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N.L.P. for Attorneys:
Mastering the Secret

Language of Influence
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WHAT IS Nevuro Linguistic Programming?

N.L.P. explores the relationship between how we think, communicate and our patterns of behavior.

Our nervous system, The habits of thought
brain, and mind and that lead to the habits
how it interacts with of behavior

- LINGUISTIC

The words and
language we use
(verbal & non-
verbal)
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How will this seminar benefit you ?

Figuring out someone’s NLP language will help attorneys learn
how clients or witnesses:

v'Relate

v'Communicate

v'"Make decisions
v'Prefer to be influenced
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COMMUNICATION

*Resistance in a client is
a sign of lack of rapport.

—

— I
RAPPORT: The feeling of connection between two people through
similarities achieved by matching the way they communicate and
mirroring their behavior.

How can you gain rapport with someone?

Matching and Mirroring: copying another's body language, gestures,
voice and language pattern to form a sub -conscious connection.
There are 4 main ways to “match and mirror”.
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1. BODY LANGUAGE
WHO IS IN RAPPORT AND WHO IS NOT? HOW DO YOU KNOW?

(What are some of the body language cues you can look for?)

2. VOICE
What are the 3 traits you can match when listening to someone’s voice in order to mirror them?
1.
2.

3.

*Before getting on the phone, imagine you are about to speak to one of your
closest friends-smile!
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Remote mirroring and matching:
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3. EMOTIONAL MATCHING

=

- S

ates you may encounter

What are some of the emotional st
from a client when you are about to engage in a discussion
with them?

*If they are in a negative state, match with them for just
a moment and then lead them into a better emotional
state (pacing and leading).
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With your partner, mirror and match each
other’'s body language, voice and emotion.

Describe your day yesterday and one
good thing that happened.

I ' I 3
.MD'J'ING FORWARD

4. MODALITIES

There are 4 main types of modalities:

Uses visual language: Uses auditory language: Uses kinesthetic language: An auditory person may say, “I
can't hear what you are saying” or
“| see what you're saying.” ‘Looks “| hear what you're saying.” “| feelwhat you're saying.” “This doesn't sound right. An

good.” di digital
“It feels right.” auditory digital person may say,

“There is no logic in what you are

“Let's get a handle on this.” saying’ or “This does not make

sense”.

“It rings a bell.”
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DISCOVER YOUR PARTNER'S MODALITY
BY LISTENING TO THEIR VERBAL CUES.

Ask them:

1. What is it like to sit by a warm fire?

ACTIVITY OR

2. Describe the details of your favorite place to visit.

MOVING FORWARD
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YOU CAN ALSO USE “EYE CLUES” TO GIVE YOU AN IDEA
OF A PERSON'S MODALITY:

i Looking to
Constructed | 'wokne® Recalled ,
their right. their left.

vr

V© = Visual Constructed

VR = Visual Remembered

A® = Auditory Constructed

AR = Auditory Remembered

K = Kinesthetic (Feelings)

Ay = Auditory Digital (Self-talk)

ACTIVITY:

Ask your partner these questions (best to observe
their eyes right before they answer each
qguestion).

» How many emails did you type yesterday?
» How old were you when you started high
school?

» What was your first job like?
Based on their words and eye clues, what is your
partner’'s dominant modality?
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MODALITY SELF-TEST

Put a check next to the answer that resonates with you the most:

1. | make important decisions based on:

___gut level feelings — which way sounds the best
___what looks best to me ___precise review and study of the Issues

2. During an argument, | am most likely to be influenced by:

___the other person's tone of voice

__the logic of the other person’'s argument

____whether or not | can see the other person's point of view
whether ar not | am in touch with the other person’s true leslings

3. I most easily communicate what is going on with me by:

___the way | dress and look ___the fealings I share
_the words | choose _ my tone of voice

4. It is easiest for me to:

___find the ideal valume and tuning on a stereo system

____sglect the most comfortable furniture

___select rich, attractwe color combos

_ select the most intellectually relevant point in an interesting subject line

5. Which sentence below best describes you?

____lam very attuned to the sounds of my surroundings
___lamvery adept at making sense of new facts and data

____lamvery sensitive to the way articles of clothing feel on my body
I have a strong response to colors and the way the room looks

, . . . . > I
What's your dominant modality through which you communicate?
'Mgu'm-a FOREWARD

Your answers

AD
K
\%

Whichever letter you identified
with most is your dominant
modality.

My dominant modality is:
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HOW CAN YOU INCREASE INFLUENCE?
THE TOP 8 NLP TECHNIQUES:

1. PACING AND LEADING

Bringing the client from an unwanted, negative or unsure state to a positive
one. (build rapport (pace)..build rapport (pace)..LEAD (to a win/win outcome)

' Matchthe clientwhere they are at and then you can bring them to a place of a
" new thought that they originallywouldn’t have gotten to by themselves
- ]
! Ex.“lunderstand X is a reasonable stance to take because of YIn fact, that is
an intelligentapproach. (Pacing along with mirroring and matchig them).

