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FOREWORD

I first came across NLP in the early 1990s as a manager in the NHS. I was seeking a tool kit that would enable me to enhance my communication with others and discovered that many of the tools and techniques of NLP provided useful solutions to everyday communication problems.

Jeremy has encapsulated some of these tools and techniques within this book. He has created a ‘must-have’ manual for individuals to dip into this skill set. Readers will quickly learn how to use the skills in a practical, effective and safe manner with themselves.

This no-nonsense, practical and readily accessible book provides a perfect introduction for those wanting to find out more about NLP. The book also provides an ideal stepping stone for those who want to find out more before attending a course in NLP.

Lisa Wake

MD Awaken Consulting & Training Services Ltd

Former Chair of UK Council for Psychotherapy

Author of Neurolinguistic Psychotherapy: A Postmodern Perspective



INTRODUCTION

Welcome to Successful NLP. This book has been written for people like you, people who are interested in discovering just how useful NLP is, and how it can help them to get better results, faster, in all areas of their life. It is written particularly for people who have had either little or no previous exposure to NLP, or those who may have attended a brief course and want to delve a little more deeply.

NLP was initially developed in the mid 1970s, and for a while was treated with some scepticism in certain quarters. It has developed to such an extent that it is increasingly being recognised and accepted academically. For example, there are Masters Degrees in NLP and related topics from a UK university, with a few high-quality NLP courses qualifying for credits towards postgraduate NLP qualifications.

In addition, in 2008 the University of Surrey ran the first International NLP Research Conference, where delegates presented research papers which prove the effectiveness of NLP. Further similar conferences have been planned, and the volume of academically-based evidence that NLP is effective is increasing rapidly.

The purpose of Successful NLP is to provide you with information about NLP and how to use it to improve the results you get in life, and to help you to have more of what you want and less of what you don’t want.

Successful NLP contains only the minimum background theory, which means it has the maximum amount of information possible dedicated to providing you with useful, practical tips on how to use NLP most effectively.

How this book is structured

The book is divided into four main parts:

Part 1 provides an essential background to the work we will cover in subsequent parts. There is some theory in Part 1 to provide a foundation for the rest of the book.

Part 2 considers communication, the sometimes hidden or subtle meaning of words, and how to use words even more effectively to enhance your communication. It also considers non-verbal communication, which, as you will see, can be even more important than verbal communication.

Part 3 is the bulk of the book, and considers how to change behaviours and responses and hence your results, the ‘nuts and bolts’ of NLP. For each topic, you will learn why it is useful, the relevant information about the topic and how to use it.

Part 4 covers gaining even greater insight into yourself and others plus a summary of how to apply the information contained in this book.

Finally, the appendices contain a brief word on some of the NLP topics not covered in this book, a summary of how to apply the information written in this book, information about NLP training courses, a references and further reading guide and a glossary of terms.

All of the chapters have exercises, tips and examples of how the techniques have been used with people in all areas of life – business/work, relationships, coaching, sport education and health. Please note that the names (and sometimes the gender) of the people referred to in the examples have been changed in order to preserve client confidentiality.

By the very nature of this topic, some of the techniques will be explained in some detail to enable you to be able to know how to use them.

How to get the most from Successful NLP


As mentioned earlier, Successful NLP is very much a ‘how to’ book. There are numerous exercises and, in order to assist you in developing the skill to use the techniques effectively for yourself, the processes are explained step by step. It may be useful, and even necessary, to re-read some of the processes, or refer to them whilst doing the exercises. When I was learning NLP I found that the more I read through and then practised a particular NLP process the better I was able to do it.

It is recommended that you do as many of the exercises as possible, especially those which may initially seem a little challenging to you and which you may find would benefit you. You may want to re-visit sections of this book every few months to refresh your memory – I guarantee that every time you refer to the book you will learn something new because your base knowledge will have increased and therefore you will be reading it through ‘new eyes’.

To assist you in working through this book, there is a glossary with an explanation of the main terminology used in this book.

