the tremendous amount of sensory experi-
ence that is only available in a seminar, workshop,
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or credentialing program. Given these limitations,
however, we would like to present a few of the basic
techniques in more detail in this section. Specifical-
ly, we will present some basic anchoring and refram-
ing techniques, some guidelines to setting up and
installing self-reinforcing calibrated loops, and fu-
ture-pacing. As you read on, and plan how to utilize
these techniques in your work, however, it will be
very important to keep in mind that the use of each
technique we are describing presupposes that the
therapist has already established rapport with the
client(s) and has identified and detailed a
well-formed and ecological outcome.

Anchoring

Anchoring is a technique used to re-program and
re-sequence responses of family members. As men-
tioned previously, anchoring is the learned associa-
tion between a stimulus and a response, or between
one response and another. When the stimulus, or ini-
tiating response, is triggered, the associated re-
sponse will be elicited.

There are several skills that are required of the
therapist in the use of anchoring. The first is the abil-
ity to elicit responses in clients. This can be accom-
plished, as mentioned previously, by doing the
following: having clients remember a time in the
past when they had the same response; doing some-
thing to elicit the response you want to anchor in the
ongoing context; by having clients imagine a time in
the future when they know they will or think they
might have the response; or to have clients think of
someone else who has the response, and act as if they
were that person. It is extremely important that the
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therapist be expressive in his vocal qualities and ges-
tures in helping clients access resources. “The more
expressive you are, the more expressiveness you are
apt to elicit, and your own behaviors need to be con-
gruent with the response you are asking for.” (Cam-
eron-Bandler, 1978, p. 104)

The second skill required in anchoring is the ther-
apist’s ability to detect, visually and auditorally,
when the response in the client is beginning to be
elicited, reaches peak intensity, and declines in in-
tensity. Such sensory experience is necessary be-
cause the response must be anchored when it peaks.
The anchor that the therapist uses can be any exter-
nal stimulus, such as a touch, a particular voice tone,
a gesture, or a snap of the fingers. We have found
that kinesthetic anchors (a specific touch on the cli-
ent’s knee, arm, shoulder, etc.) are the least difficult
for the novice to learn.

The therapist must also have the skills to recapitu-
late the anchor. If a touch anchor is used, the thera-
pist must reproduce that anchor in the exact
location, and with the exact pressure, that was used
when the anchor was established, in order to elicit
the maximum response from the client.

Anchoring can be used to change previously exist-
ing anchors in the family system that have produced
unwanted responses. The anchors involved in recur-
sive sequences of external behaviors and internal re-
sponses that we label “calibrated loops” are
examples of these. This is accomplished by changing
a family member’s unwanted, internal response to
the anchor of another family member’s external be-
havior into a more useful or desired response.

One of the authors worked with a couple who were
anchored in the following calibrated loop. In the
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middle of a conversation with his wife, the husband
would pause, shake his head, and sigh. This behavior
would elicit an internal response in his wife (which
she later labelled “irritation”) that would produce
a “harshness” in her tonality, and a rise in volume
in her next verbalization to her husband. This be-
havior would elicit an internal response in him
(which he labelled “anger”) producing a reddening
of his skin color, another pause, shake of the head,
and a deeper sigh, which elicited in her a more in-
tense response of “irritation.” This loop would con-
tinue until the couple was arguing intensely.

The most useful point of intervention in this loop
is the first response of irritation elicited by the hus-
band’s first pause, shake of the head, and sigh. The
first task of the therapist is to test the assumed asso-
ciation between the external behavior and the ensu-
ing internal response. The therapist did this by using
the pattern we in NLP call “quotes” (Bandler and
Grinder, 1975). Quotes is a pattern in which a mes-
sage that you want to deliver can be embedded in
quotations, as if someone else had stated the mes-
sage. The purpose of this pattern is to allow you to
deliver messages so that the response to that mes-
sage will not be attached to you, but to the statement
or behavior in quotes. You, as therapist, do not want
negative responses attached or anchored to you.
Thus, the therapist in the above example said to the
wife:

Your husband reminds me very much of a client I once had.
The first time I saw the client he said to me, “You know I
really think that (pause, shake of the head, and sigh) my wife
doesn’t love me anymore.”
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After saying the above, the therapist saw and heard
that the same set of minimal cues associated with
“irritation,” and indeed, the wife’s next verbaliza-
tion to the therapist was characterized by the same
harshness in tonality and rise in volume. The test
was thus positive.

If the therapist in the above example had not reca-
pitulated the husband’s behavior in quotes, there is
a possibility that the wife would attach the same
negative response to the therapist as she does to her
husband. This, of course, needs to be avoided. Indeed,
many therapists, in conversations with clients, at-
tach negative responses to themselves without
knowing it.

The programmer’s next step was to explain to the
couple the principle of a calibrated loop, and the se-
quence of behaviors and responses that character-
ized the calibrated loop in which they were
involved. After securing the desire on the part of
the couple to change this, the therapist asked the
wife to recall that her husband would pause, shake
his head, and sigh, and to imagine what she would
be experiencing on the inside if she were doing
that. The wife responded that she would probably
feel pretty frustrated. The programmer then asked
the wife how she would like to be responded to if
she were acting in the way her husband did, and
feeling frustrated. She indicated that she would
like the other person to recognize that she was
doing the best that she could, to try to support her,
and help her. She was then asked if she would want
the other person to talk harshly to her, if that per-
son was trying to help. She said that, on the con-
trary, the person should speak softly and gently.
The wife was then directed to recall a time when
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she recognized the many difficulties her husband
found in his work or in other areas, realized that he
was doing his best, and really wanted to help the
best that she could. As she accessed this response,
an associated set of behavioral cues, which included
soft voice qualities, was noticed by the therapist. At
the peak of expression of this response, the wife
was anchored kinesthetically, by a touch on her
shoulder. The establishment of the anchor was
tested by triggering it and noticing that the same
set of behavioral cues was elicited.

The therapist then directed the husband to repeat
his behavior, and as he did so the therapist triggered
the anchor on the wife’s shoulder. This process was
repeated several times. Each time the anchor was
triggered, the therapist noticed the same set of be-
havioral cues associated with the response of desire
to help her husband as best she could. Finally, with-
out triggering the anchor, the therapist directed the
husband to repeat his behavior. Once again, the
same set of new cues was elicited. Thus the hus-
band’s pause, shake of the head, and sigh were now
an anchor for the response of a desire to help in his
wife. The problematic loop was broken and a more
useful one established.

The steps to follow, in changing the internal re-
sponse to an external behavior using anchoring, are
as follows:

1. Test the external behavior/internal response as-
sociation by recapitulating the behavior in quotes,

or through a metaphor, and notice if the same re-

sponse is elicited.

2. Determine an internal response that would be
more useful and worthwhile to have than the cur-
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rent one. Access and calibrate (notice what set of
minimal cues are associated with the response).

3. Anchor the response and test the establishment
of the anchor.

4. Have a family member recapitulate the external
behavior, and trigger the anchor in the other family
member. Repeat several times, noticing if the set of
minimal cues associated with the new response is
elicited.

5. Repeat step 4 above, without the anchor.

6. Ifat any time during steps 3, 4, and 5 the set of
minimal cues associated with the new response are
not elicited, return to step 2.

Reframing

Reframing is a second set of techniques that we use
in family therapy. We will discuss content and con-
text reframing (Cameron-Bandler, 1978) in the con-
text of working with families. As we mentioned
earlier, the purpose of reframing is to shift the per-
ceptions of family members with respect to another
family member’s external behavior so that these per-
ceptions may be more resourcefully handled.

In a content reframe, the therapist attaches a posi-
tive intent to a family member’s external behavior
that elicits a negative response in another family
member. This effectively shifts the internal re-
sponses to that behavior. A teenage son, in a family
that one of the authors was treating, complained
that his father always objected to any future plans
that he, the young man, discussed. The therapist
said to the teenager, “Isn’t it nice to have a father
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who doesn’t want you to be hurt or disappointed in
any way? I’ll bet you don’t know very many fathers
who care that much about their children.” This
statement was enough to shift the teenager’s inter-
nal response to his father’s objections from one of
anger only to one that included sincere apprecia-
tion. This new framing of the father’s behavior al-
lowed the youth to consider his father a resource
for helping him learn how to plan his future,
rather than as a liability or roadblock. The valida-
tion of the father’s intent also allowed the father to
shift his perception of his own role (and thus his
method of participation) in his son’s life to one that
was primarily supportive as opposed to primarily
inhibitory.

The format for generating content reframes is as
follows:

1. Pick a behavior of one family member that elic-
its a negative response in another family member or
members.

2. Determine a possible positive intention that
could underlie that behavior. There are two aspects
to the intent. The first is a positive internal response
behind the behavior, (for example, love, caring, and
respect). The second is the positive benefit the behav-
ior could accomplish for the other family member.

3. Pair the positive internal response with the posi-
tive benefit in a rhetorical question of the form, “Do
you realize. . . . 7" or, “Isn’t it nice. ... ?”, as in the
example above.

Perhaps one of the most powerful content reframes
the programmer can offer to a family is to teach
them about representational systems. Not only does
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this allow the family members to perceive and re-
spond to each other at a new level of awareness, but
it gives them the realization that other members
have not been behaving in a problematic fashion or
mis-communicating out of malice, or hate, or anger,
but rather because they are more visually, auditori-
ly, or kinesthetically oriented.

According to Cameron-Bandler (1978) contextual
reframing “accepts all behaviors as useful in some
context” (p. 131). The purpose of contextual refram-
ing is, once again, to change a family member’s nega-
tive internal response to another family member’s
external behavior. This is accomplished by having
the first family member realize the usefulness of the
behavior in some contexts.

One of the authors worked with a family in which
a teenage son was constantly getting into fights at
school (which he usually won). The mother was out-
raged at his behavior. The therapist said to her,
“Isn’t it nice to know that John could protect Wendy
(his 14-year-old sister) if anyone attacked her on the
way home from school?” Again, this was enough to
shift her response to her son’s behavior. Rather than
being outraged, now the mother could appreciate her
son’s behavior as useful in a particular context. As
anyone who has worked with families knows, nega-
tive responses often serve to maintain and even esca-
late problematic behaviors, rather than extinguish
them. The mother’s new choice, to respond positively
to her son’s behavior in a single context, gives her
a resource to more usefully communicate with her
son about his behavior. Having his own behavior val-
idated as useful in a particular context, rather than
being attacked and criticized, the son is also allowed
to view his own behavior from a different perspec-
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tive, rather than constantly being on the defensive.
A next step with the mother and son, of course, is
to establish the positive intent and positive
by-products that John gets from the behavior and
find some more appropriate substitutes.
The steps in a contextual reframe are:

1. Pick a behavior of family member A that elicits
a negative response in family member B.

2. Find a context in which this behavior might
elicit a positive response in family member B.

3. Ask a rhetorical question in which the behavior
is put in positive context.

Establishing a Self-Reinforcing Loop

We call the third technique establishing «a
self-reinforcing loop. One of the most important
goals of the family therapist is to get desired changes
to persist when the therapist is not there to super-
vise or help with the family’s interactions. Many
therapists attempt to do this by establishing con-
tracts, or agreements, between family members.
Most often, however, the motivation to fulfill the
contract is external to the changes in behavior being
agreed to, and the behaviors themselves are not
self-reinforcing. The carrying out of the contract,
then, becomes another chore, or responsibility, that
can be detrimental to the client’s motivation to fol-
low through.

In Neuro-Linguistic Programming, we accomplish
the above therapeutic goal by establishing a positive
calibrated loop between family members that is
self-reinforcing. Rather than making contracts, or
agreements, between family members, where each
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member is responsible for the agreed-upon changes
in behavior with which each member may or may
not be happy, the responsibility for any behavioral
change is put into the hands of the member(s) who
desires it. The technique we use is drawn from the
presupposition that the meaning of any communica-
tion is the response it elicits. When one family mem-
ber systematically fails to respond to a request from
another, one can just as easily frame that failure as
a result of a lack of flexibility on the part of the fam-
ily member who desires the change to elicit the re-
sponse he or she intends to elicit. To set up a positive
self-reinforcing calibrated loop, we have each family
member who desires a change in another family
member find out what they would need to do in order
to make the other family member want to change
his behavior or responses. As a simple example,
imagine you are working with a husband and wife.
The husband wants to have the house clean and din-
ner ready when he arrives home from work. The wife
wants her husband to make love to her more often.
Rather than make a contract, or agreement, that
each will do their part, the programmer will have
the wife ask the husband, “What could I do that
would make you want to make love with me more
often?” or, “what would compel you to want to make
love with me more often?” Likewise, the program-
mer will have the husband ask, “What can I do to
get you to want to have the house clean and dinner
ready?”’ Once the behavior is identified that is neces-
sary to get the person to respond the way the other
party desires, a reinforcing loop can be set up. The
motivation for each party to produce the behavior
that will make the other party want to respond is the
fact that each desires the response by definition.
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Many times you will find that the activities that
would make each party want to respond will be re-
lated. In the above example, the wife may tell the
husband that if he entertained guests at home
more often, she would take pride in the house and
want to keep it clean. The husband may tell the
wife that if she dressed up more often, took better
care of her appearance, and looked more attractive,
he would want to make love with her more often.
These can be linked together in that if they enter-
tained more at home the wife would dress up and
take better care of the house. Thus, a full loop may
be established.

