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Persuasion


Introduction

Persuasion is a double-edged sword. Some see it as a way of manipulating others and never use it. Others, more subtle, see it as a way to seduce

Almost all of us try to convince someone about something. Sometimes we even find ourselves trying to convince ourselves. Sometimes when we try to convince our boss, our supervisor tries to convince us. Sometimes when we try to convince our colleagues, we deal with the persuasion of our son. So why would we try to convince him? What is the psychology of persuasion? Persuasion is the most basic means of socializing and living together. Most of your time with your partner, lover, friend, children, parents spend most of your time persuasion. Sometimes you're convinced, sometimes you convince. When we say persuasion, many of us think of a sales technique. But persuasion is too important and broad to be just a sales technique.

We're not going to talk about persuasion, which is a sales technique. We're going to tell you about persuasion techniques that will regulate your social life and do you a lot of work.

About persuasion; We have to ask ourselves this question first. Do I believe in what I'm trying to convince myself? Then let's start by splitting the persuasion techniques in two. Convince him to believe, convince without believing. Convincing him without believing is an unethical persuasion. Because the goal is to take advantage of the opposite, these techniques are used by the salespeople the most. However, you can often see people using these techniques in your work life and social life. In general, people who will gain an interest in what they are trying to convince may try to convince you, even if they are not convinced themselves. Because the people who use this technique are trying to convince the other person to something without believing; They're both very difficult to do, and they're acting unethically.

What we're going to focus on in this article is the techniques of persuasion. As our ancestors said, "it's half of what you've managed to believe." If you believe in what you're going to tell, you're much more likely to convince.

At the heart of persuasion is to direct the other person to the thought you desire and to make this idea a commonplace in the basic belief and opinion system. Sometimes we don't even realize this thing we've encountered many times in everyday life. Persuasion is essentially a difficult activity, but it becomes easier if you use the right techniques.

Never before has it been more favorable to learn to master the subtle art of persuasion. Gone are the days when leaders managed by decree, issuing orders to the left and right while controlling their troops! Today, we must know how to manage both the baby boomers on the way out and their offspring, from Generations X and Y, who do not tolerate authority and obedience to blindness. What's more, the advent of electronic communications and globalization is contributing to the erosion of traditional hierarchies within organizations as ideas and workers circulate more freely

It's quite simple. Today's employees don't just ask, "What should I do?" but want to know, "Why do I have to do it?" To answer this last question, you have to be persuasive. Yet many leaders do not know how to do it. What for? Because they have the assumption that persuasion is an art that is only used to sell products or to enter into contracts. Many also feel that it is a form of manipulation — something twisted that is best avoided.

Of course, persuasion can be used to sell or win a contract, and some use it outright for malicious purposes to rip off others. But when you use it constructively and exploit it fully, it becomes an art that has nothing to do with deception. Persuasion is then a process of negotiation and learning through which the leader will guide his team to success.

Yes, persuasion involves getting others to adopt a position that is not theirs at first but not by begging them or using flattery. Rather, it requires careful preparation, the use of appropriate arguments, the presentation of eloquent facts in support of its position, and a sustained effort to establish a form of collaboration with the people one ultimately wants to seduce.

So, what is effective persuasion? It is the implementation of a rigorous method consisting of stages of preparation and dialogue.

Preparing to persuade co-workers can take weeks or even months of work. As much information as possible about the proposed project must be collected. Think about it yourself from every conceivable angle. Think about the investments of time and money that will be needed for everyone involved, etc.

As for the dialogue, it must begin before and continue during the process. Good leaders open a dialogue to learn more about the opinions, concerns, and perspectives of others. They believe that this approach will enrich the project, not undermine their original idea. The others are invited to discuss, or even challenge, the merits of the original project, and then propose other ideas. All of this may seem tedious, but the search for efficiency involves confronting opinions and reaching a compromise. Perhaps this is why persuasive leaders all seem to share a common trait: they are open-minded, never dogmatic.

Effective persuasion has four unavoidable steps. First, the leader must establish his credibility. Then he sets goals that might excite others. Second, he builds an attractive discourse based on indisputable facts. Finally, he develops emotional bonds with others.

A Question of Credibility

The first challenge is to establish one's credibility. You can't defend a new idea or strategy without your entourage, asking yourself, "Can you trust your vision?" Such a reaction is understandable. After all, others take a risk by being persuaded, that is, by considering the possibility of devoting time and resources to a project that does not come from them.

In business, credibility is based on two pillars: expertise and relationships. Thus, a person is considered an expert in his field when he has demonstrated excellent judgment over the years, or when he has always demonstrated total control of his files. When an advertiser goes from success to success for a decade, others are easily persuaded by his arguments when he proposes a new concept. Similarly, an entrepreneur who has successfully launched seven innovative products in the space of five years will have a clear advantage over a recently hired young graduate when it comes time to get a bold project accepted.

As for relationships, it is important to be able to listen and work in the interests of others. This requires integrity and great strength of character; it is, therefore, important not to be subject to mood swings and uneven yields. He, who is honest, stable, and reliable, is recognized as trustworthy. Moreover, an executive for whom relations with others are paramount will generously share the credit of any good idea with his collaborators, instead of seeking to extol his merits to senior management.

To find out if you are a credible leader, you need to seriously ask yourself the following questions: Is my expertise sufficient for me to be considered an expert in the field concerned by my project? Do others know and respect my baggage? And how will they perceive it concerning the changes I am advocating?

Then, to assess its credibility in terms of relationships, one must pursue questions like this: Do the people I want to persuade see me as a trustworthy person? And will they be on the same wavelength as me during this project, whether emotionally, intellectually or politically?

After doing this work of recoiling at yourself, it is best to ask these same questions to close colleagues, in whom you have every confidence. Their answers will help you to see more clearly about your real credibility within the organization.

In most cases, this exercise reveals previously unknown weaknesses. The challenge then is to correct the shot. As a general rule, if you lack the expertise the most, you have several options:

Fine-tune your project through discussions, formal or not, with people with expertise in the relevant field. You can also, for example, ask to be transferred to a team where you will learn more about the market or the product you are targeting.

Surround yourself with people who can learn more about the field, such as a consultant or an external specialist. Both may have the knowledge and experience to support you in your project. The credibility of this expert will then replace yours.

Use other sources of information, such as business publications, books, independent reports, or expert conferences. For example, a garment executive was able to persuade his company to reposition a range of products by targeting a younger market, based on articles by a renowned demographer published in reputable journals, as well as two independent market studies.


What Is Persuasion
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"The art of persuading has a necessary relationship to the way men consent to what is proposed to them, and to the conditions of the things we want to make belief.

Persuasion, "this all-powerful sovereign of men," belongs to the realm of influence; it is merely an adventure of the action on others. As such, it borders on propaganda; it rubs shoulders with rhetoric; it is no stranger to seduction. It maintains an ambiguous relationship with manipulation when it does not have the worst difficulties to stand out from it.

Start pilot projects to demonstrate on a small scale the breadth of your expertise and the value of your ideas.

In addition to correct a relationship problem:

Focus on one-on-one meetings with the key people you want to persuade. Of course, the time has not come to reveal your intentions; rather, it is a question of assessing the extent of views on the subject in question. If you have the time and resources, even offer help to these people on issues of concern to them.

Take advantage of colleagues who share your point of view and who already have strong relationships with those you intend to seduce.

A striking example is the real-life case of Tom Smith (not his real name), newly assigned to the position of Chief Operating Officer of a major bank in Canada, who wanted to persuade senior management that the company was in serious trouble. He believed that the bank's operating costs were too high, which could affect its positioning in an increasingly competitive market. Most of his colleagues disagreed that the bank had been very successful in recent years, and they did not see why that would change.

In addition to being recently appointed to his position, Tom Smith had another problem: coming from another sector, he was considered a "foreigner" in the banking industry. As a result, he had few personal contacts that could defend his point of view and was not perceived as competent in finance.

As a first step in establishing credibility, Tom Smith hired a highly respected external consultant in the industry to demonstrate that the bank was not doing very well in terms of operating costs. In a series of submissions to the bank's senior management, the consultant explained that the main competitors were very aggressive in limiting their operating costs. These presentations made it clear that by not reducing its costs, the bank was at risk of falling behind the others. These findings were then sent to the entire organization in the form of written reports.

Next, Tom Smith felt that branch managers should play a crucial role in his campaign. By putting these respected and knowledgeable executives on his side, he would make it clear to the other employees of the bank that action was urgently needed. He also saw an opportunity to improve his expertise on market trends and validate his assumptions.

For three months, he visited every branch in his region, Ontario, a total of 135. Visit after visit, he spent time with the branch managers and listened to their opinions on the strengths and weaknesses of the bank. As a result, he obtained first-hand information on competition projects and customer trends and took the opportunity to gather suggestions to improve services and reduce costs. At the end of his approach, Tom Smith had a global vision of the future of the bank that few people owned, including in senior management. And he had forged dozens of close relationships along the way.

Finally, the Chief Operating Officer launched small, high-profile projects to demonstrate his newly acquired expertise. Thus, he found a solution to remedy the lack of interest of customers for certain mortgages and the decline in the morale of the employees responsible for selling them. He devised a program whereby clients would not have to make any payments for the first 90 days. Huge success! And Tom Smith's image as a novice was immediately gone.

Creating Common Ground

Credibility is not enough. Your point of view must now seem very attractive to the people you want to seduce. Put yourself in their shoes: would you like to board a plane you don't trust (you hear strange noise, the pilot looks tired, etc.)? Or think about the argument you make when you want to quickly convince your child to accompany you to the grocery store: there are lollipops near the cash register

During her career, Monica Ruffo was the McDonald's account manager at the Montreal advertising agency Cossette. The client wanted to launch a Canada-wide campaign on the new prices of his trios, to get the message across that they are no more expensive than those of the competition. The catch? Nevertheless, franchisees were making very good sales and were more concerned about the decline in profits that could result from the application of reduced prices.

Someone less experienced than Ms. Ruffo would have tried to explain the head office's point of view to the franchisees by repeating her argument, to convince them of its relevance. Instead, it chose to demonstrate, with figures to support it, that the price change would turn in their favor. The new campaign, she told them, would even allow them to increase their profits. In support of her claims, she referred, among other things, to a pilot project in Tennessee, which found that when prices go down, consumers buy more fries and soft drinks. Also, based on an article in a business magazine, she pointed out that store sales are growing by 1% for every 10% increase in customer satisfaction; however, it said it was confident that the new prices would push up the ratings by 100% so that sales are expected to increase by 10%.

Monica Ruffo concluded her presentation with a letter written by the founder of McDonald's addressed to the entire organization. It was a passionate letter, hammering the values of the group and stressing the importance of franchisees to contribute to its success. It also reminded us of the value of positioning itself as the leader of low prices. All of this, the franchisees already knew, but hearing it again touched them deeply. And they gave Mrs. Ruffo a standing ovation.

What does this example tell us? That it is vital to indicate what the concrete benefits of your project will be for the people involved. Sometimes it's very easy when there are mutual benefits. Sometimes it's less so, for example, when you don't guess at first where your interests and theirs can come together.

To get a clearer picture, it's best to try to understand your audience better. Before you even start the seduction process, take the time to study people's concerns, gathering information about them (informal conversations, meetings, etc.). Listen, confront their ideas without rushing them, test with them some of your thoughts, etc. This work will allow you to refine your arguments, find those that will fly, or even find documents or indisputable facts supporting your position.

The Importance of Indisputable Facts

Once one has established credibility and found common ground, the art of persuasion is based on the presentation of solid evidence of what is being advanced. Ordinary evidence is not enough. The most convincing leaders use a particular mode of expression. Thus, they accompany their figures with examples, stories, metaphors, and analogies to make their point of view more alive. This allows others to visualize their words, making it more attractive.

A persuasive expert, Mary Kay Ash, founder of Mary Kay cosmetics, often uses analogies. Here's a demonstration from one of his speeches at the company's annual conference.

"By the time of the Roman Empire, the legions had conquered everyone known. All? Not! A handful of diehards still resisted the invader, the disciples of a child of Bethlehem. How did they do it? Their resilience was mainly due to their habit of meeting in secret once a week, historians have found. They then shared their difficulties and hugged each other.

"Does it remind you of anything? Doesn't that make you think about how we stand side by side, sharing our knowledge and talking about our difficulties during our weekly meetings? I have often observed that when a manager or employee experiences a personal problem, the group joins forces to help the member in distress. What a wonderful circle of friends we form! Perhaps this is one of our company's greatest assets.

Through this inspiring analogy, Mary Kay Ash combined the collective support that makes the organization strong with a period of great courage in Christian history. In doing so, it has achieved several objectives. First, it valued everyone's work, most of whom were self-employed, who had to take up the challenge of direct selling every day. In this way, she offered decisive emotional support to people who are repeatedly refused, who would otherwise gradually lose confidence in themselves and the group.

Second, his analogy suggested that solidarity against all is the best way to resist powerful oppressors, in this case, competition. Finally, thanks to the chosen image, Mary Kay Ash instilled in the representatives that the sale is a kind of heroic mission.

You probably don't need to talk about the struggle of Christians to support your position, but the process can be useful to you. The proper use of language allows us to achieve our ends.

The Strength of Emotional Bonds

In the business world, we like to believe that our colleagues use reason to make decisions. But if you scratch a little, you always discover emotional considerations. Persuasive leaders are aware of this phenomenon and know how to take advantage of it

Thus, they do not hide the emotional dimension of their actions, without doing too much, because some might start to doubt the judgment of the leader. When a project excites them, it is because they believe in it instinctively and whole entirely, not just by calculation.

Moreover, they correctly perceive the emotion that grips others and know how to adapt their discourse accordingly. This sometimes involves vigorous intervention, using shock arguments. Other times, all it takes is a whisper to get your ideas across. The lesson is that whatever position is taken, the emotional content of the message must be adapted to the receptiveness of the audience.

Persuasive leaders seem to have a kind of sixth sense in predicting the reaction of others. Their secret is to surround themselves with people who can have a good idea of the mindset and expectations of employees. By speaking very often with these key people, these leaders can, in turn, perceive how others will react to a particular proposal as if they were testing different scenarios on guinea pigs. This trick allows them to find the right tone or convincing arguments.

The president of an aircraft manufacturer was convinced that his company's production costs and speed of execution were significantly lower than those of most of its competitors and that he was in the near risk of losing customers and seeing his revenues melt away. He then decided to convey his fears and his urgent desire to make changes to senior management.

One afternoon, he summoned them to the council chamber. On a screen was projected the image of a smiling man, at the controls of an old twin-engine aircraft, scarf in the wind, but the right portion of the image was hidden. When everyone sat down, the president explained that he felt like this pilot, delighted by the good results so far. But when the hidden part of the image appeared, the faces became tense: the pilot was running straight against a wall. "That's what's happening to us," the president said.

Then he followed up with his proposals, the radical measures that were necessary to avoid disaster, in his opinion. The reaction of the group was immediate and very negative! Immediately after the meeting, executives met in small committees in the corridors to denounce the president's "bullying tactics" in half-word. His point of view was excessive. They had gone to great lengths in the last quarter to break all records, and he didn't even mention it. And so on. They expected to receive flowers, and they were thrown the pot. What mistakes did this president make?

To begin with, he would have had to consult with some members of his management team to assess the emotional state of senior managers. He would then have understood that the team needed congratulations and recognition instead. Second, rather than blaming the team for not anticipating the future, he should have calmly described his vision of the threats he perceived to the company while asking his executives to help him design new projects.

No persuasive effort will succeed without emotion, but displaying too much emotion can be as disastrous as staying stoic. The important point to remember, in this case, is to match the intensity of one's emotions with that of the audience.

In short, persuasion is similar to power: it can do the greatest good to an organization. It helps to weld a team, advance ideas, inspire change, launch bold projects, etc. But, for this, it is imperative to have the guts to use it, and especially not to take it for what it is not: persuading is not a weapon to convince and sell. No, persuading is seducing and therefore learning and negotiating.

Four Ways to Fail

As part of my work with business leaders as a researcher and consultant, I have had the opportunity to see executives fail miserably in their persuasive efforts. Here are the four main errors I have seen.


	
Take a direct and brutal approach. I call it the John Wayne approach: the leaders state their position at the outset, and then through a process of hard work, logic, and vitality, they try to get their opinion across. In reality, positioning themselves firmly from the beginning of the persuasive process gives potential opponents elements to fight and ammunition to do so. It is much better to present your point of view with finesse and restraint. In other words, persuasive leaders do not start the process by offering their colleagues a clear target that they will go fiercely at.



	
Resist compromises. Too many leaders see compromise as a way to give up when it is an essential strategy for a successful process of constructive persuasion. Before joining a proposal, others want to ensure that those who try to persuade them will show enough flexibility to respond to their concerns. Compromise often leads to better solutions because they are sustainable thanks to the established consensus. By refusing to accept compromises, leaders unconsciously send the message that their persuasive approach is one-way. Persuasion is a process in which we take and give. Kathleen Reardon, a professor of organizational behavior at the University of Southern California, notes that a leader rarely changes another person's behavior or perspective without changing one's own opinion along the way. To succeed in persuading in a meaningful way, it is not enough to listen to the other. It is also necessary to integrate one's ideas with our own.



	
Rely only on his arguments. Of course, the quality of arguments plays a certain role when it comes to persuading. But the arguments themselves are only part of the equation. Other factors are equally important, such as the credibility of the leader and his ability to find concrete benefits for each person involved. The ability to keep up with the emotional state of a group and the ability to communicate in a lively way also gives a lot of weight to the arguments.



	
Burn the steps. Like any seduction operation, persuasion is a process, not an event. Rarely will we be able to find a solution that is accepted by all, if ever. The art of persuasion requires listening to others, testing one's position before unveiling it, transforming one's original idea by taking into account the comments of others, etc. Sounds like a slow, tedious process? It is! But the results are worth it





Persuasion Techniques

When we make a decision, we often imagine that we have analyzed all the information in a very rational way. However, science proves that this is rarely the case. Robert Cialdini is an American doctor of social psychology and has studied the mechanisms of persuasion for nearly 15 years. Warning, persuasion does not necessarily say manipulation! Here are six techniques to help you be more persuasive or to understand why you often give favors to others.

Reciprocity

The rule of reciprocity is that if you offered, gave, or helped someone first, they will be more likely to accept your requests later, like an elevator ride back. In marketing, this can offer a sample, goodies, a free service that will encourage consumer engagement. In everyday life, if a neighbor invites you to the restaurant, you will probably be in favor of lending him your car when he asks you a few weeks later.

This rule, which at first glance seems obvious, is good to have in mind to take a step back: who are you indebted to and why? Conversely, if you want to get someone's favor, make sure you are the first to offer something.

Lack Of

People don't like the feeling of missing an opportunity. This is how companies lure their customers, with limited series, items available only for 24 hours, and so on. Knowing that something is going to disappear or that we are competing with others to get it, we want this thing even more ardently.

To apply this persuasive technique, you need to show the caller what they would lose if they refused your proposal. Would you like to ask your boss for a raise, for example? Start by showing him what his shortfall would be if you had to leave the company for another.

Authority

This is the expert's technique. To persuade someone, you have to be credible first and foremost. You have to show that you have a mastery of your subject and that you are well informed. You will trust a doctor who has a degree more than a stranger who recommends treatment. This is typically an example of Milgram's experience. Some people agreed to give electric shocks to others, simply because a man in a white coat ordered them to do so.

We are often accommodating and obedient to the figures of authority. François Damiens' hidden cameras are also good examples. We often see abuses of power on the part of the comedian, to which the trapped persons submit.

Consistency

Another persuasive technique may be to get you accepted. Saying or doing something seemingly innocuous, which then commits you to more to remain consistent with this first decision. For example, some associations that apply for donations will start the discussion by asking if you are okay. Chances are you'll mechanically answer "yes." Once that's stated, you can no longer deny being in a perfect way to be generous, can you?

Since now you support this great cause, you will certainly find it more difficult to refuse to volunteer a few hours with the association. And yes, you'll want to stay consistent with your first action.

Affection

This is self-evident. We are better able to accept something from someone you like. And we value more people who are like us, who look like us. To become a good car salesman, you will maximize your chances by being friendly with your customers. Perhaps, looking for something in common with them ("oh, I know this city where you come from, I spent my holidays there as a child, it's amazing!"), flattering them so that they have a positive image in their minds.

On the other hand, as a customer, beware of the water that sleeps. Just because your caller looks nice doesn't mean they're not trying to sell you something you may not need. It is, therefore, necessary to succeed in separating what is proposed to you from the person who proposes it to you.

Consensus

We often validate our behaviors through those of others, so if your actions are recognized and socially recommended, you will have a better chance of persuading your interlocutor. This technique of social proof sometimes leads to sheepish behaviors, which it is better to spot in good conscience.

"75% of French people use this service and are satisfied with it." Whether this is true or not, you will be more easily tempted to use this service yourself rather than another. These figures are usually interesting references to have. But don't act in autopilot mode and take a step back!

Ways and Means of Persuasion

The main purpose of a writer is, among other things, to convince and accept his word. For this reason, he uses a variety of techniques as to how he presents his arguments. These ways are the so-called: Ways of Persuasion, and each of them is supported and distinguished utilizing Persuasion. These are:

1) Invocation to Logic


	
The positions and views of the transmitter are formulated reasonably.



	
The author cites arguments from everyday life and social reality that are difficult to dispute and reject.



	
There is a rational approach to the issue.



	
The speech is strictly composed, and the wording is done in an essay style.