A quick word of caution

NLP coaching techniques are potentially powerful tools and are only to be used in a way that is beneficial to all people involved. They are not to be abused or misused. Although many of the techniques in NLP can be used by qualified NLP Practitioners, Master Practitioners and Trainers to assist others to make changes to various aspects of their life, Successful NLP is written primarily for people to use in their own lives. I would strongly suggest that unless you are qualified in NLP, you limit any use of the NLP change techniques (particularly those in Part 3) to yourself.

Although NLP techniques are increasingly being used by medical professionals, therapists and counsellors, they are not a substitute for medical advice, therapy or counselling if that is what someone needs.

And finally...

I hope that you enjoy and benefit from reading the book and using the techniques as much as I have enjoyed and benefitted from learning and using the skills.



PART 1


THE BUILDING BLOCKS FOR SUCCESS





CHAPTER 1

What is NLP?

In this chapter, we will cover the basics of NLP so that you can begin to get to grips with the techniques and how to use them. In particular, we will cover:


• What is NLP?

• Some background and history of NLP

• The three main benefits of NLP, and hence why it is so useful

• Some of the main uses of NLP

• What it is and what it is not




WHAT EXACTLY IS NLP?

What is NLP (Neuro Linguistic Programming)? There are several ways of describing it.

There are some clues about it in the name. Neuro Linguistic is about the language of the mind ie pictures, sounds, feelings, tastes, smells and self-talk. Programming relates to the patterns of thinking and behaviour which we all have, rather like computer programs. For example, if someone is asked to make a presentation or speak in public and they are not used to doing this, they may have a nervous response, which is a pattern of behaviour they run. NLP is a series of ‘techniques’, communication tools, approaches and attitudes to help people to change their patterns of behaviour and communication, so they can have more of what they want and less of what they don’t want, and hence achieve their goals.

Another definition of NLP is ‘the study of subjective human experience’. Why is it that you will respond in a particular way to an event, and someone else will respond differently? And how can you change your responses if they do not serve you?

Some people simply call NLP ‘the new science of success’, a way to get better results, faster.

NLP is rapidly becoming seen as a set of tools and approaches which are of major benefit to people in all walks of life, including business, sales, management, sport, health, education, coaching, therapy and every aspect of human endeavour where there is some form of communication.

SOME BACKGROUND AND HISTORY OF NLP

NLP was originally developed by John Grinder and Richard Bandler in the mid 1970s. Grinder was a professor of linguistics at University of California, Santa Cruz. Bandler was a student of mathematics. They teamed up to investigate the types of language and linguistic patterns used by effective psychotherapists. In particular, they ‘modelled’ three therapists – Fritz Perls, Virginia Satir and Milton Erickson. Modelling is a term frequently used in NLP. In essence modelling is finding out what and how someone does something, normally a behaviour that the modeller would like to emulate. A more detailed definition is given in the glossary (see here).

Now in case you are wondering why it would be useful to you to read anything about psychotherapy (apologies to any therapists reading this), think of it this way: therapists are in the business of communication and persuasion, persuading people to change behaviour patterns and responses that they may have done for most of their life. So, if effective use of language can help people change ingrained behaviours, it will probably be valuable in helping the vast majority of people to improve their communication and make changes to their own behaviours.

Bandler and Grinder were curious about what was the difference that made the difference between good therapists/communicators, and these three excellent ones. In modelling these therapists, Bandler and Grinder initially developed a set of language patterns that are extremely useful when communicating.

As a result of this initial modelling project, and their curiosity about ‘what’s the difference that makes the difference’ between someone who is excellent and someone who is ‘merely’ very good, they and other people after them have developed more and more ‘techniques’ which we now know as NLP.

The question ‘what’s the difference that makes the difference?’ is an important one, because it can inform us about the changes we could make to improve what we do. If we perform well in certain situations, how do we do that? How can we replicate that in other situations to improve ‘performance’ (whether it is selling, presenting, playing sport, teaching, asking our children to do something or asking for a pay increase)?