Sometimes, the behaviors desired from each party
can be directly linked together to form the positively
reinforcing loop. For instance, if the husband came
home and found the house was less cluttered and
dinner ready, he may be more relaxed and at ease,
and more in touch with his feelings. By being more
in touch with his feelings, he may become sexually
aroused more easily, and more sexually active with
his wife. The wife, happy with the response from her
husband, may want to make the house look nice for
him, have dinner ready on time, and so on. Each loop
will be tailored, of course, to fit the unique individu-
als involved.

The following format is a step-by-step procedure
you can use to help generate positively reinforcing
loops:

1. Have family member A pick a behavior that they
want to be able to get family member B to do.

2. Have A ask, “What are three things I could do
to get you to want to do

for me?”
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3. Secure an agreement from A that he is willing
to do those three things. If he is not willing, go back
to step 2.

4. Switch

Futurepacing

Futurepacing is another technique used in NLP
to insure that desired outcomes and resources per-
sist outside of the therapeutic context. For a discus-

sion of this technique, we quote Cameron-Bandler
(1978):

Essentially futurepacing refers to the process of insuring
that the changes accomplished during therapy become gen-
eralized and available in the appropriate outside contexts.
Too often, changes that occur in therapy become anchored
to the therapist’s office or even to the therapist himself,
rather than being available to the client in the specific situa-
tions that most need the new behaviors and responses.

The primary method of futurepacing new behaviors is by
anchoring the new behavior or response to a sensory stimu-
lus that naturally occurs in the applicable context. . .

Futurepacing can be done very directly. One way is to ask
the client, “What is the very first thing you will see, hear,
or feel externally that will indicate that you need this re-
source?” When the specific experience is identified, have
the client generate it internally and then anchor it to the
appropriate resource. Then, when the stimulus occurs in ex-
ternal experience it can naturally or unconsciously trigger
the appropriate feelings/behavior. For instance, anchoring
feelings of passion (the resource) to the feeling of smooth,
cool sheets or the sound of his name softly whispered, or the
sight of a yellow rose, is futurepacing the resource of pas-
sionate feelings to specific externally occurring experi-
ences.

Futurepacing is not frosting on the therapy cake. Without
adequate futurepacing, the accomplishments of a session are
often lost. It is the final step in any therapeutic intervention.
(pp. 159-160)
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We have welcomed the opportunity to present in
some detail a few of the techniques we use in work-
ing with families. Other techniques, available
through our seminars or in our books, that we use
include Aypnotic language patterns (Bandler and
Grinder, 1976), therapeutic metaphors, in which a
therapist can embed any therapeutic technique in a
story, fairy tale, and so on (Gordon, 1978), elicitation
and wutilization of strategies (Dilts, et al.,, 1980),
change personal history, a technique designed to
change a client’s subjective experience of past, pain-
ful events (Cameron-Bandler, 1978), and six-step re-
framing, a technique developed to deal with
problems, such as habits or medical problems, in
which there is secondary gain involved (Camer-
on-Bandler, 1978, Bandler and Grinder, 1979). We
trust that the reader will consult these reference
sources for more information on these valuable and
useful techniques.

We want to assure the reader that all of these tech-
niques are used in conjunction with others. We de-
mand of our students that they select, sequence, and
modify techniques to secure the desired outcomes of
family members. We make this demand because any
imposed restrictions in selection, sequencing, and
modification of techniques impose limitations on the
flexibility of the therapist, and would thus limit the
therapist’s ability to help clients get desired out-
comes in therapy. No technique is a substitute for
the ability to 1) set an explicit trajectory toward an
outcome, 2) have open, active sensory experience,
and 3) have a wide-ranging flexibility of internal re-
sponses and external behaviors to achieve those out-
comes.
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CASE EXAMPLE

A family of four spent a total of four sessions in ther-
apy with one of the authors. The family consisted of
the parents, Bob and Jean, a couple in their early
forties, a fifteen-year-old son, Doug, and a
ten-year-old daughter, Terry.

The first session involved the initial establishment
of rapport by matching predicates and body posture
in each family member. It was discovered that the
father was highly specialized in his use of kines-
thetic predicates, the mother and son, auditory pred-
icates and the daughter, visual. Their initial
complaints were that the son was alcoholic, and the
parents argued constantly about what to do with
him. It was decided, with agreement from the family,
to see the son in individual therapy, initially, to see
the parents as a couple concurrently, and later to see
the family as a unit. The rest of the initial session
was spent with the parents.

The following is a portion of the ensuing dialogue
with the parents. Please remember that the tran-
script is only a minimal portion of all that was oc-
curring. It is only a presentation of the linguistic
interactions. Keep in mind that, as the therapist is
talking to each person, he is maintaining rapport
nonverbally by adjusting his posture and tonal-
ity to match the individual he is communicating
with.

T. Bob, I'm curious about what it is that you want
for yourself. (establishment of outcome)

B. Well, I feel that we really need some changes in
our relationship.
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T. What changes, specifically? (meta model ques-
tion)

B. Well, lately, I just haven’t been able to get a han-
dle on where Jean is. I guess I'd just like to feel
more love from her.

T. Bob, how do you know when Jean is loving you
more? (complex equivalence question)

B. When she touches me. She hasn’t been doing as
much of that lately as she used to.

T. Could you demonstrate to Jean how, specifically,
you would like her to touch you? (Bob does so)

T. Good. Bob, I'm wondering what it was like for you
in the past when Jean touched you that way.

B. (Therapist notices Bob’s facial muscles relaxing,
breathing rate increasing, skin color reddening,
and other changes in minimal cues as Bob accesses
this state.) It was wonderful. (As response peaks
therapist anchors it.)

T. Good. Bob, T'll let you hang on to that feeling
while I talk to Jean. Jean, what, specifically, do
you want from Bob? (outcome question)

J. I just want him to respect me.

T. I'm wondering how you know when Bob does re-
spect you. (complex equivalence question)

J. He listens to me and doesn’t interrupt me when
I’'m talking.

T. Does he always interrupt you now? (counter ex-
ample)

J. No, just when I'm trying to discipline the chil-
dren.
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T. How, specifically, does he interrupt you? (com-
plex equivalence)

J. I'll be talking to the kids about something they’ve
done and he’ll just walk right in between the kids
and me and start yelling at them. Then I just don’t
think he respects my abilities as a parent.

T. He loves you so much that he gets angry when
the kids upset you. (content reframe)

J. What?

T. Isaid that he interrupts you and yells at the kids
because he loves you so much he gets angry when
the kids upset you.

J. I never thought of it that way. (Therapist notices
changes in minimal cues associated with this ver-
balization.)

T. Jean, what do you want Bob to do when you’re
disciplining the children? (Qutcome)

J. I'd like him to just stay in the background. If I
need him I’ll call him.

B. But I'm just trying to help you handle the situa-
tion.

T. Bob, I want you to realize that when you inter-
rupt Jean when she’s talking to the kids, it’s like
having someone rubbing their hands gently over
your face, then without warning, slapping you.
(translation of auditory experience to kinesthetic)

B. Gee, I never realized what an impact that caused.

T. Bob, what are three things Jean could do to get
you to want to stop interrupting her? (setting up
positive loop.)
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B. Well, if' it makes her feel that bad, of course, I
want to stop doing it. But, I guess she could tell
me later what the kids did and how she disciplined
them.

T. Two other things.

B. Well, she could call me if she needed assistance,
particularly if it was something that Doug did that
was best dealt with by a father. You know, dating
and sex.

T. And a third one?

B. Well, if it was something where she was hurt,
rather than angry, I'd want to do the disciplining.

T. Jean, are you willing to agree to those conditions?
J. Yes.

T. Bob, you want Jean to touch you more often.
(Therapist triggers anchor and the set of minimal
cues associated with the anchor are elicited.)

B. Yes.

T. I want you to ask Jean what are three things that
you could do to get her to want to touch you more
often. (set up positive loop)

B. (Repeats the question.)

J. Well, the first thing you could do is to tell me
when you want to be touched. The second is to
touch me first. And the third I guess is to tell me
that you love me, that’s like a touch for me.

T. Jean, I want you to hear that you just told Bob
about your experience in words that he could un-
derstand. You translated your auditory experi-
ence of knowing that you’re loved into a
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kinesthetic one that Bob could understand ... Now
Bob, are you willing to do those things?

B. Yes.

The rest of the session was spent clarifying other de-
sired outcomes that the parents had.

During the next session with Bob and Jean the
outcome that was achieved was for them to be able
to elicit desired sexual responses from each other.
During the past fifteen years of marriage each had
one brief affair which was for each “just a sex thing.”
When asked how he tried to “turn his wife on,” Bob
stated, I just begin touching her.” Upon being que-
ried about her response to this behavior, Jean re-
plied, “He never listens. For fifteen years I’ve told
him that when he just begins by touching me that
I sometimes feel manhandled. It turns me off.”

When asked to demonstrate how she tried to turn
Bob on, Jean began to talk to him in a breathy whis-
per about what she wanted him to do to her. In re-
sponse to this he burst out laughing, stating that for
fifteen years he found that behavior to be silly and
clichéd, like a movie. Jean responded, “It makes me
so mad that he laughs at me, so I've just given up
trying to turn him on.”

A positive reinforcing loop was set up, with the re-
sult that Jean wanted Bob to talk to her in a low
tone, slow tempo, breathy voice before he touched
her in order for him to elicit a strong sexual response
from her. Bob, on the other hand, wanted his wife
to touch him in “special ways,” which he demon-
strated to her. As we’ve often found in families, Bob
was trying to elicit a response in Jean the way he
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wanted Jean to elicit that response in him, and vice
versa. The meaning of Bob and Jean’s communica-
tion was the response that they got, and not what
each intended.

The third and fourth sessions were spent with the
entire family discussing what responses the chil-
dren wanted to be able to elicit in their parents and
vice versa. In working with Doug individually, the
therapist discovered that a positive by-product of
Doug’s drinking was that, in an inebriated state of
consciousness, he felt “confident.”” When asked
what in the family system prevented Doug from
being confident without drinking, he reported,
“Dad does everything really well. He always tells
me what I’'m doing wrong.” It was then established
that the father’s positive intent was to help Doug
“learn.” His behavior, however, achieved the oppo-
site. What Doug needed in order to be able to learn
was to be confident.

When asked what his dad could do to make him
feel more “confident,” Doug replied, “Just tell me
how well I'm doing, rather than how bad.” Bob
agreed, but the author noticed a slight unconscious
shaking of Bob’s head from side to side as he said he
would do what his son asked. The author pointed out
the multiple messages and asked Bob if he was fully
congruent with his responses. Bob said that he really
wanted to help his son by only telling him how well
he’d done, but that some feedback was a necessary
part of learning. Doug was then asked what his fa-
ther could do to give him feedback and still make
him feel confident. It was agreed that any feedback
given to Doug was to follow a statement of what
Doug had done well already and that any such ad-
vice was to be stated in positive terms. That is, what
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could be done as an improvement, as opposed to what
was wrong.

Terry, the daughter, wanted to see that everyone
was getting along better. After seeing the changes
in everyone during the session, she felt confident
that things were well on their way and didn’t need
any special attention.

To help the parents elicit desired behaviors from
the children, such as cleaning their rooms, the thera-
pist used the opportunity to instill in the family an
explicit way of setting up their own reinforcing
loops.

A measure of success of the four sessions was a
phone call the therapist received from Bob two
months later. Bob reported that several other prob-
lems had arisen in the three months time, but that
the family had been able to solve them themselves
with the techniques they had learned. The therapist
talked to each family member in turn and discov-
ered, indeed, that each was able to get desired re-
sponses from other family members.