	
The means of invoking "Logic" are the arguments, i.e., the theoretical considerations – the logical proposals – the present and the conclusion,



	
which also presents the presumptions, i.e., the specific – practical elements – the realistic reality.



	
Examples of historical character.



	
Examples from a modern individual or collective experience.



	
Figures/dates.



	
Statistical data.



	
Scientific findings/opinions



	
Pundits.



	
Events of reality.





2) Invocation to Emotion

Stimulation of the moods of the receiver, mobilization of emotions, influence of the soul to make it favorable towards the transmitter and its words.


	
The author tries to move, sensitize, reflect.



	
The reason is more subjective, often literary.





The means for invoking emotion are

(A) Emotional Language


	
Speech shapes: simulations, metaphors, personifications, etc.






	
Use adjectives and identifiers.



	
Use words with an ideological and emotional charge.





B) Telling Events of Experiences and Events

Description of external and internal characteristics of individuals, environmental conditions, and situations.


	
Irony.



	
Humor.





3) Invocation to The Authority

Quote the opinions - opinions of the authority of a specialist scientist, scholar - thinker, renowned professional, spiritual man.

Strengthen the power of the author's positions, thanks to their proportion.

The author tries to convince us by confirming and strengthening his word through similar positions that others have already expressed and which are not disputed or rejected.

It uses the words of well-known personalities from the field of politics, culture, and spirit in general.

The views of these people are acceptable, and as the author formulates positions similar to those, his speech is accepted.

It's like he's trying to draw prestige from the prestige of others. The "means" for invoking authority are:


	
It is the same quote of the views of the authority, with a statement of the name of the expert and the use of quotation marks.



	
Sign rendering of the views of the authority with a statement of the name of the expert and absence of quotation marks.





4) Invocation to The Ethos of The Transmitter

Attempt to gain the trust of the receiver by projecting the integrity, honesty, ethos of the transmitter.

The author tries to convince us by presenting himself, his personality, and his speech as an accomplished and reliable person. The "means" for invoking the ethos of the transmitter are:


	
Speech or writing to a singular person.



	
Use of words of manifest moral virtues.



	
Reference to actions, individual choices, decisions, attitudes, successes evidence of the ethos of the transmitter





5) Attack on The Opponent's Ethos

Seeking to tarnish the opponent's morals through a personal attack on him.

At the same time, indirect emphasis on the ethos of the transmitter as an integer and its so-called reliable.

It is the worst and least acceptable way of persuasion as the author tries to impose himself when he no longer has other legitimate means using the slander and pre-gelding of the recipient.

The "means" for attacking the opponent's ethos

are:


	
Use of the third person.



	
Use of words of manifest defects.



	
In reference to actions, individual choices, decisions, attitudes, failures are demonstrating the moral deficit that distinguishes the opponent – receiver.





Dark Persuasion

Evolution has been deceived. Human perception tends to give birth to illusions, and consciousness - to succumb to the hidden impact. The threat is close. The dark art of manipulation, which penetrated all spheres of communication, rules the ball of unheard-of proportions. Each of us is involved in an information war. Any consumption of information becomes a threat. Sounds ominous, doesn't it? Don't panic. Let the enemy everywhere, but we took care of you and decided to expose his insidious schemes. In this series of articles, we will talk about protection from manipulation, their deactivation, and destruction. This is useful information for those who are not afraid to win. We hope you're one of those. Then fight! "The ability to communicate with people is a commodity that can be bought in the same way as sugar or coffee. And I'll pay more for it than any other product. Since ancient times, the man who wields the word equated to the owner of a powerful weapon. The word can power people, control them, suppress the will. This was best known in ancient Greece, where every citizen had to own oratory. Modern rhetoric consists of eroticism (the technique of dispute management) and dialectic (ways of persuasion of the opponent). In everyday communication, we use various speech techniques, most of which are harmless and understandable to others. Our habit of communicating is not based on the idea of domination, which cannot be said of the dodgy speakers who dominate the world. Speech reception in the mouth of the insidious villain turns into a method of manipulation. When the hidden impact on a person's consciousness is the purpose of the speaker, his rhetoric is painted black. Such a character can convince in everything: from the need to make a living to the existence of conspiracy theory. Often manipulations hit your emotions, values, and logical constructs. A speech attack finds vulnerabilities in the latter. Fortunately, the number of dishonest methods of exposure, of course, and is detectable:


	
Black or white Life is more diverse than it seems. When you are offered two alternative results or two opposing positions, know that there are many more. An example of a speech attack: "You are with me or against me."



	
False cause We hope you don't believe in omens. A black cat or a woman with empty buckets is a weak argument for your failures. The brain likes to look for patterns, and that's its weakness. The manipulator will argue that the alleged connection between the phenomena obliges one event to be the cause of another. Is this the case? Example of a speech attack: "You made a mistake, and it happened," "Fewer costs - more revenue," "Coincidence? I don't think so!"



	
That's what most people think. It is not cool to support the opinion of the masses. However, the method of persuasion, in which the argument is based on the thesis "many agree with this," is still relevant. Example of a speech attack: "Most people can't be wrong," "Millions of people agree with my position, which means I'm right."



	
The vicious circle, the meaning of admission, is that there is a conclusion among the reasons; a treacherous ploy in which the statement is derived from itself, usually through a few intermediate statements. Recursion in its purest form. An example of a speech attack: "God is because it is written in the Bible. The Bible is true because it is the Word of God."



	
Appeal to emotions Sometimes, it's much easier to evoke emotions than to convince you logically. An example of a speech attack: "There are so many hungry people in the world, and you can't finish this soup!"



	
Part-whole, the truth of the statement for the whole and its parts, may be different. We know that we are made up of atoms that weigh almost nothing, but that doesn't mean that a person is just as light. An example of a speech attack: "The marketing department failed the plan for a month! The whole company has some nerds!"



	
Life case Personal experience is always a subjective and controversial argument. It is a small piece of truth, not a vast part of it. The reception is based on a truthful argument but unable to reflect the full width of the problem. An example of a speech attack: "Elections are falsification. My friends and I didn't vote for the victors!" "My great-grandfather smoked five packs a day and lived to be 95!"



	
Appeal to nature All that is natural is not ugly. It's a funny method that honest politicians use especially. Social Darwinism without banknotes. An example of a speech attack: "The strongest survives!" "Predators devour each other - this is the law of nature; people in society do the same."



	
Sniper error, the point of the reception is to falsify an event that has already taken place. You shot at the bare wall, and then in place of bullet holes attached targets. Congratulations, everyone thinks you're a marksman! Example of speech attack: "In the top five countries, consumers of our products according to statistics live the happiest people."



	
Slippery trail One of the most common techniques. The assertion that one event is bound to entail another (usually negative). The trick works thanks to skipping intermediate events.





Identifying the techniques of black rhetoric is more difficult than using them. The laborious process of exposing is based on stopping the interlocutor, re-questioning, and clarifying his words.


Influence by Persuasion

To influence another, a person does not need to be able to punish or encourage, have the charisma, or have outstanding knowledge. One of the most effective ways of influencing is persuasion - effectively transmitting one's point of view. Like reasonable faith, belief is based on the power of example and the power of an expert. The only difference is that the performer fully understands what he is doing and why. A leader who influences by persuasion does not tell the performer what to do - he or she “sells" the performer what needs to be done.

Using the conviction, the leader tacitly admits that the executor has some degree of power that can reduce the ability of the leader to act. In other words, the manager recognizes the dependence on the performer. For example, if a marketing manager wants to reorganize a sales department, it would be wise for him or her to recognize that sales staff can withstand changes so much that it will have a significant impact on product production. Thus, even if the manager could have the authority to implement a new organizational structure without meeting with subordinates, it would still be more appropriate and practical to organize a meeting, listen to all opinions, and explain why change is desirable. Actively seeking agreement, the manager has a very strong impact on the need of the executor for respect. If the performer, in turn, feels the need for knowledge and authority, the power of influence through persuasion increases. This is because the manager has recognized the competence of the executor, and the executor feels that the share of the leader's power passes to him or her. Persuasion affects what makes a potential performer conscious that by doing what the leader wants, he will satisfy his or her own need, whatever it may be.

To achieve this, the manager can use logic or emotion. Those who want to convince use both, depending on the location of the listener. A bright and well-known example by persuasion is the relationship between the seller and the buyer. An insurance agent, for example, punctuates the logical arguments for buying a property with emotional, affecting the potential client's need for security. Increasing power by giving it away is the theme of example.

Effective Belief

Trying to influence others, people are engaged, to put it figuratively, "selling" although not as explicitly as when selling insurance policies. This is especially true for organizations, particularly when a person has no formal authority over the other or when he cannot offer any rewards. The ability to influence through persuasion depends on some factors.

The manager must be trustworthy. His reasoning should take into account the intellectual level of the listener: it should not be too complex, but should not be simplistic. The goal of the leader should not contradict the value system of his listeners. The case would only benefit if his subordinates liked the character traits and behavior of the manager. Many arguments and attempts to "sell" something failed only because the potential buyer did not like the identity of the selling, and not his product or service.

Delegation Power

What follows is an excerpt from an interview with Michael McCauley, author of the acclaimed book "The Player." It shows how you can increase your power by passing it on to others. McCauley knew one supervisor who called his staff and said, "I plan to organize an on-the-job formal training group on How to do my job. Anyone who wants to learn is welcome."

The leader has put a lot of work into this course of training: training materials, lists of recommended literature, etc. result. Most of the staff were trained, and a few months later, many of them took over some of its functions. Very soon, he discovered that he was "managing" rather than being carried headlong, doing a lot of things, as he had done before. By giving away "power," McHobey explains, this leader has gained enormous power.

His staff trusted him, and he trusted the staff. He could entrust them with responsible tasks, freeing up his time for more complex new projects. For example, the staff knew that their boss would not put sticks in their wheels, so they put even more diligence into everything they did. Motivation arose automatically.

According to McCauley, this concept is acceptable for almost any company. It can be a master who offers his workers some form of training, or a vice president of finance offering professional development for management staff, or a president offering a training course to his deputies.

Strengths and Weaknesses of Influence Through Persuasion

The weakest point of such influence is slow influence and uncertainty. It takes more time and effort to convince someone of something than to issue an order backed up by a power based on coercion, tradition, or charisma. It doesn't matter how much effort is made. You can never be sure that the listener will take influence. Also, unlike other forms, influence through persuasion has a one-time effect. A leader who prefers the persuasion method, every time he or she wants to influence someone, must start all over again, which increases the time spent on the persuasion process.

First of all, using persuasion does not mean giving up other tools of influence available. For example, charisma only promotes persuasion by helping the listener identify with the leader. Influence through tradition and positive reward reinforces conviction, increasing trust in the leader. If the executor knows that the manager can coerce him but tries to avoid it, the power of persuasion can be greatly multiplied by the reinforcement of the need for respect. If persuasion does not help, a leader with other means of influence may resort to them. And when a belief achieves a goal, the ability of a leader to influence through reasonable or blind faith increases. As is often the case in the relationship between line and staff, the constant success of the persuasion method can give a person the ability to influence through reasonable faith.

How to Effectively Use Influence by Persuasion


	
Try to accurately identify the needs of the listener and appeal to these needs.



	
Start the conversation with a thought that is sure to be to the liking of the listener.



	
Try to create an image that is trustworthy and trustworthy.



	
Ask for a little more than you need or want (for persuasion, you sometimes have to make concessions, and if from the beginning, you ask for more, you seem to get exactly as much as you need). This method can work against you if you ask too much.



	
Speak in the interests of the listeners, not your own. The frequent repetition of the word "you" will help the listener understand what it or her needs have to do with what you, influencing, want him to do.



	
If there are several points of view, try to say the last: the arguments heard by the latter has the greatest chance to influence the audience.





The biggest advantage in using persuasion in organizations is that the performance of the work by the person affected will not need to be checked, and he is likely to try to meet more than the minimum requirements because he believes that these actions will help meet his personal needs on many levels. The person who received the order, backed by coercion, usually performs it, but at a minimum. Sometimes it seems that coercion is effective, but problems can occur a few weeks or months later at the execution stage.

However, the benefits of persuasion have only potential benefits. In some cases, as the next chapter will show, coercion may be more effective than persuading the organization to achieve its goals.

Influence through the participation (engagement) of workers in management

Influence through participation goes even further than the belief in recognition of the power and abilities of the performer. The leader makes no effort to impose his will or even his opinion on the executor. Instead of persuading the executor to accept the supervisor's stated goal, the leader simply directs his efforts and promotes the free exchange of information.

The expert power of both the leader and the executor can be united in a single position, in which both will sincerely believe. Influence is successful because people inspired by high-level needs tend to work harder on the goal that has been articulated with their participation. However, a determination based on unity can have as much impact on the leader as it does on the performer.

Participation in decision-making appeals to the needs of a higher level of power, competence, success, or self-expression. Therefore, this approach should be used only when such needs are active, motivating factors, and provided that the executor can be relied upon to work for the goals he or she has chosen.

In the 1940s, a very important study of the effectiveness of participation was conducted at a garment factory. In particular, it was found that when workers were allowed to participate in the discussion of proposed changes to their work, they were less resistant to these changes. There was higher productivity and lower turnover than workers who were not allowed to participate. Other studies have shown that participation has a positive impact on job satisfaction and productivity. As a result, authors belonging to the Bi-Jewish School in Management Theory, such as Douglas McGregor and Ransis Lykert, have become ardent supporters of labor's participation in government.

Unfortunately, other studies have shown that participation in management is not suitable for all situations. Workers who do not like ambiguity, are not very prone to individualism and prefer tightly controlled authoritarian situations, work best in more controlled environments, where there is very little room for workers to participate in government.

Other authors whose ideas we will look at in the next chapter have identified several situational factors that determine how appropriate the impact of involving workers in government is. But while we are considering the question of appropriateness, let's say that one of the reasons why participation in governance is not widespread may be the fact that managers do not want to give up their traditional powers and prerogatives. This may be the case because some people find the job of a leader attractive. After all, it satisfies the need for power. Of course, such satisfaction is more likely to be thin when a person has the opportunity to issue orders and force them to comply.

We will look in more detail at the potential conditions for use, as well as the "for" and cons method of influence by involving workers in management when we talk about the appropriate management style.

Practical Use of Influence

Fear, reward, tradition, charisma, intelligent faith, persuasion, and participation in management are tools that the leader uses to influence the performer by appealing to his needs. But even that rare leader, who has all these mechanisms in his arsenal, must take into account other factors. It is not enough to have power: it must be strong enough to encourage others to work, preferably inspired, to achieve the organization's goals. To achieve this, several conditions must be met

The most decisive influence will be when the performer appreciates the need to which the appeal, considers it essential to satisfy or dissatisfied, and thinks that his or her efforts will necessarily meet the expectations of the manager. Conversely, if any of these components are absent, the influencer's power decreases or disappears altogether.

To better understand how the process of influence practically happens, let's look at the typical situation. John Thurlock oversaw production at a small company that makes tools. The company had only 85 workers in production and five grassroots managers, each of whom was responsible for 17 workers.

John has just returned from an annual meeting with senior management to discuss the challenges of his enterprise. One of the objectives was to reduce the percentage of material waste from 5.6 to 4.5 next year. Although John had some ideas about reducing waste, he realized that to achieve this, it was necessary to enlist the support of workers. Thus, instead of convening five grassroots leaders to inform them of their desire to do so or to notify all employees of the company about its staging by issuing a memorandum, he decided to take a different approach: to involve workers in the discussion process.

How to Use Influence Effectively?


	
The need to which the appeal must be active and robust.



	
The person who is influenced must view influence as a source of satisfaction or dissatisfaction, to varying degrees, of some need.



	
The person affected should consider it highly likely that execution will satisfy or unmet the need.



	
A person who is influenced must believe that his or her efforts have a good chance to meet the expectations of the leader.





First, he gathered his grassroots leaders and explained the whole situation to them. He tried to make them understand how every tenth of a percent of waste significantly increases the cost of production. Also, he explained how their industry had become competitive and how important it was for the company to maximize its productivity without resorting to avarams or other techniques that he considered unacceptable.

While allowing people to speak out and find out everything that is incomprehensible, John said that while he had his views on the matter, he would like to hear other suggestions to address the problem. He then asked each grassroots leader to have a group discussion of the problem with his workers and to gather as many proposals as possible. He then suggested that each leader choose two of his subordinates, the informal leaders of the group, and invited them to attend a meeting to discuss their group's proposals with representatives and leaders of other groups.

Two weeks later, five executives and ten workers gathered with the director of the company. As a result of this meeting, more new considerations did not occur to the leaders.

Also, workers across the enterprise were involved in the goal because they were involved in the discussion and generation of ideas. By the end of the year, the waste rate had fallen from 5.6 to 3.9, even exceeding the target of 4.5 percent.

Resume


	
Leadership, the ability to influence others in a way that they work to achieve goals, is necessary for effective management. To lead, you need power.



	
Power, the ability to influence people's behavior, is necessary for the effectiveness of the organization, because leaders depend on people over whom they do not have direct power, or have, but very weak.



	
The main types of power are coercion, reward, competence, example, and tradition. A leader can also influence through reasonable faith, involvement in decision-making, and persuasion.



	
The effectiveness of some type of power depends on whether the executor believes that the manager may or may not meet his active need and on the situation. Therefore, each method has pros and cons, and no one can lead people in all cases.



	
Coercive power, influence through fear, is significant only if they are backed up by an excellent control system, which is usually costly.



	
The power of reward is preferable to positive action than fear because it provides positive incentives for better work. Sometimes it is difficult to determine which compensation will affect.



	
Traditional or legitimate power, influence through culture-insulated values, is the most common type of energy. It seems that the effectiveness of tradition is disappearing because of changing values.



	
Charisma, influence by the power of example - that's what people associate with dynamic leaders. The performer identifies with the leader or has a strong sympathy for him, and blindly believes in his abilities.



	
Expert power, influence through reasonable faith is spreading more and more and becoming effective due to the increasing complexity of technology and the size of organizations.



	
Because of changing social values, organization leaders see persuasion and participation as the most effective means of influencing those who do not hold managerial positions, colleagues, and those who are not members of the organization. While these methods are slower and less specific than others, they appear to increase the effectiveness of the organization when the executor is motivated by higher-level needs, especially if the task is unstructured and requires creativity.



	
In general, the impact will be most substantial when the performer very much appreciates the need to which the manager appeals, considers satisfaction or dissatisfaction with the market by an inevitable result of submission or disobedience, and thinks that there is a high probability that his effort will meet the expectations of the manager.





Issues to Repeat


	
What is the difference between governance and leadership?



	
How do power, influence, and leadership relate to each other?



	
Define power.



	
Give a brief description of the main types of power by the classification of French and raven.



	
What is charisma, and how do leaders use it?



	
What is intelligent faith, and how is it most commonly used in organizations?



	
What are the strengths and weaknesses of persuasion?



	
What other tools of influence help a leader influence through persuasion?



	
Why are there relatively few organizations today that believe that fear is an effective means of influence?



	
Give a brief description of the concept of the balance of power between managers and subordinates.






Six Categories of Influence Methods

[image: Immagine che contiene organo Descrizione generata automaticamente]


Influence is the process of persuading another to change attitudes, beliefs, or behavior. Each method of persuasion is governed by one of six psychological principles: consistency, mutual exchange, social responsibility, conformity, sympathy, and scarcity.

Author: James Lewis has trained more than 25,000 managers of different levels in the United States, Europe, and Asia, founder of the Lewis Institute, a training and advisory company.

Influence is the process where you convince another person to change their attitude, beliefs, or behavior. There are many ways to do this, but they usually fall into one of six categories, each governed by a basic psychological principle. These principles: consistency, mutual exchange, social responsibility, conformity, sympathy, and scarcity.

Commitment and Consistency

This principle is that as soon as a person makes a decision, he begins to behave consistently according to it. To illustrate this, let's say you're buying a new car; you took a trial trip in several cars and made your choice. The seller gave you the price of this car. You go to the store to issue the paperwork, and when the seller hands them over to you, it turns out that the bill price is several hundred dollars higher than stated. What are you doing? You probably start to object, but the seller explains that the original price was only a "clean" price and did not include the preparation of papers, etc. Why? Because they've already forced themselves to buy this car internally. But it is possible that they will not agree to overpayment and start looking for a vehicle in another store.

This is one of the reasons why it is better to have people in the project who have agreed to it than those who have been appointed. When people are internally committed to joining a project, they are much more likely to do their job well, support the project, and then speak well about the experience.

In psychology, there is also a principle called cognitive dissonance (cognitive disagreement), which has to do with some people's insecurities when choosing. Once you buy a new car, you will read even more ads about the same model. You will try to convince yourself that you have done the right thing and stop worrying about a choice that could not give 100% certainty.

Justice, Reciprocity, And Influence

Consider the relationship between two people: let's call them A and B. The theory of justice claims that they will try to get results proportional to their attachments. That is, everyone expects from this relationship to receive benefits proportional to what he puts into this relationship. He also expects that the "result" will be roughly equal to the "contribution." If equality is not respected, the person receiving a smaller result will consider the situation unfair. He invests more in the relationship than the other person and receives proportionally less. If this inequality is not corrected, the relationship can be expected to be broken.

In other words, all relationships are mutual, exchange-related. If this exchange between people does not meet their expectations, then the relationship may break down. A simple example: one person discovers that he has already invited another person to attend any events ten times, and he never invited him anywhere. "What does that mean?" the first one asks. Perhaps it means that the other does not care about him as much as he cares about the person himself. Having come to such a conclusion, the invitee very soon ends the relationship with the invitee.

