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SECRETS OF THE NLP MASTERS


50 Techniques To Be Exceptional


Judy Bartkowiak




INTRODUCTION


NLP, or neuro-linguistic programming, has been defined and described as many different things, from a manual for the mind to a toolbox of techniques. Its positive focus and practical applications for all aspects of one’s life have attracted interest from a wide age group. NLP is practised in front of huge audiences on stage and in schoolrooms, clinics and company boardrooms. Surely, this thing that provokes such an intense response needs further investigation. Where better to focus, then, than on the proponents of NLP, the NLP Masters. Who are they and what do they say?


This book is a collection of insights drawn from NLP writers, trainers, therapists, coaches and those they inspired, who either came from other disciplines or moved into them afterwards, and so drills into a rich reservoir of knowledge and experience.


Neuro-linguistic programming was developed by Richard Bandler and John Grinder in the early 1970s at the University of California in the United States. Maths student Bandler was transcribing some seminar sessions delivered by Fritz Perls (Gestalt Therapy founder) and Virginia Satir (Family Therapy founder) at the behest of Dr Robert S. Spitzer. He must have found them inspiring because he started copying what they taught and found he got the same results as they did. Spitzer even said, ‘Richard spent several months transcribing the audio tapes and after a while developed many of Virginia’s voice patterns and mannerisms.’ Of Bandler’s work with Perls he said, ‘He came out of it talking and acting like Fritz Perls. I found myself accidentally calling him Fritz on several occasions.’ What Bandler had done using his mathematical brain was to break down the structure and code of what they did so that he could reproduce it. This they called ‘modelling’, and this is essentially what lies at the core of NLP and is what makes it unique as a therapy.


The fact that this led to Bandler running therapy groups on the campus based on Satir’s and Perl’s work shows how absolutely he had modelled them. His activity attracted the attention of Grinder, a linguistics student, and he, too, started to get involved and bring to the table his expertise with words. By copying what Bandler said and did, he got the same results and together they published their first NLP book in 1975, The Structure of Magic. In the book they introduced their first NLP model, the Meta Model, which was based on the language patterns of Perls and Satir. It identifies 12 ways of challenging the deletions (vague speaking), distortions (mind-reading) and generalizations that can interfere with our ability to develop ourselves into the great people we want to be. You will become familiar with these interventions throughout this book.


Virginia Satir has been enormously influential in the world of NLP and specifically contributed the much-vaunted anchoring techniques, which you will get the chance to practise in many different contexts. She also introduced Bandler and Grinder to the representational systems – visual, auditory and kinaesthetic – that enable us to understand the different ways people make sense of their world and choose to communicate it to others. By matching them, we can gain understanding of and rapport with others.


Grinder and Bandler also modelled the work of Milton Erickson, from which they developed the Milton Model. This took the deletions, distortions and generalizations of the Meta Model into hypnotic forms and metaphors, enabling us to gain greater understanding of how we perceive our world so that we can make changes to improve it. Milton shows us how the very vagueness that can interfere with clear and resourceful communication when used in a hypnotic form can encourage people to find the gaps in the content from their subconscious, where the deeper content lies.


What Grinder and Bandler wanted to do was model the excellence of these therapists so that it could be reproduced by anyone who used this code. In effect, they wanted to create a user manual for the mind. The benefit would be that by understanding how our thinking affects our language and actions to get a result, we would be able to change that result by changing the underlying thinking.


Thus, NLP is often seen as a collection of methods and models that we can use to understand our thought processes and behaviour and, by understanding them, change them (should we want to) to get the result we want. We call this the desired or compelling outcome. The chapter headings have been devised to represent and focus on possible desired outcomes that you might have, so find the ones that most resonate with you.


Here is how Bandler and Grinder describe NLP – note their emphasis on curiosity and exploration (key drivers in NLP), and on the desire to understand the other person’s map of the world (how they make sense uniquely of events and experiences, feelings and communication).
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‘NLP is an attitude which is an insatiable curiosity about human beings with a methodology that leaves behind it a trail of techniques.’










Richard Bandler









	

[image: image]





	

‘The strategies, tools and techniques of NLP represent an opportunity unlike any other for the exploration of human functioning, or more precisely, that rare and valuable subset of human functioning known as genius.’