SUMMARY

As we have stated, we believe that the outcome, in
family therapy, is for family members to be able to
elicit desired internal and external behavioral re-
sponses from one another in a way that does not jeop-
ardize the ecology of the family system. To achieve
this outcome it is minimally necessary for both the
therapist and the family to adopt into their behavior
the three NLP presuppositions that are most impor-
tant in family therapy. These presuppositions are:
1) the meaning of any communication is the re-
sponse it elicits; 2) there is no substitute in communi-
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cations for using the sensory experience to know
what response is being elicited by your behavior; and
3) if you are not getting the response you want, em-
ploy the principle of flexibility or try another behav-
ior to get the desired response. To the family
members, adopting these presuppositions will insure
that they can get the responses they want. The ther-
apist who adopts these presuppositions will find that
there are no more “resistant” clients and that out-
comes for clients are achieved more effectively and
quickly.

The patterns and techniques we have presented
here are only maps. We have found these maps use-
ful and effective for charting the present state and
desired state of family systems and evolving the fam-
ily system from the former to the latter. Again, we
caution the reader that “the map is not the territo-
ry.” We would hope that the therapists we train do
what works, rather than following maps that may
not be useful. A map of California will not help you
find your way from New York City to Paris, France.
However, we hope that the maps that we have intro-
duced to you may assist you in finding your way to-
ward desired professional and personal outcomes.

Our outcome in writing this chapter was to pro-
vide the reader with an introduction to the family
therapy applications of Neuro-Linguistic Program-
ming™, We want to assure the reader that what we
have presented here is only a limited representation
of the overall model of NLP in family therapy. We
hope that our discussions here have whetted the
reader’s appetite for more. We encourage you to read
some of the NLP references cited in this work for a
fuller explanation of the material we have presented
here. Since we believe that the highest quality of in-
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formation is behavioral, we also encourage you to at-
tend an NLP seminar where the richness of direct
experience will be offered to you.

EVALUATION AND RESEARCH

In researching a particular theory or model there
are two directions that may be taken: 1) evaluating
the truthfulness of the model’s claims, or 2) evaluat-
ing the usefulness of the model’s claims. Since NLP
is truly an outcome-oriented model and since the
basic presupposition on which the entire model was
developed is that the map is not the territory, it
should not be necessary to explain to the reader why
the first of these two directions is of little interest
to the Neuro-Linguistic Programmer. Research that
attempts to evaluate the truthfulness of a model’s
claims generally does so on the basis of statistical av-
eraging and other statistical computations. Because
NLP is concerned with the identification and utiliza-
tion of behavioral patterns in an ongoing interac-
tion, statistical quantities are of no value to us.
Surely, a statistical figure tells nothing of the unique
individual(s) before you. In NLP we believe that peo-
ple have to rely on statistics when they don’t under-
stand the underlying pattern.

There have, naturally, been a number of studies
validating some of the fundamental tenets of the
NLP model such as: eye movements as indicators of
representational access; commonly used senso-
ry-based predicates as indicators of preferred repre-
sentational system; the positive effects on clients of
pacing their predicates. There has even been re-
search correlating preferred representational sys-
tem with base line EEG brain wave patterns.
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In terms of evaluating the usefulness of the
model’s claims, NLP is in somewhat of a unique posi-
tion, as usefulness is the primary criterion for in-
cluding a pattern in the model to begin with. In
many ways the development of NLP has been the re-
sult of one major, ongoing research project to extract
those patterns that were and are useful from people
who were the masters of their craft. NLP was devel-
oped by researching what people did who were al-
ready world renowned for their abilities to achieve
outcomes in their chosen field. Yet, surely, as more
patterns are added to the NLP technology and as the
scope of its applications broadens it must be continu-
ally tested and evaluated.

One difficulty we have found in the research style
of people (other than the developers or highly
trained practitioners) who have tried to evaluate the
effectiveness of NLP techniques is that their method-
ology generally attempts to isolate one piece or por-
tion of the model and examine it as an independent
pattern. Anyone who has experience with NLP, or
with therapy in general for that matter, will know
that it is impossible to assess the effects of anchoring
or reframing outside of the concomitant impact of
the degree of rapport between client and therapist,
or vice versa. Similarly it is impossible to quantify
the effects of pacing predicates independent of the
effects of the nonverbal interaction. The various pat-
terns that make up the body of NLP were isolated
and made explicit, as separate pieces, in order to
make them easily learnable. In order to make them
useful, however, they must be applied simultaneous-
ly, as a whole.

The Society of Neuro-Linguistic Programming
was established as a solution to the difficulties expe-
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rienced by many of those who attempted to research
and evaluate NLP. Organized and staffed by the de-
velopers and foremost trainers and practitioners of
NLP, this organization is coordinating information
on research projects involving the applications of
NLP in many areas. Projects include applications of
NLP to the treatment of phobias; to smoking and
weight control; to the treatment of learning disabili-
ties; to the treatment of psychosomatic illness and
cancer; to the enhancement of creativity and accel-
erated learning as well as computer assisted learn-
ing; and to the effectiveness of NLP in business
management and sales. Although the experimental
format will vary, most of the projects involve a series
of single case experiments (see Hersen and Barlow,
1976), and records consisting of videotaped sessions
rather than forms and numbers.

Neuro-Linguistic Programming is a young field.
And, since the Society has been established only re-
cently, the results of many of these projects are not
available at the time of this writing. The Society,
however, does maintain an updated listing of com-
pleted research projects, dissertations, and so forth,
on NLP and NLP-related material. If you are inter-
ested in obtaining a listing of completed research,
participating in ongoing research, or proposing a re-
search topic please write to:

NLP Research
230 Mt. Hermon Rd. # 207
Scotts Valley, CA 95066

SUGGESTED READINGS

Frogs Into Princes contains edited transcripts of a
three-day introductory seminar conducted by Rich-
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ard Bandler and John Grinder. It is an entertaining
and highly readable book that will provide the
reader with an excellent introduction to
Neuro-Linguistic Programming.

They Lived Happily Ever After, authored by Leslie
Cameron-Bandler, is a book about the application of
the basic patterns of NLP to couples and sex therapy.
Many of the basic techniques of NLP, such
as anchoring, change personal history, visual-
kinesthetic disassociation, and 6-step reframing are
presented in a step-by-step format with case exam-
ples illustrating their use in therapy.

Neuro-Linguistic Programming, Volume I, by
Robert Dilts, John Grinder, Richard Bandler, Leslie
Cameron-Bandler, and Judith Delozier, is the fun-
damental book about the cognitive processes that
underlie all behavior—strategies. Truly a renais-
sance work in the behavioral sciences, this book will
reveal to the reader why Neuro-Linguistic Program-
ming can be considered a new scientific discipline.

The Structure of Magic I, by Richard Bandler and
John Grinder, is a book about linguistic phenomena
in therapy. It contains the meta model, a model of
information gathering that will present to the
reader an explicit method of identifying linguistic vi-
olations in the client’s language, and a set of ques-
tions designed to recover the missing pieces in a
client’s verbalizations. The meta model allows both
the client and the therapist to discover information
about the client’s experience of the world, informa-
tion that is often hidden in language.

Changing with Families, by Richard Bandler,
John Grinder, and Virginia Satir contains patterns
and techniques derived from Bandler’s and Grind-
er’'s modeling of Virginia Satir’s remarkable work
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with families. Much of the fundamental information
about the meta model, representational systems,
and calibrated loops in family systems that forms
the foundation for the NLP in family therapy model
is included.

Patterns of the Hypnotic Techniques of Milton H.
Erickson, M.D. Vol. I, by Richard Bandler and John
Grinder presents the reader with an explicit model
derived from Erickson’s work on the use of hypnotic
language patterning in therapy. The use of such lan-
guage patterns in therapy provides the therapist
with greater flexibility and the reduction of resis-
tance from clients that may be elicited by the thera-
pist’s typical language style.

AUTHORS

Robert Dilts is the President of Behavioral Engi-
neering, a company that produces computer soft-
ware incorporating the principles of Neuro-
Linguistic Programming. He is the major contribut-
ing author of Neuro-Linguistic Programming, Vol-
ume I, and is the author of several monographs on
NLP, “Neuro-Linguistic Programming: A New Psy-
chotherapy,” “Neuro-Linguistic Programming in
Education,” “Neuro-Linguistic Programming in Or-
ganizational Development,” and “EEG and Repre-
sentational Systems.”

He has been working with and teaching the com-
munication tools of NLP since 1975 when it was first
being formalized as a behavioral model. In the past
six years he has contributed to the development of
many of the basic concepts of the model. He has also
conducted and been actively involved in the clinical
and experimental research supporting many of the
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basic tenets of NLP, including research conducted at
Langley-Porter Neuropsychiatric Institute.

He is currently designing and conducting research
to discover and support new patterns and principles
of human communication, as well as teaching NLP
seminars nationwide.

David Green received his Ph.D. from Indiana
State University in 1979. He is a Certified Trainer
in NLP and served as an associate staff member of
Not Ltd.’s Division of Training and Research. He has
taught NLP seminars nationwide to psychothera-
pists, social workers, salespeople, managers, police,
law enforcement, and corrections officers. He is the
author of several articles on NLP and is currently
in private practice in Los Angeles.
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I. INTRODUCTION

Learning the Meta Model is essentially learning how
to hear and identify patterns in people’s language.

I’ll present the patterns and talk a little about
them and then we’ll break up into groups and prac-
tice them.

The Meta Model is probably one of the most impor-
tant things to learn as a professional communicator
because it is a way to gather high-quality informa-
tion from the people that you are working with, no
matter what kind of field you are in.

I will start with a story about gathering informa-
tion and the Meta Model:

I was up in Canada doing a workshop on hypnosis
with a group of people and there was a gentleman
there who was a hypnotist. He told us a story that
was very interesting. He said that at one time he had
this woman come in as a client. He sat her down and
he did some hypnotic tests. She seemed to be a good
subject and he had good rapport with her. He started
off doing this induction, with his most refined Eric-
sonian techniques, using tonal markings, embed-
ded commands, and all those various things. After
about half an hour she was still sitting there with
her eyes open and nothing was happening. He fi-
nally stopped and said, “Gee, I don’t understand
what is going on. You seem to have good susceptibili-

3




4 The Meta Model Live

ty, and there seems to be good rapport. I can’t find
any reason for it, but you don’t seem to go into a
trance very easily. Is everything alright?” So, she
says to him, “Well, you haven’t shown me one of
those things yet.” He asks, “What things?” and she
says, “You know, the crystal ball.” He says to him-
self, “That’s one of those pieces of archaic parapher-
nalia that old-time hypnotists used,” but he thinks
he has one back in his drawer that he used to use
for stage demonstrations. So he goes rummaging
through his bottom drawer.

He reaches way in the back of the drawer and
pulls out this pendulum sort of thing, and he says,
“You mean this?” and holds it up. She goes, “Yes,”
and collapses immediately into a deep trance . . .
(Laughter).

I had an experience that was very much like that
when I was working with a woman on weight con-
trol. I elicited her strategy and tried to program in
a new strategy using anchoring and stuff' like that.
I thought I did a nice job, but she came back a week
later and says, “Well, it worked a little bit, but I
am still not having much success.” I couldn’t figure
it out. Finally, I asked her if she had ever changed
a problematic behavior before. And she said, “Well,
I was sort of expecting that you would do this thing
that this dentist did to me once.” I said, “And what,
specifically, was that?” And she goes on to tell me
the story about how she used to be so nervous going
to the dentist’s office until one day the dentist got
frustrated trying to work on her, and said, “Tll
have to do hypnosis with you!” She said he just
grabbed on to her wrist and told her over and over
how she would be comfortable the next time she
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came in. And she said, “I didn’t go into a deep
trance or anything like that, but I was sure sur-
prised the next time I came in. I wasn’t nervous at
all.” So, after I talked to her for a while, I just
reached down and said the exact same thing he did.
I used the same kind of intonation she used when
imitating her dentist. I held her wrist and said,
over and over, “You will have no trouble with your
eating patterns this week and will lose weight com-
fortably.” Then I told her that she’d just been in a
hypnotic trance that would cure her weight prob-
lem, and to go home and call me in a week. She cal-
led back a week later and said, “Wow, this is great.
This is just what I wanted. I've lost eight pounds al-
ready.” The point is that I tried doing various tech-
niques with little success until I asked for the
information I needed. Then, she literally told me
what I needed to do in order to make a change, be-
cause she had a reference experience.