Reciprocity

Reciprocity is one aspect of the relationship. You're doing someone a favor. Later you need his response. If it provides you with this service, you are satisfied with your relationship. Otherwise, you consider it a "dirty game" unless there are circumstances that prevented the "debt repayment." Your partner didn't fulfill his part of the "deal."

A mutual exchange is one of the most effective means of influence because the sense of commitment is powerful in people. Charities try to use this sense of obligation by sending leaflets with the addresses of the organizations for which they collect donations. One organization found that 18 percent of the flyers were simply responding to contributions. If the booklets include the addresses of the organizations for which contributions are collected, up to 35% of those who received them are responsible.

Social Norms and Social Relations

Norms are the usual ways of behavior and beliefs established by a group. They facilitate interaction by identifying expectations and acceptable behavior in a particular situation. Bars make our lives easier. They allow us to predict how others will behave, and the rules keep us from having to decide what to do.

For example, we can say that each culture has its traditions of distance when talking. In some societies, this distance is so small that two people can feel each other's breath. In America, it would be too close, and we feel uncomfortable when someone comes close to us unless it is a person with whom we have family ties or love.

We instinctively want to move back, restore the "proper" distance to the other person. However, this breaks the connection with him, so he moves around. This constant interaction of "offensive - retreat - offensive - retreat" makes both sides feel uncomfortable. His norms have been violated (as yours), and he can tell members of his group how rude a person was from another group. Models set expectations not only of behavior but also of clothing. A newly hired manager asked the company's president about the uniform. The President replied that such a form did not exist.

"Of course, it does," the new manager thought. "Everyone wears white shirts and ties." People simply observe others (this is called social comparison) to find out what they consider to be the rules to follow, and subconsciously set norms.

Social relations confirm our belief that if everyone else does a sure thing, it is the right thing to do. Therefore, if everyone suddenly dyes the hair on one half of the head is green. Eventually, you will succumb to the behavior of the majority and paint your hair.

Match

Groups put enormous pressure on their members to conform to the group's standards. A person's refusal to comply with these standards may result in the removal of the latter from the group. A member of a street gang can be exposed from a club for being "too good," for example, behaving too well at school. This person adapts to the rules of "outside the group" and not to the laws of the gang itself.

Solomon Ashe conducted one of the most well-known experiments demonstrating the power of pressure in the group. He joined seven to nine people to participate in a visual discrimination experiment. They were asked to match the length of the standard line with one of the three comparative lines drawn on the card and to announce their judgments in the order in which they sat behind each other.

All but one person in the group were actual allies of the experiment. This naive man always sat the penultimate. Other members were instructed to respond incorrectly in some cases. In these cases, the Allies deliberately chose the wrong line. So it was obvious that it wasn't the same length as the standard line, but they all said it was.

Ash found that the subjects rejected the group's influence-driven opinion in two-thirds of the (wrong) tests and conceded in the remaining third. Interestingly, about 5% of the subjects agreed with the group each time, about a quarter of them held their opinion and made no mistake. A third agreed with the group in half of the tests or more.

After asking the subjects, Ash discovered that some of them doubted their vision, after hearing that six other people were giving the wrong answer, in their opinion. In the end, they thought it was a perception experiment, so there was something in themselves that made them see the lines differently than most saw them.

Ash also found that only three allies were needed to achieve compliance. This is very important. If you hear something implausible from just three people, you tend to believe it.

External and Inner Obedience

It's important to understand that people can say that the two lines are the same, except it's true. At the same time, they consider how the group sees everything but internally knows that the group is wrong.

For project managers, this means that they must be careful not to allow their team to put pressure on a person with "supernatural ideas." Otherwise, he will stop expressing them. It may well be that the supernatural idea is correct. Still, you will lose both this idea and the devotion of the human group if you allow the members of the group to reject this idea without open discussion.

Deficit

Try to calculate how many commercials on television end with the words: "Order it right now because the number of products is limited." Undoubtedly, they are limited to several warehouses full of these products. You could be persuaded that not everyone can get this product, but if you buy this thing, you will become a member of the "circle of favorites." This approach can be regarded as pressure that you have not taken into account. I've even heard that there is a tactic in which a person is forced to buy something not necessary to him, saying that he has almost no opportunity to purchase this thing, so he cannot pass by.

The Words "Because"

Researchers have found that you will increase the likelihood of fulfilling your request if you say to a person, "Could you do it for me, because" followed by some explanation. In other words, if you justify your request - especially if the excuse is reasonable - you increase the likelihood of consent.

The surprising thing is that by saying "because" without further justification, you also increase the chances of getting consent compared to what you can get by simply asking. It's not clear why this is happening, but it's true.

The point is that if you want people to follow your orders, make sure they are justified.

Credibility in Persuasion

The ultimate goal of the argument, as has been noted many times above, is to convince the audience and thus to obtain its consent to the statements and opinions that are offered for its evaluation. The most important means of persuasion are, of course, facts and data, organized in the form of evidence and plausible reasoning. They are followed by the value orientations of the audience, which are in the final stages of making the allegations and substantiating their arguments.

Equally important in the process of reasoning and persuasion, in general, is the emotional state and behavior of the speaker, which largely determine the credibility of him. On this side of the case, paid attention to ancient rhetoric and especially Aristotle. In his first book, "Rhetoric," he drew attention to the fact that persuasion is achieved on the one hand by the character and behavior of the speaker, and on the other hand, by his emotional impact on listeners. However, logically, he recognized that the basis of persuasion is rational reasoning based on objective data and logical conclusions from them. However, he admitted that, in some cases, the character and behavior of the speaker were the most effective means of persuasion that he possessed. It depends on the action that trust or distrust arises.

These indisputable provisions remain relevant in our time. Still, modern life is so complicated with the advent of new means of communication, such as radio, television, the press, that the problem of trust in the source of information acquires completely different features and traits. Indeed, Aristotle was referring to cases where the speaker or author of the text was known to the person perceiving the information. So he could judge them directly. With the advent of radio, television, film, press, it takes considerable effort to evaluate the reliability of their communications. This is especially true of the modern advertising industry, which employs many people who seek to gain the trust of people not only by legal and honest methods but often resorting to techniques that imitate faith. In such circumstances, many different factors influence trust that has to be taken into account, as will be described below. But the primary condition for assessing the degree of confidence is primarily the requirement: to look at the information through the eyes of the recipient of the story. If he understands it, and even more so when it agrees with its main content, it will be a sign of confidence in the source of information, whether it is an individual or a group expressing their opinion directly or through a means of conveying information. When there is a misunderstanding, much less an objection, then additional tools and methods of persuasion are required. Thus, trust is characterized not by the source of information, but by the attitude of the recipient of the story to that source.

While the speaker, publicist, politician, and another public figure can improve their speeches, it is up to the audience to justify and confirm their opinions and advice more carefully to better convince the audience. This is consistent with the aristo teal approach to the notion of trust, which is based primarily on assessing the speaker's conduct in a particular situation. This is not the case when the source of information is an anonymous group or another team that tries to imitate trust by deliberately misleading people. In this case, it is very difficult to determine the authenticity of their intentions by conduct, speeches, or written texts, especially if they are half-truths for the truth, partial truth for the full truth.

The reasoning teaching usually distinguishes between three types of trust: first, direct trust, which is based on obtaining information from a person addressing the audience, and telling them about their views, intentions, and decisions. This type of trust is most often met with public speeches by politicians before elections when they present their programs and talk about their lives and social activities.

Secondly, secondary trust, which is based on facts, evidence, observations, and conclusions obtained by other people, in particular experts and experts in the relevant field of reasoning. It seems that such trust is the basis of most different forms of reasoning since no one can directly test and verify all the evidence that acts as an argument for substantiating a conclusion. The reference to the opinions or decisions of known or authoritative persons is of particular importance so that people tend to trust the statements made by others and collectives more. Logically, as we already know, secondary trust is, in fact, an argument for authority and therefore shares with it all the advantages and disadvantages of the latter. As a rule, people are more likely to trust experts and professionals than simple administrators, politicians, and agitators. It is no coincidence that all environmental movements, for example, against the construction of nuclear power plants and large hydropower plants, chemical, and other harmful industries, seek the support of independent experts.

Thirdly, the indirect trust that differs from the above is that it is based on strengthening one's reasoning in such a way that, through more detailed development of arguments and the degree of confirmation of the data, to achieve the audience's consent with the statements, conclusions, and decisions. While, with direct and secondary trust, he sought to influence the credibility of the audience by broadening the reasoning data he or others had received, with indirect faith, much more attention was paid to the quality of the entire argument, from the data to the validity of the idea itself. But this distinction should not, of course, be absolutized. It should be about how, in different specific circumstances, it is possible to gain the trust of the audience and convince them of the validity of their position. In some cases, when it is necessary to speak to a broad audience on topical socio-political, economic, ethical, pedagogical, and other issues, it is most appropriate to turn to one's observations, experiences, and experiences, in others - to rely more on the arguments of experts, in more complicated - to improve all elements of reasoning, focusing on qualitative improvement of the justification of their position, especially after criticism and preliminary discussion.

It is not uncommon to point to the fourth type of trust associated with the reputation of the source of argument. It is evident that when listeners are aware of the high importance of such a start, they give him more confidence. It is unlikely, however, that this type should be singled out in particular, since in all of the above three of them in one way or another, there is, if not an implicit, reputational assessment. In the first case, the audience can assess it directly, in the second - from the words and arguments of the speaker, in the third - on the degree of its validity.

Another critical factor influencing trust is the truthfulness of information, including facts, observations, the testimony of others, and other reasoning data. Often this factor is classified as reliability, validation, and, therefore, the validity of these arguments. These two main factors of trust are recognized by all and taken for granted.

Disagreements arise when assessing other factors that also affect trust. These include, for example, the so-called goodwill and dynamism of the source of information. To characterize goodwill, words such as openness, objectivity, friendliness, kindness, and personal appeal are usually used by those who make arguments in front of an audience or simply report information. Dynamism is related to the extent to which the speaker can enhance the confidence or recognition that the audience gives him. Many researchers believe, however, that goodwill can be seen as a form of truthfulness and dynamism as a form of competence for the source of information.

In addition to these factors, many specific recommendations can increase confidence not only in the argument but also in the information in general. All of them are based on generalizations made from observations, and partly by special psychological studies. We have already noted that the trust of the audience largely depends on the competence and reputation of the source of information. Reputation evaluation will be enhanced if the people who perceive the arguments belong to the same socio-economic class, group, or collective. Therefore, they tend to trust people who come from the same environment more, express their opinions and views. It is also noted that people usually trust people who have achieved success in life and are highly valued in society. Nor is it questionable that information relating to more essential issues is usually more exciting and often more credible than reports in secondary matters. Listeners tend to trust people with adequate training, who have a lot of practical experience and are well oriented in this field of activity. However, it is also crucial to what extent the audience is included in the debate, how well they can assess the arguments put forward to support a proposal or decision. A person familiar with the case will always trust well-founded projects and decisions. In contrast, the incompetent person will depend on the opinions of others, showing hesitation and uncertainty.

There are also many recommendations for direct and secondary trust, based on the personal qualities of the arguments mentioned above. We have seen that sincerity, openness to other people's suggestions and opinions, the personal interest of the idea in trying to convince the audience to help him gain her trust. But all this is ultimately determined by the audience, not by themselves. And this should always be kept in mind, and remember that faith, like beauty, is valued by others.

The most powerful way to gain trust, especially indirect faith, seems to be the same value orientation of the argumentation and the audience. We have already noted that if the values of the audience are at odds with the importance of the speaker, then all his efforts to gain her trust will be almost in vain. Hence, it may seem that one of the ways to increase confidence is to adjust to the audience, to say it only pleasant things, and in every way to avoid negative phenomena. This, as we know, is based on the populist approach, widely practiced by politicians of different parties and social movements. But this way of gaining trust is short-lived and little influential, as people soon become convinced that the promises and projects put forward by populists are unfulfilled because of their unreality. The best way to convince and gain people's trust is to discuss the problems that have arisen sincerely, to point out the real difficulties of their solution, to find common ground with the position of the audience, if necessary, then to convince it of something, while relying on the "stubborn" facts of reality. Based on all this, acting with due tact, the argument will have the opportunity to convince the audience, who will ultimately deliberately agree with his position and the ideas he makes in its defense.

Persuasion Methods

A word is an excellent tool for human communication and a boundless influence on people. Leaders often care about the content of verbal persuasion, and at the same time, are carefree about its form, which is no less critical. What, for example, is meant when it comes to the technique of verbal persuasion? This is diction (clear pronunciation of sounds), expressive articulation (in the particular correct operation of logical accents), volume (depending on the audience), ability to control their gestures and facial expressions, the clear, logical structure of speech, presence of pauses, brief breaks. It should be noted that convinces not only the word, but also the case, so it is not necessary to count on convincing influence only on words, even correctly and clearly said, but not confirmed by specific cases.

Persuasion methods are the leading methods of organizational influence. Persuasion is, first of all, an explanation and proof of the correctness and necessity of certain behavior or inadmissibility of some kind of misconduct.

The process of persuasion is perhaps the most complex, among other ways of organizing influence. The leading place in this process is the reasoning of its position and the desire to make it become a position, the conviction of each participant of collective activity. Therefore, we will take a closer look at reasoning as the most important basis of persuasion. Let's focus on the parameters of the persuasive impact.

There are many ways of reasoning, but, as in chess, the practice has developed some "correct debuts." They can be reduced to the following four tracks.

Receiving the removal of tension requires establishing emotional contact with the interlocutor. A few words are enough for this. The joke, which was said on time and to the point, also contributes in many ways to defusing tension and creating a positive psychological environment for discussion.

Receiving a "snap" allows you to summarize the situation and, linking it to the content of the conversation, use it as a starting point for discussion of the problem. To this end, you can successfully use some events, comparisons, personal impressions, anecdotal cases, or unusual questions.

The acceptance of imagination-stimulating involves asking a lot of questions at the beginning of the conversation about the content of the problems that need to be addressed. This method gives good results when the performer has a sober view of the problem.

Taking a direct approach involves a direct transition to action without any introduction or preamble. This is as schematic as follows: briefly report the reasons why the meeting is convened and move on to discussing them.

How do you encourage people to accept your point of view? These recommendations can be useful in psycho correct work.


	
Rule one: convincing a person of something does not mean arguing with him. The dispute cannot resolve misunderstandings. They can be resolved only by tact, the desire for reconciliation, and a sincere desire to understand the point of view of another.



	
Rule two: respect the opinion of others, never tell a person abruptly that he is wrong, especially in case of strangers, because, in this case, it will be difficult for him to agree with you.





Never start by saying, "I'm ready to prove it to you." It's like saying, "I'm smarter than you." It's kind of a challenge. This appeal sets the interlocutor against you even before you begin to convince him.

If a person expresses thought and you think it is wrong or even sure of its error, nevertheless, it is better to address your interlocutor with some words: "I may be wrong. Let's look at the facts." You will never find yourself in a quandary if you admit that you can be wrong. This will stop any dispute and force your interlocutor to be as fair and frank as you will force him to admit that he, too, can be wrong.


	
Rule three: if you're wrong, admit it quickly and decisively. It is much easier to admit one's own mistakes or shortcomings than to listen to the condemnation of another person. If you assume that someone wants to speak negatively about you, say it earlier. You're going to disarm him. In some cases, it is much more pleasant to admit oneself wrong than to try to defend yourself. Acknowledging a mistake tends to condescend to the person who committed it.



	
Rule four: when you want to convince a person of the correctness of your point of view, lead the conversation in a benevolent tone. Don't start with questions on which your opinions differ. Talk about what your opinions are in the same way.



	
Rule five: try to get an affirmative answer from the interlocutor at the beginning of the conversation. If a person says, "No," his pride demands that he remain consistent until the end.



	
Rule six: give the other person the right to speak more and try to be short-spoken. The truth is that even our friends prefer to talk more about their successes than listen to us boast. Most people, trying to get people to understand their point of view, say a lot themselves - it's a clear mistake. Give someone else a chance to speak out, so it's best to learn how to ask questions of your interlocutors.



	
Rule seven: Let the person feel that the idea you gave him belongs to him, not to you.



	
Rule eight: if you want to convince people of something, try to look at things with their eyes. Everyone has a reason to do just that, not otherwise. Find this hidden cause, and you will have a "key" you will understand its actions and maybe even personal qualities. Try to put yourself in his shoes. You will save a lot of time and save your nerves.



	
Rule Nine: Treat empathy with the ideas and desires of another person. Sympathy is what everyone longs for. Most of the people around you need empathy.



	
Rule ten: to change the opinion or point of view of someone, turn to noble motives. A person is usually guided by two motives in his actions: one that sounds noble and the other true. The man himself will think of the true reason. But all of us, being idealists at heart, like to talk about noble motives.



	
Rule Eleven: Use the principle of visibility to prove your rightness. To express the truth only by words is sometimes not enough. The truth should be shown vividly, interestingly, visually.





Visual Persuasion

Persuasion creates a framework that starts from the inner world of the human being and expands to the environment with which it interacts.

First of all, let's point out that persuasion is not to deceive, manipulate, or be a language acrobat. The main thing in persuasion is to communicate with the hearts, to discover the bridge between the brain and the heart.

The process of persuasion is to provide the awareness and internal interaction we want in the world of our interlocutor after establishing correct communication with harmony. This change, created by his free will, forms the basis of a correct and healthy persuasion process. The focus of persuasion should focus on the needs and desires of our interlocutors.

Persuasion, as said by Virgo Tecer, is an engineering job. "Our brain has an operating system, software, and frequently used programs like a computer. Among them, our persuasion passwords are hidden. " For good persuasion, all communication tools that stimulate emotions should be used.

So, what are the secrets of persuasion? What should be considered in the persuasion process?

Adapting to persuasion is one of the fundamentals of the persuasion process. Strong bonds between people affect the harmony and facilitate the persuasion process. To speak in a similar tone of voice and at a similar speed for harmony, using the same body language and expressions should be in close thinking.

Also, emotional intimacy affects the persuasion process very positively. Much easier to persuade people than logic is to persuade them with emotions. So why? Generally, areas related to logic are cold, while areas related to emotions are warmer and more persuasive. For this reason, the language of persuasion is emotion rather than logic. Correct emotions can overcome logical obstacles, and persuasion becomes easier.

Do not forget! "People don't care how much you know unless they understand how much you care about them. If you do not find harmony, it will be difficult to convince people. Without harmony, there is no trust, no faith, no persuasion." Kevin Hogan

The human brain is "self" centered at the subconscious level. It has little to do with messages and messages that do not benefit themselves or do not provide any benefit to survive for security reasons. Therefore, your message for persuasion should not be about you, but it. Your message should offer a relevant benefit. Using "“you”r" language rather than "I" language is much more important for persuasion.

We know that a person who studies what we have presented only wants to know one thing: What does it do for me? If you want to increase your influence, we must customize what we want to communicate to meet the personal needs and desires of our interlocutor.

The other important secret to persuasion is to be able to listen to others the way you want them to listen to you. That's why they say listening is half the persuasion! It is necessary to listen effectively and show the necessary attention, especially with "elephant ear."

We all know that; Mimar Sinan is an architectural art and aesthetic genius. A muse comes out and stands before him; "Oh Koca Sinan, why does the minaret of this mosque look crooked?" Big Sinan smiles and says, "Give me a rope," and ties the rope to the minaret and pulls it slightly. "Oh, old man, how is he standing now?" he says. The madman is satisfied. The real issue is the heart of the madman. This is what we call persuasion.

For persuasion, our presentation or expressions should create a persuasion strategy that appeals to the visual brain. The most effective stimulus for our brain is a striking visual. Short and clear sentences should be made instead of long sentences. The aim is to show how our proposal will move our interlocutor from a negative situation to a better one.

Another golden key to persuasion is to be able to ask "Strong Questions." The strong question is a skill that can be realized through active listening. While asking the question, the question 'To whom?' when we ask, 'Why?' when we ask, 'How?' when we ask and 'What?' We have to be very careful with what we ask. Our questions; "Is it open-ended or closed? Repeater or zoom?" We have to make the right decision that it will happen. We should be able to ask questions that fit our purpose. Open-ended questions allow us to collect information and analyze the message, and closed-ended questions allow us to confirm incoming information. If negative emotions are intense, we can ask zoom questions.

For example; To someone who objected, "I don't think the timing is right," "Why?" instead of asking, "What is the best timing for you?" we can ask.

Persuasion is being able to influence a person's decision-making process. A good offer may not be enough for persuasion. However, understanding how a person thinks means taking a very important step to persuade him. For this reason, for persuasion, focusing on the addressee, not on one's own will, he must understand his mind map and emotions.


Nonverbal Communication

One of the other elements of communication is non-verbal communication. It is a method referenced in relationships performed in daily life. Nonverbal communication is sometimes a form of communication that is often used without being conscious but inevitably constantly used in creating meaning.

Voice toning, facial expressions, mimics, body movements, gestures used in communication are part of nonverbal communication. These features are only enabled with verbal communication.

Nonverbal communication is important in the improbability of communication, expressing emotions and enthusiasm competently, defining and identifying inter-personal relationships, providing reliable messages. All of this is shaped by culture.

There are symbols of nonverbal communication that have different meanings in different cultures.

Don't Shut Up

It is often a painful and sometimes painful phenomenon for the individual, except when it is necessary and desired. Silence for too long or the silence of others can cause tension. Let's not forget that long silence between spouses is worse and more effective than fighting. The absence of communication between individuals leads to more negative consequences than bad communication. Because it's important to discuss communication and create a start in solving the problem, but silence will destroy all this.