John Grinder


Others who were influential in the early days of NLP were Judith DeLozier and Robert Dilts. We will be using Dilt’s Neurological Levels of Change model several times in this book, as well as DeLozier’s work on reframing. Both of these enable us to make significant changes in our life while remaining true to our values and identity. Working with John Grinder, they developed New Code NLP in the 1980s, which focused on the relationship between conscious and unconscious processes. It works more with engaging the unconscious mind through using metaphors (where one thing represents another), patterns, time frames, logical levels and perceptual positioning, all of which are described and used several times through this book.


Since then, many NLP Masters have added to this, with further work on metaphors and ‘clean language’ by David Grove and by those who modelled his original work – Penny Tompkins and James Lawley. NLP has been applied to every area of life and has spread all over the world.


Fundamental to NLP is the idea of modelling excellence: the idea that, if someone else can do a thing, then by coding it, being curious about the structure of this thing and taking on the underlying belief, then we too can do that thing. I would encourage you to embrace a state of curiosity as you read this book. What could you learn? What could you add to your skill set?


There are 50 chapters, many on a similar theme, so you can pick and choose those that best relate to your desirable outcome. Each one offers different examples of how to apply techniques and some will be more relevant than others. Examples span areas such as health, weight loss, business, parenting, sport and relationships. Some of these will be more relevant than others but the themes can be applied in other contexts. For example, you may not want to lose weight but you might want to reduce your drinking or smoking, so the chapter will still be relevant. You may not be in a relationship at the moment but you will still have relationships you value with friends or colleagues, siblings and parents.


You will find some repetition of techniques, albeit using different contexts, and this is deliberate. This means that, if you’ve selected specific chapters, you will not have to flick back through the book to find where a technique is explained.


In each chapter there are quotes from NLP Masters, some of whom are well known, others less well known. They are chosen more because they seem to make a good point well rather than because they are necessarily considered to be an NLP Master, although most of them are. Many are from Sue Knight who trained me and whom I consider to be a model of excellence as an NLP writer. Many of the NLP Masters wrote books based on therapy, some of which are almost verbatim reports on therapy sessions, which, while they make fascinating reading, don’t necessarily provide pithy quotes. Therefore the absence of quotes from certain NLP masters whose work you may admire is not because I do not rate their work but rather because I could not find suitable quotes that were short or expressive enough to include. Quotes were chosen carefully to give you cause for reflection. Many do not even come from the world of NLP but nevertheless express a view that I consider pertinent to the chapter.


There are a number of presuppositions or beliefs about life that Bandler and Grinder found were inherent in their models of excellence in those early days, and even more than a quarter of a century after their initial work they strike a chord with us to the extent that, when we take on these presuppositions, things change for the better, we feel empowered and resourced. A list of these, then, is my gift to you at the start of this book. Read the book believing the following presuppositions to be true and suspend your scepticism and those limiting beliefs that usually prevent you from achieving what you want:


•  Everyone makes the best choice available to them – accept, understand and forgive.


•  There is no failure, only feedback – accept mistakes as a learning opportunity.


•  Behind every behaviour is a positive intention – be curious, find it and learn from it.


•  The map is not the territory – what you feel is only one way of looking at things; there are other ways that might prove more useful.


•  The meaning of the communication is its effect – take responsibility for what and how you communicate.


•  We already have all the resources we need – tap into all your resources and divert them to where they are needed.


•  The person with the most flexibility has the most influence – the more choices of how to respond we have, the better.


•  Mind and body are one – what affects one affects the other.


•  If one person can do a thing, anyone can – this is what modelling is for.


•  There is a solution to every problem – be curious to find it.


•  What is true of someone else is true for us, too – what we notice in others we have too; that’s how we recognize it.


•  If you always do what you’ve always done, you will always get what you’ve always got – it’s you who have to change if you want a different result.


Which of these is the one that will make the difference for you? When we set about modelling the excellence of others, whether they be someone who has managed to overcome serious difficulties in their life, achieved great sports prowess or acting skill or is a great inspirational teacher, we can look at these presuppositions and consider which of them might have been true for that person.


It isn’t just other people’s excellence we can examine and copy but also our own. We all do things with excellence. However you may feel about certain aspects of your life, there will be parts of it where you think you have expertise and skills. When you focus on that skill, what belief do you hold? Which of those presuppositions is true for you as you use that skill? Which presupposition has to be in place for it to be possible to do that skill? Now, if you accept that you have that belief, you can start to be curious about where else that belief and that skill could be useful and be applied to great effect.