Now, for me, this is what the Meta Model is all
about: being able to increase your efficiency in any-
thing by finding out that kind of specific information.
Knowing anchoring, knowing strategies, or any
technique by itself isn’t going to get you anywhere
unless you know Aow and when to use them. I could
have done my best piece of strategy work with this
woman, but there was something else that she want-
ed, one thing that she needed before she was willing
to respond, just like the lady who was working with
the hypnotist. For me, the Meta Model is all about
asking these kinds of questions. What do you need?
What would happen if you did? And that kind of
stuff.
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II. Development of the Meta Model

For those of you who haven’t had experience with
it before, I would like to start off from the beginning
and take you down through the Meta Model ages.

It was first developed by John Grinder and Rich-
ard Bandler. In fact, this was the very first thing
that they developed together. All the rest of NLP
was discovered and developed by asking these ques-
tions. So this should be a good motivation for you.
While there are other techniques, everything was
precipitated by the Meta Model—which is simply
asking questions. It is simply gathering informa-
tion and questioning.

John and Richard started by studying Virginia
Satir and Fritz Perls. In trying to find out what these
therapeutic wizards did, they noticed that these
therapists asked certain kinds of questions. Now,
John was a linguist. He had all these neat categories
in his head. He had studied this kind of stuff in col-
lege. But they were basically just academic things
for him. Then he got together with Richard, and they
put together this model that applied linguistic
knowledge to actual behavior.

It is all based on the idea that the map is not the
territory.

In order to operate on the world we all make maps
of what is going on out there with our sensory appa-
ratus, our eyes, ears, noses, mouths, and bodies. We
also make maps of those maps, or models of those
models, with our language systems. We call this a
Meta Model, a model about modeling.

Now, we do this mapping with language, in other
words, we map out our experience through language.
Words are anchors for experience. A word is as much
an anchor as a squeeze on the knee. Words tend to
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be the most common anchoring system, because
there are so many changes that you can make in
tonal qualities and the various phonological things
that you can do with your mouth and lips. So it is
a very refined anchoring system. As far as [ can tell,
you organize words to trigger experiences and you
use words in the same way that you would use tactile
anchors. These words serve as a map for our internal
maps, which are maps of the territory around you.
So you are three places removed from the territory,
the reality.

Now, John and Richard were always more inter-
ested in form, in the patterns of language, than in
the content. They noticed that as people map their
experience they have to leave certain things out. In
other words, you are never going to get a truly ex-
plicit map.

There is a story about the cartography department
of'a small European village. The cartography depart-
ment, the mapping department, was their biggest
civic pride and they spent a lot of time on their maps.
They decided that they would make a map that was
perfect. They started making this map, and as they
did it, they had to gather extensive amounts of infor-
mation. The next thing they knew, they had to make
the building bigger to store it all. But they kept refin-
ing their map, making it more and more detailed and
pretty soon they just had to break down the walls of
this building, laying out their maps all over the
place. Of course, what finally happened was that the
map got so big, it covered the territory completely.

The thing is, you don’t need a map that big. As a
matter of fact, it is okay to delete things. If you just
want to find some street, it is okay to just use a street
map that deletes information like hills, and deletes
what kind of trees and what kind of foliage is around.
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However, if you are concerned about areas to plant,
and what kind of soil is around, you will want to look
for a different kind of map.

People that use only visual predicates are doing
this kind of thing that we are talking about with
their representational systems. They are using a
predicate that describes one portion of the territo-
ry—the visual aspect of that territory. Other people
describe just the kinesthetic aspects, other people
the auditory, and so on.

The major pattern that I am leading up to is what
we call deletion.

A. Deletion

Deletion: that is just leaving something out. As |
said, you can’t make a map without leaving some-
thing out unless you want to make yourself ridicu-
lous. You can’t possibly describe in detail all of your
experiences. So you start leaving things out. The
only problem with that is that sometimes you delete
information that is important. You have to find the
right information for the right map. Most of you
have heard language patterns such as, “I'm scared

,  “I’'m confused . . .,” or “I’'m bewildered,” or
“I’m happy.” And each of those patterns deletes cer-
tain portions of what you are describing. In some
cases it is to your advantage to be able to recover
some of that information. Those words, “happy,”
“confused,” “bewildered,” and “scared,” are in a
class of words called predicates. They are action
words—they describe relationships between things.
A word like “scared” is a two place predicate. What
I mean by “place” is that it is describing an action
between two things. So, someone is scared of some-
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thing, and that has been deleted in the utterance,
“I'm scared.” So, of course, if you want to recover
that information, your response would be, “Scared
of what, specifically?” “What is it that scares you?”
Or similarly, if a person says, “I’m confused,” he has
to be confused about something.

In a sentence such as, “John ordered coffee and
Mary ordered peas,” it is okay to delete some infor-
mation. Sometimes it is redundant. You don’t need
to say “ordered” twice, although you do have to be
careful of the ambiguity in that particular phrase.
If John ordered coffee and Mary peas . . . (laughter).
What I am trying to say is that it is okay to delete
some information, but other times deleted informa-
tion is critically important. A professional communi-
cator needs to be able to hear deletions when they
occur and have the verbal tools to recover the de-
leted information when necessary.

One of the things we are going to be doing is trying
to identify where people delete information that is
important. For instance, if someone says that they’re
scared, it is very important to me to know what they
are scared of. Or, if someone says that they are in
pain, to know what is causing them that pain, and
how it is causing them pain. Most of you will proba-
bly have intuitions about this. When someone de-
letes something, you say, “What specifically?” You
will want to find out that kind of information.

1. Comparatives and Superlatives

There is another class of deletion that I want to
talk about. If I were to say, ““the Meta Model is the
best way to gather information,” I would be using
the superlative, best, you might want to ask, “Better
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than what? compared to what?”” If I say things like,
“This is really good, this is great, this is far out, this
is bad, terrible, or wrong,” you will want to say,
“Compared to what?” or, in response to the words
for “better” and “worse,” “better than what, worse
than what?” This way, you get some kind of idea of
how the person is making his comparisons and how

much information he has gathered before making

that comparison. Many comparisons are a form of
deletion.

B. Unspecified Referential Index

An unspecified referential index is any non-
referring noun phrase; when you delete “whom” or
“what.” If I say, "They always told me it would be
this way.” “They,” who specifically? “This way,”
which way specifically? That statement is not spe-
cific enough. “It,” and “people,” are words used
when you are deleting the specific person or object.
Unspecified referential indicies can be collective
nouns, like, “people,” “Neuro-Linguistic Program-
ming,” or “geniuses.”

Politicians use this kind of language all the time.
If you do you can get by with saying the same things
Thomas Hobbes said. He said, "Man is basically an-
tagonistic.” You can get away with generalizing and
distorting things by using a collective noun such as
“man,” but if you say, “every person,” and you begin
to name everybody, and challenge the generaliza-
tion, it isn’t going to fit, because you are going to real-
ize that this is a big generalization. I find that using
these kinds of collective nouns can get pretty slip-
pery if you are not aware of the deletion. When I first
learned the meta model (I was studying politics at
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the time), the very first thing I did with it was to
apply it to Plato’s dialogues because of all the differ-
ent ways that Socrates manipulates and uses lan-
guage, deletes and distorts, and presupposes.
Socrates just spins people around, because he was re-
ally good with violating and utilizing meta model
patterns.

C. Nominalizations

Nominalization: Most of you have probably had
some sort of experience with this word. A nominal-
ization means that you take something that is an
action, a process, and you turn it into a noun—that
is a static entity or object. A typical one is some-
thing like “freedom.” To say “I lost my freedom” is
like saying, “I lost my wallet.” You are treating
freedom as if it were a thing. Similarly, saying,
“the tension built in the room” is like saying, “the
carpenter built in the room.” You can confuse the
word, tension, with something that is a thing and
not the process of somebody being tense about
something.

So, in a way, nominalization is a form of deletion,
too, because you are deleting certain information
about the process you are talking about; specifically
in this case, tension or freedom. Being free to do
what, specifically? Someone may say, “I am having
trouble with my life,” or, “things are going wrong
in my life.” Well, you can break that down. You
want to turn it around and make it into a process.
Living where? With whom? And, living how? You
know, life is not a thing. And so, what you do with
a nominalization is try and take this action or activ-
ity used as a noun or a thing and bring it back into
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a process. If someone says, “I am having a lot of diffi-
culty with this relationship,” you ask, “you, relating
to whom?” You put it back into the verb form of “re-
late.”

One of the ways to identify these kinds of things
for yourself'is to pay attention to your own internal
representation of what the person says. So, if I say,
“Yesterday I had an accident . . . ,” does everybody
understand what [ am saying? Careful, I could have
crashed down the stairs, I could have tripped into
somebody, I could have forgotten something. I would
like to get a couple of people’s responses to that ques-
tion. When 1 said, “an accident,” who thought of
what? What did you think of ? Answer: “I cut my fin-
ger.” (Robert) “Was it verbal like that?”’ (Answer)
“No, I saw a cut finger.” (Someone else) I pictured
an automobile accident.” (Someone else) “Bowel
movement . . . (laughter).”

Essentially, what I am saying is that, here, I used
a phrase that everybody made sense of. You could
understand that verbalization, but you each had dif-
ferent representations. As I've always said, “A word
is worth a thousand pictures.”

One of the things that always has amazed me is
that people in therapeutic contexts, and people in
business contexts, very often don’t realize that. In
other words, you listen to somebody say they had an
accident, or “I am really troubled,” and you make
sense of that for yourself without really knowing the
other person’s representation for it.

Some people are very prone to nominalizations.
Many people have what we call blind spots to meta
model patterns. I was once in a workshop and there
was a woman there who used nominalizations like
crazy. She would say, “I just don’t understand why
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my experiences and realizations don’t contribute to
the actualization of my frustrations in a direction
that will cause an integration of my life crisis.” To
make a teaching point I replied, “Because of the ex-
periential qualities of your learnings and under-
standings, you begin to formulate new perceptions
of childhood conceptualizations and knowledge . . .”
and spewed out about five minutes worth of crap,
and she goes, “Oh, yeah, that is what I was thinking
t00.” She made sense out of what I said. Everyone
just started laughing because I had just sat there for
five minutes thinking of all the nominalizations that
I could, and she made sense of it.

If somebody just keeps going on and following
what another person is saying, and, internally,
makes up his own map for what that other person
is saying, that map has nothing to do with what the
other person is talking about. There is a phenome-
non called transderivational search.

i. Transderivational Search

Transderivational search means you search back
through your experiences to find a reference for
what I am talking about. If you had done a trans-
derivational search when I said, “I had an accident,”
you would have gone back through your personal
history until you had found a reference structure for
accidents. You might have gone back to an automo-
bile accident in which you participated. That word
“accident” is an anchor or trigger for a bunch of rep-
resentations in your personal history, your experi-
ence. In one seminar, 1 asked for people’s
representations for the word “dog” and somebody
burst into tears, because the day before her dog had
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died. It got hit by a car. Those kinds of things can
easily happen, because words are anchors. People
will refer to their own experiences to make sense of
someone else’s.

Now, as any one of you who has worked with hyp-
notic patterns knows, you use the exact opposite of
the meta model when you are doing a trance induc-
tion. For instance, you take the process of nominal-
ization and use it rampantly, because you know
people will follow along anyway. So, I go along and
am talking about “incorporating these new learn-
ings and understandings in a way that is the most
meaningful to you in your life today.” Now, that
doesn’t mean anything. What are learnings? Some-
body learning something specifically, through un-
derstanding what? And you want to use these to
influence and create 4-tuples in that person. (I've
been doing this to all of you during this presenta-
tion.)

Now, again going back to the meta model treat-
ment of language, what you want to do with a nomi-
nalization is to make sure that it goes back into the
process and then you recover what has been deleted.
So, what you do with a nominalization is put it back
into process.

Q: What if a client says there are bad vibes at his
office?
A: “Vibes” is a nominalization. How would you put
that back into process? What you want to do is ask,
“What vibrating about what?”’ What is vibrating,
and what is causing it to vibrate?”’ So you take the
nominalization and bring it back into a verb. “Vi-
brating how, specifically?”’

Let’s say I say something like, “My love for you
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is growing.” How could you put that back into pro-
cess? “Loving, how?” Try a sentence that didn’t de-
lete who you were loving.