Social Workers should terminate the applicant's silence method in his interviews as soon as he uses it as a form of communication and investigates the reasons for the applicant's response to this issue.

There are different reasons for silence or silence. These are not random. Every silence has its meaning in communication that can lead to different interpretations and results. Sometimes we're angry, so we're thirsty to squeeze our teeth, sometimes we're thirsty to listen to the messages we're dealing with because we're getting our attention. In some cases, when we're bored, we shut up and look elsewhere. Sometimes we listen to it because we don't understand what's being said. In some cases, our silence indicates that we approve of the source, and in others, we do not approve. Sometimes we're quiet for peace.

In short, reticence in communication reflects different messages or responses. In determining the correct meaning of these, communication environment, the characteristics of individuals in communication, facial expressions, gestures, body movements, and gestures in the case of face-to-face communication also help.

Color and Music of Sound

They are elements of nonverbal communication that disrupt emotions such as tone, rhythm, ascending, and lowering of the voices of individuals spoken in oral communication and often shed light on the meaning of words. The style can make a testimony confirming what we say, just as it will give us a hand when you lie or hide our fear. Even if the color of sound and the personality of the individual who makes up the music of the speech is part of its nature, its cultural dimension is undeniable. If we look at this, we can show that Turks, Arabs, usually loud French quick, Italians talk like they fight, using English with different tones in the United States and The United Kingdom.

Body Language

Body language has a very important role in face-to-face communication with people. If we don't mention anything in these relationships, our body will talk. Body language occurs with gestures and gestures. The use of facial muscles to make sense or make sense, facial expression in other words; Use the head, hand, arm, foot, leg movements, or the whole body creates gestures. They are also cultural.

Perception of Personal Space

Every person has a concept of personal space. The private space is based on the idea that the surface of the skin of the human body is not limited to the surface of the skin. Reflecting the perception of psychological space, this idea is caused by a special understanding of space, which is drawn with a limit that frames the body of the individual that no one else can enter unless it is allowed. Breaking into this area is considered disrespectful, incitement, or attack.

Clothing and Physical Appearance

One of the factors that determine what kind of communication people communicate with individuals is their physical appearance. We're not going to have much of touch with a person we know, the dress he wore that day. But before we start talking to the person, we meet for the first time, we can detect your clothes, your height, your weight. The physical appearance of the person we face is effective in at least determining how to start communicating.

After looking at the appearance of someone they just met, we

decide to put it in a mold in our minds and say to him, "Master, gentleman, uncle, uncle, countryman, sister, lady, lady."

Physical appearance is important for the person who initiated the conversation, as well as being the tip of the rope, as well as the person who addressed him. People want others to call themselves the same way they define themselves.

Clothing is important in interpersonal communication. Instead, clothing that does not conform to its time causes many very valuable words to be listened to and perceived as false.

For example, if you want to When a young man prepares to speak in front of a community when asked to talk with the jeans and t-shirts he wears in his daily life, people can say that more children without thinking about what it's like to talk about. If he were dressed in the picture, he'd have been more considered.

We can also understand what status people belong to their clothes and try to use our communication accordingly.

The important thing is to know that our clothing is affected by what we are dealing with and to determine in advance about which part of the effectiveness will be effective in society.

In summary, nonverbal communication is important and effective in interpersonal communication, with verbal communication, the color, and music of the sound, body language, space and time characteristics, color, and clothing. Silence in touch is not random. He expresses different reactions. The tone of the sound, body language, facial expressions, space use, and form in communication to know the effects and consciously identify.

Non-Verbal Compliance Methods

Your Physical Image

How we dress, how much people trust us, and how much they love us.

Toning

Correct use of the tone and speed of sound is important for harmony. You can align your conversation with the person in front of you without imitating it.

Stop

Sit or stand similarly. Remember, if the person in front of you takes the same stance as you, that means you're the leader.

Pale

Be careful about how you breathe in front of you. If you want to adapt, you should try to live the same frequency as the other one.

Instant Rapport

Round table at a university in Madrid. Four journalists discuss the future of the profession in front of a few hundred students who follow their interventions with interest. One of the speakers, a veteran of the airwaves who has numerous followers on his Twitter account, writes non-stop messages. At the same time, the rest of the table discusses the new demands of training professionals. In Question Time, a young woman takes the microphone and says very seriously: "I want to ask you one thing, but I'd like you to look me in the face and stop playing with the computer. Attendees are more important right now than their twitter friends." Perhaps unknowingly, that college girl just put her finger on the sore: has the breakthrough of social media and mobile phones changed the rules of urbanity without us knowing? Answer: he's doing it. The problem is that some traditional patterns of behavior have disappeared without the new ones being whole defined.

The conventional phone had already broken some conventions. You, for example, are at a medical consultation, at a retail facility, or the bank window, and your phone rings. Almost certainly, the doctor, dependent, or employee of the financial institution will take the call. It may be a very brief conversation, but it may also take a few minutes. The person on the other side of the line has not waited their turn or booked an appointment for the consultation and yet has passed in front of many. With mobile phones, the chances of this break-in in the middle of the talk, a purchase, or an official process multiply because there is no longer even a filter of a switchboard. Where is the rule of waiting for the shift to be taken care of?

"It must be understood that, for retailers, the telephone is a basic work tool, so they must have a person in charge of receiving and answering calls," explains Diego Zala, head of studies at the International School of Protocol. However, "it is wrong to apologize in advance to the customer or patient who has seen the consultation interrupted and to care for everyone who calls," Zala continues.

What happens in queries, stores, and windows is no different than what occurs in any meeting. So much so that rules begin to be dictated to prevent continuous calls from ruining a work session. British Prime Minister David Cameron recently banned members of his cabinet from bringing their mobiles on to ministerial meetings. The 'tory' leader had already rebuked one of his collaborators for answering calls during work sessions. What Cameron intends, according to the specialists, is to make it very clear that during a government meeting, nothing can distract team members. And that for them, there can be nothing more important at the time than their work. Not forgetting how annoying a concert of polytuses, between the folkloric and the exotic, is to anyone who is focused on a task.

Urban planning specialists recommend doing without phones at any meeting, even family. "It is not appropriate to keep mobile - let alone make use of it - around a table or during a work session," says Zala, who believes that only exceptionally, if a very important call is expected, can you have the device connected. It is necessary, then, to warn the companions of that circumstance. But the exception does not imply that the possibility of answering all calls is opened.

Priorities

Perhaps this image of adults neglecting those around them to dedicate themselves to those far away is etched in the minds of the youth. That's why it's not strange to see two or three teenagers left to spend the afternoon together on a park bench and are with their cell phones texting or chatting. And, of course, without looking at each other's faces. In other words, the relationship with those who haven't stayed with them preys on the talk with the other boys right there. "They may also be chatting with each other," says sociologist Javier Elzo amusingly. "The essential thing today among young and not-so-young people is immediacy and acceleration," he explains. This means this desire for instantaneousness: of the information that is received and the replicas that are requested.

What about social media? Seeing some people who write messages to their Facebook, Twitter, or any other network via mobile or computer during a meeting no longer surprises anyone. Some of the participants in the famous meeting between the president of the Film Academy, Alex of the Church, and well-known internet users, did so on the 'Sinde Law.' Protocol specialists put their hands on these practices before because those who do so give the image of being more concerned with telling what is said in the room than for actively participating in the session. It is also what happened to the veteran journalist on the university day that is told at the beginning of this report.

Hooked

Also, social networks have numerous uses. Some more professional, some more effective. And others, bordering on exhibitionist behavior. What to think of those who throughout the day announce 'Urbi et orbi' who are in such a place having a coffee, leaving a meeting, eating, about to enter the cinema, get on a plane or go on a date with views of having a highly erotic outcome? What was thought of those who, before the invention of social media, spoke out to the world that they were going to do some of these things? Directly, they were self-centered or rude.

Many have already renounced to classify these behaviors in this way, in the face of their generalization. "We're not rude, we just have to keep up and be aware of the new circumstances around us," Zala says. However, it warns that there are behaviors on the network that are not tolerable under any circumstances.

One of them is to 'hang' photos of meetings with friends, colleagues, or family without those who appear in them knowing and have given their consent. Some seem to have forgotten that it is not the same to show a photo to a few people to check with who we were in a meeting - and yet it may be an indiscretion - than to place it on the net for unknown viewing.

Are mobiles and social media ending urbanity? No. They are generating a vital acceleration that forces, as Elzo says, an immediate response to how many messages we receive. The old letter took time to arrive, was often read hours after being deposited in the mailbox, and answering it required paper and pen or typewriter. Then the envelope made the way back. Between the writing of the first letter and the reading of the second were several days. Today that's a world. The rules of urbanity must, therefore, address the demands of immediacy even if some practices are never yet unacceptable. It's a new education.


Real-Life Persuasion
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I have emphasized the importance of applying knowledge about psychology in real life since they are not isolated.

When we hear about religions, doctrines, or sects, we often relate them to the persuasion they exercise over people. Leaving aside the teachings or principles of each faith here rather we will focus on the attitudes and behaviors that cause people to engage in some worship or any case, leave their convictions and behave in ways that they would not otherwise.

A new convert soon learns to be part of the group, feeling pressured by the actions of others leads him to be an active member and to settle for what he sees to obey and commit to the group. Remember the phenomenon of the foot at the door? Many of these sects use this effect. Early requests are small as an invitation to dinner, talks about philosophy, and other requests that exploit in the acceptance of the doctrine.

There are persuasive elements such as the essential one, such as the communicator who is regularly a charismatic person, perceived as expert and reliable, the emotional, vivid message that creates direct social pressure. The audience is young people who are at the age of stabilizing values and attitudes, and potential converts are at an existential crossroads, personal crisis, or needs that a simple message satisfies.

As I said at the beginning, the issue is not about whether religion is good or bad; it's about seeing how many religious leaders occupy persuasive elements to influence people.

The following are the tips for persuading people in real life:

1. Preferred Simplicity Using Small Words

The simpler an idea is presented, the easier it becomes – and therefore, the more believable it is.

2. Include in Your Speech the Short Sentences

It's less about restraint and more about finding exactly the right piece in the language puzzle so that you can put it in the specific space you're trying to fill.

3. Choose Reliability, As It Is as Important as Philosophy

If your words lack sincerity, if they conflict with overlooked facts, circumstances, or perceptions, they will also lack impact. Tell people who you are and what you're doing. Make sure you're that person and do what you said you'd do.

4. Say Something New

If something doesn't shock us or make us bored, we move on to something else. If what you're saying makes people say, "I didn't know that," then you've succeeded.

5. Emphasize the Sound and Composition of Words

They must be as memorable as the words themselves. The rhythm of the language is at the heart of the musician.

6. Make Intelligent Images

Create a vivid image. Take, for example, candy ads. The slogans we remember forever are the ones that have a powerful visual component, something we can see and almost feel.

7. Use the Question

The customer who complains to the meter that her meat has too much fat is less effective than if she asked: "Do you think that's lean?" Similarly, the question "what would you do if you were me?" directly forces the recipient of the complaint to see things from your side. By making a statement in the form of a rhetorical question, you give the reaction a personal character.

8. Give the General Context

You have to give people the "why" of a message before you tell them "so" or "so." Some people call it framing. Is 16px preferable?" the phrase general context, because it better explains why a particular message matter.


Ethics of Persuasion

Something that should seem strange to us, because persuasion, studied by numerous disciplines from antiquity to the present day, is at the very core of political communication and any other practice related to the conquest of the wills of human beings.

The reality is that the cases in which politicians or political communication professionals use the word "persuasion" to define their work are counted. What is the point of this common use? Mainly that the term has been filled with negative connotations over the centuries, not only among the academy but also in the colloquial language. Persuasion has often been linked to phenomena such as manipulation or lying, being sibilinos, and having hidden intentions of trying to win the will of human beings through unethical art and procedures.

Part of the blame for this negative notion of persuasion is that it has put the focus of this action only on the results. Persuasion has been tended to conceptualize persuasion as a process that can resort to any method of influence to achieve its goals, including fear, threats, lying, or irrational appeals. The focus has been more on the effect of "persuading action" (getting what one wants) than on the path taken to achieve it. In short, we have looked more at the "end" than the "means." And this has made persuasion confused with other processes that, sharing the ultimate goal of influencing human beings, are nevertheless very different in terms of the methods they employ to achieve that goal.

But persuasion cannot be seen only from this prism of results, because that contributes to further blurring the nature of this phenomenon. On the contrary, claiming the true concept of persuasion and using it as the basis of political communication can root with an ethical dimension of this activity and help solve many of the problems and definitions that haunt it today.

Persuasion and Influence

The first thing to consider when talking about persuasion is that it is a specific type of communication. And as communicative action, it is therefore linked to the social nature of the human being and to the notion of sharing with others knowledge and realities that are common to them.

But unlike other types of communication, in persuasion, the goal is not only to transmit or share information or knowledge. There is a persuasion intention on the part of the issuer to influence others, to provoke a change of behavior or opinion, to move them into action. That is, in short, what is sought in political communication. There may be an informative or pedagogical purpose in politicians' communicative efforts, but their primary purpose is more "pragmatic" because it tries to influence others, mainly to get their vote.

It is precisely the intention that makes it possible to differentiate between persuasion and mere influence. To influence, there is no need for a purpose: a person can do so unintentionally, without being aware of it. However, for there to be persuasion, there has to be a clear intention to exert that influence on others. It can, therefore, be said that persuasive communication must be defined more by intent than by the outcome of the action.

And being a communicative process, persuasion is necessarily bidirectional. Both the sender and receiver are equal parts of the process. Each other can intervene on an equal footing. That is why there is no persuasion to resort to force or violence to force the other to follow what is proposed because then it would cease to be so to become coercion. Deep down, persuading forcing is a countersuit. Either they are convinced, respecting the freedom of the recipients to follow or not what they are asked to do, or they are coerced, forcing them to obey what they are asked to do, but not both at the same time. And it is this criterion that allows democratic systems to be claimed as persuasive systems against authoritarians, who base their power on coercion.

Reason or Emotion?

Secondly, persuasion must be understood as an amalgam of reason and emotion, which is precisely what distinguishes it from two other phenomena with which it is often confused, which are conviction and seduction. And perhaps this is one of the most important points when it comes to assessing the persuasive nature of political communication.

Conviction is a rational process: it is convinced with reasons and, therefore, it is primarily directed at the intellect of human beings. Is this what politicians are trying to do on the campaign trail? Can you say they're trying to "convince" the electorate? We should say no because its objective goes further. After all, what is sought in political communication, preferably, is to act on behavior. And to do this, the politician cannot remain alone on the level of reasons, but must also use feelings, the emotional pathway, reaching the hearts of the recipients to mobilize them to action. And that mixture of reason and emotion is precisely what defines persuasion.

What happens is that sometimes the persuasion may fall into the temptation to resort only to emotions to more easily conquer the will of human beings, thus dispensing with reason. In this case, there is no longer any talk of persuasion but seduction.

And what characterizes political communication today? We could say, as has already been emphasized on numerous occasions in recent decades, that politicians have opted in recent years more for seduction than persuasion, perhaps because they have seen that this emotional pathway is much more effective in achieving their goal. Emotion has succeeded in imposing itself on reason, and this has contributed decisively to the emergence of television, which has become the main means of politics. A medium that vehiculates emotions like no other thanks to the strength of the image and which, according to the academy, has led to a situation of particularizations of politics, of increasing passivity among voters, and of enhancing personalism and populism above parties and ideologies. Also, recent research in neuromarketing, which has come to prove the great weight of emotions in human behavior scientifically, has reinforced the thesis of those who believe that feeling should be the main vehicle of political communication.

This has led to a debate, sometimes focused in the form of controversy between academia and profession, on the use of reason and emotion in politics. A discussion which, in essence, is not very different from that already held in classical Greece Plato and the sophists, advocating rationality in political discourse; and others opting for feelings to be, in their view, much more effective in moving humans. And over the centuries, and above all from the Enlightenment, a rational and platonic thought of politics has been based, which has led to a condemnation of emotions.

At this point, the nature of persuasion must be claimed from an inclusive perspective because it is this perspective that will allow proposing a possible solution to this permanent vision faced between reason and emotion. Political communication, as persuasive communication it is, must be the combination of both factors. In politics, it is not only a question of rationally convincing voters but also needs to mobilize action, as the story is to opt for a particular party at the ballot box. And there come into play emotions, which must not be seen as harmful or unethical to democracies, but also as the only way to more easily conquer the will of citizens through seduction.

In short, this was the position already defended by Aristotle as a way of tertiary in the controversy between Plato and the sophists, and it is the one that should gain ground both academically and professionally. And all this, moreover, in a context of change in forms of communication. New technologies, which are allowing us to glimpse the move from the classic one-way model of political communication fostered by television to a two-way one, in which politicians and citizens exchange information and listen to each other, can facilitate the return to communication models more based on persuasion than mere seduction.

The Ethics of Attack Campaigns

Thirdly, persuasion should not be confused with deterrence. The first seeks to move to action, while the latter pursues the opposite, that is, to demotivate a behavior, for someone to stop thinking or to do what they had in mind. For example, stop voting for a party or candidate.

And given experience, contemporary political communication might be thought to be sometimes more focused on deterring than persuading, attacking the adversary than proposing alternatives. Attack campaigns and negative advertising have now become commonplace in any election. More words, movements are becoming increasingly negative and even dishonest, including as an attacking item not only political issues but also the private lives of candidates.

It should be emphasized that emphasizing the opponent's weaknesses is not a negative or unethical thing. It falls within democratic logic. Therefore, we should not be tempted to regard all negative or attack campaigns as evil or to be avoided in political communication. The problem arises when what is sought is exclusively denigration and unfair attack on the adversary, which, on the other hand, is the most common thing lately. It is this criterion used by the academy to deplorable negative advertising or attack campaigns that pursue only the destruction of the rival or that resort to irrational lies or fear towards him and, on the contrary, acceptable those that bring the discussion on political aspects in that they provide voters with proven information, both positive and negative.

In any case, and beyond these ethical considerations, another very relevant aspect underlies this debate, which directly links to the differences between persuasion and deterrence. Attacking an opponent does not immediately mean that those who support him stop doing so and go on to keep the party that launches the attack. Many matches make negative publicity against rivals, thinking they will automatically collect for themselves the fruits of that action. However, a large number of studies have shown that those negative messages they propose, in addition to attacks on the opponent, solutions, and responses to reported situations, are considered more effective than those that include only negative information. In short, these investigations confirm that the single deterrence is not persuasive and that this, in terms of the proposal of alternative behaviors or beliefs, is more communicative and also more effective in achieving the desired results.

Banishing the Use of Lying

Fourth, persuasion entails an act of sincerity on the part of the issuer, openly demonstrating that it intends to influence its recipients. If the intentions remain hidden or disguised, there is no longer persuasion but manipulation.

Manipulating by concealing the intention to influence has been very common throughout history. This was the case with the so-called "black propaganda" during World War II, in which the authorship of the message was hiding to give it greater credibility. And, to some extent, there are still remnants of these practices in today's societies, for example, when intentional messages are to be disguised under the appearance of news, including here the permanent attempt by many politicians to manipulate or control the media.

But there is no greater concealment of intentions than when lying is used, which is one of the greatest risks looming over democratic systems. The manipulator hides their true purposes by deceiving citizens with those messages that he considers most relevant to keep them under control and submissive, thus causing them to harm in that they are deprived of having all the data to act freely.

This results in an important consequence also in terms of respect for the dignity of the human being. The manipulator treats the other as an object, codifies it, becomes a simple means that he can handle as he pleases to achieve his ends, such as winning an election or staying in power. However, whoever persuades treats the other as a subject, respecting his freedom. And that must be the essence of political communication.

Claiming Persuasion as The Foundation of Political Communication

After all these considerations, and based on the multidisciplinary review of the concept of persuasion over time, we could conclude by defining it as "that intentional communication in which an issuer, without hiding its purpose, tries to deliberately influence others to create or do something in the political sphere using both rational and emotional elements, always respecting their freedom of choice and discarding the use of lies and any form of violence or force both physically and psychically to achieve their ends."

While seduction, coercion, or manipulation are one-way processes, which subject the receiver without discussion, persuasion can only be based on the active participation of both the emitter and the receiver, giving way to bidirectionality. Citizens are not mere voters or means to win an election. They are considered equal, active, and co-participants of the process. The common good, and not just the benefit of the politician, can then be seen in this consideration of persuasive political communication. A persuasion, in short, free of negative connotations, which is closely related to an ethical conception of politics and which also serves to recover for our day's classic approaches that had been blurred, if not lost, over time.

Professionals and academics should explore more and enrich the persuasive nature of political communication. Persuasion is necessary for politics, no more than the use of this term arouses misgivings or prefers to be replaced by other, more neutral notions. And it is much more so today, when it is often referred to that politicians do not represent citizens, who lie or manipulate, or who only look after their interests without remembering voters without other than when there are elections on the horizon. In short, the persuasive foundation of political communication will enable many of the questions that remain in force in this discipline to be addressed, allowing politicians to be more effective in influencing citizens while contributing to the improvement of democracies.

Conclusion

Understanding how people think and make decisions makes you more persuasive. But in doing so, you need to be responsible. When you use faith cohesion techniques ethically, you see that it is more effective and empathetic than traditional marketing methods. If you show people that you understand them, they'll do more to listen to and understand you. If you use persuasion techniques not to deceive people, but to draw attention to the benefits and products you offer, you will benefit from this.