You see: you do have all the resources you need and this book is another resource for you to add to them.











	This SECRETS book contains a number of special textual features, which have been developed to help you navigate the chapters quickly and easily. Throughout the book, you will find these indicated by the following icons.
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	Each chapter contains quotes from inspiring figures. These will be useful for helping you understand different viewpoints and why each secret is useful in a practical context.
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	Also included in each chapter are three strategies that outline the ways you can put this secret into practice.
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	The putting it all together box at the end of each chapter provides a summary of each chapter, and a quick way into the core concepts of each secret.
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Set a realistic goal
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‘The greatest personal limitation is to be found not in the things you want to do and can’t, but in the things you’ve never considered doing.’










Richard Bandler
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‘If you think you can do a thing or think you can’t do a thing, you’re right.’










Henry Ford
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‘A goal without a date is just a dream.’










Milton Erickson
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‘You have to set goals that are almost out of reach. If you set a goal that is attainable without much work or thought, you are stuck with something below your true talent and potential.’










Steve Garvey
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‘All our dreams can become true if we have the courage to pursue them.’










Walt Disney


The difference between a goal and a dream is reality. You can dream about becoming a bestselling writer, the CEO of your company, a famous actor, top athlete or getting to the top of your profession but, unless it becomes your goal, it will remain a dream.


Most people are probably familiar with SMART goals – goals that are specific, measurable, achievable, realistic and timed. We know that we need to be specific about what we want, and be able to measure it so we know when we have succeeded. It should be possible for us to achieve it ourselves or for us to learn how to do so from someone else, by modeling them. We should also name a date by which it will be complete, otherwise the goal becomes just a dream because there’s no end to it.


So knowing this, why don’t we then achieve our goals when we apply these simple rules? In this chapter we will look at one element – being ‘realistic’. Firstly, what does this mean? One person’s ‘realistic’ is not the same as another’s. This is based on self-belief, the desire to achieve the goal, one’s physical and mental abilities, and funds available. These things are generally set in the present. However, your goal will be achieved in the future, so you have the power to change all these factors such that it will be realistic. The secret of setting realistic goals is to be willing to suspend belief.


How helpful is it really that the goal should be realistic anyway? After all, if some of the famous explorers and adventurers had set only realistic goals, they would never have done the things for which they are now famous. After all, it was widely believed that the world was flat and that, if one were to sail to the edge, the ship would fall off the edge into, well, no one knew what, so it wasn’t a realistic goal to aim to sail around the world. Yet, it was done. Until scientists find the cure for a disease, it is often believed to be incurable, so therefore off-limits as a realistic goal. Indeed, people have been cured by faith healers and indeed many other seemingly unrealistic methods. Magicians appear to do things that aren’t realistic, and we are spellbound as we watch escapologists find a way out of seemingly impossible cages underwater or even walk on water.


So who is to say what is realistic? How important is it and does being realistic actually restrict us? Or does the fact that it restricts us enable us to achieve our goal? Maybe it depends how important it is to you, how much you want it and what you are prepared to do to achieve it.


The NLP Masters recommend that the goal needs to be possible or realistic in the sense that you can control the outcome. For example, explorers, scientists and entrepreneurs who have achieved impressive and groundbreaking objectives have been able to do so because they did not rely on other people and could control their outcome to some extent. Obviously, some factors are out of our control such as the weather, so in a sense no one has 100-per-cent control. We cannot control the feelings and behaviour of other people who could prevent us achieving our goal.
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WHO’S DONE IT?










When you are testing your goal for being realistic, ask yourself who you know who has done this thing already, or something similar.


Read books and articles about people who have succeeded in doing something along the same lines as you’re planning. Watch TV footage or YouTube videos and study how they do this: listen to what they say, paying particular attention to the difference that makes the difference for them. Maybe this might also be true for you?


Those people who have done what you want to do are your models, so break down what you learn to get the structure of their excellence so that you can copy it and have a go yourself.


When you are modelling people who have succeeded in achieving the goal similar to yours, pay particular attention to their belief. You will need to copy what they say and do and how they look when they’re doing this thing, but their success will fundamentally come down to their belief about doing it.