You say, “I can’t deal with my confusion.” I re-
spond, “What are you confused about? And how is
it confusing you?” You want to put “confusion” back
into a verb form, which is to make it a process again.
Question: “How about making it reflexive? For in-
stance, how are you confusing yourself?” Answer:
That is presupposing that they are making them-
selves confused. That would be a pretty big presuppo-
sition, but you can get a lot of information and sort
of get them thinking if you say, “How do you do that
to yourself?” for something that they think is coming
from the outside. My personal preference is to avoid
those kinds of presuppositions.

Question: How would you turn “accident” into a
process? Answer: Try, “What happened accidental-
ly?” Accident is actually a little bit tricky. You acci-
dentally do something or something accidentally
occurs. “Accidentally” is actually an adverb, not a
verb. But in that case it is still being used as a thing,
so you want to break it down. First you will want to
recover the deletions by asking, “What happened ac-
cidentally?” “Did you slip accidentally?” “Did you
crash accidentally?” “Did you cut your finger acci-
dentally?” Then you can ask, “How, specifically, was
it accidental?”

Now remember, nominalizations aren’t all bad.
Nominalizations streamline your communication. If
you acted as that department of cartography that I
was talking about, and made your map that explicit,
it would take you a long time to get anything com-
municated. In fact, sometimes in asking meta model
questions you are just going to gather a lot of infor-
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mation about stuff that isn’t important. Then you’ve
got a meta muddle. 1 could go on and on finding out
about specifics of this person’s early childhood expe-
riences and how they are broken and things that I
don’t need to know in order to help him change, and
I could challenge a lot of nominalizations and find
a lot of deletions, but they are not going to help me
out that much. I am going to present, later, a way
to assist you in knowing when to ask questions and
what kinds of questions to ask.

D. Unspecified Verbs

Unspecified verb: Now, an unspecified verb is what
you get, a lot of times, when you turn your nominal-
ization back in to the verb form. If a person told me
there was a lot of tension in the room, then what I
would do would be to put “‘tension” back into its verb
form. “Who is tensing up about what?” Now, if a per-
son just says that he is tense or, that he is feeling
very tense, he is using another form of deletion. The
essential thing about an unspecified verb is that you
want to ask, “how?” So, if somebody says, “I know
that you are thinking this,” you ask, “Well how, spe-
cifically, do you know?” You want to find out the rest
of the pieces there. If somebody says, “Well, I just
went and did this.” You ask, “How, specifically, did
you do it?” “Did,” and “know,” and words like that
are verbs that are typically unspecified. So, what you
want to do is to recover the adverbs. How, when,
where did you do this, and stuff like that. And re-
cover all those missing pieces. You ask “How, specifi-
cally?”

Can some people give me examples of unspecified
verbs? “Give, how specifically?” you may ask. What
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about, “I think,” “I just know it.” Those are unspeci-
fied verbs because how, specifically, you think and
the way you know are through your senses. You ei-
ther talk to yourself about it, make a picture, or get
a feeling about it. So, challenging that verb is also
going to help you gather information of how people
are processing information and how they are think-
ing. Examples: Wonder, perceive, believe, feel.
“Feel” is a good example. “I felt you.” “I touched
you.” “I kissed you.” “I caressed you.” If [ say, “I felt
something,” that could be referring to any number
of sensations, any number of feelings. Those other
words got somewhat more specific. If you touch me,
I felt your touch. “Touch” is slightly more specified
as to what is going on. So is “scratch” and so is
“kiss.” In fact, “kiss” is the most specified of all of
those, in its verbal form, because as a predicate, it
implies the action, someone kissing someone. It spec-
ifies two lips touching.

These first patterns I’ve just presented I am going
to categorize in terms of what we call information
gathering. These are the most important and basic
patterns.

Now, there are other patterns, somewhat easier to
observe and challenge and are in a different class,
called limits to a person’s model. These are the kinds
of words that you find when people are describing
limitations in their behavior or how far they can and
cannot go behaviorally.

E. Model Operators

Model operators: These are your “cans” and
“cant’s:” I can do this. I can’t do this. I will do this.
I won’t do this, must or mustn’t, necessary, not neces-
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sary, and these essentially can be condensed into two
categories: We have modal operators of possibility—
It would be impossible to change right now, or I just
can’t tell my mother, blah, blah. I can’t tell my em-
ployees this. You are actually saying that something
is or isn’t possible. So we have things like CAN,
CAN’T, POSSIBLE, IMPOSSIBLE.

Then you have what you call modal operators of
necessity. These are “should” and “shouldn’t,” “have
to,” “must,” it is important that I do this. It is neces-
sary that I do that.

If a person says, “I can’t do something,” you want
to say, “What stops you?” You will be able to get a
lot of information about the kinds of things or con-
straints that they have. So you have, “What stops
you?”

The response that you offer when a person uses a
modal operator of necessity and says, “must,”
“mustn’t,” or “should,” or “shouldn’t,” is, “What
would happen if you did or didn’t?”. Sometimes a
person doesn’t want to do something because he is
afraid some catastrophic event would occur if they
would go ahead and go through with it. So, “What
would happen?”

Now, I've been calling these response challenges,
but they are not really challenges. They are re-
sponses designed to gather higher quality informa-
tion. When somebody says, “Gosh, it would be really
good to do this.” and, “I can do this.” One of the
things that you want to know is, how will they know
if they are going to be able to get it accomplished.
So you would ask, “What would happen if you could
do it?” or, “What is going to happen when you do do
it?” so that you can get information about the de-
sired state. Determine what you are going for. What
is the desired state or outcome?
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F. Presuppositions

Presuppositions: where you already presuppose a
thing is happening. If I say, in hypnosis, “Are you
going to go into a trance now or in five minutes from
now?” You are presupposing that it is going to hap-
pen. The question is just when. You presuppose that
the action will occur. So, I say, “What are you going
to tell me next week about how much you have
changed?” By putting your attention on what you
are going to tell me, I am presupposing that you are
going to change.

If I say, “Did Bill see the cat that is on this table?”
What I am asking is, did Bill see it or not, and I am
presupposing that there is a cat on this table. Some-
times, people will say something like, “I would really
be able to be happy if only so and so would stop mak-
ing my life so painful.” “If only he’d stop doing this.”
You are already presupposing that he is. So what
you want to say is, “How do you know?” How do you
know that this is occurring? How do you know that
this is really going to happen? So this question is
going to be, “How do you know?”

Since you all understand so well, already, I'll just
move on. If you want to make a presupposition, all
you have to do is start your sentence with “since,”
and whatever you say after that will have to include
some presupposition.

G. Cause-Effect

Cause-effect is actually a form of presupposition,
because you are presupposing that something is
going to cause something else. My explanation will
make you all comfortable that you understand. If I
say that Mary causes me a lot of pain, or trouble, or
makes me feel bad, or her looking at me like that
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makes me feel uncomfortable, I am presupposing
that there is some connection between those two.
This is an example of presupposition, because it pre-
supposes a cause and effect relationship. When you
think about it, these are the ways that we essentially
have of making sense of our environment. All of our
experiences are modeled in terms of cause-
effect—that something is going to happen and some-
thing will result. In fact, you make extensive use of
this pattern in hypnosis with post-hypnotic sugges-
tion. “When I snap my finger you will all wake up,
vibrantly aware and alert.” Something like that. The
thing is that any cause-effect relationship can be
valid. If T do snap my fingers and it does make you
vibrant, alive, awake, alert, and energetic, then there
is a cause and an effect. But one of the things that
you need to do, if you hear people saying, “She
causes me so much pain,” and stuff like that, is to
ask, “How specifically?” “How do you know she does
this?” and, “How, specifically, does this happen?”’ So,
you are not just challenging the connection. You
want to find out how that connection is there, how
it is made. So, this is another one of those “how”
questions. How do you know? And how, specifically,
does X cause Y?

H. Universal Quantifiers

Universal quantifiers: This is one that everybody
should know. Universal quantifiers are things like
“all,” “every,” “never,” and “always,” where you are
talking about something that may have happened a
couple of times and you are generalizing it to all
cases. People always go away learning so much from
my seminars. By the way, all of you probably have
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begun to realize that there are overlaps in meta
model patterns. In other words, universal quantifi-
ers can be considered a form of deletion. Cause-effect
is a form of deletion, because I am deleting how the
connection is made. So that, actually, a lot of these
categories overlap and include another category in
them. They are actually interconnected closely.

The challenge to a universal quantifier can be
made through exaggeration. You can exaggerate it
and say, “It’s always happened? Or, “You've never,
never done this?” “Can you think of one instance
where she has, or hasn’t?” Or something like that
where you are going to try and find counter-
examples: where you want to exaggerate it into
absurdity. If someone says, “She has never cared for
me,” you say, "Never, ever?” “How do you know
that?”

“How do you know?” is going to be one of the real
important questions for gathering information, espe-
cially when you are dealing with people’s models of
the world, because you will want to know how they
make their maps and how they gather information.

1. The Importance of Sensory Experience

By the way, when John and Richard first invented
this, they didn’t know about accessing cues, so please
feel free to use the information that you have avail-:
able through your other sensory channels. You don’t
have to hear words for everything. For instance, if
I ask someone, “Well, how do you know that?” and
they look down and left and say, “Well, I just know
it,” they have given you the answer. They specifi-
cally tell you with their body. So, please use the
non-verbal information. These questions are just to
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help gather information. You don’t have to get a ver-
bal answer to get the answer to your question.

For example, if a person looks down and right and
says, “I am really confused,” you don’t have to say,
“And how do you know you are confused?” because
he is showing you. If a person looks up and left and
says, “‘I am really confused,” he is showing you how
he is confused. Sometimes people will just tune in to
the auditory external verbal stuff and lose a lot of
other really important information that is readily
available to them. Just keep all of your channels
open. The whole concept of secret therapy is based
on this. As they think of their problems, clients are
giving you enough information with their facial ges-
tures and tonality, so that you don’t need to know
in words what is going on. You can anchor the
4-tuple you see and hear, and then you can either col-
lapse the anchor or reframe parts, or you can make
a label for it. Since words are just anchors, you can
create an arbitrary verbal anchor for the experience.
If a client says, “You know, I have this real prob-
lem,” say, “We can call that problem ‘blue.” Think
of what it’s like when you are ‘bluing.” ” You actually
make a label for it. What is important to you is that
you know the other person has the map, that he has
the representation for the experience or behavior to
which you are referring. So, you can use the process
of nominalization. You can use “blue” as a nominal-
ization for the whole experience and as a resource,
because it is an anchor as long as you can see the
4-tuple in his face and other analogues. If you say,
“Think of yellow,” and he raises eyes up-left, takes
a breath and gestures with his left hand—then when
you say, “yellow,” again and he does the same
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things, you know he’s got that representation an-
chored to the word “yellow.”

2. The Importance of Rapport

Again, you want to temper the meta model ques-
tions with rapport. The first seminar I had with John
was a linguistics class of about 150 people. John
taught the meta model method in an hour or two and
had everybody go out and practice it. The next week,
when everybody came back to class, about 50 percent
of the students claimed that they had lost all their
friends, alienated their parents, offended their
teachers, and so on. They had become meta med-
dlers! If you go out and ask, “How specifically do you
know that you love me?” in a poor tonality, your
lover may not respond the way you want. You have
to have finesse and sensitivity. You can’t question ev-
erything. Can you?

I. Lost Performatives

Lost performatives are similar to comparatives in
that they are judgments and evaluations except that
they don’t always involve a comparison. Lost perfor-
matives are things such as, “that’s crazy,” “it’s bad,”
“you’re resistant.” There, a person is applying a
judgment, but is leaving out who made the evalua-
tion and what criteria were used to make it. What
is “lost” in the lost performative are the person and
criteria that “performed” the evaluation that pro-
duced the judgment. You can recover the lost perfor-
mative by asking, “Who says it’s crazy, bad, or
resistant?” and “Crazy according to whom and what
criteria?”’ Some other responses to judgments could
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be, “Crazy compared to what?” or, “How do you
know it is crazy?” or, “Would you be crazy if you did
that?” We call that last maneuver switching referen-
tial index.