As a result, people are more interested in what similar people say, people who are in harmony with themselves, the events shown in evidence, and the lesser, and that interest makes them much more convinced. Persuasion can occur not only in a positive direction but also in a negative order. It's possible to convince people by managing fears. The concept of persuasion is not only a concept that applies to the sales, marketing, advertising, etc. sectors, but it is a concept that applies to everyone at any time. You can convince your teacher about exams, convince your manager to be close to your expectations, or you can manage a team. You can convince your partner, your child, your friend, in short, everyone, by enforcing universally accepted rules. People want to be confident before they say "Yes" to a topic or before they say "No" to a topic, so to understand the psychology of persuasion, you first need to understand communication and know human types. When it is known how to treat such people, effective listening and effective communication will become much more successful and meaningful, whether in rhetorical or non-verbal terms.

We can see that the area where the persuasion is in communication is very wide. People can communicate better and succeed in these simple but effective methods that they will use to get a gift they want to get their spouse seeking to sell or market their products or services, to get themselves into a community.


NLP Secrets

What Is NLP
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Many times, in our lives, we happen to want to say one thing, and another comes out of our mouths. Alternatively, we happen to think about ourselves something contrary to what we present to others and yet to collect from them as a treatment, what we truly believe in ourselves. What's going on?

Are we the curious, the deficit, the troubled? I guess not all of us have imprinted in our unconscious mind specific "programs" that define the way we perceive reality, that guide our thinking, emotions, action, and behaviors in our daily lives, our reaction to external stimuli, and which almost pre-define our emotional, logical and practical response to everything. In other words, we are perfect beings who perform perfectly the programs that others have uploaded to our "hard drive." Although we prefer to consider ourselves a carrier of free will, rather than an instrument of mechanical behavior, many of our daily reactions - especially negative ones - have been formed years ago, in our childhood, i.e., from 0 years to 6, from previous similar experiences we have experienced in our family environment—either the direct or the broader. The reactions we chose to have at the time created an impression within us and continue to reproduce in a change in every new situation reminiscent of the old, riveting us. And while we have many options, we don't take advantage of them, since our behavior has been locked in a certain way of reacting. Any pathological, psychological behavior can be reduced to such mechanisms, resulting in disparaging situations and dead ends and, of course, become practically ineffective.

So, one rightly wonders, are we doomed to carry out for life the unconscious education we received in our childhood? A kind of robot that simply tries, without success, to avoid unpleasant experiences by continually reproducing destructive behaviors? No, of course not. There are various means (one of them, and the NLP) by which one can change the original programming and find his true identity, his values, his "wants."

The goal of NLP, both in its therapeutic and other applications, is to quickly change the way we understand and act, to change the approach of life and behaviors, through the disappearance of these unconscious programs and their replacement with the programs that we wish to define our lives.

Because ultimately, what differentiates a "successful" from an "unsuccessful" in any field of man is his ability to live his life within the framework that he determines based on his personal needs and balances and to bring the result that satisfies him and not his environment. The disappearance of our restrictive beliefs brings us back to a state of freedom, flowing, effortless and in-depth communication, and sincere interest in others, free from the heavy shackles of chronic compulsive behavior.

How Can It Help?

What is NLP, and how can this help me?

NLP is a potent "tool" used to enhance personal growth and pushed towards personal transformation. The unconscious mind is a powerful part of yourself "located where your thoughts, your behaviors, your memories, your habits are. The whole model of your world lives off this magical and mystical place! He has received in every piece of information and detail everything you've ever seen, done, heard, decided, hesitated, tried. Isn't that amazing?

NLP therapy is beneficial because, in addition to discussing a topic and other techniques can be used to help you change your behavior and thinking. This allows you to free yourself from the negative memories, thoughts, or feelings that hold you back from making progress.

There are many names for the techniques used in the NLP process; however, most of the time, it is the therapist/coach who will be creative in the way that will help you redefine the damaging patterns of thought and behaviors of the past and give you a way to create new ones.

A little analysis of what the words mean:

Nerve: Each of us has created our unique system of spiritual "filtering" to process the massive amount of information absorbed through our senses. All the information we receive daily through our senses is filtered through our "personal sieve" (beliefs, values, etc.). Therefore, our perception of what we see, hear, taste, or smell turns into a unique understanding and experience of the world around us. It looks a bit like when you make a cake: you pour all the ingredients into a bowl, but how you mix them - the ingredients you put in it - and the temperature you bake it will affect it in taste, appearance, and smell. No cake is the same as the other. There's always a personal footprint.

Linguistic: You can then put your personal and unique interpretation of the information you received from the world around you.

Notice when someone describes a situation to you. The language he uses can be very different from the way you would describe the same problem. We've deleted, spoiled and exaggerated when we talk most of the time without realizing it! We delete, distort, exaggerate most of the time without even realizing it.

Programming: Your behaviors, habits, and mentalities have been shaped according to the information you receive throughout your life and the influence of those around you.

Your brain creates "neural pathways" when you do something repeatedly, such as a new way of functioning your body, eating habits, and even the way you say something.

These neural impulses can either be to your advantage or detrimental, resulting in a negative effect on your life. The important thing is that the mind can train it, learn it, and know it as well!

Your mind and body are connected; your feelings will always be manifested and expressed through your body language. Sometimes, you don't even have a conscious awareness of how you express yourself. However, 90 percent of your communication is externalized through body language so that you can say something to someone linguistically. Still, your body language can say something completely different!

So, How Can the NLP Help Me?


	
You can find yourself in your present, and in the way you see your past.



	
You can work with your procrastination and all the things that continuously procrastinate when you need to complete a project.



	
You can find out why you feel depressed, depressed, upset, and you're not sure why.



	
You can increase your performance to improve work to become more productive and increase your income.



	
You can figure out how to adopt a new habit that you try every week, month to achieve, but you don't make it, and you feel frustrated with yourself.



	
You can get out of a rut that you feel you've fallen into through a situation or a relationship, and you don't know how to get out.



	
You can regain the confidence that prevents you from taking the initiative.



	
You can increase your sales if you're a salesman.



	
You can improve your mental and physical performance.



	
You can find and reveal the obstacles that keep you locked in your place, that hold you back from your freedom and independence.





Neuro-linguistic Programming

Neuro-Linguistic-Programming is a systematic collection of scientific information, observational knowledge, and experience, as well as mental techniques that together work to improve thinking, behavior, and emotional response – as well as methods of supporting other people to achieve the same goal. By being familiar with NLP, even its fundamental principles, we can:

•        
 We make the things we already do even better.

•       
 We have the skills and attitudes to do what we cannot do now, but we would like to be able to do so.

•        
 We communicate more effectively with others.

•        
 We think and express ourselves more clearly and systematically.

•        
 We manage our thoughts, behaviors, and moods based on our real goals.

The Study of Success

NLP (Neuro-Language-Programming) has been variously described as the technology of the mind, as the science of achievements, and as the study of success. It is based on the research and analysis of those factors that bring about either the success or failure of human performance.

For more than 30 years, NLP researchers around the world have been studying and "modeling" the behavior and thinking of highly successful and efficient executives in business, education, sales and marketing, therapeutics, sports, and personal development. The results of this work are presented today in educational workshops and seminars, as well as in NLP long-term studies programs. In essence, this knowledge skills answer the question: how in practice and in life itself is structured optimal and successful performance and how the elements and skills that create success for me personally, professionally, and socially become my property.

NLP What A Name!

The term "Neuro-Language-Programming" is considered to be the result of an attempt to define in a relatively precise way the scope of this complicated subject matter:

•       
 "Neuro": indicates how the mind interacts and synchronizes with the body through the functioning of the human nervous system.

•       
 "Language" refers to knowledge of the way of thinking of man taken from careful observation of the use of language.

•       
 "Programming" refers not to the action of programming, but to the study of patterns of thought and behavior or "programs" that people use in their daily lives and relationships with each other.

Many who come into the first contact with the sound of the term NLP are repelled, as the word "programming" brings about associations restrictive or automatic of human behavior. But it is not so, neither in its depth nor in its substance. The name NLP has spread around the world and is used with the abbreviation of three letters.

And so, thanks, we can say that the NLP has achieved so much of its mission not because of its title, but because of its code! And this is precisely the value revealed to the private student or professional: that "by unlocking our mental codes, we can recreate the reality of our lives."

How They Refer to the NLP

The reputable scientific publication "Science Digest" states for the NLP that "it may be the most important synthesis of knowledge about human communication that has occurred since the 1960s".

The international magazine "Time Magazine" announces that "NLP has countless possibilities for dealing with and handling individual problems."

The Professional Review "Training & Development Journal" states that the NLP "enables us to bring about change without the known anguish and pain that accompanies these phenomena" and that it "allows for the increase and expansion of our choices, flexibility, creativity and, for this reason, greater freedom of action and will for most of us."

An internationally acclaimed speaker and personal development writer Anthony Robbins have said that "NLP is an incredibly effective and enjoyable way to gain access to the more and more real potential of your mind."

•       
 NLP and Sales: the use of NLP inadequate customer satisfaction and satisfaction – and in the development of long-term mutual benefit relationships (win-win), results in us being the preferred supplier of services and products to our customers.

•       
 NLP and Career: the implementation of NLP perfects the unique technical skills we already possess as professionals and significantly develops the skills of influencing, consulting, trading, communication, motivation and motivation, staff training.

•       
 NLP in Management: NLP is an almost irreplaceable tool to be used by the manager to implement the planned changes in the professional exercise or business landscape.

•       
 NLP in Relationships: the use of NLP in close relationships deepens the bond through a clear understanding and understanding between the parties while allowing the maintenance of personal autonomy and power.

•       
 NLP and Personal Development: the application of NLP in all areas of personal development is one of the most useful and impressive applications of science and art of this subject.

•       
 NLP and Counselling: the application of NLP to the exercise of all kinds of advisory services to individuals and professionals, such as business consulting, coaching & mentoring, or to the practice of related professions such as social worker or psychologist, dramatically enriches the know-how and enhances the result. This is achieved, in particular, through the study and practical experience through the NLP of Systemic Thought across the web of human relations and the collective phenomena of life.

•       
 NLP and Sport: regardless of whether we are athletes, coaches, or coordinators of sports and sports, NLP provides an excellent set of techniques and methods of superior performance and strengthening of our internal attitude during sports activity, thus enhancing performance in quality and duration.

You teach neurolinguistic programming. What should someone know before starting this method? And what is it?

Neurolinguistic Programming (NLP) is a broad method of self-awareness and self-evolution, created about 50 years ago at the University of Santa Cruz, California, by a Gestalt psychologist, Richard Bandler, and a linguist, John Grinder.

With NLP, what one manages is to discover his restrictive beliefs, that is, those that prevent him from creating the results he dreams of in all areas of his life, driving them easily and quickly, with lasting results and having secured the knowledge and tools he will use whenever he needs them in later life.

Because ultimately, what differentiates a "successful" from an "unsuccessful" in any field of man is his ability to live his life within the framework that he determines based on his personal needs and balances and to bring the result that satisfies him and not his environment. The disappearance of our restrictive beliefs brings us back to a state of freedom, flowing, effortless and in-depth communication, and sincere interest in others, now free from the heavy shackles of chronic compulsive behavior.

What Can He Help Us With? And Who Is It Addressed To?

It is addressed to all people who want to change some areas of their lives, work, finances, relationships, or some part of their personality, e.g., cowardice, indecision, low self-esteem, anxiety, fear, and so on.

What difference does it make from classical psychotherapy?

First of all, it's not psychotherapy. We don't deal with trauma and the past here. Here we learn techniques and ways to bring results, and through this path, we heal the wound.

How does it apply in practice? Can he help us in our careers?

NLP is something you learn, committing yourself to actively taking part in your change through specific speech exercises and particular action. This is done either through groups or through personal sessions.

You recently held a daily experiential seminar entitled "Your Best Year." You talked about a method. What makes her stand out and how she can help us.

Your best years is a specialized, targeted system within the framework of NLP that guides you through creating a plan of professional success either independently as a professional or as a company. It cultivates group consciousness and boosts the company's results in all areas. I represent this method exclusively in Greece and Cyprus.

How many years have you been involved in neurolinguistic programming, and why did you decide to engage?

I've been involved in neurolinguistic programming for 14 years. I've worked with over 1500 people so far. Through the NLP, I was able to change my life and achieve goals in a way I never imagined. Seeing my results, I decided that this method is valuable for all people who ask to make a new life with their own beliefs, desires, and needs. So, I got on this magical journey called NLP.

The people who have been and are with me on this journey bring their results and experience their lives in a new creative way. They connect with themselves better and create the conditions they wish to have in every area of their lives.

Can Someone Heal Their Childhood Traumas with Neurolinguistic Programming?

Of course, I do. But if you don't heal your childhood traumas, you'll always find them in front of you. I have a two-day seminar, called children's injury an old history with a happy end, which is specially designed to lead us to the identification of our childhood traumas and the lousy past while creating the possibility of a liberated life from the emotional burdens of the past and thus the creation of a new beautiful relationship with ourselves and our environment. At the same time, it gives us valuable information - knowledge of how to play our role as parents successfully.

What are the most common requests that most people visit you?

Work, finances, relationships, children, relationship with oneself. If we told you to give us some advice to apply it to our daily lives, what would it be?

Whatever fits in my imagination, I can achieve. I have all the talent I need. All I have to do is find out how. Everything I know, I can do easily. My only competitor is the restrictive – deficit programming that lurks within me.

The most valuable tool is to remember how much I have achieved so far!

NLP 3rd Generation

NLP is now in its third decade as a field of education and has evolved significantly since its inception in the mid-1970s. Through all these years, it has spread around the world and has touched, affected the lives of millions of people. The people who develop NLP and those who implement it continue to expand the boundaries of NLP applications, creating what we call "the new generation of NLP models and applications."

•        
 This new generation of NLP works with the interaction between three different intelligent or "minds."

•        
 the cognitive intelligence that emerges from the brain

•        
 physical intelligence that is focused on the body

•       
 in the "intelligent field" that comes from our contact and our relationship with larger systems around us

1st Generation Of NLP

But to change, one needs:

The first generation of NLP was the original NLP model created by Grinder & Bandler from their work with successful psychotherapists. These initial techniques were applied mainly on an individual level and focused almost exclusively on the individual. NLP was considered a method that one (mostly therapists) used to another person. NLP techniques in these first steps focused on working at the level of the individual's behavior and abilities.

2nd Generation Of NLP

The second generation of NLP began to emerge in the mid-1980s. At the time, NLP was expanding to include other fields besides psychotherapy. Although it continued to focus on the individual, the 2nd generation of NLP emphasized the relationship between the individual and others. It thus included other areas of NLP application such as negotiation, sales, education, and health. NLP techniques and tools have been extended to include higher-level topics related to an individual's beliefs and values.

3rd Generation Of NLP

3rd Generation NLP has been in development since the 1990s. 3rd Generation NLP applications are productive, systemic, and focus on even higher levels of learning, interaction, and evolution - including stories of identity, vision, and destination. The 3rd generation NLP focuses on changing the whole system and can be applied to societies as effectively as it is used to smaller groups and individuals. 3rd generation NLP techniques are "field" based on principles of self-organization, archetypes, and what is known as 4th place: a holistic concept. The tools of the 3rd generation NLP are focused on internal harmonization and like-mindedness, multi-level perception, and the skills of support. The premise of 3rd generation NLP is that the wisdom needed for change to occur is already within the system and can be discovered and emerged by creating the right circumstances and conditions.

NLP Training Strong Minds

NLP is about identifying patterns in thinking, beliefs, and behavior and knowing how to choose the designs to keep consciously and which to change. NLP has helped many people improve their communication skills and achieve their business and personal goals.

Neuro-Linguistic Programming (NLP) is the study of how we think and perceive the world around us. The nature of our brain and our consciousness are not a specific science yet, so the primary method used by the NLP is to form models of how they work. These models are then used to create techniques to change thoughts, beliefs rapidly, and behaviors that one may not want to have, need not have, or not know that one has.

The idea behind NLP is to offer several tools that anyone can use to monitor themselves so that they can operate more efficiently. When seemingly invisible forces no longer push one, one's self-confidence and energy can increase sharply as he has greater control over the circumstances. In this way, he will always have more options available in each situation, rather than being limited to one or two that the conditions in the past allowed him to.

Neuro-Language programming operates on the fundamental premise that reality is subjective. Instead of assuming that there is only one objective reality in which everyone participates, it focuses on how each person perceives and experiences reality from within. Therefore, instead of "facts," the NLP studies personal beliefs and perceptions.

Each of us perceives reality through a vast collection of perceptions, thoughts, beliefs, and, which has a structure and organization, even if it is too complex to understand on our own.

This is no different from the prevailing principles of psychology, according to which the roots of a problem in the patient's childhood are sought, in the belief that there is a connection. The NLP examines these links in much more detail, arguing that even the smallest verbal or non-verbal communication or behavior can reveal some of the necessary internal structural processes and that is trained in observing these signals can "work" to change these behaviors.

Instead of being a rigidly disciplined theory, this method uses tools having freely, and discriminably borrowed data from various ideas and disciplines. Experimentation is encouraged to find the appropriate means that the person will use. Since we are all different, a specific approach that will apply to everyone is less effective. As a result of this perception, the NLP is more of an ever-evolving process than philosophy and focuses more on what "works" than what is "true."

The Essence of The Relevant Education

Unlike various methods of psychotherapy, the NLP does not "examine" people and then decide for them what problems they have and how they should be "cured." In essence, it helps individuals decide for themselves what their "problems" are and then helps them in trying to solve them. In other words, everyone is allowed to determine what they do not like about themselves or in their life. A vital element of the method is that the NLP does not make judgments about its problems, nor does it try to highlight issues that the person himself does not detect.

Any "region" that one decides subjectively that he wants to change or improve in his life is considered valid and acceptable. The person himself decides what material could be useful for the "therapist" to hear. Diagnosis determines what the treatment should be, but this, at every step, can change if it turns out that another direction or dimension would be more constructive for the individual.

"With NLP, you can discover your spiritual map and how it affects what you do. Interesting, isn't it? What NLP education offers is one of the most reasonable questions one can ask when one wants to know more about NLP."

"For many people, NLP applications are still unknown and certainly not so clear. But it's quite interesting that with the same process, you can develop your professional flexibility and performance, have a better relationship with the people around you. Of course, the sooner you discover and become familiar with this art, you'll realize that there are limits only where you want to put it for its use. You learn specific step-by-step methodologies to improve the way you think, the way you receive information through the five senses, to understand people, to socialize more effectively, to look for new and more creative approaches, for the challenges of life."

"Due to the dual nature of NLP training, it can be described as the most penetrating, the most direct and the most effective. In particular, throughout the training, each individual has the opportunity to imagine and create, first conceivable, and then practically, his professional - personal success. At the end of this, the sense of the learner is of complete spiritual integration."

"The most important benefit that NLP offers is the excellent nation thorough knowledge of how the human mind works and how we can harness its unlimited power."

Stresses John Stockdale, Master Coach & Trainer of NLP, Stockdale & Associates, and Performance Partnership. He points out that through specific methods, techniques, and communication tools, the NLP allows each of us to create immediate and lasting change.

"Therefore, you learn to change the way you communicate and behave, set and achieve goals consistently, and change your attitude to life. In short, I would say it is the ultimate "manual" of the human mind!" he concludes.

"NLP training offers recognition of our way of thinking and, at the same time, acquiring techniques for self-improvement. As a result of this training, the person concerned can create the future he deserves and has dreamed of".

"It offers us several tools and techniques for how the human brain works. It gives us a manual for using the mechanism of what we do and how to find out what keeps us away from what we are capable of achieving. It also offers us the science of communication. Our success in any field, personal or professional, has to do with how effectively we communicate."

Structure and Content

One of the basics that one who is interested in training in NLP must understand are the 4 points, also known as its pillars. These four 'bases' are summarized as follows:

Rapport: How to build a relationship with others and with yourself is probably the essential gift offered by NLP. Because of the pace at which most people live and work, a great lesson from rapport is how one can say "no" to all demands that require time and, at the same time, continue to maintain friendly or professional relationships.

•       
 Sensory Awareness: When one uses all his senses to recruit stimuli from the environment, discoveries about the world around him are truly unique.

•       
 Outcome Thinking: The term is associated with starting to think about what it is that they want instead of sticking to a negative situation or negative thoughts. The principles of such an approach can result in better decision-making and choice, whether it is personal life or something about the workplace. At its maximum use, outcome thinking can lead even to the real purpose of man in his life.

•       
 Behavioral Flexibility: The term means finding out how one can do something different when one realizes that the way it does to date does not work-performs.

"The topic of NLP Training is quite broad and, at the same time, focused on issues faced by the person concerned every day. Issues related to solving stress management and targeting issues to canceling restrictive beliefs and phobias. The only sure thing is that the learner will be able to cope with his daily life with a dynamic and effective set of techniques".

In the same vein, J. Stockdale, "The NLP moves in the field of personal improvement and performance that draws from a wide range of themes. Therefore, the trunk of NLP Training, at the introductory certification level of NLP Practitioner,


	
effective communication internally and externally - applying in a verbal and non-verbal field.



	
It is changing perception and behavior, 3. techniques of an effective response to negative emotions such as stress, and 4. a unique method of shaping and achieving any objective".





"The ultimate goal of NLP training is to discover our inner strengths and abilities to achieve better harmonization with the environment around us. This is why objects such as representation systems, strategies, reframe emotions and behaviors, anchoring words and actions, metamodellas, and Milton models are taught. Equally important topics taught are metaphors, categories of emotions, and positions of perception. The theme also includes sales, negotiation techniques, as well as the creation of harmonious relations and targeting."