However, there can be more to it, and I'm sure you can see that if we added X
(etc.)”

2. FEEL, FELT, FOUND
You are letting a client know that she is heard and valued. Then you are letting

\ [
{ her know that her initial thought is common. Lastly, you are leading her to a

A ‘\: place where there is a solution.
v Yo
?I[,’( .Hx Ex. “ | understand how you FEEL. In fact, many others have felt the same way.

— |

But what they found was...."

)
- M
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3. Identifying their META-PROGRAM

Discover whether they are an “away” person or a “towards” person
Ex: Why are you looking to buy a car?

AWAY (from pain) PERSON TOWARDS (pleasure) PERSON

“Because | am sick and tired of my old one. | don't “Because | really want to get into a car that has great
want to spend so much on gas and it doesn't gas mileage and will perform great in the rain or
perform well in the rain or snow.” snow!” oy

MOVING FORWARD
NTmeTEmIEY
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ELICITING VALUES TO FIND THEIR META-PROGRAM

> It's useful to understand the values of the clients that you are interacting with so
that you can explain the specific benefits that they need to hear and that you will

be able to provide.

You can elicit values through a series of questioning:

1. What would you say is most important to you about “getting rid of your
debt?”

. Isthere anything else that is important to you? (Allows them to think
deeper)

. Which would you say is the most important?

Ask your partner:
Why is taking a vacation important to you?

ACTIVITY
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4. TAG QUESTIONS

A question put at the end of a sentence that is a reinforcing point.

“You can understand why my suggestion makes sense, can't you?”
“You're really looking forward to managing your debt , aren’t you?”

“We can work out a payment plan that you can now handle ,
makes sense?”

5. REFLECTIVE LISTENING

Reflecting back to the speaker the main ideas and feelings to show complete understanding.

KEY REFLECTIVE LISTENING PHRASES:
“What you're saying is...”
“So you feel...”

“It sounds like you...”

ACTIVITY ‘soyourewonderingis..”

(Speaker should correct listener where needed.)

With your partner:
DESCRIBE AN ISSUE YOU ARE HAVING WITH A CLIENT AND

HOW YOU ARE TRYING TO SOLVE IT :*”"
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6. REFRAMING

Guiding your clientto various alternatepositive solutions when they say something can't be done. You
are taking what they think is a negative situationand showing them various/alternativeways to look at it
thatwillactuallybenefit them. “What’s a better way to look at this?”

Ex. “This settlementis not a loss, it’s actually a win! Look at it like this....”

7. FORWARD PACING

Takingthe person into the future where they feel good about the space and decision made today as a
good one.

Ex: “Once you settle this, imagine how you can finally get on with your life and put all of this
mess behind you!”

8. EMBEDDED COMMANDS

A form of suggestion embedded in a larger statement

Ex. “Peoplewho have alreadydecided to investin our programfind the resultsto be amazing!”
Ex. “Let’stalk aboutthe benefits so you can make the decision best for you.”

Ex. “What else do you need to knowto decide on signing with us?” >
Ex. “Peoplefeel secure because we areverythorough”

-MI')'A'ING FORWARD
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APPLYING WHAT YOU'VE LEARNED

Know your outcome #Goin Rapport ‘ Be flexible in your opprooch‘ Take action

Person A: Attorney

Decide on a product or service you believe would benefit your potential client or a situation
where you are trying to get them to take action.

Choose 2 areas of matching and mirroring that you will apply to gain rapport:
1.
2.

Choose 2 NLP technique you will apply in being flexible in your NLP approach:
1.
2.

Person B: Possible new client
Decide which type of client you will be in this interaction:

1. Unsure and Cautious
2. Excited and Friendly
3. Analytical and Skeptical

Thoughts and insights:
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MAKE IT COUNT!

What are 3 NLP strategies you learned today that you feel the MOST

comfortable incorporating into your next business discussion?

W MOVING FORWARD
S TRATETGIES

Thark gou!

Stay connected with us at www.MovingForwardStrategies.com

Find us on LinkedIn & Facebook
(516) 3087783
Team@MovingForwardStrategies.com
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What other programs do we offer?

>
‘MOVING FORWARD

STRATEGIES

N.L.P. Part Il Review and Role Play Intensive (2.5 hours)

Mindset and accountability coaching for:
» Busy business owners and CEOs who want clarity and focus in
moving inifiatives forward
» Those who were recently promoted and are facing new
professional expectations and leadership responsibilities.

Create your Culture Program
» Build from scratch or boost your organization’s culture

Personal Development Interactive Seminar Series
» Great for creating authentic bonding within your team while
increasing productivity for your organization.

All programs available either
live in-person or live remote.

CONTACT US TODAY TO FIND OUT MORE AND TO SCHEDULE AS DATES FILL UP FAST!
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