Because NLP is an art and a science, there are differing views about certain aspects of NLP within the NLP community. So if you hear or read about slightly different points of view, or different ways to express some NLP concepts, just consider that your toolkit has been enriched, so that you can use the technique(s) that seem most appropriate to the situation at the time.

THE BENEFITS OF NLP

There are three main benefits of NLP. NLP helps us to:


• Improve communication

• Change our behaviours and beliefs

• ‘Model’ excellence, in other words if we (or someone else) can do something really well, how do we (or they) do it, and how can we (or they) replicate it when we (or they) want/need to?



Let’s explore each benefit in turn.

Improving communication

Communication is probably the most fundamental aspect of human interaction. Have you ever ‘communicated’ with someone, thinking that you both knew what each other meant, and afterwards you were surprised at their interpretation, or they were surprised at yours, or both? Or have you said the same thing to two people, and one responded in one way while the other person responded completely differently?

NLP provides us with a set of communication tools which will significantly reduce the likelihood of misunderstandings (no, it can’t completely remove this likelihood. Better results faster? Yes. Miracles? No). We will cover these communication tools in Parts 2 and 4.

In addition to communicating with others, we also communicate with ourselves. If you think we don’t communicate with ourselves, what was it you just said to yourself when you read this last sentence? When you do something really well, what do you say to yourself? And if you do something you regret, such as making a mistake during a presentation, or dropping the milk on the kitchen floor, you will probably say something to yourself (out loud or in your head, or both). Given that we communicate with ourselves, how can we improve the way we do so to improve our results? NLP offers some ways to do that.

Changing behaviours and changing beliefs

As we will discover in Part 3, there are numerous methods in NLP to help change our behaviours if we find those behaviours are not giving us the results we want. And as we shall see in Chapters 3 (see here) and 8 (see here), our behaviours are strongly influenced by our beliefs. Sometimes people have beliefs which are not useful, such as, ‘I can’t become a good salesperson’, or ‘I can’t become a good athlete’, or ‘I have to know all the answers when making a presentation’. NLP has numerous ways to help people change their beliefs and behaviours.

Modelling excellence

Finding out how someone does something is fundamental to NLP. How does an excellent golfer know exactly how to make the putt, and what does he/she do that is different from someone who is merely a good player? How does an excellent salesperson know when to close the deal? How does an excellent teacher know that the students have learned the topic before moving on to the next topic? What are some of our own strategies for excellence, and how can we replicate those consistently, and possibly even apply the same process in other contexts? NLP provides many of the answers to these questions, and provides a methodology to model excellence. Although the full process of modelling is outside the scope of this book, we will cover some important aspects of modelling.

SOME OF THE MAIN USES OF NLP

Given the three main benefits of NLP, it can be used in virtually every area of life. Here are some specific ways, many of which will be covered in detail in this book. Those aspects in italicised text are unfortunately outside the scope of this book, and are included purely so that you know of the breadth of possibilities offered by using NLP.

Business/work


• Sales

• Advertising and marketing

• Managing people

• Building customer relations and/or supplier relations

• Negotiation

• Conflict/dispute resolution

• Team-building

• Leadership

• Presentations

• Recruitment

• Interviews

• Creative problem solving

• Improved decision-making




Coaching


• Helping clients achieve goals

• Increasing overall fulfilment

• Feeling more confident

• Overcoming personal barriers to success



Education


• Learning

• Teaching

• Learning ‘problems’ eg ‘poor’ spelling



Health


• Weight loss

• Overcoming illness

• Eating disorders

• Anxiety

• Allergies

• Quitting smoking

• Phobias



Sport


• Improving focus

• Overcoming bad performances

• Feeling confident, and/or overcoming nerves

• Mental rehearsal/visualisation



Relationships


• Finding a suitable partner

• Improving communications within families



NP can also be used therapeutically, although such uses are outside the scope of this book.

Some of the uses of NLP listed above under certain headings can apply to other headings, for example better decision-making could be used in any area of one’s life, team-building could be used in sport, etc.