According to M. Kankel, the thematic body is quite large and, for example, includes the following sections of education:

•        
 Change Strategies - How to create change in yourself and others.

•        
 Language and Communication.

•        
 Understanding how to develop your auditory attention so you can see what's happening to others.

•        
 5 Step Model for Successful Sales.

•        
 Object Management.

•        
 We are negotiating and persuasion techniques.

•        
 Techniques for successful presentations.

Practice - the training is designed so that all participants can practice the techniques enough, so that they leave with a series of techniques directly applicable and not with theoretical approaches, as is usually the case.

Not Just Coaching

With coaching gaining ground and responding to the needs of executives, the reasonable question arises as to what the relationship of coaching is with the NLP. "The NLP is, to a large extent, the background for what we now call coaching. It is also taught in many coaching schools as a module in "communication" and "rapport," two of the essential elements that a good coach must possess" argues J. Stockdale and continues, "NLP coaching differs from the more traditional methods in how it approaches the issues that the customer wishes to improve and at the same time offers the customer analytics tools and specialized methodology that he can use and become, in part, the coach himself."

"Neuro-Language Programming was born by studying man and more specifically by studying how some people were "perfect" in what they did. They then found a way to model these "perfect" behaviors so that they could reproduce them to themselves or others. If we take into account the way the N.G.A. was born and how much it focuses on change and achieving goals, we would say with certainty that it is a form of coaching. The most crucial advantage is time; the techniques are designed so that changes are made immediately and quickly."

"It is like the carpenter who has his case full of tools and uses the appropriate tool for the corresponding work. The most important advantage of coaching with NLP over more "traditional" methods is the speed in achieving the desired result," he points out.

"Once we handle the N.G.A., we develop the knowledge and skills for the success of our goals, and we improve the quality of our personal and professional lives, I can state with certainty that it is the most authoritative and comprehensive coaching."

Regarding the comparative advantage of NLP, he says that the mind, body, and soul combine for complete assimilation. It is not only the changes that are caused for the better but also the continuous development of life that it offers.

"NLP techniques are necessary for the context of the broader concept of Coaching" stresses N. Francis and argues: "Robert Dilts, when asked what NLP is, replied: "The NLP gives us tools and skills to study and manage the psychological situations that govern us. It is also a system of strengthened beliefs with several discoveries about what people are, about what communication is.

On another level, the PPA is about self-awareness, the discovery of our identity, and our purpose." It also provides the framework of understanding and correlation with our spirituality, which is part of human experience or existence and explores beyond us as units, society, and a more general system. It's not just about skill and perfection; it's about vision and travel beyond the comfort zone we live in."

On the other hand, according to him, the NLP under Coaching or Counselling, which is a vast umbrella that includes many techniques, can be joined with big claims. A Consultant/Coach can train as an NLP Coach using NLP techniques or can already be a Consultant/Coach and use THE NLP's tools as extra knowledge in his toolbox depending on the challenges he faces. We learn to learn all the time.

For the Record

The NLP started in California and, more specifically, at the University of Santa Cruz in the early 1970s. Richard Bandler, a master's degree, and Dr. John Grinder, a professor of linguistics, studied people who were considered gifted in communication and excellent at helping their clients change. They were fascinated by how some people defied the odds of accomplishing something that was theoretically difficult or how others failed to connect.

Since its inset, Neuro-Language Programming has included many specialties from all over the world. The NLP authorities have certainly come a long way from the 1970s to the present day. Many pioneers relied on the first steps of Neuro-Language Programming and advanced the methods by making it practical and helping many people change their lives. Today, NLP applications are found in many professions, such as doctors, nurses, salespeople, coaches, teachers, etc.

Concerning NLP, you may hear several things related to integrity, ethics, and manipulation. The truth is that we can all more or less influential people in our narrow or broader environment. But when one does so consciously and possibly fraudulently, then the question of moral integrity indeed arises. The point is to have ethical safeguards that do not allow people to exploit their partner, colleague, client, etc. Because NLP can provide tools to convince others, but you can preserve your integrity by asking a simple question: Do I intend to deceive, to do something at the expense of my interlocutor?

The situation can be cleared up with the following example: Think of a salesperson attempting to close a deal with a customer-company. If his intention is good, and he has the required integrity, he will take care to secure a win/win deal. If not, then it's heading for the manipulation of the other side. But when his goal is the win/win agreement, he is on his way to success.

NLP Training: Interpreting the World

"Every man is different." "Every man perceives things differently." "Every man communicates differently." I had used the above proposals many times in personal and professional discussions, listened to them from third parties, and taught them in communication seminars. But there came a time in my life when I began to wonder what makes each person different and behave in a certain way? How can I understand the way I act and think? Starting the search for answers, I discovered the NLP. NLP has helped me better and more methodically understand everything we experience in our daily lives. The way we think, express ourselves and feel. After all, for someone to accept an event, a feeling, an idea, or communication more efficiently, they must first have understood how it came about - why. Through NLP, one can find interpretation in everything that happens in and around us.

This helps to understand the "model of the world" that every person has built. This understanding finds application in the early stages of getting to know someone and helps to achieve an excellent first impression, which is catalytic for a successful future relationship. But to build a meaningful relationship, it is crucial to learn to adapt the way one communicates according to the priorities of one's interlocutor and not to his own. What is impressive is that THE NLP's practices are multidimensional, applying not only on a professional but also on an interpersonal level. These practices have helped me, as HR Professional, to identify workers' needs more quickly, as a Trainer in passing, during training, messages in a way that is understood by everyone, and as a human being in handling difficult situations better.

The truth is that we live in an ever-changing environment, where everything around us changes, just like we do ourselves, whether it is done consciously or not. So, for those interested in "listening to the music behind the words," I would highly recommend their acquaintance with NLP! In conclusion, it is essential to know that the certificate in NLP is the standard certification of knowledge. Its essence is based on everyday application.

NLP - In Which Domains Does It Apply

NLP was developed in the early 1970s. Its conception and evolution into structured theory and methodology were first made by Dr. Richard Bandler and Dr. John Grinder to discover ways to help people have a better and more complete life. It is an innovative system of techniques and a methodology that helps us understand how the human mind operates, communicates, and processes information. Each person perceives the world differently, developing his model according to the information he receives.

It is a question of noticing and reflecting how everyone thinks and acts, intending to align with them and enhance the effectiveness of communication. While initially used as a therapeutic tool, NLP techniques have also been adopted for the development of personal communication skills. They are an excellent tool for every professional, with applications in various fields. In particular, in terms of negotiation, sales, and customer service, NLP techniques help overcome obstacles and create a climate of acceptance. In the field of Management and Leadership, they act as techniques for identifying the elements that affect people's thinking and the way they work.

We have all met people who left their mark and admired them for the way they inspired others. Also, at the human resources development level, NLP techniques provide knowledge of how the employee is mobilized to make full use of his potential. In Education, they allow the cultivation of a willingness to learn and the development of alternative forms of thinking. In Marketing and Advertising, they help shape the right messages. In the context of personal change, NLP techniques enhance energy and self-confidence, turning undesirable behaviors into practical actions, and eliminating habits that create internal conflicts and limit us. In practice, there are no restrictions. NLP is applied in almost every area of human activity. It allows us to know how we think, reacts, and behave and what impact this has on others, with the ultimate goal of creating the right conditions for better communication with our environment.


NLP Techniques

NLP neurolinguistic programming is not magic. It's a psychological approach to personal development and communication. It was created from ideas that emerged from the study of the habits of successful people in the 1970s. Scientists then realized that there is a link between the neurological processes, language, and patterns of behavior that we learn through experiences (programming), and these can change to achieve specific goals in our lives.

NLP neurolinguistic programming is a tool for change and evolution. It redefines restrictive beliefs and behaviors, facilitates growth, enhances self-confidence and self-esteem, and gives the impetus that man needs to achieve his goals in life, professional and personal.

There is not a single NLP neurolinguistic programming technique, and it does not fit a method in each case. NLP neurolinguistic programming is a method of identifying, modeling, and copying successful strategies pursued by other people. The neurolinguistic programming techniques known today are the result of the optimization of skills and processes followed by successful professional people and psychotherapists. Plans are not neurolinguistic NLP programming per itself, but the development of the application of neurolinguistic programming. Methods used by a successful person in the field we are interested in can become role models and be implemented in any situation we want. In this way, we find solutions/techniques/strategies for the problems we face. If we focus only on neurolinguistic programming techniques, we lose the essence of NLP. We turn into robots that apply NLP techniques. On the other hand, if we turn our attention and energy towards optimizing skills and behaviors, then we will soon create our unique methods.

The mind is everything. It becomes what you think. Buddha, concerning the definition of neurolinguistic programming, the "nerve" refers to the way of thinking or the various (conscious and unconscious) ways of processing information coming from the outside world. We experience the world in which we live uniquely and subjectively. NLP neurolinguistic programming concerns these personal experiences. Whether a day will be good or bad depends mainly on what happens to us and how we feel about them that day. Often, if we think about the good things that will happen, we may feel good even on the rainiest day, or it can happen the other way around. The challenge lies in the fact that we think that what we believe (our subjective experience that is) is not under our control. That emotions come and go on their own. Among other things, neurolinguistic programming is about influence and power over what we feel.

"Language" refers to the words. People describe their experiences in words. But in addition to representing an experience, comments hide other meanings, as well as an attitude towards things. Neurolinguistic programming explains how words affect our thinking, mood, and behavior.

"Programming" refers to habits. People create patterns all the time. Sometimes, these habits are useful and desirable, but others are undesirable or negative. Neurolinguistic programming uses simple (but instrumental) methods of changing the way we think, according to our values and goals, and results in desired changes in behavior.

NLP Techniques That Can Change Your Life

1. Distancing

Have you experienced a situation that has left you with a bitter experience? You may have experienced something that, whenever you remember it, or something reminds you of it, discourages you, or gives you confidence. Or you may become nervous in various situations where you have to talk in front of others. You may be ashamed when it comes to talking to someone you care about personally! Although these feelings of sadness, nervousness, or shame seem automatic or unstoppable, the technique of distancing can help you a lot.

•        
 Recognize the feeling (e.g., fear, anger, discomfort) from which you want to get rid

•       
 Imagine that you hover outside your body, and how you look at yourself, watching it evolve as an observer.

•        
 Notice how the feeling changes completely

•       
 For even greater empowerment, you can imagine observing your observer, observing yourself. This double distancing will change even the smallest traces of emotion.

2. Reframe

You can use this technique when you feel that a situation is hostile or deadlocked. Re-development can empower you to deal with any situation by changing the meaning of the experience to something positive.

For example, let's take the breakup. It may sound horrible that you broke up, but let's reframe it. What can be the positives of this situation? For example, you are open to new relationships! You have the freedom to do whatever you want, whenever you wish, without explanation. And you've learned important lessons from the previous relationship that will allow you to have a better relationship in the future and make a wiser choice of partner.

By changing the meaning of separation, you change your life and your feeling.

This technique allows you to clear your mind and make responsible choices for your good, without panic and fear.

The NLP neurolinguistic programming methodology uses the skills and habits of successful people as a model. It aims to allow everyone to acquire these skills. Neurolinguistic programming is used in addition to the treatment of specific problems such as phobias, depression, psychosomatic disorders, and learning difficulties.

3. Anchor

Anchoring creates a neurological connection between a behavior and an emotion. It allows you to link any positive feeling/thinking to a specific movement. So, when you want to bring that feeling to your mind, you can make that move, and the surface will immediately change.

Recognize how you want to feel (confidence, joy, tranquility, etc.)

Decide in which movement and at what point in the body you would like to make this anchoring, for example, by pulling your ear, clenching your fist, pressing a finger or elbow. This natural stimulus (touch) will allow you to bring the feeling you want at will. It doesn't matter what you choose, as long as it's a unique touch you don't use for something else.

Think of a moment in the past when you felt that way (e.g., self-confidence). Bring that memory to your mind, where you were, what you saw, what you heard, and mostly how you felt. As you relive this moment, you will find that you will relive the feeling. It's like telling the story to a friend, and reviving the moment!

As you look back at this memory, start touching (touching, pulling, pushing, etc.) with the part of your body you have chosen. Leave this point after the feeling peaks and begins to decrease.

This creates a neurological connection, a stimulus-reaction that will bring that feeling when you make this move. That is, to feel confident, make the same move when you want to feel that way.

To further enhance this connection, think of a second moment where you felt that way, revive it, and connect the same feeling to the same place as before. Each time you add one more memory, the anchor becomes more vigorous and will bring a more powerful effect. Use this technique whenever you need to change your mood.

4. Connection

Or, in other words: synchronization, coordination, how to like your others in the first acquaintance (rapport). This is a set of NLP techniques that have the power to help you have a good connection with anyone. There are many techniques, but perhaps the most important is the imitation of the interlocutor's movements, tone of voice, rhythm, and words. People like people who look like them, and when the brain unconsciously records these similarities (through "mirror neurons," it creates a feeling of familiarity and friendliness towards the interlocutor.

The technique is simple: imitate your interlocutor's posture, similarly shake your head, smile when they smile, imitate facial expressions.

But all this must be done very gently and calmly, do not be in a hurry and not intense changes and movements. Otherwise, it will be perceived that you are doing and will have the opposite effects.

NLP neurolinguistic programming deals with various aspects of human existence. It is a process that develops our skills and flexibility, strategic thinking, and understanding of the mental and mental processes behind our behavior. Neurolinguistic programming provides tools for individual excellence.


NLP Basic Techniques

It all started during the 70s when Richard Bandler and John Grinder decided to consume a significant part of their time analyzing how the brains of people considered geniuses and highly successful in their fieldwork. The basis of this strategy was the thought that the behavior of a genius could be copied by the average person and lead him to miraculous results.

Neuro-linguistic programming is an area characterized by a curiosity about what it is that uniquely affects every person in their life and what we need to start to change our experiences for the better. He argues that all human behavior can be analyzed, organized, and copied by a third party.

But let's look at what the words that make up the name of this particular school of psychology represent.

•       
 Neuro: Our nervous system, which accepts experiences through the five senses and transports them for processing in the brain

•       
 Linguistic: communication systems - verbal and non-verbal - with which the neutral stimuli of the environment are organized and become meaningful.

•       
 Programming: The ability of each person to organize his communication and his neurological experience to achieve the goals in his life.

The NLP thus organizes the human experience so that its structures positively affect the individual. In other words, it changes the process by which the person experiences reality. The simplistic and effectiveness that distinguishes his techniques made him resonate in the advertising space, in sales as well as in the new age and occult scene.

Both Californian Bandler and Grinder worked at the beginning. They copied the methods of modern psychology as Fritz Perl’s, founder of Gestalt psychology, Virginia Satir, leading family therapist, and charismatic hypnotherapist Milton Erickson, who, for many, is the most gifted hypnotist of all time.

The two of them from the beginning rejected treatment as ineffective and time-consuming through discussions and counseling. They turned to faster and more effective methods.

Neurolinguistic programming, as a natural evolution of hypnotherapy, is interested in bypassing consciousness and installing new connections - anchors to the unconscious of the subject.

He argues that he can install submissions even through simple spoken words, only by skillfully placing the phrase within the sentence.

Several therapists characterize neuro-linguistic programming as pseudoscience.

However, the effectiveness of his techniques soon made Bandler rich, and several controversies broke out over who has the right to deliver NLP seminars. CIA officials, company directors rushed to apprentice to Richard Bandler. Self-help gurus like Tony Robbins using NLP techniques became multimillionaires in the 80s.

If we try to overspill organize a relatively complex field of knowledge, we would say that the first mission of the experienced NLP is to find out what sensation dominates the interlocutor's brain.

A pivotal key to helping someone optimize their way of thinking is to understand how they use their senses and in what layout they follow internal processing.

There are three categories: the visual type, the auditory type, and the kinesthetic type.

The visual type mentions information in images, doesn't easily remember speeches and gets bored of prolonged lectures, prefers to read or see information, uses more expressions of style, " are you watching me? "See what I'm saying?" "I formed/made a picture."

The acoustic guy converses with himself and is easily disturbed by noise; they find math and writing more complicated than the auditory learning of a foreign language. The kinesthetic type: he likes to touch people and be generally close. "I'm holding what you said "

Thus, NLP understands from the verbs used by the interlocutor his sensory preference as well as the sequence he uses to motivate himself to action - his strategy -.

NLP Gets Information Through Eye Movements

Every movement of the eye is also related to a specific way of brain function. For example: When a right-handed person creates mental images of memories, his eyes tend to turn up and to the left. When he develops mental pictures of things he has never seen before (i.e., the imagination is involved and probably the lie), his eyes go up and to the right. When he speaks to himself, his eyes go down and left, and when he feels deep emotions, his eyes go down and right. The sentimentality with the movement of the eyes downwards is something that, indeed, all of us have dozens of examples.

Several psychologists disagree vertically with the model of eye movements, but as Bandler says, it is complicated to escape you when you are on stage. You ask four hundred people to remember something that has happened to them, and you see four hundred pairs of eyes moving up and left as they think hmm to see. It's just as hard to escape that when someone suffering from depression looks down, their eyes play right to the left as he talks to himself about how bad he feels. Actors follow this pattern even in silent movies.

So, the NLP manages to penetrate the speaker's way of thinking. What are the next steps?

It uses the mirroring technique. This technique is about copying the physiology of the interlocutor. When two interlocutors communicate with similar body movements, their bodies send subliminal messages that they match. Communication is improved, and verbal statements are more readily accepted. NLP tries to copy both the tone as well as the tone of the voice. He also starts using keywords used by the interlocutor depending, of course, on what sense he has discovered that dominates his brain.

He's even trying to mimic the rhythm of breathing. Knowing how the brain works and having the "favor" of the unconscious, NLP is now ready to proceed to the deep rapport stage in establishing in-depth communication where submissions and anchors are much easier to achieve.

NLP Persuasion Techniques

You may be wondering how NLP persuasion techniques can change your life, first, what NLP (Neuro-Linguistic Programming) means. It involves procedures for changes in yourself and other people from the inside out, i.e., from the mind to the behaviors.

These techniques have gained tremendous success over the last few decades. They are now used in many self-development techniques and therapeutic sessions.

Recognize What Makes People React

Knowing what people like and what they don't like is an essential aspect of NLP's technical persuasion. Since this type of technique is distinctive, they also have a greater chance of success.

For example, if you want to make a wealthy older man donate money to a charity, you won't make him do it just by asking him (unless he's a vast philanthropist).

Ask one of your most beautiful volunteers to talk to him and frivolously notice that women are going crazy by the rich who do charity work.

Invest in Sympathy (Rapport)

The word rapport is essential in the field of NLP. If you are the kind of person who has no problem chatting with strangers on a train, on the bus, anywhere, then you probably have excellent persuasion skills. It is also known that building rapport, camaraderie with people gives a free, even temporary, entry into their circle of trust.

Cancel (Angor) Your Feelings

The great thing about persuasion and the NLP is that most of the tactics involved are not complicated at all. An example of this is anchoring. An anchor connects a particular emotion with a movement, sound, vision, etc.

Case: Maria, an introverted girl who always feels terrible (anxiety, nerves, fear) before a presentation. To help her subside her nervousness, she sings a particular song because it makes her feel safe and carefree.

You can also link certain emotions to specific anchors. Just make sure to strengthen the connection multiple times to establish the relationship.

Persuasion techniques are essential in personal development. They will help you become better people and, in turn, help others.


NLP - Neurolinguistic Programming Applications
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There is enormous confusion regarding neuro-linguistic programming (NLP), and this makes people not understand what it is, as well as its importance. Neurolinguistic programming describes the relationship between the mind (nerve), language (linguistic), and how their interaction affects our body and behavior (programming). Our nervous system regulates the functioning of our bodies; language determines how we connect and communicate with other people and ourselves. Programming determines the patterns we create for the world.

NLP neurolinguistic programming is known for its techniques, and this is the primary source of confusion. Although these techniques are instrumental, they are not the most important. Neurolinguistic programming is a communication model that deals with:

The study of the connection between communication, thinking, and behavior.

Techniques to improve communication, change in behavior, and achieve goals.

Neurolinguistic programming is based on two essential conditions:

"The map is not the area." As human beings, we are finite. We cannot perceive the whole reality. We can only speculate on fact. We experience things and respond to the world around us based on our senses and beliefs, the way they sign with things. These are the "neurolinguistic" maps of reality as we perceive it, which determines how we behave and react. It is usually not this reality that limits or encourages us, but our map of reality and what is happening.

Life and mind are systemic processes. The processes that happen within us, but also between people and the environment, are systemic. Our bodies, societies, and the world form a cluster of systems and subsystems, all of which interact with each other. Not every part of this system can be isolated from other systems.

All neurolinguistic programming models and techniques are based on a combination of these principles. The aim is to create a rich and flexible "map" as possible. The people who are most effective in life are those who have a "map" for the world that allows them to perceive the largest number of options available and apply them.

The Main Elements of NLP Neurolinguistic Programming

The pillars on which NLP neurolinguistic programming is based include:

Nerve: NLP studies the way the mind works, the way we think and how we store past experiences, and how we can use all of this whenever we want to achieve a goal. It's about how the brain works and how it interacts with the body.

Linguistics: the use of language (verbal and body) affects us, and the neurolinguistic programming NLP creates models and techniques on it, i.e., it uses vocabulary and ways of expression to help achieve personal goals.

Programming: the way we organize our actions, thoughts, and past process experiences can be reprogrammed so that we have the best possible strategy to achieve our goals. The habits of our way of thinking lead to patterns of behavior. By discovering these habits, you can then decide whether they help you or put obstacles in your way. NLP gives you a choice if you want to change behavior and thinking habits.