It’s quite difficult to guess someone’s belief and, if you ask them, they don’t always know or can’t put their finger on quite what the belief is that makes the difference between success and failure for them. It might therefore be a matter of TOTE – Test Operate Test Exit. Try on one of their apparent beliefs for size. Say to yourself: ‘When I believe XXXXX, what difference does it make?’ You’re acting as if this belief makes the difference. It may, it may not. In which case, you test again using another belief, until you get the desired result. The desired result may not be the goal in its entirety but may be an element of it or a skill you need to achieve it.


Reading people’s autobiographies is usually a good way to get under their skin and discover their beliefs, so take the opportunity to read whatever they’ve written about themselves. Follow them on Twitter and ‘like’ their Facebook page to get further insight into how they think and to learn how you can incorporate their model to achieve your goal.
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ASSESS YOUR SKILLS










What skills do you need to make your goal realistic? We can often get bogged down in detail. When we think of our goal, we might list all the things we need – money, skills, contacts, experience in this thing, and so on. We list the individual skills as detailed and specific, possibly too specific. Instead of being specific, ask yourself these questions.


  1.  What skills do you have currently? Make a list.


  2.  What are you good at? Make another list.


  3.  What do other people say you are good at? Another list.


  4.  What do you notice other people being good at? The fact that you notice these skills in other people indicates that you too have these skills. We say in NLP: ‘If you spot it, you’ve got it.’ So make a list of these skills, too.


  5.  What did you use to be good at? Another list.


Look at these lists and find the patterns. What sort of things do you seem to be good at? Put them into the following categories: Physical, Mental, Creative, Social.


Now we’re going to chunk up. This means taking those things you are good at and asking you to take them up a level. So if you’re good at these things, what does it mean you are? Can you think of a few words to sum up your strengths? Write them down.


Having chunked up, we’re now going to chunk back down but with your goal in mind now. Thinking about these strengths and your goal, how easy will it be to achieve it? How can you apply each of these strengths to particular aspects of your goal? How will strength X help you? Which parts of achieving your goal will be assisted by this strength? Then move on to the next one until you’ve carefully plotted how each of these strengths will serve you in achieving your goal. How realistic does it now seem to you?


In the previous strategy we learned how we can use modelling to make our goal realistic by finding people who have the skills we will need. In this section we have learned how to take our existing skills and, by chunking up and down, discover how they can be applied to our goal in order to make our goal realistic.
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RESEARCH + FEEDBACK










Sometimes goals need further research in order to find out what might be available to help you achieve them. Perhaps you will need specific equipment, clothing, training facilities, information and so on. You can’t expect to achieve your goal without doing thorough research. Talk to people who have done this thing already and model them, using the modelling strategy outlined above. In addition, check out what could be happening in the field you are interested in so that you can take advantage of other people’s work and build on it with their association and contacts.


Research the Internet for ideas. You may need technology to make your goal realistic and there is constant development in the area of technology all over the world. Maybe someone right now is working on something that would enable you to achieve your goal.


Question received wisdom – maybe your information is out of date. Remember, people once thought the world was flat and that you would fall off the edge if you sailed towards the horizon!


Feedback is very important in order to fine-tune your goal so that it is realistic. As you make headway towards your goal, notice the results you get and be curious. You won’t be successful immediately, otherwise this isn’t really a goal. It will take many attempts and some changes in approach based on feedback. Feedback is a learning opportunity. When things go wrong, what is this telling you? Each supposed ‘failure’ is giving you information on how to improve.
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	[image: image]  Putting it all together







	Be tenacious and take these learnings so that your goal becomes realistic. If you know that someone else has achieved a particular goal, it means that this goal is realistic and that you can achieve it too. What you have to do is model those who have achieved it, recognize and access your own skills and strengths, and use feedback in a positive way, questioning and researching information you can use to help you achieve your goal. Many people give up on their goal, saying ‘It just can’t be done’ or ‘it’s not possible for me to do it’. Others, by putting no end date on it, keep it as their dream, never to become a reality.
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Set a compelling goal
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‘The difference between those who succeed and those whose goals last as long as a house built on sand lies in their willingness to pay the price. For example, are you willing to let go of everything you think you hold dear to achieve what you really want?’










Sue Knight
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‘The future is a good place to get interested in because you’re going to be spending the rest of your life there.’










Paul McKenna
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‘Imagination rules the world.’










Benjamin Disraeli
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‘Whenever you want to achieve something, keep your eyes open, concentrate and make sure you know exactly what it is you want. No one can hit their target with their eyes closed.’