J. Mind-Reading

Mind-reading is a pattern that goes along with
presupposition. If T said, “I know what you are think-
ing,” or “You don’t have to get so upset,” I am pre-
supposing that the other person is upset. I am
mind-reading them. If you said, “They really hate
me,” you would be presupposing that you know what
is going on in their heads. If I say, “You don’t under-
stand what I am saying, do you?” or “You are won-
dering what I am going to say next,” I am
mind-reading. Anytime I say, “You are thinking
this,” “you are wondering,” or “You know this,” it
is another one of those presuppositions. Saying,
“You all know—,” is what we call mind-reading, be-
cause I am presupposing that I know what is going
on in your head. It’s also an example of cause-effect,
because you are presupposing that some cause is
having an effect on somebody else. If I said that you
are causing me to feel bad, then that would be an in-
stance of cause-effect. I could mind-read and use
cause-effect. I could say, “My talking slowly causes
relaxation.” Then, I am still using cause-effect, but

I am presupposing that it has the same effect on you

that it would on me. This can be good information.
When somebody is mind-reading you, or
mind-reading somebody else, you can probably guess
that they would respond with the same reaction that
they are hallucinating in the other person.
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K. Complex Equivalence

Complex equivalence is essentially finding the
4-tuple a person has for a particular word or general-
ization. When a person says, “She is not looking at
me, she is not paying attention,” he is saying that
to be paying attention to him you have to be looking
at him. Or, “She doesn’t love me. She never tells me
about her feelings.” For that person, love is telling
the other person about feelings. Or, “She never
touches me,” or, “She is never on time, she doesn’t
love me,” or, “It hurts so bad it must be love.” When
someone makes two experiences equivalent, for ex-
ample, “Being touched means love,” you can chal-
lenge him by saying, “Have you ever known you
were loved even though you weren’t being touched?”
Challenge the connection.

Another thing that you can do is use that
how-do-you-know question. To be effective with the
woman who was overweight (whom I was working
with) I had to find out what would constitute, in her
mind, effective therapy. In other words, what is the
person’s complex equivalence for what I should be
doing to help them? “What do I need to do? What
is equivalent to your changing?”’ One of the first
things you do in the induection of hypnosis is to ask,
“How would you know if you were in a trance?”
“What is your equivalence, in terms of what you
would feel, hear, or see, for what a trance state is?”
Do the same thing for “change.” “What would you
need to see, hear, or feel to make the change that you
want to?” You want to find out what set of experi-
ences is going to mean “change,” is going to mean
“trance,” or whatever it is you are gathering infor-
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mation about. In some cases, you will want to chal-
lenge it, depending on how you perceive what is
going on with the person, and depending upon the
intervention that you want to make.

From audience: “Give some examples of complex
equivalence.” Answer: “If you ask that question,
you don’t understand something.” I am saying that
your asking that question means that you don’t un-
derstand something. That may be very valid (again,
this is not necessarily invalid). If I say, “You are
nodding your head, you must have gotten some-
thing out of my answer,” I may be accurate. I am
saying that your nodding your head means that you
do understand, or that you have gotten something
out of it. Another one is: If they are fidgeting, they
are nervous. So that means, fidgeting means ner-
vousness. There may be some overlap with
mind-reading.

But if I am talking about change and I say, “I can
challenge nominalizations, I have changed,” then I
am not mind-reading, but I am saying that because
I can do this, that means I have changed.

That reminds me of a story I heard John Grinder
tell. A psychology professor he had in college was lec-
turing about the limitations of attention. Saying,
“You can only pay atiention about forty-five minutes
or s0,” and this teacher talked on non-stop for two
and a half hours on how attention span was only 45
minutes (laughter). So what I was thinking was that
we would give ourselves a break and give ourselves
a break. Then what I would like to do is to have you
all form groups of fours and do some exercises where
you will learn to identify these patterns.

Now what I am going to have you do in the exer-
cise is this: Each of you pick one of these patterns,
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generate a bunch of them, and have the other people
identify which one you are doing, and how many you
are doing with each other. I want you to each prac-
tice generating these as well as challenging them.

Let’s take a five minute break and be back in ten
minutes (laughter). Will everybody who has studied
meta model before raise your hand. What I would
like to do is to have you continue raising your hands
until they become cataleptic (laughter). Actually, I
would like to have at least one of these people in your
groups. I would like to have at least one person who
knows it very well. Let’s go do it/

(After exercise). John was doing a workshop for
lawyers the other day, and my father, who is a pa-
tent attorney, was pointing out that there is a trick
that a lot of lawyers do called “double questions.” I
say to the person on the box, “Well, you did 'x’ and
then you went to their house, didn’t you?” The per-
son may very well have gone to their house but I am
tacking and you did “X” on the same question. Then
the lawyer says, “Just answer yes or no,” or, “Just
answer the question now.” If the person says, “No,
I didn’t,” he acts like that person is being incongru-
ent or lying, because there was this incongruent rep-
resentation. Part of the statement was accurate.
That is a very interesting sort of pattern. I don’t
think normal people use it that much.

IT1. Comments on the Use of the Meta Model

What I want to do is find out if anyone found out
anything interesting. [ would like to point out a cou-
ple of things: (1) I would like to explain the difference
between mind-reading and lost performatives. When
a person says, “You are tired,” he is mind-reading.
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“You are tired,” means that I am reading into them
an internal state. A lost performative is something
that is a judgment. If I say, “You are bad,” “You are
nasty,” or “You are fraudulent and unprofessional,”
I am not describing an internal state, I am passing
a judgment.

If I say, “You are confused,” I am not making a
judgment as much as I am trying to identify your in-
ternal state. If I tell you that you are bad, then I am
putting a judgment on you. If I say that you are tired,
that is a state that you can go into. If I say that you
are nasty then I'm evaluating you. A lot of mind-
reading statements may have judgmental connota-
tions. But lost performatives are generally a state-
ment of a judgment as if it were a property of reality
as opposed to a description of what is going on inside
the other person. (2) Another thing is that words like
“I am patient,” “You are confused,” *‘I feel curious,”
are adverbs, a class of predicates—you know adjec-
tives and adverbs, like saying, “The grass is green.”
It is not like saying, “The grass is a chair.” If it were
really a nominalization it would fit into the same
class. In the meta model you break down adjectives
and adverbs like you would an unspecified verb. That
is, “how specifically?”

(3)Sometimes modal operators of necessity can
have a lot of bad anchors associated with them, for

example, “I should do this, “Ishould do that.” If you
change those to modal operators of possibility, “I can
do this, I can do that,”—it makes a big difference in
the way the client feels, or the way that he thinks
about it. Try saying to your clients, “I am wondering
if you would substitute the word ’can’ or *want’ for
’should’ in the statement you just made?” Both
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words share the same classification, that is they are
both modal operators, but have different connota-
tions.

(4)Complex equivalence patterns can be a positive
thing, but they may also cause limitations. In a
sense, it involves a limitation. I draw a direct equiva-
lence. The person who is auditory listens to another
by tilting his head to the side so his ear faces the per-
son. The visual person says, “He is not paying atten-
tion, he is not looking at me.” So, for the visual
person, paying attention is the equivalent of looking.
For that person “attention” is an unnecessarily lim-
ited set of experiences. Actually, “complex equiva-
lence” could more aptly be renamed “simplistic
equivalence.”

(5)As an organizing principle: You’ve got to find a
person’s complex equivalence for a desired state.
Ask, “How are you going to know that you’ve
achieved your outcome?” “What specifically will be
going on when you achieve your goal?” That is a posi-
tive use of it. That is important. The meta model
doesn’t imply that the patterns we’ve been talking
about are bad. I use nominalizations a lot. John and
Richard use nominalizations. Words are labels and
labeling is in itself neither good, nor bad. The thing
that is important is to know what responses they are
eliciting.

(6)You are mind-reading when you leave out the
complex equivalence you used to make the computa-
tion about the person’s internal experience. Using
accessing cues is a way to mind-read without leaving
out that computation. You learn accessing cues to
read people’s minds more effectively.

(DIn regard to handling universal quantifiers:
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Find a counter-example, “Was there a time when
this did not happen?” If they say, “INo one has ever
liked me,” you can provide them with an ongoing
counter-example, “How do you know I don’t like
you?”’ Something like that. If someone says, “Every-
body thinks I am crazy,” you say, “I don’t think you
are crazy.” In other words, you can also use yourself
as a challenge, or set it up so that you can do that.

(8)Phenomenology is the philosophy of nominal-
izations.

(9 The meta model is perhaps one of the most pro-
found ways that I know of to put somebody else into
a trance. You are forcing them to go into downtime
to recover all the deep structure. They have to go in-
side and do a transderivational search, age regress,
and all those other things, to find the reference expe-
rience you are asking about. It is one of the fastest
ways to put people into an altered state.

IV. Organizing Meta Model Questions

Now I want to provide you with a way to organize
your meta model questions. When you ask people
what stops them or what they want, they aren’t al-
ways going to know. They will not always be able to
provide you verbally with the answer to your ques-
tions. People can think of all kinds of specific reasons
and give all kinds of reference experiences that may
or may not have anything to do with the presenting
problem. Often, when people come to me and give me
reasons for this or that problem I notice that what
really initiates that response is something outside of
their awareness. For instance, if you raise your voice
a certain degree, or you speed up the tempo of your
voice and it triggers the unwanted response. They
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are not reacting to childhood experiences, as they
suspect. There are lots of unconscious anchors in
your ongoing experience.
For instance, this person whom I just worked with,
a guy who owned a real estate company, was saying
that he felt badly when he walked into his office and
thought his employees were against him. Well, he
had recently fired somebody, about six months previ-
ously, who had been in this office for a long time and
was sort of vying for control as to who was going to
be in charge. After that, my client became sure that
the people in the office thought all these bad things
about him. However, one of the first things I noticed
when I walked into his office was this peculiar ar-
rangement, consisting of a clock and some stars, on
the wall. I said, “Who put that there?” He said the
name of the woman he had fired. He felt guilty about
firing her, because she had been there so long. It oc-
curred to me that what happened was that he was
thinking about those people around him and it
wasn’t them at all. It was that he walked into his of*
fice, and the first thing he would see was an anchor
for this person about whom he felt guilty. He would
assign the reaction to his employees because he was
unconscious of the anchor—he would mind-read ev-
erybody else in the room. It was really an interesting
thing. It really surprised him when we took it down
and he didn’t feel bad anymore.

A. Algorithm For Change

What I’'m getting at is that the answers to meta
model questions aren’t always the answers you
want. Knowing this, you can streamline the way
that you ask questions. The algorithm for change is
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this: A client is in a present state now. He wants to

get to a desired state and he needs resources or some

sort of transition mechanism to get from the present

state to the desired state, and that is all the informa-

tion that you need to know. Now, to get this informa-

tion in a high quality way is what the meta model

is about. Get sensory grounded representations, that

you can see, hear, feel, and smell: When I say, “I had

an accident,” ask yourself what you can really see,

hear, and feel about my experience with that verbal-
ization. Recognize that you don’t want to go to your

own personal history, if you are gathering informa-
tion about an accident 7 had. You can’t go to the time
when you cut your finger and use that to make sense
out of it. You need to be able to get high quality rep-
resentation from me. One of the best ways that I
know of to know when to ask meta model questions
is to try to see, to hear, and to feel, what would be
going on with that person. So, use your senses and
take account of the quality of your internal represen-
tations about the client’s description. Be aware of
your own maps.

1. Therapist’s Syndrome

Therapist’s syndrome: A lot of therapists can take
what they see or hear outside, in other people, and
they have all sorts of programs they have developed
to make interventions and to take a person from a
present state to a desired state, but when it comes
to themselves, they can’t make images of themselves
or hear themselves. All they have is this kinesthetic
feeling and don’t know where to go from there, be-
cause all of the programs and all of the strategies are
initiated by external, visual, and auditory experi-
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ences. When I have therapists as clients, T'll often
say, “Now, I want you to make an image of yourself
or look in the mirror and ask yourself what you
would do with a person who looked like that.” A lot
of times they respond immediately, “Oh, well 1
would do this.” And then I go and do with them what
they have just suggested. Do unto yourself what you
would do to others. Have them do it with themselves.
It is really a very profound sort of thing. It is really
a simple pattern. Ask, “What would you do if this
were somebody else?”” and that initiates all the pro-
grams.

So, being aware of what you have and what you
don’t have in your own internal maps and models is
going to be very important for knowing what meta
model questions to ask. You can go ask for details
all day. You can meta model everything and still not
be able to use it to make interventions. In fact, one
of the difficulties experienced by early meta model-
lers was gathering too much information. What do
vou do with all that information? So, present state
desired state is the overlay that I want you to put
on your information when you use the meta model.
Essentially, everything else is going to be irrelevant
other than present state and especially desired state
information.