NLP neurolinguistic programming was created based on the patterns of behavior and habits of successful people. It concerns the use of techniques and strategies to effectively make changes in thinking and communication to achieve better results. In essence, NLP neurolinguistic programming involves patterns of behavior, which means that any skill that is well (or exceptionally) done by someone can be decoded and copied so that other people can learn the same skill and use it to achieve goals.


	
Business: neurolinguistic programming enhances a multitude of business actions. It applies to sales, advertising, and teamwork. It helps people communicate more effectively and convincingly, speak publicly, train employees effectively, acquire practical tools to achieve maximum performance, and enhance motivation and values in the workplace. Improves communication, trading capabilities, and goal achievement.



	
Education: provides models of how we can communicate with ourselves and others. NLP neurolinguistic programming is used to help the ability to recruit information and memory to facilitate learning. It also helps to communicate clearly with students.



	
Sports: used by coaches to help athletes reach and maintain their maximum performance. NLP techniques enable performance to be maximized by overcoming limits and psychological barriers.



	
Health: it concerns a cognitive model and practical tools that can help people improve their health. NLP can help with the quality of life and the satisfaction one gets from experience by helping to change restrictive beliefs, habits, and behaviors, overcome fears. It makes it easier for people to manage situations and emotions and to find meaning in their lives by setting realistic, well-defined goals.



	
Personal relationships: NLP neurolinguistic programming sessions help communicate with other people. Therefore, neurolinguistic programming techniques help you live in harmony with your family members and friends. Neurolinguistic programming helps to maintain a balance between family members and your career and to set boundaries so that you don't let work interfere with the family and vice versa.



	
Personal evolution: helps to deal with obstacles, unpleasant feelings, and patterns. NLP can boost self-confidence and self-esteem. It is used in addition to psychotherapy, counseling, and life coaching to achieve changes by looking at the processes that form the basis of a particular pattern, emotion, or habit. It is stressed that NLP is not a form of psychotherapy.





The Many Applications Of NLP

What most people who learn NLP discover is that they come into contact with a whole new "technology" of thinking and behavior reconstruction, where there are no limits to its application. NLP is not just a method. It is not only a technique. It does not propose a specific model of "our life and function as humans." It's the other way around. Since NLP is a scientific field of knowledge that is continually being developed through research into the phenomena of human action, just as all humanities develop, it cannot self-restrict itself for commercial purposes, offering "rosettes" and "easy solutions" through, e.g., a short seminar.

The learner in the Principles and the various applications of NLP acquire new personal skills and skills of perception and communication.

It then has the responsibility to adopt, implement and further develop the NLP in its own space, in its professional field, with its particular requirements, and in its directions.


Neurolinguistic Programming: How to Use Your State of Mind

Neurolinguistic programming is an approach that is interested in exploring and enhancing each individual's ability to reach excellent performance.

Neurolinguistic programming (NLP) is a model of interpersonal communication that is applied to psychotherapy as well as to organizations/enterprises and focuses mainly on the study of successful patterns of behavior as well as the way of thinking from which these shapes are motivated.

Put merely. Neurolinguistic programming is an approach that is interested in exploring and enhancing each individual's ability to reach excellent performance, have more effective interpersonal communication, and improve their completeness and quality of life.

9 Keys to Achieving Your Goals

Through the various techniques of neurolinguistic programming, the maximum cultivation of the individual's ability to achieve his goals and achieve is encouraged. The keys to the process of setting successful objectives are, therefore, the following:

Know what it is you want accurately. So, first of all, ask yourself, 'What exactly do I want?'. Then express what you want in an affirmative/positive way. For example, it wouldn't make sense to say, 'What I want is not to be in such a bad financial situation anymore.' What he hears is: 'I want poor financial situation.'

A classic example of this process is:

Try not to think of a blue horse. Don't think of a blue horse. Repeat this sentence in your mind. What are you thinking?

Most people tend to take a picture of what they were asked not to think. Because your unconscious mind has great power, always focus on what you want, not what you don't want. To formulate your goal in the affirmative, in the present time, as if you have already acquired it.

For example, 'I have an excellent financial condition, and I buy what I want.'

Ask yourself where you are now concerning getting your goal. How long do you think it will take to reach your goal?

As mentioned above, our thoughts have the power to determine how we feel and act. So imagine that day when you have already managed to achieve your goal.

•        
 What do you see around you?

•        
 What are you listening to?

•        
 How are you feeling?

•        
 What do you say to yourself?

When you invite the senses to participate in the vision of your goal, do so by paying attention to the details that exist around you. Make the image alive, attractive, and see yourself in it. Feel how you'd feel. Here's what you'd hear if your dream had come true.

How will you know you've reached your goal? What details will indicate to you that you have succeeded?

If, for example, your goal is professional success, how will you know you've reached it? What does professional success mean to you? Think of all the details and aspects of this goal that will be for your indications that you have achieved what you wanted.

When we change a factor in our lives, other changes tend to follow. The result you wish to bring into your life is linked to different desires, values, or other goals that you may have. To be the change you want to achieve significant and lasting, you need your plan to blend harmoniously with the different aspects of your life.

Do you want to achieve this goal just for yourself or others?

The change you want to achieve is essential to start because you want it first of all. If, for example, you want to lose weight or quit smoking, do you want to do so because your family is urging you or because you want to? Who do you want to change for? Of course, wanting to achieve a goal for others may be a factor that motivates you, as long as it's not just for others.

Have you set the framework within which this objective will be achieved?

Consider: Where will this goal be achieved?

•        
 I'm sorry.

•        
 I don't know.

•        
 With who?

Where will you focus your weight loss effort more? At home, at work, or both? Set an exact date. How do you plan to lose weight? Diet, exercise, or both? Who are you going to make this effort with?

•        
 What resources do you need to achieve your goal?

•        
 Have you ever done, or have you ever had anything like this before?

•        
 Do you know anyone who's done it?

•        
 Can you behave as if you had already succeeded?

•       
 The goal here is to discover successful patterns of behavior of your own that have helped you reach your goals in the past or get ideas from another person's strategy that accomplished something similar to what you're targeting now.

•        
 How does this goal bind to your worldview? In other words,

•        
 What do you want this for?

•        
 What if you get it?

•        
 What won't happen if you get it?

•        
 What if you don't get it?

•        
 What won't happen if you don't get it?

One adage says that 'a goal that has been set in the right way is already half-achieved.' That's why, according to neurolinguistic programming, having clear and carefully defined goals increases the likelihood of making them happen.

That, after all, is the difference between dreams and goals. The former is based more on the hope that one day we will get what we want, while the latter is based on the formation of an action plan to achieve them.


NLP To Improve Communication

Every person experiences perceive and give meaning to their experiences in a unique way.

External stimuli captured through the senses are filtered by adding, subtracting, and altering elements based on our values, beliefs, memories, past decisions, and post - programs.

Thus, we shape our model of the world, which we express by communicating and acting in our environment.

Neurolinguistic Programming (NLP) helps us to recognize the way someone thinks and acts so that then we can coordinate with him and improve the effectiveness of our communication. It also allows us to identify our way of thinking and to behave to intervene if necessary, utilizing our existing strengths.

At a professional level, first, through Neurolinguistic Programming (NLP), we can immediately and quickly create a positive climate of acceptance with the people we come in contact with. We will also gain more flexibility in handling issues, expanding the scope of our choices while at the same time, we will be able to set and plan our goals, ensuring their achievement.

We can increase our self-confidence but also overcome situations that create embarrassment for us.

Also, by understanding the way our colleagues, associates, or clients think, we can identify their way of thinking, their values, their limitations, their selection criteria, and decisions. Once we understand how they act, we will be able to predict their behavior, motivate and motivate them, strengthening our influence.

Finally, through Neuro-linguistic Programming, we will be able to develop methods for the effective handling of difficult situations, to settle differences of opinion, but also to reach agreements.

Neurolinguistic Programming In Education

Neurolinguistic Programming in education is based on:

•        
 In learning types,

•        
 In multisensory learning,

•        
 In focus and attention,

•        
 In goal setting and self-motivation

•        
 In communication and sociability.

Neurolinguistic Programming further enhances our ability to help children develop and improve their thinking organization, responsibility, expression, and sociability.

NLP In the Classroom

From the teachers' point of view, the use of NLP helps in:

•        
 How to gain students' interest

•        
 How to better understand those around them and their behavior

•        
 How to have good chemistry with them

•        
 How to influence them

•        
 How to change their behavior

•        
 How to change their perspective

•        
 How to listen properly to what they say

•        
 How to read their eyes

•        
 How to help them in a difficult situation they are experiencing

•        
 What types of students are there, and what are their motivations?

•        
 How do students manage their time, and what can we conclude from this?

•        
 The systems in which we learn and their characteristics

•        
 Phrases/words we can use to influence and guide our students or learners, based on NLP models.

•        
 Is the NLP the method that suits you?

Neuro-linguistic Programming is a series of techniques that will teach you to use an NLP special advisor to change desirable and entrenched behaviors that keep you away from the life you dream of. Replacing unwanted behaviors with new that support your goals, new conditions are created that will lead you to the future you want and deserve.

What changes if you say something different than you said?

Think about it! What's better to say to yourself, "I'm fat" or "I have to lose some weight"?

If you decide to say differently the phrases that make up your inner voice and therefore shape your everyday life, then a lot of things can change.

If you decide to say differently the phrases that make up your inner voice and therefore shape your everyday life, then a lot of things can change. It's like the brain is reprogrammed. For example, if you're used to saying "I have to go to work today" and replace it with "I can go to work today" or "I'm lucky to have a job," this small and simple change in the way you choose to talk to yourself is the point that connects the language part with the conscious and the unconscious and can drastically affect the way you operate every day.

How Can Replace A Negative Phrase with A Positive Change?

All the techniques and procedures of Neuro-Language Programming are designed to make the change in the unconscious mind, which controls all our behaviors, but in cooperation with the full conscious participation of the individual. Working with the cold and the aware at the same time, changes become faster and more effective. In short, through NLP, you learn how to use the language of your mind and build direct and better communication with the unconscious, which, scientifically proven, has more and more severe influence on your life than you think.

Where Do the Inner Voices Come From?

From your experiences, memories, experiences, how you have grown up, and what you have learned from your close family and broader social environment. But the truth is, NLP consultants don't care much about who's to blame and why. They don't waste time looking for where to lay their responsibilities. They're not looking for excuses. The first thing they do is help you recognize those problematic "I didn't make it again" voices. Then they look for where they come from, i.e., the nucleus that has "given birth" them and that in some cases may be the parents or some other significant person in your life. The ultimate goal is to replace each negative voice with a favorable vote to get rid of complicated feelings, phobias, inhibitions, and all kinds of restrictive beliefs that hinder your personal development.

Can the NLP Help You?

The cases that Neuro-Language Programming can help are numerous and include techniques of memorizing or improving spelling to significant efficiency in the professional, personal, or even athletic field. Neuro-Language Programming can also help you get out of stagnant situations, immediately mobilize, and increase your self-esteem, while helping to combat stress and phobias. Finally, it can also help in problems of all kinds of relationships, in the achievement of professional goals, in smoking cessation, in weight loss, but also the elimination of some tics.

Why Would You Prefer It?

Because it is a fast and useful tool for someone who wants immediate positive changes in their life, the changes are evident from the very first sessions. Usually, they do not take more than 8 to 10 sessions to resolve the issue that concerns you.

Mind Reading Using NLP

We'll see what "read the mind" means for the NLP. We have sometimes analyzed an essential aspect for Neurolinguistic Programming: the power of language, effective communication, to make sure that what you say is what you mean, reconnecting language with experience.

The NLP Precision Model or Metamodel covers these aspects for quality information. So, before you go any further, I propose to read the following >>Report- PNL Metamodel<< to better understand what follows

As you may have seen in the previous report (in the Distortion part), there are processes by which representations of a person's mental model have been distorted, so they limit their ability to act and generate a particular dysfunctional emotionality.

But it also makes artistic creations possible or anticipates and imagine something, for example, rehearsing a speech, preparing us for what will come.

One type of distortion in NLP is "read the mind." It is when one person is chatting with another, presumes to know without having any direct evidence, what his interlocutor is thinking or feeling at the time.

Sometimes we read someone else's mind as an intuitive response to specific non-verbal keys that we detected from our interlocutor, and which we unconsciously realized.

Although they are often hallucinations, fantasies, or what we would think or feel in that situation and we project our unconscious thoughts and feelings and experience them as if they came from the other person.

People who "read the mind" usually think they're always right. But this doesn't guarantee they will have it.

That's why with the NLP Metamodel, you get quality of information, asking the other person in a certain way. Why guess when you can ask?

There are two great ways to "read the mind":

Way 1- In this case, one person assumes knowing what the other thinks. For example:

•        
 "Daniel is unhappy."

•        
 "I knew you'd like it!"

•        
 "I know what's best for you."

Way 2- This second case is a mirror of the first and gives other people the power to "read our minds" what can be used to blame them for not understanding us when we think they should! For example:

•        
 "If you loved me, you should have known what I wanted"

•        
 "Can't you see how I feel?"

A person using these models will not communicate to others what he wants; it's the others who are supposed to know. And this can lead to varied and even intense fights and litigation.

Instead, what the NLP proposes with its Precision Model is to ask appropriate questions to obtain accurate information and clarify the situation.

I mean, the way to question the reading of the mind is to ask, "How do you know?"

For example, applied to Mind Reading Way 1, you might ask:

•        
 "How do you know specifically that Daniel is unhappy?"

•        
 "How do you know what's best for me?"

Other examples:

•        
 "How do you specifically know what I'm thinking/feeling?"

•        
 "How do you realize I'm okay/bad, etc.?"

•        
 The key is to ask, "as you know it."

Applied to Mind Reading Way 2, you might ask:

•        
 "How am I supposed to know on time what you wanted/how you felt?"

•        
 "How could you know better that you don't like that?"

•        
 Another example of mind-reading:

•        
 "Marcela no longer cares about me in the least."

In this case, you have to extract quality information by asking:

•        
 "How do you know that Marcella no longer cares about you in the least?"

To which the person may answer with a generalization (which also has ways to analyze it in the metamodel):

•        
 "Because he never does what I say."

•        
 And this, in turn, could detect a limiting belief: "it never does what I say."

Reading the mind – and others – is an aspect that can be analyzed and overcome through the NLP Metamodel, to collect accurate information, clarify meanings, identify limitations and beliefs, open new options.

The "linguistic" part of Neurolinguistic Programming is exciting. It has powerful tools, such as the metamodel, for improvement in communication and quality of life.


NLP To Connect with Others

At NLP, we do something very similar using the concept of “rapport" when we want to talk about empathy.

In every interaction with each other, it is essential to establish “rapport" to achieve genuine contact.

What Is Rapport?

A phenomenon in which two or more people feel they are in “tune" psychologically and emotionally(sympathy) because they feel similar or relate well to each other.

How to Establish Rapport

The rapport theory tells us that there are three pillars, coordination (or mirroring), reciprocity, and the search for familiar places.

Coordination or Mirroring

The “mirroring" technique consists of acting as a mirror of the other person, adapting to their rhythm both gesturally capturing the general whole of their nonverbal language and replicating it similarly, as well as orally managing to adapt to the tone of voice and the rhythm of the other person's speech. Above all, approaching emotionally, reflecting oneself the emotional state of the other person, to empathize and at the same time make manifests that empathy.

Reciprocity

To show reciprocity, we must find ways to correspond to each other's contributions, either with actions or with prayers.

Reciprocity is embodied by active listening, whereby, despite remaining quieter than the other, we give clear signs of listening and react to what the other says.

Common

places Commonplace search is based on focusing the focus of messages and actions on topics that are of interest to the person we're interacting with.

Representative systems

If you ever had the feeling of being incapable of being able to communicate with a particular person and couldn't understand why the next few lines are going to answer that mystery.

The NLP postulates that all human beings have three representative systems through which we know, learn, and think. That is, they are the filters by which we perceive the world:

The three representative systems are:

•        
 Visual

•        
 Auditory

•        
 Kinesthetic

All three are present in each of us, although there is always one that is dominant over the others. This determines how we relate to the world.

Knowing and learning to recognize the dominant system of the people with whom we interact is one of the keys to good communication because it will allow us to establish rapport more quickly.

How to Recognize the Dominant Representative System?

There are specific keys to being able to recognize the dominant representative structure of the person with whom we are interacting. Let's see what they are:

Visual

People whose dominant system is visualization prioritize the sense of sight over the rest can see images in their head of what they are thinking; are characterized by:

•        
 Speaking very fast, loud, and without pauses

•        
 His voice is sharp and with high tones

•        
 They are usually well upright, shoulders back and chin up

•       
 Their conversations often jump from one topic to another, as their heads process at a faster rate than their mouths

•        
 They move their arms a lot when they talk

•        
 They speak in little detail

•        
 Your breathing is brief, high, and chest

•        
 When sitting, they do it on the edge of the chair

•        
 They use many words that refer to images

•        
 They remember people's faces, not names

•        
 They capture information quickly and with minimal detail

•        
 To learn, they need visual aids

•        
 It is common for them to get bored during speeches and to remember little of them

•       
 They are more interested in the appearance of the product than how it sounds or the feeling it gives them

•        
 When they attend events, they mainly go to see that they see

•        
 Noise often distracts them

•        
 When talking about a feeling, they have an image inside instead of a feeling

Auditory

For hearing aids, the world is perceived through the sense of hearing, and they need to listen to assimilate information. Among its main characteristics we can name:

•        
 When speaking, they use a calm and harmonious tone, they say cautiously

•        
 His voice the most serious

•        
 They breathe regularly and rhythmically from the middle of the chest, and they sigh frequently

•        
 Their conversations are always sequential and one topic at a time

•        
 They use a lot of detail when talking

•        
 They maintain a medium posture, with shoulders and chin in the middle

•        
 They move fewer arms than visuals and keep forearms attached to the body

•        
 They use many words that refer to the sense of hearing

•        
 They're usually good at listening

•        
 They remember words, and they have a remarkable ability to remember what they heard

•        
 They remember people's names

•        
 The raucous, high-pitched noises put them in a bad mood and distract them

•        
 They use many expressions like "uh," "um," "ah," etc. when speaking

•        
 They tend to dominate the conversation by the abundance of words they use

Kinesthetics

When the dominant system is kinesthetic, the rest of the senses that are not the sight or the ear are enhanced. For them, the world is perceived by the experiences that include touch, smell, and taste, i.e., anything they may feel is characterized by:

•        
 They speak slowly and slowly

•        
 His voice is grave

•        
 His shoulders are low and drooping

•        
 They make slow movements

•        
 They are dead in their answers

•        
 His breathing is low and deep

•        
 They tend to be in deconstructed postures and embrace themselves

•        
 When sitting, they do so use the whole chair in poses that are comfortable for them

•        
 They are very connected to their emotions and sensations

•        
 They are guided a lot by their intuition

•        
 They like to be very close to people and touch or hug when greeting

•        
 They use many words that refer to emotions and feelings

•        
 Enjoy activities where you can touch, taste, or feel some aroma

•        
 They are always looking for their comfort and that of others

Digital Hearing

There are also digital hearing people, which has to do with internal dialogue. Digital auditors will often exhibit characteristics of some of the significant representative systems so that they may differ significantly from the description below; Among its features, we can cite:

•        
 They talk with long, complicated phrases

•        
 Breathe in a leisurely and regular way

•        
 His posture, in general, is upright, with his shoulders back and arms folded

•        
 They're always in dialogue with themselves

•        
 They won't give any clues they understood unless we ask them

•        
 His tone of voice for the approach is thoughtful, considerate, and slightly above the monotonous

•        
 They'll want to know if what the caller says "makes sense."

Preaches from Each System

"Predicates" or "verbal predicates" is what the NLP calls the way we talk about each of the representative systems, phrases, and words that we usually use when communicating with others. Through "verbal predicates," we can understand what each person's network of preference is. Let's see how the predicted ones for each system manifest:

Visuals: the phrases that characterize them are:

•        
 Bird's eye view

•        
 Having a good perspective

•        
 He appears before me

•        
 I don't see it.

•        
 In light of the facts

•        
 Because of that

Words they usually use:

Look, appear, reveal, see, imagine, illuminated, bright, show, and focus, among others.

Auditoria’s: the phrases that characterize them are:

•        
 I'm all ears

•        
 Hidden message

•        
 Low and clear

•        
 Describe in detail

•        
 Sounds weird to me.

•        
 Frivolous dialogue

Words they usually use:

Silence, being heard, harmony, resonant, silence and hearing among others

Kinestesicos: those of the phrases that characterize them are:

•        
 Connected with

•        
 Floating in the air

•        
 Trapitos in the sun

•        
 It smells terrible to me.

•        
 Hand-to-hand

•        
 Hothead

•        
 Put the cards on the table

•        
 Fall into account

Words they usually use:

Holding, hard, thinking, touching, feeling, pulling out, grabbing, tempering, and impressing are some of them.

Digital Auditoria’s: the phrases that characterize them are:

•        
 This increases my chances

•        
 Get an explanation

•        
 I'm in the middle of the process.

•        
 I need to understand.

•        
 Keep that in mind

•        
 In short

•        
 I need to reason it.

•        
 I know what you think.

Words they usually use:

Experience, decision, motivation, change, be conscious, attend, perceive, coherent, process, and meaningless.