Paulo Coelho
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‘Change is the only constant in life. Are you going to choose the direction life will take and the kind of person you will become or will you just sit back and wait for life to happen to you?’










Richard Bandler


How important is it for you to achieve your goal? How much do you want it? A compelling goal is one that you will move heaven and earth to bring about. It’s a goal that you will take risks to succeed at and make sacrifices for. ‘Compelling’ means that you are drawn towards it like a magnet, unable to resist its pull and the force of its attraction.


Goals can become burdens we carry around with us. They become part of our personality, our packaging, how people know us – for example, ‘She’s always on a diet’, or ‘He’s trying to set up his own business’, ‘They’re trying for a baby.’ You are so much more than your goal, but so long as it’s not actually happening you develop a sense of it being part of your identity. It affects everything you do and everything you are, how you relate to other people and how they relate to you. Because of this, sometimes there can even be a sense of loss or grief when you have achieved your goal because you wonder what comes next. It is so much a part of you that you start to question ‘Who am I when I don’t have this goal?’ And, indeed, who are you? For example, when you are your goal weight, what next? Your identity was as a dieter and perhaps you associated with other dieters through a group. Will you still be a part of this group when you have achieved your goal? Perhaps you’re trying to give up smoking. What will you do when your friends all go outside for a smoke? Will you miss this ritual? It is important that you set a goal that is compelling and which you want, despite the fact that you will be a different person when you’ve achieved it. Can you cope with this and the loss of the goal as an appendage?
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ASSESSMENT: DO YOU HAVE A COMPELLING GOAL?










Test whether your goal is compelling by asking yourself these questions:


  1.  What do you really want? Choose something that really excites you.


  2.  What would you do if the world was going to end in a week? This puts you in touch with what’s really important to you.


  3.  What would you do if you knew you couldn’t fail?


  4.  Who wants this goal? Is it really 100 per cent your goal or is it something someone else thinks you should/must/ought to do?


  5.  What will having this goal give you? What values does it underpin for you? Values let you know what’s important to you.


  6.  On a scale of 1–10, how important is this to you?


  7.  Who will you be when you have achieved this goal?


  8.  What will you no longer be able to do, once you have achieved this goal? Will that be a problem for you, or for other people you care about? How will you manage this?


  9.  When you imagine yourself achieving this goal, what do you see, hear and feel and what are you doing?


10.  Go through this list again until you have three goals. Then prioritize which one to go for.


What counts as compelling, like beauty, is in the eye of the beholder. It is not your remit to fashion a goal that is compelling for others, for your family, your loved one, your boss or your department. The only way to create a compelling goal is to ask yourself how much you want it for yourself.


Truly compelling goals, goals that really resonate with who you are, are goals that are congruent with your values in life. Some of your values will have been inherited from your parents and others will have evolved from your subsequent life experiences. If you’re not sure what your values are, then ask yourself: ‘If the world was going to end in a week, what would I do?’ This question tends to disclose our priorities in life – what has to be true for everything else to work. Another way of finding your values is to ask yourself: ‘What makes me really mad and angry?’ Think back to the last time you got very cross – what was it about? Focus on the underlying value that was not adhered to rather than the content of the story.


Our values make us who we are. By going for a goal that is truly in line with our core values, we become more of who we are. We consolidate our identity. Think about your identity and who you’ll be when you meet your compelling outcome.


There are downsides to achieving your goal. Other people know and love us for who we are: the someone who is aiming for this goal. Will they feel the same when we have achieved it? Maybe they’re going for the same goal and will be less successful in achieving it – how will that alter the dynamics of your relationship?


[image: image]









	

[image: image]



	

LOGICAL LEVELS OF CHANGE










We can use the Logical Levels of Change to explore how to make our goal compelling. Look at the Logical Levels diagram in the Appendix and think about your goal at the top of the triangle. Ask yourself the following questions:


  1.  Move down a level and ask yourself who that means you are. What is your identity as you reach for that goal, what does it need to be to attain it?


  2.  What values and beliefs will serve to underpin and drive you towards that goal?


  3.  What skills do you need to apply to achieve it?


  4.  What actions will you take?


  5.  How can you adapt your current modus operandi to accommodate your goal?


If you find at any level that there is some incongruence or misalignment, return to the previous level and repeat it. If necessary, you may need to go back to your goal and rephrase it to make it more compelling or even change it completely.