B. Establishing Desired States

Find out what their present state is to the degree
that you can see, hear and, feel what is going on and
get some representation of how they respond in a
specific context. Once you have that, then say, “If
you had a magic wand, what would you do different-
ly? What would you see, hear, or feel?” This is also
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going to be giving them important information, be-
cause a lot of times people don’t know what they
would be doing differently.

John Grinder was at the liquor store buying some
wine for dinner. There was a woman in there who,
he said, had the external signs of someone who was
an alcoholic. After he bought his wine she came up
to him and asked him if he was going by the post of-
fice, although eventually what it came to was that
she wanted a ride home. He said, “Sure, I'll give you
a ride home.” On the way there, while he was driv-
ing, she said, turning to him very quietly, “Why do
you drink?” He says something like, “I like the taste
with dinner. It clears the palate and stuff, but I re-
ally don’t drink very much.” But then, of course,
being the magician that he is, he turns to her and
he says, “But that isn’t the real question you wanted
to ask me, is it?”” She burst into tears and said, “Yes,
the real question is, “Why do I drink’?”” She went on
and on. Not wanting this woman to keep crying in
his car he suddenly shouts, “Is that your dog?” even
though there was no dog there. And that brings her
out of it, so that he can bring her into a state where
he can communicate with her a little bit better. He
proceeded to tell her some story about a little dog
that he knew that was very lonely, but that dog
wasn’t all the way alone. There was a big difference
between being lonely and being alone. Then he said,
“But the question why do you drink is not really the
question that you want to find the answer to either.”
And he said that he knew the question that she
needed the answer to. About this time she turns to
him and she says in awe, “Who are you, really?” But
he just tells her, “T’ll tell you the question, but what
you will have to do is promise me that you will do
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exactly as I say. I am going to ask you the question
and tap you on the shoulder and then you have to
get up, go into the house and not do anything else
until you write the answer down.” She agrees and
when they arrive at her house he says, “The real
question is, ‘what would you be doing if you weren’t
drinking’?”” And he taps her on the shoulder and she
gets out of the car and goes into the house. No sooner
does he get home than she calls him up and says,
“I’ve been beaten up. I have been institutionalized.
I have been grilled and asked, 'why, why, why, . . .,
but no one has ever asked me that kind, kind ques-
tion: What would I be doing if I wasn’t drinking?”
Then she said, “I was really in a bad way tonight,
and I was contemplating suicide.” John said, “I
know.” After a pause she says that she didn’t really
have an adequate answer to the question, yet. He
told her to call him back when she got the answer.
This was fairly recent, so I don’t know what the final
answer was, but the point of the story is that you
don’t need to know why, only what she wants to be
doing. In terms of meta modeling, that will be one
of the most important pieces of information that you
can get. Any strategy that doesn’t include a repre-
sentation of a person’s desired state is going to be
useless, because you are not going to know when
you've gotten the response that you want.

Here’s a good example of what can happen. I was
working with this woman who wanted to lose weight.
She would get down to a certain weight and couldn’t
lose any more than that. She had even been a beauty
queen at an earlier point in her life. She had been
very thin and now she was heavy, so I asked her
about her desired state, “What would it be like if you
could get thin?” She said, “I would look like I did



36 The Meta Model Live

when I was in college. I would look like I did when
I didn’t like myself.” Now, is it any wonder to you
that she wasn’t losing weight? She didn’t like herself
at the time she looked that way. Given this presup-
position, she wasn’t going to like herself if she lost
that weight again, and that was the most important
point of that session and of her being able to lose
weight. She didn’t want to be the way she was. After
you get a piece of information like that you ask,
“How will you still be able to like yourself and lose
weight?”” You use the objection to modify the desired

state.

C. Eliciting Resources

To elicit resources ask questions such as, “Have
you ever had it before? What have you done before?
Did you ever have a situation like this? Has there
ever been a situation where you were thin? Has
there ever been a situation where you were able to
respond quickly and not have to worry, and so on.”
In other words, you want to find out resources from
their personal history. You can say, “What would it
be like if you could do this?” You can create re-
sources out of fantasy. We call this the “as if”” frame.

A fantasy can be a resource, because memories
and fantasies operate from the same neurology. To
remember and to fantasize you use the same parts
of your brain. When you fantasize an incident, you
have to do it with 4-tuples, which is the same repre-
sentational format that memory is all about. So, you
can actually create resources. Role playing is an-
other way to create resources behaviorally.
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D. Goals of the Meta Model

The goals of this META META MODEL that
we’ve been discussing are: (1) to find out what is
going on now; what is the presenting problem? (2) to
find out what would happen if he didn’t have this
problem; what do you want? What is the desired out-
come? (3) to find out what stops you from getting this
right now. This is actually part of the presenting
problem, too. What’s preventing you from getting
what you want? (4) The next thing is to find out what
you need to get over what is preventing you, or to
get from the present state to the desired state. Final-
ly, (56) how would you know if you got it? If you know
the answer, you can get feedback to know if you are
getting it or not. The desired state must be testable
in sensory experience.

Question: How can you use fantasy when a person
has limitations that are real, such as someone want-
ing to do something as unrealistic as joining a com-
mune when he has a family to support? Answer: If
you really think it’s unrealistic, find his intent be-
hind wanting it and try to find an alternative. It may
be that what he really wants to do is be able to be
happier, or be more comfortable, or something like
that. Ask him what he would get out of going to a
commune. If he says, “Well I would feel this way,”
ask him, “Well, how else can you feel that way, even
if you don’t go to the commune?” So, the question
is, what is the outcome of that outcome, or
meta-outcome, that the person wants. If I want to go
to the moon in a sailboat, there would be a lot of
things that could stop me. In that case you have to
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work with those limitations. In that case you utilize
the information you’ve gathered. You try and find
out a way around the limitation. Every limitation is
just an opportunity to be creative. If I wanted to go
to Mars I would ask, “If T was on Mars, what would
it be like, and can I go there in a hypnotic trance,
and what would the difference be?” You try and find
the outcome of that outcome and see if there is some
other way that you can satisfy that person. In other
words, you may need time for yourself to feel com-
fortable, to feel that you've achieved a sense of ac-
complishment. Those are the kinds of things that
they may be able to get some other way.

In answer to a question: I can’t cure obesity by ask-
ing questions, but by getting the answers to ques-
tions that I can then utilize. Like the hypnotist who
asked, What is it that you need in order to go into
a deep trance? Some people have to be thrown into
a chair and told, “Go into hypnosis!”

Applic
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Plato’s Use of the Dialectic In The Republic:
A Linguistic Analysis

I. Introduction

Plato’s dialectic, a form of the Socratic method of
discussion and reasoning through argument and dia-
logues, was described by him in The Republic as the
“activity which systematically sets about the defini-
tion of the essential nature of things. . . . Dialectic,
in fact, is the only activity whose method is to chal-
lenge its own assumptions so that it may rest firmly
on first principles.” Plato maintained that through
the scrutinizing examination and re-examination of
statements of principles and virtues, even those
brought up by its own arguments, the dialectic
would eventually boil the statements down to the
eternal truths or ‘forms’ at their base. The success
of the dialectic, however, relies on the depth of the
examination and the extent to which the assump-
tions are challenged.

The term ‘modelling’ applies to the way in which
a person classifies, arranges and stores his experi-
ences and perceptions in order to direct his actions.
The way in which an individual organizes his own
‘model’ of the world he experiences determines the
way in which past perception and experiences are re-
called and how future ones are to be approached.

3




4 Application of the Meta-Model to the Socratic Method

Philosophy and politics are ideal disciplines for the
manifestation of formal modelling systems on per-
sonal and on collective levels; philosophy being the
study and organization of one’s own personal experi-
ences and politics being the attempt to transform
these patterns to a community level.

Plato’s republic reflects one such model of the
world and, in fact, The Republic provides for us
among the first records of the conscious categoriza-
tion and manipulation of a philosophical and politi-
cal model.

Throughout history the great philosophers, politi-
cians and speakers have admired and attempted to
imitate Socrates’ verbal artistry. Yet, there really
has never been another individual who has been able
to fully capture Socrates’ powers of speech; his abil-
ity to identify the weak points in his opponents’ ar-
guments and assumptions; and his ability to
formulate questions that so directly confront those
assumptions and weak spots.

It seems that, despite its definition, the dialectic
procedure was not as systematic as Plato claimed.

Most people find themselves in awe of or confused

by Socrates’ abilities rather than able to apply the
dialectic principles to their own interactions to get
to “first principles.” Most people are not able to re-
ally listen to what other people say and identify and
challenge assumptions. Certainly this ability has not
yet been made so formally explicit that anyone could
be a Socrates in the same way that almost anyone
can drive a car, use a gun or push a button that
would detonate a nuclear explosion. Perhaps it is be-
cause of this lack that one finds it so hard to disagree
with those that claim that our political systems and
political thinking have not advanced much beyond
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that of Socrates’ time—certainly not as much as our
technological systems and our weaponry.

Perhaps if there had been more people trained in
the Socratic ability to challenge assumptions in Hit-
ler’s Germany the course of history would have been
very different.

In this paper I will apply a modern formal linguis-
tic modelling system, the Meta-Model, to Plato’s dia-
lectic process as exemplified by Socrates in The
Republic. The purpose of this procedure is twofold:
(1) to attempt to create the beginnings of a map of
Socrates’ language patterns that is explicit enough
that these patterns may be easily understood and re-
capitulated by any native speaker of English; and (2)
to assess Socrates’ (and thus Plato’s) use of language,
through the dialectic process, as a means of philo-
sophical inquiry by evaluating just how systemati-
cally and completely the dialectic process does, in
fact, challenge its own assumptions and how the pro-
cess may be improved by making it more linguisti-

—cally explicit.

The Meta-Model will first be applied to a specific
passage from The Republic and an analysis will be
made of the statements of the philosophical issues.
Then a more general analysis will be made of the
strengths and weaknesses of Plato’s use of the dialec-
tic through Socrates’ dialogues.

II. The Meta-Model

The Meta-Model was developed by linguistic model-
lers John Grinder and Richard Bandler as a means
of identifying and responding to problematic pat-
terns in the speech of people in the therapeutic envi-
ronment. It consists of a series of categories
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identifying various areas of verbal communication
that are suseptible to considerable ambiguity and
which may create limitations, confusion and mis-
communication in a person’s life. Use of the
Meta-Model patterns is not confined to therapy, how-
ever, and can provide substantial insight into the
structure of thought and speech when applied to any
personal, philosophical or political inquiry.

The basic premise of the Meta-Model is that the
map is not the territory. That is, that the models we
make of the world around us with our brains and our
language are not the world itself' but representations
of it. The Meta-Model maintains that our mental
and verbal representations are subject to three basic
problem areas: generalization, deletion and distor-
tion. In language these processes occur during the
translation of deep structure (the mental images,
sounds and feelings that are stored in our brains) to
surface structure (the words we choose to describe or
represent our primary sensory experience).

The function of the Meta-Model is to identify prob-
lematic generalizations, deletions or distortions
through the analysis of the syntax or form of the sur-
face structure and provide an inquiry system so that
more enriched representation of the deep structure
may be attained.

The reader has no doubt noticed the parallel be-
tween the Meta-Model concept of challenging sur-
face structure representations to get to the “deep
structure” and Plato’s idea of challenging assump-
tions to get to “first principles.”

One of the goals of this paper is to demonstrate
Socrates’ systematic though intuitive challenges and
usage of Meta-Model violations to control the flow of
an argument.
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A. Natural Groupings of Meta-Model
Violations

In this section I will provide some brief definitions
and examples of the primary Meta-Model violations
in order to familiarize the reader with the identifica-
tion procedures.

(NOTE: The Meta-Model is described and ex-
plained in full in the book The Structure of Magic
Vol. I by Richard Bandler and John Grinder, Science
& Behavior Books Inc., 1975.)

1. Information Gathering

a. DELETIONS—In many statements a person, ob-
ject or relationship, that can enrich or even
change the meaning of the statement, is left out
or deleted from the verbal surface structure. For
example, in the statement, “We need to increase
our defense spending for purposes of interna-
tional protection,” a number of things have been
deleted from the surface structure: Defense
spending on what, specifically? Protection of
whom, specifically, by whom, specifically? In-
crease our defense spending with what, specifi-
cally? What, specifically is the relationship
between “defense spending” and “international
protection?”’ Locating deletions in surface struc-
ture can often identify areas that have not been
adequately defined, even in the deep structure
of the individual or group who made the state-
ment.

b. UNSPECIFIED REFERENTIAL INDEX—In

many statements the referential index (the per-
son, people or objects to which the statement re-
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fers) is left unspecified or unclear. For example,
in the statement, “Those Iranians have no re-
spect for life,” the specific Iranians to which the
statement is refering, have been left unspecified.
In this type of distortion, the behavior of a few
may become confused with the behavior of an en-
tire group or culture. This has the tendency to de-
humanize the group to which the statement is
refering in the model of the speaker or listener.
Some other examples of unspecified referential
index could include statements like: “People are
basically self-centered.”; "They are responsible
for the problems in the Middle East.”; “Capital-
ists are only concerned with money.”; “The Com-
munists are out to take control of the world.”