We all use visual, kinesisk, and auditory "verbal predicates" all the time, although some contexts mean that we only use one of them; for example, if we ask someone to describe a photo, they may do so on visual terms. In other cases, when we have the option to choose, we will tend always to use the predicaments of our central representative system; let's look at an example for each plan:

•        
 A visual person would say: You

•        
 showed me a brilliant idea about it, and I'd like to see more about it.

•        
 Instead

•        
 A hearing person would say: You

•        
 told me an idea that sounds good, and I'd like to hear more about it.

•        
 While

•        
 A kinesthetic person would say:

•       
 You offered me an idea that makes me feel good, and I would like to get down to business.

•        
 And finally:

•        
 A digital aviation person would express it if:

•       
 You provided me with a way of proceeding that makes sense, and I would like to know more details.

Eye Access Keys

Have you ever noticed that people move their eyes when they talk? These eye patterns have a meaning for NLP, are directly related, and are called keys or eye access tracks.

Eye access allows us to almost infallibly identify a person's dominant representative system as these eye movements are involuntary and, therefore, impossible to control.

Studies were conducted where it was shown that depending on where the eyes move, the person uses different senses and hemispheres of the brain to process the information.

Visual Processing

system People whose dominant representative system is visible move their eyes to the top right when they are building an image, while if they look to the top right, it is because they remember an idea.

Hearing Processing

system Hearing people will look sideways, i.e., towards their ears, this movement will be left when they remember a sound and to the right when they are building it. It is common to accompany it with a slight movement of the head, similar to when we talk on the phone.

Kinesthetic Processing

system In the case of kinesthetic people going to look down and to the right, this is because they are having access to their feelings; an example of this is when we are sad and tend to look down.

Hearing-Digital Processing

system Finally, auditory-digital people are going to look down, and to the left, this means they're talking to themselves.

Optimal Distance

The optimal distance, or also called a comfort bubble, is the patio perceived as ideal when we establish an interpersonal relationship as being a conversation.

This distance is different for each person and, as it could not be otherwise, also depends on its dominant representative system.

It is imperative to take this distance into account to prevent the other person from feeling uncomfortable or invaded or, on the contrary, feel a lot of remotenesses. Whatever the case may be, the result will be that communication between the two will not be successful.

While the optimal distance will depend on each person, standard features are relying on the representative system of preference; visuals, for example, have to prefer to be further away from other people during a conversation, especially if they are not people from their close social circle.

Hearing people, on the other hand, are characterized by preferring a distance a little closer to people. This distance is comfortable for them to be able to hear clearly from others.

Kinesthetic people otherwise are characterized by enjoying an almost non-existent distance between them and each other, and they like to always be in contact with each other. They often touch and hug people by greeting them, even if they know them.

Is it clearer now what to do when we feel uncomfortable in a conversation where people are too far away or too close?

To understand what the optimal distance of each person is, we must listen to their body language, so we will have clues about when the other person is comfortable or not. For example, some people may change the tone of their skin when they are at a distance that generates discomfort.

Now that we have been going through some of the main concepts of NLP, they will understand why we often have this feeling of not being able to understand each other; this happens when the person with whom we try to have a dialogue has a different dominant system than ours. It is common for a visual person to be difficult to interact with an auditory and much more so with a kinesthetic. However, now they know it is all due to representative systems!

How to Implement These Tools?

So far, everything is adorable, although I'm sure you're wondering how to put all this into practice, aren't you? Well, not to despair, let's look at an efficient example.

Let's take a typical situation from user research practice: an interview.

We may know some data about the person we are interviewing even if we probably don't know what their dominant representative system is, which is key to being able to generate rapport. To quickly detect its dominant system, we can design some ice-breaking questions that allow us to recognize it so that we can accommodate it.

The questions we design will depend on which footprint is more straightforward and faster for us to read. For example, if we find it easy to read eye access, we can ask a question that refers you to a situation of the past, for example:

How's the weather outside? Or did it cost you a hard time getting here?

The way he inadvertently moves his eyes will give us the first indication of his dominant representative system.

Its optimal distance can obtain another key. It is essential to choose a comfortable place where we will conduct the interview; when I say pleased, I mean propitious to be able to generate rapport. If we make the person sit behind a desk and we sit on the opposite side, we will hardly succeed in developing rapport since that space will prevent us from connecting with the other.

It is essential to let the interviewee choose where to sit, and then locate us; be attentive to the distance in which we sit so that he or she feels comfortable. If we observe their body language, we will notice some changes in their bodies when it is uncomfortable.

It's also important to look at other features like the ones we saw before, the tone of your voice, the speed you're talking to, the way you move your hands, or how you feel in a chair.

The only thing I never recommend you ever do is give you a test of those on the internet to recognize the dominant system.

I've already misgendered the dominant representative system of the person I'm going to interview, and now what do I do?

Once we are clear about the dominant system of the person with whom we are going to engage in conversation, we must "put ourselves in the mode of their dominant system" this means that we must behave as closely as possible to it, replicate their tone of voice, cadence when speaking, the way we move, etc., in this way we will communicate with him in the way he perceives the world around him.

It is also time to implement the techniques that allow us to generate rapport, such as coordination, reciprocity, and the search for familiar places. In this way, we can be in complete harmony with each other, and he will feel confident to talk with us.

It is almost enough to say that all this requires training, surely it will not come out at the first attempt, although I risk saying that by putting into practice these tools, we will be able to obtain excellent results in our work and our personal lives in a short time.


Conflict and Congruence in NLP

This space is intended for those who want to make changes in their lives, improving communication, and discovering their resources. In this way, it is possible to know and recognize each other, creating the bridges that lead to the best understanding among people, becoming aware that change is possible always! I propose to be open to new learning, to accept the challenges, motivated, committed, and confident in their strengths.

The NLP studies the structure of subjective experience. With NLP tools, people can understand their internal states and change them if needed.

The world we create in our minds as a result of sensory perception and its internal representation is our real world as well, and that's where we act from.

Changes can be made to our experience by modifying our representations. This ability to change, making our behavior more flexible, generates changes in our internal states, causing an excellent capacity for choice and control.

Ecological check is essential because it allows us to connect with what we want, with the resources to achieve it while maintaining the internal balance and that of the environment.

NLP tools work to achieve internal unity, self-awareness, improve interpersonal relationships and our internal conversations, change beliefs, and set enriching goals.

Our beliefs, values, styles of choice generate our internal states if there is unity, harmony, and the inner state is of well-being.

We are consistent when verbal and body language (gestures, tone of voice, breathing, body posture) are aligned.

Let us remember everything we express with our bodies, beyond words.

Consistency in communication is an indispensable requirement for us to appreciate that the message issued is received, which was understood.

When we transmit consistent messages, we are credible.

If we communicate incongruously, we will transmit confusing messages to our environment and ourselves, limiting statements, justifications, self-buttoning, self-deception.

We can detect signs of inconsistency in our interlocutor by sharpening our sensory, calibrating their behavior, verbal and body language.

If we recognize internal conflicts internally as a result of inconsistency, it is time to integrate our parties in search of balance, to generate agreements.

If internal incongruity persists over time, physical symptoms will appear, making the internal imbalance conscious.

With NLP tools, people can understand their internal states and change them if needed. The world we create in our minds as a result of sensory perception and its representation.

The NLP Studies the Structure of Subjective Experience

With NLP tools, people can understand their internal states and change them if needed. The world we create in our minds as a result of sensory perception and its internal representation is our real world as well, and that's where we act from.

Changes can be made to our experience by modifying our representations. This ability to change, making our behavior more flexible, generates changes in our internal states, causing an excellent capacity for choice and control.

Ecological check is essential because it allows us to connect with what we want, with the resources to achieve it while maintaining the internal balance and that of the environment.

NLP tools work to achieve internal unity, self-awareness, improve interpersonal relationships and our internal conversations, change beliefs, and set enriching goals.

Our beliefs, values, styles of choice generate our internal states. If there is unity, harmony, the inner form is of well-being.

We are consistent when verbal and body language (gestures, tone of voice, breathing, body posture) are aligned.

Let us remember everything we express with our bodies, beyond words.

•       
 Consistency in communication is an indispensable requirement for us to appreciate that the message issued is received, which was understood.

•        
 When we transmit consistent messages, we are credible.

•       
 If we communicate incongruously, we will transmit confusing messages to our environment and ourselves, limiting statements, justifications, self-buttoning, self-deception.

•       
 We can detect signs of inconsistency in our interlocutor by sharpening our sensory, calibrating their behavior, verbal and body language.

•       
 If we recognize internal conflicts internally as a result of inconsistency, it is time to integrate our parties in search of balance, to generate agreements.

•        
 If internal incongruity persists over time, physical symptoms will appear, making the internal imbalance conscious.

NLP In Therapy
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There are a large number of published researches on the use of Hypnotherapy and Neurolinguistic Programming as complementary therapeutic approaches to anxiety, fears, and phobias.

In several cases, direct submissions to relieve anxiety or phobias have proven effective. When direct recommendations are ineffective, many other hypnotic techniques can be useful. The process of introduction alone and deepening into a hypnotic state relieves stress in general.

Hypnotically given, systematic desensitization (a process of Nerve Language Programming) is very useful. The person learns to acquire a sense of internal control over stimuli that produce fear or anxiety. Advantages of hypnotic desensitization, compared to traditional behavior desensitization therapies, include enhanced urbanization of incentives and the ability to give Post–Hypnotic submissions to encourage behavioral responses to situations they had imagined.

Mental rehearsal in a hypnotic state, so that the person can cope with tense situations, is another method for dealing with anxiety and phobic disorders.

When low self-esteem is one aspect of the problem, ego enhancement techniques can be used; because hypnosis exploits the close connection between mind and body, it provides relief through improved self-regulation and also beneficially affects the experience of self-sufficiency.

Hypnosis age regression techniques can be used to help clients experience experiences immediately before they start to feel anxious. This can help identify the situations that cause stress, as well as internal dialogue and images that cause problematic reactions.

Age regression in times before the development of phobia, when the client successfully encountered phobic stimuli, provides a state of empowerment that can be established and lead the person to manage negative emotions in times of high stress. Age regression techniques with hypnotherapy provide access to identify conflicts or experiences of the past that are beyond conscious awareness. When traumatic events related to phobic reactions are found, you facilitate a release by psycho-correcting the emotions associated with the experience.

Hypnotherapy is effective in managing pre-operative and postoperative anxiety, including situations in which the patient is in a period of crisis. This may also apply to the treatment of fears about dental treatments. Examples that hypnotherapy can be used as a supplement to treat anxiety in medical conditions and treatments that typically cause significant stress may include dental procedures, surgical and postoperative conditions, lumbar punctures and bone marrow aspiration, chronic headaches, cancer, pain from burns, gastrointestinal disorders, nausea, respiratory disorders, tinnitus, and obstetrics/gynecology.

One example is the reduction of stress caused by the Magnetic Tomography (MRI). This medical diagnostic procedure requires the patient to lie down in an enclosed space for about an hour. This immobility and confinement cause panic and claustrophobic reactions in up to 10% of patients undergoing the MRI procedure. Hypnotherapy has been successfully used to alleviate these reactions.

Interestingly, it has been shown that phobic patients are, on average, more subject than others. The essence of the phobic experience is not unlike that of the manifestation of the hypnotic state, since the phobic incident occurs spontaneously - as do the cross-country experiences. Hypnotherapy helps patients learn more about their cross-abilities and learn to control them.

NLP For Trauma Healing

Individual Therapy

Realizing at times in our lives that we need to seek the help of a mental health professional is not an easy task. The same criteria apply to hypnotherapy as to any treatment method. When we have exhausted our stamina and are tired of seeing the same repetitive pattern of behavior, either from others or ourselves, then we need help. Friends and family are not always the right people to help us change our perspective, perhaps because they do not have the proper training, although they may be in a good mood. So instead of watching our lives steadily lose their quality, suffer and feel like we are at a dead-end, let's do something about it. This decision is the first step to taking responsibility for ourselves. Our problem is not others but ourselves. He is responsible for our procrastination, our malicious behavior, our evil thoughts that become physical problems, the neglect of ourselves, the unhealthy foods we eat, the lack of joy, and creativity. But there is a solution to everything, and we have to start somewhere.

Individual Hypnotherapy

What it takes for individual hypnotherapy to work:

The first thing that needs to exist to start a beneficial therapeutic relationship between the therapist and the patient is trust.

There is a need for honesty when taking the history so that the therapist can have a complete picture of the condition. Honesty is also present on the part of the therapist, who always points out the points that need to be worked on with the appropriate priority.

The therapist distinguishes the most vital healthy part of each person, his healthy identity, and, at the same time, those points that need to be strengthened so that the person regains his limits and the correct view of the situation. At the same time, he chooses the most appropriate technique depending on the person and the occasion.

Personal motivation, the will to live, and the individual's promise to himself for self-love are discussed and reinforced in each session.

During these six sessions, the patient:

•       
 He comes into contact with emotions that he was afraid to unlock in a field of security and calm without emotional outbursts.

•       
 He composes all the parts of himself, faces his image with love, and feels fullness and acceptance.

•       
 He places himself at the center, sets his healthy boundaries, and then places every person in his life at the right distance, outside his center at the right space at which he feels comfortable.

•       
 He observes his behavior as a third person. He examines his behavior and his relationships with his environment objectively by solving entanglements.

•       
 It composes the most useful image and behavior through a series of experiential exercises, time-shifting, visionary ideas, and dialogue. Revises old behaviors, unhealthy beliefs, and bad planning. He accepts the past and learns to respect and love himself in the present. He overcomes the problem because now he can see and believe that he deserves to be healed.

Conference Program

An indicative treatment number is a cycle of six sessions, always depending on the topic. This framework is agreed between the therapist and the patient after receiving a history. After that, the sessions begin, which take place every 7-10 days, so that there is the required period after each hypnotherapy to test the person alone the beneficial result of the procedure. This result is built and made permanent from the first to the sixth session. This period has been characterized by those who have completed it as a beautiful journey of rapid personal development and inner change in which they calm down, understand the area of ​​
 their mistakes, stop sweating and take their lives in their hands. More than six sessions are needed for skin problems and depression. After the first round of sessions and having achieved good victories, the person can consider who he wants to be his next step. The sessions that make up this core cycle continue to work in the long run, according to clients.


What Neurolinguistic Programming Helps

They were decoding the function of the mind concerning the nervous system, physiology, and communication and gave us the method with steps, instructions, and infinite techniques.

The NLP process leads each person to find the right solutions on his own by bringing him into contact with his inner wisdom, which knows better than anyone what is best for him. Through the techniques and steps that one gives us, one can overcome obstacles and create a new self and a new life.

It is a simple but, at the same time, resourceful system that effectively addresses most of the issues that modern man has to deal with.

Some of them are:

1. Trains the Mind to Think Differently

To see things from another angle that frees you up so that you can take your strength and move forward. A lot of times, people block and think they're at a dead-end because they've learned to believe in a certain way that repeats over and over again like a single tape in their minds, bringing the same unwanted results to their daily lives.

Conscious and Subconscious: Why don't we control our lives?

The NLP, through various techniques as well as the method of "reframe," gives a new interpretation to events, creates a space of different internal representations, and gives new suggestions and solutions to life.

2. Improving Self-Confidence And Increasing Self-Esteem

Self-confidence and self-esteem are the qualities that make a difference in all areas. Without these two, there is no inner driving force that takes the helm of life. There is no satisfaction, no pleasure, no evolution.

What reduces our self-confidence, and how do we enhance it?

This can change when someone starts using their brain in the right way to create a different self-image, different internal dialogue, and further interpretations of themselves by pressing the corresponding psychological buttons.

3. Creating A New Behavior

This also involves eliminating old behaviors and habits that are harmful or unhealthy. There are several ways and strategies to create new synapses in the brain. These new neuro-associations will support the desired behavior.

4. Tackling Phobias

The NLP argues that as a phobia of an event was created conscious or unconscious by installing a specific fear program in the brain, so it can be created by changing and replacing the program by changing the internal representations that feed it.

5. Excellent Methodology of Personal Development and Success

And since we have already said that it helps to deal with phobias, it is next to have the strength to assist in the evolution of man, since usually what prevents someone from moving forward is his phobias.

It also helps to end decisions, to clarify internally, to set objectives, and to take steps to achieve them. It can also provide significant help to people who are already good in some areas and want to get even better at increasing performance, expanding skills, and excellence.

6. Helps Man Dare to Dream

People are often even afraid to think about the future they would like to live for many different reasons. Sometimes they think it's impossible to happen, that they don't deserve it, that they're helpless, sometimes they've forgotten how to dream, or they don't know-how.

But if the man himself does not envision his future, then he will simply follow the future envisaged by others. With special techniques, he is called to see his future, to take action, to dare to dream but also to enjoy it!


Further NLP Training Strategies

The NLP has been an important place among the disciplines that assist in achieving objectives so that many psychologists, doctors, and coaches apply it in the field of personal development individually or in a group way.

One of the foundations of NLP is evidence that each of us builds different representations of the reality to which we add our emotions and language processes.

By modifying our beliefs and emotions, the way we express ourselves, we can also change the perception of reality and self-image that we have of ourselves.

On the other hand, Neurolinguistic Programming ensures that memory and imagination use the same neurological circuits and the same impact on humans. Next, 8 NLP transformative strategies were collected by psychologist Jasmine Zambrano in her book PNL for All.

1. Sub Modalities or Learning Styles

Sub Modalities are variants of representation systems, that is, the way our brain encodes and classifies an experience. There are three types: visual (color, distance, depth, clarity, contrast, and luminosity), auditory (volume, tone, rhythm, and pauses), and kinesthetic (temperature, vibration, texture, pressure, movement, and weight).

All these nuances would serve us, through imagination, to be able to change the characteristics of the memories that we have edited as a film of our life and thus modify, for example, the memory of an unhappy childhood

Another way to apply them would be through "dissociation." We move to the moment when we live an unpleasant experience, feel the touch that an object had or see what was happening, and then dissociate ourselves, get out of the situation and look at it as if we were out of it, observing ourselves.

For NLP, the goal of dissociating is to take emotional power away from the experience we have experienced. Thus, experience loses strength, disassociates from suffering, and can even be associated with a pleasant moment.

2. Anchoring Technique

In the process of anchoring technique, an external stimulus or "anchor" is associated with positive behavior that you want to acquire. Anchors can be words, gestures, smells, or colors that lead us to a positive state of mind.

An example of this anchor would be to associate the gesture of touching one's ear with feeling good so that, in times of crisis or difficulty, with that small gesture, we could regain well-being and feel better.

3. Reframe

Reframe, in NLP, is to modify the frame of reference in which a person lives the situation to change its meaning and, therefore, the emotional state and behavior that, in principle, accompanied it. It is to see the glass half full instead of half empty, find an unexpected edge in the situation that manages to reverse its impact and positivize it.

4. Calibration

This strategy is to recognize the mental state of the individual through his verbal and nonverbal behavior, that is, whether he is sad, angry, or even if he is lying. By looking at their behavior, we will be able to get to know each other better and help them in their process of change.

5. Modeling

Modeling helps determine how other people acted to achieve success in some area of their lives and to be able to imitate them. With the modeling technique, what is being attempted is to create as faithful a representation as possible of another person, especially their behaviors, to achieve something.

6. Induction

With the induction technique, people are guided to specific emotional states to modify painful situations. Whether it is inducing feelings of discomfort that match the experience they lived or pleasant sensations to be able to face their fears and concerns about such cases.

7. Synchronization

Synchronization would be like deep empathy, through which other people's feelings are understood until a strong link between the conscious and unconscious level of the interlocutor is created. This technique is used to optimize interpersonal communications.

8. Relaxation

Finally, the NLP considers relaxation a useful tool for relieving tensions, expanding awareness, and freeing the spirit. Relaxing always comes in a good to face our day today.


Conclusion

You've probably already found that functional relationships are vital to the success of work and personal life. Very often, people do not know that the language they use significantly affects their professional associations, how the people they communicate with the feel and react.

Moreover, if you study the NLP communication model, you will find that every time an event occurs, everyone will perceive it differently and react to it differently as well. So, whatever's going on around you, your brain processes it, using your own "personal filters," e.g., your beliefs, past experiences, your way of thinking. These personal filters that you use to process every experience you experience make you perceive things in your way, which can be very different from how others perceive them. That is why each of us often has a different attitude towards the same event. If you understand this, you will be able to develop more mutual understanding, as well as better communication and harmony with yourself and those around you.

In this way, NLP contributes to more effective communication, better understanding, and mutual understanding. As relationships regain a sense of meaningful dialogue and a new kind of perception develops, interacting with others is more effective and significantly broadens your horizons.

Because NLP is so extensive, anyone can benefit from it. Ideally, it would have it with you in education right from primary school. An important part is communication, so you are a leader, entrepreneur, teacher, salesperson, or work with people in one way or another so that NLP can facilitate communication with other people. Maybe you have habits or behavior patterns you would like to change or become better at managing your state of mind? Perhaps you are practicing sports or doing something where goal management and motivation are important factors? Or maybe you are interested in working with your personal development and learning more about yourself and others around you? Whatever the reason, NLP can be a tool for you.

NLP allows us to understand how we perceive the world. This helps us to know ourselves more and to understand others. If we provide the tools provided by the NLP, we can achieve more effective communications as well as better relationships and links, in my particular case, in addition to using these tools for my personal life.

NLP (Neuro-Linguistic Programming) has discovered and released the enormous hidden potential of people to heal and solve their problems permanently and quickly. It has evolved into a dynamic system of development and improvement of personality. It is the most impressive knowledge discovered in the last 40 years to radically change man's perceptions and behaviors, transforming his weaknesses into abilities and perspectives.
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