Only when you can move fluidly through the levels from top to bottom and back up again, with each level fully aligned, will you know that your goal is really compelling.
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ANCHORING










A great thing to do when you have a fully aligned compelling goal is to anchor a visualization of you having achieved it. The reason we want to do that is to be able to keep on track when the going gets tough, which it will if our goal is really something worth going for.


So, close your eyes and think about you achieving your goal. Make it present by imagining that right now you have achieved it, that you are that person:


•  What can you see? Picture it in glorious Technicolor.


•  What can you hear? Pump up the volume.


•  What is happening? Make this an action movie.


•  How are you feeling? Be aware of your whole body.


When all your senses are alive with the thrill of the experience of you having achieved your goal, squeeze your earlobe and hold it there while you enjoy the sensation. As the senses diminish a bit, release your ear and ‘break state’. That means we just give ourselves a shake and move about a bit to ease the tension.


To get the association between the sensation and the action of squeezing your earlobe, you need to do it a few times. You can alter the images and sounds to experience different aspects of achieving your goal but make sure you maximize each sense.


Once the sensation and action are fully associated, you will be able to repeat the action of squeezing your earlobe anywhere and at any time to remind yourself of what it feels like to have achieved this compelling goal.
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	[image: image]  Putting it all together







	It is easy to get caught up in media hype and pressure from friends and family as well as from your work environment and social network, and to form goals that fit with other people’s needs and expectations of you. These are not compelling goals. They are not goals that will work. You may achieve them but they fall short of what you are capable of. Instead, use the strategies above to form compelling goals – goals that you feel proud to be associated with, goals that inspire you and drive you towards them because they put a fire into your breast as you think about how you will feel when you have achieved them.







	When your goal is compelling, you will be motivated and focused even when people try to distract you from it. You will know that this goal fits with your values and beliefs and will confirm your identity and purpose.
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Reframe the goal
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‘Reframing enables you to put a new or different frame around an image or experience. What seems to be an extremely challenging situation in the present can be reframed to have less impact when considered as part of your whole life experience.’










Mo Shapiro
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‘We have the mental tools and skills to get rid of the crap we don’t want and replace it with what we do want. You can be whoever you choose to be.’










Richard Bandler
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‘A signal has meaning only in the frame or context in which we perceive it.’










Tony Robbins
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‘Many fables and fairy stories include behaviours that change their meaning when the frame changes. The different-looking chick seems to be an ugly duckling. He has been comparing himself to all the other ducks and now he is a beautiful swan.’










Dr Lisa Christiansen.
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‘Take that which you no longer need, bless it for what it has done for you, and then set it free.’










Virginia Satir


The meaning of an event depends on how we frame it. When we change the frame, we change the meaning. For example, the event of slipping on a banana skin is very different depending on whether you are the observer or the victim.
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A QUESTION OF PERSPECTIVE










Imagine you are in an art gallery and looking at a painting. You can look at it from many vantage points and each will give you a slightly different perspective. Right up close and you won’t see a thing (and the alarm will go off!); far away and it will be difficult to see any detail. To one side, you may get a strange view of things. Looking at it alone will be different from talking about it as you look at it with others, and your own state of mind will affect how you see it. Similarly, when we put the painting into a completely different frame, it will take on another form.


The purpose of reframing is to enable us to make a change in our life by considering other possibilities. It is easy to get stuck in one way of looking at a situation: reframing offers us new options and, as we know, in NLP the person with the most options controls the system.


There are several reasons why we might want to reframe a goal. Take ‘weight loss’ as an example. It is focusing on the very thing we don’t want – ‘weight’. How much more compelling it would be if we could focus on what we do want – a slim body, flat tum, size zero or whatever our goal really is. Secondly, it is an ‘away from’ goal because, again, it is what we don’t want. The most important reason we need to reframe it is because it does not conform to any of the rules of SMART goals. It is totally unspecific – how much weight loss is going to mean success? One might go on and on for ever. It can be measured but which measure is the most meaningful: body fat ratio, waist or hip measurement, pounds or kilos lost? Who is to say what is achievable, what is realistic and in what context and when it is to be achieved by? Is it any wonder, then, that the weight loss business is so huge? Perhaps if we reframed weight loss, more people would succeed in being the size they want to be.
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A SIX-STEP REFRAME TECHNIQUE










Bandler and Grinder developed their six-step reframe technique from work they did with Milton Erickson and Virginia Satir. Behind the process is the belief that every behaviour is useful in some way; it has a positive intention. Yes, even overeating!