UNSPECIFIED VERBS—A specific mode of ac-
tion is not always implied by the verb used in a
statement. For example, the statement, “We
need MX missiles to keep peace in Europe,” fails
to specify just how, specifically, the missiles will
keep peace. Making sure a specific mode of action
has been defined before a decision is made can
be of critical importance.

(Author’s Note (1983): A good example from mod-
ern politics of how the failure to identify and
define unspecified verbs can create miscommuni-
cation and the repercussions that follow is that
of the recent falling out between Ronald Reagan
and Menachem Begin. An associate of the au-
thor’s had the opportunity to speak with both Re-
agan and Begin after a Camp David meeting
concerning the Lebanese crisis. His observation
was that they were both satisfied with and con-
gruent about the agreement they had made that
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Begin would not interfere with Reagan’s han-
dling of the situation in Lebanon. Shortly there-
after, however, Begin criticized Reagan’s policies
in a televised press conference. When Reagan an-
grily accused Begin of failing to keep his agree-
ment to “not interfere,” Begin replied that he
hadn’t “interfered;” he had merely told the re-
porters what he thought. Here, the assumptions
about the unspecified verb “interfere” were not
challenged and the “first principles” or “deep
structure” defining “interference” and “non-
interference” were not reached and an unneces-
sary break in international rapport occured as
a result.)

d. NOMINALIZATIONS—This is where an activ-

ity or ongoing condition or relationship (such as
a verb or an adverb) is represented as an object
or noun. Saying that, “We are fighting for
truth, justice and freedom,” for instance, is
much more ambiguous than saying, “We are
fighting for money.” Money is a specific object
that may be easily seen, felt and heard by any
individual. “Truth,” “‘justice” and “freedom”
are actually words representing evaluations
and relationships that may be experienced very
differently by different individuals. Typically a
nominalization is an unspecified verb that has
been further distorted by being used as a noun.
The typical way to deal with a nominalization
is to put it back into verb form and recover the
deletions. For example: “Who being truthful to
whom about what, specifically, and in what
way?’ “Who treating whom justly under what
conditions and in what way?” “Who being free
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to do what, specifically, with whom specifical-
ly?”

Setting and Identifying Limits

UNIVERSAL QUANTIFIERS—Typically char-
acterized by words like *“all, every, never, al-
ways, only, everyone, everything, etc.,”
universal quantifiers overgeneralize behaviors
or relationships observed in a few cases to char-
acterize all such cases. The statement, “The Rus-
sians will never accept an arms limitation pact,”
exemplifies such a generalization. Some other
examples include: “Building a strong army is the
only way to prevent nuclear war.” “The Japa-
nese are always just ripping off U.S. technolo-
gy.” Such statements are typically challenged by
finding counterexamples to the claim made by
the statement.

MODAL OPERATORS—Modal Operators are
words like “should, shouldn’t, must, can, can’t,
is necessary, impossible, etc.,” where a state-
ment is defining a limit by asserting a claim
about what is possible, not possible, necessary or
unnecessary. For example, the statement, “You
can’t communicate to the Chinese through any
means but force,” is a statement about a limita-
tion that may or may not be accurate. A typical
way to challenge modal operators is to ask ques-
tions like: “What stops you?” “What would hap-
pen if you could (or did)?” “What would you need
in order to be able to?” Too often modal opera-
tors are simply assumed and accepted as existing
limits. Some other examples include: “We
shouldn’t waste our time trying to colonize
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space.” “We must maintain the honor of our na-
tion even if we must die in the process.”

Semantic Il1l-Formedness

COMPLEX EQUIVALENCE—Perhaps more ac-
curately defined as “simplistic equivalence,” this
type of violation occurs when two experiences
become so closely tied together that they become
equivalent in the surface structure of the speak-
er. For example, in the statement, “Automobile
sales decreased again last month, our economy
must really be a disaster,” the speaker is imply-
ing that “decrease in automobile sales” = “eco-
nomic disaster.” Yet the two may not necessarily
be equivalent. A more direct statement of a com-
plex equivalencies would be, “Safety means hav-
the force to destroy your enemies.” Here the
implication is that “safety” and the ability to “‘de-
stroy your enemies” are equivalent. It is often
important to challenge such equivalencies by
asking, “How, specifically, do you know that?”

PRESUPPOSITIONS—presuppositions  occur
when an assumption must be held to be true in
order to understand the surface structure. To
understand the statement, “When the Russians
stop trying to sabotage our peace efforts, we’ll be
able to negotiate,” you must assume that the
Russians already are, in fact, trying to sabotage
peace efforts. Similarly the statement, “Since
you leave us no alternative, we must fight,” pre-
supposes that no alternative, in fact, exists. As
with complex equivalencies, presuppositions are
often challenged by asking, “How, specifically,
do you know that?”
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CAUSE-EFFECT—These are statements where
a cause-and-effect relationship is either explic-
itly or implicitly implied between two experi-
ences. Again, such a relationship may or may not
be accurate. In the statement, “Acting swiftly
and forcibly will make them respect us,” it is not
clear just how, specifically, the action will make
the people respect the speaker. It may just as eas-
ily cause the opposite effect. Likewise in the
statement, “If we don’t stand firm on this posi-
tion they will make fools out of us,” one might
ask “How, specifically, will they make us into
fools?” Or if someone were to say, “The govern-
ment needs nuclear weapons to make our coun-
try safe,” one may ask, “How, specifically, will
nuclear weapons MAKE us safe?”

MIND READING—In these statements the
speaker claims to know what another individual
or group feels, means or thinks. In the state-
ment, “The Russians want to see an end to our
way of life,” the speaker is claiming to know the
internal experience of a group of people—to
“read their minds” so to speak. This may be
more of an interpretation than a statement of ac-
tual fact. To say that, “Nixon acted out of fear
in order to save his ego,” would be a similar type
of mind reading. To qualify the validity of the
statement, one will typically want to ask, “How,
specifically, do you know that?”

LOST PERFORMATIVE—Evaluative words
such as “right, wrong, good, bad, just, etc.,” tend
to become disassociated from the actions and
reasons that established their value in the first
place. Such words can often become more dog-
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matic or ambiguous than useful. The individual
begins to confuse his own representation of the
world with the world itself. The response to a lost
performative would by to ask “According to
whom?” or “Bad according to what criteria” or
“Best compared with what?”

It is evident that more than one of these cate-
gories may be applied to a specific word or group
of words at the same time. One word may present
several areas of ambiguity. Likewise, any partic-
ular statement will often contain more than one
violation.

II1. Specific Analysis of a Dialogue

Since it is the nature of the Meta-Model to call for
extensive breakdown of the semantic and syntactic
components of each sentence in the dialogue to be
analyzed, it would be beyond the scope of this paper
to apply it to too great a portion of Plato’s book.
Therefor, I have chosen to analyze a single conversa-
tional block, one which I feel is indicative of Plato’s
use of the dialectic, and extract the overall pattern
from there.

The analysis is structured in two columns. In one
column I will provide a direct transcription of the
conversation from the book and in a second column,
run next to the first, will be the commentary and
analysis of the movement and direction of Plato’s ar-
gument. The passage under study is Plato’s thwart-
ing of the conventional view of justice presented by
Polemarcus through pages 56-62 of the Penguin
Classics edition of The Republic.

It is important to keep in mind that the model is
being applied to a translation and that some of the
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ambiguities that are found here may not exist in the
same sense as in the original Greek.

The Conventional View of Justice:

Dialogue

Socrates: Well
then, as heir
to this argu-
ment, tell me,
what is this
saying of Si-
monides that
you think tells
us the truth
about doing
right?

Polemarcus:
‘That it is
right to give
every man his
due,’ in that, 1
think he puts
the matter
fairly enough.

Analysis

Plato initiates his challenge of the con-
ventional view of justice calling it
‘right’ at first. He also calls for ‘the
truth.’ The usage of the term truth here
is ambiguous in two ways: a) it is a
nominalization in that Socrates is
speaking of it as a thing rather than an
adverb or judgement. b) Both “truth”
and “right” are lost performatives in
that it is not clear just whose set of con-
ditions defines a statement to be “the
truth” or “right,” and what those con-
ditions are.

The ttalicized words represent points
where the sentence may be termed se-
mantically ill-formed. 1) The noun ar-
gument ‘it’ has no referential index as
to just what is right. As a result the
statement (which is in the form of a
complex equivalence) can be inter-
preted in two ways: a) that ‘to give
every man his due’ is actually the only
definition of the word ‘right’ or b) that
the term ‘right’ is simply a value judge-
ment of the action ‘to give every man
his due.’ 2) ‘Give’ is an unspecified verb
in that it is not clear just how ‘due’ is
given. For example, one may be consid-
ered as ‘giving’ another person his due
by not taking more than one’s own due.
3) ‘Every man’ is a universal quantifier
which may require some limiting cases.
4) ‘Due’ is a nominalization. It is not de-
fined as to just what a man’s due con-
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S: It is indeed
difficult to dis-
agree with Si-
monides; he
had the poet’s
wisdom and
inspiration;
but though
you may know
what he
meant by
what he said,
I'm afraid I
don’t. For he
clearly does
not mean
what we were
just talking
about just
rnow, that we
should return
anything en-
trusted to us
even though
the person
asking for it
has gone mad.
Yet what one
has entrusted
to another is
due to one,
isn’t it?

sists of. It could be an action or a
thing.

Socrates is refering to an example
that he brought up previously that stat-
ed:

“But are we really to say that doing right con-
sists simply and solely in truthfulness and re-
turning anything we have borrowed? Are
those not actions that can be sometimes right
and sometimes wrong? For instance, if one
borrowed a weapon from a friend who subse-
quently went out of his mind and then asked
for it back, surely it would not be right to do
so, or to consent to tell the strict truth to a
madman.”

In this example Socrates challenges
Polemarcus’ complex equivalence by
finding a counter example to the uni-
versal quantifier “every man.” He as-
serts that it would not be ‘right’ to
return a weapon to a man who has gone
mad. However, Socrates deletes the im-
plied cause-effect relationship. He
seems to be implying that it would not
be right to return a weapon to a mad-
man because the man might injure
somebody, which is understandable,
yvet he then generalizes it to include
‘anything’ and adds that one should
never tell the strict truth to a madman
either.

Socrates appears to be confusing the
interpretations of the original complex
equivalence: a) that right is the act or
b) that the act is right. He attacks the
statement as an equivalency by saying
that returning borrowed objects is
sometimes right and sometimes wrong.
Yet, what is given as a counter-example
is actually a case of two different value
judgements of “right” conflicting with
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each other. In other words, Socrates is
shifting the referential index back and
forth between the person who is doing
the “right” act and the person to whom
the right act is being done. The state-
ment that “it is right to give every man
his due” implies that right is being
done to the man who is receiving his
due. Socrates doesn’t deny that the
madman deserves his property back.
What he is saying is that it is more
right to prevent the possible injury of
the borrower and of others than it is for
the madman to get his weapon re-
turned. So the ‘rightness’ of the return
of the madman’s property is not
changed, it is simply overruled by a
‘right’ that is considered hierarchically
more important. This, however, does
not justify the generalization that any-
thing we borrow from a madman
should not be returned or that the
weapon could not be returned to the
man’s family or guardian. Unless he is
implying that objects needn’t be re-
turned to a man who has gone mad be-
cause he no longer could make proper
use of them. But that would be the
same as saying that it is not right to re-
turn a pair of shoes to one who has sub-
sequently lost his feet.

It should also be pointed out that in
this example Socrates has taken it
upon himself to specify the verb “give”
as meaning return of objects that were
borrowed and defined the nominaliza-
tion “due” to mean objects that have
been borrowed. He also introduces an
extremely ambiguous and problematic
adverb ‘mad’ which generally applies
to actions that deviate from what is
considered the norm. Socrates makes
noc mention of degree or type of “‘mad-
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