ACTION POINT

Referring to the main uses of NLP from above, make a list of things in your life that you would like to change. As you read this book, use the relevant topics to assist you in making the changes you want.



WHAT IS NLP NOT?

A word of caution about NLP. NLP has a hugely powerful set of tools to help people change the way they think. It can also be used to influence other people. Therefore, like any powerful tool, it is essential to treat it with respect and to use the techniques to create ‘win-win’ situations. In NLP, we often refer the concept of Ecology. Ecology in this context relates to considering the implications of any changes you make or actions you take on the wider system, be it other aspects of your own life or the impact on others. For example, if you want to make changes in your career, what could be the impact on your health, your relationships, and on those close to you such as partners or children? We will consider ecology further in Chapter 4 (see here).

Occasionally I hear people say that NLP is ‘manipulative’. Techniques cannot be manipulative; it is only the intention of the individual that can cause a technique to be misused. Is a surgeon’s scalpel dangerous? In the right hands, it saves lives. In the wrong hands.... Therefore, I request that you use the information in this book wisely and ethically.

Moreover, as mentioned already, NLP is not a substitute for therapy or counselling if that is what someone requires. Similarly, even though it has applications in the field of health, it is not a substitute for suitably qualified medical advice.


QUICK RECAP

• NLP provides a set of powerful tools to help you to change the way you think and give you the edge in certain situations, so that you can have more of what you want and less of what you don’t want.

• It can be used in numerous situations and different areas of life.

• It helps people to communicate more effectively, change behaviours and beliefs, and to ‘model’ or replicate excellence more consistently and in other situations.

• It is not a substitute for appropriate medical or therapeutic treatment.

• It is used most effectively when seeking win-win situations.





CHAPTER 2

Communication: what happens inside our mind?

Have you ever wondered why people perceive things differently? Why is it that two people can see the same film and have different views, thoughts and feelings about it, or that two interviewers may have different opinions about a candidate? Why is it that two golfers will respond differently to a delay caused by the weather? Why is it that a couple will walk down a road, one will notice the cars and the other will notice the clothes people are wearing?

Many of these questions can be answered by the model of communication used in NLP. It is important to stress that this is just that, a model, not the model, nor a statement of truth.


OVERVIEW OF THE COMMUNICATION MODEL

Take a look at the diagram of the Communication Model below. To make it really easy to follow, assume that the elements to the right of the face denote external events, and the elements ‘inside’ the head denote what happens literally inside someone’s head.

NLP COMMUNICATION MODEL

[image: image]

Starting from the right, each external event is an ‘information stimulus’, which we perceive through our five senses: sight (visual), hearing (auditory), feel (kinaesthetic), smell (olfactory) and taste (gustatory). In NLP these senses are referred to as Representational Systems, in other words how we represent the external world internally. We will explore these further in Chapter 6 (see here).

These ‘stimuli’ are then filtered internally to produce an Internal Representation or mental image of what we think we have perceived through our representational systems. We will discuss these filters in the next section.

This mental image will impact on our State; if we have ‘pleasant’ mental images of what we perceive, we will probably feel content, happy or some other ‘positive’ state. Equally, if we have ‘unpleasant’ mental images, we may feel upset in some way (angry, anxious, etc).

Depending on whether we are in a good state or not, this will be reflected in our ‘physiology’, such as our posture and our breathing.

Mental images/internal representations, state and physiology are inter-related. For example, we can change our physiology as a way to change our state and internal representations. It is not unknown for psychotherapists to prescribe exercise for people who are depressed; the exercise is a change of physiology, which changes their state and therefore their mental images. All sports people will know the highs and positivity they feel after a hard training session. Even standing upright, smiling, with your shoulders back will probably improve the way you are feeling compared to slouching, looking down and having a frown on your face.

Internal representations, state and physiology are important because they impact on our behaviours, and our behaviours impact on our results.


ACTION POINT

Pick someone who you know very well, and who you see frequently (partner, family member, colleague, friend, team-mate). Notice how you notice whether he/she is in a good mood or a bad mood. Make a mental note of the physiological signs – posture, facial expression, voice inflexion – you pick up on. Whatever you notice, remember that our physiology and our state are linked. We will expand on this in Chapter 5 (see here).