•  Step 1  Identify the thing you want to change. In this example it is overeating.


•  Step 2  Establish communication with the part of you that overeats. Is it somewhere in your body or your mind? Is it an inner voice saying ‘Go on, you deserve it, you’ve had a bad day’ or a hungry feeling, the look of the dessert, the smell of chocolate?


•  Step 3  Consider what benefit it has for you. What positive thing is it trying to do for you? Does it want you to feel loved and full; have a nice sweet taste in your mouth; be one of the girls? Does it relieve your anxiety or boredom and make you feel good? Do you get out of doing something you don’t want to do because you are overweight?


•  Step 4  Be curious. How could you satisfy that positive intention in a different way so that you could meet your outcome?


•  Step 5  Consider the options.


•  Step 6  Fast-forward and imagine yourself doing this new behaviour. Check that it will work. If it will, then you’re done. If not, go back to Step 4 and come up with other options.


When considering your options, it can be helpful to ask yourself a few questions in order to understand the behaviour you’re focusing on:


•  How else could I view this behaviour?


•  How might other people view it?


•  In what context would this behaviour be appropriate?


•  What’s stopping me from changing my behaviour?
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FIVE FRAMES










There are five ways of framing events:


The outcome frame is when we focus on the well-formed outcome, wording our goal as something we do want, and establishing it as a SMART goal – specific, measurable, achievable, realistic and timed. So in the context of weight loss we would instead decide on what weight or size we want to be by when and devise a plan to achieve it that we know is within our control. We can also visualize how we will look and feel when we are that weight. The reason some people don’t succeed in losing weight is because they find it impossible to imagine themselves slim.


Dieting clubs use this outcome frame approach by setting goal weights at 5 or 10 per cent so there is always a goal within sight. They produce a plan based on ‘points’ or symbols such as traffic lights, weekly weigh-in meetings, recipes and sometimes a range of branded foods. They have watchwords like: ‘See you slimmer next week.’ Motivation is encouraged with stars and smiley-face stickers awarded and homework set to increase commitment.


The backtrack frame is where we go back to the first time we had the issue or behaviour we want to change and check whether this is behaviour we still want to pursue. Maybe it’s no longer appropriate. We can continue patterns of behaviour without thinking. Maybe you started to eat more when you were at home with the kids or out of work, but have simply continued to do it despite the situation having changed.


The evidence frame is used to check on how you’re doing – what evidence do you have that it’s working? How do you feel? How do your clothes feel as you lose weight. How do you look? Keep checking how you’re doing. When you have a lot of weight to lose, it’s easy to feel downhearted, but check the evidence in the mirror. Respond to positive feedback. When people notice that you’re losing weight, thank them and feel good about it rather than dismissing it.


The ‘as if’ frame is where we behave as if we have already achieved our goal, so in this case we’d behave like a slim person, do what they do and eat what they eat. We can model people who are the size and shape we want to be and we would find that we ate less and were more active as a result. Acting ‘as if’ means that we do now what we’d planned to do once we lost weight, so apply for that new job, buy that new dress or take up tennis again.


The ecology frame is where you check how your outcome fits with those around you. Does your overeating fit with the people you spend time with? How can you keep your friends and family happy yet change your behaviour so you can meet your goal? Sometimes, couples get into habits and ways of eating and not exercising, but it can spiral out of control. One person then decides that they want to do something about it and lose weight but fears how their partner will react. They worry about being seen as disloyal in some way.
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	[image: image]  Putting it all together







	Instead of having a weight-loss goal, reframe it by using the six-step reframe and identify the specific behaviour you want to change and the positive intention behind it, and come up with three alternative behaviours that will meet the same need and still achieve your desired outcome. Consider using one of the five different frames to help you reach your goal and overcome any barriers that might have stopped you in the past.
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Understand the goal
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‘The concept that the map is not the territory is one of the ideas that laid the foundations of Neuro Linguistic Programming. It means that your understanding of the world is based on how you represent it – your map – and not on the world itself.’










Tony Robbins
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‘Questions are also interventions. A good question can take a person’s mind in a completely new direction and change his life. For example, ask yourself frequently, “What is the most useful question to ask now?”’










John Seymour
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‘Everybody is a genius. But if you judge a fish by its ability to climb a tree, it will live its whole life believing that it is stupid.’










Albert Einstein
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‘All experience is subjective.’










Gregory Bateson
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‘Put yourself in a state of mind where you say to yourself, ‘‘Here is an opportunity for you to celebrate like never before, my own power, my own ability to get myself to do whatever is necessary.”’










Tony Robbins


A goal is something we want, a state of mind such as confidence or calm, or it could be something more tangible such as a new job or to get married. How we frame it, or word it, will make a big difference to our chance of achieving it, but first we need to understand it and put it into a context. A good way to do this is by using the Logical Levels of Change, because this process causes us to align ourselves with our goal and in so doing address issues that enable us to understand it fully and the consequences for those around us.


Refer to the Logical Levels diagram in the Appendix. Your purpose or goal is at the top of the pyramid and you can answer the question for yourself about who you want to be. Remember to word it as a ‘towards’ goal because it can be tempting when we are in a problem state to think about what we don’t want, such as not wanting to shout at the children, not wanting to miss a deadline, not wanting to be overweight, not wanting to smoke and so on. So think about what you do want and visualize yourself getting it – because when we can see, hear and feel ourselves having achieved our goal, there is far more chance of our succeeding at it.


Moving down a level, who are you when you’re striving for this goal? For example, if your goal is to run a marathon, then your current identity would be ‘training for the marathon’ and this will define who you are right now and affect all the choices you make about eating healthily, keeping your fitness levels up, stretching and so on.


What beliefs and values do you have that underpin who you are as you head for this goal? You’ll have lots of them but some will be particularly useful at this time, others less so. It might help to list the things that you believe relate to your goal, even putting them in order of importance. Your values will be those things that you hold to be important in life and they, too, should be aligned to your goal. If your goal is to get a promotion, this would be underpinned by the belief that you have the right experience for the job and that it would be a good career move. Your underlying value would be that it is important to progress in your career.


The next level, skills and capabilities, requires you to compile a list of all those things you do well that will enable you to achieve your goal. They may not be skills that directly relate to it, although many will, of course, but they may be skills that you have developed in other areas of your life that you can transfer to this one particular goal. These would be skills such as perseverance or courage, stamina, sense of humour and so on. They would also include very specific skills such as being able to run, cook, write or speak a foreign language.


At the behaviour level, we focus on what we actually do in terms of our day-to-day behaviour and how we can change that in order to achieve our goal. In the marathon example, we might want to incorporate some training into our day a few times a week. What can you do now to change your behaviour?


Environment relates to where you live and work, with whom and how you can make changes to align yourself to your goal. You may have to change job, change the hours you work, move house or change something more minor to enable you to reach your goal.
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UNDERSTANDING YOUR FITNESS GOAL.










Lots of us want to be fitter. We know that we are likely to live well into our 80s or even 90s, so we want to take care of our body so we have the best chance of an active old age. But what exactly does that mean?


We don’t necessarily want to run marathons; indeed, we may not even want to run at all. Perhaps walking would form part of our fitness goal. If that is the case, we need to decide what sort of walking. There is power-walking, walking the dog, rambling, walking to work instead of taking the bus, walking upstairs instead of using the escalators or the lift. The more precise we can be in our planning, the more chance of we have of succeeding in achieving our end goal.


We need to decide what form our fitness will take: whether we are going to walk, run, swim, or play a sport and what type of exercise we want to include in our fitness regime. We also need to decide at what level we want to start, how we plan to progress and what level will satisfy us as having met our goal of being fit. This may be about frequency and duration, so think about for how long and how often you want to do a fitness activity. Whom will you do it with? Some of us are much better doing things in company rather than on our own, so know who you are and what is going to work for you.
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UNDERSTANDING YOUR WEIGHT-LOSS GOAL










We want to lose weight, but this is an ‘away from’ goal, so understand your goal by thinking about what will constitute success. Will it be getting into that red leather jacket you bought in the sales or feeling lighter on your feet when you exercise, being able to see your feet or perhaps hearing others comment on how good you look. What do you want to see, hear or feel? Being able to imagine success is half the story and having the desire to achieve it is the motivation to construct a strategy that will work. Everyone will have a slightly different strategy, so knowing how yours will work and being prepared to constantly fine-tune it will ensure that you stay on track.
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