THE THREE MAIN FILTERS

Let’s now consider in more detail the key aspects of what happens inside people’s minds, starting with the three main filters, namely Deletion, Distortion and Generalisation. We will then consider some of the determinants of what information we delete, distort and generalise.

Deletion

It has been estimated that there are millions of ‘bits’ of ‘information stimuli’ happening to us each second. In his book Flow (Harper Perennial, 2008), Professor Mihaly Csikszentmihalyi estimated that we are only consciously aware of around 126 bits per second. Therefore, there is a lot of information being deleted. Even if these numbers are exaggerated, you probably weren’t aware of the feeling of your legs against the chair you’re probably sitting on until you read this sentence, or of the texture of the pages against your fingers or of the sound of the people around you, or of the material of the clothes you’re wearing right now. Indeed, psychologists have asserted that if we were simultaneously aware of all of the information and events that were happening we’d go insane. To avoid this we only focus on some of the information and events, so, when we go into a crowded room, for example, we delete some of the sounds so that we can tune in to the conversation we’re having.

So we delete a huge amount of infomation (did you spot the deletion – the ‘r’ was deleted from ‘information’) from our conscious awareness. Please note there is a difference between deleting and ignoring (for example, requests to do household chores or homework).

Putting humour to one side for a moment, deletion is not a good or bad thing – it’s just what we humans do. How can you use this knowledge usefully? One way is to be aware that people you communicate with may inadvertently delete some of the information that you tell them. Hence, it may be useful to check that people have seen/heard what you wanted them to see/hear. For parents, when giving important information to your children (for example about safety), you might want to check they have understood it and remembered all of it. For bosses, when briefing colleagues or staff members about important issues, it may be useful to check they have understood it all.

Another factor to take into account when communicating is the notion of Chunking. According to Princeton University Professor George Miller’s study in 1956, people are able to handle between five and nine ‘chunks’ of information at a time before becoming overwhelmed. Miller also discovered that we can increase this amount if we organise it into appropriate chunks or groupings of information. We will come back to this topic in Chapter 7 (see here).



TOP TIPS

When communicating, recognise that people may be able to handle only limited pieces of information at a time. Keep it simple and to the point when giving instructions, especially when there is some pressure, for example during a half-time team talk, or when managers give a sales pep-talk before a busy day in the department store. Also remember that for some of the people you are giving instructions to, some of their five to nine chunks of attention may be directed elsewhere. I am reminded of the phrase often used by my first NLP trainer – ‘less is more’.



Distortion

We all ditsort (did you spot the distortion?) information in our minds. As with deletions, this is not good or bad – it’s just what we do. Examples of commonplace distortions are:


• When we shop for clothes, we mentally compare what we are seeing externally to the memory of what we have in our wardrobe to see if the new clothes will match what we already have

• When we look to buy a property, we imagine the rooms being decorated in a certain way

• Sports players visualising their desired performance before an event, or coaches planning a particular move or tactic

• Thinking that the doorbell or phone has rung when we’re in the shower, even though it has not

• Imagining that our boss or colleague is annoyed with us just because they didn’t say ‘hello’ at the coffee machine this morning



Distortions can be limiting or useful. For example:


• In work, are you blowing out of proportion the error you made when presenting last month’s figures and hence putting unnecessary additional pressure on yourself, or are you putting the mistake into perspective so that it merely informs you about what to do differently to improve yet does not adversely impact on your next presentation?

• In sport, are you building your opponents up to be something they are not, hence ‘psyching yourself out’, or are you ‘cutting them down to size’ in your mind?

• In your personal life, have your friends really stopped calling you as often as they did, or does it just seem that way? And even if they have stopped calling as often, does it mean that they’re giving you the cold shoulder, or could it be that they are just really busy?




TOP TIPS

As human beings, we are ‘meaning making machines’, ie we make meaning of and interpret the events in our life. Notice the meaning you place on events, and distinguish the facts from your interpretation or distortions. If you think that, for example, your boss is annoyed with you because she didn’t speak to you at the coffee machine, don’t let it fester, simply check it out. She could simply have a lot on her mind.



Generalisation

A generalisation is when we take one piece of data or information and assume that other things within that category are the same or that the pattern will be repeated. Generalisations can be extremely useful when learning – for example if I learn the principles of how to add up 13 plus 24, I can generalise the principles to be able to add up 27 plus 35. If I can drive one car, I can drive other cars.

As with deletions and distortions, generalisations can be either useful or limiting. They are the basis of ‘isms’ such as racism, sexism, ageism, where someone assumes (generalises) that because one or some people in a particular category of people may behave in a certain way, all people in that category will do so. Not all generalisations are negative though.

Some useful generalisations in different contexts could be, for example:


• ‘When I train hard at the gym I feel more energised at work, and I have been training hard recently so I am confident that I will perform at my best in tomorrow’s assessment centre.’

• ‘Because I/we have won the last three matches against this team/opponent, I/we will win today’ (but watch for over- confidence).

• ‘I worked hard and passed my last set of exams with excellent grades, and because I have worked hard this time, I will get excellent grades again.’



Here are some examples of generalisations which may be limiting:


• ‘I find it hard to play against left-handers, and my opponent today is a leftie so it’s going to be tough today.’

• ‘I froze in my last two interviews and so I may well do so in next week’s interview.’

• ‘My last relationship ended badly, so I’m not very good at relationships.’



You have probably noticed that many of the generalisations expressed above take the form of ‘beliefs’. That’s because beliefs are often little more than generalisations, and the following exercise will give you a very clear experience of that. This is a simple example of how generalisations can lead to beliefs. Please do this exercise now before you read any further:


ACTION POINT

Imagine that you’ve set your alarm clock for 7.30am. You have a big day, full of important meetings at work. The alarm goes off, and you switch on the radio and hear the DJ say it’s 7.55, and you realise that you made a mistake setting the alarm clock. You start rushing around and stub your foot on the bedside table, hobble to the wardrobe to find that your favourite shirt/blouse that you always wear for important days has a stain on it. When you get to the kitchen to make your regular morning coffee you notice there is none left.

What do you believe about that day?



The chances are that you think ‘it’s going to be a bad day’, or something similar. Some of you may think ‘it can only get better’, but generally the former will be the most common response. Now here’s the important point – you generalised this information and formed this belief based on up to four selected pieces of information (some of you formed the belief after one or two pieces), and this belief could turn into a self-fulfilling prophecy.

While the example above is relatively trivial, the same principles apply to beliefs that are more limiting.

We all delete, distort and generalise the information that comes to us. We will now consider the factors determining what we delete, distort and generalise.


THE DETERMINANTS OF THE MAIN FILTERS

There are several filters which determine what we delete, distort and generalise. Let’s briefly consider them.

Language

Language is fascinating. The words we use, both externally to other people and internally to ourselves (the vast majority of us talk to ourselves inside our heads), can determine and even define our experience. If we do not have words for a particular event or feeling, how can we express it? Does that event or feeling actually exist? I have trained several people in NLP who are either bilingual or very proficient in more than one language, and they all say that their world is different depending on which language they are talking.

Another way of demonstrating the impact that language has on our thinking is as follows. Consider the two following sentences:


1. ‘I can’t do XXX (speak in public/sing/hit a topspin backhand etc).’

2. ‘I haven’t yet learned how to do XXX (speak in public/sing/ hit a topspin backhand etc) as well I as would like.’



For most people, the first sentence disempowers, creating a negative internal representation/mental image, whereas the second creates possibilities. Changing the way we ‘language’ situations will change the meaning we place on them and hence the internal representation(s) we have.



ACTION POINT

Pick something that you could insert to replace XXX in the two sentences on the previous page, and say both of the sentences. Notice the impact of the first statement; then notice the impact of the second. Which do you prefer? Which is more empowering?
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